
After interning at HP Wealth 
Management last year, I am blessed 
to be offered a position after the 
internship. In June 2014, I returned 
to HPWM and embarked on my 
first job as a Portfolio Analyst in the 
Portfolio Management team.

First jobs are customarily daunting 
and appalling but this was not 
the case for me. I felt great to be 

back to the close-knitted family of HPWM. What I really like 
about the company is the relatively small and flat hierarchical 
structure which allows ideas and communications to flow 
more freely. I am a strong believer of the transparent business 
model HPWM is built on, and providing independent advice 
was definitely another reason that propelled me to return.  

Being in the job for six months, I feel that working in the 
discretionary portfolio management team is an intellectually 
challenging and exciting job. Challenging, as there is an 
unspoken requirement to always keep abreast with news 
from the financial markets to be able to advise and hold up 
conversations with clients and colleagues. Exciting, because 
no two days are the same in an ever-changing global financial 
market, and we have to continuously anticipate and react 
quickly to take advantage of market opportunities. 

Looking back, half a year has passed in a blink of an eye. As I 
complete this short write up for the newsletter, I am thankful 
for the opportunity given to me by HPWM to continue my 
learning here. I look forward to serving and dedicating my 
time to build more portfolios for our clients. 

Chui Shao Rou

Portfolio Analyst 
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Season’s Greetings

William Shakespeare would probably not approve 
of us using one of his famous lines from Hamlet. His 
original quote was about life or death, and it would 
be pretentious to say that one of the hottest topics 
in the wealth management industry is of equal 
importance. The hottest question surrounding 
wealth management industry is simply if wealth 
managers should charge a fee for their advice. 

At HP Wealth Management, we have a very clear 
view on this subject. We firmly believe that the most 
honest way of advising a client is when the wealth 
manager has no vested interest recommending a 
trade or certain products. We believe that a pricing 
model where the wealth manager benefits from 
additional, and quite possibly unnecessary, trades 
or the selection of specific products (e.g. funds or 
structured products) will poison the investment 
process and bias the recommendations. 

Clients are willing to pay a fee for legal advice, for 
medical advice, and for accounting services. So 
why not pay for financial advice too? The talk in 
the industry for a number of years has been on 
the proposed shift from transaction or product-led 
business models to a fee-based approach. To this 
day, this has remained lip service. 

As a result, the interest of the client is not in 
perfect alignment with the interest of the wealth 
manager. An additional challenge is the fact 
that most relationship managers are, to a large 
extent, measured by the amount of revenue they 
can generate from their clients. There is clearly 
an incentive to direct the client to higher margin 
products – not necessarily in line with the client’s 
investment profile or quite simply, not in the client’s 
best interest.

We firmly believe that our approach to charge a fee 
is transparent and fair; fully aligned with the client’s 
interest. Clients will have to accept that free advice 
is not necessarily the best form of advice. Only when 
all temptations to recommend trades or products are 
eliminated, can we talk about unbiased advice and 
perfect alignment of interest. 

Wealth managers operating on a fee-based approach 
have furthermore every interest to lower the 
transaction costs for the client (i.e. get the best deal 
for the client), so that the advisory fee is offset with 
lower transaction costs. Ultimately, the client has to 
understand that just like every other manager, the fee-
based manager has to also pay his bills at the end of 
the month. Depending on the size of the portfolio and 
the risk profile an advisory fee should be in the range 
of between 0.4% and 1.25%. 

At HP Wealth Management, we believe that our 
pricing model is what is best for our clients. We hope 
to demonstrate to our clients that our fee is fully 
justified and that they get value for their money. We 
also believe that the entire industry will have to head 
in this direction. 

For industry players who refuse to align their interest 
with the interest of their clients, the question may in 
the end indeed become “to be, or not to be,” i.e. it may 
simply become the only acceptable way of dealing with 
high-net worth individuals. HP Wealth Management 
has deliberately chosen the fee-based approach and 
we believe our clients have increasingly seen the value 
in our proposition.

To fee, or not to fee ?
POINT OF VIEW

Dear business partners,
 
The year 2014 has come and 
gone in what looks like record 
speed! We are fast approaching 
the holiday season and we 
would like to update you on 
what is going on at HP Wealth 
Management with this second 
edition of The Insider. 

In this issue, you will get to know our partner Stephane 
Schmid better. He shares with us why he believes in our 
business model and what attracted him to become an 
independent advisor. Together, we will share our views on 
the much-debated issue of whether clients should pay for 
advice. 

Similar to previous years, we have decided not to send out 
physical greeting cards. In lieu, we will again support a 
charitable cause. This year, we have chosen to support a 
charity in Bali (www.muntigunung.com). 

My colleagues at HP Wealth Management join me in 
wishing you and your families all the very best for the 
festive season and a cracking start to 2015.

Urs Brutsch
Managing Partner and Founder
HP Wealth Management (S) Pte Ltd.
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About HP Wealth Management

HP Wealth Management (S) Pte Ltd (“HPWM”) 
is an independent wealth management firm 
founded in 2009 by Urs Brutsch to provide 
independent and professional investment advice, 
and tailor-made investment management 
services to high net worth individuals and 
families. 

At HPWM, our focus is on managing 
investments, either on a discretionary or 
advisory basis. We also work with experts in the 
fields of trust structures, insurance etc. in order 
to ensure that our clients or business partners 
get the best in class. 
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PANEL FEATURE

The future of the Asian wealth management industry depends on a sustainable model where clients 

pay for advice that is delivered by competent professionals, said panellists at Wealth THINK 2014 in 

Singapore in late September.

Panellists at Wealth THINK 2014 in 
Singapore in late September reflected 
broad industry thinking when they 
agreed that the business model 
needs to move from one which is 
transaction-led to being advice-led.

“This has been said for many years, 
so either the industry doesn’t want 
to change, or perhaps it cannot 
change with cost-income ratios 
where they are,” said Urs Brutsch, 
managing partner & founder 
at HP Wealth Management.

Regardless, he added, there is an 
urgency to move to a model where 
the client pays for advice. Part 
of the pressure for this is coming 
from the realisation that execution 
is a commodity, and with various 
electronic alternatives to using a 
bank or adviser, the chances of 
making money from transaction-led 
clients are getting ever-slimmer. 

According to Pius Zgraggen, chief 
executive officer of OLZ & Partners, 
the primary goal is to produce at 
the lowest possible price a product 
which the customer wants. 

Yet clients often have the wrong 
expectations – as a result, he 

explained, of the way the product 
is positioned and sold, and it isn’t 
clear if it meets the needs of the 
customers. This creates a conflict 
of interest between the industry 
and end-clients, he added.

Change will only come if there is 
enough pressure, said Zgraggen. 
“I don’t think this should come 
from regulators, but rather 
the clients themselves.”

The key driver of a successful private 
banking and wealth management 
organisation, therefore, will be 

differentiation. “We need to be 
confident that our advice is good 
enough that clients will pay for it,” 
explained Brutsch. “The winners in 
this industry will be those firms which 
can command a fee for advice and 
don’t rely on transaction income.”

A re-design of the incentive system 
for financial organisations would 
help, suggested Zgraggen.

“If we look at technological 
developments like mobile phones 
since the 1970s, we have seen an 
incredible evolution,” he explained. 

Urs Brutsch 
HP Wealth Management

“The winners in this industry will 
be those firms which can command 
a fee for advice and don’t rely on 
transaction income”

THe cHANgINg World of 
WeAlTH MANAgeMeNT
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Driven by capital inflows from 
Europe and the United States, 
as well as improving corporate 

performances, Asian equities have been 
buoyant of late. The result is the churning 
of even more wealth for entrepreneurs 
or companies’ shareholders, particularly 
in regard to private companies. 

In emerging markets, a number of 
company-founders and their family 
members hold majority stakes in their 
enterprises. This is rooted in a pan-
regional Asian trait that instinctively 
aims to maintain wealth within a family 
circle; thus, the wave of outperforming 
Asian equities seen in recent years has 
been a major factor in the beefing up of 
family fortunes. 

EY noted in its Global Wealth and Asset 
Management Outlook 2014: “Through a 
macroeconomic lens, many 2014 global 
equity indices have hovered around all-
time highs, suggesting that investors 
are strongly bullish about future corpo-
rate profits. Fixed-income spreads are 
off just marginally from their all-time 
lows, which typically implies that inves-
tors perceive much reduced levels of 
systemic risk and have little concern for 
inflation.”

This, along with the potential for a 
rosy economic future in Asia, means 
more and more families are coming to 
the realisation that they ought to deploy 
their reserves in more productive ways. 
One such way is forming a family office 
to focus exclusively on growing this 
store of wealth. 

Stephane Schmid, a partner at HP 
Wealth Management, a Singapore-based 
investment management firm, explains: 
“A professional family office can be key 
to the family’s business growth. Large 
families in Singapore typically have a 
family office, but they are often organ-
ised on principles dictated by the family 
patriarch; never to be questioned or chal-
lenged. But there has definitely been an 
increase in single or multi-family offices 

as wealth in Asia has continued to grow, 
and more so in recent years. So families 
need to be professionally organised. 
However, whether that means a single-
family office or a multi-family office, ulti-
mately boils down to the family business 
size, wealth and the budget they are able 
to dedicate.

“Often, ultra-high-net-worth-individu-
als (UHNWIs) will choose the asset class 
with which they are most comfortable. 
The choice is usually linked to their main 
business: if they are in real estate, the 
majority of their assets will be in this 
asset class. If they are in the commodity 
business, a large portion will be with 
their company assets. In our experience, 
there is no “miracle” asset class that 
benefits all UHNWIs across the world. 
In order to balance the asset base of 
these UHNWIs, niche third party advis-
ers like ourselves are often consulted,” 
Mr. Schmid adds, noting that a sample 
consolidated portfolio in a family office 
context is not typically a summary of 
bankable assets. “It is a very compre-
hensive aggregation of not only assets 

but also liabilities, property, art, private 
investments, jewellery and shares in 
their own company.” 

It is not all upside though. During the 
Lehman Brothers-induced global finan-
cial crisis, almost all of these investors 
experienced real asset erosion, if not 
outright destruction. As a consequence, 
they have learnt that risk assessment 
and diversification are critical in effective 
asset management. 

“More specifically, there is now a 
higher awareness of counterparty risks. 
The impact is not limited to structured 
products, but also includes the quality 
of custodian banks. Another effect was 
the high correlation in asset classes 
when everyone heads for the same exit. 
Putting all of these factors together, we 
have seen clients seeking better asset 
class diversification, and a general reluc-
tance to enter into complex structured 
products. Also some clients have chosen 
to diversify their custodian banks. So, in 
such an environment, having an experi-
enced and independent asset manager is 
paramount,” Mr. Schmid claims. 

Family values
Asia’s wealthy want their assets to work harder for them By Maya Ando

HP Wealth Managing Partner, Urs 
Brutsch was one of the panellist 
featured at the Hubbis Wealth Think 
2014. He shared his views on the 
need to move from a transaction-led 
business model to one that is being 
advice-led.

A question Stephane is 
often asked is if he feels 
more Singaporean than 
Swiss. In his usual candour, 
he answers that, “I am very 
likely more Singaporean, 
seeing how I consume more 
chili and durian than the 
majority of Singaporeans.” 

 
With a strong background in the Swiss Banking 
industry and Swiss culture, Stephane is what one 
would best describe as a “Swiss-gaporean” after 
spending 18 years of his life in our garden city.  

The on-going effervescence 
of Singapore has certainly 

played an important role in my 
desire and decision to be more 

entrepreneurial.

 

He has gone through the ups and downs of Asia since 
moving here in 1996 for what was an “open working 
contract.” He regards Singapore as having played 
an important part in his life, both professionally and 
privately. “The on-going effervescence of Singapore 
has certainly played an important role in my desire 
and decision to be more entrepreneurial.” 

A firm believer in a business model where there are 
no conflicts of interests, he foresees that there will be 
an increase in wealthy people who seeks transparency 
and a clear understanding of what they are paying – 
“We, as a company, work in the best interest of our 
clients.” 
 
When it comes to his professional activity, Stephane 
believes building trust between the client and himself 
is the most important thing. He believes that while 
skill and expertise can always be enhanced, trust is 
not a competence you can improve, but one you must 
earn.  
 
During his private time, Stephane enjoys being with 
his family. He is married to a Singaporean with two 
children. “The most difficult day in the office are the 
weekends,” he likes to joke. He believes in a good 
balance between work, family and friends. Looking at 
the sparkle in his eyes, it is easy to understand that he 
takes his responsibility as a father very seriously. “I will 
only play a round of golf when my daughter permits.”

We, as a company, 
work in the best interest of our 

clients.

IN CONVERSATION - Stephane Schmid
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HUBBIS AWARD FOR EXCELLENCE IN ASIAN PRIVATE BANKING

Urs BrUtsch: a trailBlazer 
within asia
A deserving winner of the hubbis “AwArd for excellence in AsiAn PrivAte bAnking”, urs 

brutsch of hP weAlth MAnAgeMent credits A big PArt of his neAr-three decAdes of cAreer 

success to his PersonAl drive And hAnds-off yet suPPortive MAnAgeMent style. And, of 

course, his love of footbAll. he Also recognises the iMPortAnce of PeoPle he hAs worked 

with Along the wAy. 

You might not think that working for 
global financial institutions such as 
Credit Suisse, ABN AMRO, and Cla-
riden Bank would qualify anyone to call 
themselves an entrepreneur. But dur-
ing his 28-year stint in Asian private 
banking, Urs Brutsch has effectively 
never been anything else.

At each of these organisations which 
he worked for, he was mandated with 
building a regional business – in most 
instances, virtually from scratch.

And when he had built that up to a suf-
ficient size and scale, it was time for 
the next challenge, he explains.

Having arrived in Singapore from Swit-
zerland in late 1986 makes him one 
of the region’s longest-serving private 
bankers. And he feels fortunate to 
have been part of every step in the de-
velopment of the industry in Asia.

Today, he is visibly at ease at the helm 
of his latest organisation, indepen-
dent asset management company HP 
Wealth Management. At the time he 
set up firm in June 2009, it was one of 
the first such organisations of its type 
in Asia, as this Swiss model had started 
to make in-roads.

Urs Brutsch
HP Wealth Management

bAlAncing teAMwork And 
MAnAgeMent

A combination of teamwork and a 
hands-off management style have 
been central to Brutsch’s approach, re-
gardless of where he was worked, and 
who for.

“I can build a team and try to bring 
the best out of the individuals, like a 
football coach,” he explains, referenc-
ing his lifelong passion. “It is about 
knowing which formation to play and 
who has which strengths and weak-
nesses. That is an excellent school of 
discipline; you win as a team and lose 
as a team.”

The coaching element in this analogy 
is vital to the success of both Brutsch 
him and his teams in the past. And his 
style of management comes down to 
two main aspects.

The first aspect is striking a balance 
between trusting people and managing 
them more closely.

On the one hand, this means giving 
business heads a relatively free reign, 
within reason, to run their teams, and 

department heads the flexibility to 
manage their own people, rather than 
adopting a micro-management strategy.

But knowing where the equilibrium is has 
proven critical. “It is extremely important 
to find the line between letting people do 
their jobs and staying on top of things,” 

HP Wealth Managing Partner, 
Stephane Schmid was featured in 
Asia Asset Management. He provided 
insights on how ultra-high net worth 
individuals manage their wealth and 
how setting up of family offices is 
gaining traction in Asia. 

Urs won the Hubbis “Award 
For Excellence in Asian Private 
Banking,” an award given to 
persons who are defining 
examples of excellence in Asia. 


