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Executive summary

In the coming decade, Asia will experience the largest
intergenerational wealth transfer in its history. With an
estimated US$5.8 trillion set to be passed on from the
first generation of wealth creators to the next by 2030',
this raises profound questions about how families across
the region should prepare — not only in terms of financial
assets, but in the preservation of values, traditions, and
opportunities for future generations.

In Singapore, legacy planning is shaped by a highly
developed financial environment and the prominence of
high-net-worth (HNW) families who approach wealth
transfer with discipline and intention. For many, legacy
begins with financial security — ensuring their families
are protected — and extends to building and preserving
wealth that can sustain future generations. While values
and purpose still matter, financial continuity remains the
core of how Singapore's affluent define their legacy.

The city-state’s entrepreneurial culture also influences
how families plan for continuity. Many family business
owners have formal succession plans in place, yet

face a new challenge: Younger generations who may

be reluctant to take over, driven by different career
aspirations or a desire for independence. This shifting
dynamic underscores the need to pair structured
succession plans with early conversations, clear
expectations, and efforts to prepare heirs for their future
roles, whether within or outside the family enterprise.

At the same time, Singapore’'s HNW families are proactive
but not complacent. They recognise the importance

of early planning, regularly engage heirs in financial
discussions, and see financial literacy as a critical part of
preparing the next generation. Yet gaps remain in areas
such as documentation, structured communication, and
the use of professional advisors, all of which highlight
opportunities to strengthen long-term legacy readiness.

Our survey of more than 3,000 respondents from Hong
Kong, Indonesia, Malaysia, the Philippines, Singapore
and Vietnam reveals the attitudes, behaviours and
aspirations surrounding legacy planning in Asia, as
families navigate evolving cultural norms, rising wealth,
and changing expectations among younger generations.
It also captures unique perspectives of family business
owners and their sentiments on the challenges involved
in passing on enterprises to the next generation. In
Singapore, the study included a focused sample of 316
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HNW individuals, defined as individuals with US$1 million
or more in investible assets, to better understand their
approaches to wealth transfer and succession.

Key insights

Legacy is built on financial security, but shaped
by purpose

For many affluent families in Singapore, legacy planning
begins with a clear and pragmatic priority: securing long-
term financial stability for their loved ones. Nearly seven
in 10 respondents (67%) say that ensuring their family's
financial protection is the main driver behind their
planning, reflecting a strong desire to safeguard what
they have built. At the same time, 61% emphasise the
importance of growing and preserving wealth so it can be
passed on sustainably to future generations.

Yet even as financial security anchors their decisions,
legacy is not defined by wealth alone. Singapore's
families increasingly see legacy as a blend of assets,
identity, and intention. More than half (55%) identify
passing on wealth as their foremost goal, but many also
want to leave behind something less tangible but equally
enduring. Some hope to make a personal impact on the
lives of family and friends (12%), while others prioritise
transmitting family traditions and values (10%) or
contributing to environmental wellbeing (10%).

This dual focus, financial foundations paired with
personal meaning, reflects a more holistic view of what
legacy represents today. Families want to ensure stability,
but they also want their legacy to express who they are,
what they believe in, and the principles they hope will
guide future generations. In Singapore, legacy planning is
ultimately both structural and emotional: a commitment
to providing security, and a hope that the next generation
inherits not just wealth, but a sense of purpose.

Families want their wealth to be used actively to
shape the future

Legacy planning in Singapore is not only about what is
transferred, but about how that wealth is expected to
work for future generations. The intention is not simply

1. https://www.mckinsey.com/industries/financial-services/our-insights/asia-pacifics-
family-office-boom-opportunity-knocks



Executive summary

to transfer assets, but to ensure those assets continue
to create value and opportunity over time. Six in 10
respondents (61%) want their wealth to be invested for
long-term growth, reflecting a clear expectation that
inheritance should strengthen, not just sustain, the
family's future.

This forward-looking mindset extends beyond financial
returns. A significant 58% hope that future generations
will direct part of their inheritance toward charitable or
community causes, continuing the family’s impact in ways
that reflect shared values. Families also expect their wealth
to provide practical support, from housing and healthcare
(56%) to education and skills development (54%), ensuring
that the next generation has both security and mobility.

Taken together, these expectations show that Singapore’s
affluent families are looking to define what their legacy
means as well as shape how it should function. Wealth is
seen as a catalyst for progress, contribution, and long-
term wellbeing, well after it changes hands.

But even well-prepared families face doubts about
long-term continuity

Despite careful planning, doubts persist about whether
legacies will endure as intended. Only half (50%) of
respondents are fully confident that their children will
uphold their wishes and preserve or grow family wealth.
Two-thirds (67%) express concern that their wealth may
not last beyond their children’s generation.

Among those with concerns, three in four (75%) worry
their beneficiaries may lack the financial preparedness to
manage inherited assets, while others cite potential family
conflict (59%) and market volatility (53%) as key risks.

Confidence also weakens when it comes to passing

down values and traditions. Just over half (51%) believe
their children will maintain the principles and traditions
they've established. Diverging priorities (61%) and limited
engagement from younger family members (49%) are
seen as the main barriers to continuity.

Even when succession plans are in place, heirs may
seek independence

Family enterprises remain at the heart of Singapore’s
wealth landscape, built on decades of entrepreneurial

ambition and discipline. Among business-owning
families, more than half (52%) already have fully
developed succession plans in place, while another
quarter (25%) have partially developed plans. Only a small
proportion are still in progress (11%) or plan to do so in the
future (11%).

Preparation, however thorough, does not guarantee a
smooth transition. While about half (54%) of current
business owners say the younger generation is willing

to take over, 45% report reluctance among heirs. For
many, the hesitation is not due to ability but choice. More
than half (53%) of reluctant successors perceive limited
growth potential in the family business, while others cite
fear of responsibility (40%), lack of interest (36%), or a
preference to sell or cash out (35%).

Among those not currently involved in the family
enterprise, a third (33%) say they prefer to pursue their
own careers, another third (33%) are not interested in
the business or industry, and an equal share (33%) feel
unprepared to take on the role.

This reflects a generational shift in how legacy is defined
— from continuation to choice. While today's business
founders are focused on preserving and passing down
their enterprises, their heirs are increasingly motivated
by independence, seeking to define success on their
own terms.

Many recognise the need to plan, but fewer have
fully acted on it

Legacy planning might be widely acknowledged as
essential among Singapore's HNW families, but many
have not progressed as far as they intend to. Even though
only 15% have not begun planning, nearly half (47%) of
this group say they have not even considered making
plans, highlighting persistent delays despite broad
awareness.

Even among those who have started, levels of
preparedness vary. Just 43% of respondents feel fully
prepared if they were to pass away today. When looking
specifically at essential documentation, less than half
(48%) have their plans fully recorded, with 25% also
having communicated these plans to their heirs. The
remainder describe their efforts as either partially
complete (35%) or not complete at all (17%).
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Most of the planning centre on financial accounts (72%),
real estate (67%), and life insurance proceeds (57%)
primarily through whole life and term life policies,
underscoring a focus on core assets.

But significant barriers remain. Respondents cite

legal and tax complexities (37%), difficulty accessing
or choosing professional guidance (36%), discomfort
discussing money or mortality with family (35%), and
generational differences (34%) as common roadblocks.

Awareness of planning tools is high, yet adoption lags.
While 81% recognise the help that financial advisors can
provide, only 53% use one. A similar gap exists for wills
and estate planning documents (78% awareness versus
41% usage) and for trusts (72% versus 45%).

Conversations around legacy also lack structure. Nearly
half (45%) of discussions are informal or casual, even
though only a third (34%) see this as ideal. Respondents
prefer more formal, deliberate conversations involving
all heirs, and increasingly expect professional advisors to
play a role.

These findings highlight a clear gap between recognising
the value of advice and fully acting on it — a tension that
shapes how families seek support in the planning process.

Many value professional advice, but prefer to
manage planning on their own

Professional expertise plays an important role in legacy
planning for many of Singapore’s high-net-worth families.
Nearly two-thirds (65%) have sought professional advice
to support their planning needs, and a further 24% say they
have not done so yet but would like to in the future. Only

a small minority feel they do not need external guidance
(10%) or have not considered it (1%).

However, confidence and personal preference still hold
many back. Among respondents who have not engaged
an advisor, two in five (41%) believe they can manage
their legacy planning independently, while over a third
(37%) prefer to keep discussions within the family rather
than involve outsiders. Another 32% say that finding the
right advisor is a challenge.

Even among those who seek advice, families tend to take
a specialised rather than holistic approach. More than half
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(55%) prefer consulting individual subject-matter experts
— tax advisors, estate lawyers, or investment managers —
instead of relying on a single advisor to oversee the
entire process.

This balance of self-reliance, preference for family-led
conversations, and selective use of specialist guidance
reflects the highly engaged, hands-on approach that
many of Singapore's affluent families bring to legacy
planning.

Families are building financial literacy in heirs, even
as they expect support later in life

For Singapore's high-net-worth families, preparing the
next generation goes beyond inheritance — it includes
ensuring that heirs develop the skills and confidence

to manage wealth responsibly. Financial education has
become a central part of legacy preparation, with many
families taking deliberate steps to build literacy early.

Most respondents are already engaging the next
generation in meaningful ways. Two-thirds (67%) say
they are holding financial discussions within the family,
while 61% are teaching financial basics. Many also
share personal financial experiences (51%), encourage
participation in financial literacy programmes (46%), or
recommend working with a financial advisor (27%) to
strengthen preparedness.

Yet this emphasis on preparing heirs to manage wealth
contrasts with how respondents view their own later-life
financial needs. While 55% plan to manage their finances
fully independently in retirement, a significant proportion
still expect some level of support. Nearly half (45%) say
they may need financial help from family or children, and
another 35% expect to handle most matters themselves
but seek occasional assistance. A smaller group (9%)
anticipate a more balanced, shared approach.

These patterns suggest a dual mindset: Families

are investing in the financial capability of the next
generation, while also recognising that interdependence,
rather than complete independence, will continue to
shape financial decision-making across generations.



Key findings

Financial security is the most important factor in
legacy planning

Protecting family financial stability is their top priority

Aim to build enough wealth to pass to the next generation
Want a smooth estate plan to prevent family disputes

Prioritise clear wills and legal documents

Seek to minimise heirs’ tax burden

Concerns around legacy and values not lasting beyond
the next generation

50% 67% 51%

are confident their
children will uphold

worry wealth won't
last beyond the next

are fully confident their
children will uphold

their wishes generation. Of these, family values. Diverging
75% fear beneficiaries priorities seen as main
are not financially cause
prepared

Passing on wealth is top legacy goal

#1
Prioritise passing 7in10
on money, motivated by

property, or e) e) o protecting

other assets [m] [m] [m] family financial
stability

55%

#2
Make a difference #4 .
. Create a positive
for family and .
. #3 environmental
friends . - .
Family traditions impact

Respondents prefer legacy they leave behind to be
utilised for wealth creation

(o)
Invest in long-term wealth creation 61 /O

58%

Hope funds go to charitable or social causes

56%

Support essential family needs

54%

For education or training support

Awareness of legacy planning grows yet few are ready

Only 15% have yet to start legacy planning

Of these, 47% have not even considered it

43% 81% 78%

aware of wills/estate
documents, but only
41% use them

feel fully prepared if aware of financial
they were to pass away advisors, but only 53%
today use one

Affluent and younger generations more willing to
seek professional advice in legacy planning

O prefer to discuss legacy plans within the
(O family rather than with external advisors

3 2 % find it difficult to identify the right advisor

do not seek advisors as they feel confident
handling legacy planning themselves
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Recommendations for individuals seeking to
secure their legacies for future generations

Singapore's HNW families are approaching legacy
planning with clarity and intention — strengthening
their financial foundations, broadening the meaning

of legacy, preparing for succession, and equipping the
next generation to manage wealth confidently. As these
priorities continue to evolve, so too does the need for
thoughtful, well-structured planning.

The following recommendations offer practical steps
that individuals and families can consider as they work to
secure and shape their legacies for future generations.

1. Build a holistic and professionally supported
legacy plan
Develop a comprehensive legacy plan that covers
asset distribution, cross-border considerations,
business succession, and long-term governance. Many
Singapore HNW families can benefit from assembling
a team of specialist advisors, such as estate lawyers,
tax professionals, trust managers, and investment
experts, to ensure every aspect of their plan is aligned
and up to date.

2. Draft a comprehensive will
A well-prepared will remains one of the most
important steps in avoiding confusion, disputes, or
unintended outcomes. Ensure that your will is legally
robust, regularly updated, and integrated with any
trusts or other planning structures you may have in
place.

3. Hold structured, intentional conversations with
your family
Many families prefer to avoid discussing wealth.
These conversations, however, are essential.
Create a structured setting where expectations,
responsibilities, and family values can be openly
discussed with all key members present. Professional
facilitation can help guide these conversations and
reduce discomfort or misunderstandings.

4. Strengthen financial literacy across generations
Preparing heirs is as important as preparing the plan.
Encourage younger family members to build their
financial knowledge through discussions, courses,
workshops, and mentorship.

5. Treat your legacy plan as a living strategy

Life changes, and your legacy plan should evolve with
it. Review your plan annually or after significant events
such as marriage, children, business transitions, or
major changes in wealth. Regular reviews reduce the
risk of outdated structures creating complications
later on.

. Explore a full range of legacy planning solutions

Consider solutions that provide long-term stability,
liquidity, and protection across generations. In
addition to whole life and indexed universal life
insurance, trusts, and investment portfolios designed
for future generations, HNW families may also benefit
from more specialised forms of protection.

For those with family businesses, key person insurance
can help safeguard continuity by protecting the
business financially if a founder or essential leader
unexpectedly passes away. Families with significant
collections or assets, such as art, antiques, jewellery, or
luxury vehicles, may also want to consider specialised
insurance to protect these items as part of their
overall legacy plan.

Sun Life can support families in assessing their needs
and providing tailored insurance solutions to help
grow, protect, and transfer wealth sustainably.

. Embed purpose and positive impact into your

family legacy

Philanthropy can be a powerful way to pass on values
while making a lasting difference. Consider integrating
charitable giving, whether through donations,
structured giving vehicles, or family-led initiatives, into
your legacy plan and involving the next generation in
shaping these decisions.

Sun Life Singapore offers built-in avenues for giving.
Through its Philanthropic Pledge, Sun Life donates

0.5% of premiums from selected life insurance products
(capped at USD20,000 per policy) to the “Life is Brighter”
charity fund, supporting local health, wellbeing, and
financial literacy causes. As the first life insurer in
Singapore to embed upfront giving into its solutions,

this provides clients with an easy, structured way to align
their legacy planning with positive social impact.
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Important Information

Buying a life insurance policy is a long-term commitment.
An early termination of the policy usually involves high
costs and the surrender value payable (if any) may be less
than the total premiums paid. This executive summary

is for general information only and does not take into
account the specific investment objectives, financial
situation or particular needs of any specific person. You
should seek advice from a financial adviser regarding the
suitability of the policy before making a commitment

to purchase. In the event that you choose not to do so,
you should consider whether the product in question

is suitable for you. This executive summary is not a
contract of insurance. Please refer to the policy contract
for the exact terms and conditions, specific details and
exclusions.

The policies mentioned in this executive summary

are protected under the Policy Owners' Protection
Scheme which is administered by the Singapore Deposit
Insurance Corporation (SDIC). Coverage for your policy
is automatic and no further action is required from

you. For more information on the types of benefits that
are covered under the scheme as well as the limits of
coverage, where applicable, please contact us or visit the
Life Insurance Association, Singapore or SDIC websites
(www.lia.org.sg) or (www.sdic.org.sg).

This advertisement has not been reviewed by the
Monetary Authority of Singapore.

While Sun Life believes that the information set out

in this executive summary is correct and accurate as
at the date on which it is prepared, Sun Life does not
guarantee the correctness, accuracy or completeness
of its contents. Further, Sun Life does not assume any
responsibility, and has no obligation, to update this
executive summary or inform recipients of its updated
contents in due course, if any of its contents changes.
Sun Life is not liable for any loss, damages or expenses
that may be incurred from reliance upon the contents
of this executive summary. Nothing in this executive
summary shall be construed as advice from Sun Life or
an indication of whether any product referred to herein
is suitable for any particular individual or entity. This
executive summary does not constitute solicitation or
an offer to purchase any product mentioned herein.
The suitability of a product for any person needs to

be considered bearing in mind the relevant person’s

own circumstances and needs, and as such, qualified
professional advisors, such as lawyers, accountants, tax
and financial advisors, should be engaged by the relevant
person as (s)he deems fit before (s)he decides whether
or not to purchase any product. Except as expressly set
out, Sun Life does not make any representations as to the
selling or other restrictions that apply to life insurance
products that it offers. Distributors have the sole
responsibility to acquaint themselves at all times with,
and comply fully with, relevant laws, regulations and other
requirements, as applicable, in relation to distributing
insurance products.

Sun Life Assurance Company of Canada is an insurance
company federally incorporated in Canada, with OSFI
Institution Code F380 and its registered office at 1 York
Street, Toronto, Ontario, Canada M5J OB6. It is regulated
by Office of the Superintendent of Financial Institutions,
Canada. Sun Life Assurance Company of Canada
Singapore Branch (UEN T19FCO0132B) is registered with
the Accounting and Corporate Regulatory Authority

of Singapore as a foreign company, with its registered
office at 50 Raffles Place, #26-04 Singapore Land
Tower, Singapore 048623. It is licensed and regulated

by the Monetary Authority of Singapore. Where Sun

Life Assurance Company of Canada Singapore Branch

is referred to as “Sun Life Singapore”, this is strictly for
marketing and branding purposes only, and no legal
significance is expressed or implied. Sun Life Assurance
Company of Canada is a member of the Sun Life group
of companies. The Sun Life group of companies operates
under the “Sun Life” name. Sun Life Financial Inc., the
publicly traded holding company for the Sun Life group of
companies, is not a product offering company and is not
the guarantor of the obligations of its subsidiaries.

© 2025 Sun Life Assurance Company of Canada. All
rights reserved. The name Sun Life and the globe
symbol are registered trademarks of Sun Life Assurance
Company of Canada.
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