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Foreword
We all intuitively understand that planning is essential for achieving our goals. 
However, as our circumstances grow more complex, the planning process can become 
increasingly challenging. This complexity is especially pronounced in the realm of 
finances, where our financial health is closely linked to both our physical and mental 
well-being, influencing our overall Quality of Life.

Financial planning transcends mere number-crunching and saving for a rainy day; it 
involves establishing clear objectives, anticipating challenges, building resilience, and 
capitalising on opportunities. A holistic perspective is crucial, reflecting the 
interconnectedness of the factors that determine our Quality of Life.

In the following pages, we delve into the relationship between financial wellbeing, the 
role of planning and Quality of Life. To develop the insights shared here, we surveyed 
over 11,000 affluent individuals worldwide, examining their ambitions, priorities, 
concerns, and the status of their financial planning in the context of healthcare 
protection, retirement, wealth accumulation, legacy, and international education.

I hope the insights in this report inspire you to reflect on your own unique journey and 
either ignite your planning process or enhance your plans for the future to drive a 
fulfilling quality of life.

Welcome to the HSBC Quality of Life Report 2024.

Lavanya Chari

Global Head of Investments and Wealth Solutions,

Global Private Banking and Wealth, HSBC
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Key Findings (1)
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How people plan their finances can 

shape the quality of their lives.

• Respondents engaged in more 

comprehensive financial planning said 

they were, on average, 50% more 

satisfied with their quality of life.

• Among the four key pillars of a 

comprehensive financial plan—

healthcare protection, retirement, 

wealth accumulation, and legacy—

individuals often excel in planning for 

healthcare while neglecting their 

legacy plans.

1 2 3
Despite a growing awareness of 

the need for adequate 

insurance, there is still a 

protection gap.

• Nearly 1 in 4 affluent individuals still 

feel insufficiently protected against 

healthcare costs.

• Ensuring adequate protection through 

insurance coverage is a top priority for 

Millennials, Gen X, and Baby Boomers 

alike.

4
3 in 10 Baby Boomers say they 

are off track to meet their 

retirement goals.

• Overall, 4 in 10 affluent individuals 

across all generations say they are off 

track with their retirement plans, 

despite nearly 8 in 10 knowing what 

they need to retire. 

• The perceived savings needed are in 

line with costs of living, ranging from 

USD 340,000 in Indonesia to USD 1.13 

million in the US. 

Financial security is a top two 

priority across all generations.

• Affluent individuals point to the rising 

cost of living and health concerns as 

the main threats to their life goals.

• While the overall Quality of Life Index 

remains stable at 76 (+1pt), many 

markets recorded a drop in financial 

fitness. 
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Key Findings (2)
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Most parents intend to fund their 

child’s education overseas, but only 

half have a plan in place.

8 in 10 affluent individuals believe 

planning for their legacy is relevant to 

them, but only 4 in 10 have written a 

will.

• Legacy planning goes beyond financial 

and material considerations – 

respondents say passing on values is 

an important objective for affluent 

individuals worldwide. 

• 45% plan to start the process of 

transferring their assets during their 

lifetimes, more than the 37% will 

transfer their assets primarily upon 

their passing.

• Younger generation respondents 

indicate a higher propensity to 

include charitable giving in their 

legacy plan.

Globally, portfolio diversification is on 

the rise.

• 1 in 3 affluent investors in major 

international wealth centres* say they 

intend to invest more outside of their 

home market.

• With an eye on the future, affluent 

investors have at least two trend-

based themes in their portfolios as 

part of their wealth accumulation plan 

– sustainability and tech themes 

dominate.

875

• At an average expected cost of ~USD 

64,000 per year, a degree would cost 

between 20% to 66% of required 

retirement savings, depending on the 

market. 

• 79% would consider buying property 

overseas where their child is studying.

• The US, UK, Australia, and Singapore 

(for Asian markets) are the top 

destinations. 

Millennials are embracing investing, 

starting earlier and investing more.

• 2 in 3 Millennials are wealth 

accumulation Power Planners* – far 

higher than older generations.

• Millennials believe they need less 

money to start investing and are more 

engaged as investors once up and 

running.

• Millennials tend to build more 

diversified portfolios and show a 

relatively high interest in alternative 

assets, including private markets.

. 

6

*“International wealth centres” refers to five of the top ten booking centres (HK, SG, US, UK mainland, UAE) ranked by BCG 2023 Global Wealth Report. 

**Power Planners = plan for all or most of their financial needs holistically

https://web-assets.bcg.com/fb/64/e10897864913a480415d0e1fe3c6/bcg-global-wealth-report-2023-june-2023.pdf
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Respondent criteria: 

◆ Aged 25-69

◆ Financial decision makers for themselves

◆ Have invested in financial products

◆ Have USD100K-USD2M in investable assets

HSBC launched the inaugural edition of the Quality of Life Report in 2023 to explore the concept of a good Quality of Life across different generations of affluent individuals. The 
research investigated the relationship between physical and mental wellness, and financial fitness, shedding light on life objectives, the role of financial planning, and the evolving 
nature of retirement.

The Quality of Life Report 2024 builds on the 2023 findings, examining changes over the past year. It also delves into investment behaviours and attitudes, legacy planning, 
international education for children, as well as retirement plans and health concerns. Conducted in March 2024 through an online survey across 11 markets, this research captures 
insights from 11,230 affluent aged 25 to 69, possessing investable assets ranging from USD 100,000 to USD 2 million.

The study was conducted by Intuit Research. 

Total sample size 

n=11,230 (2023 n=2,250)

Fieldwork: 4-20 March 2024

Methodology: Online access panels

IN, n=1,456

CN, n=1,474

UK, n=1,947

US, n=1,036

MX. n=1,040 UAE, n=523

HK, n=1,702

SG, n=550

TW, n=509

MY, n=499

ID, n=494

Background and methodology

TW & ID are new markets in 2024

6
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Employed
78%

Self-employed
9%

Retired
9%

Homemaker
4%

Affluent individuals are defined as those with between USD 100,000 and USD 2 million in investable assets
Data collected in March 2024. 

Location

We surveyed 11,230 affluent individuals in 11 markets on their Quality of Life, investment behaviours and attitudes, legacy planning, 
children’s overseas education, international banking needs as well as retirement plans and concerns. 

By the numbers

Generations Occupation  

Market Sample size

Hong Kong (HK) 1,702

India (IN) 1,456

Indonesia (ID) 494

Mainland China (CN) 1,474

Malaysia (MY) 499

Mexico (MX) 1,040

Singapore (SG) 550

Taiwan (TW) 509

United Arab Emirates (UAE) 523

United Kingdom (UK) 1,947

United States of America (US) 1,036

Total 11,230

Investable assets

34% of 
Baby 

Boomers 
are retired

Gen Z (Age 25-27)
6%

Millennials (Age 28-43) 
35%

Gen X (Age 44-59)
35%

Baby Boomers (Age 60-69)
24%

USD 100-250K
31%

USD 250-500K
31%

USD 500K -1M
23%

USD 1-2M
15%

Family status 

Single, no children
12%

Single, with children
6%

Married/ domestic 
partnership, with children

70%

Married/ domestic 
partnership, no children

12%

7
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13%

11%

17%

7%
26%

9%

17%

Quality of Life factors

Physical wellness remains the top factor for a good Quality of Life, followed by mental wellness and financial fitness. Together, these three 
account for 60% of what constitutes a good Quality of Life to the affluent. 

B3. How important are the following aspects for you to sustain a good quality of life? Please indicate this by distributing a total of 100 points across these aspects in such a way that more points are allocated to the aspect that you consider most important and fewer points are 
allocated to the aspects that are not important to you. You may allocate ‘0 points’, ‘100 points’ or anything in between to any of the aspects, as you see fit. 
Base (unweighted): Affluent n=11230. 9

Financial 
fitness 

Mental 
wellness 

Physical 
wellness 

Material success 

Physical wellness

Community engagement 

Mental wellness

Spiritual wellness 

Emotional wellness
Financial fitness

Quality of Life The power of planning Healthcare protection Retirement
Portfolio & Wealth 

accumulation trends
Legacy planning International education

Quality of Life 
factors
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76
73

81 81
78 78

74
72

79

73 73

CN HK IN ID MY MX SG TW UAE UK US

2024 Quality of Life Index – by market

Quality of Life Index 

The overall Quality of Life Index stands at 76, up one point from 2023. HK and SG recorded significant increases in Quality of Life scores 
this year.

Base (unweighted): Affluent – Total n=11230, CN n=1474, HK n=1702, IN n=1456, ID n=494, MY n=499, MX n=1040, SG n=550, TW n=509, UAE n=523, UK n=1947, US n=1036.

*TW and ID were not surveyed in 2023.
Significantly higher/ lower vs. 2023 at 95% confidence level

2023 79 68 80 * 77 79 68 * 80 69 70

Financial 
fitness^

78

Quality 
of Life

76

Mental 
wellness

72

Physical 
wellness

77

(+1pt)

(+4 pts)

(-4 pts)
(+2 pts)

Data in brackets refer to the difference in score vs. 2023

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

10

^Financial fitness was measured using HSBC’s FinFit methodology which evaluates respondents across 4 areas -  financial habits, financial knowledge, financial planning, and financial security.
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Quality of Life Index – by market

The affluent in HK, SG and the US rate themselves higher on physical and/or mental wellness in 2024. 

Base (unweighted): Affluent – Total n=11230, CN n=1474, HK n=1702, IN n=1456, ID n=494, MY n=499, MX n=1040, SG n=550, TW n=509, UAE n=523, UK n=1947, US n=1036.

Significantly higher/ lower vs. 2023 at 95% confidence level

81

73

84
81

79 79
74

70

81

73 73
77

67

76 76 74
76

68 68

75

70 7069

78
82

85 83
79

81 80 80
77 76

CN HK IN ID MY MX SG TW UAE UK US

Physical wellness Mental wellness Financial fitness^

* TW and ID were not surveyed in 2023.

2023 80 75 83 65 61 80 81 77 85 78 71 82 78 76 84 66 61 80 80 77 83 67 66 79 65 66 80

Gen X feel more optimistic about the 
future (+17%) and feel more 

confident (+18%).

Physical wellness score increased in 
US by 8 points.

Physical wellness score increased in 
HK by 8 points.

* *

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

11

^Financial fitness was measured using HSBC’s FinFit methodology which evaluates respondents across 4 areas -  financial habits, financial knowledge, financial planning, and financial security.
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76 77 75 75
79 80

76 7472 74
71 72

77 78 77 79

Gen Z*

(Age 25-27)
Millennials

(Age 28-43)
Gen X

(Age 44-59)
Baby Boomers

(Age 60-69)

Quality of Life Index Physical wellness Mental wellness Financial fitness^

Quality of Life Index – by generation

Financial fitness declined among Millennials and Gen X despite overall stability in scores across generations.

Base (unweighted): Affluent – Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709

Significantly higher/ lower vs. 2023 at 95% confidence level

*While there are n=699 Gen Z in 2024 study, the sample size for 2023 is insufficient (n=35) for valid comparisons.

2023 76 76 71 83 73 73 68 82 74 72 71 81

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

12

^Financial fitness was measured using HSBC’s FinFit methodology which evaluates respondents across 4 areas -  financial habits, financial knowledge, financial planning, and financial security.
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The three dimensions of Quality of Life – physical and mental wellness, and financial fitness – are highly interrelated.

Interaction between the dimensions of Quality of Life 

Base (unweighted): Affluent Total n=11230

Financial 
fitness^

Those scoring high  on 
financial fitness are 
1.3x more satisfied 

with their Quality of 
Life

Mental 
wellness

Those scoring high on mental 
wellness are 3x more satisfied 

with their Quality of Life

Physical wellness
Those scoring high on 
physical wellness are 

2x more satisfied with 
their Quality of LifeThe financially fit are 1.2x as likely to score 

high on physical wellness.
Those scoring high on physical wellness are 

1.6x as likely to be financially fit.

Those scoring high on physical wellness 

are 10.3x as likely to exhibit above 

average mental wellness.

Those scoring above average on mental 

wellness are 3.7x as likely to score high 

on physical wellness.

Those scoring above average on mental wellness are 

2.1x as financially fit.

The financially fit are 2.2x as likely to score above 

average on mental wellness.

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

13

The interaction between dimensions of Quality of Life have been calculated by, for 

example, comparing financial fitness among those who score above average on 

mental wellness vs. those who score below average.

^Financial fitness was measured using HSBC’s FinFit methodology which evaluates 

respondents across 4 areas -  financial habits, financial knowledge, financial 

planning, and financial security.

Disclaimer: Quality of Life is subjective, and these findings do not necessarily hold true for each individual’s Quality of Life.



PUBLIC

Social well-being is also an important determinant of Quality of Life.

Impact of social well-being on satisfaction with Quality of Life

Dr Caspar Kaiser, 
HSBC Research Fellow at the 
University of Oxford’s Wellbeing 
Research Centre

Those who score high on social 
well-being are 

2.3x 

more satisfied with their 
Quality of Life than those who 

score lower on social well-
being.

Investing in your social well-being is crucial for a better 
Quality of Life. Research has demonstrated that regular 
social interactions foster deeper friendships and lead to 
increased life satisfaction and overall well-being.

NOTE: HSBC and the Wellbeing Research Centre at the University of Oxford have partnered on a two-year programme that seeks to advance 
the understanding of the relationship between financial health and general well-being. 

B1.2. How satisfied are you with your quality of life? B8. How satisfied are you with your current social relationships and interactions? 
Base (unweighted): Affluent - Total n=11230

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

14
Disclaimer: Quality of Life is subjective, and these findings do not necessarily hold true for each individual’s Quality of Life. This does not a health advice. If you suffer 

from any health issues, please seek professional advice. 
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Healthy body and mind 

Security in finances

Quality time spent with family

Leading a happy and meaningful life

Having good work life balance

43%

25%

19%

18%

9%

Meaning of a good Quality of Life

Spontaneous responses affirm that physical, financial and mental factors determine Quality of Life.

B0. What does good Quality of Life mean to you? 
Base (unweighted): Affluent Total n=11230.

Top 5 spontaneous answers

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

15
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Gain wealth for 
financial security

Planning for 
retirement

Supporting family 
financially

Having enough 
insurance coverage 

For additional/  
multiple income 
streams

46%

44%

39%

38%

37%

Top financial goals 

% of affluent who hold each financial 
goal - total 

Top 5 financial goals - by generation 

Financial security is a top two goal for every generation. 

A1. Currently, what are your top 5 financial goals? 
Base (unweighted): Affluent Total n=11230.

Gen Z
(Age 25-27)

Millennials
(Age 28-43) 

Gen X
(Age 44-59)

Baby Boomers
(Age 60-69)

1
Supporting family 

financially
47%

Gain wealth for financial 
security

42% Planning for retirement 48%
Gain wealth for financial 

security
49%

2
Gain wealth for financial 

security
43%

Education savings for 
child/ren

40%
Gain wealth for financial 

security
47% Planning for retirement 48%

3
For additional/ multiple 

income streams
41% Planning for retirement 39% Supporting family financially 39% For vacation/ leisure 45%

4 Planning for retirement 36% Supporting family financially 38%
For additional/ multiple 

income streams
37%

Having enough insurance 
coverage

41%

5 Investing in properties 36%
Having enough insurance 

coverage
37%

Having enough insurance 
coverage

37% To fight against inflation 41%

Driven by HK, SG, TW

Driven by SG, TW, UK

Driven by SG, ID, MY

Driven by TW, HK, MX, SG

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

17
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68% 61% 58% 49% 49%

Concerns for achieving life goals

The cost of living today is a major worry as is the cost of preparing for tomorrow. 

C4. What are the top 3 concerns you have today in achieving the key life goals that you have mentioned?
Base (unweighted): Affluent Total n=11230.

Rising cost of living Inflation eating into the value of my 
savings

Physical health issues Higher healthcare costs Inability to save enough for a 
comfortable retirement

Top 5 concerns (% of affluent who mentioned these concerns)

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

18
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What does comprehensive financial planning* look like?

Comprehensive financial planning across the four core pillars are foundational to securing long-term 

financial security and this survey shows the linkage to an enhanced overall quality of life. 

1. Healthcare protection - Shields against potentially devastating medical expenses.

2. Wealth accumulation - Facilitates the growth, accumulation and prudent allocation of financial 

assets over the long-term.

3. Retirement planning - Ensures financial independence and desired lifestyle in your later years.

4. Legacy planning - Allows for the intentional transfer of wealth and values to future generations.

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

Respondents’ levels of financial 
planning

Power 
Planners

19%

Proactive Planners
50%

Basic 
Planners

31%

Power Planners = plan for all or most of their financial needs holistically

Proactive Planners = plan for some of their financial needs

Basic Planners = plan for a limited range of their financial needs

*The list of 13 indicators of financial planning can be found in the appendix. 
Disclaimer: The definition of financial planning and related terminology used in this analysis is based on HSBC’s framework and may differ from those used in other studies. 

19

^Financial fitness was measured using HSBC’s FinFit methodology which evaluates respondents across 4 areas -  financial habits, financial knowledge, financial planning, and financial security.

Financial fitness^ is a top factor to one's Quality of Life, and planning well financially is key to achieve it. We looked at how well the 
affluent are planning across the 4 pillars of comprehensive financial planning*. 
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Power Planners on financial planning 

A comprehensive financial plan includes four key pillars – healthcare protection, wealth accumulation, retirement and legacy. People 
are most prepared for their healthcare protection but fall short in planning for their legacy needs.

19% 16% 19% 18% 22%

Total Gen Z

(Age 25-27)

Millennials

(Age 28-43)

Gen X

(Age 44-59)

Baby Boomers

(Age 60-69)
77 out of 100 are 

Healthcare 
protection Power 

Planners

61 out of 100 are 
Wealth accumulation 

Power Planners

35 out of 100 are 
Retirement        

Power Planners

Only 2 out of 100 are 
Legacy    Power 

Planners

Power Planners by pillar

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

Power Planners by generation

20
Power Planners = fulfilling all or most criteria of planning for wealth accumulation
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Financial planning and satisfaction with Quality of Life

Power and Proactive Planners are 50% more satisfied with their Quality of Life than Basic Planners. 

Various statements on financial planning. 
B1.2. How satisfied are you with your quality of life? Base (unweighted): Affluent - Total n=11230

Power and Proactive Planners 
are …

50%  
more satisfied with their 

Quality of Life

Power Planners

Proactive Planners

Basic Planners

Respondents satisfied with their Quality of Life

9 out of 10

8 out of 10

6 out of 10

Quality of Life The power of planning Healthcare protection Retirement
Portfolio & Wealth 

accumulation trends
Legacy planning International education

Power and Proactive Planners report 50% greater satisfaction with 
their quality of life. This serves as a powerful reminder that 
effective financial planning can significantly impact our well-being.  
Ideally, financial planning is a holistic process that involves 
identifying, quantifying, prioritising, and creating a robust strategy 
to achieve life goals across key moments in our lives. Alongside 
having a solid plan, it's crucial to conduct regular reviews to 
monitor progress and make necessary adjustments.

Jenny Wang, 
Global & Asia Head of Personal 
Banking and Premier Wealth 
Solutions, Investments and Wealth 
Solutions, HSBC

21Disclaimer: Quality of Life is subjective, and these findings do not necessarily hold true for each individual’s Quality of Life.
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Financial planning on satisfaction with Quality of Life

Comprehensive financial planning can boost life satisfaction more than planning for each pillar individually.

B1.2. How satisfied are you with your quality of life? Base (unweighted): Affluent Total n=11230.

1.4x

more satisfied with their Quality of Life

1.4x

Retirement 
Power and Proactive Planners are

1.1x

Legacy 
Power and Proactive Planners are

1.3x

Wealth accumulation
Power and Proactive Planners are

50%Power and Proactive Planners are more satisfied with their Quality of Life

Healthcare protection 
Power and Proactive Planners are

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

22
Disclaimer: Quality of Life is subjective, and these findings do not necessarily hold true for each individual’s Quality of Life.
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Protection as a top financial goal 

Affluent individuals across all generations are becoming more aware of the need for sufficient protection solutions.

A1. Currently, what are your top 5 financial goals? 
Base (unweighted): Affluent – Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

38%
34%

37% 37%
41%

Total Gen Z*

(Age 25-27)

Millennials

(Age 28-43)

Gen X

(Age 44-59)

Baby Boomers

(Age 60-69)

% of affluent ranking insurance coverage as a top financial goal

Significantly higher/ lower vs. 2023 at 95% confidence level*While there are n=699 Gen Z in 2024 study, the sample size for 2023 is insufficient (n=35) for valid comparisons.

2023 31% * 29% 31% 33%

Quality of Life The power of planning Healthcare protection Retirement
Portfolio & Wealth 

accumulation trends
Legacy planning International education

The major socioeconomic forces shaping tomorrow – ageing 
societies, a rising middle class and an intergenerational wealth 
transfer – are also pushing insurance to the forefront of financial 
planning. The research here supports my view that people are 
becoming more aware of insurance solutions to address gaps in 
healthcare and the need for wealth accumulation, preservation 
and transfer. However, the power of protection is best unlocked 
when insurance is used as part of an integrated wealth solution.

Ed Moncreiffe, 
CEO Global Insurance, HSBC

24
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B10. In your current stage of life, which of the below are your top health concerns? 
A4. Is this applicable to you? “You are well prepared/ have adequate protection for the health care costs or unpredictable medical expenses”. 
Base (unweighted): Affluent – Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

Top health concerns and healthcare protection

While critical illnesses such as heart disease, cancer and stroke are top health concerns, there is a protection gap. Nearly 1 in 4 affluent 
individuals still feel insufficiently protected against healthcare costs.

% of affluent with respective health concern

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

% of affluent who do not have adequate healthcare protection 

23% 22% 22%
25% 23%

Total Gen Z

(Age 25-27)

Millennials

(Age 28-43)

Gen X

(Age 44-59)

Baby Boomers

(Age 60-69)

By generation29% 29% 29%
24% 24%

21%

Heart attack/ 
heart disease

Cancer Depression/ 
anxiety

Mental 
conditions 

(Alzheimer’s/ 
senility)

Diabetes Having a 
stroke

25
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Social well-being is an essential factor in determining mental wellness.  

Impact of social well-being on mental wellness

4 0 % 3 2 % 2 9 % 2 3 %

Gen Z 
(Age 25-27)

Millennials
 (Age 28-43)

Gen X 
(Age 44-59)

Baby Boomers 
(Age 60-69)

The quality of our social connections is perhaps the single most 
underrated driver of our mental well-being and yet — as HSBC 
research shows — they are absolutely critical for well-being across 

the life course. This result echoes what we find each year in the 
World Happiness Report; levels of social support, trust, and having 
people to rely on are what makes a huge difference when 
explaining differences in well-being between populations.

Those who are satisfied with their 
social well-being are 

4.5x 

as likely to score above average 
on mental wellness.

Professor Jan-Emmanuel De Neve,
Director of University of Oxford’s Wellbeing Research 
Centre

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

% of affluent who are concerned about depression/anxiety

By generation

B10. In your current stage of life, which of the below are your top health concerns? 
B1.2. How satisfied are you with your quality of life? B5. Below are some statements about feelings and thoughts. Please select the occurrence that best describes your experience of each over the last 2 weeks.
Base (unweighted): Affluent – Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

26

Disclaimer: Social & mental wellness is subjective, and these findings do not necessarily hold true for each individual. This does not a health advice. If you suffer from any health issues, please seek professional 

advice. 
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Retirement planning

35% of affluent individuals plan for all or most of their financial needs holistically  

Various statements on retirement planning. 
Base (unweighted): Affluent – Total n=11230, Baby Boomers n=2709

35%

72% 77% 83% 81% 59%

are retirement Power Planners

Have comprehensive financial 
plan for retirement

Aware of the amount needed 
for retirement

Review performance of 
retirement savings regularly

Adhere to retirement saving 
plan 

Financially on track to meet 
retirement goals

Baby Boomers 72%

Power Planners = fulfilling all or most criteria of retirement planning

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement
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Awareness of retirement needs vs. planning (by generation) 

Overall, 4 in 10 affluent individuals across all generations say they are off track with their retirement plans, despite almost 8 in knowing 
what they need to retire. Close to 3 in 10 don’t have a comprehensive financial plan for retirement.

A4. The following sentences describe different people’s habit of financial planning.  Are they applicable to you?
C14. Taking your current wealth portfolio into consideration, how well prepared you are for retirement? Base (unweighted): Affluent – Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

% of the affluent who…

77% 77% 77% 76%
79%

28% 29% 28% 30%
26%

41%

53%

46%
42%

28%

Total Gen Z

(Age 25-27)

Millennials

(Age 28-43)

Gen X

(Age 44-59)

Baby Boomers

(Age 60-69)

Aware of amount needed for retirement Don’t have comprehensive financial plan for retirement

Not financially on track to meet retirement goals
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Savings needed for retirement and intention to work post-retirement 

Average retirement savings needed (in USD millions)

C13. How much retirement savings do you need to have to feel comfortable and secure? C18. Do you foresee to stop working after retirement?
Base (unweighted): Affluent Total n=11230, CN n=1474, HK n=1702, IN n=1456, ID n=494, MY n=499, MX n=1040, SG n=550, TW n=509, UAE n=523, UK n=1947, US n=1036.

Perception of savings needed for retirement is highest in US and HK, followed closely by SG and TW. 

% of affluent who plan to work post-retirement  

47%

(no change)

58%

(no change)

59%

(+2%)

60%

*

46%

(-2%)

48%

(+4%)

57%

(+12%)

45%

(+3%)

52%

(-1%)

58%

(-5%)

54%

*

US HK SG TW CN MY UAE UK MX IN ID

1.081.13 0.98 0.93 0.87 0.83 0.79 0.63 0.39 0.340.50

Figures in brackets are the changes in percent vs 2023
*TW and ID were not surveyed in 2023 
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Decline of physical health, inflation and higher healthcare costs are the top retirement concerns. 

C12. What are the top 3 concerns you have today when you think of retiring?
Base (unweighted): Affluent – Total n=11230

Decline of physical health
Inflation eating the value 
of the retirement savings Higher healthcare costs

Need to save more money to achieve 
a comfortable retirement Cognitive decline 

3 9 % 3 3 % 3 3 % 2 8 % 2 5 %

Top retirement concerns

The top 5 concerns remain the same as 2023

% of affluent with respective concern
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Wealth accumulation

6 in 10 affluent individuals are Power Planners when it comes to wealth accumulation.

Various statements on wealth planning. 
Base (unweighted): Affluent – Total n=11230, Millennials n=4000

61%

84% 77% 78%

Regularly review financial plan Ask financial advisers, insurance brokers and 
bank staff for professional advice

Have a diversified portfolio 
(across asset classes, product types, sectors, themes, 

geographies)

Millennials 81% Millennials 81%

Power Planners = fulfilling all or most criteria of wealth accumulation

are wealth accumulation Power Planners
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Investment behaviour (by generation)

Younger generations start investing earlier in life, with a higher proportion of their income going towards investing. 

A2. When did you first actively invest? AU2.4. On average, what percentage of your monthly net income do you put towards investing (including all of your investments excluding savings account and the house you're living in)?
Base (unweighted): Affluent - Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

Average age when started investing Average % of monthly net income put towards 
investing

23 years
27 years

31 years 33 years

Gen Z
(Age 25-27)

Millennials
(Age 28-43)

Gen X
(Age 44-59)

Baby Boomers
(Age 60-69)

27% 27%
24% 22%

Gen Z
(Age 25-27)

Millennials
(Age 28-43)

Gen X
(Age 44-59)

Baby Boomers
(Age 60-69)
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AU2.1. Thinking of investing in general, what is the minimum amount do you think is needed to start investing? AU2.2. Which of the following best describes how frequently you typically make investments? AU2.3. How often do you typically monitor or track your investments 
(e.g. checking investment performance, updates, tracking company news, etc.)? Base (unweighted): Affluent - Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

Perceived minimum amount needed to start investing 
(USD)

Average frequency of investing & monitoring investment 
(per month)

median

4.5 4.6

3.5 3.3

8.9
8.3

7.6
6.7

Gen Z
(Age 25-27)

Millennials
(Age 28-43)

Gen X
(Age 44-59)

Baby Boomers
(Age 60-69)

Investing Monitoring

$1,555

$2,899

$2,060 $2,164

Gen Z
(Age 25-27)

Millennials
(Age 28-43)

Gen X
(Age 44-59)

Baby Boomers
(Age 60-69)

Investment behaviour (by generation)

Younger generations think they need less money to start investing and they are more engaged as investors.
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34% of affluent investors in major international wealth centres* say they plan to increase their investment exposure to other markets.

Plan to increase investments in other markets (across all asset classes)

*“International wealth centres” refers to five of the top ten booking centres (HK, SG, US, UK mainland, UAE) ranked by BCG 2023 Global Wealth Report. 
A8e3. Do you plan to increase your investments in any specific markets? If yes, which markets?
Base (unweighted): Affluent in HK n=1702, SG n=550, UAE n=523, UK n=1947, US n=1036 

Total HK SG UAE UK US

% of affluent investors who plan to increase investments in other geographies 

Top markets where affluent investors plan to increase investments

1 US US US US US UK, CA

2 CN CN CN CA CA JP

3 UK UK, JP MY IN, KSA DE, JP FR, CN

4 CA CA AU, JP UK, CN AU IN

5 JP SG IN, HK EG FR, CN DE, IT

4 2 % 2 5 % 2 2 %5 5 % 2 4 %3 4 %
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Top themes invested in by affluent investors

On average, affluent investors have at least two investment themes in their portfolios. Renewable Energy & Clean Technologies  and AI & 
Automation are the most popular.

A8f. Thinking about your stocks, bonds and similar investments, which of the following sectors have you invested in?
A8g. Then, which of the following themes are you currently investing in?
Base (unweighted): Affluent Total n=11230, USD 100-250K n=3486, USD 250-500K n=3472, USD 500K -1M n=2536, USD 1-2M n=1736 

33% Renewable Energy & Clean 
Technologies

32% Artificial Intelligence & 
Automation

31% E-commerce & 
Digital Payment

31% Healthcare & 
Biotechnology

29% Sustainable & 
Impact Investing

USD 100K-250K USD 250K-500K USD 500K -1M USD 1M-2M

2.5 2.8 3.0 3.0

Higher wealth tiers are 
more likely to invest in 

secular themes
Average no. of themes invested in (by investable assets):

Affluent Millennials 
(34%) are more 

interested than Baby 
Boomers (25%)

   

Top markets interested in thematic investing:

IN ID MY

1
E-commerce and Digital 
Payment

E-commerce and Digital 
Payment

E-commerce and Digital 
Payment

2
Renewable Energy and Clean 
Technologies

Sustainable and Impact 
Investing

Renewable Energy and Clean 
Technologies

3 Healthcare and Biotechnology Infrastructure Development
Artificial Intelligence and 
Automation

% of affluent investors investing in each theme
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Importance of legacy planning

8 in 10 affluent individuals agree that planning early for legacy is important. 

D10. To what extent do you agree with the following statements about legacy planning? 
Base (unweighted): Affluent – Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

% of affluent who agree that everyone should do legacy 
planning, regardless of their net worth

79% 74%
80% 78% 81%

Total Gen Z

(Age 25-27)

Millennials

(Age 28-43)

Gen X

(Age 44-59)

Baby Boomers

(Age 60-69)

By generation

% of affluent who agree that one should plan their legacy 
early instead of leaving it to chance

79% 74%
81% 79% 80%

Total Gen Z

(Age 25-27)

Millennials

(Age 28-43)

Gen X

(Age 44-59)

Baby Boomers

(Age 60-69)

By generation
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Legacy planning

While Power Planners score high in overall financial planning, 2 in 100 affluent plan for all or most of their legacy needs holistically.  

Various statements on legacy planning. 
Base (unweighted): Affluent Total n=11230.

2%

Discussed with my family Created a will/ succession plan Bought insurance plans for inheritance 
purposes 

Consulted on tax efficient strategies for 
estate planning 

Baby Boomers 45%

40% 37% 31% 28%

Power Planners = fulfilling all or most criteria of legacy planning

are legacy Power Planners
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Total

Planning for future financial obligations (e.g. education, healthcare needs of children)

Preparing for unexpected events, such as incapacity or death

Transferring wealth to the next generation or beneficiaries

Showing love and support for my family even after I am gone

Protecting the interests of surviving spouse or partner

Passing on family values, traditions, and culture to heirs

Reducing conflict and promoting harmony among heirs

Tax-efficient transfer of wealth

Transferring business to the next generations

Giving to charity/ philanthropy

59%

58%

56%

56%

55%

50%

46%

46%

40%

34%

Legacy planning objectives

While transferring wealth is a key objective of legacy planning, it also encompasses showing love and support for family, passing on family 
values and reducing conflict among heirs. 

D2. When thinking of estate/ legacy planning, which of these objectives are important for you?
Base (unweighted): Affluent Total n=11230.

Non-financial objectives

% of affluent with specific legacy planning objectives

Gen Z is more likely to factor 
charitable giving into their legacy 
planning (39%)

Baby Boomers: 62%

Baby Boomers: 50%

Significantly higher/ lower vs. 2023 at 95% confidence level
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Preparations done for legacy planning

Millennials show higher use of legacy planning tools such as trust funds and enduring powers of attorney. Despite being older, Baby 
Boomers only do better than Millennials on traditional tasks such as creating wills. 

D3. Which of the following, if any, have you done already to prepare for legacy and/or estate planning? D7. Which of these have you included, or would you specify in your will to pass on as part of your legacy?
Base (unweighted): Affluent Total n=11230.

have taken actions towards 
legacy planning 

% of affluent who have taken each step Total

Discussed with my family

Created a will/ succession plan

Decided on who receives certain things in my estate

Bought insurance plans for inheritance purposes

Appointed durable/ enduring power of attorney 
 (in case I can’t manage in the future)

Created an inventory of the things I own

Consulted on tax efficient strategies for estate planning

Created a trust deed/ trust fund

Discussed donating my organs with my family

Baby Boomers: 45%

Millennials: 34%

Gen Z: 30%, 
Millennials: 29%                  

Baby Boomers: 24%

40%

37%

32%

31%

31%

30%

28%

27%

25%

Financial assets: 91%

Digital assets*: 55%

Sentimental assets**: 44%

Assets specified in will
(% of affluent mentioning each asset type)

Significantly higher/ lower vs. 2023 at 95% confidence level

*Digital assets include digital photos, videos, music, social media accounts, emails
**Sentimental assets include family memorabilia (heirlooms, recipes, photographs, letters)

87%
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Reaching a certain age and the need to protect one’s future drive legacy planning. 

Triggers to start legacy planning

D3.1. What triggered you to start the legacy planning process? 
Base (unweighted): Have done any preparations for legacy planning, Affluent n=9816

% of affluent mentioning each reason

Total

Reaching a certain age in life

Need to protect my future and independence

Fear of leaving loved ones unprepared

Advice from my financial planner

Witnessing a family member's health crisis or passing

Retirement

Experiencing a health scare

Changing values and priorities

Previous experience with problems of receiving inheritance

Acquiring significant assets or wealth

33%

30%

28%

26%

25%

23%

23%

22%

22%

20%

For those whom reaching a certain age 
was a trigger for legacy, that average age 

was 44 years
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Timeline for transferring assets

45% plan to start the process of transferring their assets during their lifetime, more than the 37% who will transfer their assets primarily 
upon their passing. 

D8.How do you envision the timeline for transferring your assets?
Base (unweighted): Affluent – Total n=11230

18% 13% 32% 37%

I haven't decided yet
I intend to transfer my assets 

gradually in phases over my lifetime

I plan to transfer some of my assets 
during my lifetime and the rest on 

my passing

I plan to transfer my assets primarily 
upon my passing 

% of affluent mentioning each intended timeline
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Top reasons for not taking steps towards legacy planning

Among those who have not done any legacy planning preparation, a lack of urgency is the main reason, more among the younger 
generations. For Baby Boomers, inertia is a key factor. 

D4. What are the reasons why you have not started preparing for legacy/ estate planning? 
Base (unweighted): Affluent who have not done any preparation for legacy planning– Total n=1414, Gen Z n=90, Millennials n=468, Gen X n=551, Baby Boomers n=302 

40%

25%

20%
16% 15%

 There is no need to

prepare at this early point

I know I should, but I 
haven’t gotten around to 

it

 I am not aware how to

start it

I don’t have substantial 
assets for my children to 

inherit

I don’t want to face it

Gen Z: 60%
Millennials: 48%

Baby Boomers: 35%

13%

have not taken any actions 
towards legacy planning 

% of affluent mentioning each reason
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34%
39%

35% 32% 33%

Total Gen Z

(Age 25-27)

Millennials

(Age 28-43)

Gen X

(Age 44-59)

Baby Boomers

(Age 60-69)

There is an increase in the interest in giving to charity since 2023, especially among the older generations. The younger gen erations still 
show a higher inclination to give to charity.

Key beneficiaries

D6. How much of your wealth do you expect to leave to each of the following beneficiaries? 
D2. When thinking of estate/legacy planning, which of these objectives are important for you? 
Base (unweighted): Affluent – Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

% of wealth allocated to different beneficiaries

By generation

% of affluent interested in giving to charity/ philanthropy

38%

31%

9%

10%

4%
8%

 Children

 Spouse

 Grandchildren

 Other family members

 Friends/ non-family individuals

 Charities

Significantly higher/ lower vs. 2023 at 95% confidence level
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75%
83% 82%

71% 69%

Total Gen Z

(Age 25-27)

Millennials

(Age 28-43)

Gen X

(Age 44-59)

Baby Boomers

(Age 60-69)

% of affluent who feel unprepared to 
handle/ receive an inheritance 

(among those who received/ likely to receive 
inheritance)

23% 27% 22% 24% 22%

Expectations of receiving, and preparedness to handle an inheritance - by generation

D13. Do you expect to receive an inheritance? D10. To what extent do you agree with the following statements about legacy planning? “I feel prepared to handle/receive inheritance”
Base: (unweighted): Affluent - Total n=11230, Gen Z n=699, Millennials n=4000, Gen X n=3822, Baby Boomers n=2709 

An increasing number of the younger generations expect to receive an inheritance. However, almost 3 in 10 Gen Z and 2 in 10 
Millennials are unprepared to handle an inheritance.  
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% of affluent parents with child/ren currently studying/ planning to study abroad

1 in 2 affluent parents plan to send their children overseas for university or have already done so. 

C10a. Do any of your children currently study abroad or have plans to do so? Base (unweighted): Affluent (those with child/ren) n=8476
C10b. You mentioned you have a child/ren who is currently studying or planning to study abroad. In which markets are they currently studying/will they study? 
Base (unweighted): Affluent (those with child/ren currently studying or planning to study abroad) n=4337, USD 100-250K n=1063, USD 250-500K n=1313, USD 500K -1M n=1138, USD 1-2M n=823 

% of affluent parents who have child/ren 
currently studying or planning to study 

abroad

51 %

Total USD 100-250K USD 250-500K USD 500K-1M USD 1-2M

% of affluent parents who have 
child/ren currently studying or 

planning to study abroad
51% 43% 51% 55% 59%

Top education destinations

1 US US US US US

2 UK UK UK UK UK

3 AU AU CA AU AU

4 CA EU AU CA EU

5 EU CA EU EU CA

Investable assets

Those scoring higher on financial fitness (55% 
vs 40% among those low on financial fitness) 
have child/ren currently studying or planning 

to study abroad.
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Top 5 education destinations by market

US, UK and AU are the top three education destinations. SG is a popular destination for Asian markets. 

C10a. Do any of your children currently study abroad or have plans to do so? C10b. You mentioned you have a child/ren who is currently studying or planning to study abroad. In which markets are they currently studying/ will they study?
Base (unweighted): Affluent (those with child/ren currently studying or planning to study abroad) n=4337, CN n=500, HK n=557, IN n=941, ID n=383, MY n=279, MX n=415, SG n=142, TW n=155, UAE n=258, UK n=480, US n=227.

Total CN HK IN ID MY MX SG TW UAE UK US

% of affluent parents who have child/ren currently studying or planning to study abroad

Top education destinations

1 US US UK US SG AU US AU US UK US UK

2 UK UK US UK AU UK CA US JP US EU EU

3 AU AU AU CA US SG EU UK CA CA CA CA

4 CA CA EU AU UK US UK EU UK EU AU JP

5 EU SG CA SG EU NZ JP CN SG AU JP AU

4 2 % 4 8 % 6 7 %7 8 % 8 3 %5 1 % 3 6 % 4 3 %5 1 % 5 7 % 3 5 % 3 1 %

62% of the affluent would 
compromise on university’s 

ranking if it is closer to home

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement

Portfolio  Wealth accumulation trends
Portfolio & Wealth 

accumulation trends
Legacy planningLegacy planning International educationInternational education

50



PUBLIC

Average annual costs of international university education vs. retirement savings

Current/ expected annual costs (average) of international university education (in USD)

Spend on international university education can range from 20% up to 66% of the required savings for retirement.

C10d. What are the total annual costs/ expected annual costs for your child/ren's education overseas, taking into account liv ing expenses, travel, and housing etc.? Base (unweighted): Affluent (Those with child/ren currently studying or planning to study abroad) Total n=4337, CN 
n=500, HK n=557, IN n=941, ID n=383, MY n=279, MX n=415, SG n=142, TW n=155, UAE n=258, UK n=480, US n=227. 
C13. How much retirement savings do you need to have to feel comfortable and secure?  Base (unweighted): Affluent – Total n=11230, CN n=1474, HK n=1702, IN n=1456, ID n=494, MY n=499, MX n=1040, SG n=550, TW n=509, UAE n=523, UK n=1947, US n=1036.

At an average cost of ~USD 64,000 per year, a 3- or 4-year degree would cost USD 192,000 to 256,000 per child. 

To put that in perspective, that works out to from 20% of the required savings for retirement (for markets like HK and the US) up to 66% (for 
markets like IN or ID) 

Total CN HK IN ID MY MX SG TW UAE UK US

63,664 71,437 69,050 62,364 55,765 64,716 55,204 72,395 64,814 62,279 61,892 65,950

CN HK IN ID MY MX SG TW UAE UK US

3-year degree 
course

25% 19% 48% 49% 23% 33% 22% 21% 24% 29% 18%

4-year degree 
course

33% 26% 64% 66% 31% 44% 30% 28% 32% 39% 23%

Cost of international university education as a % of retirement savings 
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Parents would fund their children’s education in most cases; only 1 in 2 have a plan in place. A third of parents in Asia and  a quarter in 
non-Asia markets would expect their children to take a loan. 2 in 5 are hopeful of scholarships. 

C10f. How are you or your child going to cover the cost of studying abroad? If you have more than one child in university overseas or planning to do so, please answer with regard to your youngest child currently studying overseas or planning to study overseas. Base (unweighted): 
Affluent (Those with child/ren currently studying or planning to study abroad) n=4337, Asia (HK/ SG/ CN/ IN/ MY/ TW/ ID) n=2957, Non-Asia (UK/ US/ MX/ UAE) n=1380

Source of funds for child/ren’s education

Total Asia Non-Asia

Funding by Parents 90% 92% 86%

Already have an education savings plan in place 55% 46%

Will pay from my general savings 53% 46%

Would take a loan 23% 19%

Will pay by selling assets 22% 15%

My child would take a student loan 31% 23%

Would take the help of government grant 23% 20%

With the help of scholarship 45% 41%

Funding by 
Parents

53%

51%

22%

20%

28%

22%

44%

Those scoring higher on financial fitness (58% vs 36% 
among those low on financial fitness) and those satisfied 

with their Quality of Life (55% vs 27% among those 
dissatisfied) are more likely to have an education plan in 

place. 

% of affluent who mention each source
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Most difficult stages for parents 

Total Asia Non-Asia

Securing the funds before studies

Looking for the right course and the university

Preparing child to meet admission requirements for university

Arranging student visa, accommodation and travel

Preparing for the transition

Ensuring funds & other financial support while child is studying overseas

Ensuring child is independent to manage living on their own

Actual duration of the study as the child will be away

Ensuring child can tackle difficulties while living in a new market

Securing funds, selecting the right course/ university and getting admitted are the most stressful parts, as a parent. 

C10h. When thinking about your child’s overseas education, what do you think are the 3 most difficult stages for you as a parent?
Base (unweighted): Affluent (those with child/ren currently studying or planning to study abroad) n=4337, Asia (HK/ SG/ CN/ IN/ MY/ TW/ ID) n=2957, Non-Asia (UK/ US/ MX/ UAE) n=1380

44%

41%

41%

36%

36%

34%

28%

22%

18%

45%

39%

43%

36%

32%

32%

31%

23%

19%

44%

41%

39%

36%

38%

35%

26%

22%

18%

% of affluent who mention each stage
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Portfolio  Wealth accumulation trends
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Legacy planningLegacy planning International educationInternational education
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Consider to buy property overseas where child is studying

Almost 8 in 10 parents with children overseas would consider buying property in the host country, more so among those with higher 
investable assets.

C10c1. Would you consider buying or investing in property market in the targeted host country/ market 2-3 years ahead of your child going to study overseas? 
Base (unweighted): Affluent (Those with child/ren currently studying or planning to study abroad) Total n=4337, Gen Z n=153, Millennials n=1564, Gen X n=1570, Baby Boomers n=1041. USD 100-250K n=1063, USD 250-500K n=1313, USD 500K -1M n=1138, USD 1-2M n=823.  
CN n=500, HK n=557, IN n=941, ID n=383, MY n=279, MX n=415, SG n=142, TW n=155, UAE n=258, UK n=480, US n=227.

% of affluent parents who consider to buy 
property in the targeted host market 

Millennials
(Age 28-43) 

Gen X
(Age 44-59)

Baby Boomers 
(Age 60-69)

USD 100-250K USD 250-500K USD 500K -1M USD 1-2M

Consider to buy 
property in targeted 

host market
82% 75% 77% 73% 76% 82% 86%

By generation: By investable assets:

By market

79%

CN HK IN ID MY MX SG TW UAE UK US

66% 78% 85%80%70% 87% 84% 84%84% 58%79%
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Total
Local 

internationalists
Expats

Parents with child/ren 
studying/ planning to study 

abroad

Cross border payments 39% 41% 42%

Global 24/7 banking support 37% 39% 40%

Local financial advice provided to invest in overseas markets 36% 34% 38%

Easy debit or credit card application overseas 34% 41% 37%

Opening an international/ overseas account 33% 42% 37%

Foreign exchange services 32% 36% 42%

36%

35%

34%

33%

31%

30%

Relevant international banking products and services

Parents with children studying/ planning to study abroad are keen on cross border payment and foreign exchange services. 
Easy overseas card application and new account opening process are the most relevant for expats. 

C9.1. Which of the below international banking products and services would be relevant for you?
Base (unweighted): Affluent – Total n=11230, Local Internationalists n=9128, Expats n=686, Affluent parents (those with child/ren currently studying or planning to study abroad)  n=4337

Local internationalist = Locals of a certain market who have international banking needs

Significantly higher/ lower vs. Total at 95% confidence level

% of affluent who find each product or service relevant
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Financial aspects Total Asia Non-Asia

Helping them in creating a budget 53% 53% 52%

Keeping a separate allowance for my child 51% 55% 45%

Seeking professional advice on financial planning/ investing 49% 52% 44%

In case of emergency, ensuring help from close relatives in host market 47% 49% 41%

Having a joint account with my child 46% 49% 42%

Physical/ health aspects

Providing my child with health insurance in the host market 66% 66% 66%

Selecting safe accommodation/communities 63% 65% 58%

Teaching basic life skills 57% 56% 64%

Having routine checks with physician in the host market 42% 40% 49%

Connecting with local community 39% 40% 34%

Social/ mental aspects

Maintaining regular communication with child 76% 82% 65%

Visiting my child on regular intervals 52% 53% 50%

Teaching basic life skills 50% 53% 43%

Encouraging my child to join extra-curricular activities/ clubs/ societies 47% 46% 51%

Connecting my child with my contacts/ relatives in the host market 45% 48% 39%

Regular communication, health insurance in the host market & safe accommodation are the top 3 measures taken by parents for their 
child.

C10j. You mentioned that one of your concerns is related to [financial concerns or physical/ health concerns or social/ mental concerns]. What steps/ measures are you taking/ planning to take to support your child? 
Base (unweighted): Affluent (those with child/ren currently studying or planning to study abroad) n=4337, Asia (HK/ SG/ CN/ IN/ MY/ TW/ ID) n=2957,  Non-Asia (UK/ US/ MX/ UAE) n=1380

Support provided/planning to provide for children

% of affluent parents who provide/ plan to provide each support aspect 
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Most parents are somewhat confident their actions are working but are open to learning about support options. A quarter are already 
seeking support on financial aspects. 

C10k. How confident do you feel that the steps/ measures you are taking are adequate to address your main concern or would you seek additional support?
Base (unweighted): Affluent - those with any financial concerns n=3835, any physical/ health concern n=365, any social/ mental concerns n=137

Confidence in steps/measures taken with regards to concerns

17%

47%

9%

27%

Financial aspects

19%

58%

9%

14%

Physical/ health aspects

19%

60%

9%

12%

Social/ mental aspects

 Very confident - Don't need any additional support

 Somewhat confident - Open to learning about additional support options

 Not confident - Need extra support to address my concern

 Currently seeking additional support alongside own efforts

Quality of LifeQuality of Life
The power of planningThe power of planning Healthcare protectionHealthcare protection RetirementRetirement
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Global CN HK IN ID MY MX SG TW UAE UK US

Quality of Life scores

2024 Quality of Life Index score (0-100) 76 76 73
    (+5 pts)

81 81 78 78 74
  (+6 pts)

72 79 73 73

Physical wellness score (0-100) 77
(+4 pts)

81 73
    (+8 pts)

84 81 79 79 74
  (+8 pts)

70 81 73 73
  (+8 pts)

Mental wellness score (0-100) 72 77 67 76 76 74 76 68
  (+7 pts)

68 75 70 70

Financial fitness score (0-100) 78
(-4 pts)

69
   (-14 pts)

78 82 85 83 79 80 80 80 77 76

Planning for better Quality of Life

% overall financial Power Planners 19% 11% 13% 33% 34% 29% 19% 19% 12% 21% 15% 17%

% of Power Planners – Healthcare protection 77% 74% 71% 91% 86% 82% 73% 79% 74% 79% 74% 75%

% of Power Planners – Wealth management 61% 53% 60% 75% 74% 72% 59% 61% 61% 66% 52% 59%

% of Power Planners – Retirement planning 35% 20% 30% 49% 52% 50% 35% 41% 27% 40% 31% 34%

% of Power Planners – Legacy planning 2% 1% 1% 5% 3% 2% 2% 2% 2% 3% 1% 2%

International education

% with children studying/ planning to study abroad* 51% 42% 48% 78% 83% 67% 51% 36% 43% 57% 35% 31%

Top 3 education destinations** US, UK, AU US, UK, AU US, UK, AU US, UK, CA SG, AU, US AU, UK, SG US, CA, EU AU, US, UK US, JP, CA UK, US, CA US, EU, CA UK, EU, CA

% who will fund children’s overseas education** 90% 94% 92% 91% 94% 91% 84% 91% 97% 94% 85% 85%

% who have an education savings plan in place** 53% 54% 47% 53% 75% 62% 54% 51% 50% 50% 42% 36%

% who consider buying real estate in host market** 79% 70% 66% 87% 79% 84% 84% 78% 58% 84% 80% 85%

Relatively lower vs. other markets Average Relatively higher vs. other markets

Market views summary (1)

Overall financial Power Planners are those fulfilling most or all the criteria that define financial planning across pillars. 
Power Planners for each pillar are those fulfilling all criteria for that pillar.
*Among the affluent with child/ren  **Among those with children studying/ planning to study abroad

Significantly higher/ lower vs. 2023 at 95% confidence level
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Market views summary (2)

Global CN HK IN ID MY MX SG TW UAE UK US

Engagement as investors Low Average High Low Average Low Average High High Low High

Freq. of investing (per month) 3.9 2.1 3.4 5.9 2.8 3.8 3.1 4.3 5.7 5.3 3.5 5.1

Freq. of monitoring investments (pm) 7.7 5.3 7.5 9.7 8.6 8.7 7.6 8.4 9.4 10 6.3 7.8

Diversification Average Average High High High Average Average Average Average Low Low

No. of product types owned (average) 4.3 4.3 4.0 5.2 5.4 5 4.2 4.4 4.0 4.6 3.5 3.7

No. of product types intended in next 12 mos. (avg.) 5.0 4.8 4.7 6.6 6.2 5.9 4.6 5.0 4.6 5.7 4.1 4.1

No. of asset classes owned (average) 4.0 4.1 3.9 4.6 4.8 4.6 3.9 4.2 4.0 4.2 3.5 3.7

No. of asset classes intended in next 12 mos. (avg.) 4.3 4.3 4.2 5.0 5.0 4.9 4.0 4.4 4.3 4.6 3.7 3.8

% plan to invest more in other markets 41% 52% 42% 57% 57% 47% 41% 25% 45% 55% 24% 22%

Themes

No. of themes invested in (average) 2.8 3.0 2.7 3.6 3.2 3.0 2.2 2.6 2.7 2.7 2.4 2.3

Top themes invested in 
Renewables Renewables AI E-commerce E-commerce E-commerce E-commerce AI AI E-commerce AI AI

AI
Healthcare / 

Biotech
Healthcare / 

Biotech
Renewables Infrastructure Renewables Renewables Renewables

Healthcare/   
Biotech

Infrastructure Renewables Renewables

Relatively lower vs. other markets Average Relatively higher vs. other markets
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Financial Planning Indicators 

FINANCIAL PLANNING PILLARS INDICATORS

Healthcare protection You are well prepared/ have adequate protection for the health care costs or unpredictable medical expenses

Wealth accumulation You regularly review your financial plan, at least once a year

You ask financial advisers, insurance brokers and bank staff for professional advice whenever necessary 

Have a diversified portfolio, across product types, asset classes, sectors, themes and geographies 

Retirement You have a comprehensive financial plan for retirement 

You are aware of the amount needed for retirement expenses, and how much you therefore need to save for it

You review the progress/ performance of the retirement savings proactively and regularly

You adhere to your retirement saving plan and meet the expected progress

Taking your current wealth portfolio into consideration, how well prepared you are for retirement? 

Legacy Discussed legacy planning with my family

Created a will/succession plan

Bought insurance plans for inheritance purposes

Consulted on tax efficient strategies for estate planning

Disclaimer: The definition of financial planning and related terminology used in this analysis is based on HSBC’s framework and may differ from those used in other studies. 
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Quality of Life Index – Methodology and calculation

62

The Quality of Life Index is composed of the three factors that consumers consider most important to having a good quality of life - Physical, Mental wellness 
and Financial fitness.

Each factor is measured as follows:

Physical wellness - Respondents’ self-reported fitness levels on a 1 to 10 scale

Mental wellness - Warwick–Edinburgh Mental Well-being Scale (WEMWBS*) – uses responses to 14 statements 

to score respondents on a scale of 14 to 70 points 

Financial fitness - based on the HSBC FinFit methodology that was developed for HSBC 

(https://www.hsbc.com.hk/finfit/). Respondents are evaluated on 15 questions across four areas relating to their 

financial habits and knowledge: 

• Financial habits - day-to-day financial management such as saving money, tracking expenses and paying 
bills.

• Financial knowledge - understanding of financial products and assessment of one’s risk tolerance.
• Financial planning - actions taken or plan to take to reach one’s financial goals.
• Financial security - behaviour to avoid suffering from cyber fraud.

Quality of Life Index calculation and weighting

Step 1: The raw scores for the factors were re-scaled to 0 to 100 for each respondent

Step 2: They were weighted by the relative importance each respondent gave to each of these factors. 

For more detailed 
calculations, see the 

embedded file 

* https://warwick.ac.uk/fac/sci/med/research/platform/wemwbs/

The Quality Of Life Index is the weighted average of the 
three factors. 

(The minimum score is 0 and the maximum is 100) 
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Glossary of abbreviations

MARKET ABBREVIATION

Australia AU

Canada CA

Egypt EG

France FR

Germany DE

Europe EU

Hong Kong HK

India IN

Indonesia ID

Italy IT

Japan JP

Mainland China CN

Malaysia MY

Mexico MX

Saudi Arabia KSA

Singapore SG

Taiwan TW

United Arab Emirates UAE

United Kingdom UK

United States of America US
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Disclaimer
This document or video is prepared by The Hongkong and Shanghai Banking Corporation Limited (‘HBAP’), 1 Queen’s Road Central,  Hong Kong. HBAP is incorporated in Hong Kong and is part of the HSBC Group. This document or video is 
distributed and/or made available, HSBC Bank (China) Company Limited, HSBC Bank (Singapore) Limited, HSBC Bank Middle East Limited (UAE), HSBC UK Bank Plc, HSBC Bank Malaysia Berhad (198401015221 (127776-V))/HSBC Amanah 
Malaysia Berhad (20080100642 1 (807705-X)), HSBC Bank (Taiwan) Limited, HSBC Bank plc, Jersey Branch, HSBC Bank plc, Guernsey Branch, HSBC Bank plc in the Isle of Man, HSBC Continental Europe, Greece, The Hongkong and Shanghai 
Banking Corporation Limited, India (HSBC India), HSBC Bank (Vietnam) Limited, PT Bank HSBC Indonesia (HBID), HSBC Bank (Uruguay) S.A. (HSBC Uruguay is authorised and oversought by Banco Central del Uruguay), HBAP Sri Lanka Branch, 
The Hongkong and Shanghai Banking Corporation Limited – Philippine Branch, HSBC Investment and Insurance Brokerage, Philippines Inc, and HSBC FinTech Services (Shanghai) Company Limited and HSBC Mexico, S.A. Multiple Banking 
Institution HSBC Financial Group (collectively, the “Distributors”) to their respective clients. This document or video is for general circulation and information purposes only.

The contents of this document or video may not be reproduced or further distributed to any person or entity, whether in whole or in part, for any purpose. This document or video must not be distributed in any jurisdiction where its 
distribution is unlawful. All non-authorised reproduction or use of this document or video will be the responsibility of the user and may lead to legal proceedings. The material contained in this document or video is for general information 
purposes only and does not constitute investment research or advice or a recommendation to buy or sell investments. Some of the statements contained in this document or video may be considered forward looking statements which 
provide current expectations or forecasts of future events. Such forward looking statements are not guarantees of future performance or events and involve risks and uncertainties. Actual results may differ materially from those described in 
such forward-looking statements as a result of various factors. HBAP and the Distributors do not undertake any obligation to update the forward-looking statements contained herein, or to update the reasons why actual results could differ 
from those projected in the forward-looking statements. This document or video has no contractual value and is not by any means intended as a solicitation, nor a recommendation for the purchase or sale of any financial instrument in any 
jurisdiction in which such an offer is not lawful. The views and opinions expressed are based on the HSBC Global Investment Committee at the time of preparation and are subject to change at any time. These views may not necessarily 
indicate HSBC Asset Management‘s current portfolios’ composition. Individual portfolios managed by HSBC Asset Management primarily reflect individual clients’ objectives, risk preferences, time horizon, and market liquidity.

The value of investments and the income from them can go down as well as up and investors may not get back the amount originally invested. Past performance contained in this document or video is not a reliable indicator of future 
performance whilst any forecasts, projections and simulations contained herein should not be relied upon as an indication of future results. Where overseas investments are held the rate of currency exchange may cause the value of such 

investments to go down as well as up. Investments in emerging markets are by their nature higher risk and potentially more volatile than those inherent in some established markets. Economies in emerging markets generally are heavily 
dependent upon international trade and, accordingly, have been and may continue to be affected adversely by trade barriers, exchange controls, managed adjustments in relative currency values and other protectionist measures imposed or 
negotiated by the countries with which they trade. These economies also have been and may continue to be affected adversely by economic conditions in the countries in which they trade. Investments are subject to market risks, read all 
investment related documents carefully.

This document or video provides a high-level overview of the recent economic environment and has been prepared for information purposes only. The views presented are those of HBAP and are based on HBAP’s global views and may not 
necessarily align with the Distributors’ local views. It has not been prepared in accordance with legal requirements designed to promote the independence of investment research and is not subject to any prohibition on dealing ahead of its 
dissemination. It is not intended to provide and should not be relied on for accounting, legal or tax advice. Before you make any investment decision, you may wish to consult an independent financial adviser. In the event that you choose 
not to seek advice from a financial adviser, you should carefully consider whether the investment product is suitable for you. You are advised to obtain appropriate professional advice where necessary.

The accuracy and/or completeness of any third-party information obtained from sources which we believe to be reliable might have not been independently verified, hence Customer must seek from several sources prior to making 
investment decision.

The following statement is only applicable to HSBC Mexico, S.A. Multiple Banking Institution HSBC Financial Group with regard to how the publication is distributed to its customers: This publication is distributed by Wealth Insights of 
HSBC México, and its objective is for informational purposes only and should not be interpreted as an offer or invitation to buy or sell any security related to financial instruments, investments or other financial product. This communication 
is not intended to contain an exhaustive description of the considerations that may be important in making a decision to make any change and/or modification to any product, and what is contained or reflected in this report does not 
constitute, and is not intended to constitute, nor should it be construed as advice, investment advice or a recommendation, offer or solicitation to buy or sell any service, product, security, merchandise, currency or any other asset.

Receiving parties should not consider this document as a substitute for their own judgment. The past performance of the securities or financial instruments mentioned herein is not necessarily indicative of future results. All information, as 
well as prices indicated, are subject to change without prior notice; Wealth Insights of HSBC Mexico is not obliged to update or keep it current or to give any notification in the event that the information presented here undergoes any update 
or change. The securities and investment products described herein may not be suitable for sale in all jurisdictions or may not be suitable for some categories of investors.
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Disclaimer

The information contained in this communication is derived from a variety of sources deemed reliable; however, its accuracy or completeness cannot be guaranteed. HSBC México will not be responsible for any loss or damage of any kind 
that may arise from transmission errors, inaccuracies, omissions, changes in market factors or conditions, or any other circumstance beyond the control of HSBC. Different HSBC legal entities may carry out distribution of Wealth Insights 
internationally in accordance with local regulatory requirements. 

Important Information about the Hongkong and Shanghai Banking Corporation Limited, India (“HSBC India”)

HSBC India is a branch of The Hongkong and Shanghai Banking Corporation Limited. HSBC India is a distributor of mutual funds and referrer of investment products from third party entities registered and regulated in India. HSBC India does 
not distribute investment products to those persons who are either the citizens or residents of United States of America (USA), Canada, Australia or New Zealand or any other jurisdiction where such distribution would be contrary to law or 

regulation.

The following statement is only applicable to HSBC Bank (Taiwan) Limited with regard to how the publication is distributed to  its customers: HSBC Bank (Taiwan) Limited (“the Bank”) shall fulfill the fiduciary duty act as a reasonable 
person once in exercising offering/conducting ordinary care in offering trust services/ business. However, the Bank disclaims any guarantee on the management or operation performance of the trust business.

The following statement is only applicable to PT Bank HSBC Indonesia (“HBID”): PT Bank HSBC Indonesia (“HBID”) is licensed and supervised by Indonesia Financial Services Authority (“OJK”). Customer must understand that historical 
performance does not guarantee future performance. Investment product that are offered in HBID is third party products, HBID is a selling agent for third party product such as Mutual Fund and Bonds. HBID and HSBC Group (HSBC Holdings 
Plc and its subsidiaries and associates company or any of its branches) does not guarantee the underlying investment, principal or return on customer investment. Investment in Mutual Funds and Bonds is not covered by the deposit 
insurance program of the Indonesian Deposit Insurance Corporation (LPS).

Important information on ESG and sustainable investing

In broad terms “ESG and sustainable investing” products include investment approaches or instruments which consider environme ntal, social, governance and/or other sustainability factors to varying degrees.  Certain instruments we 
classify as sustainable may be in the process of changing to deliver sustainability outcomes. There is no guarantee that ESG and Sustainable investing products will produce returns similar to those which don’t consider these factors.  ESG and 
Sustainable investing products may diverge from traditional market benchmarks.  In addition, there is no standard definition of, or measurement criteria for, ESG and Sustainable investing or the impact of ESG and Sustainable investing 
products.   ESG and Sustainable investing and related impact measurement criteria are (a) highly subjective and (b) may vary significantly across and within sectors.  

HSBC may rely on measurement criteria devised and reported by third party providers or issuers.  HSBC does not always conduct its own specific due diligence in relation to measurement criteria. There is no guarantee: (a) that the nature of 
the ESG / sustainability impact or measurement criteria of an investment will be aligned with any particular investor’s susta inability goals; or (b) that the stated level or target level of ESG / sustainability impact will be achieved. ESG and 
Sustainable investing is an evolving area and new regulations are being developed which will affect how investments can be categorised or labelled. An investment which is considered to fulfil sustainable criteria today may not meet those 
criteria at some point in the future. 

THE CONTENTS OF THIS DOCUMENT OR VIDEO HAVE NOT BEEN REVIEWED BY ANY REGULATORY AUTHORITY IN HONG KONG OR ANY OTHER JURISDICTION.

YOU ARE ADVISED TO EXERCISE CAUTION IN RELATION TO THE INVESTMENT AND THIS DOCUMENT OR VIDEO. IF YOU ARE IN DOUBT ABOUT ANY O F THE CONTENTS OF THIS DOCUMENT OR VIDEO, YOU SHOULD OBTAIN INDEPENDENT 

PROFESSIONAL ADVICE.

© Copyright 2024. The Hongkong and Shanghai Banking Corporation Limited, ALL RIGHTS RESERVED. 

No part of this document or video may be reproduced, stored in a retrieval system, or transmitted, on any form or by any means, electronic, mechanical, photocopying, recording or otherwise, without the prior written permission of The 
Hongkong and Shanghai Banking Corporation Limited.
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