
Redefining Wealth Management with Technologies:
Challenges, Solutions and Success Stories
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HONG KONG’S WEALTH POOL IS VAST; 50% OF AUM IS RETAIL / CORE AFF.

1Assets Under Management; 2Numbers may not add up to 100% due to rounding; 3High Net Worth Individuals; 4Ultra High Net Worth Individuals; 
Source: Hong Kong Securities and Futures Commission (“HKSFC”), SCMP, KPMG, Standard Chartered, Knight Frank, Quinlan & Associates analysis

AuM1 of Wealth Management
Hong Kong, 2016-22, HKD Trillion

Estimated Share of Adult Population and AuM
%, By Investor Type2

Investor Type

MASS RETAIL 
<USD 1m AuM

CORE AFFLUENT
USD 1-5m AuM

HNWIs3

USD 5-30m AuM

UHNWIs4

>USD 30m AuM

CAGR: 6%
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CUSTOMERS ARE DEMANDING DIGITALLY-ENABLED SERVICES...

Source: Insider Intelligence, Investor and Financial Education Council, KPMG, SCMP, Standard Chartered, Quinlan & Associates analysis

Investor Type Product / Service Requirements Channel Preference

MASS RETAIL 
<USD 1m AuM

• Non-complex products
• Low-touch service

CORE AFFLUENT
USD 1-5m AuM

• Non-complex and complex products
• High-touch service

HNWIs / UHNWIs
>USD 5m AuM

• All above + other alternative investments
• High-touch service
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...BUT WEALTHTECH ADOPTION IN HONG KONG IS STILL LAGGING

Source: Hong Kong Monetary Authority (“HKMA”), KPMG, Quinlan & Associates analysis

• Target Identification / Shortlisting
• Lead Generation
• Risk Profiling
• Customer Onboarding

• Product Development
• Execution Management
• Risk Management
• Fee pricing

• Queries Management
• Ongoing Relationship Management
• Investor Relations
• Ongoing Surveillance & Monitoring

CUSTOMER
MAINTENANCE

CUSTOMER
ACQUISITION

CUSTOMER
MONETISATION

Not AdoptedYes, Already Adopted In Progress

33% 23% 44% 33% 19% 48% 34% 19% 47%

Description

Adoption 
Status

67% of financial institutions have
not adopted / are still in progress
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TRADITIONAL PROPOSITIONS ARE BEING CHALLENGED

Source: Quinlan & Associates analysis

TRADITIONAL OFFLINE BROKERS
Brokers that rely primarily on offline channels 
(i.e. RMs), though some offer digital platforms

DISCOUNT ONLINE BROKERS
Brokers that offer a seamless, low-cost 
digital user experience to retail investors

SELF DIRECTED MODEL

HUMAN ADVISORS
Traditional human advisors who provide a full 
suite of investment advisory services in person

DIGITALLY-ENABLED HUMAN ADVISORS
Technology-aided advisors who use certain 
technologies to offer financial advice to clients

ROBO-ADVISORS
All investment services for clients delivered 
via algorithms, with minimal human supervision

GUIDED DISCRETIONARY MODEL

! !






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LOCAL BROKERAGE MARGINS ARE FACING ONGOING COMPRESSION

*FY 2023 data estimated based on annualised commission income reported as of June 2023
Source: HKSFC, The Stock Exchange of Hong Kong Limited (“HKEX”), Quinlan & Associates analysis
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MORE TRADITIONAL BROKERS ARE STRUGGLING TO STAY AFLOAT

*Only select logos which were available and could fit are showcased
Source: HKEX, SCMP, Quinlan & Associates analysis
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DISCOUNT ONLINE BROKERS ARE RAPIDLY TAKING MARKET SHARE

*The 2023 figure is an estimate based on the total client asset balance for Futu Securities Hong Kong reported in 2020
Source: Investor and Financial Education Council (“IFEC”), Broker websites, Quinlan & Associates analysis 

Online Trading Providers
Hong Kong Stocks Securities Account

Online Channel Usage (Retail Securities Trading)
%, 2017-23
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GUIDED WEALTH MODELS ARE ALSO UNDER PRESSURE

Source: Quinlan & Associates analysis
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AFFLUENT

EMPOWERMENT
Next-gen clients expecting a more streamlined 
and digitally-enabled / personalised experience

SCALABILITY
Poor unit economics 
and personalisation

30 million
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Wealthtech Solutions Availability Solution Availability (2023)

Portfolio statement view and interactions

Investment suitability checks and disclosures

Proactive alerts for market events

Proactive alerts for choice in relation to voluntary corporate actions

Account opening and / or KYC support

Personalisation of the customer account

Portfolio construction, rebalancing, and financial planning simulation tools

Portfolio consolidation across other booking centers

Financial goal advice planning

Chatbot

AI-driven personalised investment recommendations

ADVANCED WEALTHTECH SOLUTIONS ARE YET TO BE DEPLOYED

Source: KPMG, Quinlan & Associates analysis
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WEALTHTECH CAPABILITIES CAN BE GAINED THROUGH THREE MODELS

Source: Company websites, Quinlan & Associates analysis

1 2 3
BUY BUILD PARTNER

Hong Kong
Examples

Non-HK
Examples

GoWealth

UBS Partner

Digital Advisor

Intelligent Portfolios
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HONG KONG HAS RICH ECOSYSTEM OF B2B WEALTHTECH PROVIDERS

Source: Company websites, Quinlan & Associates analysis

WEALTHTECH PROVIDERS

1
2
3
4
5

Banks 
(Traditional & Virtual)

End-Customers

B2C Wealth Management Players

Insurers Brokers Wealth Mgmt.
Firms

B2B Wealthtech Providers
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10
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E-wallet
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Customer
Count - 19,000 52,000 113,000 191,000 274,000 347,000

HONG KONG’S ROBO-ADVISORY MARKET HAS BEEN GROWING FAST

Source: Aggregated estimate based on Robo-advisor websites and disclosures, Quinlan & Associates analysis
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RETAIL CUSTOMERS ARE SITTING ON HKD 7.7 TRILLION IN DEPOSITS…

*Estimated based on the proportion of personal / retail deposits to overall deposits held at top 10 largest banking institutions in Hong Kong, averaging to 49%
Source: HKMA, Quinlan & Associates analysis
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…AND COMPETITION FOR THESE BALANCES IS RAPIDLY HEATING UP

Source: Company websites, Quinlan & Associates analysis
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TRADITIONAL BANKS

ONLINE BROKERS

Offer robo-advisory services 
to meet mass retail needs

Provide self-directed trading 
services under a low-to-zero 
commission fee

Offer guided services at attractive 
fees, disrupting traditional RM 
models

Better serve clients by offering a 
more digital proposition and / or 
digitally-enabling human advisors

Expand wealth offerings to 
meet mass retail needs

DIGITAL WEALTH 
MANAGEMENT

Strategic PushNew-age PlayersIncumbents

VIRTUAL BANKS

E-WALLET

https://netorg756682.sharepoint.com/sites/QA/Shared%20Documents/5.%20Templates/Visual%20Template%20Compliation.pptx?web=1


16

SELF-DIRECTED AND DISCRETIONARY OFFERINGS ARE ALSO COALESCING

Source: Company websites, Quinlan & Associates analysis

CONSOLIDATED
PROVIDERS

Expansion into Robo-advisory services by Brokers

Expansion into Brokerage Services by Robo-advisors

Industry players are consolidating retail brokerage 
and robo-advisory services, creating a one-stop-

shop investment platform for their users

ROBO-ADVISORS
  High User Acquisition Cost
 High User Activation Rate

DIGITAL BROKERS
  Low User Acquisition Cost
  Low User Activation Rate
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KEY CONSIDERATIONS

Source: Quinlan & Associates analysis

CUSTOMER
SEGMENT

• Mass retail
• Core affluent
• HNWI / UHNWI

SERVICE
MODEL

• Digitally-enabled RMs
• Online brokerage
• Guided robo-advisory

PRODUCT / SERVICE
OFFERINGS

• Simple products
• Complex products
• Value-added services

OPERATIONAL
ENABLERS

• IT infrastructure
• B2B partnership
• Capital requirements

x xCUSTOMER 
SEGMENT

SERVICE
MODEL

PRODUCT / SERVICE 
OFFERINGS

OPERATIONAL 
ENABLERS
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