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1/ What do you do?
We specialise in providing financial planing and wealth 
management services to internationally mobile 
individuals and families, helping our clients to plan and 
achieve their most important goals in life.

2/ What qualifications do you hold personally?
↘ University. David Snelling:BSc Science 
↘ Professional Qualifications. David Snelling: Advanced 
Diploma in Financial Planning Modules 1, 4 & 5 (Level 6 
qualification). The minimum UK Qualification required to 
practice is the Diploma in Financial Planning (Level 4 
qualification). Hong Kong qualifications are as a Securities 
and Futures Commission Responsible Officer which holding 
SFC Papers 1, 3, 6

 See website for further details

3/ What qualifications does your team hold? 
↘ University. Masters in Business MBA (Tat Wong) and 
BA Business & Management (Brendan Keylock) 
↘ Professional Qualifications. HK SFC Responsible Officer 
Papers 1, 3, 6 (Tat Wong). Diploma in Financial Planning 
Brendan Keylock).
4/ What’s your investment approach or philosophy?
↘ What are the investment fund costs (on average) in your 
      portfolios? 0.52%
↘ What are the platform costs? 0.2% typically

Our mantra is "No portfolio without a plan": we are goals 
based investors. The dominant determinant of real life 
investment returns is the behaviour of the investor. 
Second to this is asset allocation. Investment selection and 
market timing play a minor role and cannot be achieve 
through skill consistently or at all. We believe in three key 
principles when it comes to successful investing 1. Faith in 
the future 2. Patience 3. Discipline

5/ Will you act in a fiduciary capacity when providing 
me with advice?
We are independent, and therefore not owned by any 
third parties such as banks, insurance companies or asset 
management firms. We have no conflicts of interest in the 
products and services we may recommend. We work only 
for our clients and our only source of remuneration are 
the fees paid directly by our clients. Removing conflicts of 
interest enables us to act in our fiduciary capacity.
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6/ How much access will I get to you when I need you?
We conduct an Annual Progress Meeting with all clients in 
our Ongoing Advisory Service. This is scheduled a year in 
advance and covers a major review of all our clients goals, 
objectives, the recommended strategy and financial 
products to ensure our clients remain on track for 
achieving their goals. We also typically conduct a mid-year 
check in as well as providing regular communications 
through out the year.

7/ Are you independent or restricted?
We are independent. This means we have no obligation to 
recommend the products and service of one firm over 
another. In addition, we are whole of market. This means 
when we make financial recommendations, we will 
consider the suitability of all available options across the 
entire market.

8/ Do you have other clients similar to me?
Yes, we have a number of clients with a US/UK footprint 
(US citizen and UK resident) just like yourself. Whilst we 
can't advise on specific US investments, We do have 
knowledge of US retirement products sch as 401k's and 
IRA's, Roth IRA's etc

9/ Are you directly authorised by the FCA or an  
appointed representative of another organisation?

We are regulated in Hong Kong by the Securities and 
Futures Commission of Hong Kong (SFC) and the 
Insurance Authority (IA). In the UK we are regulated by 
the Financial Conduct Authority (FCA)

10/ How do you charge?
We charge through fees. We never take commissions 
from investment products or asset management firms for 
the services we provide. We do this as we believe this 
presents an inherent conflict of interest. We charge fairly 
for the work that we do and that is driven by the time and 
complexity involved.
To find out more, you can read our website page below: 
How We Charge

https://charltonhousewealthmanagement.hk/team-members/david-snelling/
https://charltonhousewealthmanagement.hk/about-us/how-we-charge/
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11/ How big is your team?
We are a small, cohesive team of three: David Snelling, Tat 
Wong and Brendan Keylock. Teamwork is the 5th of our  
company's 5 core values. When you work with us, you 
don't get an individual, you get a dedicated team.

12/ Would I have a dedicated person to contact when 
needed?
¢ƘŜ initial Ǉƻƛƴǘ ƻŦ ŎƻƴǘŀŎǘ ŦƻǊ ŎƭƛŜƴǘǎ ƛƴ ƻǳǊ hƴƎƻƛƴƎ 
!ŘǾƛǎƻǊȅ {ŜǊǾƛŎŜ is ¢ŀǘ ²ƻƴƎΣ ƘƻǿŜǾŜǊ ȅƻǳǊ ǇǊƛƳŀǊȅ 
CƛƴŀƴŎƛŀƭ tƭŀƴƴŜǊ ǿƻǳƭŘ ōŜ 5ŀǾƛŘ {ƴŜƭƭƛƴƎ.

13/ What are your plans for the business over the next xx 
years?
hǳǊ company ǊŜŎŜƴǘƭȅ ǊŜŎŜƛǾŜŘ ŦǳƴŘƛƴƎ ŦǊƻƳ ǘǿƻ ǇǊƛǾŀǘŜ 
ƛƴǾŜǎǘƻǊǎ ǿƘƻ ŀǊŜ ōƛƎ ǎǳǇǇƻǊǘŜǊǎ ƻŦ ƻǳǊ ōǳǎƛƴŜǎǎΣ ƻƴŜ ƻŦ 
ǿƘƻ ǿŀǎ ŀƭǊŜŀŘȅ ŀ ŎƭƛŜƴǘΣ ǘƘŜ ƻǘƘŜǊ ǿƘƻ Ƙŀǎ ǎƛƴŎŜ ōŜŎƻƳŜ 
ŀ ŎƭƛŜƴǘΦ ¢Ƙŀǘ ŦǳƴŘƛƴƎ ǿƛƭƭ ōŜ ǳǎŜŘ ǘƻ ŎƻƴǎŜǊǾŀǘƛǾŜƭȅ ƎǊƻǿ 
ǘƘŜ ǘƻǘŀƭ ƴǳƳōŜǊ ƻŦ ŎƭƛŜƴǘǎ ƛƴ ƻǳǊ hƴƎƻƛƴƎ !ŘǾƛǎƻǊȅ {ŜǊǾƛŎŜ 
ǘƻ ŀǊƻǳƴŘ мрл ŎƭƛŜƴǘǎΦ ¢Ƙƛǎ ǿƛƭƭ ƛƴǾƻƭǾŜ ƘƛǊƛƴƎ ōŜǘǿŜŜƴ пπс 
additional ŜƳǇƭƻȅŜŜǎ ǿƘƻ ǿƛƭƭ ƭƛƪŜƭȅ ōŜ ǎǇǊŜŀŘ ōŜǘǿŜŜƴ 
ƻǳǊ ¦Y ŀƴŘ IƻƴƎ YƻƴƎ ƻǇŜǊŀǘƛƻƴǎΦ !ǘ ǇǊŜǎŜƴǘ ǘƘŜǊŜ ŀǊŜ ƴƻ 
Ǉƭŀƴǎ ǘƻ ǎŎŀƭŜ ōŜȅƻƴŘ ǘƘŀǘ Ǉƻƛƴǘ ŀǎ ǿŜ ǿƛǎƘ ǘƻ ƪŜŜǇ ǘƘƛǎ ŀ 
ǎƳŀƭƭ ŀƴŘ ƘƛƎƘƭȅ ǇŜǊǎƻƴŀƭ ƻŦŦŜǊƛƴƎ ŦƻǊ ǘƘŜ ŎƭƛŜƴǘǎ that ǿŜ 
ŎƘƻƻǎŜ ǘƻ ǿƻǊƪ ǿƛǘƘΦ !ǎ ǘƘŜ ƻǿƴŜǊ ƻŦ ǘƘŜ ōǳǎƛƴŜǎǎΣ 5ŀǾƛŘ 
{ƴŜƭƭƛƴƎ ǿƻǳƭŘ ƭƛƪŜ ǘƻ ŎƻƴǘƛƴǳŜ ǘƻ ōŜ ƛƴǾƻƭǾŜŘ ƛƴ ǘƘŜ 
ōǳǎƛƴŜǎǎ ŦƻǊ ǘƘŜ ƴŜȄǘ ол ȅŜŀǊǎ όƛƴǘƻ Ƙƛǎ early тлϥǎΗύ ŀƴŘ 
ŀƭǊŜŀŘȅ Ƙŀǎ ŀ ǎǳŎŎŜǎǎƛƻƴ Ǉƭŀƴ ƛƴ ǇƭŀŎŜ ŦƻǊ ȅƻǳƴƎŜǊ ǘŜŀƳ 
ƳŜƳōŜǊǎ ǘƻ ǘŀƪŜ ƻǾŜǊΣ ǿƘƛŎƘ ǿƛƭƭ ǇǊƻǾƛŘŜ Ŏƻƴǘƛƴǳƛǘȅ ŦƻǊ 
ŎƭƛŜƴǘǎ ŦƻǊ ǘƘŜ ƴŜȄǘ рл ȅŜŀǊǎ ŀǘ ƭŜŀǎǘΦ

14/ Who owns the company?
5ŀǾƛŘ {ƴŜƭƭƛƴƎ ƛǎ ƳŀƧƻǊƛǘȅ ǎƘŀǊŜƘƻƭŘŜǊ ƻŦ ǘƘŜ ōǳǎƛƴŜǎǎ ǿƛǘƘ 
стΦр҈ ƻŦ ǘƘŜ ƻǊŘƛƴŀǊȅ ǎƘŀǊŜǎΦ hǘƘŜǊ ǎƳŀƭƭŜǊ ǎƘŀǊŜƘƻƭŘŜǊǎ 
ƛƴŎƭǳŘŜ ¢ŀǘ ²ƻƴƎ όhǇŜǊŀǘƛƻƴǎ 5ƛǊŜŎǘƻǊύ ŀƴŘ ǘǿƻ ǇǊƛǾŀǘŜ 
ƛƴǾŜǎǘƻǊǎ π !ƴŘǊŜǿ wǳǎǎŜƭƭ όŀƎŜŘ роύ ŀƴŘ !ƴǘƘƻƴȅ YƛǊƪπ
5ǳƴŎŀƴ όŀƎŜ тлύ ǿƘƻ ŀǊŜ ŀƭǎƻ bƻƴπ9ȄŜŎǳǘƛǾŜ 5ƛǊŜŎǘƻǊǎ

15/ How many clients do you work with at present? 

²Ŝ ƘŀǾŜ ŀ ǘƻǘŀƭ ƻŦ оф ŎƭƛŜƴǘǎ ƛƴ hǳǊ hƴƎƻƛƴƎ !ŘǾƛǎƻǊȅ 
{ŜǊǾƛŎŜ ŀǘ ǇǊŜǎŜƴǘΦ 5ŀǾƛŘ {ƴŜƭƭƛƴƎ Ƙŀǎ ŎŀǇŀŎƛǘȅ ǘƻ ǘŀƪŜ ƻƴ ŀ 
ŦǳǊǘƘŜǊ нм ŎƭƛŜƴǘǎ ahead of ǿƘƛŎƘ ǿŜ ǿƛƭƭ ƘƛǊŜ ŀŘŘƛǘƛƻƴŀƭ 
ŀŘƳƛƴƛǎǘǊŀǘƛƻƴκǎǳǇǇƻǊǘ ǎǘŀŦŦ ǘƻ ƛƴŎǊŜŀǎŜ ƻǳǊ ŎŀǇŀŎƛǘȅ ǘƻ 
ƎǊƻǿ ƻǳǊ ŎƭƛŜƴǘ ōŀǎŜ ǘƻ мрлΦ    
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мсκ ²Ƙŀǘ ƛǎ ǘƘŜ ōŜǎǘ ǘƘƛƴƎ ǘƘŀǘ ȅƻǳ ƘŀǾŜ ŜǾŜǊ ŘƻƴŜκŀŎƘƛŜǾŜŘ 
ŦƻǊ ƻƴŜ ƻŦ ȅƻǳǊ ŎƭƛŜƴǘǎΚ

David Snelling: "What I gain Ƴƻǎǘ Ƨƻȅ and professional 
satisfaction ŦǊƻƳ ƛǎ ƘŜƭǇƛƴƎ our ŎƭƛŜƴǘǎ by ƎƛǾƛƴƎ ǘƘŜƳ ŎƭŀǊƛǘȅ όǿƛǘƘ 
ǿƘŀǘ ǘƘŜȅ ǿŀƴǘ ǘƻ ŀŎƘƛŜǾŜ ŦƛƴŀƴŎƛŀƭƭȅ ƛƴ ƭƛŦŜύΣ ŎƻƴŦƛŘŜƴŎŜ όǿƛǘƘ 
ƳŀƪƛƴƎ ŦƛƴŀƴŎƛŀƭ ŘŜŎƛǎƛƻƴǎύ ŀƴŘ ŎƻƴǘŜƴǘƳŜƴǘ όǘƘŜ ǇŜŀŎŜ ƻŦ ƳƛƴŘ 
ǘƘŀǘ ŎƻƳŜǎ ǿƛǘƘ ƪƴƻǿƛƴƎ ŜǾŜǊȅǘƘƛƴƎ ƛǎ ƎƻƛƴƎ ǘƻ ōŜ ƻƪŀȅύΦ I 
remember oƴŜ ǇŀǊǘƛŎǳƭŀǊ ŎƭƛŜƴǘ ǘƻƭŘ ƳŜ ƘŜ ǿŀǎ planning ǘƻ ǿƻǊƪ 
ǳƴǘƛƭ ŀƎŜ срΣ the reason he told me being ϦǘƘŀǘϥǎ ǿƘŜƴ L ǿƛƭƭ 
ƳŀȄƛƳƛǎŜ Ƴȅ ǿƻǊƪϥǎ ǇŜƴǎƛƻƴ ōŜƴŜŦƛǘǎϦΦ ¢ƘǊƻǳƎƘ ƻǳǊ ŦƛƴŀƴŎƛŀƭ 
ǇƭŀƴƴƛƴƎ ǇǊƻŎŜǎǎΣ L ƘŜƭǇŜŘ ƘƛƳ ǳƴŘŜǊǎǘŀƴŘ Ƙƻǿ ƳǳŎƘ ƳƻƴŜȅ for 
him ƛǎ ϦŜƴƻǳƎƘϦΦ ²Ŝ ŦƛƎǳǊŜŘ ƻǳǘ ǘƘŀǘ ƘŜ ŘƛŘ ƴƻǘ ƴŜŜŘ ǘƻ ǿƻǊƪ ƛƴ 
ƘƛƎƘƭȅ ǎǘǊŜǎǎŦǳƭ Ƨƻō ŀƴȅ ƭƻƴƎŜǊ, especially until age 65 π ƘŜ ŀƭǊŜŀŘȅ 
ƘŀŘ ǿŀȅ ƳƻǊŜ ǘƘŀƴ ϦŜƴƻǳƎƘϦΦ IŜ Ƙŀǎ ǎƛƴŎŜ ǊŜǘƛǊŜŘ ŀƴŘ ƴƻǿ ƭƛǾŜǎ 
Ƙƛǎ ŘǊŜŀƳ ƭƛŦŜ with his family, ƛƴ ŀ ǇǊƻǇŜǊǘȅ ǿƛǘƘ ǎǇŀŎŜ όǳƴƭƛƪŜ Ƙƛǎ 
ƻƭŘ IƻƴƎ YƻƴƎ ŀǇŀǊǘƳŜƴǘύ ƛƴ !ǳǎǘǊŀƭƛŀ ŀƴŘ ƛǎ рс ȅŜŀǊǎ ƻƭŘΦ [ƛŦŜ 
ƛǎƴϥǘ ŀ ǊŜƘŜŀǊǎŀƭ and he has bought himself 10 years more fun.

мтκ /ŀƴ ȅƻǳ Ǉǳǘ ƳŜ ƛƴ ǘƻǳŎƘ ǿƛǘƘ ŀ ŎƻǳǇƭŜ ƻŦ ȅƻǳǊ  ŎƭƛŜƴǘǎ ǘƻ 
ƘŀǾŜ ŀ ŎƘŀǘ ǿƛǘƘΚ

¸ŜǎΦ 

муκ Iƻǿ ƭƻƴƎ ǿƛƭƭ ƛǘ ǘŀƪŜ ǘƻ ǊŜŎŜƛǾŜ ŀŘǾƛŎŜΚ

The actual time involved varies depending upon complexity. 
Without any delays we can advise on a financial plan and get 
that implemented in around 6 weeks. However, with time 
needed for decision making and personal schedules involved , 
the process can often, and more realistically take more like 3-4 
months.

мфκ ²ƛƭƭ L ƘŀǾŜ ƳƻōƛƭŜ ŀŎŎŜǎǎ ǘƻ ŀƭƭ ǘƘŜ ŦƛƭŜǎ ŀƴŘ ŦƛƴŀƴŎƛŀƭ ƛƴŦƻΚ
Yes, the investment platforms we have all have online 
access and some provide apps. In addition, we have a client 
portal where we (both you and us) can share and store 
documents securely. 




