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New Module 1 :

Financial Planning Principles, Process and Skills E## 8157 2 (232 B4 57 210 SR E8)

Financial Planning Knowledge Domain 328458 21 %0 8 S35 -

Introduces basic financial planning information and principles including the financial
planning process; client interactions and behavior; ethical principles, rules of conduct and
practice standards for financial planning; professional skills; the regulatory, economic and
political environment of the applicable jurisdiction; and time value of money as it applies
to financial planning.

MHEERREFRINNFARR - EFEEMESBE - BEFPNGHMITR - BUEIINERE
TRERMNERE - BERGE  BHIZAEERNEE - KBENBUAERIR - UKEEEEEE
RSP RER -



INDICATIVE CONTENT RIZ4HE
E 1B 1#E El(Financial Planning Principles, Process and Skills) — 20 /)\i& (20 hours)

Knowledge Topics Subtopics F 1248
*N38 £ RE

1.1 1.1.1 3B E177 2B (Introduction to personal financial planning)
BRREIEENIEMAR | 1L1.2 BREIREEETESEMRIIKAARE(Roles of the
E-ping =2 financial planner when doing integrated financial planning)
Financial planning 1.1.3 32178 21 E AN <& Rl ) o kB 75 2 B RV & Rl (Distinction between
profession and financial planners and financial product advisors)
financial planning 1.1.4 3BB1#H 232 (The Financial Planning Process)
process
2 /\BF(2hours)

Learning Outcomes &R

SRR RBINE R - MEMIMERR (Describe the background, process and practice of
financial planning)

REAIE RS BB E R FTIR A ANEE (Describe what a financial planner does,
and the added value offered)

o 1E 1 38 B A5 2 BR ) o] DUFE MR LE 17 22 AN B A 1 EE BR B B 85 (Outline in which sectors and with
what advisory functions a financial planner can be active)

REEARERE NG - EEERMAREIRMEEA —ERESENEGTEA®  HERND
mEE A BB A E(Explain the advisory functions of financial planners, including the
holistic and relational role of the financial planner as distinct from a simple product
advisory role)

SR EIBMEZEARENABFIER (Demonstrate knowledge and understanding of the
process of giving integrated and comprehensive financial advice)

SEIIRRI R BV TR FR L B AV AN (Demonstrate knowledge of the steps required to draft

a financial plan)




Knowledge Topics

A5 Subtopics FiR 4

1.2.1 3B RA R B FEAZE A LA B AN T BE(Structure and function of the
Financial Planning Practice Standards)

1.2.2 BRI B R RS EIEMREEE B IR PRI AL(The
position of the Financial Planner Code of Ethics and
Professional Responsibility in the professional practice of
financial planners)

1.2.3 BBEI#REI#Z/0 3 2[R BI(Financial Planning Core Practices)

1.24 EZERBMARBNNFTE - BMRSNZORNERR B EER B
== All(Implementing the Financial Planning Practice

12

BRI THERE
Financial planning , ) _ .
) ) Standards, Financial Planning Core Practices and the
practice and ethics

Financial Planner Code of Ethics in practice)
2 /)\FF(2hours)

1.2.5 BEHR B TEE (Management of a financial planning
practice) :
@525t = (Business plan)
o TiF(Marketing)
oL ik (R 77 (Record Keeping)

A

o (REX P&l (Safeguarding client information)

O EEMEEE A E TR (Ethical and regulatory misconduct)

Learning Outcomes B2E LR

$3H B AR &0 B ZE IR R 2423 #2 (Demonstrate insight into the Financial Planning Core
Practices)

JRIBAREBNENAEEER - 59m - AR FEFHEIE R 2 TRBENAZZEM TS ZRI(Discuss,
explain and apply standards of practice and rules of conduct for the practice of
financial planning, relevant to the jurisdiction)

MR IR AR IR AR R AR Z BB REEMEFEITAEK (Identify and understand
ethical considerations and professional conduct requirements in the giving of financial
planning advice)

o TBXHERBNREEFEMNEZE M (Understand the importance of keeping documents
confidential and protecting client information)

B EEIEMREIEBANITERENEMEFRE B ERFE (Demonstrate knowledge of relevant
practice management and other business aspects of financial planning)

3




Knowledge Topics

A5 Subtopics FiR 4

1.3.1 BB A B R R BEREPE P AR BE B2 FE (The skills that are part of
the Financial Planner Professional Skills matrix) :
@72 17/51E(Building trust)
o= 5 5 &(Client engagement)
o 5 W& (Effective communication)
o i 55| 4R (Coaching)
o= FE 5 (Client advocacy)
o #E 34 B # (Critical thinking)
® 2R B 7E (Problem solving)
SRERHE A (Decision-making)
0%%*4?§(Tech savvy)

o5& (Emotional intelligence)

13
S EE 5312
Financial Planner
Professional Skills
2 /\BF(2hours)

Learning Outcomes E2E LR

HEEUEE BEFEE - BRAEBNMEXEEM LRIREZEF T (Show professional
responsibility in the field of building trust, client advocacy, ethical reasoning and
professionalism)

EEFOEMANE RS EHERAREIF(Apply interpersonal skills in terms of client
engagement and effective communication)

+Z=FR$E (Be technology savvy)

TEIEE - HEHIM B - SRREENARRREIRE 7 E B FE A BBE(Apply personal skills in terms

of emotional intelligence, critical thinking, decision-making and problem solving)




Knowledge Topics
x5 £ RE

Subtopics FiR 4

14
FEBTRINEE -
OBEMBURIRIR
Regulatory, economic
and political
environments that
affect financial
planning

2 /)\FF(2hours)

1.4.1 BEEIRIET 4B (Introduction to the regulatory environment) :
@ EE E ¥ 1E (Regulators)
® 55 #R#F (Legislation and regulation)
1.4.2. 2= E(Fiduciary duty) :
O EEME 1T B (Ethical and professional conduct)
1432%FH "EP&ENZ 1 EXK(Legislated ‘client best interests’
requirement)
1.4.4 38 (Suitability)
1.4.5 &8 FEIRIET 48 (Introduction to the economic environment) :
® ([ 52 £75 B2 (Micro-economics)
® /BRR 4L EE (Macro-economics)
1.4.6. 85 Ix15 I8 AR El(Economic environment & financial
planning) :
© S M BUR M BA I I 2 (Monetary policy and fiscal policy)
o =R {EIR(Business cycle)
® L1512 (Economic indicators)
1.4.7 HEMBUARIE” T (Introduction to the social and political
environments) :
o1t 75 I fF 1735 (Local government sentiment)
o1t Z & ELZE (Social welfare policy)
o R UL EL R (Taxation policy)
ORI (Retirement policy)




Learning Outcomes BB R (B LX)

o R FE B Rl AR 75 AR R Y B B IR IR A8 (Explain knowledge of regulatory environment
related to financial services)

JHIIE AR RRERV AR ER KE AR - 1 EMBEFE(Describe the legal framework
within which financial planners operate and their legal, social and ethical
responsibilities)

«EHE IR SRV E IS AR5 B IR IR E R (Demonstrate basic knowledge of
micro- and macro- economic environment as it applies to financial planning)

EETRERNAR  EEMEELBIZE (Explain the role of the financial system, its
function, and the key participants)

MR IEE B R R EBBERE £ (Describe the various regulatory bodies, their functions
and responsibilities)

HAIBEEmMTS - HfEMER S T E(Identify the various financial markets, their
characteristics and the instruments traded on them)

A O BER BT RS 2B TR IR K E & RIS E M & (Assess the potential risks
affecting the financial system and their impact on financial service products)

« S IR IR B A B IR BB B SR BUAIRIERI AN (Demonstrate knowledge of social
and political environments relevant to financial planning and the economic

environment)




Knowledge Topics

S B Subtopics FiR 4
1.5.1 EREBEAEEH(Define compliance and its implications)
1.5.2 e EEEE B E XA (Disclosure documents in line with
15 the jurisdiction)
EZBE 1.5.3 BEFIZ B (Potential conflicts of interest)
Law and compliance | 1.5.4 BFBREEF = N ERRTAE(Applicable private law in context
2 /\BE(2hours) of financial planning)

1.5.5 BHRIEE = MERNBEFEAFME LA (Applicable business
and contract law in context of financial planning)

Learning Outcomes E2E LR

oA E - REMBRAEBBYEIEM R INHITRIR E (Discuss the impact of legal, regulatory
and ethical compliance issues on the practice of financial planning)

3% K 38 B4 B8 S O AE B8 R SE 22 65 (Discuss relevant case histories involving financial planners)




Knowledge Topics

Subtopics FiRéf
IEES P
1.6.1 BEEEARRREE (Future value of a single sum)
1.6.2 EEE£EERIRE (Present value of a single sum)
1.6.3 BAHREAI B HAF]Z (Number of compounding periods and
16 interest rate per compounding period)
- 1.6.4 % /2 HELHIRE(Present value of an annuity/annuit
SRR B ( y/annuity
. due)
Time value of ) _
1.6.5 F&/RHAFEEHRAKEE (Future value of an annuity/annuity
mone
Y due)
2 /\BF(2hours)

1.6.6 BEAMSZ A5 UL A (Periodic payment or receipt)
1.6.7 IEBIERIREREZ (Irregular cash flows)

1.6.8 AELER =R (Internal rate of return)

1.6.9 #1718 (Net present value)

Learning Outcomes E2E LR

S E R REBEEES I EARIERFRE|(Describe how time value of money concepts
are applied to financial planning)

HERNEEEITEERAREFEEBAREI S ZE(Apply time value of money calculations to a
client financial planning scenario)

HHEATRISEEERBNEES - WERESEEEDZ2AMHEE FH(Demonstrate the
ability to solve time value of money problems, as well as explain how the variables in a

time value of money problem interact)




Knowledge Topics Subtopics FiR4f
#7878
1.7.1  FE1Z(Client goals)
1.7.2 REEEEEIRER(Family values & status) :
oL BE R ZE (Spousal differences)
1.7 1.7.3 FREAREE R EZEHE EBEZ(Considerations for non-
EPRHE traditional families)
Client characteristics | 1.7.4 AEtH A EF 200 ZE2E (Generational cohort)
B11.8 HEt 2 /N 1.7.5 7&#®(Communication) :
(2hours) ® 75,5 (Methods)
o R {F(Preferences)
o B EME F1TE)(Psychological responses and client
action)

Learning Outcomes 2H IR

SRR EIP BT RMERN A E - BANRERREIFE8(Discuss behavioral aspects of
financial planning applicable to the financial planning engagement)
HERAMENES KT - R EEE-EL #E59(Demonstrate the ability to apply the
knowledge and appropriate skills for asking the right questions to) :
-tER = PARRAVE A B #5F040E B2 (Identify the client’s personal financial and lifestyle
goals for the future)
-tEREHIE R PR RIS EE EE R (dentify the considerations to be taken into
account in drawing up the client’s financial plan)
-HERREREBREPHER - REMN/HEESEENEEME(Identify the specific details
about the client and/or family and/or enterprise essential to the financial planning

process)

-EEEREREA - MBEMEMAZENESIER - BHEFPAIERREISFEEZE (Determine
priorities regarding the personal, financial and other considerations that are of

importance to the client’s financial plan)




Knowledge Topics

A1 5 Subtopics F&rl
L3 1.8.1 EFEME R FZEE MG (Ability)
éﬁ)ﬁﬁfﬁ%ﬂﬁﬂ%iﬂ 1.8.2 EFMEABREFMREEF (Willingness and preferences)

Client risk profile

1.8.3 RERE R AR ARG S
traits impacting risk profile)

5 (Experiences and personality

Learning Outcomes B2E LR

“ARENER KN EHEFHRVBERRE

= [ B B AR E (Demonstrate the ability to understand

and address the client’s attitudes toward financial and investment risk)

BREPEAHHEEEROEE

HEWEREA B EE S ENZEE(Demonstrate the ability

to understand whether the client has a reasonable comprehension of the types and

number of risks that may be encountered during their life)

 IBEFPHOFEBEINERREMNES - WiEstHEbIEFPERELEER MK E(Demonstrate
the ability to understand how the client may feel regarding the specific risks that may

be encountered, and be able to identify the client’s reactions in certain situations)

Knowledge Topics

Subtopics F&r
eSS P
1.9 1.9.1 EE8(Listening)
BERHENERE 1.9.2 HRZRB*Z(Discovery process)

Client engagement
and communication
B 1.10 &5 2 /s
(2hours)

1.9.3 IREHE(Appreciative inquiry)
1.9.4 FEM XA B E(Open-ended and closed questions)

Learning Outcomes B2E LR

IR AN - B P A5 EGE B IR AR 2RVMERIZ K (Discuss client engagement
and behavioral aspects of financial planning specific to the financial planning

engagement)

HEHTHARIBED BB

BEIEEFZE(Apply client engagement principles and

practices appropriately)

B E FE AR B I5I8E 1 (Demonstrate the ability to appropriately apply questioning

techniques)

10




Knowledge Topics Subtopics Fir#l
x5 £ RE

1.10 1.10.1 & ZE mMARFF SR E A2 (Due diligence process for
EmBERFERE assessing products and services)
=) 1.10.2 EE EmalAR#5(Choosing a product or service)
Due diligence 1.10.3 Ema R R HERZEIE(Product or service provider
process of selecting selection)
products and 1.10.4 A EFFEFEE (Company evaluation and selection)
services and the 1.10.5 mi A ZESR1#55T E (Integrating into a greater financial plan)
companies that
provide them

Learning Outcomes 2H IR
2 ET—EE B E R (Design a due diligence process)
JEETHEMARBIREENEEZRFE(Explain the important characteristics of financial
product and services providers)
HRETEEERN/NERNRFREERTEEZEZEBWEEZRZE(Explain the important
elements to consider when selecting a product and or provider of products and
services)
o5 i IR B/ ER S FE B ANV E BAR & - DURER FLHFMNIRZE 4 (Discuss the standard of care an
advisor should exercise to protect confidentiality for client records)

11




Psychology of Financial Planning 324 21028 (SRR EHET 4 /M\S) :

Financial Planning Knowledge Domain 328458 21 %0 8 S35 -

Provides an introduction to the common biases and heuristics seen in financial planning
client behaviors, an understanding of client decision-making processes, and processes to
enable financial planning professionals to successfully guide clients through the Financial
Planning Process. It also provides an understanding of the financial planning professional’s
own biases and how they can impact the Financial Planning Process.
NMHEEBEPRIEZFLTAPERNRRMEEINTSA - FBREPIORRARE - DIKEIEIRERE
5|8 FPETEMRETENE - B - FEEMERREBE CHRRNUZERETRIRE -

INDICATIVE CONTENT RIZ4HE
AR B/ 0 IEES (Psychology of Financial Planning) — 4 /)\iF (4 hours)

Knowledge Topics

Subtopics FiR4
- ubtopics FiRl

1.11.1 TR IBEN A (Introduction to behavioral finance)
1.11.2 E#m 5B BT A IFELE B (Traditional versus behavioral
finance)
1.11.3 RE= AR EE =017 & (Biases and heuristics)
1.11.4 BEEZREAIE R R R (Choice architecture and financial
decision-making) :
oFHMmHY (3B ) JRZKF5)A(Traditional (rational) approach to
decision-making)
@ =& Z## (Sense-making)
o 5 [RIE 4 (Bounded rationality)
o i1 & B 7582 (Neurofinance)
1.11.5 32EF R EN0IEER /T 4B (Introduction to the psychology of

financial planning)

111
TRMBENIERR
2R

Behavioral finance
and the psychology
of financial planning

12



Learning Outcomes BB R (B LX)

JBEHRFEENITAMEE 2B EZEREI(Reflect on the key differences between
traditional finance and behavioral finance)

M PR R A A VT R W EIERAR M =R R (Identify how cognitive biases and
heuristics can impact financial decision-making and well-being)

HHEFRLIEAMES - FINEIRMETFER - 1R - SREMMBERERZRNTSE - HEE
12 BRI  RRMTEIRSFZ (Describe how a client’s psychology, such as their
financial comfort zone, socialization, money beliefs, and past financial experiences and
behaviors impact their objectives, goals, understanding, decision-making and actions)

13




Knowledge Topics

A1 5 Subtopics F&rl

1.12.1 &84 ( B ) JRZEF5A(Traditional (rational) approach to
1.12 decision-making)

ERNIEMEEBIEE | 1.12.2 EFREE(Sense-making)

E - BERNRR 1.12.3 BRIEM4 2 FEF(Bounded rationality)

Client and financial | 1.12.4 3285REA/03BE E (The psychological elements of financial
planner attitudes, planning)

values and biases 1.12.5 EBRF2 A @RS S (Risk perception and risk tolerance)
1.12.6 #8217 4/0 322 (The psychology of crowd behavior)

Learning Outcomes E2E LR

EEIRMERRILIERE P OVERERE IR EZZEIRBIEZ 4 (Explain the importance of
the financial planner framing advice in a way that accounts for psychological
characteristics of the client)

BEEZEFNOE B BONB2EREBNEES (UM EEEREES ) WIEMIRIARE
RIF Z(Explain how a client’s psychology, background, preferred learning style and
values (socially conscious investor, etc.) impact the financial planning process)

DMEFHEREASZ NFEBERREREE  BREVEZHEEFNEMRIERD - 88E - IIEE (6l
B EETHAERENTS ) 550 - FEFMFKERF(Analyze a client’s degree of risk
tolerance and loss aversion and ensure recommendations are consistent with a client’s
risk propensity, attitudes, composure(e.g., past behaviors during market corrections),
capacity, knowledge and needs)

o PR FE B P 20 AN AN B P =2 1 2 IR = £ (Explain the difference between risk perception and
risk tolerance)

EYmIB R BAB AR EE# (Discuss loss aversion and prospect theory)

JHIMEFBEAYIEIR 47T/ (Describe the irrationality of crowds)

BRI FE - J R FNE & (Describe contagion, bubbles and busts)

SR E RSB/ 0IEIR 2 (Describe the fear of missing out)

14




Knowledge Topics Subtopics 71248
x5 £ RE
1.13 1.13.1 EmESMEE RN (Financial literacy and numeracy)
EPRMEENANER | 1.13.2 sHEE P HIER ZZAVIERE (Assessing client understanding
== of advice recommendations)
Client cognitive 1.13.3 #FAIE PR HBE N2 FFE(Recognizing cognitive decline)
abilities and
financial literacy

Learning Outcomes &R

JSHMINAE BB B T PRIZES 2 RIZXE (Describe how to improve financial literacy through
client education)

RIS FEIR I ZAVIE A2 (Explain how to assess the client’s understanding of
advice recommendations)

SEEMOERIAEEE F RSN T (Explain how to go about recognizing and
managing cognitive decline)

Knowledge Topics

P Subtopics F&r
1.14 1.14.1 7RI EZE A (Behavioral investor types)
ERREFEAEZEFER | 1.14.2 HEERIF(Consumer advice preferences)
D8 1.14.3 REFN1ELE R =(Cognitive and emotional biases)

Client preferences 1.14.4 ERPRAETHA—BISHIHRIEEIE (Identifying and
and classification of | managing self-defeating behaviors)

client types

Learning Outcomes B2E LR

SIBTREERAW 1 HEHE P Z (List the behavioral investor types and
understand the implications for clients)

I HEERRE N MNTREREARRHEE T KM EZ (Discuss consumer advice
preferences and how to deliver advice that meets different consumer needs)
‘EEFSTHIRF ERIIH B EE FE(Identify and explain how to manage defeating
behaviors)

15




Knowledge Topics

P Subtopics F&rl
1.15 1.15.1 :8E BEms=(Overconfidence bias)
EREIREHMIE | 1.15.2 IRiRIEER(Status quo bias)
RRNTE 1.15.3 AP A O - HELBEMREEZ(Demographic,
Client beliefs and socio-economic and religious aspects of decision-making)

their influence on 1.15.4 RENEAIRE 7 BRI =S (Perception versus reality)

financial decision-

making

Learning Outcomes 2H IR

B E B SRR (Explain the overconfidence bias)

IR AR R R (Explain the status quo bias)

M AORREE ~ AT MM MRBERRART E (Discuss how demographic group,
socio-economic status and religion impact decision-making)

o TR ARBSEWAEIREIMRR S IR (Understand how personality traits reveal themselves

in financial decision-making)

16




Knowledge Topics Subtopics 71248
*EEEE
1.16 1.16.1 5|E i #EE(Nudge)
B RERINIT S 1.16.2 RIFEER IR R4 R &l (Policy-based financial planning)
Behavioral 1.16.3 # A EERE A (Principles of counseling and coaching)
approaches for 1.16.4 BT RIRAREERI5(Communication techniques to
financial planners reduce behavioral biases)

Learning Outcomes &R

Hit 5282 R Bll(Describe the Nudge principle)

Sl LA FIEE MR Al(List the principles of counseling and coaching)

R M EIEM R BB (Explain the applications of counseling theory to
financial planning practice)

BRI AR B B &) P21 B MEERI#E % (Demonstrate how a planner can develop a
relationship of honesty and trust in client interaction)

< IE A NE R B RS RE B 15 (Select appropriate counseling and communication
techniques for use with individual clients)

JREMMIRNBFRIBRED - FEPFERRERZIENEE(Explain how coaching can add
value to the financial planning process and the client planner relationship)
SHEBEIANE D - B OEMIEOE BT (Assess the components of communications,
including verbal and non-verbal communications)

X BB B FEA B I5(Apply active listening skills when communicating with

clients)

17




Knowledge Topics Subtopics 71248
x5 £ RE
1.17 1.17.1 B&E 5 Z (Potential impacts)
mEFEMBZNGHE | 1.17.2 #3175 Z(Solutions)
E LS 1.17.3 EEE3 AR a2 (Monitoring cognitive biases)
Crisis events with 1.17.4 HFE B R 2 (Navigating the implications of crises)
severe financial 1.17.5 2248 -~ E#EAMFEE(Framing, anchoring and adjustment)
consequences

Learning Outcomes &R

LR EIM BRI E RO AERANEBEERE - BEFFREN LA BRURARBRESH
(Evaluate the potential impacts on short-term and long- term goals, including
unexpected job and /or income loss and adverse health events)

MBI BRANEBRINEERELCNEBERRAS R - RREMRAR NI EBIRVIRE
(Identify and communicate potential solutions to unanticipated asset allocation
changes, adjustment for changes in risk tolerance and adapting to new norms)

o ML ER RS TE BRI R AR AR /5 H I A B (Describe the advisor's role in monitoring cognitive
biases)

cRIREIEL - OISEMMEES - HENE PREH BT RIS Z(Demonstrate empathy,
reliability, and competence to help the client navigate the implications of a crisis)

18



New Module 2 :

Financial Management B1 75 &8

Financial Planning Knowledge Domain 21 R E| A58 2815 -

Introduces methods for the collection and analysis of information relating to personal
financial statements using appropriate ratios; develops techniques to create and apply
strategies to manage short, mid, and long-term cash flow; introduces financial planning
methodologies for assessing significant financial commitments issues such as education
planning and emergency fund provision.

ITAAEA P FIRORERLEROBAERWEN DA ; FREEEH - FHRMEHR SR
REBRUMBARIS ; MABMREG AR  ARGERETEER  NHERINESESR
it

INDICATIVE CONTENT RIZ24E
f1 75 &3 (Financial Management) — 20 /)\iF (20 hours)

Knowledge Topics Subtoics 724
ubtopics F&R4
M= P
211 s ERBAREPREAMIZSTE (Application of financial
51 calculations in the financial management process)
' 2.1.2 BRIEAER (2 AFRAVFEE)( The optimal economic
B EREE AR i \(Theop
i o) point. (That point, in the creation of wealth, in which money
inancia
does not bring more happiness to a person))
management e = .
o 213 BEAMBEHR(EERBRFER] RS AREXRMIAE)(The
ciples
P P basic financial statements (Balance sheet [net worth
4 )\ (4hours)
statement], cash flow and budget))
214 PIEFFEKEF(Client first)

Learning Outcomes B2E LR

ofE RS 5T B LN /o EL At 5T S Bk 8 ok 5% A 2R B R B 12 B4 75 B 28 (Use a financial calculator
and/or any other calculation software or device to solve a variety of financial problems)

EBTEER PRSI 3 (Prepare and interpret the client’s financial statement)

iR FEEE M E 2B (Communicate qualitative and quantitative issues with clients)

19



Knowledge Topics

A5 Subtopics F&rl

2.2 2.2.1 IBERAFEE (Cash flow and budgeting)

R EIEgE 2.2.2 BRI EZERER (Significant financial commitments)
Financial
management
objectives

2 /)\FF(2hours)

Learning Outcomes E2E LR

JEE I E I M5 E T H1E(Collect information to establish financial management

objectives)

Knowledge Topics

S Subtopics F&r
2.3 231 EE - BEMFEE(Assets, liabilities and net worth)
BAEBEEABER 2.3.2 Eﬁ“ﬁk/ﬂ T (Analysis)

Personal balance
sheet
2 /NEEF(2hours)

Learning Outcomes B2E LR

JWEBBEEEEEMABREHN(Collect information regarding the client’s assets and
liabilities)

CEBEFFEERFK(Prepare statements of the client’s net worth)

JEEHEPEEMS EHEREE(Determine the issues relevant to the client’s assets and
liabilities)

REBEEFHAMNBENARRMBIOTTEEFEEMNBBREE 4 (Assess the
appropriateness of the client’s assets and liabilities given the client’s current and
potential future financial situation)

20




Knowledge Topics Subtopics 71248
x5 £ RE
24 241 WAMZ H-IRTE/AR2K(Income and expenses — current /
IRERMRIEARE future)
Cash flow strategies | 2.4.2 B & iRHIF E (Effects of inflation)
and planning 243 BE R DM (Analysis)
2 /\BF(2hours)

Learning Outcomes &R

JEERIRER - WA/ H(ER)WHEBEE(Collect information regarding the
client’s cash flow, income and/or expenses (obligations))

CEBEFMIRERETR (Prepare statements of the client’s cash flow)

JERBERIRHTRIHE B ZEEZ (Demonstrate the effects of inflation on a proposed
monetary goal)

JETEE F&iEYEIESZ H (Determine whether the client is living within financial means)

LEBMEMANBR S EIRRIEMEMR - HEFEE(Compare potential cash management
strategies and products for the client)

«FEfh O BERY UL A FNSZ LE 22 ¥ BRI 75 52 2 (Assess the impact of potential changes in income
and expenses)

Wi T K BIIR R E BB R (Identify conflicting demands on cash flow)

GIHELIREMR S EEEEESEFERIE(Assess cash solutions for suitability for the client’s
situation)

21




Knowledge Topics

Subtopics F&R#
e e Hrop
2.5 2.5.1 HIEFEEMFEWEF (Information required to develop a
BRI AARE budget)

Budget strategies
and planning
2 /) (2hours)

2.5.2 FEEFEN ; A EA(Budget reconciliation; utility and use)

Learning Outcomes &R

W ERHTRE TR R EN(Collect information necessary to prepare a budget)

<EHE FTEE IR F (Prepare statements of the client’s budget)

JRIBEZF BRIMBEARRNIFE N - fHEEFIREREE M (Assess the appropriateness
of the client’ s budget given the client’s current and potential future financial situation)

Knowledge Topics

A5 Subtopics F&r

2.6 2.6.1 RELUEIIIRE %4 (Saving to build a cash reserve)
HEDH - REEMEE | 2.6.2 REIFHEEN—87(Saving as part of the budget)

RITHE
Savings analysis,
strategies and

2.6.3 REMIREMR (Saving and cash flow)
2.6.4 E1If#Z %M (Establishing savings strategies)
265 HERRFEERRS - AlM0 . HBE - EFEZE(Saving for special

solutions
2 /NEEF(2hours)

goals, such as education, buying a house, etc.)

Learning Outcomes B2E LR

JEEEFUMAMERERR(FEEMED)( Determine how the client makes savings decisions
(propensity to save))

JEEESEFEMNREE LE(Determine the appropriate saving vehicles for a client)
JEEEFHEENRE 5 (Determine the amount of saving needed for a client)

a~

=T &/ E % (Calculate the savings ratio)

&7 A E IR E (Differentiate savings from investing)

22




Knowledge Topics Subtopics F &Rl
x5 £ RE
271 22ETNEEM KEEHEEE(Importance of an emergency
fund and how much is sufficient for an emergency fund)
272 BENESERRRMRE  FBEANERNGUNRERSEHE
2.7 THEC & (Appropriate emergency funding vehicles and
ERER strategies, in coordination with human capital characteristics
Emergency fund and insurance waiting periods)
2 /N (2hours) 273 ERERFR/MBREEFHESZE S (Using credit
cards/revolving credit for emergency funding)
27 A EBARBEEMNEZE M (Importance of always having liquid
assets)

Learning Outcomes &R

JEEEFMESE S RMIRIE(Determine the client’'s emergency fund provision)

GBS EEES R (Assess whether an emergency fund is adequate for the client)

FHEEPIRBMAREBENMEINT T - BE2ETRMEIEE M (Assess the appropriateness
of the client’s emergency funding provision given the client’s existing and potential
future financial situation)

JEEEFEMENESESRIENIZE M (Determine the size and stability of emergency

funding needed by the client)
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Knowledge Topics Subtopics Fir#l
x5 £ RE

2.8.1 5 EmMBE(Types of credit)

2.8 2.8.2 BEEHEI LERABIELE(Factors lenders use to evaluate

SEMEBE potential borrowers)

Credit and debt 2.8.3 B EE (Appropriate and inappropriate uses and

management levels of debt (i.e., credit and debt management))

strategies 284 BHEEHMRIREEIRE - Al : HERE - B/E(Specific purpose

2 1\ (2hours) cash management (e.g., education planning, home buying))
2.8.5 ERERINE(Approaches to debt management)

Learning Outcomes E2E LR

JEEE UM EEE R R (Determine how the client makes spending decisions)

JEER PHBEFEAEEE (Determine the client’s attitudes towards debt)

EFEE P E (Leverage effect of financing for the client)
SHEEFEEEE R EEEEFTEER(Assess financing alternatives for the client and
whether they qualify)

GIEEREEEREAESEFEMNIEN(Assess debt management products for suitability
to the client’s situation)

«EFEEIRHIFE ¥ (Determine when it is beneficial to pay off a mortgage or long-term
debt)
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Knowledge Topics

S Subtopics F&rl
tbZ &5 65l(Ratio examples)
2.9.1 mENMEEZR (Liquidity)
2.9.2 @ELEZE(Savings)
59 2.9.3 EAANFEELLZE (Personal net worth)
- 294 BEEELEZE(Debt to asset)

2.9.5 mENEEZE(Current)

2.9.6 &L (Investing)

29.7 BREBEMLMBEENLLE(Investment assets to total assets)
2.9.8 #EIU A EEZ (Passive income)

2.9.9 & A &% A A (Personal cost of debt)

2.9.10 B A EFEZELEZ (Personal debt service)

2.9.11 EfSBEIEEZE (Solvency)

Financial ratio
analysis
2 /\BF(2hours)

Learning Outcomes E2E LR

REFBHMIFLER RET B A MBS PR (Explain the key ratios and their
application to analysis of personal finances)

15 8175 LR E R E A AT IR 247 (Apply financial ratios to personal finance statements)

o 7 BR{E A\ A FEEE R B9BRHI(Understand the limitations of personal finance ratios)

o1 E B A PR EE AR RV AR 2 2 Bl (Identify a standard guideline related to a financial ratio)
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New Module 3 :
Risk Management and Insurance Planning [E i 12 EHRIZ IR E|

Financial Planning Knowledge Domain 21 R E| A58 2815 -

Develops practical knowledge of methodologies to evaluate risks to the client’ s personal
financial wellbeing arising from adverse and unforeseen circumstances; provides analysis
techniques to develop strategies and techniques to mitigate those risks; and develops
understanding of insurance principles and law.

BEERANE - MO JEEREFPEAMBRERESNANMBINEENER ; BESFTEIN - HIE
REEM B AR B R bR ; W3R ¥ RIRRRINDA RV -

INDICATIVE CONTENT RZMZE

Ak E BB RRARE(Risk Management and Insurance Planning) — 32 7\ (32 hours)

Knowledge Topics Subtopics FiR4
*N38 ERE
3.1.1 FFRE AR EIE(Non-investment risk management)
3.1.2 EEEEAKRRAI(Fundamentals of risk management) :
o & % E 3B (Treatment of risk)
JEPREIE . BEMBE(Risk management: assumptions and
transfer)
& PRI AR R (Client perceptions and biases)
«E K IR E IR 7 (Basic risk management techniques)
3.1 B R EERIZRE R (Application of risk management process)
s IR RA & A BB E = A E IR (Personal risk tolerance and
Risk management management)
principles 3.1.3 frB&[RRI(Principles of insurance) :
6 /)\BF(6hours) @RI Z F(The meaning of risk)
@R IR (Types of risk)
o AR | PR A 4 14 JEL B2 (Pure and speculative risk)
A E IR = ZE R E (Major types of pure risk)
«{RPEAVAF 14 (Characteristics of insurance)
«RERAIEEEY (Types of insurance)
«REUAR(Law of large numbers)
S EAE R (Perils and hazards)
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Learning Outcomes BB R (B LX)

o % ¥ B [ P B IR AR R RV Mg 5& (Explain terminology relevant to risk management)
JEERIENE R KETIEMEZANREIPRIIEA (Explain the meaning of risk and the role it
plays in financial advice and planning)

JEREFHRMNEREE (Identify the types of risk clients face)

o PR FE AT R P AT 3 4 14 fEL B RV & Bl (Explain the difference between pure risk and
speculative risk)

E xR KERE M (Define insurance and its characteristics)

HLESM - 2FER - MERMEEMR (Compare and contrast life, health, property and
liability insurance)

DT EFPHERAVARRERR - 1 &E SR E LR R AT (Analyze the pure risk faced by
the client and the most appropriate techniques for mitigating such risks)

R R FZE(Explain insurable interest)

JEEMEIRRIFEA(Apply the principle of indemnity)
JEERURRAEHEFREZ(Explain the subrogation principle and how this principle
affects the client)

SHbLRREMNETY - 8RB ERERERE NHOMRBEE(Assess the suitability of insurance
products, including the effects of taxation in a particular scenario)
JREBEFMNE KDt EREE R REE(Calculate appropriate levels of insurance cover
based on the client’s needs analysis)

A& 2 A EHIfRE (Evaluate and differentiate between policies)

TR - ERRERZEMEREENS I (Understand types of perils, hazards and risk
treatments)

o SR 5 A (R B A &L R (Determine uninsurable risks)
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Knowledge Topics

A1 5 Subtopics F&rl

3.2 3.2.1 R FNE 2 (Insurance and risk)
ElfEFiREBEIEZE | 3.2.2 WEEFEH(Collection of client information)
Risk and insurance
planning objectives
3 /\BF(3hours)

Learning Outcomes &R

JEREFEREE BSB89 (Determine the client’s risk management goals and
objectives)

TEBREIRIE P ESMESLE R EMREIEHZ(Integrate and prioritize risk management
objectives within the financial planning process)

JWER FRE AT R 75 E A& (Collect details of the client’s personal and financial
information)

JWERFHRIMBEEERBEMNE:N(Collect information about the client’s current and
past health issues)

JWERFIRABRMRFRENARE(Collect details of the client’s existing insurance coverage)

JEREE PHEBENAES N EE (Identify lifestyle issues relevant to the client)

JERE FRERIESE R E IR R @R (Identify the client’s willingness to take active
steps to manage financial risk)
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Knowledge Topics Subtopics T 248
#7878

33 3.3.1 —fRERE T (Introduction to general insurance)
B REN T | 3.3.2 FE& 77 (Introduction to life insurance)
Analysis and 3.3.3 AR FEE (Risk exposures)
evaluation of risk 3.3.4 i FE R R RS (Health insurance and mandated cover)
exposures
3 /) (3hours)

Learning Outcomes &R

5Pl & B E T RO{E Bl [2 R A 22 32 14 [7L R (Evaluate the client’s personal and general
insurance exposures)

JERIREMBEMBEEE B ERR(Identify risks associated with existing and potential
financial obligations)

JEREFHEEREREZENARE (Identify the client’s tolerance for handling risk
exposure)

I E FARRBNESE S B (Assess the client's relevant lifestyle issues)

L= PRV BRI ZE(Assess the client’s health issues)

SR B IR B RBRERN R EFIRERRIMER (Examine the characteristics of existing insurance
coverage and policy exclusions)

HtEE FHAMNREBREMEREIERE - M EREFEE (Assess the client’s risk exposure
against current insurance coverage and risk management strategies)

o B U IRRIRPER 2 E (Assess the implications of changes to insurance coverage)

GIEIBE/EERMEMIVITE - EEMBREFE (Assess the financial, estate and tax
implications of acquiring/disposing of insurance products)

RBEEFPIEBEMBARALTER - 8%  sIEXER - SHaEMI T 2E Y (Assess the affordability
of products in relation to the client’s financial solution, advice, plan or resources)
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Knowledge Topics

A5 Subtopics FiR 4

34 34.1 EMEEERME T4 (Introduction to risk management
[R bR E IR R RS strategies)

Risk management 3.4.2 EREERRRIER(The application of risk management
and insurance principles)

strategies 3.4.3 Bl BB M RERAE SN =BT (Case studies in risk
6 /\IFF(6hours) management and insurance planning)

Learning Outcomes &R

HIEEIREIRRES - BARREIELDEE (Develop risk management strategies using risk
management steps)
I ETE R IR E TR R ISR B TR R (Evaluate advantages and disadvantages of each risk
management strategy)

+B(EZRME - IR EREIEEE R (Optimize strategies to make risk management
recommendations)

JEEERBITELR - WEIE S EMEMMEIEER (Prioritize action steps to assist the client in

implementing risk management recommendations)
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Knowledge Topics
x5 £ RE

Subtopics FiR 4

35

R EIRN RIRERR TS
E3

Risk management
and insurance
solutions

6 /\EEF(6hours)

3.5.1 M Em(Life insurance products)
3.5.2 — M fRMRE m(General insurance products)
3.5.3 BAfRER - Bla(Personal, for example) :
o EHAEME(Term Life)
o =2 L EEfRMR (Total Disability)
OEElE (REXNER - EXGR - REGRSEREE|I:
#)( Trauma / Critical lliness)
ol ARFE1REFE (Income Protection)
o = IMSEZ1RFE(Accident insurance)
o BEm=Eln- LB S MAEIE S (Traditional — whole of life &
endowment)
0= - BEASMAIFERE= M (Universal, variable life and
non- traditional life insurance)
O I EIBLE BES @ (Universal indexed life insurance)
o [ff R HA SR BRI N0PR Y EE MR (Life insurance with long term care
riders)
oI EARIBCEAE SN EMERM T E)
o —IRIE - BIHA - BlE - BEEFIERIZEL(Annuity contracts —
deferred, immediate, fixed, variable and indexed)
o 22 & (R (Health insurance)
o KR EAIRME(Long term care)
O IEF A& (Terms and conditions)
O {REEFRIMERR ( MNERFF /4RI - HREF - B#% ) (Insurance
exclusions (misstatement of age/ gender, fraud, suicide))
3.5.4 BAEMRME - BAIEN(Property, for example) :
o = =R (Real estate insurance)
® B2 il R (Vehicle insurance)
o E i B4 Z 1R P (Contents insurance)
O EZFN1E L (Terms and conditions)
3.5.5 EERIE - BlEA(Liability, for example) :
ok {RME (Travel insurance)
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O EEF(TFRFE(P( Pl insurance)
o N HEFEIRE(Public liability)
O EF A& 4 (Terms and conditions)
3.5.6 EFEABRERME - BlU(Business related, for example) :
O R (Business insurance)
o5 E 8 T {RIaAl/\ BT K (Key-man insurance and small
business needs)
O I A= R PE (Business overhead cover)
o =R (Board member cover)
o EL{hFh A fRBR(Other private insurance)

Learning Outcomes BE R (B LX)

WIE W ERREFA B LR IEE M P PARRHARIE - IREABRINEE (Identify and critically
evaluate the cover provided, conditions and exclusions contained in these insurance
products)

MR IR E ML R E (Discuss the taxation of insurance products)

EEEARRBRENRZEHRE (Explain the taxes that can apply to insurance premiums)

JEERIREIRFEIRE (Explain the taxation of insurance claims proceeds)

-2 %E B & 280 A bw & 3E (Explain deductibles and risk assumption)
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Knowledge Topics
x5 £ RE

Subtopics FiR 4

36
RbAIR AR B MAR
Insurance law
principles and claims
process

8 /\[F(8hours)

3.6.1 RIEZEXHE RREES ARAEMIH5E(Legal and
financial characteristics of insurance parties involved in an
insurance contract) :

o {xfR/AE](The insurance company)
® Z{X A (The policy owner)
0=z A (The beneficiary)
® 4 {RPE A (The insured)
0 FE& %5 A(The annuitant)
3.6.2 R LM E XM (Concepts underlying insurance law) :
o RiEFz=/RAl(Insurable interest indemnity)
o 5 X SR RI(Doctrine of utmost good faith)
o AR R!
o EEEMRRI
o fE 573 #RAI(The “subject to average” clause)
o (RfRL /R RI(Doctrine of subrogation)
3.6.3 IBAERAZ(Claims process) :
oI EZE XN (Claim notification)
38555 A (Proof of loss)
851 (Onus of proof)
OE?zzJ?l(Proxmate cause)
o EE{RI&(Liability insurance)
O [RIMEFR (Exclusions)
O I FEZEH (Fraudulent claims)
OB B 1TRIEMIER(Loss by own act)
@18 K51t (Quantifying the loss)
o K ZEE{RFE(Underinsurance)
o E R (“Double” or “other” insurance)
3.6.4 AR B A (Regulation and compliance)
3.6.5 [RE M IEFTE (Taxation of insurance policies)
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Learning Outcomes BB R (B LX)

o8 Bl AR AR B AR I AR R (Identify and explain the concepts that underlie insurance
law)

Y EmIRPREZ LRI 1720 B (Discuss the steps in the construction of an insurance contract)

« TR ASREHBEEER (Understand the actuarial basis of life insurance)

FRBEMREFRIMER - RHAIRMEHEEE R B BI(Explain the purpose of policy exclusions,
conditions and endorsements)

o8 Bl R B o] DUISE BUBE A B AR 1Bt (Identify the circumstances under which a policy can be
cancelled and renewed)

H B iR R IR EE BB AT (Identify and discuss the role of regulators of the
insurance industry)

SEERIRZAH R AREEE (R (Explain the consumer protection that applies to
insured parties to an insurance contract)
SRR T B A BT EE (Evaluate the roles and responsibilities of insurance
intermediaries)

=M R EE IR M AZ (Discuss the insurance policy claims process)

ST EMERIR AT T BRI BEE 15 (Discuss the regulatory control of insurance

companies and intermediaries)
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New Module 4 :

Investment Planning and Asset Management IR &R S| EERE

Financial Planning Knowledge Domain 32845 2l1%0 8 SB35 :

Introduces various types of securities traded in financial markets, asset classes, their
characteristics in various economic conditions and cycles, investment theory and practice,
portfolio construction and management, and investment strategies and tactics; and
prepares the individual to develop investment strategies and techniques to manage assets
considering the client’s personal requirements constraints, life objectives and risk profile.
NMATTMMBERGNIEE SR - EEHAH - LEREEARKEREGNBH N ST - 8E
HREER REHASBENEE  DIRKRERBAEM ;| ERBFEASERENREMR
15 BREPREAZEK - Rl - A EBENERREREEEE -

INDICATIVE CONTENT RIZ4HE
KREHRIEEERE (Investment Planning and Asset Management) — 32 /)\[5 (32 hours)

Knowledge Topics

A5 Subtopics FiR 4

4.1.1 E SRR RI(Principles of risk and return) :

oI ER MM A E

35 & 1Y [ e 87 £ B2 3l P 0 A

o5 EM & (Asset allocation)
41 4.1.2 E& (2% RIE(Funding (contribution) strategies)
RERERA 4.1.3 £ E 8 (Investment time horizon) :
Investment planning oG Hi ~ hHEREAR HR E (Short, mid and long term)
principles OHENEFHNKRENE  BFHREENELEIGREEMES
6 /)\B&(6hours) (Historic risk and return measurements for various asset

classes as they relate to the client’s investment period)

414 BEHRHEBEL

oG ERVFTERT

O BRI ERT
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Learning Outcomes BB R (B LX)

BB LRRIBRIEEIEEREE (Apply the overall set of principles or strategies that
guide an investor)

RECRELSESSRIRIZ N  BREBEFPMS - ARREREAVES (Explain why one
investment principle is preferable to another in a given set of economic or financial
circumstances for a specific client)

o [f& FH35 L5 R B B2 A e 14 1 [l P B2 S N B 1822 22 (Apply the principles of, and correlation
between, risk and return)

EREEFPHNIREMAS AT ERETZIUERIER IR (Explain the rationale for
diversification of the client’s portfolio)

JEEEFIRE BN R (dentify the client’s time horizon for investing)

ERERE B AR SR E R0 52 (Explain implications of time horizons)

o (IR EREH THEITIRAER

36




Knowledge Topics Subtopics Fir#l
x5 £ RE
4.2.1 B#Z(Objectives) :
0 EB W A BE KK K (Real income vs. capital growth)
® £ K{R{&E(Capital preservation)
4.2 4.2.2 BE®l(Constraints) :
SEREIBZ - PRl o ~[Ei%E B 1E 2 ErJRFIRFI(Managing constraints between
AEE M investment objectives)
Investment planning ® ;7 &) 14 (Liquidity)
objectives, o EHS T E 4 (Taxability of portfolio)
constraints and ® [7 [ 2 BE f1(Risk tolerance and capacity)
suitability OB M AN{EZEERC & (Asset location)
4 /\EF(4hours) o ZPRFHIAIR E 1% (Restricted investment choices)
4.2.3 #EE M (Suitability)
4.2.4 [E b B (B R IR E R RERERLLE)( Risk and return
(growth compared with preservation))

Learning Outcomes &R

JSRBERERKENMEE By B B 2854 (Explain how the investment decision-
making should be linked to client life cycle objectives)

«RESTERGI IR ERKIFE (Explain the implication of various constraints on
investment decision-making)

JREEF AMASZIE N EIRERRIF Z (Explain the implication of client risk tolerance on
investment decision-making)

«HAE B A FRER IR HAZ IR BN RO £ 38 (Identify the client’ s assumptions and return
expectations and, mutually, agree on aligned assumptions)

GTEEMREFRE BIEAHEMIRENZ (Calculate required rate of return to reach the

client’ sinvestment objectives)
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Knowledge Topics

A1 5 Subtopics F&rl

43.1 E#1%E (Traditional) :

O EFZ X AIEIRE(Cash)

® G == (Stocks)

®E%(Bonds)

o H[EFEST

OIE IR ERIEE(ETF)

L FeRate)
43 ® = 1ih &= (Real estate)
BEEHR 4.3.2 JEEH/ B I8 E (Non-traditional/alternatives) :
Asset classes o 55 IR E /¥ P E £ (Alternatives/hedge funds)
6 /)\[F(6hours) O IRE

O EH 5 EEm

o E R (RIBE m

O REmIRE

o T M ERIE m

o i fn(Collectibles)

® 1% & E(Crypto assets)
4.3.3 Efh(Others)

Learning Outcomes B2E LR

JHINZ 1R E ERYS M (Describe the characteristics of each asset class)

EER B ERNRENE(Explain liquidity in relation to each of the asset classes)

EB R E R AEE E BRI R MR B A (Compare and contrast the risk and return of
different asset classes)
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Knowledge Topics

Subtopics FiR4i
I ES T P
441 1"wEHAGIEHR(Portfolio theory)
w 442 BRI /NERNZRAIREHSTIEW)( Markowitz/Efficient
N frontiers (Modern Portfolio Theory))
KEE A e o o e e . ..
443 EXEETEEERI(CAPM)( Capital Asset Pricing Model) :
Investment theory et e . .
o1 EHSEIE (Portfolio management techniques)
6 /)\[5(6hours)

O =S KI5 AR
®:E 5 IHAR

Learning Outcomes 2H IR

«RIER E MR RI(Explain principles of investment theory)

GImBEEREHSHME(Discuss the implications for portfolio design)

RN NEASIERENEBAS "AElait" EEKREERR)Explain Modern Portfolio
Theory (i.e., risk reduction by combining “risky” assets))

Knowledge Topics
*N38 £ RE

Subtopics FiR4H

45
BUNE =
Performance and risk

measurement
4 /\BEF(4hours)

451 BN E =G BEEIMLERIRE (Issues in measuring performance)

452 BR/FEEBHREFEVWTZ (Implications of fees/charges)

4.5.3 RN A & BE NN #E 2R M (Time and currency weighted
return)

4.54 & mAEE AL /5% (Risk adjusted performance
measurement)

455 BAMGEBMEAREERR - mi5ZaESFIRA)( Capital
markets expectations (forecasting for different asset

classes, market premium, etc.))

Learning Outcomes B2E LR

REN Gt E B ELL®E (Explain and calculate the Sharpe ratio)
EENERBENEEW@RIRRI(Explain and apply the key principles of performance

measurement)

R AR R E BRI ECERE 2 (Explain the appropriate benchmarks when assessing

performance)
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Knowledge Topics

A5 Subtopics FiR 4

4.6.1 RI8E ERCE (Strategic asset allocation)

4.6.2 BiflrE ERC = (Tactical asset allocation)

4.6.3 FEIRE(Active investment)

4.6.4 W FIE (Passive investment)

4.6.5 I"E WK ZEHH(Investment Policy Statement)

4.6.6 I EHSHFE RIS (Rebalancing portfolio strategies)

4.6
BEEREMNIREHRE
Asset allocation and

investment types
3 /\BF(3hours)

Learning Outcomes &R

SRERFZRIMNEERE (Determine the client’s current asset allocation)

Knowledge Topics Subtopics T 248
&N 38 £ =8
4.7 471 ESREBIUNHEER)EERIRENEELEAI(Collective
KRERBBRS R (e.g., mutual funds) and individual investments in the
Investment strategies asset classes relevant to the jurisdiction)
and solutions 4.7.2 &Rt 52 M E 25 (Financial markets — holistic view)
3 /) (3hours)

Learning Outcomes B2E LR

RENREEMNIFMMEDR  DIKHEBEEFPEKRNESE (Explain features and benefits of
investment products and suitability to the client’s needs)

HRET—ERFEEFPHEKERBINIREHS (Design a portfolio to meet the client’s needs and
constraints)
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New Module 5 :
Retirement Planning B {K#RE|

Financial Planning Knowledge Domain 21 R E| A58 2815 -

Develops the abilities to create strategies and use techniques to manage wealth
accumulation in the pre-retirement years; and use of wealth decumulation and withdrawal
strategies during post-retirement years, taking into consideration the structure and impact
of public and private pension plans and other assets on the client’s retirement plans.
BEERNAIRERE - MRXEERMENEET] ; URERKNEERTEFIRARE - EE2E
RBEIAHMIMNEBNREFE - REMEELAREPERRGAENTE -

INDICATIVE CONTENT RIZ40 2
JRIKFRE(Retirement Planning) — 32 7\ (32 hours)

Knowledge Topics

Subtopics FiRim
e P

5.1.1 BREHRBZFERE 2 FKFAEE(The need for and value of
early and consistent planning for retirement)

5.1.2 :BRKF - EBIREMAIEK(The need for real cash flow in
retirement)

5.1.3 BKE - REHFENIRERZEZ M (The importance of
regular and consistent cash flow in retirement)

5.1 5.14 #H RN R EERKWA T ERIER(The power of compound

RIKRENRE interest and its application to retirement income)

Retirement planning | 5.1.5 7#itHEEANGTIEEOEERERTIENTE - UKHRE

principle M= (Understanding the consequences of the

4 /\EF(4hours) change from distribution to contribution systems and the
consequent transfer of responsibility to clients)

5.1.6 EZEME BRI EHS (Selecting and administering long-

term investment portfolios)

517 RiamEl - HEERE - RABE KREHENREZINTE (Risk-
return, consumer attitudes, financial education and

implications for retirement planning)
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Learning Outcomes BB R (B LX)

JERBEERBEBNENE T - ABEFEERGBETEARKEZI(Demonstrate the
power of compounding over time to motivate clients to begin their retirement plans as
early as possible)

B T EHATERE  BIEIZ(Demonstrate the concept of “dollar (currency) cost averaging”)
o T TE 45 1 1l B EA I B 1R B E U2 & (Evaluate the relevant distribution systems vs. the

contribution systems)
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Knowledge Topics

i Subtopics FiR 4
521 EREEBEEE/BEENER B E(Financial objectives based on
real money/currency) :

o ST EIRIKIRI Y E £ K (Calculation of capital required for
5.2 retirement)
BARRIBE % E O Z AL HY B 1% (Establishment of accessible targets)
Retirement planning | 5.2.2 EAREIZERABEMBURIRIE FEIRIKUA B2 (Establish
objectives retirement income targets in a changing economic and
4 )\ (4hours) political environment)

5.2.3 5E B Z(Lifestyle objectives) :
O EIRSEE 5T = (Activities for retirement)
o:EREZE{RIEFT = (Health care plan for retirement)

Learning Outcomes 2H IR

RN E P RYR K B1E(Discuss how to identify the client’s retirement objectives)
<5 MR RAR EI P FIRY R 5% (Discuss retirement planning assumptions used)

a~

STEE PR T AE $(Calculate capital available for the client’s retirement)

GTEEFRARHENER (Calculate capital required for the client’s retirement)
JERIBEAREBIEES LB ZE(Identify post-retirement lifestyle objectives)
o5V o) IR IA A B EIEM BB RE5T = (Discuss available health care plans available for

retirees)

GEEBEBAREFE AN RET L - BERFE S bR E 2R IK5TE (Discuss the retirement
lifestyle and how changes in spending distributions over the retirement lifecycle will

impact it)
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Knowledge Topics
x5 £ RE

Subtopics FiR 4

5.3
RINE R DT A TR
Retirement needs
analysis and
projections

8 /\BF(8hours)

5.3.1 BERIR KEREBRVATRKNFZ (Inflation and the impact
on retirement income needs)
5.3.2 &AM (Longevity risk)
5.3.3 B1Z4% $8(Goal classification) :
oEEHOJ&IE ( HlHNAEER ) (Fixed and terminable (e.g.,
car loan))
o ETEHKAM (HIMNEEEIPER ) (Fixed and permanent
(e.g., mortgage))
OEENH UL (HINABEE - KX ) (Variable and
terminable(e.g., college funding, family support))
OEEEIH KA M ( BIMEAREFRER ) (Variable and
permanent (e.g., basic living expenses))
5.3.4 BiZE kIR (Goal priority)
5.3.5 IR IERE[EFR ( Sequence of return risk )

Learning Outcomes &R

JWER FIEMMEBIRSZ HARAM(Collect details of the client’s estimated retirement

expenses)

REFREFEN LA  #REEHIBESRIREERE(Solve for unique family inflation
rates based on specific expense patterns)
P E FIRKBHEAR A1 7555 5K (Assess financial requirements at retirement date for the

client)
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Knowledge Topics

A5 Subtopics FiR 4

54.1 ETEMNWEEL(Types of employee benefits)
5.4.2 :BREE (Pension funds) :
® = X 12 (Employer sponsored)
-TEE R B¢ (Defined contribution)
-1 E 4217 (Defined benefits)

54
BN ARBERIR

_ -EHE(Funds)
Potential sources of N
, , 5.4.3 BT #EMIET = (State sponsored plans)
retirement income o
5.4.4 % (Annuities)
4 /)\BEF(4hours) N
5.4.5 @ A5t = (Personal)

5.4.6 EftiBIRUL A 2K (Other sources of retirement income)
5.4.7 EfhiZE RS (Other investment accounts)
5.4.8 EihEZ(Real estate)

Learning Outcomes &R

JEEFEBTERARIARIRRARE(Collect details of the client’s potential sources of
retirement income)

MREBEETHEATNRBEE - nITIBERANS MR ZERE AN (Analyze the various pension
and associated employment benefits that an employee earns based on years of service

at a company)
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Knowledge Topics

i Subtopics FiR 4

5.5.1 :BRATRI#E 2l (Pre-retirement planning)

5.5.2 WEHSGEUMN B RIE-1EARIZRE(ER/UA (Portfolio
construction and distribution strategies — converting
capital growth to income generation)

6 c 5.5.3 EBRIRE RAIIE (Sources of retirement cash flow) :
BRI AR 305 Oﬁﬁlﬁﬁﬂé%sﬁﬁj%@overnment pen.sion pr(?grams)
- o = IR HAYIRIRETE (Employer provided retirement plans)

o & NiB{RFEE (Personal retirement savings)
oA \EMREEMEE ( HlHNEME ) (Personal other savings and
assets (e.g., property))

5.5.4 Bl fMEsUW AR T E (Fixed and variable income
instruments)

5.5.5 BIKIZ 4B 55 BE (Retirement distribution rates)

5.5.6 EXEBIRNBEFEW . ELEMNRESTESE)( (Retirement
transition strategies for business owners)

5.5.7 MEFERKERFE (Impact of taxes on retirement cash
flow)

Retirement income
and withdrawal
projections and
strategies

8 /\BF(8hours)

Learning Outcomes E2E LR

HREFPIIRAINRN - FRBWANMBEILR - BREARFTEHI TR (Develop financial
projections based on current position and expected income and savings growth on the
client’s retirement plan)

HEEFREREEEEER 1T (Assess if the client’s retirement objectives are realistic)

I REREE) N HNE TR Z (Assess the impact of changes in assumptions on
financial projections for the client)

fEF O AR EMUARIR (Identify sources of income available for investing)

<ESMRMDBAERIREA S (Build a tax-diversified retirement portfolio)

A EBEHMERE - FTMAVEARIRF RS (Integrate bequest motives and estate
planning consequences of leaving various types of retirement accounts)
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Knowledge Topics
x5 £ RE

Subtopics FiR 4

5.6

RINREIFORTG =
Retirement planning
solutions

4 /1B (4hours)

5.6.1 RIKIREIE R E - Bl (Retirement planning solutions
including where available) :
® [ /5 & & & (State pensions)
o EEMAMAENBEARNKNER - BEREDM® - RIEE @M
F & (Personal retirement products relevant to the
jurisdiction including investment products, insurance
products and annuities)
OEHMEE  MNEHE - REREHSTZE(Other assets such as
property, share portfolios, etc.)
5.6.2 i m AR AE B E (Product risk and due diligence)

Learning Outcomes &R

AL E BT AR KR EI RS E an(Analyze and implement potential retirement
planning strategies and products)
JREBE BB R AE mAvE A (Assess the suitability of retirement products given

the client’s situation)

GIEBENEERNEMMEE - HEMHRENEE(Assess the financial and tax
implications of acquiring / disposing of retirement products and assets)
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New Module 6 :
Tax Planning #7532l

Financial Planning Knowledge Domain 21 R E| A58 2815 -

Prepares the individual to understand and broadly evaluate tax planning strategies and
techniques to maximize the present value of the client’s after-tax net worth and includes
the principles, current law and practice of taxation and wealth reporting, their impact on
the client’s financial situation, and financial planning for individuals, couples and families in
their roles as individual investors, employees and business owners.

HEMEA 7Bl EZHE R RE KRBT - UEXREEPMEFEEIRE - SENBENME
WENRR - RITEAENER - LREMEERMHBIRMMERNTE - B HEA - REANX
EEREAKREE - ETMTEETABNERRE -

INDICATIVE CONTENT RiZHHE
%A E(Tax Planning) — 32 /)\iE (32 hours)
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Knowledge Topics Subtopics FiR 4
#7878
6.1.1 = Bkl B2 T B AH 7 Be = AU BA B4 (Global tax: politics, norms
and interrelationships)
6.1.2 FULHIE F1Z2 48 (Tax system and framework)
6.1.3 ;M A LB S A M (Reporting system and compliance)
6.1.4 §1f% vs &R vs 2t/ T (Tax avoidance vs tax evasion)
6.1 6.1.5 AA R EEZEFREHRME AT G (Income tax and capital
ISR AR R R gains tax for individuals and their business)
Taxation and 6.1.6 EEMBE BN M E (Assets and the tax nature of
reporting principles liabilities)
4 /)\BF(4hours) 6.1.7 &&= B 873 (Gifting (e.g., donations to family))
6.1.8 B ER T (Wealth transfer taxes)
6.1.9 MRFEFEHE 4 (Tax documents)
6.1.10 ML/ 5 (Tax returns / reports)
6.111 EERE - AW : BRI - BR - ERRATR - 25 (Asset
location (e.g., taxable, sheltered, deferred, tax free))

Learning Outcomes 2H IR

o TREKMIERE A EMEFEULZEE (Understand the global tax system and the tax
framework in your local territory)

o [/ RTCEHE AR EAL 75 R 2 (& Bl

o (RS IRNHIRY RIER A

o R RIBEIR

o 7 BRFTSMAN R EMABRA R E (Explain income and wealth tax-related terms)

o (R ERE ZAHBEER

T REREESNRISERAIERFES (Understand generally acceptable tax-related
record keeping practices)

o (RRBETEAMMBHREAR N MEBEENEN - WA - ER..)
TR E REE -~ B/ RR/AIEREERS

o TRETRISBR B AN . RER - 0 HR - EYHRE
o TRERIKIMENEB R A LUK P R HEZR#E (Understand the global reporting and
compliance system and the respective framework in your local territory)
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Knowledge Topics Subtopics FiR#
x5 £ RE

6.2.1 = AR R E (Collection of tax documents)
6.2.2 MBMHWE S A REERTARES(Tax and reporting
compliance and penalties for non-compliance)

6.2 6.2.3 ETRFT1S/FER & & (Assessable income / Assessable assets)

MR ERA 6.2.4 B RIEZIANTEE(Current tax liabilities)

Tax planning 6.2.5 O #1BR&H(Allowable deductions)

principles 6.2.6 FIEMR B 4E A 5% (Tax planning structures and methods)

4 /1B (4hours) 6.2.7 EEMBE T ENIRE B (nvestment structures with tax
implications)
6.2.8 IR B PR FE RIS (Tax strategies in financial planning)
6.2.9 B ERE IR B (Efficient use of sheltered accounts)

Learning Outcomes 2H IR

JEEE FEMRMUTAIAEE (Determine the client’s attitudes toward taxation)

Wi B PRS2 AR BB E AL (Identify information related to the client’'s income
and wealth situation)

« TEREA - KREM/NEEEFERANRE X HEE (Understand the types of tax documents
used by individuals, households and small businesses)

o 7 BRARRA M IS SXHFIER & (Understand relevant tax documents and reports)
GHAEFPEHRBAMBREFNERBTIEN  GEMEEMREZEEHRFER (Evaluate
the client’s overall compliance with tax and reporting obligations and, depending on

complexity, consult a tax specialist)

EREEANE BRIV Z I MR ETE (Interpret the current tax liabilities applicable to
the client’s financial plan)

« TEREEREREMNF - [REIARTHOMERHIE (Demonstrate a working knowledge of the
legal concepts and principles and the underlying taxation system)

« FREBEEA - AT - SR EEMEFEMEAIRFEK(Understand the taxation
requirements relating to individuals, companies, partnerships and trusts)

SERREIPRIEN K | BN - R AERR

IR FE AR BB 75 R R 755 E (Assess the financial impact of tax planning alternatives)
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Knowledge Topics

S B Subtopics FiR 4
6.3 6.3.1 AR E BN (Maximize after-tax return)
MIEREBE o ¥ B FHITR 75 ) &
Tax planning O E B ENMESEPIMIZEE
objectives O U TR FE BARE T O T DA
8 /)\iF(8hours) o ZBEE T BRERZEMETHRRIEBEE

Learning Outcomes &R

JWER FMRTE B ZEAE B EN(Collect information regarding the client’s tax objectives)
JETERAETHRE IR KEE (Identify strategies to maximize after-tax return)
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Knowledge Topics

A5 Subtopics FiR 4

6.4.1 FHEE PR IF IR E 52 E (Assess client’s tax and
reporting complexity level)

642 EERAREMFEEX L (Determine need for tax
specialist(s) involvement)

6.4.3 i E&RFE LR E(Determine liability and responsibility

issues)

6.4
MIB DT HETE
Tax analysis and

calculations
8 /\[5(8hours)

Learning Outcomes &R

Wi B AT - EEERFNRIRMI B BN & (Identify current, deferred and future tax liabilities)

Wi B ARV IR AR A & A M (Identify current reporting status and compliance)

W8 B AT AN E BR AR RB9 B B R & (Identify current and deferred retirement-related taxes)

W IR BRI TR M4 E (Identify taxable nature of investments)

Wi E EN A BRI ER M E (Identify taxable nature of assets and liabilities)

JTERIGHN T B K EEANRERNME)( Determine the tax implications, if any, of a gift
(applicable in your territory))

JERBEENRAEFE(EARMENIE)( Determine the tax implications, if any, of an
estate (as applicable in your territory))

DL AENEEXZm A EERNTE(Analyze and explain the effects of
ownership and beneficiary designations on estate taxes)

TAHBBEREARERVBRU S X AREHE FEEBITIE Z(Understand in general terms
how different products are taxed and the effect this has on the client’s overall financial
position)

MERBEEN—BD - PTEMPTS KHNZEINE (Analyze the types of taxes that apply to
products as part of the total estate)

AT EFEBAERARREINI A E K (Analyze the tax exposure of the client’s current
retirement plan)
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Knowledge Topics Subtopics T 248
#0158 = =8
6.5 6.5.1 oI ARV M EE A BREE (Available allowances and deductions)
% R 2 SR IS 6.5.2 WA Mz B RYFELE (Deferral of income and expenses)
Tax planning 6.5.3 MEBME AL ZEERE (Asset location)
strategies
8 /\[5(8hours)

Learning Outcomes &R

LA EBHMBER MBS AU BATE - FHEBENRBE R4 (Evaluate potential tax
strategies and structures with regulatory reporting and compliance requirements in
mind)

B ORNRESELFEANEMEMMSREATK - BHENLLE X (Recognize when
the current tax and reporting strategies and needs utilized by the client need to be
referred to a specialist)

IR BTSSR IE A 4518 (Evaluate existing tax strategies and structures)

L EEM LA 2RISR B TR R (Evaluate advantages and disadvantages of each tax
planning strategy)

JBIEKRS - BEPIRHREMREZEZE(Optimize strategies to make tax planning
recommendations for the client)

LEE - DT IEEMIE RN - DG EEZEME PR % (Compare, analyze and
recommend taxation strategies to develop comprehensive client solutions)

JEETELTREBLIER - HEIEFENMRIZHEIZRZE (Prioritize action steps to assist the
client in implementing tax planning recommendations)
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New Module 7 :
Estate Planning and Wealth Transfer B1 = E&RE|

Financial Planning Knowledge Domain 21 R E| A58 2815 -

Develops understanding of goals and objectives specific to estate planning; provides
processes and skills to evaluate the current estate position and identify potential issues
relating to estate planning, and then to advise on strategies and techniques to handle the
preservation and transfer of estates consistent with the client’s goals and objectives.
Relevant legal, tax, financial, and non-financial aspects are also considered.
TEEEARIIERESEMER ; BB REEN L HE I aES KB ER B BAUREN FEE
REEE P BERMEN—RAREMEN - HEENRFNRERERERE - AREZREE
M5 MBI EMBHETERE -

27

v

INDICATIVE CONTENT RIZ24E
f1 = 8% 2 (Estate Planning and Wealth Transfer) — 32 /J\iF (32 hours)
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Knowledge Topics

A2 Subtopics FiR 4

7.1.1 fUIEB%E E ? (What constitutes the estate?) (legal definition)
O KA/ Z BlAE# (Home jurisdiction / multi jurisdictions)
7.1.2 BEHREIREMEZEZEE X (The estate planning process and
professional team)
7.1.3 EERBISCH (Bl ) (Estate planning documents (for
example)) :
o5 1E(Wills)
O Z5E3249(Trust deeds)

o %t = (Power of attorney)

7.1
BEMRIIRA

Estate plannin
P J 0255 AR L (Beneficiary designation documents)

7.1.4 EEERE|(Estate Planning) :
o =B (Wills)
oI5 (% (Intestacy)
O EIZEIEH 1T A(Choosing an executor)
®EE = (Administration of estate)
7.1.5 BERF(Asset protection)
7.1.6 EEEBNEE®EZ 5 A(Methods of estate transfer and

transferring assets)

principles
4 )\ (4hours)

Learning Outcomes BBE LR

of

EEEEMREIN D BCIE R (Explain estate planning and distribution terms)

REEEMRITEPNIEL RS ELDERNTE (Explain the steps in the estate
planning process and the implications of each step)

WiEEEMRIEKOIREN A E - WEEESE N ENAEFBE(dentify potential members
of the estate planning team and explain the role and responsibilities of each)

JHIME F Ol B R AR R T/ 04 (Describe the legal forms / documents of interest
the client may possess)

BEEERENRMNTE  TEEFEZ BT A/&XIE(Explain the implications of Asset
Protection and Privacy and identify methods/techniques to be considered)

REIEEBRE AN LE(ERIBHE vs JTEBA K ~ AT A vs. ol HIBR ~ BECBRIERM EEEED
fic)( Explain estate transfer methods and tools)

BBEE(GEE vs.ME - 81 E vs. A8 E)( Explain what constitutes an estate)

Yy
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Knowledge Topics

A2 Subtopics FiR 4

7.2.1 HE B IERFEE B (Aspects to consider when identifying
objectives) :
o = /& A BE# (Family / personal values)
O 5 & K/ EN 4 (Capital needs / liquidity)
o AEES/EMREHGEEE - EH - Z2TAZR...5F)(Mixed
marriages)
7.2 o= E{REMIEF (Asset protection and privacy)
BERIIBE O 15555 K (Special needs)
Estate planning @ B::E#(Guardianship)
objectives 7.2.2 % ANEEHE (Beneficiary selection)
4 /15 (4hours) 723 ZSPEENEZ=FE  OEESENBERER(RaE
#E)( Charitable giving and philanthropy, including
foundations and endowments)
7.24 % (WA ) (Taxation (if any))
7.2.5 {eZE 4% (Business succession) :
o1/ P A #(Control / ownership)

—Rarax

o 5 EEIE(Ongoing management)

Learning Outcomes B E L E

REES PEERZBENER (Explain the basis for the client’s estate planning objectives)
BEUERFEZEFEERIRBORESENBERAGRRELEER KRRER - EERE..
%)( Explain the family dynamics and business relationships that could impact estate

planning strategies for the client)

I EMIEME FEER S BHIZMRFIE Z (Discuss constraints to meeting the client’s estate
planning objectives)

It = AR EREE K (Appraise the specific needs of beneficiaries)

P RIIR T KUK AR FEAMEFEA (EITHEESN ) EMEZERE B (Appraise special needs
and guardianship of minors and elderly (if incompetent))

GYimE BB ERE B ENREHE (Discuss the types of taxes that impact estate planning
objectives)
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Knowledge Topics

S B Subtopics FiR 4
7.3 7.3.1 EBEREZ (Definition of an estate)
EERAH 7.3.2 AR E(urisdictional issues)
Legal aspects 733 A#E7E - HWEMNWNTHIRE(Legal aspects, required
2 /\B&(2hours) administration and processes)

Learning Outcomes B2E LR

EEEEERE TR (Explain the legal definition of an estate)

o W8 AR R 2 AR B RE (Identify and explain jurisdictional issues)

WIF W BERAERE - LERIITARE(Identify and explain legal framework of
estates, required administration and processes)

Knowledge Topics

Sl e

Subtopics FiR 4

74

EEMRE (FrakE -
ihfE - B8 - REME
b )

Assets and liabilities
(ownership, valuation,
transfers, protection
and privacy)

4 )\ (4hours)

7.4.1 FiB#(Ownership)
O FT A= Z AIEE(Titling and beneficiary designations)
7.4.2 151&(Valuation)
7.4.3 PRE#% 8 (Ownership changes)
744 FREE (RIR - B1F - EFREEERNET% ) (Special assets
(copyrights, trademarks, royalties, etc.))
7.4.5 g f1E E(Digital assets)
7.4.6 EERFE(Asset protection)
7.4.7 I&Fh(Privacy)
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Learning Outcomes BB R (B LX)

SIMFTAENZ R ANEE MU EE EZMRBRER (Discuss how titling and beneficiary
designations impact the transfer of assets and liabilities)
cREBEEMEBENMLES I (Indicate how assets and liabilities are valued)

RIEFMAEMMNARE ( AIULFER ) L5 1E(Explain how ownership and certain
characteristics (e.g., income tax) impact valuations)

AP EREERE  DRIBMESEERE (TTCRKEERENTE ) (Evaluate ownership
choices and when each is indicated (implications of asset transfer at death))

HEBERBANTAREE - UKREERIISESR FNHHEERBEMIE(Identify common types
of special assets and the issues and/or challenges of each within the context of estate
planning)

Wi = RAVEIAIE Z (Identify common digital assets)

METEERIES MEARUSEEMTERAME - DURERSERERE B70A/&ih
(Identify the challenges of owning digital assets within the context of estate planning
and common methods/ techniques for addressing each)

JSIBREEREMSEEWEEREA(List the primary reasons why asset protection is a
concern)

JREBIREEMRENTE HAAMBI - UKIRE M (Explain the common methods and
techniques for achieving protection and when each is indicated)

JSIREEMNEIEM)NAEEMNEERE (List the primary reasons why privacy is a
concern)

REBINEEMNEME()NE R AMEM - UREREA (Explain the common methods
and techniques for achieving privacy and when each is indicated)

o (HE : 1M55T  2.BRER - UK 3ZENMBEHEEHREE
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Knowledge Topics Subtopics F 384
ubtopics FiR4
e P
7.5.1 LT MBEIERIF Z (Impact of death and divorce)
7.5.2 SETREROTRBRBA 754K 7t (Projected financial situation at death)
. 7.5.3 ##GT E0IHIE (Development of succession plan)
,%%ﬁ(%ﬁ%ﬂ 754 ?E?Ef/%&ﬁ((Beguests / inher.itance)
. _ 7.5.5 1= Z 4% (Business succession) :
Succession planning ,
o {18 (Valuation)
4 /1B (4hours) . .
O K IRPTEH#E (Future ownership)
o R ZRE 1 (Future management)
® ¢ # B E 17355 (Buy-sell arrangements)

Learning Outcomes 2H IR

LU BER BAFRINEERENKEERMBFRARREL L - KERER EERE..
£)( Evaluate family dynamics and business relationships that could impact succession
planning and estate transfer)

DI T B E R BN (Analyze the liquidity of the estate at death)

SFERISE TR EEEBE(Project net worth at death)

ETEIL TR o] BEM S B FE AT 405 & 7% (Calculate potential expenses and any tax liability at
death)

SIME RTENGRE (HIW - BEKEE  a%h%E - A8 ) FIFRNFE (Discuss the
implications of the common business ‘structures’ (e.g., sole proprietor, partnership,
company))

it R P A A EIR R H K Bk B S 2 (Evaluate the dynamics of future ownership
and management with respect to family members)

HRENSEEE THRIFFREMENHERERE(Explain the issues related to key employees
that are not family members)

BB R B R E AN EZRE R (Explain the key aspects of buy-sell arrangements)
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Knowledge Topics

I Subtopics FiR 4
7.6 7.6.1 %K BE(Incapacity)
WRITREES 7.6.2 B5E#E (Guardianship)
BEEME  RFEEMEBE | 7.6.3 Z5EE(Power of Attorney)
iR 7.6.4 BB E 5/~ (Health care directives)
Incapacity,

guardianship, Power of
Attorney and health
care

2 /)\FF(2hours)

Learning Outcomes 2H IR

D mACKBEE - XEEEEE)WEREHRK(Analyze the specific needs of beneficiaries)

o VBRRBEHEE MR EIR ST Z (Understand the implications of incapacity in estate planning)

REZTERE A (Explain use of Power of Attorney)

«fRIE B EIRE S A E AR (Explain the use of health care directives and when they are
indicated)
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Knowledge Topics

A5 Subtopics FiR 4

7.7.1 5% ~ #58 A T B(Methods, structures and tools) :

o 5/)\EF&E(Minimizing tax)

o ASRIEAIAE(Uses of life insurance)
-EERBRHES TR : £/EEZ)(Survivor capital needs)
-EF 518 (Offset liabilities)

- e (Liquidity)
7.7 -5 Eo(Equalization)
BERERE O SiT(BIB ST 4RIME5E)( Trusts (created under a Will and
Estate planning lifetime trusts not created under a Will))
strategies 7.7.2 #EEMREIRIEHIE Z (Threats to estate planning
4 /\EF(4hours) strategies) :
o it > EE AR S (Lack of proper planning)
OB HARY S (YN FASKEHWEERY) ( Outdated documents)
o it I%(Divorce)
o X EE R AE4U 43 (Family disharmony)
O LEMAFEE (M : #E ) (Legal and financial issues (e.g.,
bankruptcy))

Learning Outcomes E2E LR

YimE AR/ ERMERER RIS (Discuss legally minimizing tax as a strategy)
EETEERIEE FASRBNEZRREXplain the primary uses of life insurance in
the estate context)
BEAASRRESERNERAANMEI - LUK A(Explain the common methods
and techniques used in conjunction with life insurance and when each is indicated)
JREENBUMER - UREFREERSIRIERIAZ(Explain the characteristics and
features of trusts and their use as a strategy for estate planning purposes)

R ETIEEMREIKEE (Design estate planning strategies)

i B EiE ZE 2] 2k i (Evaluate each estate planning strategy)

BERBE IR LB E R B3 & (Optimize strategies to make estate planning
recommendations)

JETETELTREXIER - HEIEFENIEERZIZEZ (Prioritize action steps to assist the
client in implementing estate planning recommendations)
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HEEEMRINEREE - LUK ESE R B A (Identify the common threats to
an estate plan and the methods and techniques to mitigate each)

Knowledge Topics

Subtopics F R4l
SIS P
73 7.8.1 #1738 E(Establishing a legacy)
o 7.8.2 R =1BRE (Lifetime charitable gifting)
L 3= E%%%%

Philanthropy

2 /I (2hours) o e . : .
7.8.3 EEZ =B (Charitable gifts upon death)

Learning Outcomes 2H IR

FRERIIEERTIR (Explain the concept of establishing a legacy)

EREA RIS G AT A B M LUK T B 4% 2 7% (Explain lifetime charitable gifting methods
and techniques and when each is indicated)

REEEEZASIEE T AMBM LU T R 2 #%& (Explain postmortem charitable gifting
methods and techniques and when each is indicated)

Knowledge Topics Subtopics F 1248
*N 58 F =8
7.9 7.9.1 B IIBA#E M A E](Use of companies)
BERBIBAFE 7.9.2 5588958 (Use of trusts)
Estate planning 7.9.3 fRBaR El(Assurance planning)
solutions 794 AgEERRE
6 /)\B&(6hours)

Learning Outcomes E2E LR

BEATIMEREBFEREERIBRSEN—E0REAMD : FAEMAS)(Explain the
use of company and trust structures as part of estate planning solutions)
<SRBI RIRREBIEEER BN —E0 (Explain how assurance planning can be used
as part of estate planning)
AENEIEERE
WEREEENEEARAPEASHERB ZRE
WL EEARS AN RE YR
B E A ETAARN O BERES I (P10« BRMER - oI - EiE)
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New Module 8 :

Integrated Financial Planning 4R 5328478 2I(Z MR EIZHE)

Financial Planning Knowledge Domain 328458 ZI%0 8 S35

Develops critical thinking and analytical skills necessary to integrate and apply knowledge
from across the other Knowledge Domains to develop appropriate strategies,
recommendations and financial plans for clients using real world situations and facts.

& FPSB 3B RSN ENSRRAERBRIFEMRIZE N - UMARRBRE - FBLUSEH
FIBEMDTEES - UESMEARBEMBEVIGE - WA ARBERANBRNSERES
HlEEZRRES - WIRHIBIEZREEE -

INDICATIVE CONTENT RIZ4HE
mAEEREI(RIEIREIZEFE) (Integrated Financial Planning) — 40 /)\iF (40 hours)

Knowledge Topics

Subtopics FiR 4
L ES b
8.11 mEFBEEMRIEBIR - S A& E (Disclosure to
the client of the financial planning professional’s services,
competencies and experience)
g1 8.1.2 ZEAFE M &5 I (Scope of engagement and
. . communication approach)
EFRZH - BIREIR it o : : : e
N 8.1.3 IR R & FE R ¥ 85 (Professional skills as identified in the
ERIBE Y S

Financial Planner Professional Skills)

8.1.4 HH17A1EF(Professional conduct)

8.1.5 (REZE F & (Safeguarding client information)

8.1.6 EFAEEMEIEMAEE (Client attitudes and financial
sophistication)

8.1.7 BMREWER - HEMEZRK(Purpose, benefits and
elements of a financial plan)

8.1.8 FIE & ZIB A EIRNE R (Elements that make a compliant

financial plan)

Client engagement,
financial planning
process and financial
plan

2 /N\EF(2hours)
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Learning Outcomes BB R (B LX)

JRBERZENERETH - MUEARIERRERRZ(Apply the Financial Planning Process in
accordance with practice standards and ethical principles)

15 3E B R BRI AR AR B2 O HZEIR A - FEARZEF151R(Apply the Financial Planning
Process and the Financial Planning Core Practices to client scenarios)

JRIREEZEFPAMBRTEVUMERGZNES - LEERNEAB EPERBEAENR
(Demonstrate the ability to communicate with clients effectively and build rapport to
obtain personal information in a data gathering role play)

EEREBIZD - BREERSE (EMEREZEREE ) (Demonstrate that the
professional skills (Financial Planner Professional Skills) are mastered in the process of
financial planning)

BRI 2512 <F(Demonstrate professional conduct)

T KMIBERFR - RERRASNHEY  RIBEEEMIFHFEERNEFEIZE(Use sound
judgment when engaging in ethical practice and display professional standards
reflecting responsible and sustainable practices)

AEPHIEEMRINE - FHEEEMEZFEZE R (Evaluate the legal and professional
elements when compiling a financial plan for the client)
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Knowledge Topics
x5 £ RE

Subtopics FiR 4

&2~ BABRNATE

Attitudes, personal
goals and financial
objectives

6 /)\B&(6hours)

8.2.1 B4 &3 (Financial Management) :
o X FRZIELMEM (Information on the client’s propensity
to save)
O E Fa I E HE R KA E L (Information on how the client
makes spending decisions)
o E B ERMAEE E M (Information on the client’s attitude
toward debt)
o X S X ET HFtERE (Information on major purchases
planned)
8.2.2 %% E(Tax Planning) :
® B - IRIEMAZ R oI ge AR EERE (Information on
possible current, deferred and future tax liabilities)
8.2.3 I ERBFEEEE (Investment Planning and Asset
Management) :
o E E¥ICE B ZmF 15 E M (Details of the client’s investment
objectives)
o E ¥ &5 B AV E ATl (Information about the client’s time
horizon(s))
o X F¥IGE | fa A 2R E R (Information on the client’s
tolerance to investment risk)
o X ¥R E RAIAE M (Information on the client’s
investment constraints)
8.2.4 [l E IR IRIEEI(Risk Management and Insurance
Planning) :
o= P A InE B REF & BZEMEM(Information on the client’s
risk management preferences and objectives)
8.2.5 K # 2l (Retirement Planning) :
o E FiEERIRIK 25T EAE N (Information on the client’s
planned transition to retirement)
o X F¥IRINARE K HIZAE T (Information on the client’s
retirement plans and objectives)
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o = FHIRINE R A A E N (Information on the client’s
tolerance to risk in retirement)
8.2.6 EEM B =78 (Estate Planning and Wealth Transfer) :

oXFHIEEMRIINBRE  BEEENEAEEANEN
(Information on the client’s estate planning objectives
including distribution of assets to heirs)
o0 A BEE TR KAFE A E L (Details on specific needs of
beneficiaries)

O K il F T X B E# E H(Details on guardianship of minor
children)

Learning Outcomes BE R (B LX)

MHHEFAEMEENBE - FXAEEE (Identify the client’s objectives, needs and
values that have financial implications)

JIERE PRIEE EFIE A #EE (Determine the client’s attitudes and level of financial
sophistication)

JEREFMREEE@(Determine the client’s propensity to save)

JERE PR EFEAEEE (Determine the client’s attitudes toward debt)

JERE PRI E HE(Determine the client’s investment objectives)

JEREFERESEHLER - 2B28EHR R (Determine the client’s experience with and
attitudes and biases toward investments)

JERE P IS E IR E S EE S1(Determine the client’s tolerance for investment risk)

Wi E PR E#E (Identify the client’s time horizon)

JEREFNEEREE B 1E(Determine the client’s risk management objectives)

JERE PR IREVERIE it 5K EIER 75 A bz AVF2 B (Determine the client’s willingness to
take active steps to manage financial risk)

B EFERERERET KRETEILBEF (Prioritize the client’s risk management needs)

-ﬁﬁﬁﬂxﬁéﬁﬁi“zﬁ’ﬂ B8 E (Determine the client’s attitudes toward taxation)

JfERE FHIRIKE 1R (Determine the client’s retirement objectives)

JfEFRE P EIRINAIEEE (Determine the client’s attitudes toward retirement)

JEREFPHEEMRE B Z(Identify the client’s estate planning objectives)
Pt == AR E S K (Assess the specific needs of beneficiaries)

IBEFPNEABZMERGE I fAEEHEEEEUESENMBER L SI2ERE
e = ~ B - 2 HREBRHEIEFRAZ(Understand the client’s personal goals and
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fundamental motivations and understand whether these are based on reasonable
financial grounds, other beliefs and expectations, or on false reasoning and
misunderstanding)

JEAFE K S ERIIRREE FHNEEERR R (Apply the knowledge and appropriate skills
for recognizing the client’s system of values)

TRREPHRE - FBILELERBA - BMHBMEESHE - DRARREA - MIBREKERE
(Understand the client’s attitudes that generate personal, financial and professional
motivations regarding present and future needs, expectations, and personal and
financial wishes)

Wi = FRYR R (Identify the client’s biases)
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Knowledge Topics

S B Subtopics FiR 4
831 REEFPERIBERKMBE ; LEHFET ZE2MMEREM
(Gathering client data and determining needs and goals;
record-keeping, security and confidentiality)
8.3.2 BER IR A EIFEE I E R (Collecting data in the financial
23 planning areas) :
B —— o175 E 1 (Financial Management)

ot 7% #i2l(Tax Planning)

O EREFZEEEE (Investment Planning and Asset

Collection and data
preparation

Management)
8 /\[5(8hours)

o AR E R AR AR 2 (Risk Management and Insurance
Planning)
®:E{K#HZI(Retirement planning)
o5 EREF A =788 (Estate Planning and Wealth Transfer)
8.3.3 &’k (Assumptions)

Learning Outcomes &R

EEERRENEN - UREEFPBGEETHIEE(Explain the purpose of data collection
and its value in client relationship management)

TR AR EIFT R E (Identify the information required for the financial plan)

REMBNEN - IHIEE SN BERTT R KIEF R E(Collect the information required
to develop a suitable financial solution and/or a suitable financial plan)

EFFR BRI A A - MR AESNEMNMAZ PRI IR FG ZEP (Apply the
knowledge and skills necessary to explain how the information obtained is
incorporated in the overall scheme of the client’s financial solution)

JERBEFPHEBERZ - MBEFERNMEEMEBETENEER (Identify the client’s objectives,
financial needs and values that have financial implications)

HEFTRENMIF MM E - USIEE S 5 ERR 75 = KIERAE 2l (Identify the financial
and tax information required to develop a suitable financial solution and/or a suitable
financial plan)

JER OB EE PNMBRIR SR AIEMRE - AREREERBE (dentify the client’s risk
management issues that may affect the financial solution and/or the financial plan)

68




JERUBEFEZSFNUBERSTRIBMRE - BRAERARE - 887 - TKWEE (dentify
the client’s risk tolerance, capacity, needs and issues that may affect the financial
solution and/or the financial plan)

JEEEFPIRERS (FlN - AMMBEIRIRESEmEAE ) (Determine any client investment
constraints (e.g., no international investments or no commodities, etc.))

JERREF EEZEFNMBROR TR IEMRE - BRAERMEERE(Identify the client’s
legal and estate issues that may affect the financial solution and/or the financial plan)
JEREFPBANMMERTHNEZZ(E(Identify material changes in the client’s personal and

financial situation)

EHEBEIEIT 247 (Prepare information to enable analysis)

Knowledge Topics Subtopics F 1248
#3878

8.4.1 IRERABEFLETE (Cash flow and debt management)

24 8.4.2 FilK (Tax)

g 8.4.3 & KL E R m(Investments and investment products)

Analysis 8.4.4 NERIEFN1EEE R mm(Life insurance and risk products)
8.4.5 R IRFN4EEAR IR m(Retirement and retirement products)

8 /\[F(8hours) \ N . . .
8.4.6 tELERENSHEERE (Social security and aged care)
8.4.7 #EpE EFE B (Estate assets and liabilities)

Learning Outcomes B2E LR

JRBEFIEEMERN - B1IEESBER(Create a balance sheet based on the information
from the client)

JRBEFIEHMER - B1IRE =R (Create a cash flow statement based on the
information from the client)

JERKNERENEMSE (ERBES/AEN M ) (Distinguish between profit and cash related
items (profitability / liquidity))

GIHIRE ( BIEZTEMEERE ) (Evaluate the investments (including diversification
and asset allocation))

GTER IR E IR (Calculate the return on the client’s investments)

GTEIRERE - WRIBEXRETIFRENIMR (Calculate cash flow in the case of personal
incapacity)

69




DT ER R RN - LUK B E IS E H S EAIRVME R 4 (Analyze the risk and return
of any investments and correlations with other portfolio positions)

AREBIEMNEES MRS - 1057 Z RIS E KIS (Examine potential opportunities and
constraints and assess information to develop strategies)

NMEFPWERE - BHBEK - BEEMNEN - UEESHHEEENERNELIER - WIERE
HIEA 75 B2 R 75 22 (Analyze the client’s objectives, financial needs, values and information
to prioritize the financial objectives and needs and identify potential financial solutions)

«IHTIE R AR B E & 2 B RIHE B B8 1% (Analyze inter-relationships among financial planning
components)

EEE B PRSI - A4 PSR E£RVES B4 %5 B AR M TSR AV E N (Compare opportunities and
constraints and assess collected information across financial objectives and needs)

I EF L E =X FA1E T (Evaluate information to assess the client’s situation)

JREEEPHEENGE - BUAMEERIENEE - DUETERIERREI# R 75 2= (Examine the
impact of economic, political and regulatory environments / requirements related to
the client and potential financial planning solutions)

HEE

g2 BIRIE AR EI B 2/ E (Measure the progress toward achievement of objectives of
the financial plan)
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Knowledge Topics
&0 38 £ RE

Subtopics F&r

8.5
Bl e
Issues and

problems
8 /\[F(8hours)

8.5.1 ¥ &3 (Financial Management) :
OEFMEENE B ZHEERRE - Fli(Issues relevant to the
client’s assets and liabilities, for example) :
-FEE & (Budgetary issues)
-fE FIR1TIR B FNME FB&/5 MR (Use of bank accounts and credit
/ debit cards)
-BHF IR E B L HEREE FH(Placement and use of debt and
cash management)
-BEPHESTEHEERIR(The client's emergency fund provision, if
applicable)
-#BE % (Education funding)
8.5.2 i #%#2E(Tax Planning) :
o 5 X EE AR Z IR B HRE (Maximize risk adjusted after tax
return)
o X FHEMILAIEEE (The client’s attitudes toward taxation)
o E B E MM AIEE R & (Appropriateness of current
investment structures (if tax is applicable))
O IR F AR ~ % {E(Future changes in taxation)
8.5.3 I ERBIFEEZEE (Investment Planning and Asset
Management) :
O FHIRERAER - BRE MR R (The client’s experience with,
and attitudes and biases toward, investing)
O XU ERIRAEAZEES) (BREMBEES ) (The client’s
tolerance for investment risk (attitude and capacity))
O X SRR ANMAMEAE - LIRS LLEAIE B RAR 2 ERIE R (The
client’s assumptions and return expectations and conflicts

o

between these and those of the financial planner)
ofic(B/RBIEH R M - EbEESE S (Conflicts in risk tolerance
between spouse / domestic partners)
oI EHIFE 5 E(Time horizons)

o EIHIFE T H(Manage investment expenses)
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8.5.4 EREEMREAREI(Risk Management and Insurance
Planning) :

O X FH DI N A EMNBRIZEEMEE (The client's tolerance for and

attitudes toward) :

-E kR FEE (Risk exposure)

-HEEA4EE S T E (Relevant lifestyle issues)

-HEA M FERIE (Relevant health issues)

o = FRARKEEMIE 2R EIE R #E4 R (The client’s willingness

to take active steps to manage financial consequences)
8.5.5 :B{K#2 = (Retirement Planning) :

o = FH¥RIKAVEEE (The client’s attitudes toward retirement)

o X FHHERINR BRI EF B2 Z (The client’'s comfort with
retirement planning assumptions)

O PR RNREEZRIZERNSTRIIRE - Al - FEFRB LIF
SEE R B IR HZE(Alignment of the client’s retirement
provision and the reality of expectations, for example, need
to work part- time or delay retirement to achieve goals)

8.5.6 & E M B F i =788 (Estate Planning and Wealth Transfer) :

o O] SE X S E R B RIBIOK EL EN N BRI (Family dynamics
and business relationships that could impact estate planning
strategies)

o FHRERE E R 2 B IZN X B E M4 (Appropriateness of
documents to meet estate planning objectives)

o5 E 3B AL #7 2 (Specific bequests and minimum size of estate)

o X B2 AR E R K (Specific needs of the client’s

beneficiaries)

Learning Outcomes B2E LR

FPHEEMREIZZPAAEGNEENEE - st HEPERIEEET W - g
MR - W4T 5 =& (dentify and discuss the client’s issues and problems in the
applicable financial planning components, including difficult conversations, clients in
crisis, third-party advice and client complaints)
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Knowledge Topics

S Subtopics FiR 4
8.6 8.6.1 Wl s & BT B8R 75 2RV E TR B (How to assess advantages
R and disadvantages of potential solutions)
Strategies 8.6.2 Mgt (Description of strategies)
2 /)\FF(2hours)

Learning Outcomes B2E LR

ARBEPRFEK - ERORE -

EREBBERNRE (BREPNRENRE ) UBUEERE

(Create an asset allocation based on the client’s needs, risk mentality, global economic

situation and global economic outlook including the time frame of the client)
I E—IEEBE M S ErERRE(Assess advantages and disadvantages of each
potential financial solution)

S s —IRIERT AR EISR I (Describe each financial planning strategy)

Knowledge Topics

Subtopics FiR 4
M i
87 8.7.1 AR &I HIE (Development of a financial plan)
N B 8.7.2 BRI 2R (Presentation of a financial plan)
e MR ﬁ i - . = mp
, 8.73 HIEF—iEsmAZIER BMSEEXINGSEPEIEMEEE
Synthesis and

recommendations
2 /NEEF(2hours)

(Client engagement (including plan rationale and process
education) and permission to proceed with plan

implementation)

Learning Outcomes B2E LR

JRBEM - FIERME R - MIEIES R IER R E(Synthesize information to develop
and evaluate strategies to create a suitable financial plan)

ARBEFPIEF BIRNTBRDT - BAHFES -

PUm e &= B EZEFZEK (Prioritize

recommendations from the analysis of the client’s financial objectives and needs to

satisfy the client’s objectives and needs)

RIERBAMTEHLRES

AFEREBBEVIERREID (Consolidate the recommendations

and action steps into a compliant and suitable financial plan)

“HIEBITENMETE -

BIERZR B E (Develop a prioritized implementation plan,

including timeframes and responsibilities)
o XE B LE BA 35 8RR 75 2 5m & B F U EE 5K (Determine which financial solutions meet the
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client’'s need(s))

JERTEAEYEPZIRIEMREIREE S (Demonstrate the ability to present the financial
planin a role play)

BUMFERENIEIRE  BRAEPNIVBEE  mEEBENEXR  HBEUWREEZHNE 5
BRI A ELEEZMEB N EE5TEEIR (Create a compliant financial plan that resolves
the client’s financial issues and meets their goals and objectives, or if unable to do so,
clearly sets out the reasons why some goals and objectives cannot be met in full)

Knowledge Topics Subtopics F 1248
*N78 28
8.8 8.8.1 AR B E It (Implementing the financial plan)
Bt Implementation
2 /\BF(2hours)

Learning Outcomes E2E LR

HIEBEEMFS - BERERMBEDevelop a prioritized implementation plan,
including timeframes and responsibilities)

JEABEFTRAERRIIBEREIMNE IS (Demonstrate the implementation of the
agreed financial plan in a role play)

Knowledge Topics

PP Subtopics FiR 4
[ =

8.9.1 EEBEMEEIE R E](Monitoring and reviewing the financial
8.9 plan)
H;HHEE 8.9.2 BHEFWRMBZAEIE - &R - BUaMEIRIRIBWEL
TEHESE

o ) (Addressing changes in client circumstances and goals, or
Periodic review

changes in the economic, political and regulato
2 /\IF(2hours) J P g i

environments)
8.9.3 B{TEEE#Z (Holding review meetings)

Learning Outcomes E2E LR

JEFRIEM R BN EE EEBEMEE (Determine the appropriate process and cycle of
review for the financial plan)

«EHRETTIE R R EIE & (Conduct periodic reviews of the financial plan)
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