
WEALTH MANAGEMENT  

BEST PRACTICES FROM 

SINGAPORE  



 Asia Pacific, as a region, third largest number  of HNWI 

– a little over 2.5 million.  

 

 Asia Pacific contains 27.1% of the global HNW 

population.  

 

 Singapore- second largest offshore private banking 

centre after Switzerland.  

 

 150 700 HNWIs in Singapore with an average wealth of 

US$4.8 million per person. 

 



 



 Wealth Management 
• Financial services provided to wealthy clients, mainly individuals and their families; 

• Broader and handles both assets and liabilities side of clients’ balance sheet; 

• Brokerage, core banking products,  lending products, asset management, insurance 

products and wider range of concierge-type services.  

 

 Private Banking 
• An important subset of Wealth Management; 

• Discretionary asset management, brokerage, limited tax advisory services, basic 

concierge-type services. 

 



 Private Banks – HNW individuals and Families . 

 Consumer banks – Priority Banking services. 

 External/Independent Asset Managers.  

 Independent Financial Advisers [“IFAs”] – offer 

and only provide advice.  

 



 Monetary Authority of Singapore.  

 Banking Act.  

 Securities and Futures Act.  

 Financial Advisers Act.  

 Regulations.  

 Guidelines and Notices . 

 



 Capital Market Services Licence in Fund 

Management. 
 

 Exempt Fund Manager – provide services to not 

more than  30 “qualified investors” which includes 

certain categories of “accredited investors”. 
 

 New Fund Management Regime in 2012 – 3 

tiered licensing regime.  

 



 Financial Advisers Licence  
• Advising others, either directly or through publications or writings, and whether in 

electronic, print or other form, concerning any investment product, other than;  

 (a) in the manner set out in paragraph 2; or 

 (b)advising on corporate finance within the meaning of the  

 Securities and Futures Act (Cap. 289). 

 

• Advising others by issuing or promulgating research analyses or research reports, 

whether in electronic, print or other form, concerning any investment product; 

 

• Marketing of any collective investment scheme; 

 

• Arranging of any contract of insurance in respect of life policies, other than a 

contract of reinsurance. 

 

 

  

 

http://statutes.agc.gov.sg/aol/search/display/view.w3p;page=0;query=Id:%22e95c08cb-7c08-4555-bff0-259f9b403c26%22%20Status:inforce;rec=0
http://statutes.agc.gov.sg/aol/search/display/view.w3p;page=0;query=DocId:%2225de2ec3-ac8e-44bf-9c88-927bf7eca056%22%20Status:inforce%20Depth:0;rec=0


 Exempt Financial Adviser– act as financial 

advisers in giving advice, or in issuing or 

promulgating analyses or reports, 

concerning any investment product (other 

than life policies), to not more than 30 

accredited investors. 

 



1. Advisory and Sales Process;  

• Needs Based Sales Process; 

• Disclosure of information to clients; 

• Switching activities; 

• Remuneration structure; 

• Review of recommendation and monitoring of sales 

practice. 

 

 



 Know Your Client 
 Financial Objectives of Client 

 Risk tolerance of Client  

 Employment Status of Client  

 Financial  situation of Client  

 Highlight to client the following in writing ; 

 

“the information provided by client will be the basis  on which  the recommendation will be made” and “any 

inaccurate or incomplete information provided by the client may affect  the suitability of the 

recommendation”.  
 

 Financial Needs Analysis 
 Based on the Fact Find, representative is required to make a reasonable recommendation based on client’s 

specific investment objectives, financial situation and particular needs.  

 

 Customer Knowledge Assessment 
 

 Documentation and Record Keeping  
 Product summary, benefits illustration, summary of fact-find, recommendation made to client , and statement 

from client that he/she does not wish to provide any information requested by adviser, accept the adviser’s 

advice and receive any recommendation from the adviser.  

 

 

 



 Disclosure of Information  
• Information about the adviser and representatives;  

• Information about the adviser and representatives;  

• Rights of client -7 day cancellation, free-look period;  

• How needs-based sales process will be conducted - ie. full fact-find, 

partial fact-find, product advice and no advice; 

• Importance of client to provide complete and accurate information; 

• Avenues for client to seek redress (eg FidRec, courts, FPAS). 

 

 



 Switching Activities 
• Draw attention to fees and charges incurred by client in writing;  

• Indicate any disadvantages faced by client – penalties, transaction costs 

etc; 

• Provide prominent warning to clients;  

• Require Client Declaration – client is aware of the fees and charges  and 

would like to proceed; 

• Require Representative to declare if client is entitled to  free switching;  

• Supervisors Role-  review recommendation and indicated in writing if he 

agrees or not. 

 

 

 

 



Remuneration Structure 

 
Good Practice to look at other areas besides sales 

targets; 

• Compliance with regulations; 

• Number of complaints received; 

• Number of cancellation or switches. 

 

 

 

 



 Review of recommendation and monitoring of sales 

practice; 

 

• Need for controls and systems to monitor activities of 

representatives;  

• Need to evaluate performance of representatives; 

• Measures to ensure quality of financial advisory services. 

 

 

 

 



2. Training and Competency 

• Requirement for all FAs to have Training & Competency Plan 

[“T&C”]; 

• Structured training programme – number of CPDs to complete;  

• Minimum exams  requirements for representatives; 

• FAs to assess competency of representatives.  

 

 

 



3. Recruitment Procedures 

• Need to appoint fit and proper individuals as representatives;  

• Conduct reference checks and background checks;  

• Set out recruitment policies. 
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