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Six steps to a living financial plan

You are so excited as your wife goes for her first sittend and you get to see the very first picture of
your child, but then excitement turns to surprise whenuttrasound reveals not one, but two babies. Or
as soon as you start planning for your wedding, your bgssysa will be relocating to the company
headquarters overseas and you realise you have to speedrupayital plans and simultaneously have a
relocation plan.

While you may have a fixed number of goals or aspiratinryour life, the element you should always anticip@tdhange and
how it can disrupt your plans. And that's why with evenaficial plan implemented, it is just as crucial thaeireviewed regu-
larly. So, as the client, you should ask your adviser ¢iten they will review the plan and how much doe®#tcAs your goals
and objectives changes, so should your plan to fit youneeds.

However, before getting there, you should also understarsigpe in the financial planning process.

1.

Gathering financial data:

Your adviser should gather as much information as posafiglet your current financial situation including incomssets,
debts and liabilities.

Identifying your goals:

Your adviser will put your needs and objectives firsy@o need to clearly define what they are at the Initieeting.
Identifying any financial issues:

Your adviser will tell you if there are any financgigficiencies between where you are now financialtywhere you want tg
be.

Preparing your financial plan:

This step involves your adviser identifying recommendedstments and will address your attitude to risk.
Implementing your financial plan:

You agree to take the plan, possibly with some adjustmemdswhen you are ready to go ahead, your adviser willquut y
plan into action.

Reviewing and revising your plan:

For a lot of people their financial plan is the stdra long term relationship with their adviser. Toumesyour plan stays on
track and in line with your goals, objectives and is upate evith the relevant economic climate it should béereed.

At the end of the day, the reason you have a finaadwaker is to ease the burden of managing your financesnpdlys If you
have not gone through the complete process, there wgkhes within your plan that will not fit within your gealnd aspirationg
you wish to achieve.

~ This article is contributed by Mark Sing, Vice Presiderd a Licensed Financial Adviser Representative yab financial
planning Singapore private limited, which is licensedlit MAS, Financial Adviser’s Licence No FA100003-3. Foreriofor-
mation, please send Mark your comments or questiamsidt sing@ipac.com.sg
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