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China Construction Bank (CCB) is one of the lar-
gest commercial banks in China. Headquartered 
in Beijing, by 30th Jun 2012, CCB has 329,338 staff 
working in 13,719 branches across China as well as 
representative offices and subsidiaries around the 
world covering five continents, dozens of countries 
and areas including New York, Sydney, Frankfurt, 
London, Moscow and Taipei etc. It currently 
operates CCB (Asia), CCB International and its 
affiliated companies. 

CCB Private Bank was established on July 18, 
2008 and is CCB’s special arm serving clients with 
investable assets exceeding RMB 6 million. CCB 
Private Bank aims to provide total solutions for 
the financial needs of individuals, their families 
and their enterprises and emphasizes professio-
nalism of service, protection of privacy, financial 
stability and operational efficiency.

CCB Private Bank has set up 281 private banking 
and wealth management centers across China, 
and promotes its private banking services across 
its vast retail network of 13,719 branches. It 
currently operates CCB (Asia) Hong Kong Private 
Bank and is also broadening its overseas private 
banking services.  

Staying with clients, CCB Private Banking is 
always the supporter of clients’ growth, taking 
care of clients’ daily life.

The Boston Consulting Group (BCG) is a global 
management consulting firm and the world’s lea-
ding advisor on business strategy. We partner with 
clients from the private, public, and not-for-profit 
sectors in all regions to identify their highest-value 
opportunities, address their most critical challen-
ges, and transform their enterprises. Our custo-
mized approach combines deep insight into the 
dynamics of companies and markets with close 
collaboration at all levels of the client organiza-
tion. This ensures that our clients achieve sustai-
nable competitive advantage, build more capable 
organizations, and secure lasting results. Founded 
in 1963, BCG is a private company with 77 offices 
in 42 countries. For more information, please visit 
bcg.com.

BCG has had a presence in the Greater China 
market for more than 20 years. We have esta-
blished leadership in Financial Services, especially 
the private banking field. BCG has not only set 
up a comprehensive network of expertise and an 
exclusive database (covering nearly 200 major pri-
vate banks), but also conducted specific long-term 
studies of the Chinese wealth management indus-
try. BCG has helped the Chinese private banking 
industry grow from the very beginning. BCG has 
published China Wealth Report for the last seven 
years and helped several Chinese banks to build 
a private banking business development strategy. 
Relying on global expertise and domestic insights, 
BCG brings out actionable advice and creates true 
value for clients, winning widespread praise from 
clients and the market.



December 2012 | THE BOSTON CONSULTING GROUP·CCB PRIVATE BANK

CHINA WEALTH 2012

Wealth Markets in China

Strengthening Competitive Edge for Sustainable Development



2 | WEALTH MARKETS IN CHINA

CONTENTS

PREFACE

EXECUTIVE SUMMARY

METHODOLOGY

INTRODUCTION: DEFINITION OF PRIVATE BANKING AND ITS 
DEVELOPMENT IN CHINA
Definition of Private Banking
Models of Private Banking 
Implications of Developing Private Banking

GLOBAL WEALTH MARKETS

CHINA PRIVATE WEALTH MANAGEMENT MARKET
Size and Evolution of the Market
Dynamics of Regional Wealth Market Under Current Economic Conditions

SELECTION OF HNWIS IN CHINA UNDER THE NEW DYNAMICS
Statistical Characteristics of HNWIs in China
Investment Preference and Risk Appetite of HNWIs in China
Private Banking Client’s Selection of Financial Service Institutions and Offerings 
Under the New Economic Dynamics
Topic: Implication of Economic Slowdown on China HNWIs

COMPETITION LANDSCAPE OF CHINA’s WEALTH MANAGEMENT MARKET
Overview: Competition Landscape of China’s Premium Wealth Management Market
Wealth Management Business Development of Non-Bank Financial Institutions 
Competition Landscape Evolution and Implications of New Economic Situations

CHINESE HNWIS ACCELERATING TRANSFER OF WEALTH ABROAD
Offshore Wealth, New Landscape Under Increasing Scrutiny
Accelerated Outflow of Medium- and High-Net-Worth Individuals Assets
Topic: Analysis of Hong Kong and Singapore’s Characteristics as Offshore Financial 
Centers

THE FUTURE OF PRIVATE BANKING IN CHINA
Continued Maturation of China’s Financial System
Ongoing Improvements in Laws and Regulations
Transformation of Business Model and Differentiation of Competition Strategy
Further Strengthening of Investor Education

NOTE TO THE READER

3

5

8

10

14

16

21

33

37

43

46



THE BOSTON CONSULTING GROUP·CCB PRIVATE BANK | �

PREFACE

The Chinese economy in 2012 is faced with domestic and inter-
national volatility. In the international market, the financial crisis 

will not pass very soon. There may be a long battle to defeat the 
depression of the global economy as the fragile market confidence will 
be di�cult to restore. Domestically, the foundation of China’s economy 
has been stabilizing but is not yet completely steady. The growth rate 
of economy is about to decline. Currently, economic operation has 
shown initial signs of stabilizing. The “18th National Congress of the 
Communist Party of China” emphasized the importance of adapting 
to changes in the international economy, facilitating a new growth 
pattern, advancing financial system reform, and liberalizing interest 
rates. The 12th Five-Year Plan for the Development and Reform of the 
Financial Industry also proposes the objectives of promoting financial 
reform, opening-up and development, and enhancing the integrated 
strength, international competency and risk resistance capacity of 
the financial sector. At such a critical moment, it is imperative to 
recognize the importance of private banking to commercial banks 
as a dedicated means of serving premium retail financial needs by 
fully embracing its opportunities, challenges, and future development 
direction, understanding its internal and external dynamics, and 
deriving insights into customer requirements to clarify business model 
and achieve rational and healthy growth.

Against such a backdrop, The Boston Consulting Group and China 
Construction Bank worked together again this year to launch the 2012 
China Wealth Report. Compared to last year’s report, in 2012 we have 
conducted further research along the following dimensions:

• The positioning of private banking and its importance to Chinese 
commercial banks

• The evolution of high-net-worth individuals’ (HNWI, therea�er) 
requirements and source of wealth amid economic transformation

• In-depth analysis of key topics like private banking customer 
segmentation, customer value management, and customer full-life-
cycle management
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• Expanded coverage of the competition landscape with a broader 
range of wealth management institutions including non-bank 
financial institutions and analyzing the evolution of the competition 
landscape under the new economic dynamics

• Deep analysis of the development of o�shore private banking

• The future challenges for local private banks and proposals for 
regulatory authorities, industry participants and investors.
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EXECUTIVE SUMMARY 

Proactively exploring the development of private banking is critical 
to the growth of China financial sector and the entire economy 

along the following dimensions: 

Firstly, against the backdrop of market-oriented interest rate 
liberalization, private banking business with some operation scale can 
help commercial banks transform their business models to the ones 
of integration and intensification; secondly, promoting consolidation 
and improvement of the wealth management sector and financial 
innovation; and thirdly, ensuring the preservation and appreciation of 
national wealth.

Currently, most domestic commercial lenders lack a common 
understanding of the positioning of private banking. Based on 
international experiences and Chinese conditions, we conclude that 
private banking should position itself as the service channel for HNWIs 
and as the marketer and integrator for products and services whether 
developed in-house or outsourced. 

Looking at the global dynamics, there has been a worldwide slowdown 
of private wealth growth, including in China. Private wealth grew 
by just 1.9% in 2011 to $122.8 trillion, significantly slower than the 
9.6% growth in 2009 and the 6.8% in 2010. According to The Boston 
Consulting Group’s forecast, the total value of private investable asset 
reached more than RMB 73 trillion in 2012, growing by 14% compared 
to the previous year. By the end of 2012, the number of Chinese 
HNW households (those with investable asset of more than RMB 6 
million) will reach 1.74 million, an increase of 17%  from the end-2011, 
indicating a relative slowdown compared to the CAGR of 38% from 
2009 to 2011.
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This survey conducted detailed investigation/analysis of the emerging 
sources of future wealth. High-tech and healthcare seem the most 
promising.

At present, HNW households in China are still concentrated in the 
economically-developed southeast coastal region. However, given the 
current economic situation, a�uent provinces like Beijing, Shanghai 
and Guangdong have underperformed the national average growth 
of HNW households. On the contrary, with policy incentives and 
capital commitment, some less-developed inland provinces like Anhui 
and Hunan became a new growth point, with the number of HNW 
households growing 30% on the basis of last year.

HNW households are facing asset contraction to various extents due 
to the highly-challenging economic fundamentals. In terms of sector, 
28% of real estate investors are under losses of di�ering levels, with 
3% having su�ered an up to 30% wealth contraction; by age, people 
from 50-59 years old represent a higher proportion in asset-shrinkage 
households; and finally, in terms of geography, heavily-hit areas of asset 
shrinkage are concentrated in Zhejiang and Inner Mongolia.

Our survey indicates that HNWIs have unique investment requirements 
and preferences:

• Interviewees showed strong demand for credit products and priority 
transaction service and are most interested in investment product 
packages and priority o�erings;

• Their selection of private banks is mainly subject to “capabilities and 
professionalism of the relationship manager,” “relationship between 
client and relationship manager” and “privacy and credibility of 
services.” In 2012, we found customers highly valued the relationship 
with their relationship manager. We also found that 24% of private 
bank customers switched their primary bank in previous year mainly 
because they were not satisfied with either the yield of products or 
service quality;

• Entrepreneurs whose business operation is under high pressure have 
strong demand for credit. Many of them aspire to access financing 
resources via private banking platform or in the form of consumer 
loans;

• HNWIs are accelerating the pace of moving assets overseas, and 
more entry-level private banking clients are trying o�shore finance. 
A quarter of people yet to conduct o�shore business said they would 
definitely or probably use o�shore financial services in the coming 
three years. Hong Kong, the United States and Canada are the top 
three destinations, gathering up to around 60% of overseas asset 
of HNWIs from China. Asset value preservation and appreciation, 



asset security, privacy, immigration, and overseas education for 
children are the major criteria in HNWIs choice of o�shore wealth 
management destination.

For HNWIs, besides private o�erings from traditional banks, an 
increasing number of players are joining and competing in the wealth 
management market. Banks well famed for their steady investment 
style have been a safe harbor for assets given the current economic 
slowdown; the wallet share of banks has increased from 79% last year 
to 85%. However, non-bank financial institutions will also grow rapidly, 
including trust companies, securities firms and third-party professional 
wealth managers. Near term, trust companies will put great competitive 
pressure on banks, but in the long run securities firms warrant the most 
attention. Over the next three to five years, securities firms could start 
to see the positive potential of policy incentives being fully released; 
along with the competitive edges like tremendous AuM and strong 
R&D capability, securities firms will be a robust player in the market. 
With the deepening of financial system reform and innovation in 
the financial sector, the entire market will enter a fast growth stage 
with more detailed role separation, specific customer segmentation 
and an increasingly di�erentiated business model. Competition and 
cooperation exist side by side.

Looking ahead, improvement of local private banking business depends 
on the following aspects: an increasingly mature local financial system; 
improvement of the legal and regulatory system; ongoing refinement 
of business model; business focus shi� from agent products to 
wealth management and asset allocation; increasingly di�erentiated 
competition; further deepening of investor education; and growing 
investor sophistication.
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METHODOLOGY

The 2012 China Wealth Market Survey by 
The Boston Consulting Group (BCG) 

and China Construction Bank (CCB) focuses 
on the characteristics and investment 
behavior of HNWI during this period of 
economic transformation. Topics covered: 
demographics; sources of wealth; customer 
segmentation by occupation and industry; 
wealth contraction; risk preference and 
attitude towards involvement in investment 
decisions; key reasons for selections; client 
recommendation of/departures from private 
banks; requirements for financial and non-
financial o�erings; choosing and reasons for 
choosing a private banking business; overseas 
asset transfer and selection of o�shore 
financial institutions.

In terms of sample selection, we select 
HNWIs with net financial asset of more 
than RMB 6 million. Moreover, in order to 
reflect the whole picture and future trend of 
China high-net-worth wealth management 
market, we select some quasi-HNWIs (with 
net financial asset of RMB 3 million to RMB 
6 million). We leverage BCG Customer 
Centricity Model for systematic analysis of 
HNWIs’ characteristics, requirements and 
investment preference.

This survey uses a quantitative questionnaire 

with qualitative interviews as support. 
In terms of sampling, in order to ensure 
representative and trackable results, we 
adopted the same stratified sampling 
approach and sample structure as last year. 
Based on statistics theory, the sampling 
standards cover multiple demographic 
indicators, e.g. gender, marital status, age, 
occupation, and industry. There were 1,912 
HNWIs selected randomly from 30 cities and 
regions in China.1 Samples are weighted in 
line with market share of each private bank 
to ensure multi-dimensional and all-around 
results.

In terms of question design, we basically 
followed the questionnaire of 2011 China 
Wealth Market Survey to ensure continuity and 
comparability. Meanwhile, by comparing the 
results this year with the 2,200 samples from 
2011 survey, we investigated the changes in 
China’s wealth market, distribution of HNW 
families, HNWIs’ characteristics and needs, 
investment behavior and preferences. 

Thanks to massive China wealth market 
surveys and systematic researches in the 
past seven years, we have accumulated date 
on more than 5,000 HNWIs. Based on this, 
we have built up the most representative, 
detailed and trusted private banking customer 

� | WEALTH MARKETS IN CHINA
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database, laying the foundation for further 
data exploration, market trend analysis and 
interpretation of clients’ needs.

NOTES
1. Including Beijing, Shanghai, Tianjin, Guangdong, 
Sichuan, Chongqing, Zhejiang, Jiangsu, Fujian, 
Henan, Hebei, Inner Mongolia, Liaoning, 
Heilongjiang, Jilin, Shaanxi, Guizhou, Yunnan, 
Shandong, Shanxi, Hunan, Hubei, Gansu, Guangxi, 
Jiangxi, Ningxia, Hainan, Qinghai, Tibet, and 
Xinjiang, etc.
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INTRODUCTION: DEFINITION 
OF PRIVATE BANKING AND 
ITS DEVELOPMENT IN CHINA

Chinese private banking business has had 
great achievements in the past six or 

seven years of primary development. Great 
leaps can be observed in both the number 
of private banking customers and their 
assets under management. Overall, private 
banking is still at an immature stage with 
a huge gap between global private banking 
businesses and customers’ needs not being 
fully satisfied. 

In this case, some fundamental questions 
should be asked. What is private banking? 
What are the typical business models and 
which ones suit China? Why are universal 
banks the major players in Chinese private 
banking? What should be the positioning of 
private banking in universal banks? What are 
the key success factors for a suitable business 
model?

Definition of Private Banking
Generally speaking, private banking is tailored 
financial services provided to the extremely 
wealthy by global banks or financial groups. 
Starting in Geneva in the 16th century, 
private banking has been developing for 
several centuries. There are several di�erent 
definitions of private banking, the most 
common of which are listed below:

• In the book Private Banking in Europe 
(1996), Lynn Bicker defined private 
banks as follows: a private bank is a 
special financial service provider for high 
net worth individuals (HNWI), o�ering 
asset management and preservation to 
investment to satisfy clients’ needs.

• Laws issued by the US House of 
Representatives define private banking as 
follows: private banking provides HNWIs 
with personalized financial products and 
services including deposit, loan, trusts, 
testament, asset transfer, o�shore banking, 
etc.

• In 2005, the China Banking Regulatory 
Commission (CBRC) defined private 
banking as: comprehensive entrusted 
investment service provided by commercial 
banks. Clients should sign the investment 
and asset management contract with the 
bank to specify the investment plan, scope 
and means. 

• In 2011, CBRC issued Administrative 
Measures on Sales of Wealth Management 
Products by Commercial Banks, according to 
which private banking clients should have 
at least RMB 6 million of total net financial 
assets. According to this regulation, banks 



Representative:

• Provide clients with IPO, IB, 
PE and other investment 
services
Target top-tier clients with 
AuM of over $5 million

•

Representative:

• Offer full range of service by 
leveraging group platform, 
including WM, credit (retail/
corporate), IB, etc
Target affluent and HNWIs•

Representative:

• Provide the highest-end UHNI 
households with comprehensive 
tailored service
Target clients of top households 
with AuM of over $10 million

•

Exhibit 1 | Distinguishing Features Among Six Business Models

Representative:

• For top-tier clients; offer full 
range of services by building 
trustworthy relationship
Target clients with AuM of 
over $3 million

•

PB/trust model

Representative:

• Feature low commission and 
convenient transaction 
channels, meet requirements 
of principal investors and 
daily investment
Target affluent and HNWIs•

Representative:

• Provide clients with investment 
recommendation and planning 
and partial clients with full 
custody service
Core clients are affluent HNWIs 
with AuM of over $50k

•

Sources: BCG analysis; BCG Global Wealth Management Report; BCG expert and industry expert interviews; literature research. 

Advisor model Broker model

IB model Family office model Universal model

can sell any specifically designed products 
to private banking clients.

In sum, private banking is a package of 
advanced financial services which are tailored, 
professional, highly-private and centered 
on wealth management for HNWIs. Private 
banking has the core value proposition of “asset 
preservation, management, inheritance and 
generation.” It has features of high-level clients 
and services customization, a wide range of 
product o�erings, high complexity and high 
qualifications for professionals, etc. Therefore, 
private banking cannot simply be equaled with 
high-end wealth management or institutions 
o�ering high-end, value-added service. In 
China, the position of private banking should 
be the service channel for HNWIs. Its core 
business should be marketing, product and service 
integration and coordination of internal and 
external resources.

Models of Private Banking
In terms of global experience, private banks 
can be divided into six models (see Exhibit 
1 below), namely private bank/trust model, 

advisor model, broker model, investment bank 
model, family o�ce model, and universal 
model featuring integrated o�ering based on 
clients’ asset levels, product and service scope 
and complexity. 

The key success factors of di�erent models 
have significant di�erences, as shown in 
Exhibit 2.

In China, domestic commercial banks, 
international private banks and investment 
banks are o�ering private banking services, 
among which commerical banks are the major 
providers.

In terms of profit model, fee commission, 
mangament fee and interest spreads on 
deposits and loans are three main sources of 
income for global private banking business, 
according to BCG’s survey of more than 100 
private bank providers across the world. 
However, the profit model in Asia is slightly 
di�erent. Asian clients are still in the asset 
generation period. They are senstive to 
management fees and not used to paying 
for the management service. Therefore, in 

THE BOSTON CONSULTING GROUP·CCB PRIVATE BANK | 11
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Key success factor

• Build up trustworthy customer relationships
Relationship manager is the key•

• Top talents including RM and investment consultants
Competitive transaction cost and convenient channel to facilitate massive 
transactions

•

• Strong investment business to attract UHNWIs

• Internal integration and cooperation mechanism to leverage group’s 
advantages and other departments in order to fully satisfy clients' needs 
for financial management, credit and investment banking
Group emphasis on PB business and solid implementation across all levels 
and departments

•

• Core business is asset allocation so skills in this area are crucial
Attract and retain best investment consultants•

• Marketing skill targeting UHNIs; close cooperation with clients
Maintain high quality of service•

Exhibit 2 | Key Success Factors of Different Models

Sources: BCG analysis; BCG expert and industry expert interview; literature research.

PB/trust model

Broker model

IB model

Universal 
model

Advisor model

Family office
model

Asia, fee commission and interest spreads 
on deposits and loans constitute the major 
sources of private banking income.

Implications of Developing 
Private Banking
Although private banking is just at the start-up 
stage in China, it is of significance for China’s  
financial industry and overall economic 
development.

Firstly, in the context of interest rate 
liberalization, developing private banking 
is beneficial to promoting transformation 
of commercial banks’ business model, 
implementing di�erentiation strategy 
and coping with the challenges of interest 
rate liberalization itself. With continuous 
acceleration of interest rate liberalization 
in China, commercial banks are facing 
unavoidable challenges of narrowed deposit-
loan interest spreads and reduced interest 
revenue. Banks must shi� their operational 
focus towards o�-balance sheet business. 
Development of private banking business can 
facilitate the diversification and integrated 
operation of commercial banks and promote 

their gradual shi� from a capital-intensive 
business model to a capital-saving one that 
will increase profitability. Development of 
private banking can help to bring new profit 
growth via cross selling, improve business 
mix and bring sustainable income. Besides 
deposits, commissions and management fees, 
private banking business can also generate 
income from mortgages and consumption 
loans. Apart from these additional incomes of 
personal business, private banking can also 
help to stabilize and increase the income from 
corporate business via entrepreneur private 
banking clients. Private banking is therefore 
a vital means for banks to face the challenges 
brought about by interest rate liberalization.

Secondly, development of private banking 
is beneficial to promoting integration and 
consolidation of the wealth management 
industry and financial innovation. As the 
integrated path to serving HNWIs, on one 
hand, private banks integrate products across 
securities, funds, trusts and PE that are beyond 
commercial banks’ o�erings; on the other 
hand, it draws the diversified requirements 
of HNWIs, o�ers convenience for each type 
of wealth manager to deliberately conduct 
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product development and innovation research, 
expands the innovation space of financial and 
non-financial products to realize diversification 
of financial assets and avoid missing the whole 
picture. Therefore, development of private 
banking is an indispensable element of the 
development of China’s multilevel financial 
system. 

Finally, the development of private banking 
is beneficial to improving the whole finance 
system and to protecting and increasing 
national wealth. The core of private banks is 
to help HNWIs preserve and generate wealth 
amid an ever-changing economy, to assist 
them in further production and investment. 
Consequently, private banking can indirectly 
ensure the vitality of the economy market, 

promote a benign cycle of production and 
investment in upstream and downstream 
industry, boost healthy development of 
individual lines of each industry, and finally 
realize the overall preservation and increase 
of national wealth.

Currently, most domestic commercial 
banks lack a common understanding of 
the positioning of private banking. Based 
on international best practice and Chinese 
conditions, we conclude that private banking 
should position itself as the service channel 
for HNWIs, as the marketer and integrator for 
products and services in-house developed or 
outsourced. 



GLOBAL WEALTH MARKETS

In 2011, the global economic recovery was 
troubled by a series of unexpected events. 

Japan’s economy dealt with a devastating blow 
by the earthquake, tsunami and subsequent 
Fukushima nuclear accident. Social unrest 
across the Middle East and North Africa 

amplified volatility in global financial and oil 
markets. Extreme levels of both fiscal deficit 
and government debt led to declines in most 
of developed economies, including those 
on the European periphery, where the debt 
crisis expanded on a global scale. In some 

DriversGrowth in 2011

Exhibit 3 | “New World ” Driving the Modest Growth in Global Wealth

Source: BCG Global Wealth Market-Sizing Database, 2012.
Note: All growth rates are nominal, including GDP growth. Performance averages are unweighted and reflect domestic market development.
1New private financial wealth is generated primarily through income.
2Growth in asset value.
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of the fastest-growing emerging economies, 
inflationary pressures continued to rise.

Against this backdrop, global private financial 
wealth grew by 1.9% in 2011 to reach a total 
of $122.8 trillion. The rise was considerably 
weaker than in either 2009 or 2010 ̶ when 
global private wealth grew by 9.6% and 
6.8%, respectively ̶ owing largely to overall 
economic uncertainty and struggling equity 
markets in major developed economies. North 
America, Western Europe, and Japan all lost 
private wealth, while the rapidly developing 
markets in Asia-Pacific and Latin America 

sustained double-digit growth that they have 
experienced in recent years. The Middle East 
and Africa continued to grow but at a more 
moderate rate than in previous years.

Overall, global growth in private wealth is 
clearly being driven by rapidly developing 
economies in the “new world,” not by the 
“old world” of traditional, mature ones. (See 
Exhibit 3.) In the BRIC countries, for example, 
where nominal GDP growth was 15.5% on a 
weighted-average basis, wealth increased by 
18.5% in 2011.

THE BOSTON CONSULTING GROUP·CCB PRIVATE BANK | 1�



CHINA PRIVATE WEALTH 
MANAGEMENT MARKET

Size and Evolution of the Market
Overall economic growth in China has been 
slowing down in 2012, with particular shocks 
felt by SME owners in southeast coastal areas; 
as a result, nation-wide private wealth market 
growth also slowed. On the other hand, the 
economic slowdown has been driving HNW 
households to mitigate risks by moving their 
wealth into banks for safety. This serves as 
considerable opportunity for local private 
banking business.

As Exhibit 4 shows, the overall investable 
private assets in China in 2012 total more than 
RMB 7.3 trillion, representing YoY growth 
of 14%. HNW households are seeing some 
contraction of asset value, though they only 
make up 46% of total private assets. The total 
value of assets held by HNW households is 
expected to reach RMB 33 trillion by end-2012, 
with growth of 12%, a sharp slowdown relative 
to the CAGR of 34% over the previous two 
years. 

Growth in the number of HNW households in 
China has also slowed down. Our analysis also 
shows that the number of HNW households 
in China will increase to 1.74 million in 2012, 
with growth of 17% relative to last year. 
Wealth contraction has led to slowing growth 

of UHNW households (those with more than 
RMB 100 million of investable assets) and the 
number of households with RMB 10 million- 
100 million of investable assets is growing 
at the fastest rate; the RMB 10 million-50 
million segment has outgrown the RMB 6 
million-10 million segment to become the 
dominant component of HNW population. 
(See Exhibit 4.)

Exhibit 5 breaks down investable assets to 
show that household savings growth has been 
slowing down, representing only 51% of the 
entire cake in 2012, a record low portion and a 
visible decrease of 4%. Private wealth has been 
shi�ing to high-yielding wealth management 
products o�ered by banks and trusts; the 
amount held in wealth management products 
o�ered by banks has almost doubled each year, 
representing one-fi�h of the overall investable 
asset pool. Despite being a late mover, trust 
assets have also grown aggressively, now 
representing 7% of overall investable assets 
and with profound market space in the future. 
Conversely, with the slowdown of the macro 
economy and contraction of the stock market, 
the net value of stock and fund accounts 
held by individual also decreased somewhat. 
O�shore assets are growing at pace similar to 
overall private wealth, of which they represent 
a quite stable ~4%.

1� | WEALTH MARKETS IN CHINA
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Exhibit 4 | Overall Investable Assets and the Number of HNW Households in China Have Kept Growing 
but at a Slower Pace

Source: BCG analysis.
Note: Discrepancies in totals reflect rounding.
1Private investable assets include off-shore holdings.
2HNW household defined as those with investable asset of more than RMB 6 million; previous data revised according to offshore assets, e.g. revised from 
1.21 million to 1.48 million for 2011. 
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Exhibit 6 | High-Net-Worth Households in Mainland China Concentrate in Eastern 
Coastal Areas

Source: BCG analysis.

Dynamics of Regional Wealth 
Market Under Current Economic 
Conditions
HNW households in China are still 
concentrated in southeast coastal areas 
where the economy is relatively developed. 
As estimated by our model, the number 
of HNW households in Beijing, Jiangsu, 
Shanghai, Zhejiang and Guangdong could 
exceed 100,000 by 2012. The top 5 provinces 
take up more than 40% of the country’s HNW 
households. Among inland provinces, Sichuan 
has the largest number of HNW households, 
standing out sharply in western China; 
Ningxia, Qinghai, Tibet and Hainan are the 
bottom four provinces by number of HNW 
households.
 
Even with a nation-wide slow-down of 
HNW household additions, the growth in 
the number of HNW households in a�uent 
cities or provinces such as Beijing, Shanghai, 
Guangdong and Zhejiang is lower than the 
national average. Due to the shrinkage 
of business owners' assets and the bad 
performance of their business, the number 

of HNW households in Guangdong and 
Zhejiang is growing at less than 10%; given 
the downturn of the coal industry, Shanxi 
and Inner Mongolia also have relatively low 
growth in the number of HNW households. 
On the contrary, less developed inland China 
is sustaining robust growth momentum, with 
Anhui, Gansu and Hunan seeing their HNW 
household pool grow by more than 30% and 
the figures for Sichuan, Hubei and Shaanxi 
also above the national average.

We also analyze the a�uence level by 
calculating the number of HNW households 
per 10,000 households by region (i.e. the 
density of HNW households). Beijing, 
Shanghai, Tianjin, Guangdong and Zhejiang 
have the highest density of HNW households. 
Beijing, with more than 200 HNW households 
per 10,000 households, has the highest 
concentration of a�uent population in China, 
followed by Liaoning, Shanxi, Jiangsu, Fujian 
and Hainan, where HNW household density 
is higher than national average. Guizhou, 
Tibet and Henan have the smallest HNW 
households at just ~20 per 10,000 households. 
(See Exhibit 6.)

1� | WEALTH MARKETS IN CHINA
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Exhibit 7 | Growth in Number of High-Net-Worth Households Varies by Region

Source: BCG China private wealth forecast model.
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In terms of asset value, the highest 
concentration of wealth is in Beijing, 
Guangdong and Shanghai. Overall investable 
asset of HNW households in Beijing is more 
than RMB 5.6 trillion, topping the rest of the 
country. Asset value of HNW households 
in well-developed provinces like Zhejiang, 
Jiangsu, Shandong and Liaoning is also more 
than RMB 1 trillion. Beijing has the highest 
average investable assets per HNW household 
at more than RMB 30 million.
 
Provinces in China are segmented into four 
groups along two dimensions: growth in 
HNW households (%) and relative number of 
HNW households per 10,000 households. (See 
Exhibit 7.)

• The upper right quadrant represents 
high growth and large relative number. 
According to the exhibit above, no 
province falls fully into this area, though 
Tianjin, Liaoning and Jiangsu do at least 
partially. Areas in this quadrant feature a 
solid private wealth basis and high growth, 
and therefore warrant being a focus of 
attention in development of the wealth 
market.

• The most a�uent regions like Beijing, 
Shanghai and Guangdong gather in the lower 
right quadrant. Despite their high density 
of HNW households, due to contraction of 
business owners’ wealth as a result of the 
economic downside, growth in these regions 
is relatively slow. However, given their huge 
number of potential private banking clients 
and relatively mature market, these regions 
will remain a key battlefield for various 
private banking and wealth management 
institutions to compete for customers.

• Less-developed inland provinces like Anhui 
and Gansu in the upper le� quadrant have 
seen their number of HNW household 
grow rapidly on policy support and capital 
investment. Shandong and Hubei now 
have a considerable private wealth base 
and are expected to further grow. These 
regions will therefore be a new focus of the 
wealth management market.

• Hebei, Chongqing and Jilin in the lower 
le� quadrant have lower densities of HNW 
households and slower growth rates. These 
provinces have limited growth potential for 
private wealth management market.
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We expect the above trends to continue 
for the next five years, with very limited 
regions falling into the high-growth, high-
density quadrant. Growth in a�uent regions 
like Beijing and Shanghai will slow down 
to below the national average. Economic 

growth engine in China will shi� to central-
western inland regions. Provinces with large 
populations and sizable private wealth will 
represent significant growth potential, such 
as Anhui, Hunan, Hubei, Sichuan, Shandong 
and Shaanxi.
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Statistical Characteristics of 
HNWIs in China
Our survey shows that 40-49 years olds make 
up the largest group by age; those with 
college degrees are the largest group by 
education background, accounting for over 
60% of HNWIs; the entire interviewee group 
represents an even gender distribution with 
a male to female ratio of 1.27:1. (See Exhibit 
8.) Of these HNWIs, only 1% is wealthy 

bachelors and the remaining 99% are 
married. Up to 96% of them have children. 
(See Exhibit 9.)
 
As Exhibit 10 shows, in terms of occupation 
distribution, entrepreneurs take up the largest 
share among HNWIs, of up to 56%; among 
which, 60% of business are in the mature stage 
with well-established market development and 
stable revenue and profit. And the size of their 
relative investable assets is fairly large.

SELECTION OF HNWIS IN 
CHINA UNDER THE NEW 

DYNAMICS

Gender Age Educational background

>60

50-59

40-49

30-39

18-29
<18

6

21

47

22

5

PHD
Master’s degree

Overseas college/
undergraduate

Local college/
undergraduate

High school/
technical 
secondary 
school 

Middle school 
or below

1 7
3

63

22

3
Respondents (%) Respondents (%) Respondents (%)

F

44

M

56

Exhibit 8 | Sample Size and Distribution of Age and Education Background 
in Survey

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, municipalities, 
and autonomous regions in China.
Note: Some figures do not add up to 100% due to rounding.



Our survey this year shows, HNWIs believe 
the core meaning of being wealthy is “leading 
a free and safe lifestyle,” “superior quality 
of life” and “family wellness,” indicating a 
common pursuit of life quality among the 
a�uent population in China. Compared with 
last year, more HNWIs aspire to premium 

social status rather than making fortunes for 
next generations. (See Exhibit 11.)

By source of wealth, business owners 
remain the dominant segment, representing 
nearly 60% of the entire HNWI pool. Given 
the moderation in the real estate market 

OthersSingle Married,
 no child

3

96

Married,
 with child(ren)

1 0

Respondents (%)

Marital and famaily status

Exhibit 9 | Marital and Family Status of the Sample

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, municipalities, 
and autonomous regions in China.
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Exhibit 10 | Entrepreneurs Take Up the Largest Proportion in HNW Individuals

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, municipalities, 
and autonomous regions in China.
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compared to last year, the proportion of 
people benefiting from real estate investment 
has dropped significantly. On the contrary, 
accumulation of compensation and benefit 
has climbed to second place. This segment 
is dominated by business executives and 
professionals (e.g. doctors and lawyers). In 
terms of future sources of new wealth, high 

tech and healthcare are two most promising 
segments. With the deepening of reform and 
development, the economy will be increasingly 
rational, with decreasing opportunity for 
“making millions overnight.” High value-added 
areas that represent industry modernization 
will become the new growth engines of wealth. 
(See Exhibit 12.)

What does being wealthy mean 
to you, 2011

What does being wealthy mean 
to you, 2012

Respondents (%)Respondents (%)

Giving back to society

Having a distinguished
 social status

Helping the next
generation

Exerting influence
over public affairs

Having a superior
 quality of life

Leading a free
and safe lifestyle

Exerting influence
over public affairs

Giving back to society

Helping the next
generation

Having a distinguished
social status

Family wellness

Having a superior
 quality of life

Leading a free
and safe lifestyle

Exhibit 11 | PB Clients Define Being Wealthy as “Leading a Free and Safe Lifestyle,” “Superior Quality 
of Life” and “Family Wellness”

Source: China Construction Bank and BCG's high-net-worth individual survey in 2011 and 2012.
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Exhibit 12 | 60% of PB Customers Make Their Fortunes From Running a Business

Source: China Construction Bank and BCG's high-net-worth individual survey in 2011 and 2012.



Investment Preference and Risk 
Appetite of HNWIs in China
China’s economy has been following an 
overall downside trajectory in 2012, with 
the SSE Index falling below 2,000 points at 
one point and a gloomy fund market. Given 
such a climate, HNWIs have tended to prefer 
investment products with stable returns and 
low risk. As a result, fixed income and trust 
products are topping the list of investments 
by HNWIs; more than 60% interviewees 
indicate an interest in this segment; the 
second group is saving and cash products, with 
more than 40% showing an interest in this 
segment. Relative to last year, respondents 
are significantly less interested in stock 
products, with the proportion of interested 
interviewees decreasing from 34% to 17%; 
the proportion interested in allocating to real 
estate investment is down from 36% to 24%. 
Because of the gloomy investment market, 
HNWIs show a high concentration of interest 
in fixed income products, with less than 
25% of respondents indicating an interest in 
investments other than fixed income, trusts 
and cash. (See Exhibit 13.)
 

Accordingly, respondents are more 
conservative in terms of risk appetite, with 
the proportion of risk-averse clients increasing 
from 30% last year to 36% now. The weight 
of high risk assets in portfolios has decreased 
by 10%. 70% of the decreased proportion has 
shi�ed to low-risk products, e.g. savings and 
bank wealth management products, which 
now make up 47% of assets vs. 40% in 2011. 
(See Exhibit 14.)

Looking into the distribution of clients’ 
investable assets, we find banks that are 
famous for their steady investment style have 
been a safe harbor of assets given the current 
economic downside; the wallet share of bank 
has increased from 79% to 85%. But the major 
five state-owned banks are losing market share 
to joint-stock banks, i.e. major five state-owned 
banks’ weight in overall bank assets decreased 
by 8%, with most of the decrease diverted 
to joint-stock banks. At the current stage of 
private banking business in China having 
not yet developed solid competency around 
service and relationship, more than half of 
HNWIs are willing to shi� from their existing 
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Investment offerings preference, 2011 Investment offerings preference, 2012
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 investment

Saving and
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Exhibit 13 | Increasing Interest in FI and Trusts Products; Less Interest in Stocks and Real Estate

Source: China Construction Bank and BCG's high-net-worth Individual survey in 2011 and 2012.
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Willing to take higher 
risk as high risk 
means high return

Investment means 
risk, willing to take 
some risk

Inflation-proof, 
unwilling to
take risk

2012

7%

56%

36%

2011

8%

62%

30%

High-risk products
(PE, VC and equity fund)

Medium-low risk products
(FI)

Low-risk products
(saving and bank 
WM)

2012

16%

37%

47%

2011

26%

34%

40%

Change of PE clients' risk appetite Evolution of assets by risk level

Exhibit 14 | PB Clients Seem More Conservative with Low-Risk Products Taking a Higher Weight 
in Investment Portfolios

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, municipalities, and autonomous regions in China.
Note: Some figures do not add up to 100% due to rounding.
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private banking relationship to seek products 
with higher yields, with "price war" becoming 
a major means of competition.

Private Banking Client’s Selection 
of Financial Service Institutions 
and Offerings Under the New 
Economic Dynamics
The Key Factors for HNWIs to Choose, 
Leave or Recommend a Privat Bank
The top 5 considerations for HNWIs in China 
when choosing a private bank are “capabilities 
and professionalism of the relationship 
manager,” “relationship between client and 
relationship manager,” “privacy and credibility of 
services,” “products” and “brand.” Compared 
with last year, the top 5 considerations are the 
same, but with some di�erence in sequence. 
“Relationship between client and relationship 
manager” has become increasingly important, 
climbing from fourth place to second place. 
(See Exhibit 15.) This means that as clients get 
mature, their selection of banks is increasingly 
driven by services.
 
In line with their selection of new private 
banking relationship, “capability of 
relationship manager,” “bank’s credibility” and 
“product of high yield” remain the main causes 

of HNWIs’ referral to a private bank. (See 
Exhibit 16.) HNW will not easily recommend 
their private bank unless their relationship 
managers have won their heart and can o�er 
strong products, a solid brand and excellent 
services.

The reasons for clients leaving their 
private bank are entirely di�erent to the 
factors attracting clients to private banks. 
According to the survey, “low product yield,” 
“weak bank service,” “dissatisfaction with 
relationship manager,” and “unsatisfying 
value-added service” are key reasons for 
HNW to leave their existing private bank. 
This means user-friendly service can enable 
banks to acquire new customers, but in terms 
of customer retention, given the absence of 
highly competitive products, such a newly-
built relationship can hardly last long. This 
echoes the result of the 2011 survey, when 
we asked interviewees: “If other private bank 
launches a high-yield product, will you shi� 
to it from the existing bank?” Only 35% of 
respondents said “I won’t as I’ve developed 
a long-term trustful relationship with my 
existing relationship manager,” but up to 53% 
said “maybe” or “certainly I will.” Competitive 
product is therefore the key to keeping 
customers. 



FI selection criteria in 2011 FI selection criteria in 2012
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Capabilities to provide overseas
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service

Branch & outlet coverage

Diversity and usefulness of
nonfinancial value-added service

Other integrated financial
services
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Easy-to-access online banking
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Exhibit 15 | PB Selection Criteria by Clients Similar to Last Year, Relationship with Relationship 
Manager Increasingly Important

Source: China Construction Bank and BCG's high-net-worth individual survey in 2011 and 2012.
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and High-Yield Products

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces,
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Exhibit 17 | 24% of Respondents Have Switched Primary PB Over the Past 12 Months

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, 
municipalities, and autonomous regions in China.

UHNW individual in China are always a 
target for major financial institutions, but with 
an expanded investable asset pool, private 
banking clients in China are increasingly 
powerful in negotiations. They are used to 
diversifying assets into multiple banks to derive 
more short-term benefit from competition 
across banks. The survey shows 24% of private 
banking clients have switched private banks 
over the past year. (See Exhibit 17.) Meanwhile, 
according to the survey, the turnover rate 
correlated positively to AuM level.
  
Business Involvement and Channel 
Preference of HNWIs
Most HNWIs in China are original fortune 
makers, highly confident in their wealth 
management capability. They aspire to 
trustful and transparent service. The survey 
shows HNWIs in China want to be actively 
involved in investment decision making. 
53% of interviewees wish to or enjoy being 
involved in making investment decisions. 
Even those respondents less interested in or 
reluctant to be involved in making investment 
decisions are hoping to have full knowledge of 
the entire investment decision-making process 

and results. Only 7% of HNWIs expect fully 
delegated investment. (See Exhibit 18.)
 
The survey indicates about 50% of the 
interviewees use private banking service via 
a relationship manager, while 20% do so in 
a private banking center. (See Exhibit 19.) 
Private banking centers are not only a part of 
business processing, but also an endorsement 
of the high privacy of service and carrier of the 
premium brand of private banks.
 
HNWIs’ Preference for Product and Service
Besides investment product, HNWIs have a 
particular appetite for credit products, which 
indicates that private banking has huge 
potential to develop into a financing platform.
 
Three out of five extra requirements for 
financial products and services are related 
to financing. About 40% of respondents 
favor diamond or platinum credit cards and 
borrowing from private banks because of their 
simple application procedure and flexible 
terms suitable for short-term financing. 35% 
of respondents want to get consumer loans 
and 29% want corporate loans. Purchasing 
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precious metal is a traditional method of 
preserving wealth. Respondents’ interest in 
precious metal investment has increased from 
17% in 2011 to 27% this year. (See Exhibit 20.)
 

As for the need for financial services, more 
than half of respondents would like to have 
“superior investment product packages” 
and “high-priority banking services,” which 
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PB clients' involvement in investment decision-making

Full delegation 
to investment 

advisor

Unwilling to 
involve in making 

investment 
decision

NeutralHighly aspire
to involvement 
in investment 

decision

Look forward to 
involvement 

in investment 
decision

Exhibit 18 | More Than Half of Respondents Are Proactively Involved in Investment 
Decision-Making

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, 
municipalities, and autonomous regions in China.
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Exhibit 19 | About 50% of the Time PB Clients Access Private Banking Service via 
a Relationship Manager

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, 
municipalities, and autonomous regions in China.
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Other desirable financial products in 2011 Other desirable financial products in 2012

FX offering

RMB overseas offering
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E-banking, 400 VIP line,
 premium online banking

Family and corporate cash management

Discounted payment settlement, transfer,
and remittance services

Precious metals investment

Corporate loans

Priority transaction services

Consumer loans

Diamond or platinum credit cards and
private-banking lending

Exhibit 20 | PB Clients Show Visibly Increased Interest in Private-Banking Lending and Priority 
Transaction Services

Source: China Construction Bank and BCG’s high-net-worth individual survey in 2011 and 2012.
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have become standard o�erings to HNWIs. 
“Customized o�ering,” “investment portfolio 
management” and “using private banking 
platform as a consistent and accessible 
channel for corporate and investment banking 
services” are all second-tier expectations, 
and are the next focus of competition a�er 
standard o�erings have been made by all 
banks. (See Exhibit 21.)
 
The most popular nonfinancial services 
among HNWIs in 2012 are “premium health-
care services,” “premium travel advisory” and 
“child education advisory,” which is similar to 
what we found last year. “Health,” “wealth” 
and “children” are always the top concern for 
Chinese HNWIs. It is always easier to win their 
hearts if banks develop non-financial value- 
added services around those three themes. 
(See Exhibit 22.) 
 
Characteristics of Demand for Di�erent 
O�erings by Segment
Based on respondents’ source of wealth and 
occupation, we segment Chinese HNWIs 
into six groups, namely “entrepreneurs,”

“professional managers,” “housewives,” 
“investment professionals,” “other 
professionals,” and “freelancers.” We looked 
into the di�erence in risk appetite and demand 
for o�erings among di�erent segments and 
developed additional analysis of the behavior 
of entrepreneurs at di�erent stages of business.

Risk Appetite Tends to Be Conservative.
Except for investment professionals and 
UHNW entrepreneurs, the other segments 
all have relatively low risk appetite. The 
proportion of investment professionals 
who believe in “high risk, high return” has 
increased despite the economic slowdown. 
This is largely driven by their professional 
physiology. 

Preference for Specific Offerings. 

• Entrepreneurs value fixed income and trust 
products and have strong demand for 
business credit. Those whose business is on 
an upward spiral also look forward to more 
valuable advice on business operation from 
private banks and those with established 
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VASs favored by PB clients, 2011 VASs favored by PB clients, 2012
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Exhibit 22 | VASs on Life Quality Are Highly Valued, Including Premium Healthcare, Tourism and 
Children’s Education 

Source: China Construction Bank and BCG's high-net-worth individual survey in 2011 and 2012.
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Financial services of interest to private banking clients

Exhibit 21 | Most PB Clients Are Interested in Investment Product Package and 
Priority Service

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, 
municipalities, and autonomous regions in China.
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business think more of product expertise 
and brand influence. 

• Professional managers favor wealth 
management products and investment 
portfolio management. They also attach 
more importance to priority banking 
service and e-bank self service as most 
of them are SOE executives, who have 
a less flexible time schedule than 
entrepreneurs. 

• Housewives are typically household-
centric and place great emphasis on 
financial expenditure of both family 
and business. They are therefore highly 
interested in “household and business 
cash management” and “family wealth 
trust.” The central objective of wealth 
management is to “benefit posterity to the 
best extent.” 

• Investment professionals attach much 
importance to consumer and business 
credit. As they want real time command 
of transactions, e-banking, phone banking 
and m-banking are extremely critical to this 
segment. They have higher expectation of 
non-financial service and look forward to 

this being freely customizable. 

• Other professionals are people such as 
lawyers or doctors. They indicate a higher 
preference for fixed income and savings 
products and show significant interest in 
high-end retirement services. 

• Freelancers are mostly professionals in the 
culture industry, movie stars and collectors, 
who have a huge interest in products that 
can strongly demonstrate social status, 
e.g. platinum and diamond credit card, 
legal and tax advisory and salon events on 
specific topics.

Topic: Implication of Economic 
Slowdown on China HNWIs
By source of wealth, those “benefiting from 
real estate investment” have su�ered most in 
terms of contraction of individual assets; with 
28% reporting loss of assets to various extents, 
a proportion significantly higher than 20% of 
the whole population. Up to 3% of interviewees 
with major wealth source from real estate 
investment experienced a more than 30% 
contraction of assets, much higher than the 1% 
of whole population. (See Exhibit 23.)
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Heavier wealth contraction observed among HNWIs profiting 
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Exhibit 23 | HNWIs Profiting From Real Estate Experienced Serious Wealth 
Contraction Due to Regulatory Tightening 

Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, 
municipalities, and autonomous regions in China.
Note: Some figures do not add up to 100% due to rounding.
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Source: China Construction Bank and BCG's 2012 survey of 1,912 high-net-worth individuals from 30 provinces, municipalities, and autonomous regions in China.
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In terms of geographical distribution of 
interviewees with asset contraction, those 
in Zhejiang and Inner Mongolia had the 
largest percentage of contraction. In Zhejiang, 
entrepreneur deficit has lead to a large 
shrinkage of private wealth, with up to 40% of 
HNWIs reporting asset contraction. However, 
in Inner Mongolia, due to the slump of the coal 
industry, 37% of HNWIs are su�ering from 
asset shrinkage. Zhejiang and Inner Mongolia 
are “heavy disaster” areas in the context of 
the current economy slowdown. In coastal 
developed areas, Shandong and Jiangsu seem 
positive, with a smaller proportion of HNWIs 
reporting asset contraction. Less developed 
central-western areas are better o� in general 
and the impact on Sichuan, Hunan and Anhui 
remains limited.

On the other hand, the survey indicates 
older respondents represent a higher 

proportion of the asset-shrinkage 
population, especially those aged 50-59. 
Their businesses are facing fierce 
competition and low entry barriers. 
Therefore they have a higher requirement 
for financing. These clients have stronger 
expectation of acquiring credit and relevant 
services for their business via the private-
banking platform. (See Exhibit 24.)

Given the overall environment of economic 
slowdown and wealth contraction, HNWIs’ 
interest in banks is increasing. Entrepreneurs 
whose businesses are under pressure have 
very strong requirements for credit. Many 
people aspire to low-cost financing for their 
business via a private banking platform or in 
the form of personal credit. How to capture 
this opportunity is a critical question for the 
private banking sector in China.
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Overview: Competition Landscape 
of China’s Premium Wealth 
Management Market
Compared with Europe and the US, China’s 
private wealth management market is still in 
the early stage, with lower market maturity 
and complexity. Currently, practitioners in 
the market comprise commercial banks and 
non-bank financial institutions, such as trust 
companies, securities firms and third-party 
financial institutions. Private banks that are a 
part of commercial lenders are the dominant 
players in the market. So far 16 domestic and 
foreign banks have set up private banking 
centers in up to 22 cities. Total AuM of the 
top 5 Chinese private banks has reached RMB 
2 trillion. Most Chinese banks leverage their 
existing customer base to develop private 
banking business, relying on customer referrals 
or upgrading of existing retail customer base 
for customer acquisition. The business model 
mainly focuses on selling products (both in-
house developed and from third parties), 
complemented by advisory services.

With the increasing number of Chinese 
HNWIs and continuous development of 
wealth management, other non-bank financial 
institutions have started entering the market. 
Trust companies, securities firms and third-
party financial institutions have all launched 

wealth management services for HNWIs or 
families, trying to steal some share of this ever-
growing market. Despite their lack of a large 
customer base and weak brand awareness, 
other financial institutions have comparative 
advantages in terms of product development, 
business scope, and R&D, supported by 
favorable policies and regulations. As the 
market is getting more sophisticated and 
HNWIs’ needs are becoming more segmented, 
non-bank financial institutions look set to 
become a significant force in the wealth 
management market.

Compared with non-bank financial institutions, 
commercial banks’ biggest advantage lies in 
their huge retail customer base and capability 
to reach out to corporate customers. However, 
the biggest challenge commercial banks face 
is how to ensure smooth cross-departmental 
cooperation and integrate internal resources 
to better serve HNWIs.

In terms of product, the risk and returns of 
private bank o�erings are subject to strict 
regulatory control just as mass-market 
financial products are. Besides, it is universally 
acknowledged that banks are relatively safer 
financial institutions with lower risk, focusing 
on wealth preservation. Commercial banks 
are therefore subject to greater restrictions 
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on product design, R&D and procurement, 
undermining their capabilities to meet the 
needs of HNWIs for diversified product 
o�erings, higher yield and flexible term 
structure. On the contrary, non-bank financial 
institutions have greater flexibility and are 
bolder, designing riskier products with higher 
returns. Also, as private banking products are 
mainly fixed income and trust plans, banks 
have to purchase higher return products (e.g. 
trust product) from other financial institutions 
according to the rule of separated financial 
supervision. As other financial institutions 
continue to develop their own direct sales 
channels, the volume, price and quality of 
products distributed through banks will be 
a�ected.
 
In terms of business capability, commercial 
banks are weaker than other non-bank 
financial institutions in research capability 
of capital market. Simply selling existing 
products, banks have not yet to develop 
their capabilities in comprehensive asset 
management and allocation. Improving 
asset management capability is the common 
challenge for all players in the wealth 
management market.

In terms of relationship managers or 
investment advisors, both commercial banks 
and non-bank financial institutions are facing 
the same bottleneck. Since most private 
banking relationship managers of commercial 
banks came from retail banking, they lack 
comprehensive financial knowledge and 
expertise. Moreover, they have not developed 
comprehensive abilities of integrated wealth 
planning, heritage planning, and global asset 
allocation. In addition, lack of experience 
serving HNWIs can make it di�cult for them to 
meet the complex financial and non-financial 
services needs of HNWIs. As for non-bank 
financial institutions, despite their R&D and 
research abilities, they are green hands in 
dealing with HNWIs and require significant 
training on customer relationship management.

The next part of this report focuses on non-
bank financial institutions, looking into the 

development and competitive advantages 
of securities, trusts and third-party financial 
institutions in China’s wealth management 
market.

Wealth Management Business 
Development of Non-Bank 
Financial Institutions
Securities: Inherent Advantages and 
Favorable Oolicies, Expected to Take a 
Striking Position
 Securities companies are new members of 
the private wealth management market. In 
July 2008, the Detailed Implementing Rules 
for Directional Asset Management Business of 
Securities Companies (Interim) came into e�ect, 
and it was only a�er this that securities firms 
started their journey in the private wealth 
management market. Generally speaking, 
the private asset management business of 
securities is still in its infancy. However, with 
a large customer base and enormous assets 
under control, securities firms can leverage 
favorable policies and rapidly develop private 
wealth management business.

Securities have a large customer base and 
enormous assets under control. The market 
value of stock under circulation in 2011 
amounted to RMB 16.8 trillion, slightly 
higher than the contemporaneous total 
value of bank wealth management products 
of RMB 16.49 trillion. Securities firms 
were not allowed to develop fixed income 
products or substitution investments due to 
policy constraints, but with the issuance of 
Ideas and Measures to Push Forward Reform 
and Opening up of Securities, Innovation and 
Development (draft) and a set of dra� rules, 
the investment range of securities has 
been expanded. Securities companies can 
now rapidly develop wealth management 
business and take over sizable market share.

Trusts: Continue to Leverage Full-License 
Advantage but Face Intensifying Risks
Trusts benefit from favorable policies and 
product advantages in conducting wealth 
management business. Trusts are the only 
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financial institutions that can operate in 
the cross currency market, capital markets 
and industrial investment. Technically 
therefore, trusts can provide any type of 
products for HNWIs. Moreover, trusts have 
outstanding product design capabilities and 
flexible investment approaches. With the 
establishment of direct-selling channels, trusts 
will be able to develop their own competitive 
advantages by controlling both the customer 
end and product o�erings.

However, as trusts are expanding in the 
market, the risks they face are gradually 
escalating, such as the underlying market 
bubble of alternative trust products and failure 
to timely withdraw investment. These issues 
should be watched.
 
Third-Party Financial Institutions: Unique 
Business Model and Continued Exploration
 The emergence of third-party financial 
institutions is the result of the continuous 
development of the wealth management 
market and elaboration of division of labor. 
Third-party financial institutions focus on asset 
allocation, mainly o�ering research support, 
asset allocation plans, products screening and 
integrated financial management services.

In mature markets, third-party financial 
institutions are more common, such as family 
o�ces in the US. However, in China, third-
party financial institutions are still in the early 
stage, facing a series of problems including 
simple service model, small market share, 
etc. As the market and customers are not yet 
mature, most third-party financial institutions 
act purely as a sales channel, heavily reliant on 
commissions. In addition, the regulations for 
third-party financial institutions are unclear. 
There are several unstable elements of the 
industry.

Competition Landscape Evolution 
and Implications of New Economic 
Situations
As HNWIs are maturing, traditional product-
selling model can no longer meet their 

increasingly diversified needs. Meanwhile, 
the current low level of customer loyalty 
cannot meet the market participants’ need for 
further development. Therefore, the overall 
competitive landscape will be changing 
significantly. Securities and trusts will catch 
up in the next few years and securities firms 
with great opportunity from favorable policies 
on wealth management business are expected 
to be on the fast track of development. But 
the development of third-party financial 
institutions will take longer. The day when 
third-party financial institutions become 
mature will mark the maturity of China’s 
wealth management market.

Specifically, commercial banks continue to 
fully leverage their group resources, develop 
integrated resource platforms and provide 
diversified products for HNWIs. At the same 
time, they are improving their wealth planning 
and asset allocation capabilities. There will be 
a trend of outsourcing non-core products and 
services such as taxation, legal planning, and 
immigration consulting. Securities firms will 
quickly win over the market share in terms 
of the customer volume and AuM, driven by 
enormous assets under control, large customer 
base and favorable policies. Trusts will 
focus on the establishment of direct-selling 
channels and the transformation of product 
specialization. At the same time, they will try 
to expand their customer base. As for third-
party financial institutions, they will continue 
struggling in business model transformation, 
during which a large number of weak players 
will be eliminated. A�er this, third-party 
financial institutions should enter a period of 
healthy and rapid development.

For commercial banks, cooperation with other 
financial institutions is the main focus in the 
short term. With the limitation of separate 
operation, banks have to leverage the R&D 
abilities of other financial institutions to 
establish an open architecture service model. 
However, in the long term, competition is 
still the focus. Banks should fully utilize their 
competitive advantages in customer base and 
geographical coverage. They should deepen 
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customer relationships, optimize private 
banking outlet coverage and improve asset 
allocation and management capabilities.

To sum up, the future of China’s wealth 
management market is one of rapid 
development, with division of labor further 
refined, customers more segmented, and 
business model constantly di�erentiated. Both 
competition and cooperation are co-existing. 

Wealth management is a special industry 
that requires intensive development e�orts. 
It may not have scale e�ect. The key to stand 
out and quickly win over market share is to 
be di�erentiated. Therefore, players, both 
bank and non-bank financial institutions, 
should leverage their competitive advantages 
and focus on certain segments of HNWIs and 
specific types of product and services.



Offshore Wealth, New Landscape 
Under Increasing Scrutiny
In 2011, o�shore wealth̶defined as assets 
booked in a country where the investor has no 
legal residence or tax domicile̶increased to 
$7.8 trillion, up 2.7% from 2010. The increase 
was driven partly by a flight to safe havens by 
investors in politically unstable countries and 
partly by inflows from UHNW families based in 
rapidly-developing economies.

O�shore wealth management as an industry 
remains under intense and increasing 
pressure due to greater regulatory scrutiny̶
particularly from tax authorities in the United 
States and Western Europe. Simply put, in 
di�cult fiscal times such as these, governments 
need funds, and cracking down on perceived 
“tax havens” is one way of obtaining them. 

Switzerland remains the largest o�shore 
banking center, with about $2.1 trillion, or 
27%, of o�shore wealth booked in Swiss-
domiciled banks in 2011. However, it 
experienced stagnant growth compared with 
2010 as funds flow out from the “old world.” 
In addition, Switzerland has established new 
transparency and withholding-tax agreements 
with the United States and Germany, and 
related discussions with Belgium, France, 
Italy, the United Kingdom, and other 

countries are in progress. These initiatives 
are aimed at greater transparency, including 
the disclosure and regularization of legacy 
assets, and the adoption of withholding 
taxes on investment income, so have altered 
the Swiss landscape, somewhat increasing 
the attractiveness of other o�shore centers. 
Although the single biggest sum of private 
financial wealth booked o�shore in Switzerland 
still comes from Western European clients, 
this wealth pool declined by 2.2% in 2011 and 
will likely continue to erode. Client assets 
originating in North America have dwindled to 
an almost negligible amount. (See Exhibit 25.)

O�shore centers such as Hong Kong and 
Singapore, where clients come mainly from 
Asia-Pacific and the Middle East rather than 
the United States and Western Europe, have 
been much less a�ected by the calls for greater 
transparency and tax rigor in the industry. 
Clearly, o�shore centers with a favorable client-
domicile mix will have a structural advantage, 
as illustrated by Singapore and Hong Kong, 
which are attracting o�shore wealth originating 
in high growth countries. Roughly 75% of assets 
booked o�shore in Hong Kong and Singapore 
are from Asia-Pacific. 

We expect that Switzerland will continue to be 
the largest o�shore financial center in the near 
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future, benefiting from asset inflows that originate 
in high-growth regions such as Latin America, 
Eastern Europe, the Middle East, and Africa. 
Nevertheless, if recent growth rates remain 
constant, Singapore and Hong Kong combined 
will outgrow Switzerland as an o�shore booking 
center in the next 15 to 20 years.

Overall, regulatory tightening will mean that 
the amount of assets flowing to all o�shore 
centers from investors in markets where tax 
regimes are becoming ever stricter will decline, 
due to supplementary tax payments, penalties, 
repatriation, increased consumption, and the 
elimination of small accounts. At the same time, 
client assets flowing o�shore from the “new world,” 
and especially countries with underdeveloped 
private-banking industries, will continue to grow.

Accelerated Outflow of Medium- 
and High-Net-Worth Individuals 
Assets 
In 2012, China experienced an accelerated 
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Exhibit 25 | Switzerland Remains the Largest Offshore Center, but Its Allure Is Being Challenged

Source: BCG Global Wealth Market-Sizing Database, 2012.
Note: Discrepancies in totals reflect rounding.
1Predominantly Miami and New York. 
2Includes Dubai and Monaco.

outflow of assets from high-net-worth 
individuals to o�shore centers. At the same 
time, an increasing number of private banking 
clients in lower wealth bands are exploring 
o�shore wealth management. Of the Chinese 
HNWIs we surveyed, those with assets held 
overseas increased 8% to 25% compared to 
2011. Our survey reveals a positive correlation 
between asset size and usage of o�shore 
investment, that is, the larger the clients’ asset 
size, the more they use o�shore financial 
services. (See Exhibit 26.) Nevertheless, o�shore 
wealth management is no longer the UHNWIs' 
privilege. Clients in lower wealth bands are 
increasingly experimenting with o�shore 
financial services, driving up the total number 
of o�shore banking clients. One in four of our 
survey respondents without o�shore assets say 
they will “definitely” or “likely” adopt o�shore 
financial services in the next three years.

Overall, however, o�shore wealth takes up a 
relatively small percentage of total investable 
assets. Close to 60% of HNWIs with o�shore 
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Destinations of offshore wealth

Exhibit 27 | Around 60% of Chinese Private Banking Clients’ Offshore Wealth Is 
Booked in Hong Kong, USA and Canada

Source: China Construction Bank and BCG’s 2012 survey of 1,912 high-net-worth individuals from 30 provinces, municipalities, 
and autonomous regions in China.
Note: Discrepancies in totals reflect rounding.
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Exhibit 28 | HNWIs Opt for Different Offshore Wealth Destinations for Varying Reasons

wealth put less than 10% of their total 
investable assets abroad. On a weighted-
average basis, o�shore assets account for 
about 14% of all investable assets. 

HNWIs in China prefer to hold their o�shore 
assets in real estate, bonds, or equities, which 
together account for 75% of total o�shore 
investments. The key drivers behind this asset 
allocation include value preservation and 
enhancement, most o�en through real estate 
and bonds investment. 

Regionally, Sichuan and Guangdong have 
significantly above-average penetration of 
o�shore financial services. Based on BCG’
s projection model for regional distribution 
of HNWIs, Guangdong, Jiangsu, Beijing and 
Shanghai are the largest o�shore wealth 
markets. Beijing, with a higher concentration 
of HNW households but lower penetration 
of o�shore financial services, presents great 
potential for o�shore business. 

In terms of destination of o�shore wealth, 
around 60% of Chinese HNWIs’ o�shore 
wealth is booked in Hong Kong, the United 
States, or Canada, which matches the list of 
popular destinations for Chinese immigrants. 

(See Exhibit 27.) This finding is in line with our 
global observation that o�shore centers that 
are also favorable client domiciles will have a 
structural advantage. 
 
Analysis of the key selection criteria for Hong 
Kong, the United States and Switzerland as 
o�shore wealth management centers shows 
that ease of immigration and education, asset 
value preservation and enhancement are 
what make Hong Kong and the United States 
stand out. Switzerland, on the other hand, 
is selected mostly for reasons pertaining to 
assets, particularly value preservation and 
enhancement, asset security and secrecy. (See 
Exhibit 28.) As heightened regulatory scrutiny 
from the United States continues to challenge 
client confidentiality̶the proud tradition 
of Swiss banking̶we expect Switzerland to 
become less and less attractive for Chinese 
HNWIs. Since Switzerland has never been 
known as an immigrant stronghold (it has one 
of the world’s strictest naturalization policies), 
it could soon be surpassed by Singapore̶now 
ranked fi�h̶as a popular o�shore financial 
center for a�uent Chinese. 

A snapshot of the citizenship of HNWIs shows 
that while 6% hold foreign citizenship, most 
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of them remain Chinese citizens. Through in-
depth interviews, we find immigration a hot 
topic among HNWIs, many of whom already 
have children living abroad. Still, many 
Chinese millionaires owing their success to 
business within China choose to stay in China. 
The main reasons being that, firstly, HNWIs 
can transfer assets through their children and 
spouses living abroad and ensure the living 
standards of their families. Secondly, China 
has matured to become an attractive domicile 
for the wealthy, providing huge business 
development opportunities and higher social 
status. Lastly, with better regulatory and 
taxation systems in place, China now o�ers 
less preferential treatment for foreign citizens 
doing business in China. All of these factors are 
important for Chinese private banks looking to 
set up wealth management centers overseas. 
They should go beyond the assets of HNW 
clients to include plans for their next generation 
and future tendencies. They will also need to 
leverage their overseas networks as well as 
their brands in order to o�er seamless private 
banking services at home and abroad.

Topic: Analysis of Hong Kong 
and Singapore’s Characteristics as 
Offshore Financial Centers
Banks need to take into account the local 
cultural and physical distance to their 
customers in the selection of o�shore financial 
centers. Compared to o�shore centers in 
Europe and the US, Hong Kong and Singapore-
based centers will have more cultural and 
distance advantages. Hong Kong in particular 
has the largest concentration of overseas 
assets of mainland high-net-worth clients; the 
near distance and language interoperability 
are another two important factors. On the 
other hand, the US and Canada have become 
the second and third-largest overseas areas of 
concentrated wealth due to the customer demands 
of children’s study abroad and immigration. 
However, Chinese customers are relatively 
unfamiliar with their laws and culture, which 
to some extent hindered the client’s interest in 
asset transfer. Switzerland and other European 
o�shore centers attract a smaller customer 

base in China and the harsh local immigration 
policy makes domestic customers relatively 
inclined to North America. Chinese customers, 
who choose Switzerland, do so mainly out of 
considerations like asset privacy and security, 
as well as global asset allocation. Chinese 
customers, especially local SME owners, lack 
legal, political and cultural knowledge of 
North American and European countries. In 
sum, Hong Kong and Singapore have more 
potential to serve Chinese customers.

However, there are also di�erences between 
Hong Kong and Singapore. As a Special 
Administrative Region of China, Hong Kong 
is the international interface for Chinese 
mainland enterprises. Driven by the RMB  
internationalization strategy, Hong Kong has 
been positioned as the RMB o�shore center. 
Promoted by their economic relationship, the 
tie between Hong Kong and mainland China 
is increasingly close, and to the majority of 
China's HNW families, Hong Kong is not 
unfamiliar. The demand of mainland Chinese 
for investment immigration in Hong Kong 
is increasingly strong. Another advantage of 
Hong Kong is its low tax rate, with an average 
personal income tax level of just 15%, and also 
its absence of capital gains tax or VAT. But 
bank-client confidentiality in Hong Kong is at 
a relatively lower level than in Singapore. For 
those with higher confidentiality requirements, 
Hong Kong is not a suitable place for their 
o�shore assets. In addition, private banking 
business in Hong Kong is relatively weak, 
which has hindered the establishment of 
o�shore banking centers in the SAR.

Unlike Hong Kong, Singapore is an 
independent country. As an Asian financial 
center, Singapore is managing o�shore 
private assets about two- to three-times the 
size of Hong Kong’s. Singapore’s private 
banking business is mature, with developed 
laws, regulations, and regulatory system. 
The laws of Singapore have strict banking 
secrecy provisions which can provide the 
highest protection for o�shore client assets. 
In addition, Singapore and Southeast Asian 
countries are closely linked; there is a large 
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portion of Islamic business in the former, 
which helps SME owners enter the Southeast 
Asian and Islamic markets. However, 
Singapore’s understanding of Chinese 
customers is lacking, making it harder to carry 

out mainland-China customer business there 
than in Hong Kong. For Chinese banks, the 
cost of creating o�shore financial centers in 
Singapore will be relatively higher than doing 
so in Hong Kong.
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Continued Maturation of China’s 
Financial System
Private banking o�ers comprehensive financial 
services to top-tier clients. The industry’s 
healthy development therefore hinges upon a 
sound financial system.

Firstly, China’s interest rate and RMB 
exchange rate liberalization has not yet been 
achieved. China’s capital markets remain 
underdeveloped, with derivatives only 
nascent, financial instruments relatively basic, 
and more favorable environments needed 
to enhance financial innovation. A more 
mature financial system will enable wealth 
managers to improve their overall product 
and service capabilities. Meanwhile, ongoing 
financial innovation and an increasing level 
of sophistication in financial instruments 
will encourage private banking practitioners 
to explore and seek training for relevant 
expertise. As wealth management continues 
to develop and the quality of its professionals 
improves, the challenge of private banking 
talent shortage can in turn be addressed. As 
Basel III goes live, China’s rate regime moves 
toward liberalization, multiple participants 
enter the market, and more advanced 
investment instruments become available, 
private banking, as both a channel and a 
platform, will assume a more significant role in 

optimizing the business structure of financial 
institutions, reducing credit risk and improving 
operational e�ciency and e�ectiveness.

Secondly, it is also imperative for China to 
build up an optimized network of financial 
institutions, and to create a di�erentiated and 
modernized financial organizational system and 
a better banking system. Within this, securities 
firms, trust companies and third-party financial 
institutions can coexist and compete in an 
orderly manner, each with their own business 
focuses and unique competitive advantages. 

In pace with the globalization process, Chinese 
financial institutions are encouraged to start 
business in international financial markets 
to learn from global leading players and to 
strengthen their competitiveness. 

Ongoing Improvements in Laws 
and Regulations
China's private banking industry is facing the 
predicament of regulatory constraints and 
deficiencies.

It is constrained, first of all, by the intrinsic 
conflict between the industry’s need for mixed-
operation services and the current regulatory 
practice that requires separated operation. 

THE FUTURE OF PRIVATE 
BANKING IN CHINA

THE BOSTON CONSULTING GROUP·CCB PRIVATE BANK | ��



In theory, a private bank's front o�ce could 
provide all sorts of financial products and 
services to meet customer needs were it not 
subject to the supervision of several di�erent 
regulators, eroding the width and depth of the 
bank’s financial o�erings. Moreover, having 
multiple regulators undermines the industry’s 
e�ciency for innovation and development. For 
instance, to introduce an innovative financial 
product across markets and segments, a 
bank needs to seek approval from multiple 
authorities. The only alternative is to source 
products from other financial institutions, 
impeding the fast growth of private banking 
business.

In addition, due to China’s foreign exchange 
control and stricter capital control, it is challenging 
for the country’s private banks to follow global 
best practices and implement meaningful global 
asset allocation for their clients.

As for supervision, China’s regulatory 
authorities have yet to develop policies and 
guidelines on private banking business scope, 
market entry standards, service fee model or 
practitioner qualifications. Although a handful 
of private banking licenses have been issued, 
regulations for the private banking sector 
are largely absent, including regulations for 
business trust investment and discretionary 
mandates, which are of particular interest 
to private banks. Besides, globally popular 
private banking products, such as heritage 
trusts and tax trusts, have not been launched in 
China due to the lack of regulations on private 
banking business scope and guidance on 
product innovation. In the meantime, while risk 
management requirements for private banking 
di�er significantly from those for traditional 
retail banking, without specific regulations most 
private banks continue to adopt traditional 
risk management methods. This threatens to 
undermine the healthy development of private 
banking. In addition, patchy regulations on 
charity business in China make it di�cult 
for private banks to provide advisory and 
investment service on philanthropy. 

To create an environment that is conducive 
to private banking, regulations defining 

the industry’s positioning, entry standards, 
practitioner qualifications and business 
scopes are urgently needed. A comprehensive 
management framework and universal 
qualification standards for private banks 
should be in place. Risk management policies 
and guidance tailored for the industry will 
need to be established, covering client 
information confidentiality, anti-money 
laundering, anti-fraud, personal credit, client 
and bank protection, and dispute resolution. 
Policies and regulations for advisory and 
investment service on philanthropy, o�shore 
investment and personal credit checking 
should also be put on the regulators’ agenda.

Transformation of Business 
Model and Differentiation of 
Competition Strategy
In the past, Chinese banks have focused more 
on scale expansion while paying less attention 
to R&D and being relatively weak in terms of 
service, especially for HNWIs.

With the implementation of the 12th Five-
Year Plan for the Development and Reform 
of the Financial Industry and interest rate 
liberalization, the competition pressure banks 
face continues to mount. Transforming the 
value proposition from product-selling to 
customer centricity is imperative. Accordingly, 
the focus of private banking will shi� from 
purely product selling to asset allocation and 
management, and from agency model to 
advisory service. Private banks should launch 
di�erentiated competition strategies to build 
up their competitive advantages and strength, 
aiming for comprehensive competitiveness 
through customer life cycle management, 
personalized product packages and smooth 
front-middle-back o�ce cooperation. 

Further Strengthening of Investor 
Education
Investor education is also vital to the healthy 
development of private banking in China.

Just as China’s private banking industry is at 
the emerging stage, so is client sophistication. 
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Firstly, the level of private Chinese banking 
clients’ risk awareness and tolerance o�en 
does not match their pursuit of high returns. 
The protocol that clients should invest at their 
own risk so long as banks make adequate 
disclosure is not fully perceived. Secondly, 
clients would prefer to invest by themselves 
than let private banks invest for them due 
to a lack of understanding of and trust in 
private banks. Finally, quite a lot of clients’ 
needs remain at a primary level, being mostly 
product-oriented and placing less emphasis on 
asset planning advice.

Rational and mature clients are the 
cornerstone of the future development of 
private banking. Therefore the collaborative 
e�ort of media, government and banks is needed 

to carry out investor education. On the one 
hand, clients should learn to take full advantage 
of investment advisory and assets management 
services o�ered by private banks to diversify 
their investments. On the other hand, private 
bankers should make e�orts to educate their 
clients about potential risks and help them to 
form a rational expectation of risks and returns. 
Above these, banks and media should take 
responsibility for conveying the idea of wealth 
succession among the first-generation wealthy in 
China, which can help break the myth that “from 
clogs to clogs is only three generations.”

Let us hold the wish that private banking 
business and the economy of China will 
embrace a bright future and private banking 
will enter a brand new era of development. 
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