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Editor’s Note
Dear MFPC members!
First of all, I would like to congratulate
the 350 individuals who were conferred
the RFP and Shariah RFP designations at
MFPC’s 6th National Forum, Graduation
Ceremony and Luncheon. I would
also like to express my gratitude to the
National Council for conferring upon me the Fellow
Member of Malaysian Financial Planning Council (MFPC)
designation.
In this issue, we are very delighted and fortunate to have
an exclusive interview with Dr Raymond Madden, Chief
Executive Officer (CEO) Asian Institute of Finance (AIF).
In this interview, Dr Raymond Madden shares his thoughts
on developing human capital across the financial
services industry in Asia.
The centre spread of this issue features MFPC events
such as the 6th National Forum, Graduation Ceremony
and Luncheon, the 2nd Conference on Islamic Wealth
Management and the Annual General Meeting.
In addition, we would like to congratulate Md Adnan Md
Zain for once again being elected President of MFPC.
In a Moment with MFPC President, he talks about his
perception of the 11th Malaysia Plan, economic growth
and the new term.
We hope you gain valuable information from this issue
and continue to thrive.
As usual, we welcome your feedback to help us improve.
Enjoy this issue.
Editor-in-Chief
Low Kai Foo
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eveloping Human Capital and
Managing Talent Across the
Financial Services Industry in Asia

Dr Raymond Madden,
CEO, Asian Institute of Finance

The Asian Institute of Finance (AIF) is a joint initiative by Bank Negara
Malaysia and Securities Commission Malaysia to enhance human capital
development in the financial services industry across Asia. Could you share
with us AIF’s role in developing human capital development, particularly
in Malaysia?
AIF was jointly established by Bank Negara Malaysia
and Securities Commission Malaysia in 2009. Our
vision is to be recognised as a global leader in human
capital development across the financial services
industry in Asia. AIF has spearheaded a number of
initiatives with the aim of elevating the human capital
and talent management agenda of the financial
services industry through three core areas – research
and thought leadership; professional standards; and
capacity building.

In addition to our thought leadership and applied
industry focused research in human capital
development and talent management, we also focus
on related issues and challenges in financial services
industries, including professionalism and ethics, green
financing, microfinance and financial inclusion to
name a few. Recently, we published a number of
topical case studies and research reports including
“Gen Y in the Workplace” and “Talent Gaps and Skills
Gaps in the Financial Services Industry in Malaysia”.

With our aim of being recognised as a global leader
in human capital development, AIF is committed
to producing high quality applied research and
thought leadership in human capital development
and talent management. We also work in partnership
with the financial services industry to enhance the
development, implementation and advocacy of
professional standards and ethics, and to develop
and monitor capacity building initiatives that
drive efficiency, effectiveness and the structural
development of the industry.

AIF works closely with our affiliate institutes, namely
the Asian Institute of Chartered Bankers and the Asian
Banking School, the Islamic Banking and Finance
Institute Malaysia, The Malaysian Insurance Institute
and the Securities Industry Development Corporation,
across all our thought leadership initiatives.

Our role as secretariat for the Financial Services
Professional Board (FSPB) and the Financial Services
Talent Council (FSTC) is testament to the importance
of the work we are doing in these areas and our
capacity building initiatives are helping transform both
the Islamic finance and insurance markets. We have
been recognised as thought leaders by the financial
services industry on a number of occasions including
the best Islamic finance case study - Dare to Lead: The
Transformation of Bank Islam Malaysia.
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Dr Ra ymon d Ma d d en
C E O , A s i a n In st i t u t e of F i n a n ce

What are your views regarding the importance of human capital, especially
for the financial services industry?
Human capital development is vital to both the
performance of individual organisations and to the
overall economic growth of Malaysia. We live in a highly
competitive and fast-changing interconnected market
and in order to prosper in this environment, organisations
require talent to deliver sustainable growth. The success
of the financial services sector depends on having the
right talent in the right place at the right time. There is
competition for talent both between industry players and
countries across ASEAN and organisations need to develop
distinctive and robust human capital development and
talent management strategies.
Our recently released research on talent and skills
shortages in the financial services industry in Malaysia
highlights the direct link between talent management
and business performance with over half (55%) of
employers surveyed saying that talent shortages would
hinder organisational growth over the next three years.
About 20% of them said they expect open positions in their
organisation will be harder or very difficult to fill, which is a
significant increase from previous years. Our findings show
that talent shortages are creating a considerable impact
on businesses in several key areas, including productivity.
This shortage is likely to continue over the next 5 years as
the industry becomes more competitive and products
become more complex. Failure to act now to develop a
strategic approach to close the talent gap could result

in loss of competitiveness and productivity over the
medium and long term. As Malaysia aspires to become
a high-income nation by 2020 with the financial
services industry as the engine of economic growth,
a more systematic approach is needed to ensure a
pool of qualified and competent talents are available
to meet current and future growth needs. Working
closely with the FSTC and Bank Negara Malaysia, AIF
will be leading several industry-wide initiatives that
will address talent issues and challenges facing the
industry.
Overall, the financial services industry in Malaysia
needs to look at strengthening the existing workforce
both through identifying and managing talent at all
levels across businesses and being able to attract
talent from outside our industry into financial services
– from leadership levels through to entry level. Bridging
the talent gap in our industry will require a greater
focus on human capital development. As human
capital becomes increasingly important in determining
business success, so will investing in and developing
that talent. We need to ensure that human capital
development moves to the top of our business agenda
across the financial services industry. Furthermore,
human capital development and talent management
needs to move to the core of our business strategies
and remain there to ensure the sustainability of the
financial services industry in Malaysia and across Asia.

The newly-released AIF research on talent and skills shortages highlights
that 76% of employers in the financial services industry in Malaysia are
experiencing talent shortages. What could be the initiating cause of talent
shortages in the financial services industry?
AIF’s “Talent Gaps in the Financial Services Industry in
Malaysia” and the “Skills Gaps in the Financial Services
Industry in Malaysia” reports present the results of surveys
conducted in participation with over 3,200 finance
professionals across banking, capital markets, Islamic
finance and insurance in Malaysia. Our research identified
several contributing factors cited by employers as the
root cause of talent shortages they are facing - lack
of succession planning and a developed leadership
pipeline, lack of competent and skilled employees, lack
of experienced candidates and inadequately qualified at
the entry level.
Given that some 68% of employers surveyed identified
succession planning as the primary reason for talent
shortages, this raises serious questions on the long-term
sustainability of financial institutions. At a time when the
industry needs transformational leadership to meet critical
challenges emanating from many fronts, the financial
industry is facing succession constraints.

4

| Malaysian Financial Planning Council (MFPC) / financial 1st

59% of employers highlighted that the lack of
competent and skilled employees has resulted
in talent shortages especially amongst specialists
and senior managers. The shortage of qualified
talent is acute in the area of risk management and
compliance, product development and asset/wealth
management. Talent gaps in these functional areas
reflect the dynamic changes that the financial services
industry is undergoing from both a regulatory and
business perspective. Hence, part of the reason the
financial services industry continues to face a shortage
of talent is that jobs have changed significantly due
to the increasing complexity of banking and greater
focus on risk and compliance post the global financial
crises which have resulted in a different set of skill
requirements.

increasing competition for talent between employers. In
terms of the latter, as competition for talent has intensified
in recent years, many HR executives acknowledge that
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they are recruiting skilled talent away from their
competitors despite the financial penalties imposed
on staff poaching.

What are the initiatives that can be taken to bridge the gap and to increase
the development of human capital in the financial services industry?
Organisations are employing a range of strategies to
overcome talent shortages with the most common
being promoting talent internally and providing training
and development opportunities for upskilling. Alongside
developing internal talent, many organisations are also
seeing the benefits of succession planning in identifying
long-term talent needs to support business growth.
Organisations should view talent gaps as a strategic issue,
affecting business growth and shareholder value, and
not just a problem for HR to fix. From our research at AIF,
we recommend a number of strategic responses and
approaches to address this issue.
Firstly, HR must recognise their changing role in addressing
talent gaps, focusing on an outside-in approach as
promoted by today’s leading HR practitioners. This
approach, from the HR perspective involves: (i) acute
future orientation where HR relates and addresses strategic
issues involving the competitiveness and performance of
the firm, (ii) flexibility and creativity by being responsive to
the changing business environment and being an agent
for change, and (iii) delivering value through employee
engagement and development, thus enhancing overall
employee commitment and competencies. While
meeting the organisation’s operational needs remains
vital, HR must increasingly consider the perception of
customers towards the employees who serve them. To do
so, HR together with the C-suite must act as a strategic
business partner and leader in talent development.
Our research on Generation Y suggests employees entering
the workforce have clearly demonstrated a preference
for a work-life balance that organisations must respond
to. With money no longer the sole motivation for many
employees, financial institutions should consider offering
flexible working arrangements to capable and qualified
candidates. However, financial institutions are still not fully
engaged with progressive work practices with only 19% of
employers telling us they offer flexible work arrangement.
Our study also found that majority of financial institutions
has yet to fully adopt a coaching culture as a new way of
management. Only about 35% of employers say they offer
coaching or mentoring as one of the strategies to bridge
the talent gap. This strategy is critical if organisations are
to attract and retain Gen Y as 60% of young professionals

we surveyed said they want a boss who can coach
and mentor them rather than being managed in the
traditional way of command and control.
Succession planning has always focused on identifying
high-potential leaders and developing them for senior
management roles. This process should be expanded
to include other key roles including those most difficult
to fill – specialists, risk management and compliance.
Furthermore, organisations are encouraged to
develop leadership programmes that train and coach
employees to take on mid-management roles early
on in their careers. Our research on Skills Gaps in the
Financial Services Industry reveals that leadership
and skills and soft skills have the widest gaps including
strategic thinking, project management, problem
solving, analytical thinking and management. These
are the skills of future leaders but yet are critically
missing amongst finance professionals. It is not sufficient
to have internal succession plans and comprehensive
leadership programmes but there needs to be a
systematic approach to skills deficiencies.
Organisations should also recalibrate from hiring talent
“on-demand” to developing a holistic, long-term
workforce strategy that moves beyond filling talent
gaps one person and one position at a time. While
filling short-term openings are a priority, organisations
must be forward looking and think more holistically and
strategically about how to minimise talent shortages in
the financial services industry in Malaysia. Through the
FSTC set up by BNM and chaired by Tan Sri Amirsham
Abdul Aziz, AIF will be working closely with BNM to
develop an industry-wide strategic plan for bridging
talent gaps.
Employees, themselves, should take ownership of their
own professional development and ensure they are
developing their personal skills and competencies
to reflect changes and developments in the market.
In addition to ensuring they have their own personal
development plan in place with their employer,
employees should consider joining professional bodies
and associations and explore other ways of developing
their knowledge and skills through certification
programmes offered by AIF’s affiliated institutes.

Other significant reasons for talent shortages identified
in our research include a lack of experienced
candidates, inadequately qualified candidates and
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How can training institutions and corporations work together to resolve the
issue?
The financial services industry is currently facing shortages
of quantity of talent (in specific job areas and functions)
and quality of talent. There are many ways for both parties
to come together to close these gaps. The financial
services industry could be well served by collaborating
on how to source and develop resources in order to grow
the overall talent pool with a focus on strengthening the
talent ecosystem and developing a healthy job market
for financial professionals. The Financial Sector Talent
Enrichment Programme (FSTEP) is a prime example of such
industry-level collaboration that aims to nurture a pool of
new talent that meets industry talent demand.
Despite heavy investments in training and development
of the workforce, talent gaps and skills gaps continue to
constrain the industry’s growth, as underscored by the
pronounced shortage of talent at the senior and middle
management level and the perceived substantial gaps
in leadership skills. Therefore, learning and development
programmes should have greater emphasis on nurturing
talent with the much needed leadership and soft skills. The
use of case studies in training programmes as a form of
problem-based learning is an effective way to improve the
learning experience whilst encouraging the use of newly
acquired skills such as problem solving and analytical

thinking – skills that are found to be most deficient
amongst finance professionals. AIF has been instrumental
in the development of case studies with an Asian focus as
a resource to be used in learning. Our Harvard-style case
studies have proven to be a powerful tool in adult learning
as they encourage critical thinking and reflective practice.
We encourage training institutions and organisations
to use our cases in their learning and development
programmes. We also welcome greater collaborations
with organisations to work together in developing real-life
case studies based on their organisations’ success.
There is also a need to improve the alignment between
trainings currently provided with new and changing skills
needs to support the increasing competitiveness of the
financial services industry. Again, training institutions could
collaborate with various organisations within the financial
services industry to refine this alignment. One of our roles
as a think tank is to build the quality of dialogue about
talent development and management in light of the
changing dynamics of the financial services industry. This
includes understanding and creating awareness of the
talent needs of the future so that both training institutions
and organisations are better equipped to meet future
talent needs.

At a time when the financial services industry is facing growing talent shortages
which are posing a very real threat to sustainable business success, AIF hosted
an international symposium themed “Bridging the Talent Gap” in August this
year. Could you share with us the tools and techniques shared during the
symposium?
We were fortunate to have a world class line-up of
international business leaders from across ASEAN and
thought leaders from human resources at our Symposium
and they did not disappoint in sharing ideas and insights
into how to address the issue of talent and skills shortages.
The simple answer is that there is no “one-size fits all”
solution to managing future talent needs and companies
will need to employ a number of tools and techniques
to tackle this issue. One of the messages that did come
out of the AIF’s International Symposium loud and clear
was that organisations need to have a fully developed
talent management strategy that has boardroom buyin. If there is no unifying or common strategy employed
across an organisation, it is unlikely that the company will
be successful in tackling talent shortages.

Another key theme was that organisations need to
recognise that they have their own talent brands and that
these need to be carefully developed and managed if
they are to attract and retain top talent. Finally another
topic of conversation that ran throughout the Symposium
was that of technology and its impact on how work will be
done in the future. Technological innovation has radically
transformed the way we work and if organisations are to
recruit the best talent, from Gens Y and Z in particular,
this needs to be reflected in roles and future talent
management strategies.

The aim of our Symposium was to raise awareness
across the financial services industry of this critical issue
and to encourage dialogue and discussion among
industry stakeholders and HR professionals as to how
we can address talent shortages. We will not solve
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this problem overnight, but we are now clearer on
the steps that the industry must take to address this
issue and certainly we at AIF will be striving to ensure
that these steps are taken and talent management
remains at the top of corporate agendas.

The AIF survey results show that currently half of all Malaysian Hiring
Managers and HR Directors cite the lack of a competent and skilled pool
of candidates as a major reason for the acute shortage of talent they are
experiencing. How is the shortage of talented and skilled professionals
affecting the hiring trend?
As an emerging economy, demand for talent will
continue to put pressure on the talent market. Due
to shortages of specific positions and skills such as risk
management and compliance, asset management,
corporate finance, private banking and Islamic
finance specialists, financial institutions will continue to
resort to poaching. About 31% of employers surveyed
said that they are engaged in this practice to fill
critical jobs especially for managerial positions and
specialised roles.
While poaching staff from competitor organisations is
tempting, it also creates a host of drawbacks. A major

concern is that it may skew the wage curve, unduly
rewarding candidates without necessarily delivering
increases in productivity. While employee turnover is
natural in the job market, employees and employers
alike must bear in mind that in the long-run, salary is a
hollow motivation for career advancement.
As competition to secure talent heats up, organisations
may find that it will take more than just money to lure
suitable candidates. As a result, organisations must
undertake a multi-pronged approach to building their
talent pipeline, focusing on training and upskilling the
existing workforce within the organisation.

As human capital is directly connected to economic growth, how important
is human capital in this regard?
In a service industry like the financial services, human
capital is the cutting edge of competitiveness. And as
the financial services industry is the engine of economic
growth, having the right talent at the right time with
the right skills is crucial for sustainable growth. BNM’s
Financial Sector Blueprint articulated strategies to

further evolve the Malaysian financial sector to support
and drive the next phase of Malaysia’s economic
development. However, talent remains as one of the
leading contributors to growth in accelerating the
shift to a high value-added, technology enabled,
knowledge intensive and innovative industry.

One of these themes identified was the need for HR to
adopt a more strategic role in organisations, aligned to
the business goals and objectives and ultimately customer
needs. If HR adopts this role as a strategic business partner,
then talent management will be afforded the proper
strategic focus it requires and not just become something
managed by HR, almost in isolation to the rest of the
business.
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4th Annual Conference
Association of Financial Advisers
FA The Future
– Spectacular Growth Opportunities –

4th Annual Conference
Association of Financial Advisers
22nd October 2015
Sasana Kijang, Bank Negara

Call or email us – 03-77253007 /
fiona.eng.afa@gmail.com

4th Annual Conference
Association of Financial Advisers
FA The Future
– Spectacular Growth Opportunities –
Registration Form
Date

Name

IC Nos

Company

Contact Nos

Email

Amount
Early bird (on or before 31st July 2015)

RM118

Regular (after 31st July 2015)

RM148

Please Tick

• Cheques must be in Ringgit Malaysia (RM) and to be made payable to “PERSATUAN PENASIHAT
KEWANGAN KUALA LUMPUR”
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A Moment with MFPC President

M d Adn an B in Md Zain

Md A d n a n Bi n Md Za i n

A

Moment with MFPC
President

Md Adnan b Md Zain

G

lobal financial indicators suggest that a bear
market is on the horizon. The Fed has indicated
that for the first time in 9 years, they are due to
increase the interest rate. As you probably know, the
USD has strengthened against a basket of currencies
and this is one of the reasons cited for the devaluation
of the Malaysian Ringgit. Some analysts have already
indicated fear of a possible liquidity crunch in Asia that
will spark a slump in asset prices in Asia, slower growth
and eventually lead to more non performing loans.
It is essential that as financial planners, in the course
of you assisting your clients with short-term deliverables
and milestones to achieve the financial goals in
their lives, you must be able to better comprehend
market
movements
and
advise
your clients

accordingly. Understanding clients’ risk appetite
cannot be confined to a tick-a-box approach but must
be based on mutual trust, and in this regard, spending
the right amount of time with the client is essential to
determine the agenda for their financial well- being.

Malaysia’s Financial Outlook

As we embark on the second half of the year, we are
getting used to the implementation of the Goods and
Services Tax (GST). Although there are many individuals
still confused about the concept of GST, there is no
denying that the GST mechanism will contribute
towards the nation’s growth. It is anticipated not
only to make the tax system more efficient, effective
and transparent but to also help boost tax revenues
and to make exports more competitively priced. It is
expected that, as a result of implementing GST, the
country’s Gross Domestic Product (GDP) will increase
by 0.3% and our exports by 0.5% in 2015 and 2016. The
government coffers are anticipated to increase by
more than RM 5 billion through the implementation of
GST.
Undeniably, according to Bank Negara Malaysia
(BNM) Governor Tan Sri Zeti Aziz, Prime Minister Datuk
Seri Najib Razak’s efforts to implement the tax base
through a 6 per cent goods and services tax (GST)
has pushed up prices at supermarkets, restaurants
and retailers. While the experience in other countries
showed a moderation in consumer spending in the first
year of such a tax, lower oil prices may be a buffer
to an expected easing. The Malaysian economy is
predicted to grow 4.5 - 5.5 per cent this year, down
from an earlier projection of as much as 6 per cent.
The government trimmed expectations as it cut
expenditure amid lower expected revenue from oil.
Time and time again, we have been able to face
the challenges that have come up, and we remain
positive and have faith in our leaders that they will be
able to handle current economic issues and establish
greater economic linkages with other economies in
the years ahead.
Subsequently, in the most recent 11th Malaysian
Plan, the 11th of a five-year plans for the economy
issued by each consecutive administration, particular
emphasis is placed on inclusive growth, which includes
narrowing the infrastructure gap between urban
and rural Malaysians, and lifting the bottom 40% of
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Malaysians. Economic highlights of the latest plan
include comprehensive infrastructure and human
capital investments. The plan also reaffirms the
government’s commitment to fiscal consolidation as it
aims to decrease public debt from the current level of
54.5% of GDP to 45.0% by 2020.
At the same time, various measures have been taken
by the authorities to help ease the expenditure on the
part of the rakyat. For instance, Bank Negara Malaysia
(BNM) has instructed all financial institutions in the
country to ensure that basic banking services are kept
free of charge.

11th MFPC Annual General Meeting
and Elections

I am honoured to once again be elected as the
President of Malaysian Financial Planning Council
(MFPC) for a 2nd term during the 11th MFPC Annual
General Meeting held in Bukit Kiara Equestrian &
Country Resort.
Moving forward, we acknowledge that there are still
miles to go for MFPC but I’m confident that we will
continue to set benchmarks for the industry. We remain
focused on our vision to be the premier umbrella body
representing Financial Planning Professionals and
Financial Services Providers.
Accordingly, we must focus our attention and steer our
efforts toward accomplishment of our core objectives,
and constantly be reminded and guided by MFPC’s
values and founding ethos which centre mainly on
making Financial Planning education viable to the
masses. The Securities Commission Malaysia is in the
midst of engaging all industry players to work together
on a three-year joint action plan. MFPC looks forward
to this opportunity to work with the regulator and other
players in order to combine our efforts and strengths to
do all that is possible for the industry.
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designed our programmes to be aimed at building
a sustainable talent pool for the industry as well as
enhancing literacy for a more extensive adoption of
financial planning amongst the general public.
To continue with our tradition of organising a forum in
conjunction with the graduation ceremony, we held
a forum on Malaysian Economic Watch & Financial
Planning. You can find the full report of this event in
this issue, and more pictures of the event have been
posted on MFPC’s Facebook page. As for me, what
struck me the most at the ceremony was the speech
by our Guest of Honor at the graduation ceremony,
Y.Bhg. Prof. Dato Syed Othman Alhabshi. Speaking
from the heart, he shared experiences of integrity that
would make a financial planner stand out from the
flock in the crowd.

BEST WISHES AND RAMADHAN AL
MUBARAK

Let me conclude with words of wisdom. A mantra of
money management by Thomas Jefferson is “Never
spend Money before you earn it.” This would be
essentially important for those who find it difficult to
curb spending plastic cash. In this regard, whenever
offers seem too good to resist, always stick to a budget
that has been planned. As we know, festive seasons
are periods when most people tend to overspend, only
to realize the consequences after the celebration.
Lastly, I would like to take this opportunity to wish our
Muslim members a blessed Ramadhan and Selamat
Hari Raya Aidilfitri and Maaf Zahir Batin.
Happy holidays to all.

6th MFPC National
Forum, Graduation
Ceremony &
Luncheon
In
May
2015,
we
witnessed 350
individuals being
conferred the titles of
Registered Financial
Planner (RFP) and
Shariah RFP. In line
with the theme for
this year’s graduation
cer emony “Bui l d i ng
a Legacy of Financial
Empowerment”, we
have consciously
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Understanding Consumer
Behaviour

A ssoc. Prof. D r Mohamad Fazli S abri

Sha r ia h R FP ( M F PC), B .S., MS (UPM),
P h D ( Io wa Sta te Uni versi t y),
H ea d, D ep a r tment of Resource Manag em e n t
C onsu mer Stu di es, Facul t y of Human
E co lo gy , U niversi t i Put ra Mal aysi a

Introduction

The rapid development in Malaysia has seen
tremendous changes in the economic, technological,
social, and political landscape of the country and has
shaped a new era of modern lifestyle in Malaysian
society. According to the Word Bank (2015), Malaysia
is one of the thirteen countries identified by the
Commission on Growth and Development that have
recorded average growth of more than 7% per year
for 25 years or more. Malaysia is also an upper-middle
income economy and the target is for Malaysia
to achieve the status of a high-income nation in
2020 (Economic Development Unit, 2010) and thus
the government has planned for a robust and
comprehensive 11th Malaysia Plan 2016-2020.
In addition, the improved economy has led to improved
public facilities in transportation, education, hospitality,
telecommunication
and
community
centres
(Naidu, 2008). The improved public infrastructure
and economy offers increased opportunities for
the business sector and employment. However, the
overwhelming increase in the brands of products and
services offered in the marketplace has led to unethical
decision making by consumers (Carrington, Neville,
& Whitwell, 2010). Moreover, marketers also assume
that rational consumers make irrational decisions in
the marketplace (Pancer, 2009). The growth of the
financial sector and the company finance sector has
led to easy access to credit for consumers. This in turn
has led to more financial products and services for
consumers in the marketplace.
Therefore, the overwhelming amount of financial
products and services in the marketplace has resulted
in more confusion for consumers when making
wise decisions for their financial planning. There is
hence a need for financial service providers, agents,
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advisors and planners to have more knowledge and
understanding about their customers or potential
consumers. This will help them in providing products
and services that fit client or customer appetite.

What is Consumer Behaviour?

Consumer behaviour is the interrelation of activities of
individuals and according to Solomon (2009), consumer
behaviour is the study of the process that is involved
when individuals or groups select, purchase, use or
dispose of products, services, ideas or experiences
to satisfy needs and desires. However, as reported
by Bray (2008), consumer behaviour as defined by
Schiffman and Kanuk (2007) is the behaviour that
consumers display in searching for, purchasing, using,
evaluating, and disposing of products and services
that they expect will satisfy their needs. Understanding
consumer needs and wants is crucial as the needs
are the biological basic needs that individuals require
to sustain a living and wants are how society has
taught people to satisfy their needs (Solomon, 2009).
Consumers’ decision making is driven by cognitive
and behavioural process that involves the internal
evaluation of information that influences consumer
behaviour (Carrington et al., 2010). It is vital for
businesses and marketers to understand consumers as
consumers’ decision making is influenced by culture,
norms, values, beliefs, attitudes, knowledge, skills and
experience in society and the marketplace.

the purchase stage. This stage is the result of all marketing
activities. At this stage, consumers, according to the
information already obtained, select a product they feel
satisfies a need and buy it.

Conclusion

Understanding consumer behaviour is to know and
understand individuals’ needs and wants. Thus, it is a
challenging task to predict consumer behaviour as
different individuals have different needs and wants. The
financial services industry which deals with consumers
must understand consumer behaviour and consumer
activities in the marketplace. The vast and bewildering
array of products and services offered in the marketplace
has an effect on how consumers make the decision to
obtain financial products and services. As such, financial
advisors or planners require extended knowledge
and understanding of financial products and services
and understanding of the behaviour of their clients or
customers.
Additionally, the stages in the consumer decision-making
process when consumers make the decision to select,
purchase, use or reject financial products and services
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will influence the best approach for financial advisors or
planners to take to cater for consumers’ needs and wants.
So the marketer must be familiar with the basic concepts
of consumer behaviour and the model of behaviour to
be able to understand part of consumer behaviour, not
all of it. As the major concern of consumers is to satisfy
their desire to achieve their need, knowing the consumer
decision-making process will shape better strategies for
providers of financial planning services in interacting with
customers or potential consumers.
It is also hoped that knowing and understanding consumer
behaviour will develop better ethics and professionalism
among business people, marketers, and financial advisors
or planners. Because of the complexity of the financial
products and services in the marketplace, consumers
need to rely on financial advisors or planners to get the
best advice, suggestions and recommendations in their
interest. Hence, developing in-depth understanding of
consumer behaviour, especially the decision-making
process helps not just business people, marketers, financial
advisors or planners but also consumers and achieves a
win-win situation in the marketplace.

Stages of the Consumer Buying
Process

There are four stages in the consumer buying
process according to Jeddi, Atefi, Jalali, Poureisa, &
Haghi (2013). The first is identification of the problem
(awareness of need). At the first stage of the
decision-making process, people feel the difference
between the current and the desired situation, and
consequently try to resolve the difference. The second
is data collection, i.e. to solve the problem, individuals
gather and collect all the necessary information.
This information can be internal (experiences) and
external (family, exhibits, media, financial planner
or advisor). The third is the assessment of the options
after gathering the information, when the consumer
is ready to make a decision. At this point, individuals
should be able to evaluate different options and
choose products that meet their demands. The last is
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A

ny type of investment will always be associated
with inherent risks one way or another due to
uncertainty. Investors who prefer low downside
risk may seriously consider value investing as one of
the approach to achieve their investment goals. This
is mainly because this approaches is not only very
prudent in practice but it also will reward its followers
handsomely, provided they are strictly guided by its
sound principles and its best practices.
To have a clear framework on how it works, we need
to fully understand what is meant by downside risk and
how it works to preserve its investment value.

DEFINITION of ‘Downside Risk’

“Downside Risk” is defined as an estimation of a
security’s potential to suffer a decline in value if the
market conditions change, or the amount of loss
that could be sustained as a result of the decline.
Downside risk explains a “worst case” scenario for an
investment, or how much the investor stands to lose.
Some investments have a finite amount of downside
risk, while others have infinite risk. The purchase of a
stock, for example, has a finite amount of downside risk;
the investor can lose his or her entire investment. The
sale of a stock, however, as accomplished through a
short sale (or “selling short”) entails unlimited downside
risk, since the price of the security could continue rising
indefinitely.

Conservative yet Holistic
Approach

Value investing, by its nature, has taken all measures in
establishing all possible downside risks. That’s the main
reason Graham proposed the margin of safety in the
first place when acquiring shares below their intrinsic
value. This margin of safety can be scientifically
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computed based on those factors which may have
adverse effect on the intrinsic value of a particular
stock such as human error. Moreover, you are buying
at your objectively clear criteria without reference to
market. This is the whole idea of investing; that you are
not led and dictated by the market, but the market
becomes your slave instead of your master, in making
handsome profits.
As a result, value investing demands analysis of both
quantitative and qualitative approaches while being
mindful that past performance cannot guarantee
future performance. What matters most are both the
leading financial and operational indicators. Looking
beyond financial statements objectively will enhance
your understanding of a firm’s operational, financial
and strategic plans and help ascertain whether the
company is building its core competencies to sustain
its business growth and profitability. Companies that
achieve a high return on capital are likely to have a
special advantage that keeps their competitors from
destroying their ability to earn above-average profits.

Investment Planning
Mitigating Downside Risk through Value Investing |

and crafted for. While it is tempting to try to capture
all of the upside of a bull market, being caught in the
potential downside will result in holding the stock for
a longer term. Thus, these two approaches are much
more thoughtful and preferable in view of the much
higher possibility of reaping profit.
Once you are clear of your investment’s purpose,
you will tend to play your game with more focus on
the process that delivers your end result, rather than
chasing hot stock without any clue like many investors
do. By eliminating your emotion and temptation, you
will tend to have better control of yourself and your
game. Being disciplined and being more patient will
become your investing character. You will tend to
follow your roadmap in picking the stocks that meet
your criteria. You are able to be wired to make prudent
investment decisions. To manage our investment well,
we need to make sound decisions and to implement
them efficiently.

Quality decisions

Managing by results is mechanistic. Management
for results and by the right process is a better choice.
Managing by results only focuses on the returns of
our investment. No specific primary attention is given
to the means of achieving the ultimate goals. Value
investing is more inclined to the process of investing,
which forms the key to success.
To hit the bull’s eye, you must align the sights of your gun
with the target. The sights are the means by which you
hit the target. You must focus on the sights and accept
the relative haziness of the target. Rewire your mind
to focus on the results you want to achieve, or focus
on the process of buying stocks which are in line with
your direction toward your goals. Quality decisions are
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the way that leads to achieving your ultimate goals,
provided they are effectively implemented.

Effective Implementation

We should leave nothing to chance when it comes to
crafting and implementing a high-quality investment
programme that delivers predictable earnings and
dividends. To ensure that you reap the fruits fully, the
right thing must be done at right time, in the right order,
at the right intensity, and in the right sequence. You
must do things right, rather than just do the right things.

Intended Purpose

The drive must come from the ultimate purpose we
intend to achieve. By then it will keep us directing
our energy and efforts in complying with the process
with ease. The profits come from the opportunity.
The process must be able to direct us to focus on
identifying the opportunity. Thereafter, it enables
the investor to realise his investment once the stock
price hits its intrinsic value and above. It sets a very
clear framework for every entry and exit point of
its investment. However, it gives some room for the
investor to set his own investment portfolio based on
his available fund. The result is less important to the
entire process. Therefore, this systematic approach
does not leave the entire investment to chance,
but rather is guided by profound and sound proven
principles and best practices. Ultimately, it is closely
associated with shaping the investor with appropriate
required investment skill and behaviour that generate
consistent and persistent profits. In other words, sound
decisions, with efficient implementation will lead to
sound investment behaviour. That behaviour makes
the significant difference. This behaviour will not be
influenced by the daily fluctuation of the stock. These
repeated processes deliver the ultimate results and
not by chance.

Thus you are able to ascertain with much certainty
whether you are buying good businesses that can truly
enhance your investment. This is in line with Buffet’s
two golden rules: not to lose money and obey the first
rule at all times. On the flip side, it also preserves your
capital in the sense that the stock you invested in has
more relative stability of assets, if you have done your
homework well especially if you use the worst case
scenario of liquidation valuing method in establishing
your intrinsic value.

Downside Risk is Limited

For the above reasons, we believe that the downside
risk is limited. This is because we attempt to defend
against significant losses while seeking reasonable
returns. That’s how our strategy was initially created
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Getting Started in Unit Trust
Investing

T

o most Malaysians, the term “unit trust investing” involves
a few simple steps where one deposits money into a fund,
and then patiently waits for an increase in value while
forgetting about it. If only it were that simple, right?. Well, the
good news is unit trust investing is indeed not that difficult, and
in this leaflet we are going to show you how to get started!
With hundreds of unit trust funds to choose from, how would
you go about making an investment decision? As a general
rule, always remember that unit trust funds work best as
long-term investments. By understanding the nature of
each fund and evaluating your own risk tolerance, you can
select funds that provide either a regular income stream or
capital growth, or a combination of both. By spreading your
investment amongst different trust funds, you can create a
unique unit trust portfolio that controls risks and generates
potential returns. Now let’s get started!

If I would like to invest in a unit trust
fund, what are the fees that would
apply to me?
Initial Service Charge:

The first cost that an investor incurs in relation to investing in
unit trusts is the initial service charge (sometimes called the
service, sales, entry, or ‘up front’ charge). This is the cost to
an investor investing in unit trusts and it is levied primarily to
cover the marketing and distributing units and monitoring his
investments by the unit trust consultant for the duration the
unit trusts are held.

Repurchase/Redemption Fee:

Exit Fee

Sometimes referred to as a repurchase charge. This fee
represents a deduction by the UTMC from the proceeds of
disposal of an investor.

Other than asking my UTC important
questions and identifying the
related fees I will need to bear when
investing, how else would I go about
obtaining information?

Since you are just getting started, we highly recommend that
you read the fund’s annual report and prospectus. An annual
report provides a useful update of the fund’s activities over
the previous year, and contains information on all key areas.
Other important information such as the fund manager’s
report and statement of accounts for the year, declaring
a dividend, electing auditors, determining the auditors’
remuneration as well as the financial statements. A complete
set of financial statements should include the fund’s:
• Balance sheet,
• Income statement,
• Statement showing either:
• All changes in equity or
• Changes in equity other than those arising from
capital transactions with owners and distribution to
owners.
• Cash flow statement, and

An investor may be charged an exit fee upon repurchase/
redemption of his investment. For instance, an exit fee is
charged for redemption of investment in a bond fund before
its maturity.

• Accounting policies and explanatory notes.

Switching Fee:

• Investment objective

Should you want to “switch” (transfer) your investment e.g.
switching from an equity trust fund to a money market trust
fund, you may be charged a switching fee. Most unit trust
funds offer the flexibility of partial and full switches, as long
as you pay the switching fee. Usually, the fund will also set a
minimum investment balance before granting your request
to switch. This is to prevent unit trust holders from frequently
switching their investments.

Management Fee

Management expenses include expense for portfolio
management, the manager’s fees, trustee and custody
costs, audit fees, administrative charges like printing of annual
reports, distribution cheques, postage and other services
properly incurred in the administration of the fund. These costs
are paid out of the fund’s assets.
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As for the prospectus, you can obtain one directly from IUTAs,
UTMCs, Corporate UTCs, UTCs and product websites. After
you obtain one, keep an eye out for information on the:
• Investment strategy
• Risk factors
• Investor profile
• Financial performance
• Possible fees and charges

What are the possible risks I may
incur as a unit trust investor?

Risk factors stated will influence your own risk appetite or
tolerance level. Some of the factors that may determine your
risk appetite include how long you are willing to wait before
you need to use your investment, whether you are willing to or
can afford to tolerate fluctuating values in the long term, your

investing experience in the past (if applicable) and your own
expectations from the unit trust fund. The risk factors faced
by unit trust funds are typically market risk, interest rate risk,
liquidity risk and credit risk.

Market Risk

Any purchase of securities will involve an element of risks. As
some unit trust funds principally invest in listed stocks, they may
be prone to losses as a result of global, regional or national
economic conditions, governmental policies or political
developments. Market uncertainties and fluctuations in the
market caused by these uncertainties will affect the net asset
value (NAV) of unit trusts which may fall or rise, thus causing
the income generated by the fund to fluctuate from funds with
higher risk, higher returns to funds with lower risk, lower returns.

Liquidity Risk

The various securities that are purchased by a fund may
encounter liquidity risk. Liquidity risk relates to the fund’s ability
to quickly and easily trade at a reasonable price, whether
in position (meaning the unit holder exits the position at the
prevailing market price) or out of position (meaning the unit
holder exits the position not according to the prevailing market
price). Should a fund comprise a security that has become
temporarily or permanently illiquid or difficult to sell, the fund
manager may need to sell the security at a discount to its fair
value, which eventually affects the fund’s value.

Management Risk

Performance of the fund depends on the experience, expertise,
knowledge and investment techniques of the fund manager.
Poor management of a fund can cause considerable losses to
the fund, which in turn may affect the capital invested.

Inflation Risk

Ideally, the purpose of any investment is to secure returns that
are greater than the inflation rate. While a fund will constantly
seek to maximize returns and exceed inflation rate, it may
occasionally experience losses, which result in returns that will
not keep pace with inflation in the short run.

Interest Risk

Fixed income securities and bonds are particularly sensitive
to movements in interest rates. When interest rates rise, the
value of fixed income securities and bonds fall and vice
versa, thus affecting the NAV of the fund. The general interest
rate environment of the country may affect the value of the
investment even if the fund (e.g Shariah Fund) does not invest
in interest bearing instruments.

By getting started in unit trust
investing, I expect to make a profit
for it, or at least that’s what I’m told.
But, how do I measure the unit trust
fund’s performance?

A unit trust fund’s performance can be measured by its total
return. A fund’s total return is the change in the value of an
investment in the fund, taking into account any change
in the fund’s unit price during the period and assuming the
reinvestment of income and capital gains distributions.
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Total return is commonly presented in two ways. One is called
the fund’s cumulative total return, or total rise in the value of
a fund’s investments over time, assuming that income and
capital gains distributions were reinvested. The other is called
average annual total return–which is the compounded total
return–where it would take each year to produce the fund’s
cumulative total return. Seemingly modest annual returns
can be converted, through the power of compounding,
into impressive cumulative returns. For example, an average
annual total return of 7% would, after ten years, amount to a
cumulative total return of 97%.
When evaluating fund performance, a good approach is to
compare its total return with the returns of similar funds or with
the return of an appropriate market index or benchmark over
the same time period. An equity fund should be compared
with other similar equity funds – ones that invest in the same
type of companies. A bond fund should be compared
with bond funds that invest in bonds of similar maturities
and credit quality (rating). You can usually find the name
of the appropriate market index or benchmark on a fund’s
prospectus or manager’s (annual and semi-annual) report.

All right, I’m sold! I want to get
started investing in a unit trust fund!

Sure, no problem! We hope your journey in unit trust investing
starts on the right note. In conclusion, remember these golden
rules:
• Read the prospectus! As a unit holder, you need to be
aware of where and how your money will be invested and
what are the fees and charges involved.
• If buying unit trust funds via a salesperson or agent, request
to see his authorisation document or card issued by the
Federation of Investment Managers Malaysia.
• Do not rely on verbal statements from salespersons,
especially if information given is not contained in the
prospectus, application form or official documents issued
by the management company of the fund.
• Do not be pushed into making a decision by eager
salespeople. Generally unit trust funds are available and
sold not only during the initial offer period, but throughout
the life of the fund (provided the units in circulation do not
exceed the approved limit).
• Never give cash to a salesperson or make a cheque out
in his name. Payment should only be made out to the
management company.
• Keep all records of your investments, making sure any
statements you receive are accurate and timely. If there
are inconsistencies or charges which seem not right,
highlight them to the management company.
• The higher the expected rate of return, the greater the
risk. Some funds may give a good performance but take
on more risks, which might not match your risk appetite.
Therefore, make sure you invest in a fund that matches
your risk appetite.
Happy Unit Trust Investing!.
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th MFPC National Forum,
Graduation Ceremony and Luncheon

M

alaysian Financial Planning Council (MFPC)
organized its 6th National Forum, Graduation
Ceremony and Luncheon on 23 May 2015 at Putra
World Trade Centre (PWTC).

Excerpt of
MFPC President
Md. Adnan Md.
Zain’s Speech at
the Graduation
Ceremony

In keeping with MFPC tradition, the forum was held in Bilik
Johor & Kedah. Among the invited speakers at the forum
titled ‘Malaysian Economic Watch & Financial Planning’
were Mr Manokaran Mottain, Chief Economist of Alliance
Bank Malaysia Berhad; Mr Norzahidi Alias, Associate
Director of Economics Research Division, Malaysia Rating
Corporation Berhad; Dato’ Javern Lim Chong Hee, Founder
& Group Managing Director of VKA Wealth Planners Sdn
Bhd; and Mr MK Chan, Director of Finance & Corporate
Development, Financial Alliance Pte Ltd.

“I would like to congratulate
you on your success. I wish you
to know also that this is your first
step as professional financial
planners. As you navigate
through the rest of your career
as financial planners, you can
reflect on the words of Oprah
Winfrey who very succinctly
said, ‘You must have some
kind of vision for your life, even
if you don’t know the plan.
You have to have a direction
in which you choose to go’.
I cannot agree more. Never
try to make a choice just to
make people happy or merely
to avoid discomfort or to keep
the status quo. Be brave to
lead, and to service your
clients as best as you can.”

350 graduates were conferred the Registered Financial
Planner (RFP) and Shariah designations. The theme for
the 2015 graduations was “Building a Legacy of Financial
Empowerment”. In line with MFPC’s vision to be the premier
umbrella body representing Financial Planning Professionals
and Financial Services Providers, MFPC strives to build a
legacy of qualified and professional RFP and Shariah RFP
designees empowered to serve the public and the nation
with knowledge and integrity.
During the opening, Mr Md Adnan Md Zain, MFPC President,
congratulated the graduates on their success and happily
welcomed Mr Low Kai Foo as a distinguished Fellow Member
of MFPC.
In his key note speech, Prof. Datuk Dr Syed Othman,
Chairman of the MFPC Shariah Advisory Committee who
was the Guest of Honour stressed to the graduates the
importance of honesty and integrity in their upcoming
career. Mr Michael Kok Fook Onn, MFPC Deputy President;
Prof. Dr Ahcene Lahsasna, member of the MFPC Shariah
Advisory Committee; and Captain Chia K.H,
Honorary Fellow member of MFPC were
also present at the ceremony.
The ceremony also received the
support of Life Insurance Association
of
Malaysia
(LIAM),
National
Association of Malaysian Life
Insurance and Fieldforce Advisers
(NAMLIFA), VKA Wealth Planners,
Perbadanan Insurans Deposit
Malaysia (PIDM), Prudential BSN,
Universal Media Publishers Sdn
Bhd, FA Advisory Sdn Bhd, Bursa
Malaysia, Permodalan Nasional
Berhad (PNB), and Capspring Sdn
Bhd.
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Excerpt of MFPC Deputy President
Mr Michael Kok Fook On’s Speech
at the Graduation Ceremony

“The theme chosen for this year’s celebration Building
a Legacy of Financial Empowerment is apt. To our
graduates, we celebrate your success and offer
you our heartiest congratulations. Nelson Mandela
in his famous Manifesto on Values, Education and
Democracy stated that ‘The success of any nation

is, to a large extent, dependent on the nature of its
education and training system’.
On this day of celebration, we can gather a lesson
from the enshrined seal of MFPC, i.e. Competence.
Ethics. Standards. All of us financial planners must
strive to be bearers upholding the highest standards
of integrity when dealing with clients. I recall this
saying of CS Lewis, ‘Integrity is doing the right thing,
even when no one is watching.’”
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The 2nd Conference on Islamic Wealth Management
& Financial Planning

I

n collaboration with Kumpulan Wang Persaraan
(Diperbadankan), Malaysian Financial Planning
Council (MFPC) once again organized the 2nd
Conference Islamic Wealth Management & Financial
Planning held at Sasana Kijang, Bank Negara Malaysia
on 26 March 2015.
Aligned with the national agenda to make Malaysia
a leading international and regional hub for Islamic
finance and wealth management, the conference
titled ‘Enhancing Islamic Wealth Management
Education and Financial Planning’ was held as a
platform for networking and the exchange of ideas
and outlook on the inner workings of the Islamic
financial industry. Close to 230 delegates comprising
bankers, financial advisers, insurers,

government professionals, administrative and diplomatic
officers, practitioners, and scholars attended the
conference.
Datuk Ahmad Maslan, the Deputy Finance Master, was
the Guest of Honour. Also attending were the President
of MFPC, Md. Adnan Md. Zain; and the Chief Executive
Officer of Kumpulan Wang Persaraan (Diperbadankan),
Wan Kamaruzaman Wan Ahmad.
The conference was divided into two sessions featuring
established speakers among whom were En. Mohamad
Sani Ayob, Executive Vice-President, Etiqa Insurance &
Takaful; Prof. Datuk Dr Syed Othman Alhabshi, Chairman,
Chief Executive Officer of INCEIF; En. Ezamshah Ismail,
Dean of Professional Studies, INCEIF; Prof. Dr Syed Musa
Alhabshi, Dean, IIUM Institute of Islamic Banking and
Finance (IIiBF); Prof. Dr Merouane Lakehal-Ayat, St. John
Fisher College, New York; Prof. Dr Noor Inayah Yakub,
Director, Global Wisdom Academy, UIM; and En. Syarizal
Rahim, Partner, Assurance, Islamic Financial Services, E&Y.
Topics included Financial Planning in Islamic Banking &
Takaful, and Islamic Wealth Management Contributions:
Enhancing Knowledge, Skills and Attributes.

11th MFPC Annual General Meeting & Election
2015
Malaysian Financial Planning Council (MFPC) announced
Mr Md Adnan Md Zain as the new MFPC President during
the 11th Malaysian Financial Planning Council (MFPC)
Annual General Meeting & Election 2015 that took place
at Perdana Hall, Bukit Kiara Equestrian & Country Resort on
16 June 2015.
At the Annual General Meeting, MFPC received the
Treasurer’s Report, Secretary’s Report and the Audited
Accounts for the year ended until 31st December 2014.
Azman, Wong Salleh & Co were re-appointed as the
Auditors of the Council to hold office until the conclusion of
President
Deputy President
Vice President for Externals
& Publicity
Vice President for
Membership
Vice President for Research
& Publications

Mr Md Adnan Md Zain
Mr Michael Kok Fook On
Mr Phang Kar Yew
Mr Kho Chui Ing
Mr James Bong Kee Chin

the next Annual General Meeting
and to authorize the National
Council to fix their
remuneration.
Mr Md Adnan Md Zain
will continue to hold the
position as President
for a term of another
two years from 2015 until
2017. The results of the 11th
Election are as follows:
Secretary
Treasurer
Council Members
Council Members
Council Members
Council Members

Mr Anuar Shuib
Mr Muhammad Mohsin
Prof Dr Ahcene Lahsasna
Dr Chai Kon Lim
Mr Mohd Fikri
Mr Andy Ng

The National Council Members will serve a two-year term from
June 2015 to June 2017.

The luncheon that followed celebrated another
achievement for MFPC, that of receiving Honourable
Mention in UNESCO’s 2014 Wenhui Award for Educational
Innovation.

Memorandum of Agreement (MoA) between Malaysian Financial
Planning Council (MFPC) and IBFIM to publish Shariah Registered
Financial Planner (Shariah RFP) Text Books and Readings in Islamic
Personal Financial Plans, Shariah Wealth Management and Case
Studies
Malaysian Financial Planning Council (MFPC) has signed a
Memorandum of Agreement (MoA) with (IBFIM) to publish
Shariah RFP Text Books. The MoA was signed at Perdana
Hall, Bukit Kiara Equestrian and Country Resort on 16 June
2015. MFPC President, Md Adnan Md Zain and IBFIM Chief
Executive Officer, Dato Dr Adnan Alias signed the MOA.
First written by industry leading practitioners in 2008, the
work has been further enhanced to correctly reflect the
exponential changes Islamic Finance has undergone over
the recent years as
the industry has seen
the introduction of
many new Islamic
financial products in
the marketplace. The
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new Shariah Registered Financial Planner (RFP) text book
features seven modules comprising updated information
on the current marketplace. It has been designed to help
individuals gain greater understanding of Shariah Financial
Planning. It also serves as a guide for prospective Shariah
financial planners to understand the Islamic consciousness
of their prospective clients.
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Private Retirement Scheme
(18 March–19 March 2015)

P

rivate Retirement Scheme (PRS) Familiarization
Programme was organized by Malaysian Financial
Planning Council on 18 & 19 March 2015 at MFPC
Conference Hall. This PRS Familiarization Programme

was to encourage practitioners to be PRS Consultant.
Dato’ Javern Lim, the speaker for the programme, is a
certified PRS Trainer by SIDC.
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MFPC FINANCIAL PLANNING WORKSHOPS FOR
PUBLIC, PRACTITIONERS AND UNDERGRADUATES
PRIVATE RETIREMENT SCHEME (18 March – 19 March 2015)

module 2 RFP CLASSES (18 MAY – 22 MAY 2015)

MFPC Penang Chapter
Workshop Series:
Financial Planning
Outlook and Strategies
2015

M

alaysian Financial Planning Council (MFPC)
Penang Chapter organized a workshop
series on ‘Financial Planning Outlook and
Strategies in 2015’ at YMCA Penang Conference Hall
on 18 April 2015. The workshop featured five speakers
who spoke on financial planning in promoting wealth
management and financial planning. The workshop
also provided a platform for deliberating on the money
market and foreign exchange.
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Train The Trainer
(20 April 2015)

M

alaysian Financial Planning Council
(MFPC) organized a ‘Train-the-Trainer’
programme at MFPC Conference Hall on
20th April 2015. Programme facilitators were Mr
Adrian Ho and Mr Jason Ng. The main objective of
this ‘Train-the-Trainer’ programme was to provide
an update to members on the changes and
revisions to the textbooks of the Registered Financial
Planner (RFP) Programme. This programme is also
part of the Continuous Professional Development
(CPD) requirement for MFPC Certified RFP
Trainers.

SPRM FINANCIAL PLANNING WORKSHOP (25 May – 27 May 2015)

AKPK OPEN DAY (29 May 2015)
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Getting Financial Products
Source: Bank Negara Malaysia

Tips on Managing Credit Card
Usage

W

• Don’t get a credit card if you can’t handle the
repayments.

hen getting a financial product, choose
the financial product carefully to avoid
any financial loss when you decide to
withdraw or cancel the product before its maturity.
Before you agree to any product, you should:

• Pay before the due date to avoid late
payment charges. Make sure your card issuer
has your latest address so that you will receive
your statement on time.

• Gather information and shop around. Compare
prices and product features.

• Pay in full to avoid paying interest.

• Seek explanation if you do not understand. Buy the
financial product only after you know how it works
and its main terms and conditions.

• Withdraw cash with your credit card only as a
last resort.
• Limit the number of credit cards based on your
needs and what you can afford.

• Find out the fees and charges you may have to
pay now and after you have bought the product.
This is to avoid any surprise charges which you have
not budgeted for.

• Use a debit card instead of a credit card to
pay for your purchases.

• Pay attention to exclusions and exception clauses
under the contract.
• Take your time to consider any offer. Say “No” if
you do not need the financial product that is being
sold to you.

allow you to pay for goods and services instead of
using cash. Below are some of the issues you need to
consider when taking a loan or credit card:

• Be aware that some financial products like unit
trusts or insurance/takaful allow a “cooling-off
period” for you to decide whether you wish to
continue with the products
after you have signed the
agreement.

• Different loans have different features, interest
rates, fees and charges, and terms and

Loans and credit
cards

Loans are facilities provided
by financial institutions to
help you in carrying out
certain
transactions
or
purchases.
For
example,
when
you buy a car or
a house, you
may need to
borrow
from
a
banking
institution
to
finance
your
purchase.
Credit
cards are payment
instruments
that
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• conditions. Know what you have agreed with your
banking institution.
• Make sure you can afford the monthly payments.
As a general rule, your monthly payment on your
debts should not be more than one third of your
gross monthly household income.
• Pay on time to minimise interest charges. Try to use
any lump sum money received, such as bonus, to
reduce your loan.
• Exercise more control when using credit cards
since you are effectively having cash in hand.
If you overspend, you may end up with a huge
credit card debt. Remember, finance charges for
credit card debt are high; they can be as high as
18% per annum.
• Talk to your banking institution as soon as you can if
you have a debt problem. Your banking institution
may be able to vary your repayment amount for a
short period until your financial position becomes
better.

PROtecting your money

When you own assets such as a house or a car,
you need to think of getting insurance or takaful
to protect yourself from any financial losses should
your assets be damaged. You need to make sure
you get enough protection for your assets. You
will not benefit if you have too much or too little
protection. Listed below are useful pointers when
getting an insurance policy or takaful plan:
• Deal only with registered agents/ licensed
brokers/ financial advisers or directly with an
insurance company or takaful operator.
• Give full and correct information to avoid
being penalised later when claims are made.
• Choose a plan you can afford and make sure
that the amount of cover is enough and suits
your need.
• Know the policy, or plan, including product
features, conditions, benefits, limitations and
exclusion.

Getting help on financial matters
• Making a complaint
Below is how you can make a complaint against
institutions regulated by Bank Negara Malaysia such
as a banking institution, insurance company, takaful
operator or a non-bank institution that issues credit
cards or charge cards.
• Write to the Complaints Unit of your institution.
• If you are not satisfied with the decision given
by your institution, refer your complaint to the
Financial Mediation Bureau (FMB). The FMB is an
independent body set up to deal with disputes
between the public and its members (e.g.
commercial banks, insurance companies, takaful
operators, non-bank institutions that offer credit
cards and charge cards). The services of FMB are
free of charge. You can get details on the type
of complaints handled by FMB from its website

www.fmb.org.my. The decision of FMB is binding on
your institution but not on you.
• If you are not satisfied with the decision of FMB, you
may take your case to the court.
• If the complaint does not fall within the scope of
FMB, you can refer the complaint to Bank Negara
Malaysia.
• Assistance on debt management
If you need advice on money management and
assistance to deal with your debt, you can contact
Agensi Kaunseling Dan Pengurusan Kredit (AKPK).
AKPK is an agency set up by Bank Negara Malaysia
to provide money management, credit counselling,
financial education and debt restructuring services for
individuals. The services of AKPK are free of charge.
More information on AKPK is available on its website
www.akpk.org.my.
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EDUCATION IS THE KINDLING OF FLAME
NOT THE FILLING OF VESSEL
FLPC Programmes:-

FELLOW CERTIFIED LIFE PRACTITIONER
¾
¾
¾
¾

LP101: Personal Insurance: Principles & Marketing
LP102: Business Insurance:- Principles & Marketing
LP103: Associated Legal Principles in Life Insurance
LP104: Business Insurance: Risk & Continuation
Planning

FELLOW CHARTERED FINANCIAL PRACTITIONER
Conversion Program
¾ Module : Corporate Finance
¾ Module : Practice Management

CHARTERED AGENCY & PRACTICE MANAGER
¾
¾
¾
¾
¾

301: General Management Principles & Practices
302: Agency and Practice Management
303: Commercial Law & Financial Advisory Regulations
304: Corporate Governance & Directors Duties
305: CRM in Financial Advisory Business

CHARTERED INVESTMENT AND FINANCE
PRACTITIONER
¾
¾
¾
¾

IF401: Valuation of Securities & Fundamental Analysis
IF402: Portfolio & Fund Management
IF403: Managerial Finance & Investment Planning
IF404: Regulatory Controls on Investment Advisors

Recognition: [FChFP],[ChIFP],[ChAPM] is recognized by APFinSA

Registered Training Provider

No. 55, Jalan 3/93, Taman Miharja, Jalan Cheras,
55200, Kuala Lumpur
Tel : 03-9281 3167
Fax :03-9281 1435/9287 2855
Website : www.namlifa.org.my
Email : info@namlifa.org.my
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R FP , AE P P , A ssoci at e Est at e Pl anni ng
P ra c titio ner ( A EPP)

W

hen Jim Wong slowly opened his eyes, he said
in a soft voice, “Can I have some water?”

His wife Mary who was sitting at his bedside
in the hospital quickly poured some lukewarm water
for him. While she was doing that, their daughter Kim
gently raised the head of the bed to a comfortable
sitting position for feeding. Then, Mary held on to the
glass and placed it against Jim’s lips. As he was sipping
the water, his vision became clearer and he saw some
bright light flooding in through the windows in his room.
He then noticed that his two sons and a daughter who
were in their forties were also there in the room.
Looking frail and tired, he asked, “Any problems in
the office?” looking at his son Charles and daughter
Kim who were managing the family’s manufacturing
business.
Knowing that Jim was a workaholic even though
he was suffering from a serious heart problem and
leukaemia, Kim replied instantly, “Pa, don’t worry
about the office. Charles and I can manage”.
Then Jim turned his attention to his other son Patrick
who was standing in front of him looking a bit nervous.
While he stared at this son, worried thoughts ran through
his mind as this son always borrowed money from him
and even then never seemed to have enough money
to fund his gambling and drinking habits.
After Jim was more settled in his bed, Patrick touched
his father’s hand and asked, “Pa, can I speak to you
and mum alone?”.
At that moment, Kim asked, “Why can’t you speak to
Pa in front of us since there is no outsider in this room?”

Realising he was his mum’s favourite son, Patrick
looked at his mum Mary, giving her a pleading look as
if he needed her help to ask his two siblings to leave
the room.
After some silence, Mary said to Charles and Kim in a
soft voice, “Can you give us a moment with Pa?” With
annoyed expressions on their faces, Charles and Kim
left the room.

While waiting outside their father’s room, Charles
asked Kim, “Do you have any idea whether Pa made
his will?”
In reply, Kim said, “He never spoke to me about this.
Mum would probably know. But I pray to God he has
made a proper will so that he does not leave a mess
for us to deal with, especially with that guy inside the
room always asking him for money.”
A few minutes into their conversation, Patrick suddenly
ran out of the room calling for a nurse. Both Charles
and Kim quickly dashed into the room and saw that
their father was choking and gasping for breath. A few
nurses rushed into the room and tried to resuscitate Jim
who sounded like he was drowning in phlegm. Within a
few minutes, Jim lost consciousness and his heart beat
stopped. After the nurse checked his pulse, she looked
at the family members and shook her head, indicating
that Jim was gone.
Upon seeing that, Mary and Kim rushed to Jim’s
bedside crying while both Charles and Patrick tried to
comfort them. While all of them were in a shock, Kim
shouted at Patrick, “What the hell did you say to Pa?”
Mary intervened and said, “Kim, this is not the
time.” Then she said to Charles, “Make the funeral
arrangement and arrange for the Buddhist monks to
hold prayers according to father’s wishes.”
Charles then stepped out of the room and when he
was about to phone the funeral service providers, he
saw a man standing in front of him conveying words
of condolences.
Then this man gave Charles a card and said, “I am a
funeral service director. I can offer our sincere services
to your family with deep concerns for your future
generation.”
Charles paused for a moment and stared at this man,
wondering what his father’s death had got to do with
this man’s deep concerns for his future generation.
Charles shook his head and said, “Thanks, but my
family have already made the funeral arrangements”.
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Then Charles proceeded and phoned the funeral
service providers. Once this had been sorted out, Jim’s
body was brought to his house for the wake.
The next day, while the family was having dinner
before prayers commenced, Patrick asked Charles
what had happened to the Fixed Deposits which were
jointly held by him and his father and Charles who had
been chosen some years ago by his father to be the
custodian for the Fixed Deposit Certificates.
Charles stared at Patrick and said, “For heaven’s sake,
can we talk about this after Pa’s funeral?”.
In response, Patrick reminded Charles that the money
in the Fixed Deposits was his and he wanted it. Both
stared at each other and before a heated argument
arose, their spouses quickly stopped them.
Mary then said in a fierce voice, “Patrick, can you shut
up until the funeral is over?”,
After dinner, the whole family gathered around some
of the Buddhist monks who had arrived to begin the
prayer ceremony.
During the night, streams of family friends came and
paid their last respects. While Jim’s family were busy
talking to their family friends, Kim noticed a lady sitting
quietly together with two children at the table near to
Jim’s coffin. Kim walked over and said, “Thank you for
coming. Sorry, I think we have not met before. Anyway,
I am Kim and you are?”
“Oh! Sandra,” was the lady’s reply.
Kim went on and asked, “Are you my father’s friend?”
Sandra paused for a moment looking embarrassed
and said, “Actually, I am not sure how to say this to
you but I had been together with your father some ten
years and these are his two children.”
Kim was stunned and felt like she was going to faint.
She stared at Sandra and her two children for a few
minutes not knowing how to respond. Then she stood
up and quickly called all her family members into the
house. After the family members were notified of this,
Sandra was invited into the house.
She entered a private room in the house where all
of Jim’s family members were present. Immediately,
Mary stood up and said, “Sandra, Kim told me what
you had told her and I don’t know what your motive
is in doing this at this moment. Are you going to extort
money from us?”,
Sandra said, “No. All I wanted is to bring his two children
to pay their last respects to their father.”
Mary quickly retorted, “What proof do you have that
they are his children?”
Sandra then produced two birth certificates and gave
them to Mary. After looking at them, Mary slumped
into her chair and shook her head in disgust. Then she
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said to Sandra, “Ok! I want to talk to you about this only
after the funeral. In the meantime, while you attend his
funeral, please say you are a friend if any of our family
friends should ask.” Sandra nodded in agreement.

Patrick immediately looked at Charles and said,
“Did you hear that? As I mentioned earlier, I want all
my Fixed Deposit joint accounts with Pa which were
placed under your custody.”

One week after the funeral was over, Mary asked all
her children to attend a meeting in their company
office. Mary had brought two persons and introduced
them as representatives from a trustee company
which had prepared Jim’s will. She then asked one of
the representatives to read the will.

Charles then said, “I have to inform you that Pa closed
all the accounts and placed them into an account in
his own name a year ago.”

The trust company representative explained that the
first Executor that Jim has chosen was his wife, Mary,
followed by the trustee company as the substitute
executor if Mary could not do the job. The children
were surprised, wondering why they had not been
chosen as substitute executors.
Then Charles asked, “What is the role of the executors?”
In reply, the trust company representative explained
that the executor would be the one applying for the
probate from the High Court through a lawyer with the
original will. With the probate issued by the High Court,
the executor could then proceed with collecting the
assets in the estate of the deceased. Thereafter, the
executor would have to ensure that all taxes and
debts had been settled before distributing the estate
to the beneficiaries as stated in the will.
Kim then asked, “Does that mean all assets in the
estate will go into the hands of the executors first?”
“Yes,” was the reply. Then the trust company
representative continued and said, “Ok. I will move on
to the structure of the distribution. Firstly, fifty per cent
of all the money in Jim’s sole bank account is to be
distributed to his wife Mary.
The remaining 50% shall be distributed to the children
equally. However, it is mentioned here that Patrick’s
portion will be placed under a Trust termed as a
Testamentary Trust. From this Trust, Patrick will be paid
RM 2,000 a month for his living expenses whereas
another RM 2,000 shall paid to his wife for his two
children’s monthly living expenses. As far as their
medical and education expenses are concerned,
payment will be made when the need arises.”

Patrick was even more furious and turned to Mary and
shouted, “Ma, what the hell is all this? You have to help
me on this.”
Mary then said, “This was Pa’s decision which I didn’t
know. Take his way of distributing the money to you in
this manner as protecting you and your family.”
Patrick shot back, “I will challenge Pa’s will.”
“All the best to you,” was Mary’s reply.
She further said, “Since you are going to challenge
father’s will, I will renounce my position as executor
and allow the trustee company to execute father’s
estate. So, you deal with them on the distribution.”
Then Mary asked the trust company representative to
carry on with the reading of the will.
The trust company representative explained further
that all of Jim’s investments and immovable assets
were to be distributed to his wife, Mary solely. If she
predeceased him, then all her children would receive
it equally with Patrick’s entitlement again placed
under a Testamentary Trust. As for Jim’s shares in the
family company, he had set up a Private Trust during
his lifetime whereby upon his demise, his shares were to
be transferred to this Trust using an irrevocable Power
of Attorney and this Trust would be administered by
the trustee company. In this Trust, the beneficiaries
were Mary, Charles, Kim and Patrick, all of whom
would receive their entitlement equally when the
Trust received any dividends derived from the shares
held. In addition, there was a Protective Committee
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appointed for this trust whose members comprised
Mary, Charles, Kim and two of Jim’s trusted friends. The
Protective Committee would act as a watch dog to
the Trustee and at the same time decide on certain
matters relating to distribution.
Kim then asked, “How long is this Trust going to last?”
The lawyer replied, “Your father wanted it to be
30 years. At the end of the Trust, the shares will be
transferred to all of you, i.e. Mary and his three children.
However, if any of you pass on, then these shares will
be given to your children.”
Mary said, “I know I won’t be here to receive these
shares when the Trust ends.”
She suddenly remembered Sandra and asked the
lawyer, “What about Sandra whom I told you about? Is
she entitled to my husband’s estate since his will does
not mention her?”
The lawyer replied, “She will not be entitled to his estate
since she and her two children are not mentioned
in his will. However, since you have shown me some
documents discovered in your husband’s cabinet,
I have to inform all of you that those documents are a
set of Insurance Trust taking care of the financial needs
of Sandra and her children. In other words, there is an
insurance policy assigned to the Trust and upon his
demise these monies will be released to the Trust.”
The faces of the family members showed relief knowing
that the bulk of Jim’s estate was to be given to them.
The trust company representative went on, “Oh,
before I wrap up my reading of the will, Jim left a
message in his will saying that he hoped and prayed
that his children would continue taking care of their
mother. It was also his wish that his children were good
to each other. He realized that the will and trust which
he had made may not be perfect but it was done
with thorough consideration coupled with a feeling of
‘everything I do, I do it for you,.”

Upon hearing that, Patrick was furious and demanded
that his entitlement to this money be given to him
directly instead of placing it in the Trust.
The trust company representative then said, “I am
afraid that this cannot be done as the Executor has to
comply with this instruction.” Patrick then asked, “What
about the joint bank accounts which I have with my
father?”
In reply, the trust company representative said, “The
instruction in this will states that all money in all joint
accounts in the bank shall be distributed back to the
joint account holder.”
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Trapped by Credit Card Debts
and No Savings!

Table 1: Demographic Characteristics of Respondents
Demographic Items

Categories

Gender
Age
Occupational Sector
Work Designation
Academic Qualifications

D irec to r , Ac c o unt i ng Research Inst i t ut e (A R I )
U niver siti T ek no l og i MARA, Mal aysi a

According to
recent statistics from the Malaysian
Department of Insolvency (MDI), an average of 1,812
people were declared bankrupt each month last year, with
an 11% rise in the average number of monthly bankruptcies.
What’s more worrying is that the ages of those declared
bankrupt also include those who are younger. MDI further
stressed that there is now an increase in bankruptcy with
over 47% of young adults aged between 18 – 40 years
who are having serious credit card debts. Understandably
today, young professionals are particularly challenged
when it comes to trying to build savings. Some are juggling
the needs of young families, the costs of old student loan
debt, the high cost of living and the temptations of more
hip ways to spend money.
In the end, many of them owe more money on their credit
cards than they have in emergency savings. Realistically,
it can take an entire year to save up around RM1,000 if
one is setting aside RM80 a month. On the contrary, it only
takes a day to open up a credit card and rack up RM1,000
in credit card debt.
This paper is divided into two parts. The first part presents
the findings of a recent survey undertaken by the author
on 245 young professionals who participated in credit
card debt and financial management workshops in the
Klang Valley in 2014. Premised on issues highlighted by the
survey findings, the second part of this paper proposes
simple financial planning ideas that could be considered
by these young adults.

Survey Findings on Credit Card Debts
among Young Professionals
For the purpose of this survey, the selected respondents
comprised those credit card holders who attended various
credit card debt and financial management workshops
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Frequency

Female
Male
20 to 30
31 to 40
Above 40
Private
Government
Self-Employed
Clerical
Supervisor
Executive
Manager
Professional
Business Owner
School Leaver
Diploma
Degree
Master
PhD

Prof. Dr N ormah Omar, CP A Australia

Credit Card Debts
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(%)

113
132
75
136
34
173
41
31
22
36
105
31
20
31
29
79
119
17
1

46.1
53.9
30.6
55.5
13.9
70.6
16.7
12.7
9.0
14.7
42.9
12.7
8.2
12.7
11.8
32.2
48.7
6.9
0.4

Table 2: Characteristics of Credit Card Usage
organised by the Accounting Research Institute (ARI)
during the seven months period between September
2013 and March 2014. From a total of 450 questionnaires
distributed, a total of 245 participants responded to the
survey. Although it is acknowledged that the sample
may not necessarily represent the population in general,
the findings are nevertheless indicative of possible
characteristics of these young professionals and their credit
card usage behaviour. Only selected findings are shared
in this paper. While Table 1 summarizes the demographic
characteristics of the respondents, Table 2 describes the
characteristics of credit card usage.
Demographically, both male and female young
professional respondents show almost equal tendency
to use credit cards. The majority of the respondents
were university graduates working in the private sector
and holding various managerial positions. Further, it is
implicated that 64% respondents had up to 2 credit cards
while another 32% had 3 to 5 cards. Although the amount
of monthly credit card usage and amount of debt due
was well below RM10,000, it is indeed worrisome to note
that only 18 percent of the respondents paid their credit
card debts in full when they were due. Another interesting
observation is the over-reliance of the respondents on
their credit card. Generally, the amount of monthly usage
of credit card did not match the respondents’ income
level. Clearly some credit card users were spending and
using their card beyond what they could afford. Thirty two
per cent of the respondents had even between 1-2 years
of credit card defaults and had to bear the high interest
payments.
Table 3 depicts actual usage of the credit card. Basically,
from a list of twenty items, respondents were asked to rank
the top ten items for which they normally used the credit
cards to pay. In cases where the items are not listed, the
respondents were asked to list and rank them. These had
to be actual items listed in their current overdue credit

Demographic Items

Categories

1-2
3-5
6-10
Below RM 5,000
RM 5,001-RM 10,000
RM 10,000
Less than 1 year
1-3 years
3-5 years
Up to RM 10,000
RM 10,001-RM 50,000
RM 50,001-RM 100,000
Minimum payment
Full payment
Some other fractions

Number of Credit Cards

Average Monthly Credit Card Usage
Period of Credit Card in Default
Total Credit Limit
Monthly Credit Card Payment

Below RM 3,000
RM 3,000-RM 5,000
RM 5,001-RM 10,000
RM 10,001-RM 20,000
Above RM 20,000

Monthly Gross Salary

Table 3: Top 10 Transaction Payments
Made (Usage & Value) via Credit Cards
Types of
No.
Expenditures

Ranked
Number
Usage
of Card

Ranked RM
Value in Card
Usage
10

1

Petrol/Travel

1

2

Groceries

2

9

3

Utilities

8

3

4

Telecommunications

4

7

5

Meals

5

6

6

Entertainment

9

2

7

Insurance

3

8

8

Cash Advance

6

5

9

Medical

7

4

10

Online Shopping

10

1

Frequency
157
79
9
121
119
5
154
78
13
129
108
8
101
44
100
48
95
78
23
1

(%)

64.1
32.2
3.7
49.4
48.6
2.0
62.9
31.8
5.3
52.7
44.1
3.3
40.8
17.9
41.2
19.6
38.8
31.8
9.4
0.4

card debts. Interestingly, three other actual additional
payments made and not earlier listed were namely,
medical, cash advance and online shopping. In a nutshell
it is noted that very often, credit card holders could not
manage their cards very well. Overspending or spending
beyond their means is a habit that must be controlled by
these young professionals. Other temptations are making
cash advances from the credit card facility as well as
participating in online shopping.
There are advantages and disadvantages of having
credit cards. The cards can be a useful instrument to
support one’s lifestyle but they can become a liability
when one loses control of one’s own spending habits.
For those who are disciplined (to control their purchases),
they can enjoy many benefits being offered by the credit
card issuers such as rebates, rewards and other benefits.
However, the “abnormal” behaviour of buying excessive
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unnecessary products which they cannot afford can be
detrimental to the young professionals as it can lead to
“irresponsible usage” of their credit cards. Interestingly,
it is noted that while the usage of credit cards for online
shopping ranks 10th, the financial value involved from
such transaction is the highest, contributing towards higher
credit card debts.

Tips for Paying Off Credit Card Debt

The above survey findings can be alarming. But what
advice can be given to those young professionals who
want to be free from credit card debts? Locally, Bank
Negara Malaysia has set up a Counselling and Debt
Management Agency (AKPK) to help individuals take
control of their financial situation and gain the peace of
mind that comes from the wise use of credit including
credit cards. Basically, AKPK offers three basic services to
individuals, free of charge. They are (i) Financial education
on the responsible use of money and credit management
skills, (ii) Counselling and advice on financial management,
and (iii) Debt management programme to assist consumers
to regain financial control. Through the debt management
programme, young professionals with credit card debt
problem can seek professional advice and assistance.
Today, young professionals can also obtain a lot of useful
information and knowledge on financial planning from
financial planning professionals as well as from reliable
online sources and websites. For example, through its
website, a Canada-based Credit Counselling Society lists 10
useful tips that can be adopted by credit card defaulters.
The tips are summarized in Table 4.

Develop Simple Savings Habit

Perhaps, easy credit is an everyday expression; easy savings
is not. In fact, easy credit has always been blamed to be
one the contributory factors towards high level credit card
debts among professionals. What is savings and why is it
important? Typically, savings is the portion of one’s income

not spent on current expenditures. Without savings,
unexpected events can become large financial burdens.
Therefore, savings help an individual or family become
financially secure. There are subtle “invisible” savings habits
that young professionals can adopt to ensure that they
are meeting their financial goals. Firstly, always practise
the habit to Save First. Money allocated for savings should
not be viewed as what is remaining after current needs
and wants have been satisfied. No matter how they
choose to save, they must put aside money into their
savings accounts first. That way, they do not risk spending
it before they realize where it has gone. Secondly, save
loose change. They should put all their loose change in this
savings account. Over time, even the little bits will add up
until their savings amount is significant. For some people,
that loose change could add up to well over RM100 a year.
Thirdly, create a budget and monitor it regularly. Robert
Kiyosaki in his best-selling book Rich Dad Poor Dad explains
budget as a tool used to help consumers and professionals
budget their money so that there will be more money to
invest. A budget gives a sense of accountability and a fast
track to controlling one’s spending.
Some Useful Websites

1. www.creditcards.com
2. www.nomoredebts.org
3. www.stepchange.org
4. www.consumer.ftc.gov
5. www.moneysavingexpert.com
6. www.moneyadviceservice.org.uk
7. www.akpk.org.my
8. www.creditcounsellingcanada.ca

Table 4: Tips for Paying Off Credit Card Debt
No. Tips
1.
2.
3.
4.
5.
6.

Establish realistic goals for paying off your high interest credit cards and monitor your progress regularly to
help you stay on track and motivated to reach your goals.
This means, taking those credit cards out of your wallet so you’re not tempted to use them. Put them away,
Put Your Card on Ice
or freeze them into a bucket of ice, until you have completely paid off the outstanding balances.
Make a complete list of all of your debts (outstanding balances, interest rates and charges) and prioritize
Prioritize Your Debts
them in order of importance.
Review your monthly expenses and look for opportunities to cut your costs. Start by tracking your spending
Trim Your Expenses
for a two-week period to become aware of where your money is going.
Create a Monthly
To get out of debt and to stop borrowing from your credit cards again and again, you will need to create a
monthly spending plan for your money.
Spending Plan
The best way to get out of credit card debt is to do so strategically. Make minimum payments on credit
Strategize Your Debt
cards with the lowest interest rates and maximum payments on the credit cards with the highest interest
Payment
rates.

Debt Reduction
Strategy
Use Savings to Pay
8.
Debt
Debt Consolidation/
9.
Balance Transfer
Refinance Your
10.
Mortgage
7.
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Explanation

Start by Setting a
Goal

Pay off small balances first. Psychologically it shows that you are making progress. Once paid, cut up
and cancel the credit card accounts.
Use some of your savings to pay off credit card debts. Usually, the money you save by paying down
your debts faster will be substantially higher than the interest you will earn in a savings plan.
Consider consolidating your debts with a consolidation loan or transferring your credit card balances
to a low rate credit card.
If you own your own home, you may have enough equity to consolidate all of your debts into your
mortgage.
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The Pursuit of Excellence in
Financial Advisory

Paul Khoo

C hie f E xec utive O f f i cer of
S t a nd a r d Fina nc ia l Ad vi ser Sd n B hd

THE RISE OF THE NEXT WAVE

Over the past few years, waves of liberalization by Malaysian
regulators have all but washed away protectionist barriers in
the financial services sector, providing a space to financial
advisory firms to emerge as a dominant distribution channel.
In this vital and abundant field attracting ambitious talents,
the opportunities in financial advisory are boundless.
While the Malaysian financial advisory industry is still
younger compared to that in other developed nations,
the demand for proper financial advisory has long existed
here. Malaysians, whether individuals or organisations, have
always been eager to know more about managing their
finances better. Financial advisory firms must thus fully utilise
their capabilities to contribute to the Malaysian financial
advisory scene. Additionally, they need to adhere to the
core purpose of helping clients to achieve their financial
aspirations and look into providing an inspiring environment
where advisers can excel in building a successful advisory
business.
As the number of affluent households grow and their wealth
increases, the need for tailored, innovative offerings and
professional advice are keys to maintaining a competitive
advantage for independent financial advisory firms to
co-exist with financial institutions. “One-Size-Fits-All” financial
products and solutions no longer work in today’s increasingly
diverse affluent market. To build an effective approach to
better serve this growing segment, financial advisory firms
could assess their positioning and move to close any gaps
in their business models through organic development
and strategic partnerships. Also necessary is to enhance
offerings to this emerging segment by partnering with asset
management firms, investment banks, investment platform
providers, trustees, and insurance companies to customise
products and services.

REDEFINING FINANCIAL SERVICES

To manage rising domestic household debt and inflation
that erode purchasing power over time, we have to be
financially well-educated or advised to weather through

any market volatility in the coming years. To ensure retaining
“Customer-for-Life”, the Financial Planning processes need
to be embraced together with clients.
Constant engagement and getting clients to be involved in
the whole Financial Planning process is of utmost importance
to ensure always staying on the right track. This relationship
is similar to that of the rally car driver and the navigator.
The navigator is to help to navigate the whole course,
highlighting the obstacles and pitfalls so that the driver is
able to cross the finishing line in victory. Similarly in financial
life, the financial adviser is to provide his professional view
and advice, be the client’s alarm clock, reminding him of the
significance of risk diversification and others. Ultimately, the
client has the responsibility to make use of the information
to drive towards his financial goals. By having all these roles
and expectations in place, we make “Customer-for Life”.
Over the years, I have seen pure emotion dictating
investment decisions and “Conviction” has been clouded
by “Greed and Fear”. For instance, I have been advocating
that the tight monetary condition in China was consciously
inflicted by People’s Bank of China (PBoC) to avoid hard
landing and when China’s real assets inflation and growth
moderate, they will then ease the monetary policy.
We witnessed these events in 2014 and Shanghai Composite
Index delivered circa 53% in return that year. Before the
second half of 2014, Chinese equity was depressed, and
traded at market valuation of circa 9x earnings multiple.
A simple yet convincing strategy to own Chinese equity and
ride through the ups and downs were clouded by “Fear”
before the recent rally. Personally, I believe in the strategy
of reviewing the calls you have made in the past and then
to evaluate them against the current conditions of the
market, and if the base scenarios have not changed, then
taking losses would be emotionally driven rather than be the
making of a rational decision.
In general, clients should be recommended to review and
rebalance their portfolio annually or when there are very
significant market movements.
Malaysian Financial Planning Council (MFPC) / financial 1st |
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RFP and Shariah RFP Designees
Date : 9 July 2015; Refreshed 29 July 2015
: RFP and Shariah RFP Designees
To
From : Membership Committee
Dear RFP and Shariah RFP Designees
USE OF THE LICENSED FINANCIAL ADVISER AND THE LICENSED
FINANCIAL PLANNER TITLES
The RFP and the Shariah RFP designations are professional qualifications approved
by Bank Negara Malaysia (BNM) and Securities Commission Malaysia (SC) for the
application of the Financial Adviser’s Licence (FA) and the Capital Markets Services
Licence (CMSL) respectively.
As such, the title Approved Financial Advisor can only be used by a Financial Advisers
who are approved by BNM under the Financial Services Act and the title Licensed
Financial Planner can only be used by Financial Planners (CMSRL – FP) who are licensed
by SC under the Capital Markets Services Act.
If you are yet to obtain any of the licences from BNM or SC, please refrain from using
the titles Approved Financial Adviser and/or Licensed Financial Planner. Instead, please
clearly state your professional title as Registered Financial Planner (RFP) or Registered
Shariah Financial Planner (Shariah RFP).
We are confident that you will carry out your practice with due diligence and in a
professional manner.
Thank you.

Yours sincerely,
Kho Cho Ing

Vice President for Membership
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Honourable Commendation for
Financial Planning Awareness Programs
Wen Hui Award for Educational Innovation 2014

REGISTERED FINANCIAL PLANNER (RFP) CAPSTONE PROGRAMME
“A Swift Path Forward to RFP Designation”

One of the aims of Malaysia’s New Economic Roadmap is to increase the pool of well-trained and educated human capital in the nation and to
address the critical need for qualified Financial Planners to position Malaysia as the regional hub for Banking and Finance.
As a proactive response to aid the nation to meet this aim, MFPC has designed a 6 days’RFP Capstone programme. This is a fast track pathway for
Senior Executives and Regulators, for example those working with Bank Negara Malaysia, Securities Commission Malaysia, Inland Revenue Board
of Malaysia, Employees Provident Fund, and those in Financial Services Institutions and Institutions of Higher Learning. Participants of the RFP
Capstone programme who have successfully passed all the assessment shall be conferred the RFP.
Day 1

Fundamentals of Financial & Insurance Planning

Day 4

Estate Planning & Retirement Planning

- Financial Planning Environment, Phenomenon & Process
- The regulatory environment for Financial Planners
- Ethics & Professionalism
- Personal Financial Statements
- The Economic Environment and its Impact on Financial Planning
- Cash Flow Management
- Risk Management & Life Insurance Planning
- Estate Planning Issues, Process, Personalities and Instruments
- Retirement Planning Tools & Processes
- Risk Management
- Insurance Need Analysis
- Annuities
- General Insurance Product in Insurance Planning
- Legal Principles and relevant legislation in Insurance
- Consumer Protection and Life Insurance Industry Code of Practice

- Understanding Estate Planning

Day 2

Day 5 & 6 Applications in Financial Planning

- Testacy & Intestacy
- Trusts
- Powers of Attorney
- Personal Representatives - Duties & Powers
- Estate Planning for Business Owners
- Retirement Issues & Process
- Approaches for Determining the Required Retirement Capital
- Risk and “Risk Profiling” in Retirement Planning
- Investment Basics and Strategies in Retirement Planning
- Construction and Management of Retirement Portfolio
- Strategy to Meet Shortfalls in Retirement Capital
- Retirement Schemes for Individuals
- Managing Consumption Credits in Retirement Planning
- Debt Management in Retirement Planning

Investment Planning

- Quantitative Techniques in Investment
- Financial Statement Analysis
- Investment and Share Market
- Basic of Equity Valuation
- Technical Analysis
- Derivatives Securities
- Unit Trust & Real Estate
- Basic Concepts of Portfolio Management

30
CPD HOURS

MFPC

30
CPD HOURS

LIAM

30
CPD HOURS

MTA

20
CPE POINTS

SIDC

- Financial Planning Process : An Overview

- Client-Financial Planner Relationship
- Data Gathering I : Legal Aspects & Process
- Data Gathering II : Setting Clients Goals, Objectives & Priorities
- Analyses of Client’s Data & Strategic Issues
- Financial Plan Preparation
- Financial Plan Implementation
- Financial Plan Monitor & Review
- Example of a Comprehensive Financial Plan

Day 3 Tax Planning & Zakat
- Introduction to Malaysian Income Taxation
- Computation of Chargeable income - the basic format
- Employment & Investment Income
- Business Taxation
- Taxation of Individuals
- Taxation of Partnership
- Taxation of Companies
- Taxation of Trust, Estates & Settlements
- Overview of Zakat
- Types of Zakat
- Zakat Calculation
Scan RFP Code
- Zakat and Income Tax
- Zakat and Tax Planning

ENTRY REQUIREMENTS
Minimum 3 years’ full-time working experience in a
financial related industry and
Shariah RFP, CFP, CIFP (Part 1) or
Members of MIA, MICPA, CPS (Aust.), ACCA, Bar Council,
ICSA, MAICSA, CIMA or
Relevant PhD, Masters or Bachelors’ degree

OBJECTIVES
To increase the pool of professional Financial Planners in the through
training and education
To provide a qualification that will equip candidates with a
comprehensive and practical understanding of financial planning
RFP Programme is recognised by Bank Negara Malaysia and
Securities Commission Malaysia as the approved qualification for
Financial Advisor’s Licence and Capital Market Services Licence
respectively

To update participants with current innovative financial planning tools
To elevate Financial Planning literacy

Contact Information:
Malaysian Financial Planning Council (MFPC)
Suite 22.7, Level 22, Menara One Mont Kiara (1MK)
No.1,Jalan Kiara, Mont Kiara
50480 Kuala Lumpur,Malaysia
Tel:03-6203 5899 Fax:03-6201 2669
http://www.mfpc.org.my Email : mfpc@mfpc.org.my

Course Fee: RM 2,500.00 only
5% Discount for registered MFPC members only
For enquiries, please contact Education and Training Dept.
at +603 - 6203 5899

( Note : RFP Programme is recognised by Bank Negara Malaysia and
Suruhanjaya Sekuriti as the approved qualification for Financial

M F P C F1 s t m ini q u i z

F

inancial 1st Mini Quiz

In our efforts to ensure that members continuously enhance their knowledge by reading finance-related
magazines, the Research & Publication Board invites members to participate in the following mini quiz.
Please submit your entries to mfpcedu@gmail.com by 30 September 2015. The 1st six correct entries
received will receive a gift voucher of RM50 from MFPC.

1.

Which of the following are the correct four stages in
the consumer buying process according to Jeddi, Atefi,
Jalali, Pouresia, & Haghi?
I.
Data Collection
II.
Identify Problem
III. The Purchase Stage
IV. Assessment of the options after gathering the
information
II, I, IV and III
a.
b.
IV, I, III, and II
c.
I , III, II and IV
III, II, IV, and I
d.

A testamentary trust is a trust established after a person
dies to hold assets for the benefit of beneficiaries. Which
statement about testamentary trust is incorrect?
a.
A testamentary trust can be provided for in the 		
Will, but is established on the death of the person
making the Will.
A testamentary trust may protect estate assets 		
b.
against creditors.
A testamentary trust will eliminate the need for 		
c.
any beneficiary to tax.
The trustee can choose when beneficiaries receive
d.
estate assets.

Your Answer Here

3.

Your Answer Here

As long as you pay the minimum payment due on your
credit card bill, you won’t owe interest.
a.
True
b.
False

Which of the following is a not financial product?
a.
Mortgages
Overdraft
b.
Credit and loans
c.
d.
Bit coin

Your Answer Here

5.

2.

4.

Your Answer Here

Downside risk describes a “worst case” scenario for an
investment. Which of the following is not the way to
deal with downside risk?
Reduce or eliminate risk
a.
Avoid risk
b.
Sell risk
c.
d.
Transfer
Your Answer Here

The answers for the last financial 1st Mini Quiz are 1.D 2.B 3.D 4.B 5.A.
MFPC would like to congratulate the following winners of the previous financial 1st Mini Quiz:1. Leong Yew Meng
2. Tan Chee Yong
3. Lai Puei Teen
4. Joyce Wong
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Advertising Rates

New Lowest Rates! Please check it out!
Financial 1st Advertising Rate Card
No. of Insertion / year

1 insertions / year

2 insertions / year

3 insertions / year

Outside Back Cover (OBC)

RM 3,600

RM 3,300

RM 3,000

Inside Front Cover (IFC)

RM 2,700

RM 2,500

RM 2,300

Inside Back Cover (IBC)

RM 2,500

RM 2,300

RM 2,100

Page 1 to page 3 (P1-P3)

RM 2,300

RM 2,100

RM 1,900

Run-on-page (ROP)

RM 1,800

RM 1,650

RM 1,500

Half Page Horizontal (HPH)

RM 1,200

RM 1,100

RM 1,000

Half Page Vertical (HPV)

RM 1,200

RM 1,100

RM 1,000

1/3 column (V/H)

RM

700

RM

650

RM

600

1/4 column (V/H)

RM

500

RM

450

RM

400

Business Card (V/H)

RM

300

RM

300

RM

250

Ads. Position / Rate Category

Special Interview / Advertorial
Package

You will get:
• Three (3) Full Pages of the Interview / Advertorial
• One (1) Full Page of Advertisement
• Free 50 copies of magazine

Special Position: +15%
Overseas Advertiser: +25% (Advance Payment Required)

RM 7,000

*Please note that the above prices exclude the 6% GST
(Tax rate will be subjected to government changes)
*The above prices exclude 15% advertising agency commission

target market

Print Area
Advertising Position

Specified Print Area

Area

Categories

Percentage

Outside Back Cover (OBC)

210mm (w) x 297mm (h)

Gender

Male

39%

Inside Front Cover (IFC)

210mm (w) x 297mm(h)

Female

61%

Inside Back Cover (IBC)

210mm (w) x 297mm (h)

Insurance

92%

Page 1 to page 3 (P1-P3)

210mm (w) x 297mm (h)

Bank

4%

Run-on-page (ROP)

210mm (w) x 297mm (h)

Others

3%

Half Page Horizontal

210mm (w) x 148 (h)

Universities

1%

Half Page Vertical

105mm (w) x 297mm (h)

Financial Advisor

0.49%

1/3 column Horizontal

210mm (w) x 70mm (h)

Account

0.25%

1/3 column Vertical

70mm (w) x 297mm (h)

Investment

0.16%

1/4 column

105mm (w) x 148mm (h)

I.T.

0.05%

Business Card (Horizontal)

90mm (w) x 50mm (h)

RFP

81%

Business Card (Vertical)

50mm (h) x 90mm (w)

Affiliate RFP

16%

Shariah RFP

3%

Industry

Designation

* Please make sure a minimum 6mm bleed is applied on the artwork for all four sides

For any enquiries, please contact:
dimension publishing sdn. bhd. (449732-T)
Level 18-01-03, PJX-HM Shah Tower,
No. 16A, Persiaran Barat, 46050 Petaling Jaya, Selangor.
Tel: +(603) 7493 1049 Fax: +(603) 7493 1047
Email: joseph@dimensionpublishing.com Website: www.dimensionpublishing.com

