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Penetrating into the High Networth Segment and Be An Effective 
Trusted Financial Advisor 

 
Background 
 
Asia-Pacific continues to lead the way in global High Networth Individual (“HNWI”) population and wealth 
expansion, and is expected to surpass North America as the region with the highest HNWI population and 
HNWI wealth by 2016, and will continue to lead global HNWI growth through 2020.  Life insurance has 
become an integral part of wealth management and wealth planning for High Networth (“HNW”) clients in 
Asia since early 2000. Distribution channels include private banks, independent financial advisors, insurance 
brokers and insurance agents who focus on HNW.  
 
Empirical research shows that insurance products are becoming more well-received by the new HNWIs. Asia-
Pacific (excl. Japan) HNWIs are more inclined to seek professional financial advice, and prefer to interact with 
multiple experts. Apart from having an appetite for more advice, they are also more willing to pay for 
customized services when compared to HNWIs in the rest of the world. While the business is lucrative and 
with high potential, however, every HNWI has different needs and is becoming more demanding and 
sophisticated and requiring trusted advisory services. 
 

Why This Program? 
 

While people generally think that the HNW segment is huge and penetrate into the market is not difficult, 
however, experience shows that there are in fact lots of challenges.  A major part of them come from the skills 
and knowledge of those practitioners that provide advisory services to the HNWIs.  Common obstacles seen in 
the market include practitioners without sufficient hard technical product knowledge and thus not be able to 
provide the most suitable products / advice, or practitioners with insufficient requirement exploration skills 
and not be able to tap the “true” needs of the HNW clients.  What’s more, with the more stringent regulatory 
requirements, practitioners are also required to keep themselves updated on the latest regulatory development.  
Only with excellent product knowledge, understanding of the regulatory landscape, skills and techniques, 
would we be able to understand the real requirements of the clients and be able to build confidence and trusts 
and provide tailor-made solutions that meet the unique requirements of the clients and regulators. Thus, 
mastery of both product and regulatory knowledge and exploration skills becomes an important success factor. 

 
Those who are currently looking after the HNW segments would find it very useful to come to this Program to 
fine-tune, master and further practise their skills and at the same time obtain some knowledge of the latest 
regulatory developments and product trends.  Those with good product knowledge will benefit from this 
Program by acquiring insights on skills and techniques to serve the HNWIs.  Experience also shows that this 
mode of learning provides the best value and learning outcome. 
 
Program Structure 
 
This Program consists of two parts.  The first part covers the structure of popular insurance products, business 
trend and legal / regulatory environment in the insurance business in Hong Kong. The second part shares in-
depth strategy, techniques and tactics on dealing with HNW clients and ways to tap into their real “needs”.  It 
will give participants opportunities to practise what they have learned in class and to receive instant feedback 
from our experienced trainers. 
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Penetrating into the High Networth Segment and Be An Effective Trusted Financial Advisor 

Module 1 – Wealth Planning and Insurance Products 
for High Networth Segment (3 hours) 
 
Characteristics of HNW and Ultra HNW Families  

• Major assets classes 
• Investment process 
• Role of gatekeeper and family office 

 
Identification of clients’ needs 

• Liquidity 
• Estate equalization 
• Risk Management 
• Generation skipping arrangement 
• Wealth Planning 
• Philanthropy 

 
Latest legal / regulatory developments on insurance 

• Current legal and regulatory landscape 
• Banking regulations on insurance and financial 

product selling 
• Compliance requirement  

 
Practical issues related to private bankers, life insurance 
specialists and legal & compliance executives 

• Use of Universal Life 
• Holding structure 
• Premium finance 
• Use of Personal Portfolio Life Insurance structure 
• Compliance and business risks 
 

Date: 18th August, 2015 (Tuesday) (7:00-10:00pm) 
Facilitator: Selwyn Au Yeung / Charles Lam 
Medium of Instruction: Cantonese (with training materials 
in English) 

Module 2 – Effective Selling and Successfully 
Managing the High Networth Clients (3 hours) 
 
• How to explore the real client needs? 
• How to deal with HNW clients more effectively? 
• How to communicate solutions with clients 

effectively? 
• How to handle objections from clients? 
• Real-life industry-specific case studies will be 

discussed in the program to maximize participants’ 
learning. 

• Simulated role-plays, practices and instant feedback 
from trainers. 

 
Date: 25th August, 2015 (Tuesday) (7:00-10:00pm) 
Facilitator: Charles Lam / Selwyn Au Yeung 
Medium of Instruction: Cantonese (with training materials 
in English) 

Remarks:  
1.    HKU / AIIFL and CLLC reserve the rights to make any changes to the Program, its contents, modules and 

facilitators, speakers without prior notice. 
2. AIIFL is in the process of applying for CPD points from The Law Society of Hong Kong.  For other 

associations, please check with your respective associations for the eligibility of CPD claim. 
 
Attendance and Certificates 
 
Participants are welcome to take individual modules.  They will be issued a Certificate of Attendance (with 85% or 
above attendance of the module). 
 
Participants who have successfully completed Module 1 and 2 (i.e. 85% or above attendance of each module) will be 
awarded a Certificate of Attainment. 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Target Participants 
• Private Bankers  
• Insurance Brokers who are serving / wish to serve HNW clients 
• Insurance Agents who are serving / wish to serve HNW clients 
• Independent Financial Advisors / Financial Planners 
• Business Development Executives of Insurance Companies / Banks 
• Relationship Managers and Wealth Management Professionals of Retail Banks 
• Assistant Relationship Managers of Private / Retail Banks 
• In-house legal and compliance executives who would like to understand more on insurance products and the selling 

process / approach to clients 
• Regulators 
• Lawyers, Accountants and other professionals who would like to work in / provide service to the banking and 

financial services industry 
 
Biographies of the Facilitators 
 
Charles Lam 
 
Charles Lam is a seasoned executive with breath of experience in banking and financial services sector, business 
development, information technology and dispute resolution.  He has over 20 years of senior management experience 
working as CEO, COO, CIO and sales director at several major multi-national corporations and financial institutions. 
Some of the banks and financial institutions Charles had worked for include ABN AMRO, Credit Suisse First Boston, 
Edmond De Rothschild, HSBC and National Australia Bank.  His footprints span across different segments - from 
Corporate, Institutional, Investment to Retail and Private clients.  Charles has extensive experience in dealing with 
regulators and officials with many successful track records in helping multi-national financial institutions build and 
expand their presence and business around the globe.  Throughout the career, he has executed hundreds of negotiation 
deals/transactions, and was one of the key members involved in several corporation mergers and acquisitions.   
  
Charles has lots of experience in public speaking at the media, universities, professional associations, major 
international corporations and financial institutions and have conducted over 200 trainings, conferences and lectures 
around the globe with audience includes board chairmen, chief executives, senior officials, professors, accountants, 
bankers, solicitors and barristers, compliance and risk professionals, SME owners, etc.  
 
Selwyn Au Yeung 
 
Selwyn Au Yeung is currently Managing Director and Team Head, Private Banking of the Edmond de Rothschild 
Group based in Hong Kong. Selwyn has over 25 years of experience in the Private Banking, Wealth Planning, Trust 
and Tax businesses.  Most recently, Selwyn was Managing Director and Team Head, Relationship Management at 
HSBC Private Bank, Hong Kong.  His primary focus was on relationship management and client acquisition of the 
ultra high net worth (UHNW) segment across Asia, which included providing expertise in wealth planning, 
investments and corporate advisory with a bespoke family office style delivery.   
 
Prior to that, he was Head of Wealth Planning, Asia for 11 years, also at HSBC Private Bank, where he led a large 
team of wealth planners, insurance and marketing staff to provide comprehensive wealth and succession planning 
solutions to clients, as well as drive client acquisition.  Previously, Selwyn has worked at Citibank Private Bank and 
Deloitte Touche Tohmatsu. 
 
Selwyn is a Chartered Accountant and a member of STEP (Society of Trust and Estate Practitioners) Hong Kong 
Branch.  He graduated from the University of Waterloo, Ontario, Canada with a Bachelor of Arts in Chartered 
Accountancy Studies. 
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Penetrating into the High Networth Segment and Be An Effective Trusted Financial Advisor 
 

Please email the application form to Flora Leung at fkleung@hku.hk and enquiry@cllc.com.hk. 
 

Application Form 
 

Surname: ________________________  First Name: ______________________________  
 
Company: __________________________ Job Title: _________________________________ 

 
Address: __________________________________________________________________ 
 
Phone: __________________________  Email: ____________________________________   

 
 

Please tick:   Module 1 _______  Module 2 _______    
 
 

Fee per module: HK$1,800 (Early Bird Fee – for application made on or before 24th July, 2015: 
HK$1,600 per module) 
 
Cheque Amount: ______________  Cheque Number: ____________________ 
 

Cheque should be made payable to ‘The University of Hong Kong’ and sent to Flora Leung, 
Faculty of Law, The University of Hong Kong, 10/F Cheng Yu Tung Tower, Centennial Campus, 
Pokfulam Road, Hong Kong. 

 
Deadline for application: 2 weeks before commencement of module.  Successful applicants will be informed 1 week 
before commencement of module. 

 
For enquiries, please contact: 
Flora Leung by phone at 3917 2941 or by email at fkleung@hku.hk 
Rosa Chan by phone at 3151 6800 or by email at enquiry@cllc.com.hk 
 
 
 
 

 
 
 


