
Industry Good Practices:  

The Basic Financial 

Planning Guide (Guide)



Training of Financial Advisory (FA) Representatives

Illustrations

1.1a Covering the financial planning needs of all 6 archetypes, and highlighting 

differences amongst archetypes.

1.1b Including Government schemes relevant to the FA firm’s product offerings 

(e.g. Dependent Protection Scheme for mortality protection, MediShield Life for 

large healthcare bills, CareShield Life for long term care in case of severe 

disabilities, CPF Life for retirement planning).

1.1c Explaining options and resources for legacy planning

Good Practice 1 – Establishing comprehensive training materials

1.1 Developing training materials which cover all the information in the Guide, with 

additional details to empower FA representatives to conduct in-depth discussions 

with clients on the Guide’s rules of thumb and actionable steps. 

Equipping FA representatives with an understanding of the Guide, enabling 

them to explain key financial planning needs and the related rules of 

thumb in every client interaction. 
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Training of FA Representatives

Equipping FA representatives with an understanding of the Guide, enabling 

them to explain key financial planning needs and the related rules of 

thumb in every client interaction. 

Good Practice 2 – Utilizing effective ways to build knowledge on the Guide

2.1 Using interactive techniques (e.g. role-playing, real life case studies) to prepare 

FA representatives to incorporate the Guide into their conversations with clients.

Illustrations

3.2a Incorporating quizzes

• Multiple-choice Questions 

• Scenario-based questions 

• Open-ended questions to assess application of 

knowledge 

3.2b Setting minimum passing score 

• e.g. 80% of correct answers

3.2c Covering all content in the guide, including 

different government schemes

• Rules of thumb

• Simple product options highlighted by Guide 

(such as term insurance plans and T-bills) 

• Different government schemes

Good Practice 3 – Emphasizing the Guide through targeted training strategies

3.1 Incorporating the Guide into ongoing mandatory training programmes to 

ensure FA representatives continuously refresh and deepen their knowledge and 

understanding.

3.2 Assessing FA representatives’ understanding and ability to incorporate the 

Guide in their conversations with clients after training is conducted to drive home 

key learning points from the training materials/sessions.

Illustration

Incorporating interactive techniques in the 

training of FA representatives, such as role-

playing to simulate how the guide would be 

incorporated in financial planning 

conversations with customers at different life 

stages. 
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Integrating the Guide into Advisory Process

Helping clients understand and visualize their financial planning gaps 

vis-à-vis the rules of thumb in the Guide.

Good Practice 4 – Sharing the Guide at the start of the financial planning journey

4.1 Infusing the Guide into the start of the advisory process to help clients 

understand basic financial planning components and benchmarks, for a 

meaningful and holistic conversation

Illustration

Prompting FA representatives to go 

through the contents of the Guide 

with clients at the start of the financial 

planning journey.

Good Practice 5 – Infusing the Guide at targeted decision points of the financial 

planning journey

5.1 Using triggers and prompts at targeted points of the financial planning journey 

to educate clients on:

a. the Guide’s rules of thumb;

b. simple product options; and 

c. existing government schemes,

and factoring these considerations into the client’s financial plan. 

Illustration

Highlighting the Guide’s rules of thumb, along with 

useful information on simple product options and 

existing government schemes at targeted junctures 

of the financial planning process. This allows 

representatives to consider these information when 

drafting the client’s financial plan. 
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Good Practice 6 – Incorporating the Guide into financial needs calculators

6.1 Having calculators that automatically populate clients’ financial planning gaps 

and FA representatives’ recommendations against the Guide’s rules of thumb. This 

helps clients identify financial planning gaps quickly and understand how their FA 

representatives’ recommendations help to meet their financial goals.

Integrating the Guide into Advisory Process

Helping clients understand and visualize their financial planning gaps 

vis-à-vis the rules of thumb in the Guide.

Illustration

Using client’s information obtained during the fact-find process to automatically 

calculate and compare the client’s current financial situation with the rules of 

thumb provided in the Guide, including how much of a client’s take-home pay 

is/will be allocated to his/her different financial needs.

InvestmentsEmergency Savings

Good Practice 7 – Facilitating clients’ legacy planning

7.1 Supporting clients through the legacy planning process by incorporating it as 

part of their holistic financial planning journey with the FA representative and firm.

Illustration

Bringing together expert resources (e.g. 

medical professionals), trained FA 

representatives and clients to facilitate the 

legacy planning process. 

Protection
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