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We have a major shift of lifestyle

What common for us is not likely to be common for the young generation
(To some people) Most important thing in your lives – Smart phone

COVID speeds up the change of your lives
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Same applies to the financial world

It is not a matter of whether you want to digitalise your life, it is matter how your live 
wants to be digitalised - Digital is unavoidable

Digital loan / mortgage application / stock trading via APPs or online investment platform



7

The better future with technology

Digital can make your lives easier - Efficiency

Digital can make the impossible possible - Feasibility

Digital can make you more demanding - Quality



8

More target engagement and outcome-oriented

>

Feasibility

Efficiency

Quality

Investment decisions are costly to investors; institutional investors can afford 
to get experts to help … What about the mass affluent?  

Digital x Advice => Mass affluent

Information is useful if you know how to use it; reports, papers are only good 
for educated individuals …. Do we have any ability to digest the complex 
contents?

Digital x Simplicity => Mass affluent

Fund performance comparisons, analyses could be helpful … Are they too 
generic and not conclusive to you?  

Digital x Analyses => Mass affluent
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But … customers’ pain points still exist

Commoditised non-
differentiated 

offerings

Poor service 
quality and lack 
of individualised

attention

Fund or product 
focused offerings

No access to 
knowledgeable 
investment and 
financial experts

Considerable 
high fees

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022.

Overwhelmed 
with information 
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Rising demand for mass affluent’s advisory services

Information overload

Market complexity 

Market volatility

Longer retirement

The Solution:
Personalised, cost-effective 
and scalable digital 
advisory 

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 
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Massive opportunity for digital wealth management

Digital 
advisory 
growth is 
booming

Barriers to market 
entry exist, but 
can be overcome

Partnership is 
the way forward

1 2

Differentiated 
capabilities are the 
foundation for success

34

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 
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Digital advisory growth is booming

What mass affluent investors want 
most… can be delivered digitally

Who mass affluent investors are… 
makes digital services an ideal fit

New 
products

Portfolio 
construction

Investment 
insights

Financial 
education 

Younger

Digital-
native

Trust AI

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 

1
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Barriers to market entry exist, but can be overcome

INERTIA
When the firm is unwilling to act

TRUST
When investors are hesitant

PERFORMANCE
When investors expect better returns

REASSURANCE
When the market is turmoil

REGULATIONS
When requirements are maturing

Firms need a strategy 
and partner to take 
these initial obstacles 
into account and make 
digital wealth 
management solutions 
a reality, 
with customised
advice and 
investment models 
based on forward-
looking approach

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 

2
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Differentiated capabilities are the foundation for success

Critical 
investment 
capabilities 

Top technical 
capabilities

Application 
Programming 
Interface (API)

 Expert advisory
 Transparency 
 Advice-led
 High performing

 Fast to deploy
 Customised and scalable 

solutions
 A hybrid customer journey
 A clear and easy user 

experience

 Agile development
 Faster time-to-market 
 Easy access to 3rd-party 

solutions
 Continuous product 

improvement

 Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 

3
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Approach: Partnership is the way forward

Why Partnership is by far the preferred approach

 Access to technology and investment expertise
 Faster time to market
 Shared commitment

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 

4

The approach to develop/acquire necessary capabilities
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Attributes of a successful partnership

 Shared vision of the solution: from 
UX/UI to investment products

 Agile co-development: ample testing 
and documentation

 Integration with existing tech and 
processes: open architecture

 Flexible, long-term approach: 
differentiated and scalable solutions

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 
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Key for digital wealth management 

Expert Advisory

Customer Experience

Technology

Transparency

Differentiation

 Nurture investor trust
 Provide investors with a simple, 

mobile-first experience
 Align investors’ objectives and risk 

tolerance

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 
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Digital investment solutions – create better outcome

Experience-enhancing 
digital services

 Portfolio analysis
 Performance simulation
 Advanced reporting 

services

Flexible global 
technology

 Delivery via APIs or end-to-
end digital ecosystems

 Flexible, highly available 
modular services

 Cost-effective development 
and implementation 

 Seamless integration

Customised investment 
services

 Investment advisory
 Portfolio construction
 Active investment 

strategies across public 
and private markets

 Risk management 

Source: Accenture “Digital Advisory Solutions in Asia Wealth Management” survey. Data as of January 2022. 
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Confidential. Strictly for the HKRSA webinar use only. Not for public distribution.

Investing involves risk.  The value of an investment and the income from it will fluctuate and investors may not get back the principal invested.  Past performance is not indicative of future 
performance.   This is a marketing communication.  It is for informational purposes only.  This document does not constitute investment advice or a recommendation to buy, sell or hold any 
security and shall not be deemed an offer to sell or a solicitation of an offer to buy any security. The views and opinions expressed herein, which are subject to change without notice, are 
those of the issuer or its affiliated companies at the time of publication.  Certain data used are derived from various sources believed to be reliable, but the accuracy or completeness of the 
data is not guaranteed and no liability is assumed for any direct or consequential losses arising from their use.  The duplication, publication, extraction or transmission of the contents, 
irrespective of the form, is not permitted. This material is intended for the use of investment consultants and other institutional/professional investors only, and is not directed to the public or 
individual retail investors.   

Any form of publication, duplication, extraction, transmission and passing on of the contents of this material is impermissible and unauthorised. No account has been taken of any person’s 
investment objectives, financial situation or particular needs when preparing this document. This is not an offer to buy or sell, or a solicitation or incitement of offer to buy or sell, any 
particular security, strategy, investment product or services nor does this constitute investment advice or recommendation. There is no assurance that any securities discussed herein will 
remain in the portfolio at the time you receive this document.  

The views and opinions expressed in this document, which are subject to change without notice, are those of Allianz Global Investors and/or its affiliated companies at the time of 
publication. While we believe that the information is correct at the date of this document, no warranty of representation is given to this effect and no responsibility can be accepted by us to 
any intermediaries or end users for any action taken on the basis of this information. Some of the information contained herein including any expression of opinion or forecast has been 
obtained from or is based on sources believed by us to be reliable as at the date it is made, but is not guaranteed and we do not warrant nor do we accept liability as to adequacy, accuracy, 
reliability or completeness of such information. The information is given on the understanding that any person who acts upon it or otherwise changes his or her position in reliance thereon 
does so entirely at his or her own risk without liability on our part. There is no guarantee that any investment strategies and processes discussed herein will be effective under all market 
conditions and investors should evaluate their ability to invest for a long-term based on their individual risk profile especially during periods of downturn in the market.  

Investment involves risks, in particular risks associated with investment in emerging and less developed markets. Any past performance, prediction, projection or forecast is not indicative of 
future performance. Investors should not make any assumptions on the future on the basis of performance information in this document. The value of an investment and the income from it 
can fall as well as rise as a result of market and currency fluctuations and you may not get back the amount originally invested.

Investors should not solely rely on the information contained in this material in making investment decisions. This material has not been reviewed by the Hong Kong Securities and Futures 
Commission. Issuer of this material: Allianz Global Investors Asia Pacific Limited.

„risklab” and „                ” are trademarks which are registered in the United States of America (USA), the European Union (EU), Hong Kong and various other jurisdictions. Legal owner of 
the aforementioned trademarks is Allianz Global Investors GmbH, a German capital management company (Kapitalverwaltungsgesellschaft) registered with Bundesanstalt für 
Finanzdienstleistungsaufsicht (BaFin) under the German Capital Management Act (KAGB) which is also licensed as a provider of financial services in Germany. Registration of this trade 
mark shall give no right to the exclusive use of the word RISK, or of the word LAB, each separately and apart from the mark.

AdMaster no. 
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