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More and more clients prefer to do the financial planning services in brokerage firm rather than bank because they would like to deal with their planning in "one stop service" with widen choices. Some of large scale of broker firm are aiming this opportunity and they are trying to merge and acquisition with some bancassurance teams, insurance company teams or small broker firms for enhancing their market competition and growth. How management can tackle the arrangement especially the training for new comers to ensure they can provide high quality and unity their excellent service standard for client?
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Executive Summary 

I am planning to write the business management report for studying of my engaged for many years industry – Financial Planning.

The financial planning has toughened important reform within the last decade. This reform has not solely created a substantial impact on banks, insurance companies and broker firms however conjointly on alternative sectors like the accounting, compliance, academic sector and clients. Though client’s protection was at the center of this reform, it's conjointly prompted the trade to financial planning coming up with as a profession.

Different type of factors including political and economic have led to more modern developments in financial planning and the way it's viewed within the post-modern world. These have facilitated the approach for our industry can be recognized as a profession.

Financial planning coming up with does not a brand-new word in society, however it's still comparatively new academe and so far, In my point of view, I expect this assignment of analysis opportunities and prompted the financial planning can pass through the standardized training and management in the industry to become a real profession and build in all customer’s mind.  

I have been joining Convoy Global Holding Limited as the Head of Professional Development for a year. I am devoted to exploring how can I change the mindset in public to be more positive mind on financial planning industry. As I said before, I wish I can see everyone will recognize Financial planner as professional as Doctor and Lawyer in one day.
Indeed, this is a good chance for me to review my previous tasks and look forward to my company creating the better environment through some training strategies for cultivating the new professional talents to serve Hong Kong citizens in future.    


[bookmark: _Toc4362772]Engagement with Literature Skills

[bookmark: _Toc4362773][bookmark: _Hlk4266671]Background of Convoy
Convoy Global Holding Limited ("Stock code - 1019.HK) set up in 1993, has been registered in the Hong Kong Stock Exchange since 2010. It is the leading financial advisory firm in Hong Kong with thousands of professional financial consultants in the Asia Pacific region. The Company focuses on three core businesses: financial advisory, financial product manufacturing and FinTech. The vision of the Convoy wants to inspire every customer - Invest for you, for life.

When the customers think twice about making even the smallest daily decisions, life planning deserves to be considered even more seriously. Every decision leads to a far-reaching impact. It's important to make a wise judgment. But with the large variety of financial products on the market, it's difficult for customer to analyze and compare among them.
Convoy treasure every customer's financial decisions. They are positioning of 'Financial Adviser’ into Hong Kong, Macau and China region for many years. They dedicated to analyzing the merits of every product. By providing the best financial solutions and try to help clients make right choices.
As the industry leader, Convoy set a benchmark by upholding Passion, Professionalism, and Integrity.
· Their passion is to always ready to offer a wide range of product choices. 
· Their professionalism is to ensure the excellence of financial products.
· Their integrity promises that they only represent our clients.

The mission of Convoy's professional team, with 360 financial planning provide with suitable solution options, which are drawn from a wide range of product and provider choices through objective comparison and thorough need-based analysis.
Convoy provides a full portfolio of financial solutions to customers as below
· 1,200+ qualified financial advisers 
· 20+ insurance providers, offering 500+ insurance plans
· 40+ fund houses, offering 750+ funds 
· 10+ MPE providers, offering 15 schemes


In Convey. they can really provide the One-stop service including:
Insurance consultancy
· Life insurance
· Target savings
· Retirement Annuities
· Critical Insurance
· Medical insurance
· Investment-linked Assurance Schemes
· Accident Insurance 
· General Insurance

MPF Consultancy

Asset Management

Other Services 

· International Properties
· Loan Services
· Securities Services

That's why for the Convoy's professional team, with 360 financial planning, provide the clients with suitable solution options, which are drawn from a wide range of product and provider choices through objective comparison and thorough need-based analysis.

i) [bookmark: _Hlk4266688]Market Analysis 
There are a lot of changing incidents were happened for last ten years. Many traditional practitioners are facing the choice of either being advocated or actively changing their own business models to grow in the future. Besides the surrounding the topic of revolution in banking, some very basic questions face the industry now. (Michelle, 2009)

· How will banking industry transform going through past innovative and make some breakthroughs in future 
· What banks can do for preparing for these future situations from now

For the past few decades, when people think about the financial planning for their family, they may have emerged the concept instantly in their mind for going bank to deal with it. Indeed, banks now develop the promoting and coaching efforts in the industry. They have typically expressed a worry of disintermediation as they move toward financial-planning and investment sales, and that they doom the financial planning and investment sales effort because of they limit the exposure of the service. Recently, banks are trying at this sort of activity have completed that the majority customers are savvy with respect to their investment choices and already move their investment financial gain out of the bank- an undeniable fact that is borne out repeatedly through reviews of online banking transfers out money to other financial institution and moving massive amount of money buying the insurance plan in other insurance company. Thus, as the practitioner in the financial industry, we must do the value-added and meaningful thing for our clients which is the best solution to run our business in long run. (Hurlock, 2003)

Commission based payments undermine the Integrity of practitioners.
The financial planning is coming up with trade has received negative content in recent years because of the utilization of commission-based payments that has served to undermine the integrity of practitioners. (Díaz, 2014) Whether or not such claims are real, the longer term of turning into a profession with abolishing all styles of commission-based payments and moving to a fee for service. (Mahoney, 2016)


[bookmark: _Toc4362774]Knowledge and Understanding Skills 

i) [bookmark: _Hlk4266749]Bank staff vs Insurance Agent vs Broker 
Salesperson in bank sell the products which manufactured by the bank and most of the bank adopted the Commission-based payments approach.
Agents are paid on commission, earning a piece of the primary premium payment and ensuring renewals. 
Brokers, by comparison, they are paid by the person shopping for the products. Their job sometimes is to seek out the simplest coverage at all-time low-value, comparison the merchandise offered by numerous insurers to induce the simplest deal for his or her customers. (Wells, 2019)
Brokers are also paid on commission or on a flat-rate fee-for-service basis, but they can choose right choice from the market instead of limiting to select only one company products for their clients. (Darmon, 2001)

ii) [bookmark: _Hlk4266786]SWOT analysis of Convoy

We are trying to use the SWOT analysis to understand the Strengths and Weaknesses in Convoy and find out some opportunities and eliminate the risks.

Strengths

· What does competitive advantage Convoy have?
· What do Convoy do better than anyone else?
· What is Convoy’s Unique Selling Proposition (USP)?

In summary, Convoy's professional team can provide full angle of 360 financial planning and offer the clients with suitable solution options, which are drawn from a wide range of product and provider choices through objective comparison and thorough need-based analysis. Indeed, this status cannot be provided by bank and insurance company because they are only selling their own product, but we are planning from customer’s prospective. We can offer all I&I products (Insurance and Investment) in the market. In addition, some alternative investments such as commodities and oversea properties can offer for customer selection in their portfolio. This unique selling proposition (USP) cannot be provided by other small broker firm. 

 
Weaknesses
· What can Convoy improve?
· What are people in the market regarding it as weaknesses?
· What factors miss my business?

According we can offer full range of I&I products for the clients. That’s mean we are facing different kind of regulatory institution to monitor our servicing standard. It will be risky if we are hiring some black sheep in the market. We should do the due diligent completely checking before signing the contract with team. 
Moreover, Convoy’s positioning in the market should be the financial planning expertise and solution making expertise for the client. Therefore, we are not only the insurance distribution channel but also, we are the professional team for financial planning in Asia Pacific.

Opportunities
· What are the opportunities can Convoy capture on it?
·   What intriguing trends are convoy aware of?
·   Technology changes and markets on both a widen and narrow scale?

IFA, independent financial advisor is Convoy has already inserted this concept into most of client’s mind. Nowadays, Convoy’s marketing team devoted around half a year for promoting the new concept “Fintech is Convoy” in Hong Kong everywhere. They determined to make Convoy to be the one and the only one financial institution avail of the Fintech trend to promote our positioning. We are keeping the pace with the market and let the client to experience our service in anytime and anywhere.

Now, Convoy looks for some opportunities to consolidate some elite of agency teams from different insurance companies, bancassurance team and merging some small broker firms aggressively. Recently, the insurance company team, we can observe that there is a trend of the insurance company they are shrinking the agency size. This phenomenon is not only happened in Hong Kong but also in worldwide especially in Canada, Australia and Japan. It can tell market that most of the insurance company are focusing their resources on product development, claims and underwriting. The distribution channel shifts to 3rd parties such as the reliable broker firms for delivering their products.


Moreover, Convoy is building the high net worth team. Therefore, they are recruiting the bank elite team to capture some HNWs customers.  Now, we have already proceeded the segmentation program to identify some private bank products for their retail banking customers for attracting their attention. It is really helping for our recruitment team to do promotion for tempting banking staff to join with us.

Heading towards to become more professional should provide widen choice for the customers. As we all know the real HNWs customers ask for the unique, private and professional services all the time. They do not mind the charge how expensive, but the only request must be served in the good experiencing journey professionally. Convoy has purchased a HNWs servicing team from United states to provide the one to one portfolio management for handling these valuable customers. It is an opportunity for both existing Convoy staff or new comers from different entities to let their clients for experiencing this pioneer service in the Hong Kong market. (Ford, 2007)



Threats
· What challenge do Convoy face?
· What are Convoy’s competitors doing?
· Threatening Convoy’s position by the technology revolution?

The business model of insurance industry is quite similar with us. However, some of insurance companies they are also own the broker channel and they master the authority of product distribution which is broker firm cannot control of it. Moreover, some leading insurance companies own their broker channel to do the similar business with us. Therefore, Convoy should find their unique positioning to differential their leading status in the market. Reinforcing the Fintech or High-tech serving to the client such as AI (Artificial technology) would be the bright spot to let them for experiencing their customer journey satisfied in future.
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[bookmark: _Toc4362776][bookmark: _Hlk4266821]Merge and acquisition culture management issues
Culture management issues will be derived when the collaboration to merge the banking team in broker firm. Especially the regulation issue after financial tsunami banking system. (Schmidt, 2004)
When talking regarding the banking sector looking and regulation is crucial because of loss issues and the requirement of protective client and shareholder’s interest. (Ozkan, 2014)
There are 2 broad categories of regulation that govern the activities of banks. Firstly, safety and soundness regulation, and Secondly, client protection regulation. Safety regulation ensures that banks and different repository establishments operate in an exceedingly safe and sound manner and don't cause an excessive threat to the deposit insurance fund or taxpayers. This class of regulation typically focuses on bank activities or the higher-up mechanisms through that these activities are monitored and inspected. Client protection regulation is meant to shield the interests of shoppers in their credit and different transactions with banks and monetary service suppliers. This class of regulation focuses on a range of topics, starting from making certain that customers receive spare data regarding however credit prices are calculated on loans and lease, to ban discrimination in credit transactions, to protective customers from unlawful government scrutiny of their monetary records. If previous trends in banking regulation hold, regulative changes within the close to future can still concentrate on client protection laws, and therefore the current safety and soundness regulative theme can for the most part be unchanged. (Dewan, 2016)

i) [bookmark: _Hlk4266872]Pros and Cons for the brokers consolidation activities 

Pros for the consolidation act:

Mergers and acquisitions are increasing as organizations attempt to expand their size of structure and increase their competitive advantage. 

Bancassurance team:  

Especially, for the bancassurance team, they can trigger some high net worth clients to follow with their direction for moving their assets to deposit in Convoy. No matter where they go, their followers also cling onto their relationship manager to changing. The bonding is in between the bank’s staff and client are very close. This relationship is priceless and cannot be replaced. These “die-hard” of high net worth customers are always the target of broker channel would like to capture this it because one of our key elements to maintain our business becomes thriving should be doing well the customer prospecting task and attracting the HNWs customers to join in the Convoy’s platform. Bank’s team has abundant of HNWs customers pool for supporting their business. Therefore, bancassurance’s team is the essential driving factor to keep us for aiming the upper potential revenue growth in future.

Insurance team 

In Convoy, even we can provide the full range of financial product for our clients. According to the statistics, 70% of our business revenue are come from insurance products in the past. Therefore, this is the indicator for telling us more and more Hong Kong people are aware of their insurance needs. Moreover, the China market needs is the crucial factor for the industry. Nowadays, many of insurance agents are joining the insurance market from China, and they can provide a massive of customer network from mainland. As you all know that if you want to be keeping your business in a good shape for next decade. Engaging the China market is the only way to be succeed. For the last decades, there are so many affluent market customers has been formed in China and they are looking for the professional financial planning team to serve for their portfolio. Moreover, it must be the prime opportunity to capture this market because the saving ratio in China is the top ranking in the world, their insurance needs are overwhelming. Therefore, these background of talents for insurance industry are extremely hot in the market. It will be our key successful factor to escalate our business in next level if we can attract them to join with us in future (Fredericks, 2008)




Small broker team: 

Broker industry also is likely hiring some having broker’s background people for enhancing their business model. They understand most of the rules and guidelines, familiarize the nature of the business, but the most important thing should be the product knowledge readiness. In fact, the bank side and insurance side of new comers, they may only focus on investment and insurance product respectively. However, in Convoy, we are dedicated to build a full and professional financial planning team to serve the public. That why, they are the stabilize growth factor in our business strategy. (Kenealy, 2012)

In conclusion, the Bancassurance team can provide the HNWs customers to our business steadily, Insurance team can help us to explore the new market in China especially capturing the massive affluent market for doing our vital insurance business. And the broker team could maintain our business to be stabilized because this type of teammate is familiarized of our platform because the culture and regulation are similar with their previous working environment. (Loury, 2016)


Cons for the consolidation act:

As you know that putting these 3 types of different culture, working style and background of people into Convoy and joining with our existing constants are the mission impossible concept to us. Literally, the top priority task should be handling with the centricity of culture issue. All parties are expecting to find the job satisfaction here. However, beside the culture issue, we also need to tackle the following problems for each party. Let me summarize it as below:


Bancassurance team:  

The talent who is coming from banking industry that we find out they comply with regulatory monitoring in a higher standard. However, they are always wondering our compliance system and doubt whether they can make the transaction with their clients legitimately. It may be the psychological factors affecting their performance and they should adapt our mechanism is effectively and reliable.


Insurance team 

On the contrary, the insurance team is suffering the issues would be the complicative work flow and restricted regulation rules because broker firm is offering comprehensive product range including insurance and investment product, they are now fulfilling all the license of requirement will be the headache issue.
Also, the discipline is another culture issue because they may not able to go back office on time even worse they can be no show if they are performance and fulfill their target. However, we are going to formulate a professional, reliable and integrity team in front of our client and public. Therefore, it is not allowed to be happened in Convoy’s culture

Small broker team: 

This team should be the expect in the broker industry, it seems they should not have any problem instinctively. However, based on their familiar background of environment. It is triggered another issue about the comparison of commission system with other broker firm. As you all know the commission ratio is the sensitive part for remuneration mechanism. If the team always compare and spread it out to other team, the morale must be affected.

In summary, we are working out the highest standard of compliance and work flow procedure in a simple way to let all the new teammate parties for making sure they are worry free and hassle free when fighting for their business without putting the extra workload in an operation procedure.

Moreover, we will set the appropriate and optimal time to review our remuneration package regularly. Ensuring our commission ratio is competitive in the market is also our top urgent task for retaining talents all the time.

























[bookmark: _Toc4362777]Practical Application Skills 
[bookmark: _Hlk4266981]
i) Recommendations of training approach:
Building a centric goal-based financial planning approach 
Being a financial institution leader. Convoy needs to stipulate a new policy to cultivate their staff by building a client centric goal-based financial planning approach. It is predominated that the staff understand that senior management supports this initiative which they must be at well trained level with the products and services and stay along with the industry direction
Moreover, in a highly competitive market, the move away from product sales and focus on client needs will not only set us apart from our competitors, but is also the key to building a sustainable business. In order to diagnose these needs appropriately service them and support a shift from pure acquisition to deepening relationships and share of wallet, we should develop al Wealth Sales Process which includes the following
· Engage ascertaining that Convoy is right for the wealth needs of the client 
· Discover ensuring that Convoy has understood the client and their needs
· Recommend explaining to the client now Convoy w meet their needs 
· Act ensuring the client is aware of what actions will be taken 
· Service keeping the client up to date with how their wealth is being managed and any action they need to take (Oladipo, 2008)

Developing a comprehensive "one stop financial planning”
Customers are expecting that a financial planner would be able to facilitate them to deal with varied financial issues that include but not restricted to those major areas saving education fund retirement, investment risk management and life protection, tax estate planning and even business succession for their next generation.

The following part provides a detailed description of customer's needs:

Protecting the family
· Protecting client’s family is the cornerstone of our financial planning approach and will provide financial security to our customers in the event of the unexpected.
· Help our customers determine what they would like to happen following an event such as death, disability or loss of income: establishing plans and recommending suitable products to ensure their needs are met.
· Helps our customers understand the wider implication of these events and ensure protection plans are appropriate for the customer 

Retirement
· Retirement is often the single biggest future life event, our customers are concerned about.
· Support clients throughout the entire retirement journey, planning for retirement where customers are seeking growth, the key 5 years before the transition into retirement where customers are typically seeking preservation of the capital, and throughout their life in retirement where people are seeking to maximize their income from the accumulated wealth.
· Through ongoing relationship management and frequently updated financial advice, we help clients understand the realities of fluctuating income demands throughout their retirement.
Children’s Future
· Our Premier clients see their children's future as one of the highest priorities (education, marriage, down-payment on their 1st home)
· Help our customers understand the future cost of the education goals.
· We will also help our customers plan the other key costs for their children's future e.g. child's wedding, housing deposits.
Managing and Growing Client’s Wealth
· We help our customers to understand better their wealth objectives, whether for growth, capital preservation, income or a mixture.
Leaving a Legacy
· Through needs-based planning we identify these clients who we believe would benefit from legacy planning and help them understand the benefits of acting 
· Through solutions including trust and where relevant probate services, we help our customers achieve their objective after their death and seek to support their families in the future.

The competence of a financial planner to provide one-stop service is fascinating however it may be unrealistic. Basically, there are so many kinds of products providing from different companies for every of the specialized product. How they can summarize it and come up a neutral advice for the client in bank or insurance company? Thus, practically not possible for an individual to supply comprehensive or holistic financial coming up with services. There is currently rising the concept throughout the I&I (Investment and Insurance) platform on comprehensive one stop Financial planning, that is for a financial planner to be experienced wide selection of monetary services, For example, oversee real estate transaction customers expect the practitioner suggests an appropriate advice or introduce the channel to let client know more about this information or offering insurance vehicle provides sense of security to the policyholder.

ii) Details of training Plan 

[bookmark: _Toc4362778]Immediate Term:

For HK recruitment of local market teammates, we expected they are well-trained and have been experienced different kind of training from different of financial institutions. Therefore, we suppose they have the basic financial knowledge for catering their daily job. However, each employee has the basic knowledge is a necessary thing we have expected. The most important element for the cooperation should be they all have the vision and mission in their mind must be the top priority particularly after merge and acquisition. If different teams come from different companies but they are running their personalized culture in their team. It will derive so many culture problems especially the “individualism” for generating the resource competition situation. 

As you all know unifying the culture will be the key issue to centralize all the employees of centricity to the company. Then what is the norm or which aspect can our training helps to do it effectively?

To seek and strengthen our commitment towards the sustainability, we can try to take a reference from HKEX’s CSR Strategy to formulate our new culture training model for rebuilding the new concept for brushing their mind and let all employees know how essential of corporate social responsibility for projecting the image in front of the public. It has been set out within the context of overall business priorities, objectives, ambitions and values as well as the expectations of clients. (Hkexgroup.com, 2019) And the other thing is very crucial for us should be it provides a framework in which we can better align the CSR goals with the global sustainability agenda. This is helping us to partner in initiatives such as different of international regulatory institutions goals and principle. Indeed, it also assist us to explore the greater bay area in China for further development, showing that we are different from another small broker firm. We expect that it guides our business and operational decision-making; considering our responsibility to the market, our customers, the community and the environment. It provides guidance on integrating the sustainability principles into everything that we do. We forecast that even it is taken time to do it, but we deserve for establishing a fresh corporate culture for our clients. It is aligning with our core value “Passion, Professionalism, and Integrity” because their direction is developing sustainable financial in Hong Kong. Their objectives are synchronized with us as below:  


· To protect and give priority to the public interest
· To ensure customer satisfaction
· To perform our duties with a high degree of integrity and honesty

I regard this cultural training as a golden rule because we are using the market standard and it is an authoritative benchmark. If we expect that it will be enacted in our Convoy’s handbook as alike as bible for every convoy staff and they require to acquaint this handbook no matter what their job title is and experience how long in Convoy.  

We anticipate if we can centralize this culture training by summarizing the official regulatory institution concept to aim at doing these objectives: 

To promote teamwork within the Convoy to achieve common value and goals

To encourage open and transparent communication within Convoy

[bookmark: _Toc4362779]Medium Term:

After the culture rebuilding to centralize the team’s mindset come from different entities in different company. We are also facing another issue which the skill is set differential in between each team. Indeed, we are providing the well-established training for the new comers, but the sales managerial trainings are insufficient in the past. It’s is the good timing for us to review the training for managers and revamp for enhancing the training to catering for the different variety of managers come from insurance company, bank and small broker firm. 

The financial industry market is well established and will experience significant growth for many years. Determined to maximizing success in creating training solutions for unique Convoy’s cultures. Indeed, Convoy is lack of the manager grade training to let them understand how to be the great manager even a market sales leader for them and their team. 
Pre-recruiters or sales leaders are also available for follow-up evaluations of the expected outcomes for the tailor made a managerial program objectives and results against business needs, processes and concerns. 
We plan to make a comprehensive program for improving the recruiting, increasing productivity and building a sustainable sales force. We hope that this training program for all come different kind of sales leaders no matter in convoy currently, bank, other agency or broker firm. Our only target to all our sales management team could be developing and advancing their next levels to build and sustain consultant growth. 

[bookmark: _Hlk4246214]We have formulated the training plan to standardize the format and minimize the discrepancy for the culture gap in between the different team who are coming from different background.

The following managerial training concept in sales prospective we have prepared the content as below:

a) Every Sales Leader should Think and Plan their team for maximizing their personal development through a positive learning experience and let them make their organization’s growth by their own resources or power instead of relying on company’s support all the time.

b) As leader as recruit winners’ mindset to connect the direct relationship between recruiting and probing interview for developing persuasiveness in the presentation step.

c) Before assist the client to do the financial planning, how leader manage finance themselves and their teammates properly. The main concept is to assist associates in 
managing personal finances.

d) As a great sales leader, they must know how to monitor and measure their team performance. Help the team to set the meaningful and reasonable goals to gain their responsible commitments. It can make the team to have a greater confidence in monitoring activities and measuring results.


e) Build an embrace ethical team, no matter the teams come from bank, small broker firm or especially insurance company. The more cognitive and effective team in developing in a compliance consciousness is the top priority in our task

f) Work in financial industry especially broker firm, you must learn how to be leader lives in balance with your team too. “Work hard, play hard” is the golden rule for this industry. Differentiating from banking industry, broker firm is no hard sales target and we do not set the promotion rules to guide the staff selling a specific product in certain period. We should highlight these characters in our industry and ascertain how to maintain success through work life balance that is both focused and balanced.

We expect our curriculum will be covered and instruct all the sales they are capable to learn from these concepts and they are willing and enable to teach their subordinates. We anticipate all the sales management team could be taken the ambassador role and “TTT” (train the trainer) to each team. This will become the custom and circulate all “Mentor and Mentee” around the Convoy’s ambience. Impart knowledge is contagious in Convoy.


Beside the sales team training enhancement. Convoy management team should also design to communicate effectively with Sales frontline and corporate staff in a transparency way. We try to identify some opportunities for effective communication both sides. For example, collaborating some projects involve all sales staff and corporate staff together. The benefit is creating an opportunity for these two different opposite parties to work together interactively. They can know more each other their dilemma once they cooperate at the same platform.

[bookmark: _Toc4362780]Long Term:

According to a Financial Services Industry (FSI) who is a qualification structure for the financial services industry in Malaysia. (Manshor, 2014)
The FSI has been recognized as a substantial sector of any economy system. For these recent years, the FSI counted for 5% of the (GDP) of the world and we expect the further growth in the sector. Along with the significant growth, however, comes the difficulties which amongst others, the availability and development of sufficient human resources to support the growth in the FSI (Manshor and Chong, 2014). This is proven from many of the questionnaires conducted across the world. Indeed, Deloitte (2013) has conducted the Global Financial Services Industry survey with   200 senior executives around the globe reported that human capital shortage is one of the massive issues to be addressed. Especially, more than half of the participants surveyed concurred that finding talent with recognized qualifications can maintain the turnover rate is significant for the future growth of their cooperation. The findings clarified the survey by Price Waterhouse Coopers (2013) which found that on average, close to half of the FSI experienced a lack of skilled candidates, almost a quarter of the Chief Executive Officers planning to invest in filling talent gaps. (Manshor, 2014)

That is an issue here. How to strengthen regional and international financial integration, internationalization of Finance and make the talent management to support a more dynamic financial sector is not only a worldwide chapter for studying but also a dilemma in Convoy. (Manshor, 2014)

We are going to establish a Convoy’s academy to cultivate the financial planner elites in long run especially we focus to hire some fresh graduates, non-graduates in final year even some non-University students who are young, but they are fascinated to entry in financial industry

As you all know that buying a sales team or doing the merge and acquisition can solve the business growth instantly. However, the revenue account may be impaired in year end because M&A undertakes a huge cost of the transaction. Therefore, we target to take care of some infant but undervalued market will be the wise choice. Firstly, the competition is relatively low and there is not much focus on them exists. Secondly, the cost must be controllable, and we may only reserve some education and training budget every year rather than prepare an overwhelming cost to buy an outside team. 

Finally, building the new comers when they are young and in an infant stage can establish the loyalty and implant the Convoy’s unique culture in their mind. This bonding of relationship for each corporation should be priceless.

Therefore, beside investing our young and new comers in our Fast training. We also concentrate our veteran and experienced frontline staff. They are well-trained but how can we uplift their status and recognized their position in their customer’s mind. 

[bookmark: _Hlk4361737]We are trying to associate with some reputable financial institution to tailor made some courses for our experienced staff every quarter which the leading organization in Hong Kong and even worldwide for enhancing professional financial planning standards and uplifting the importance of financial planning. One of the organizations is IFPHK, they can provide the world’s oldest and most-recognized advanced certification for financial planners is called CFP Certification. It is the pinnacle of financial planning excellence and CFP professionals are required to meet stringent initial and ongoing standards on competence, ethics and practice. CFP professionals consistently distinguish themselves from competitors by providing consumers with professional, suitable and trusted advice for their financial planning needs. Also, the most important thing is CFP Certification can help to gain respect from your peers, employers and clients alike by reinforcing the value of your services and enhancing your credibility as a financial planning professional. (Ifphk.org, 2019)


Today, we have only 120 CFP certificants out of our 1200 sales staff in Convoy. We encourage all our consultants to study it and we also fully subsidy them who dedicate to develop themselves in Convoy in long run. Our target is to increase the ratio from now 10% of CFP qualifier to 40% of certificants in next 5 years to be achieved. If we can attain this mission, it would be the good chance for our frontlines  unveil to their clients that they are fighting for their smart career move that demonstrates the belief in striving for the best in the industry.
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Transferable Skills for Life and Professional Practice

i) [bookmark: _Hlk4267158]Relationship Management Concept
Once a client has wealth relationship with us maintaining regular communication with clients is critical. Focus on the Service phase of the Sales Process to increase client satisfaction. Our goal is to deliver a consistent Client Experience that meets, and one exceeds client expectations. This will result in higher retention of profitable relationships and greater cross-sell penetration for investment insurance Savings and Liabilities. (Krizner, 2011)

Periodic Reviews
· Periodic Reviews must be offered to clients on a quarterly basis so that we can ensure on-going suitability of our recommendations
· Potential vulnerble clients and clients that here Portfolio Services should be prioritized for regular reviews.
· Any further recommendations given at a Periodic Review should be delivered through a new Financial Planning Report.
·  All reviews must be clearly documented and must be kept on the client file.

ii) Conclusion 

Wealth and Health planning concept for REAL one stop financial planning service for customer

An important part of financial planning is to make sure that clients are getting the right services and right choice. Serving the fully financial planning to customers contain the need for each financial planner to educate all of them beyond risk management, insurance planning, tax planning, retirement planning, estate planning and property transaction etc. which might be practically impossible. Thus, Convoy proposes collaboration among financial services professional in form of providing one stop financial planning services to clients. Work life balance avocation is a trend in worldwide recently. More and more people (especially the upper affluent market) are aware of their health condition for their family members. There are some banks and insurance companies now not only focusing the financial planning with clients but also taking care of their health issue and spiritual therapy. It must be another the bright spot after “One stop service” for doing financial planning of “Wealth and Health concept” together with customer. I expect more and more financial institution can be avail of Hong Kong Government now launching the VHIS (Voluntary Health Insurance Scheme) this opportunity to get into the health market for exploring more business opportunities. Convoy can try to associate with some health medical clinic and providing some free checkup for some high-quality customer. It can uplift our corporate social responsibility image in front of publicity and secure our client who is healthy by adverse selection monitoring before enrolling our insurance business. It will be the win-win situation with customer, insurance and Convoy for keeping healthier business cooperation model. Health and Wellbeing topic will be enhanced in our training curriculum for our frontlines and corporate staff for enhancing this knowledge within our group and anticipate this concept can be inside out to public in future. 
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