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FOREWORD
These are exciting times for Asia as the world’s spotlight turns on these economies as the engine
for growth. Now into its second year, the Futurepriority Report continues to be a ground-breaking
initiative in supporting our strategy of having a deep understanding of the clients we serve and to
be at the forefront of addressing their needs.
In this study, we have looked around Asia to find what drives each nation and its growing force of
wealth creators. To make sure we meet their needs now and into the future, we wanted to ask
what motivates them. We wanted to understand their hopes, their expectations and their fears at
home and abroad, for the simple reason that as the world changes, we want to continue to meet
the needs of our clients – as we have for the last 150 years.
It is clear from this report that customers, not banks, are driving the agenda in Asia. The Asian
Affluent are wealthier and more sophisticated than before. They have distinctive and more
complex needs and hence cannot be treated with a ‘one size fits all’ approach. Therefore, to
succeed in this important client segment, banks need to focus more on their service and quality
of their advisory processes, rather on the products they sell. Assuming the role of a trusted
advisor also means really listening to what the client is asking for, and treating them in a holistic
manner to include their families, their business and their global ambitions.
It also comes as no surprise to us to find that the Asia Affluent have both a powerful Asian
identity, and yet, have distinctive regional differences.
This research reflects the views of 2,800 Affluent individuals who took part in our online survey
from October to November 2011. Together, they represent the views of Asian Affluent from China,
Hong Kong, India, Indonesia, Malaysia, Singapore, South Korea, Taiwan and Thailand. We would
like to thank them and all those who have collaborated in this ground-breaking report.
The Futurepriority Report provides a strong roadmap and insights for any organisation that truly
wants to listen and meet the emerging needs of this very important client segment. We hope you
will enjoy this report.
Foo Mee Har
Global Head
Priority and International Banking
Standard Chartered Bank
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Section one
Challenge and opportunity

The wise man, when resting
safely, doesn’t forget that danger
may come.
In brief



This is the second in a series of reports aimed at understanding what are the priorities of
Asia’s fast-growing population of wealth creators when it comes to managing their money. As
fast-trackers, we refer to them as Futurepriority customers and this is a sprint through nine
Asian countries looking at what makes these individuals tick.



To get the real low-down we reached out to 2,800 of these up-and-coming wealthy to
compare country-by-country what is hot and what is not in the world of wealth
management.The average wealth of those who took part was USD1.4 million and 90 % of
them have an established relationship with one wealth management firm or another.

A TODAY WELL-LIVED MAKES TOMORROW A VISION OF HOPE
If we are going to talk about the attitudes of Asia’s newly wealthy, there is perhaps no better
place to start than to ask if they think they are going to make money in the next 12 months. In
spite of the fast pace of growth across the region, the answer to this question is not
straightforward – partly yes and partly no.
On the positive side, in the last couple of years, growing numbers of Asia’s up-and-coming wealth
have been reporting their wealth is increasing year-on-year. And, their confidence for the next 12
months is greater still. This is hardly any surprise given Asia’s rapid ascendency, but we also find
this kind of optimism to be a defining characteristic of wealth creators. Regardless of where they
are, the world’s fast-trackers exude wealth confidence.
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And yet, when we last looked at Asia’s wealth confidence a year ago, we found it stood at 73
points. But interestingly, in spite of Asia’s rise, the wealth confidence of the Futurepriority group
across Asia has actually fallen 8 points to 65 this time round [Figure 1].

Figure 1: Wealth confidence
Do you think your wealth will increase over the next 12 months?
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More than that, every single country we looked at reported a dip in confidence for 2012, when
compared to a year ago. Only Indonesia, fuelled by strong gains in the last two years, stands out
for its conviction in the coming 12 months.
These results may seem surprising given that the world is turning its attention to Asia as the
growth region of the future. But, as the spotlight shines on Asia’s wealth creators, they in turn are
looking at the rest of the world and what they see seems to be checking their optimism for the
future.
Although, it is important to say upfront that speaking of Asia with one voice is never wholly
satisfactory. In fact, if we just compare the overt optimism of the Indonesians with the canny
caution of those in Hong Kong, we find a whopping 53 point gap between their expectations for
2012.

MEN OF PRINCIPLE HAVE COURAGE
Not only is short-term wealth confidence a characteristic of the world’s up-and-coming wealthy,
longer term their wealth goals are equally ambitious. Across Asia – as we have found across the
world – the wealth target for Futurepriority customers is typically to triple their wealth within 10
years [Figure 2].
Looking more closely at these money goals, we can see some patterns emerging.
Asia’s largest economies – China, India and interestingly South Korea – are already the
wealthiest, but have a significant aim to increase their wealth to 2.9 times their current amount.
Least aggressive are those in the money hubs – Singapore, Hong Kong and Taiwan. Their goal is
2.5 times their current wealth.
Meanwhile, the Futurepriority customers in Indonesia, Malaysia and Thailand are the most bullish.
They may be less wealthy today, but their target is to increase their wealth by a factor of 3.4.
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Figure 2: Money goals
Considering your money goal, how much do you need in US dollars and how long do you think it
will take you to achieve this sum?

©2012 Scorpio Partnership. All rights reserved | 7

Section one
Challenge and opportunity

YOU MAY SHARE A PILLOW, BUT YOUR DREAMS WILL NEVER BE THE SAME
It is through comparison that we often learn most about ourselves and others. Yet, Asia is a
continent that often defies conformity. In our quest to find new insights into attitudes across the
region, we have taken the liberty of putting together near and not-so-near neighbours. It is by
grouping countries according to their similarities, that we hope to highlight their differences.
Rich and getting richer is what distinguishes the Futurepriority customers in China and India.
Together with their north Asian cousin, South Korea, these countries all have gross domestic
product exceeding USD1 trillion and regularly produce heady national growth figures. Yet,
despite their ability to generate wealth, these nations are strikingly different.
More worldly-wise are the Futurepriority customers based in Asia’s money hubs of Singapore,
Hong Kong and Taiwan. At different stages in their lifecycles as financial centres, these countries
channel the money that flows in and out of the region. Their powerful international connections
mean this group views Asia’s ascendency in the context of the global picture.
Meanwhile, sprinting up the wealth curve are those in Indonesia, Malaysia and Thailand who are
confident about their ability to build wealth and not shy about what they expect from their wealth
managers.
Through the rest of this report we will compare and contrast the upwardly-mobile wealthy in each
of these countries. In particular, we will focus on what it is that they are doing with their money to
realise their wealth goals.

THE MOST PRECIOUS PEARL IS FOUND CLOSEST TO HOME
But before all that, let us first take a look at the big picture. If the world were an oyster, with an
undiscovered pearl, where would Asia’s emerging wealthy look to find that precious opportunity?
When we asked where these Futurepriority customers see the best wealth creation opportunities
around the world, it comes as no surprise that those in China and India see the immediate
prospects for wealth creation in their own market. Indeed, across the region most are looking to
make their fortunes close to home.
Yet, Asia’s ascendency does not mean that the region’s wealth creators are turning a blind eye to
opportunities further afield. In fact, about one-third think Europe offers good wealth creation
prospects in the next year and a similar number are looking to North America [Figure 3].
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Figure 3: International opportunities over the next year
Which regions offer excellent opportunities for wealth creation in the next 12 months?

Figure 4: International opportunities over the next five years
Which regions offer excellent opportunities for wealth creation in the next five years?
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More than that, these numbers rise substantially over a five-year view showing that many have
confidence that there will be a bounce-back for Europe and North America. But, not to the extent
that these regions will eclipse Asia’s rise [Figure 4].
Notably though, India and Indonesia stand out for their bullish view on the international
opportunities. While, in contrast, those in Singapore, Hong Kong and Taiwan are far more positive
about Asia’s prospects than they are about the rest of the world both short term and over the
next five years.
And yet, when we look at where these emerging wealth creators expect to invest their new wealth
through 2012, a different pattern emerges. Those from the money hubs – Singapore, Hong Kong
and Taiwan – take the most balanced view and are planning to invest their wealth wisely in
different countries and opportunities around the world. Clearly, they recognise the benefits of
putting their eggs in international baskets even if it may take many years for those global
hatchlings to emerge as anything more than ugly ducklings [Figure 5].
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Figure 5: International investment strategy
How likely are you to invest in the following markets over the next 12 months?
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By contrast, Futurepriority customers elsewhere across the region are concentrating their
investments in the market they know best – their home country. This is particulary the case for
real estate investments, but they are also more likely to put money into domestic fixed income
and capital protected investments. Whereas, their favoured regional investments are structured
products and they like to make their international plays through exchange traded funds [Figure 6].

Figure 6: International investment strategy
Which investments will you make in your domestic markets, regionally and internationally over the
next 12 months?
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He who controls others may be
powerful, but he is mightier still
when he has mastered himself.
In brief


The Futurepriority customers in the power house nations of China and India are already
among the richest in the region – with average wealth of USD1.6 million. And they plan to be
considerably richer by 2020.



Interestingly though, the Chinese and Indian responses hint that their wealth creation
methods will diverge over the next few years.



Meanwhile, the South Koreans could be characterised as having a game plan and sticking to
it. They also envisage making significant gains in the future, but they expect to make few
changes in their current lifestyle to achieve these long-term goals.

DISCORD AND HARMONY ARE JUST TWO NOTES APART
Hitting all the right notes when it comes to generating wealth, the power house nations of China
and India are big and getting bigger. To the ears of the world, their stories have been a duet in
Asia’s impressive opera.
But, are China and India really in harmony when it comes to wealth creation? And, can we expect
them to dance to the same tune as Asia’s libretto unfolds.
When we look at what is fuelling their ambition, we find those in each country are tapping their
energy reserves in different ways in work, at home and in relationships [Figure 7].
By far, the most frenetic are the Futurepriority customers in India, who are throwing themselves
into the task of wealth creation with gusto. Their energy levels are high with a huge focus on
family, health and hitting their professional goals. But, their satisfaction levels also hint at an
impatience for success.
More measured are the Chinese Futurepriority customers, who channel their energies into family,
friendships and their position in society and reap the rewards of this focus. Indeed, the Chinese
Futurepriority group stand out for the big buzz they get from fun, friends and family.
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Figure 7: Life energy and satisfaction in China and India
How much energy do you give and how happy are you with each of these areas of your life?
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YOU SEE TRUE UNITY ONLY WHEN THERE IS A COMMON PURPOSE
And yet, in spite of these big differences in outlook, Futurepriority customers from each of these
countries are making their money in surprisingly similar ways. Salary and bonuses account for
most of their wealth, with much more modest contributions from investments or other factors
[Figure 8].

Figure 8: Sources of wealth in China and India
In roughly what proportions have each of these sources contributed to your current wealth?
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It is only when we project into the future that subtle differences emerge. We find those in India
most likely to throw themselves into real estate. Meanwhile, many in China intend to channel
some of their wealth creation efforts into entrepreneurial activities [Figure 9].

Figure 9: Future sources of wealth in the China and India
In the next five years, what do you expect to contribute most to your wealth creation?
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ANTICIPATE THE DIFFICULT BY MANAGING THE EASY
It would seem that these attitudes to life permeate also into investment habits. Looking at
investment plans for the next year, we see those from China making a number of considered
choices, while those in India are channeling their money into a few favoured investments. 63%
are planning an investment in gold this year and 50% aim to put money into a high-interest
savings account [Figure 10].
Yet, across both countries, the shift in 2012 in general is likely to be to safety and simplicity. Both
are shying away from the equity markets and are turning their attentions to gold, high-interest
savings and pensions.

Figure 10: Chinese and Indian investments: what’s hot and what’s not
What types of investments will you be making in the next 12 months?

Investment level in 2011

China

India
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AIM HIGH IN YOUR CAREER BUT STAY HUMBLE IN YOUR HEART
And, while China and India have taken centre stage, South Korea has been waiting patiently in the
wings. South Korea’s respondents were, in fact, the richest among those who took part in this
research and they too plan to grow their wealth still further by a factor of 2.9.
Yet, despite such an ambitious goal, this enigmatic group do not envisage major changes to their
work patterns or investments. In fact, when it comes to lifestyle, South Koreans are far more
moderate in how they use their energy than any other nation in Asia [Figure 11].

Chart for page P19 Fig 11: Life energy and satisfaction in S Korea !

Figure 11: Life energy and satisfaction in South Korea

!
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How much energy do you give and how happy are you with each of these areas of your life?
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Figure 12: Sources of wealth
In roughly what proportions have each of these sources contributed to your current wealth?

This stoical streak is equally in evidence in their attitudes to wealth creation. Whereas those in
China and India see room for wealth growth in real estate and running their own businesses,
those in South Korea see salaried employment as the sensible choice for long-term wealth
building [Figure 12].
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Figure
of wealth
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page 21sources
Fig 13 Future
sources of wealth! in the next 5 years
In the next 5 years, what do you expect to contribute most to your wealth creation?

Indeed, while Futurepriority customers across Asia harbour dreams of success through market
investments and entrepreneurial endeavour, those in South Korea are sticking to their gameplan,
with few planning to make significant changes over the next half decade [Figure 13].
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Figure 14: South Korea investments: what’s hot and what’s not
What types of investments will you be making in the next 12 months?

Investment level in 2011

Decreased investment
in 2012

Increased investment
in 2012

South Korea

This reserved approach to making money is also reflected in the investment patterns of the South
Koreans. Indeed, they are far more measured in their investment approach than many across the
region. The biggest swing this year is likely to be into pensions with 44% considering an
investment over the next 12 months [Figure 14].
This penchant for pensions makes our South Korean investors unique across the continent.
Elsewhere, gold is seen as the secure option, but in South Korea it seems Futurepriority
customers have hardly succumbed to gold fever.
Indeed, overall it seems those in South Korea simply do things very differently and are calm and
confident that their strategy will pay out in the end.
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Do not fear going forward slowly,
be afraid only of standing still.
In brief



A cautious optimism also characterises the upwardly mobile in Asia’s main money hubs of
Singapore, Hong Kong and Taiwan. With average wealth of USD1.4 million they have the
comparatively modest goal of achieving USD3.5 million by 2022.



In spite of historic rivalries, we also find these urbanites have similarly measured views on
how to balance competing challenges and achieve their wealth goals. Only those in Hong
Kong stand out for taking a calculated gamble on a range of life’s opportunities.

A LOW GEAR WILL GET YOU FURTHER THAN HIGH REVS IN NEUTRAL
The wealth drive of the money hub nations of Singapore, Hong Kong and Taiwan is in a
cautiously low gear at the start of 2012. Futurepriority customers in all three countries reported
sluggish gains in 2011 and only wary optimism for the year ahead.
Their long-term wealth goals are also the most level-headed. On average, these urbanites are
worth USD1.4 million with a target of USD3.5 million over the next 11 years.
The question is: does this prudence stem from recent experience or more general perspicacity?
Certainly, what we find when we check the energy pulse of those in these countries is that they
use their reserves with care. While focusing their efforts on achieving personal goals, at the same
time they achieve great personal satisfaction from their relationships and opportunities for
personal development [Figure 15].
Indeed, attitudes in all three countries are surprisingly similar, especially given the geographical
distance and historic competition between these rival centres.
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Figure 15: Life energy and satisfaction in the money hubs
How much energy do you give and how happy are you with each of these areas of your life?
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SOME SAY MONEY WON IS TWICE AS SWEET AS MONEY EARNED
When it comes to their money making plans, however, it appears there may be a grain of truth in
some of the old stereotypes. Most noticeably, those in Hong Kong live up to the reputation for
having fingers in many pies – and especially investment pies. Across all three financial centres,
they are most likely to have earned their current wealth from a wide range of trading activities and
are far less reliant on their salary as the main form of wealth [Figure 16].
By contrast, those in Singapore and Taiwan are seeking their fortunes in the sky-scrapers of the
city professional rather than in the financial markets they serve.

Chart for page 26 Fig 16: Sources of wealth in the money hubs É
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Figure 16: Sources of wealth in the money hubs
In roughly what proportions have each of these sources contributed to your wealth?
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And, it would seem these traits are deeply engrained. Looking forward five years, those in Hong
Kong show remarkable optimism for the opportunities to make big wins in the markets.
Meanwhile, those in Singapore and Taiwan appear comfortable in their careers and are more
likely to stay put for the foreseeable future [Figure 17].
Yet, across all three countries, relatively few see entrepreneurialism as a sure-fire way to financial
success.

Chart for page 27 Fig 17: Future sources of wealth in the money hubs !
5
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Figure 17: Future sources of wealth in the money hubs

In the next 5 years what do you expect to contribute most to your wealth creation?

LIGHT A FIRE IN SEVEN PLACES AND THERE’LL BE SMOKE IN EIGHT
Esconsced in three of the world’s fastest growing financial hubs, it is hardly surprising to see
some shrewd plays in their investment portfolios. These Futurepriority customers are most likely
to spread their spare cash across a number of different investment choices [Figure 18].
But, as elsewhere in the region, these savvy investors are playing it safe right now with a focus on
gold and high-interest savings. Even so, taking the long view it would seem, they are not pulling
back from some of the more aggressive decisions they made a year ago.
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Figure 18: Money hub investments: what’s hot and what’s not
What types of investments will you be making in the next 12 months?

Investment level in 2011

Hong Kong

Singapore

Taiwan

©2012 Scorpio Partnership. All rights reserved | 28

Decreased investment
in 2012

Increased investment
in 2012

Section four
Wealth builders

Section four:
Wealth builders

©2012 Scorpio Partnership. All rights reserved | 29

Section four
Wealth builders

Ambition is enthusiasm with a
purpose.
In brief
 As a force to be reckoned with, one should not underestimate the Futurepriority customers in
the wealth builder nations of Indonesia, Thailand and Malaysia. They may have an average
wealth today less than USD1 million, but that is not going to hold them back. Their target is
USD3.3 million before 2020.
 Their wealth creation energy comes from a powerful cocktail of enthusiasm and
entrepreneurialism. Indeed, the upwardly-mobile in Indonesia take the dual crown for being
the happiest and the most enterprising among all the Asian nations.

HAPPINESS IS WHEN WHAT YOU THINK, WHAT YOU SAY AND WHAT YOU
DO ARE IN HARMONY
These may be the markets with the furthest to go in wealth creation terms, but if success on the
road to happiness is powered by the amount of fuel to burn in the tank, then the wealth building
countries are motoring. The Futurepriority customers in Indonesia, Thailand and Malaysia
positively exude energy in all aspects of their lives.
With their current average wealth standing at less than USD1 million, the Futurepriority customers
from these countries have a target of USD3.3 million within a decade. This makes them the most
ambitious across Asia for wealth growth.
Indeed, just looking at Indonesia, we have already seen Futurepriority customers in this part of
Asia are miles ahead when it comes to wealth confidence. But, we also find plenty of “oomph” in
all other aspects of life. Indeed, they are a positive force to be reckoned with [Figure 19].
Living life to the full, the Indonesian Futurepriority customers are drawing huge personal
satisfaction from their efforts. In fact, they take the prize for being the happiest nation we
encountered, with satisfaction scores well above the average.
Meanwhile, those from Thailand and Malaysia are not far behind in the energy stakes and have a
similar sunny disposition reflected in their enjoyment of family, fun and friendship.
But, it would be wrong to equate effort and enjoyment entirely. In fact, in all three countries there
is a clear sense of unlocked potential when it comes to career, progress to goals, money and
finance. Indeed, it is hard not to think of these nations as a force yet to be unleashed when
looking at the energy behind their financial frustration.

©2012 Scorpio Partnership. All rights reserved | 30

Section four
Wealth builders

Figure 19: Life energy versus satisfaction matrix in the wealth building nations
How much energy do you give and how happy are you with each of the following areas of your
personal life?
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AN ENTREPRENEUR IS SIMPLY SOMEONE WHO SEES NO DIFFERENCE
BETWEEN AN OBSTACLE AND AN OPPORTUNITY
Which moves us on to the question of how will that energy be released as a force for wealth
creation? We find the Futurewealthy customers in these countries are already among the most
entrepreneurial across the Asia region [Figure 20].
Many are actively growing their own businesses and in Indonesia they may well have sold one
venture and already have moved on to the next.
Looking forward five years, this entrepreneurial streak looks set to become a mile wide. Those in
Thailand believe income from their own businesses will be a bigger contributor to their wealth
than salary from a steady job. Meanwhile, in Indonesia a huge number are banking on the sale of
a business to catapult their wealth to a whole new level [Figure 21].

Figure 20: Sources of wealth in the wealth building nations
In roughly what proportions have each of these sources contributed to your wealth?
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Figure 21: Future sources of wealth in the wealth building nations
In the next 5 years what do you expect to contribute most to your wealth creation?

IN THE END, IT IS LIFE’S CHOICES THAT ARE THE MEASURE OF SUCCESS
Adding to their verve for life and wealth creation opportunities, the Futurepriority customers in the
wealth builder nations are attacking their investment decisions with equal zeal.
Those in these countries are certainly bucking the trend for stashing cash safely into high-yielding
interest accounts, Instead, there is a gold rush going on. A mighty 71% of Indonesians plan to
switch some of their savings to gold this year, with Thailand and Malaysia not far behind [Figure
22].
And, as if gold were not solid enough, Indonesians and Malaysians are also looking to keep some
of their wealth as safe as houses with some big moves into real estate as well.
They are also cautious when it comes to equities and mutual funds, with a significant tailing off of
interest in these investment options versus last year. But, pensions are still in favour and may well
be topped up across these markets in the course of the year.
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Figure 22: Wealth building investments: what’s hot and what’s not
What investments will you be making over the next 12 months?

Investment level in 2011

Indonesia

Thailand

Malaysia

©2012 Scorpio Partnership. All rights reserved | 34

Decreased investment
in 2012

Increased investment
in 2012

Section five
Customer happiness

Section five:
Customer happiness

©2012 Scorpio Partnership. All rights reserved | 35

Section five
Customer happiness

Achieving your goal is called
success, but enjoying the journey
to your goal is real happiness.
In brief



Asia’s up-and-coming wealth creators have a wide range of options when it comes to
managing their money and they typically work with two financial providers.



Banks dominate as the region’s main money managers, but each country has its own
preferences when it comes to wealth services. Interestingly, these preferences mirror the
attitudes to wealth creation we have identified for each country.



But, regardless of whom they choose, they want their wealth managers to get the basics
right. Their priorities are the four “S’s”: staff efficiency, smooth transfers, straightforward
reporting and staying in touch.



And, if we look into the future we can add another “S” for service. While Futurepriority
customers are equivocal about the investment options they might want in the future, they
have no doubts about the service options they want to see expanding.

©2012 Scorpio Partnership. All rights reserved | 36

Section five
Customer happiness

MAKE HAPPY THOSE NEARBY AND THOSE WHO ARE FAR WILL COME
This whistlestop tour through Asia’s main markets hints at the huge diversity that is driving the
region’s wealth creation. So, understanding what Asia’s current and future wealthy customers
really want is no mean feat.
Taking first the bird’s eye view, we find up-and-coming wealthy customers across Asia have a
wide range of choices when it comes to how they manage their money. Whether it is a bank, a
private bank, a financial advisor or an online investment service, customers have different
expectations of what these services will do for them.
Mapping their journey – from the moment they start looking for a wealth manager to work with,
through to the longer term relationship – we find Asian customers have different expectations
from different kinds of financial provider.
What they expect from all of them, however, is that they have a solid reputation within the region.
After that, their journeys diverge [Figure 23].
Asia’s emerging affluent customers have the highest expectations for wealth advisors, who
specialise in managing the money of the rich. They look for independence, top quality staff and
product information and expect over time that the firm will work hard to build a long-term
relationship.
Private banks also have a lot to do: to look smart and act smart and make sure that transactions
happen with the minimum of hassle.
By contrast, those who have set up a wealth management relationship with banks or online
investment services expect the focus will be on getting the basics right. These providers need to
peak in a few key areas, but clients do not necessarily want the hand-holding they might get from
more specialist firms.
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Figure 23: Importance of individual steps in the customer journey
How important were the following factors in delivering a great customer experience? (All
responses)

There is also a certain flow to the customer journeys of Asia’s emerging affluent across the wealth
management spectrum.
A high-quality brand is a must. After that, the four “S’s” come into play: staff efficiency, smooth
transfers, straightforward reporting and staying in touch are the top priorities for the priority
customer. Sounds easy. But, nothing is that simple in a region as complex as Asia.
Given the expectations for different kinds of wealth management are so varied, it is interesting to
see how those expectations are manifested country-by-country.
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Once again, we find there are parallels between the personal attitudes of the Futurepriority
customers in each country and what they regard as important in a great wealth management
relationship.
If we put just the banking journey under the microscope, we find our most enterprising
Indonesian Futurepriority customers have the highest hopes from their personal banking provider.
Whereas, those that hold back in their own affairs are equally reserved in their expectations from
a wealth manager. Those from Singapore, Hong Kong and South Korea may appear easy to
please, but they are also very hard to impress. [Figure 24]
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Figure 24: Importance of each step in the personal banking customer journey
How important were the following factors in delivering a great experience? (Highs and lows)

This helps to explain why private banking services are proving so popular in India, Indonesia and
Thailand. And, why those in Singapore and Hong Kong are gravitating to financial advisors and
online investment services that cover the bases well [Figure 25].
In fact, to meet all their needs, Futurepriority customers across the region typically have two
wealth management relationships.
Banks are typically the first port of call with 69% of Asia’s upwardly mobile customers counting a
bank among their wealth providers. Financial advisors, online investment services, private banks,
wealth advisors and brokers then jostle for that coveted second place.
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Figure 25: Wealth management preferences across Asia
Have you set up a relationship with any of the following types of firm?

Online
investment
service

Private
bank

Wealth
adviser

Broker

25.2%

37.4%

10.9%

24.9%

15.5%

61.3%

32.2%

32.8%

40.0%

27.2%

22.2%

69.4%

24.2%

24.2%

21.7%

26.1%

5.7%

74.1%

31.8%

26.7%

18.0%

15.7%

10.2%

64.2%
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LEARNING IS A TREASURE THAT WILL FOLLOW ITS OWNER EVERYWHERE
Yet, across the region, the Futurepriority customer base has strong views on where wealth
management needs to go next to support them more effectively. For example, well over 80%
from across the region want more education on investments and strategies to manage their
wealth more effectively [Figure 26].
And strikingly, half feel they would also benefit from immigration and relocation services,
especially in India and Indonesia, which are the countries most focused on international wealth
creation opportunities.

Figure 26: Value added services for Asia’s emerging affluent
Would you expect your financial provider to help you with the following?
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They also have strong views on how their current wealth management services will need to
develop over the next few years to keep up-to-date with their changing needs. Most of all, they
expect to use the internet more as a support tool for their investment choices. But also, across
the board, they expect to take more financial advice before making investment choices
[Figure 27].

Figure 27: Wealth management in Asia in 5 years
How much more do you expect to do the following in 5 years’ time? (Highs and lows)

And, interestingly, they expect to work with more wealth managers in the future rather than fewer
as competition hots up.
Meanwhile, views are mixed on the kinds of investments they expect to hold in five years’ time.
The question of whether to hold specialist investments polarises opinions the most. But, as a
group they are equally equivocal about international investments and discretionary services,
where the wealth manager gets to make the day-to-day decisions.
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BEGINNING IS EASY, CONTINUING IS HARDER
These common views on changing wealth management needs take us one step beyond the
question we asked at the start of this research, which was: just who are Asia’s emerging wealthy?
And, indeed these perspectives show us that knowledge of customer needs is a powerful force
for growth in a region of huge challenges and opportunities.
Given its vast geographical and cultural diversity, it comes as no surprise to find that Asia’s
emerging wealthy vary widely across the region. At every turn, their outlooks, their motivations,
their wealth creation plans and their investment strategies are subtly, but distinctly, different. And
yet, there are also certain similarities between countries and across the region as a whole.
These different perspectives provide insight on what it is that is making Asia’s heart beat faster,
particularly when thinking about their wealth creation priorities of the future.
As Asia moves to the centre of the world economic stage, we find the region’s Futurepriority
customers are wary of how the global picture will impact on their personal financial futures.
Indeed, many have actually reined in their own wealth forecasts for the short term.
And yet, over the longer term there is a powerful optimism for Asia’s ascendency, such that
looking forward five years, few see other regions matching Asia’s own opportunities for wealth
creation.
This view is most forcefully in evidence in the region’s money hubs – Singapore, Hong Kong and
Taiwan – that have the most global view and the most caution about the impact of world affairs
on their own wealth creation.
Meanwhile, Asia’s power houses – China and India – are forging ahead with their focus on the
opportunities at home. While Indonesia, Thailand and Malaysia are tapping their considerable
energy reserves to drive wealth growth through their own entrepreneurial efforts.
In turn, we find these drivers impact how the emerging wealthy in each market seek to engage
with banks, private banks and other kinds of advisors that seek to help the manage their growing
affluence.
Here a clear and common theme does emerge. Across the region, the watchword for the future of
wealth management will be “service”. Asia’s growing affluent already have high expectations from
their advisors at every step of these relationships. And in the future, they will expect more.
Staff efficiency, smooth transfers, straightforward reporting and staying in touch are already taken
for granted as the very basic requirements for a wealth manager to deliver. Going forward, there
will be a far greater focus on engagement: through knowledge, information, education,
technology and crucially through advice.
Asia’s emerging wealth is no longer in the wings, but centre stage, and reaching out for the right
kind of service.
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You have been watching…
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Getting the facts

This is the second time we have reached out specifically to Asia’s emerging affluent customer
group to ask their views on money and money management. The research took place between
October and November 2011 using online surveying techniques.

You have been watching…

This is the second time we have reached out specifically to Asia’s emerging affluent customer
ask their
views on money
and money
management.
The research
place between
Thisgroup
timeto2,800
individuals
across
the region
took part
in the took
research.
This is 1,000 more than
October and November 2011 using online surveying techniques.
last year. We would like to thank all of the participants for their support.
This time 2,800 individuals across the region took part in the research. This is 1,000 more than

Their
average
wealth
USD1.4
million.
More
on how the sample breaks down are
last
year. We would
likewas
to thank
all of the
participants
for details
their support.
shown below.
Their average wealth was USD1.4 million. More details on how the sample breaks down are
shown below.

Gender profile
Gender profile

Age profile

Age profile
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Employment profile

Residence profile
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www.scorpiopartnership.com

©2012 Scorpio Partnership. All rights reserved | 48

The toughest part
of the future is
not knowing
when it has
started

ABOUT THE RESEARCH TEAM
Scorpio Partnership is a pioneer in the art of translating the complex needs of the wealthy
client into practical, innovative and profitable solutions to target these customers. The
award winning firm has interviewed over 7,500 millionaires and billionaires worldwide to
collect opinions on what they will need next. In addition, through digital projects such as
this one, it has collated insight from almost 5,000 wealth holders online in all continents
of the globe. With this knowledge, the firm has implemented strategic research, practical
consulting and business innovation projects in over 35 countries.
If you would like to take part in this project, please visit: www.futurewealthlab.com

www.scorpiopartnership.com

