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| @ ~ Topic BEAE

Learning objectives % % B 42

Introducing(¥7, & 2 3r)

€4 Understanding client motivations and wants

¢ Assessment of client risk appetite, investment
objectives and needs

€ Segmentation based on client investment
personality profile

4 Due diligence procedures and methods

€ Client wealth analysis and planning

Advance(i& % /& H

‘ Case study

4 Strategic Asset Allocation and Tactical Asset
Allocation

4 Core-satellite approach

¢ Asset allocation strategies including alternative
investment strategies

€4 Monitoring and review of client portfolios and
re-balancing strategies

¢ The “family balance sheet” and wealth planning

considerations

Financial Technical Skills(8t## g5)

4 Understand how to provide appropriate
financial advice and planning, including
asset allocation and management, with
consideration to understanding the client
through KYC, risk profile and individual
financial behavioral tendencies.

Investment Knowledge(#% ‘é‘ %o3)

€ Appreciate and explain, at a client-level,
the key investment tactics, including
SAA and TAA, and how these
approaches work in favor of the client.

Advisory Skills(% £ #2353%9)

€ Ability to develop a wealth accumulation
and management plan with suitable

actions, including rebalancing.

> REFA 4

Kevin Ho
Mr. Ho %128 % K447 A A 4847 €13 Citibank, ABN AMRO,
Standard Chartered & HSBC: 25 KA ¥ R EHH A28 16 o981 T EHE
By o £ HSBC ¥k TG B Y TAMEEZAM AR  HEB RO
HEERE -PTANSBEL A4 REEXHRE - 8% 10 F Mr. Ho
LM R B E AR LI EHEFEARERGRERESBEHZ

HF DR
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SJS Capital Management — Head of Portfolio Management %ﬁ\{\i&
HSBC — SVP, Head of Wealth Management Advisory

Global Multi-Family Office, Dubai — Director, Quantitative Portfolio
Management

ABN AMRO Asset Management — VP, Head of ASEAN Institutional
Business

ABN AMRO Bank — VP, Head of Sales, Wealth Management &
Specialized Products

Singapore International Monetary Exchange (SIMEX) — Nikkei 225 Pit
Floor Trader

Citibank — AVP, Desk Head, FX & Fixed Income Margin Trading
Phillip Futures — Dealer, Equity & FX
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Topic N % Learning objectives %% A 42
Introducing(#8, 222 31) Financial Technical Skills(&4 3% 8£)
. ) ¢ Ability to explain the importance and
€ Risk management framework in wealth . .
mechanics of wealth preservation,
management including the key tools used, such as
& Life insurance products and its critical roles in Universal Life.
wealth management Investment Knowledge(3% & 40 3)
4 Universal life and legacy planning 4 Understand various financial
4 Concepts and applications on reverse mortgage instruments that can be used for
@ Risk Management Strategies for Equity enhancing a client’s financial well-being,
) ) which may. include derivatives and other
€ TForeign exchange, interest rate related products

The world of derivatives

Advance(GEFS E H)

\ g

*

Appreciating international taxation planning and

off-set strategies
Taxation aspects of different investment structures

Asset protection (on-shore and off-shore) and
succession planning strategies, including wills,

trust and foundations

risk management strategies.

Advisory Skills(% F #3#5.35%9)

*

Provide sound advice to clients by
helping clients formulate suitable wealth
and tax optimization strategies through
various structures, including off-shore
options.

> 3k EH A48

H

Dr. Christopher Goh

2L EARB 0 FomEAM IR £ 13 £ B EEEHN
LA YIRBAS FEMEIT AEEBTRIRBT wEAFTEHE
BT BRBITRE - AP A ERBABEOHNEHTEENRELZEFIR
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4 Director — Merrill Lynch, Head of Credit Structuring and Products, Asia
Pacific for HNWIs

¢ Vice President and Head of Treasury Operations — Credit Agricole
Indosuez

4 AVP and Treasury Controller — Banco Santander

4 AVP and Financial Controller — Banca Nazionale Del Lavoro

4 AVP and Risk Manager — Canadian Imperial Bank of Commerce

4 Trader — FX and Derivatives, Canadian Imperial Bank of Commerce

4 Corporate Banking Officer — DBS Bank
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Topic BN & Learning objectives % ¥ B 4%
Introducing(# A i 1) Consulting Advisory Skills(%& £ 334+ 55)
&  Securing Client Opportunities L 2 Ability. to sec':ure client interest§ in
exploring investment solutions,
¢  Effective prospecting and networking specifically for uncovering needs and
4 Creating opportunities for initial client contact wants, through a structured “best
4 Marketing and communication strategies to practices” KYC process.
prospective clients ' Financial Advisory Skills(84 #2235+ 35)
4 Financial Advisory Skills & Ability to develop specific and
4 Consultative Selling Methodology appropriate financial solutions, which
4 Structuring for success - ROADMAP are based on model portfolios, and to
* Profiling your client’s buying behavior — DISC successfully pitch to the client
4 Creating engagement, awareness and uncovering
needs — The Questioning Loop
€ Targeted KYC — HCF Grid
Advance(:# [ & B
€ Advancing - Active Listening and ABCs
4 Developing value propositions with features and
benefits
€ Pitch book and impactiul pitching techniques —
6Cs
¢ Effectively handling objections — 3Es
4 Win-win negotiations

> 3hER A4
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Maxine Teo >
YEZNS BREEEIRRLE > EFIBBRBETE - HEHT ‘i@
Reg~ BART - R4  ARELERE -85 17T FHERLBAL
EEZRIA > EHYBRES ANHEER -
4 True Colors Personality Profiling — Accredited Facilitator — True Colors
USA
4 Professional Diploma in Training and Development — STADA Singapore
# Professional Certificate in Designing and Facilitating Experiential
Learning — STADA Singapore
4 Better Buyer Relationships — Sales Training Solutions Accredited
Facilitator — IOWEU Hong Kong

O #®AEF X
¥AFARE  RTINFXHKEL
E-mail : 3% £ 7% & 49 35 http://www.tabf.org.tw/tw/user/2012IWM/
THRB| L & EHE %% e-mail £ regosd@mail.tabforg.tw
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