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* Source: RBI Data, 2008

Total Gross Savings 

(Rs In Crores)

2005-06 (P) 2006-07 (P) 2007-08 #

597,694 768,730 734,372

P : Provisional. # : Preliminary Estimates



With whom would Indians trust their money?

* Source: IIMS Dataworks Survey 2007



Present Regulatory Infrastructure



Prevailing Financial Advisory Industry

Á Minimal or no entry barriers for Financial Intermediaries 

Á 100 Hrs of Training after passing Exam for Insurance  Advisory

Á A single certification for Mutual Fund Distribution (AMFI)

Á Conflicts of Interests and absence of any consistent approach to managing 
them

Á No distinction between Advice and Selling

Á Absence of Industry wide minimum certification standards

Á Consumersô inability to distinguish between variable quality standards of 
different intermediaries 



Growth of Financial Intermediaries ïMF & Insurance

Numbers in ó000

The rapid increase in the number of intermediaries over a short span has the following 

concerns:

ÁModerate level of regulation or no regulation 

ÁRisks associated with unregulated selling sans any advisory

ÁTremendous scope for skill generation
* Source: AMFI, IRDA Annual Reports 2004-05, 2007-08 

Numbers in ó000

Understanding the current Financial Advisory Industry



Selling Preferences of Financial Intermediaries
Business Profile

Age Profile

* Source: IIMS Dataworks 2008

LI : Life Insurance 
ÁFinancial Intermediariesô profile is not restricted to a single product or service 

ÁScope for skilled employment generation at varying age profiles



The FPA and Ameriprise Value of Financial Planning Study

Å A Financial Planning Association survey sponsored by Ameriprise Financial
and conducted by Harris Interactive shows how critical the pairing of a
professional financial planner and the creation of a comprehensive
financial plan can be to an individualôslong term financial success .

Å Consumer confidence is near historic lows, yet one group is feeling
optimistic and on track to meet their financial goals including retirement ð
people in a comprehensive financial planning relationship .

Å In fact, they are nearly twice as likely to report feeling confident about
their financial future as those without paid, professional support .

Study is conducted in US in the month of  June/July 2008 
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Butéé.

Who is an IFA?



Questions Clients Ask - 1

Á ñIôvejust received an offer for a new job . Can you tell me if this salary
structure is in my best interests?ò

Ponder é

Is this asked of by every distributor? And if not, why?

The Answer Is Trust

ñIntegrityis what you are when no one is looking .ò



Questions Clients Ask - 2

Á ñWhich is the best Mutual Fund to invest in?ò

Á ñDo I need insurance?ò

Á ñShall I sell this property now?ò

Competency Is Essentialé

Knowledge is the only instrument of production that is not subject to 
diminishing returns.ò --- J M Clark

éWithout Complacency

ñItôs what you learn after you know it all that counts.ò --- John Wooden, 
college basketball coach



IFA is the personal Financial Architect & CFO 
for his client, who

Á Understands needs, arrives at a budget

Á Makes the drawings, gets okay, converts to blueprint

Á Builds the house



Role of CFP CM Professionals
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Top concerns of Advisors Today


