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They are established, self-sufficient. Older and wiser, settled 
into career and family, women in their 40s have it all. But at 
the same time, they also have concerns – over retirement 
plans, healthcare needs, and family commitments. While we 
previously looked at the financial profiles of women in their 
20s and 30s, we move on now to the women in their 40s. 
Taking a peek into their financial profiles, we ask them 5 
questions raised by Anne Tay, vice-president, Group Wealth 
Management, OCBC Bank. Anne then gives some suggestions 
on how they can better manage their finances. 

Women 
& Their 
Money
The 40-somethings

Anne Tay,

The 5 questions you should ask yourself:

Do you make it a point to save each month and 
how much do you save?

Do you know how much you spend each 
month and do you keep a list of your 
expenditure?

Are you up to date on your monthly payments 
and are you aware of how much you need to 
pay each month for mortgage, credit card debt, 
car loan and any other loans?

What financial products have you purchased 
and who prompted you to buy them?

What is your biggest financial worry and what 
are your financial goals?

Vice-President Group Wealth Management, 
OCBC Bank
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 Anne advises:
Mei Hui, it’s great that you are aware of your expenditure and that 
you keep your debt servicing ratio below 35 per cent. 

The next step is reclassifying expenses into different categories 
as this will form the basis of identifying what non-essential expenses 
to cut down in order to increase your savings. Saving only 5 per cent 
of your salary is low, especially at your life stage. Do aim to save at 
least 10 per cent of your salary and grow this as you progress in 
your life journey. The need to start building your retirement funds 
becomes critical given the longer life expectancy of women.

As you would have already started planning for your children’s 
education, it’s good to re-evaluate the education plans you have set 
aside for them and see if there is a need to make higher provisions. 

As you have quite a number of financial goals you need to work 
on, you will need to start setting goals and time frames for each and 
start building wealth to meet them. It is going to be challenging 
and the need to cut down on unnecessary expenses may become 
critical. Go for it!

Debt Servicing Ratio = Total debt payments/Take home pay  
(Gross income – 20% employee CPF contribution –  

Personal income taxes)

Ms Lim Mei Hui, 45, Manager, Married with  

three teenage children

Income Double income

Salary Over S$4,000 a month

Saving Sets aside about 5 per cent of her salary

Spending Keeps track of what she spends, tracks spending by 
making a list and tracks big expenses via credit card bills

Debt management Spends about 30 per cent on fixed expenses 
like credit cards and mortgages. 

Investment habits Savings, Insurance, Fixed Deposits and Unit 
Trust

Biggest financial worries House and kids’ education

Financial goals Paying off her mortgage and providing for her 
children’s education; paying for the house in full
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Helen Teo, 40, Manager, Married with  

two children in primary school

Income Double income

Salary Over S$4,000 a month

Saving Saves as much as she can each month

Spending Keeps track of spending by making a list

Debt management Spends about S$1,700 per month servicing 
mortgage, car loan and credit card bills

Investment habits Savings, Fixed deposits, Unit Trusts, Insurance, 
Shares

Biggest financial worries Medical costs

Financial goals To curb expenditure on indulgences; to save 
enough for retirement

 Anne advises:
Helen, it’s great that you’ve started saving each month but do 
target saving at least 10 per cent of your salary. While your debt 
servicing ratio is 51 per cent, this ratio may be lower after taking 
your spouse’s salary into consideration. If the ratio is still higher than 
the recommended ratio of 35 per cent, do plan to reduce it to less 
than 35 percent. It’s also wise to keep your debt servicing ratio low 
at less than 35 per cent.

You’ve done well to diversify your investment. You should 
ensure that the percentage allocated to each asset class is on track 
to meet your longer-term financial goals and is aligned with your 
risk appetite.

Since your children are still in primary school, you may want to 
revisit your insurance needs to identify any gaps in your insurance 
protection. 

With rising medical costs, you may also want to look at 
insurance in the area of protection against critical illness and other 
associated costs. Since you are still insurable, you may want to top-
up your medical cover. Start going back to the basics and reduce 
your expenditure, so as to increase your savings.  

Get protected to the max
With all the uncertainties in life, it’s a relief to know that you can get the assurance 
of a comprehensive coverage plan like MaxLife Protector.

Unlike most policies, MaxLife Protector frees you to enjoy the security 
of lifetime benefits with a short premium payment term of just 15 years. It is 
the perfect plan for the smart woman at her various lifestages. The basic plan, 
MaxLife 15 protects you against death or total and permanent disability (TPD)1 
and there is even the option of two riders to put your mind at ease. The MaxLife 
Care (Man/Lady) accelerator rider gives additional protection against critical 
illnesses2, Carcinoma-in-situ and Early Stage Cancer3. And in preparation for 
retirement, a second rider, MaxLife Rewards, provides you with a guaranteed 
stream of income for life starting from the 15th policy anniversary. With MaxLife 
Protector, you can be assured that you and your family’s financial needs are 
well taken care of. 

Notes
Coverage for TPD ceases upon the policy anniversary on which the life 1.	
assured’s age nearest birthday is 66 years old.
Please refer to the policy contract for the precise definitions of critical illnesses.2.	
Coverage for Carcinoma-in-situ and Early Stage Cancer Benefit ceases upon 3.	
the policy anniversary on which the life assured’s age nearest birthday is 66 
years old. The Carcinoma-in-situ and Early Stage Cancer benefit is limited 
to one claim per lifetime. Please refer to the policy contract for the precise 
definitions of Carcinoma-in-situ and Early Stage Cancer.

Just for Ladies!
FREE 6-month ELLE magazine subscription* when 
you sign up for MaxLife Protector now. Come 
talk to us at any OCBC branch, call 1800-438 
6088 or log onto www.ocbc.com/wealth today. 

*Promotion is valid for Maxlife Protector policy purchased between 5 January 2009 to 31 March 
2009 and inforced by 30 April 2009 or while stocks last. This promotion is only applicable for 
Female Proposer and is applicable on a per  approved policy basis. OCBC Bank shall not be 
responsible for the quality, merchantability or the fitness for any purpose or any other aspect of 
any gift. Notwithstanding anything herein, OCBC Bank shall not at any time be responsible or 
held liable for any defect or malfunction in any gift, and/or for any loss, injury, damage or harm 
suffered or incurred by or in connection with the use of any gift by any person. OCBC Bank 
reserves the right to waive/vary/amend any of these terms and conditions without prior notice. 
The decision of OCBC Bank on all matters relating to this promotion shall be final and binding. 
Terms and conditions apply.

Important Notice
The plans under MaxLife Protector are underwritten by Overseas Assurance Corporation Ltd, a wholly-owned subsidiary of Great Eastern Holdings Ltd and a member of the OCBC Group, and are not deposits or obligations of, or guaranteed by 
OCBC Bank. Terms and conditions apply. Max is a registered trademark of The Overseas Assurance Corporation Limited. 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 may be less than the total premiums paid. It is usually detrimental to replace an existing accident and health policy with a new one. A penalty may be imposed for early policy termination and the new policy may cost more 
or have less benefits at the same cost. You may wish to seek advice from a financial advisor before making a commitment to purchase a life policy. In the event that you choose not to seek advise from a financial advisor, you should consider whether 
the life policy in question is suitable for you. This material is for general information only. It is not a contract of insurance. It does not constitute an offer to buy an insurance product or service. It is also not intended to provide any insurance or financial 
advice. The specific terms and conditions of the plan are set out in the policy documents. A person interested in the insurance policies should read the product summary and benefit illustration (available from OCBC Bank) before deciding whether to 
buy this product. No representation or warranty whatsoever (including without limitation any representation or warranty as to accuracy, usefulness, adequacy, timeliness or completeness) in respect of any information (including without limitation any 
statement, figures, opinion, view or estimate) provided herein is given by OCBC Bank and it should not be relied upon as such. OCBC Bank does not undertake an obligation to update the information or to correct any inaccuracy that may become 
apparent at a later time. All information presented is subject to change without notice. OCBC Bank shall not be responsible or liable for any loss or damage whatsoever arising directly or indirectly howsoever in connection with or as result of any 
person acting on any information provided herein. OCBC Bank, its related companies, their respective directors and/or employees (collectively ‘Related Persons’) may have positions in, and may affect transactions in the products mentioned herein. 
OCBC Bank may have alliances with the product providers, for which OCBC Bank may receive a fee. Product providers may also be Related Persons, who may be receiving fees from investors. OCBC Bank and the Related Persons may also perform 
or seek to perform broking and other financial services for the product providers. This publication may be translated into the Chinese language. In the event of any ambiguity, discrepancy or omission between the English and Chinese versions, the 
English version shall apply and prevail.

Ms Agnes Tan, 48, Counsellor, Single

Income Single income

Salary Over S$4,000 a month

Saving Saves by default

Spending Keeps track of what she spends

Debt management Spends about 20 per cent of her income on 

credit cards, car and housing loans

Investment habits Insurance

Biggest financial worries Would love to have more money to 

give more to help others

Financial goals To increase savings; to complete payment for 

housing loan

 Anne advises:
As a single professional, Agnes should set aside disciplined savings to 
meet her longer term financial goals. She may want to identify the 
purpose of such savings for example for retirement, savings to pay 
off housing loans and insurance so as to stay more focused when it 
comes to managing her investment portfolio. While she has insurance 
policies, she should also consider other investment products such 
as shares, bonds and unit trusts. Equities are still a good long term 
investment when it comes to wealth enhancement. But invest only if 
you can take risk and always diversify your portfolio.
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