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The Challenge

• Giving tailored 
financial advice that 
truly suits a client



Selling vs Advice

• Selling focuses on 
pushing products or 
services

• Giving financial advice is 
based on empathy, 
understanding and 
integrity

• Giving not selling 
financial advice.



What are your 
obligations?



Your Regulatory Obligations

• Duty to ensure the client understands the nature and scope of 
the advice (431J)

• Duty to give priority to client’s interests (431K)

• And meet the Code Standards
1. Treat clients fairly 

2. Act with integrity 

3. Give financial advice that is suitable 

4. Ensure that the client understands the financial advice 

5. Protect client information 



The FMA’s guidance note on suitability

Code Standard 3 requires that “[a] person who gives financial advice must ensure that the 
financial advice is suitable for the client, having regard to the nature and scope of the financial 
advice.” 

The commentary to the standard explains that: 

“Ensuring that the financial advice is suitable for the client should include having reasonable 
grounds for the financial advice. Reasonable grounds for the financial advice means those 
grounds that a prudent person engaged in the occupation of giving financial advice would 
consider to be appropriate in the same circumstances, such as those in relation to: 

• any strategy supporting the financial advice 

• any assumptions underlying the financial advice 

• any financial advice product covered by the financial advice 

• the client’s circumstances that are relevant to the financial advice, such as their financial 
situation, needs, goals, and risk tolerance.” 

Consequently, whether financial advice is suitable for the client is context-dependent, based on 
the nature and scope of the financial advice and the circumstances. 



How to assess the client’s 
financial situation and 

objectives



Sarah’s tale

• Wanted guidance to secure her financial 
future

• Adviser didn’t understand her 
circumstances, goals and risk tolerance

• Placed in high-risk investments which 
plummeted



Sarah’s alternate reality

• Adviser takes the time to understand her 
aspirations, challenges and risk appetite

• Placed in diversified portfolio
• Matches risk tolerance and long-term 

goals
• Portfolio is resilient and aligned with her 

objectives



The How

Ask good quality questions

Who is important in their world? What is their current 
financial situation?

Explore future finances 
e.g. 5 years and 10 years

Lifestyle post full-time work
e.g. 60s, 70s, 80s, 90s, 100



Your Tools - Structured

Fact Find
Needs Analysis
Questionnaire 

Use tools that work with your style and capture the important information.



Your Tools – Unstructured Approach

Mind map
Picture prompts

Profiling tools



Identify suitable 
products and strategies



Good outcome

• John, first homebuyer
• Consults with a knowledgeable 

and client-focused mortgage 
adviser

• Adviser thoroughly explains 
various loan options, including - 
interest rates, terms, and 
repayment plans. 

• Ensures John has a clear 
understanding of the implications 
of each choice. 



The Poor Outcome

• Meet Jane
• Adviser rushes through the 

process
• Recommends loan without 

explanations or considering risks
• High interest rate loan, inflexible 

payment terms
• Results in stress and frustration



The Short Term Focus

• Meet Mark 
• Just received a sizeable inheritance
• Convinces Adviser to focus on the 

short-term returns
• Recommends high returns, based on 

speculative short-term products
• Initially Mark gets good returns
• Market downturn causes substantial 

losses and derails long term objectives
• Mark makes a formal complaint



KiwiSaver Advice

Unsuitable
• Product led not advice led
• Focus is fees and returns
• Overly limited advice
• No advice given
• Goals and objectives not 

considered
• Can’t reperform calculation 

Suitable
• Client needs analysis
• Explore needs/objectives
• Educate/risk profile
• Research schemes
• Recommend best option
• Assumptions explained
• Confirm needs will be met



Document your 
suitability analysis



Suitable Advice

Comprehensive 
Client Assessment

Active Listening & 
Effective 

Communication

Tailored Advice

Educate & 
Empower

Ongoing 
Monitoring & 

Reviews

Ethics & 
Compliance

Professional 
Process



The How

• Analyse any existing products thoroughly
• Research other options
• Assess and compare products
• Assess and compare product providers
• Recommendations 

• Pros and cons of each option

• Relate back to client's goals and objectives

• Highlight limitations, exclusions risks as well as features and benefits



Conclusion – your challenge

Be 
Awesome

Embrace 
Empathy

Cultivate 
Knowledge

Communicate 
well

Personalise 
your 

advice

Ongoing 
CPD



Discussion
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