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Financial Planning Core Practices

Establish and define the relationship with the client

1. Inform the client about financial planning and the financial planning professional’s services, competencies and experience
2. Determine whether the financial planning professional's competencies, experience or conflicts allow the financial planning professional to work with the
client

3. Define and reach agreement with the client about the scope of the financial planning engagement and communication approach

Collect the client’s information

4. Identify and confirm the client’s stated personal goals

5. Collect quantitative information and documents relevant to the scope of the financial planning engagement

6. Collect and understand qualitative information relevant to the client’s values, attitudes, expectations and financial experiences / literacy

Analyze and assess the client’s financial status

7. Analyze the client's information to assess the client’s current financial situation and identify financial objectives that allow the client to meet stated personal
goals

8. Determine the financial resources needed to meet the client’s financial objectives and stated personal goals based on an analysis of the client's current
financial situation

9. Assess the opportunities, constraints and risks presented by the client's financial situation and current course(s) of action

10. Identify and evaluate strategies to achieve the client’s financial objectives and stated personal goals

11. ldentify and discuss with the client the feasibility of any financial objective or stated personal goal that appears unrealistic

Develop the financial planning recommendations and present them to the client

12.  Develop financial planning recommendations to achieve the client's financial objectives and stated personal goals
13.  Present financial planning recommendations so the client understands how each strategy addresses the client’s financial objectives and stated personal

goals

14. Engage the client in a discussion of factors that impact the client’s ability to reach financial objectives and stated personal goals through recommended
course(s) of action

15.  Modify financial planning recommendations to incorporate feedback from the client

16. Inform the client that financial planning recommendations may need to be modified as personal conditions or economic, political or regulatory environments
change

Implement the client’s financial planning recommendations
17. Reach agreement with the client on prioritization and responsibilities for implementing financial planning recommendations
18. Identify and present products or services for implementing the financial planning recommendations

Review the client’s situation
19. Reach agreement with the client on the approach and responsibilities for review of the client's situation and progress toward financial objectives and stated
personal goals

20. Reach agreement with the client on updates to recommendations based on changes in the client's situation, financial objectives or stated personal goals, or
changes in the economic, political or regulatory environment
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Financial Planner Professional Skills

P S1 Building Trust
Establish trust in professional relationships

PS 101. Through conduct, demonstrate honesty, faimess and professionalism when
deasling with clients and others

PS 102. Be accountable to clients and others for your conduct

PS2 Client Engagement

Establish good rapport with the client and related parties

PS 201. Show support, empathy and patience with the client

PS 202. Reach consensus in engagements with the client, related parties and others
PS 203.Desl effectively with the client's objections and complaints

PS 204. Support the client to achieve a financial planning goal by providing guidance
and motivation

P S3 Effective Communication

Exchange ideas, thoughts, opinions, knowledge and data so that the message is
recaived and understood with clanty and purposs

PS 301. Use active and reflective listening and non-verbal skills when engaging with
the client and take time to understand the points being made

PS 302. Communicate information and ideas verbally and in writing in 8 manner
understandable and accurste to the client, related parties and others

PS 302. Support the client to achieve a financial planning goal by presenting logical
and persuasive rationales

PS4 Coaching

Provide guidance to the client on personal goals and help the client to make decisions
and to act upon them

PS 401. Motivate the client to make decisions and to sct upon them

PS5 Client Advocacy

FPut client needs first and ensure needs are being met

PS 501. Understand the client's wants and needs and deliver financial planning
services and products to meet them

PS 502. Exercise autonomy and initiative on behalf of the client in the performance of
professional activities

PS6 Critical Thinking

Actively and skillfully conceptuslize, apply, analyze, synthesize and/or evaluste
information gathered from the client

PS 801. Ansalyze facts to form a judgment

PS 802. Anslyze and integrate information from a varety of sources to arrive at a
recommendation

PS 803. Adapt thinking and behaviors as information or a situation changes

PS7 Problem Solving

Identify and solve problems

PS 701. Use established processes and/or methods to find solutions to issues

PS 702. Apply mathematical methods or formulas as appropriate to identify solutions

PS 703. Conduct sppropriate research when performing analysis and developing
strategies

PS8 Decision Making
Select between two or more slternatives to reach the best ocutcomes

PS 801. Use professional judgment, logic and reasoning to compare the strengths and
weaknesses of potential courses of action

PS 802. Choose an appropriate course of action among possible options

PS 803. Arrive at informed decisions when working with incomplete or inconsistent
information

PS9 Tech Savvy

Proficient in the use of modern technology, especislly financial planning related
software and tools

PS 801. Effectively select and use technology to engage the client and deliver
financial planning

P510 Emotional Intelligence

Understand and manage one's own emotions and those of others

PS 1001. Understand and know oneself and management personal biases

PS 1002. Control impulses, which includes msintaining calm and not overreacting to
positive or negative situations

PS 1003. Be aware of, and consider, the feelings of the client and related parties

FPAT #tBE A =& 38 i R R 520 55 177
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Financial Planner Abilities

A financial planning professional draws on one or more of

FPSB’s Financial Planner Abilities outline what
the Financial Planner Abilities, in addition to job-related skills,

a competent financial planning professional attitudes, judgments and knowledge, to competently practice
should be able to carry out during financial

financial planning using the Financial Planning Process,
Financial Planning Core Practices, Financial Planning Practice

planning engagements with clients, regardless Standards and Financial Planner Professional Skills.

of practice type, setting, location or method , , _ .
The following pages set out FPSB’s Financial Planner Abilities,

of compensation. as organized within the Financial Planning Knowledge Domains.
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1. Financial Planning Principles, Process and Skills

1.1
1.2

1.5
1.6
1.7
1.8

Apply the financial planning process

Demonstrate ethical behavior in dealings and relationships
with clients and third parties

Apply ethical principles, standards of practice and rules of
conduct for the practice of financial planning, compliant with
jurisdiction laws, practices and requirements

Demonstrate relevant knowledge of applicable law and
regulation as it applies to the practice of financial planning

Demonstrate communication skills
Demonstrate analytical skills
Demonstrate presentation skills

Demonstrate knowledge of relevant regulatory, economic
and political environments

Apply time value of money principles
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2. Financial Management

21
22

23
24
2.5

2.6
2.7
28
29

NN NN NN

N
N

Collect information regarding the client’s assets and liabilities

Collect information regarding the client’s cash flow, income and/
or obligations

Collect information necessary to prepare a budget
Determine the client’s financial management objectives

Prepare statements of the client's net worth, cash flow and
budget, and calculate and interpret applicable financial ratios

Determine the client’s propensity to save and to spend
Determine how the client makes spending decisions
Determine whether the client is living within financial means
Determine the issues that impact the client's assets

and liabilities

Determine the client’s emergency fund provision and assess
if it is adequate

Compare potential cash management strategies for the client
Assess the impact of potential changes in income and expenses
Identify conflicting demands on cash flow

Assess financing alternatives

Develop financial management strategies

Evaluate advantages and disadvantages of each financial
management strategy

Make financial management recommendations

Prioritize action steps to assist the client in implementing
financial management recommendations

Inform the client of non-retirement employee and
government benefits
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3. Tax Planning

3.1

3.2
3.3
3.4
3.5
3.6
3.7

3.8
3.9
3.10

3.11
3.12

Collect information necessary to establish the client’s
tax position

Identify the taxable nature of assets and liabilities
Identify the tax structure of the client’s accounts
Identify current, deferred and future tax liabilities
Identify parties relevant to the client’s tax situation
Review relevant tax documents

Analyze existing and potential tax strategies and
structures for suitability

Assess financial impact of tax planning alternatives
Develop tax planning strategies

Evaluate advantages and disadvantages of each
tax planning strategy

Make tax planning recommendations

Prioritize action steps to assist the client in implementing
tax planning recommendations
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4. Investment Planning and Asset Management

41

42
43

44
4.5

46

47

48

49

410
411
412
413
414
415
416
417
418
419

420

Collect information to prepare a detailed statement of investment
holdings
Determine the client’s current asset allocation

Identify cash flows available for investment and expected
withdrawals from the investment portfolio

Determine the client’s investment objectives

Identify the client’s assumptions and return expectations and
reach agreement with the client on planning assumptions

Identify the client’s goal achievement time horizons

Calculate required real rate of return to reach the client’s objectives
Analyze the client’s current holdings

Determine the characteristics of investment holdings

Determine the implications of acquiring / disposing of assets
Analyze potential investment strategies

Assess whether investment return expectations are consistent
with the client’s risk capacity and tolerance

Assess whether asset holdings are consistent with risk capacity,
tolerance and required rate of return

Assess potential investment vehicles for use in client portfolios
Develop investment strategies

Evaluate advantages and disadvantages of each investment strategy
Make investment recommendations

Select appropriate investment vehicles to implement
recommended strategy(ies)

Prioritize action steps to assist the client in implementing
investment recommendations

Prepare an Investment POliCy Statement

CFP Certification G/obal excellence in financial planning




5. Risk Management and Insurance Planning

5.1

52

5.3

54

5.5
5.6
5.7
5.8

5.9

5.10
5.11
5.12

5.13
5.14

Collect details of the client’s existing insurance coverage and
resources available to manage risk

Identify potential financial obligations of the client

Determine the client’s risk management objectives and risk
exposures

Determine relevant lifestyle factors impacting risk management
and insurance planning

Determine characteristics of resources available to manage risk
Examine current and potential risk management strategies
Assess exposure to financial risk

Assess the client’s risk exposure against current insurance
coverage and risk management strategies

Assess the implications of changes to existing insurance
coverage

Prioritize the client’s risk management needs

Develop risk management strategies

Evaluate advantages and disadvantages of each risk
management strategy

Make risk management recommendations

Prioritize action steps to assist the client in implementing risk
management recommendations
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6. Retirement Planning

6.1
6.2
6.3
6.4

6.5

6.6
6.7
6.8

6.9

6.10
6.11
6.12

6.13
6.14

Collect the details of potential sources of retirement income
Collect the details of estimated retirement expenses
Determine the client’s retirement objectives

Determine the client’s comfort with retirement planning
assumptions

Develop financial projections based on current position, including
any gaps between income needs and funding

Determine if the client’s retirement objectives are realistic
Examine potential retirement planning strategies

Assess financial requirements at retirement to maintain
desired lifestyle

Assess the impact of changes in assumptions on

financial projections

Assess trade-offs needed to meet retirement objectives
Develop retirement planning strategies

Evaluate advantages and disadvantages of each retirement
planning strategy

Make retirement planning recommendations

Prioritize action steps to assist the client in implementing
retirement planning recommendations
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7. Estate Planning and Wealth Transfer

71

7.2
7.3

74
7.5

7.6
7.7
7.8
79
7.10

712
713

Collect legal agreements and documents impacting estate
planning strategies

Identify the client’s estate planning objectives

Identify family dynamics and business relationships that could
impact estate planning strategies

Project net worth at death

Analyze constraints to meeting the client’s estate

planning objectives

Examine potential estate planning strategies

Calculate potential expenses and taxes owed at death
Assess the specific needs of beneficiaries

Assess the liquidity of the estate at death

Develop estate planning strategies, including living

estate planning

Evaluate the advantages and disadvantages of each
estate planning strategy

Make estate planning recommendations

Prioritize action steps to assist the client in implementing
estate planning recommendations
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8. Psychology of Financial Planning

8.1

8.2
8.3
8.4

8.5
8.6
8.7

8.8

8.9

8.10

8.11

8.12

8.13

Discuss behavioral aspects of financial planning applicable to the
financial planning engagement

Determine the client’s attitudes toward savings and debt
Determine the client’s attitudes toward taxation

Determine the client’s attitudes / biases toward and experience
with investments

Determine the client’s tolerance for investment risk
Determine the client’s tolerance for risk exposure

Determine relevant family and lifestyle issues and attitudes,
as well as cultural perspectives on money

Determine the client’s willingness to take active steps to manage
financial risk, including lifestyle and health issues

Determine the client’s attitudes toward retirement
Determine the client’s beliefs and preferences

Determine how behavioral finance and the client’s psychology
impact the client’s personal goals, financial objectives,
understanding, decision-making and actions

Apply appropriate behavioral approaches
(e.g., coaching, counseling, etc.)

Identify, evaluate and communicate potential solutions
for significant events with severe financial consequences

CFP Certification G/obal excellence in financial planning




9. Integrated Financial Planning

9.1

9.2

93

94
9.5

9.6

9.7
9.8

9.9
9.10

9.11

9.12

9.13

9.14

9.15

Discuss with the client the financial planning process
and the financial plan

Identify the client’s stated personal goals and financial objectives and
constraints that have financial implications, with time and funding
(money) specificity and prioritization

Identify the information required to prepare a financial plan

Identify the client’s legal issues that affect the financial plan

Determine the client’s attitudes, biases, motivations and level of
financial sophistication

Determine and reach agreement with the client on assumptions
to be used in analysis

Prepare information to enable analysis

Analyze the client’s stated personal goals, financial objectives and
information to prioritize the stated personal goals on which to focus

Examine inter-relationships among financial planning components

Compare opportunities and constraints and assess collected
information across financial planning components|

Examine the impact of economic, political and regulatory environments
Prioritize recommendations

Consolidate the financial planning recommendations and action
steps into a financial plan (written or developed iteratively in an
interactive format)

Measure progress toward achievement of the client’s financial
objectives and stated personal goals

Determine the appropriate approach to review and update the financial
planning recommendations
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