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GETTING HIGH ON MONEY

‘With an average GDP growth rate of % cach year.
there has been a lot to cheer about in India. During this
phase, there has been a massive increase in the growth
of individual wealth in India. The Mermill Lynch Cap
Gemini Asia Pacific Report for 2008 reveals that India’s
HNWI (High Net Worth Individual) population grew
by 23% which makes it the fastest growing globally. At
the end of 2007, the numbe: r.'f H]\'Wls B at I 23
lakh. HNWIs are d

$1 million (it was Rs 4 crore then) in netassets, exclud-
ing what they have as primary residence and consum-
ables. The reason for optimism also-comes from US Fi-
nandal research and consulting firm Celent which pre-
rhm the wealth management sector in India to be a :l

2012,
nulhnn households, as compared with around 13 mlI

AN UNPRECEDENTED GROWTH
IN THE NUMBER OF HIGH NET
WORTH INDIVIDUALS IN INDIA
HAS THROWN UP FRESH
OPPORTUNITIES AND
CHALLENGES TO THE WEALTH
MANAGEMENT SECTOR,

SAYS PRASHANT MAHESH

liom households today. This is merely a glimpse of the
wealth creation story that India will be home to.

The market broken up

A look at the accompanying table presents details of
vartous segments. “The mass affluent segment is con-
cerned with insurance protection, children's education,
and retirement plan solutions. HNW and ultra-

huge revenue targets for themselves, One was not sure
if the dient really gor what he needed.

‘This ishow the business broadly works —typically, a
relationship manager can service only about 50-70
clients. A natural consequence was that the experi-
enced personnel would chase dients with a higher net
worth which would tﬁnslaluummm revenues.

The i of laying ds

ot

the client and the is something

of more sophisticated pmduns “Thereisa greater re-
qumnm(l'urhlghvrmd roductsas the net worth ofan

that can hardly be exaggerated. Both need to be dear
sboutares ke the widh of rodc being ofced,

individual goes up. says Nipun Mehta,

HNW are focused on lifestyl uccession

planning. and wealth transferssues, The

isindined d insur-
ance coverage,” says a report by Celent, an independ-
entUS research firm

What is obvious is that as one moves up in the mon-
etary hierarchy, there i a clear shift !mmsa!nguardlng

ion of the

Wealth per
household (Rs)

Segment

Mass Market 2-10 lakh

Mass Affluent 10-50 lakh

Super Afiluent 50 lakh fo 4

HNW 440 a

Super HNW 40 -120 ¢r
>I0a

Segment:

Ith management market

sanh

MONEY MATTERS

Some Key Tips

=Lay the ground rules
before choosing your
wealth manager

«Pick and choose your
wealth manager on the
basis of his track record
and what his company
has to offer you
“Debate about the need
for adding a product to

your portfolio

Draw an asset allocation
strategy to meet your
long term goals ‘in
consultation with your
wealth manager

banking SGAsia toname adew. A client n:edsavery high level of com-
existsin th growih  fort when it comes to the sirength of the research team,
lhalhu!ahe:d]laspmmpredahrmnr 1 ck record and requiarly being
rthe last 2-3 y k wvele the market. O organ-
ﬁgan, Bdelweiss, A.n.md Ra!hl. Hmk.ly Global imi of izati h Wbl
jost  That would hetp organisations develop views on the
market,” say . Inanutshell itis
d i pany di- important that a rel I bull
an banks like Kotak Bank, HDFC Bank and ICICTBank.  and a bear market.

mhankssudms UBS, Qubank. Deutsche Bank,

Standard Chartered ha inIndia.
There isalso the unurgamecd segment which hzs its
own place, Thist y n-

‘Those in the wealth management space | have being
Fori chgam

M.mquam Wealth Mangement offer a triped model

cial advis oy d piEsery

""“ Lwemuedhyalnn\o( three nun

tasks for their client which are largely individuak and
families. While there is data available, it is

agers—the

dlent and the organisaion. It nsures  sense nmm

that the: ised segment is gaining
mm‘kﬂsh.]m due tomore professionalism, wider prod-

pline. M
of the employees moves on. lndl\nduﬂ customised
dlient advice is of central importarice as each dient has
different needs and expectations,” says Puneet Matta,

A Ic('v factor that attracts players 10 the business s
that Intl
case of banks, they make their maney by

I':dll Suisse, ].ndm Forin-

party pmnum n could bea munal fund umit. & -

IJ:A[ ramd wealth addition is mutually benefical.
Every bitof advice given by the relationship manag-

| I||m|or portfoli scheme.  er s impe and one of them relates massc:auncnv
Banks mnm !L'curaurrnm]s\wn tion. This Tow much 1l
ucts, whi source of incame. Si sets snch as equny debt, commodities or real slalc
taking

isvir-
tually na risk in the banks' books, they focus a fair

amuUIn dnlltl‘liﬂl\outlush:muess

In a lx_\mnm; market for finandial services, there has
been a wide gap between demand and supply which
has not always hada positive result. There were a large
number of players entering the business. “Some of the
players simply pushed products doing little justice in
terms of managing wealth,” says A V Srikanth, dm:c!m
wealth thi

With the m:rkels dnwn SU% from the peak. it is
clearth y will be Thisisthe

ters such as risk appetite, age and return expectations.
Any product added 1o the portfolio should have a valid
reason, When the markets move up or down, the porn-
folio needs to be rebalanced which is where the rela-
tionship manager stepsin,

The future looks bright

By all counts, it will be about a demanding diient and
catering (o his needs, “Indian wealthy individuals and

time whm the pmdm pu;l»m and the wcn!lh man-
win-

ed approach in terms of asset allocation. They are also
asking for andanaccess toa uulygluhn];\lnduﬂnlwm

vestors 10 evaluate their long-term fin: 1 goals and
then decide on who could be their wealth managers,

Easier said than done

d services,” s-ny: Matta.

ment to combine the full range of product and market
expertise into leading edge and tailor made solutions
and services.

When murmlhcunddhn{
between 2003 and 2007,

“The wealth indusiry s passing
through a phase. Today, providers are

wrong. At that point, i ifficult toget
ager which was on account of a talent shortage and the
lnm employee tumover at most organisations, *At one
paint of time, I realised um my wea]:h mmgerwasa
‘mar

vate sector bank. This i snnaa case mmlannn Vikas Ag-
nihotri, chief exeautive officer, Religare Macquarie
Wealth Management speaksafa knowledge gap. “There

evolving from treating as justan-
other distribution channel for products,” says Naresh
Kothari, president, Edelweiss Securities.

Clearly wealth management is cvolving and is
:hangmg v.mh client preferences, new producis ]and a
looks
interesting and players will need to think on their feet
to meet the changing demands from their dients. The

y spe-  market exits and no one is questioning thal, How
cific intof i listic  wealth irms get the best out of it will be
approach,” he points out. Quality was often compro-  the nudeus of the future.
mised and this was dear when a lot of organisations set prashantmahesh@timesgroup.com






