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According to Global Wealth 2015: Winning the Growth Game, Asia Pacific (ex Japan) will control more than one-third of 

the world’s private financial wealth by 2019, representing $75.1 trillion, a CAGR of 9.7 percent based on the $47.3 

trillion currently held.  Despite the relatively low penetration of private banks into the private asset holdings of the Asian 

wealthy, the wealth management industry in Asia Pacific has also grown.  Asian AUM held by private banks from 2013 

to 2014 increased from 1.4 trillion to 1.556 trillion according to Asian Private Banker and there was a corresponding 

growth in relationship managers to 5,449 at a rate of 7.2 percent.  Independent Wealth Managers are estimated by AT 

Kearney to hold about 5 percent of Asian AUM, which is also growing. 

 

At the end of 2014, there were more than 2500 investment funds registered in Hong Kong according to the SFC and 

more than 7,900 available globally (ICI Factbook 2015), while new funds are launched regularly.  The plethora of funds, 

as well as special sector and alternatives investments, requires an investment advisor to use a rigorous selection 

process to determine which are most appropriate for the specific client.  A comprehensive evaluation of funds for a 

client may require various tools to analyze, screen and chart quantitative information such as Mercer’s MAP which also 

assists with qualitative screening.  Mercer offers analysis and ratings for private equity and hedge funds in addition to 

mutual funds. 

 

 

 

In our second Conversation in our series, Coutts Executive Director Aman Dhingra, based in Singapore, talks 

to us about the fund selection process the private bank uses for clients. It begins with a client discussion:  an 

analysis of their goals, investment horizons, risk appetite, as well their knowledge and experience.  This 

systematic and methodical approach serves as a guide in advising and reviewing investment decisions for the 

client.   

 

Aman details the funds selection process used by Coutts professionals in helping to put their clients in 

appropriate vehicles. This includes regulatory, performance and risk reviews.  

 

Coutts also helps its clients invest in sector and thematic funds if they wish to express a narrower view within 

the market, but only when the client understands the related risks in these investments.  With regard to 

alternative investments, Aman notes a rising popularity for fund managers to offer UCITS registered hedge 

fund strategies which can provide investor protections not available through direct investments.  He describes 

a growing trend of Asian UHNW clients preferring  co-investment deals where they can be directly involved in 

the underlying investment, particularly with regard to private equity and real estate.   
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Aman Dhingra 

Executive Director, Coutts  

Head of Funds Solutions, Asia 

 

Based in Singapore, Aman heads the Funds team at Coutts in Asia and 

is responsible for end-to-end management of the region’s third party 

funds platform to deliver investment solutions for clients. 

Aman and his team are in charge of the selection, on-boarding, 

monitoring and distribution of platform products, which span long only 

funds, UCITS alternatives, offshore hedge funds, exchange traded funds 

(ETFs), private equity and real estate offerings. 

 

He has close to 15 years of experience in Asian markets leading 

innovation and new product development, crafting and operating product 

platforms and implementing advisory frameworks across several 

jurisdictions including Asia, the Middle East and UK. Prior to joining 

Coutts, Aman worked with Citibank across South East Asia and India in 

multiple roles spanning wealth management, consumer banking, credit 

cards and treasury services. 

 

About Coutts 

 

Coutts is a private bank and a wealth manager with three centuries of 

experience, providing investment services and customised solutions for 

its clients. Headquartered in London, Coutts is part of the Commercial & 

Private Banking Division of the Royal Bank of Scotland. For further 

information please visit coutts.com.www.coutts.com 
 

 

 

 

 

 
 
Important notices 
Copyright 2015 Mercer LLC.  All rights reserved. 
 
References to Mercer shall be construed to include Mercer LLC and/or its associated companies.  
 
This contains confidential and proprietary information of Mercer and is intended for the exclusive use of the parties to whom it was provided by Mercer. 
Its content may not be modified, sold or otherwise provided, in whole or in part, to any other person or entity, without Merc er’s prior written permission. 
 
The findings, ratings and/or opinions expressed herein are the intellectual property of Mercer and are subject to change without notice. They are not 
intended to convey any guarantees as to the future performance of the investment products, asset classes or capital markets discussed.  Past 
performance does not guarantee future results. Mercer’s ratings do not constitute individualised investment advice.  
 
Information contained herein has been obtained from a range of third party sources. While the information is believed to be reliable, Mercer has not 
sought to verify it independently. As such, Mercer makes no representations or warranties as to the accuracy of the informati on presented and takes no 
responsibility or liability (including for indirect, consequential or incidental damages), for any error, omission or inaccuracy in the data supplied by any 
third party. 
 
This does not constitute an offer or a solicitation of an offer to buy or sell securities, commodities and/or any other financial instruments or products or 
constitute a solicitation on behalf of any of the investment managers, their affiliates, products or strategies that Mercer may evaluate or recommend. 
 
For Mercer Investments conflict of interest disclosures, contact your Mercer representative or see www.mercer.com/conflictsofinterest. 
 
The value of your investments can go down as well as up, and you may not get back the amount you have invested.  Investments denominated in a 
foreign currency will fluctuate with the value of the currency.  Certain investments carry additional risks that should be considered before choosing an 
investment manager or making an investment decision. 
 

ABOUT MERCER WEALTH 
MANAGEMENT  

Mercer is a leading global provider 
of investment services, and offers 
customized guidance at every stage 
of the investment decision, risk 
management and investment 
monitoring process. We are 
dedicated to meeting the needs of 

clients for more than 40 years in 
over 46 countries.  We enable our 
clients to differentiate their services 
through our unparalleled flexibility to 
develop bespoke solutions, from 
delivery of institutional quality 
research through to hands-on 
delegated decision making and 

technology solutions. Mercer has 
more than 2,100 investment 
professionals and 110 specialist 
manager researchers in 60 offices 
worldwide. We advise on a total of 
US$9.2 trillion in assets. With over 
100 wealth manager clients globally 
with AUM of c$115.5bn, our scale 
and global footprint translate to real 
benefits to our clients. 

 

ABOUT THE MERCER  
CONVERSATION SERIES 

At Mercer, we believe that keeping 
abreast of the latest market trends 
and industry issues is vital to our 
success. In the Conversation series, 
Mercer Wealth Management invites 
leading practitioners in Asia wealth 
management to share their insights 
on subjects and trends that are 
important to the industry. 

With shared knowledge, Mercer 
joins hands with our clients to offer 
insights for success.  

 

CONTACT  

Steven Seow 
steven.seow@mercer.com 
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