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Coaching

The role of fhe odviser is to create o lifestde plan for their dient, As o member of fhe audience

commented, his clients are not inferested in the Rand value of their retirement; thay waont to know what

lifestde il will provide them

Meney i a story abou! [

which

whiy an odhiser's rale s in iy wirys: Hat of a life coach. An adviser

neads o spend time understanding the client’s neads and aspirations and to create o sirabegy o meet

those goals, In hese dificult economic fimes, that role i even mone impodant as the advser becomes

e viice of reason which prevents the cient brom oeing cowoht up m the heodlines of the doy an
[ f hich | b the client f yetfing ot up in the heod of the day and

makes them refocus on the bigger pichere.

Educating

Clients also have diffe

responses bo loss and this

is 0 fine lina for advisers.
An adviser needs o toke
COgRisames of the client’s
telerance for risk but also
must explain that the I::-m\._f-
term risk aof inflation is often
!‘Hr_'nlu:-r e the 5=1-;s|r-|{~|:'n

volatility of the marke

While StaisSA may argua
that the inflation rate is

six per cent, the reality for
mast clients is that their
BRI od inflation is claser
te 10} per cent, and they have
little chonce of -:|-:'I'ii1.".'|n5_4
LT I'|I:l||'|. fivpss i H1r_"|- {FI:- nal
inwas! in grqw.‘!h assnts that
can produce returns above
inflation. 3o the role of the

adviser is also to educole

Encouraging

Panelisi Anne Cabel-
AMlatzhauser, head of
AFI':‘{H'I':I""T rr'|r||l:'. F‘!i"'tl_!{lllll
Institule, raised the issue of
living annuities and whether
clients should be allowed to
saloct these market-related
annuities without proper
financial advice

“Money is a story about life which
is why an adviser’s role is in many
ways that of a life coach.”

INVESTSA

I:_-n'l:'l'Jll'l l:_ orme, |'_|‘|r!|||||-;|"|

af the linancial |_>|<_||'|r|.|:'|-;_|
commiffee for the FIA, zaid
that the reality waos that most
people had no opfion as they
had not saved sufficiently tor
retirement. As a result, the
income rom fraditional lite
annuities would no! meel

their basic needs so they
l::l!::l‘lzil fer Elfilli.! annuities with
unsustainable draw rJ-:l'.'-':ﬂ.
having fo rely on their families
to swpport them in their loter
years. Clearly comdncing your
I:

to live within their means is

clizn! 1o save :,'u|"|-;_ir_~||li-r -;m-;|

another role of the adviser

Explaining
Oine of the ||'-|..~|:='|h.ru..'-
questions asked of advisers

|.'-',' their clients is what 1hl.h'

should be -'.|l.:li||§| with their
Moy given the siafo r): [ TH]

global markets.

With such extreme volalility
there have been articles
arguing that ‘this time is
differeni’ since we're in
Qne I'\I .I'Fi' I:llrd';hll':k.. FIIIEII'I': IIII
crises of all fimes and this
requires a differant osset

II”'!I‘ % Li[=T}1 1'”!!1'!3'?'.

Reuters recently ran an arficle
in which US advsers were
||1':l:""1'|1"h'|'li.“:| I.JII':I ”11"" l:l!l:jl_ll'{l
that the buy and hold strafegy
that worked for the baby
boomers won't work for the
ul'l'll"'I':J!H:lll'- ':,I'I |||\'1"'!|.'|.'|r:‘| .il:l
come, This means their chients
have fo move their money
”IE:IIJI'III moue IIIJ:__II':"HHW"IP'
"We'ra 100 per cent in cash
right now and this is fantastic

for us,” said one adviser.

Yhan '|||r|.l:_:]:: reclly stont
breaking down m fhe next few
months, we'll probably start

i
'ihl:lr {31 u I IH d rmiar kel 1o rnd IlC L&

money on the way down
(:}rll_n_' it starks ta battam oul
and everyone in the country
|1.J||n. OLl, e 1l ateart |::-|.|,'='||Ll

stocks and ride if back up.”

It is this kind of stolement
which odvisers hove fo put

up with when their clients ask

fham why they haven't read
1|||.' |||':|'l:|3'1h- 1I|'|':I |||\'.:l'|'1:"d r':l.‘h:"l
araund, As mos! sensible
advisars know, while this
sounds like a great plan, few
people get it right and no-one

-:Jd,‘-l:.' il |||,_r||1. consistonily

Owver the years there hos been
a lot of academic research
Jacy r|||r||5] {=] 1h|_: rjlr'Fn: ..l:l‘w:,lI if

nof impossibility, of profitably
hmang the market, T:lra-i':ul.;

5 1-w_'r:|'!'|||r||_:’ 1 o e |:r_|:||
strategy, so il amplifies the
risks of active mandagemeant.
In ethes '.'rl..l‘.{!.‘\._. the more
flexibility wour manager has,
the more room for eror. Also,
active frading increases fees

aned fames,

Panelist Fiet Viljoen, CEO

of RE:CM, o ways o stroight
II:J“H!!I n*rm.':urln_:li I|1-'- I:ILII:JII'TII’ i
that inveskng is never
different. I Wikl DET Oy fie
an assel you will lese monaey,
bt if your pay the right price
imespective of shortdarm

volatility you will moke money.

An advizer’s role is to explain
o clients that risk is mot
volatility but the permanent
(=11 I\.‘ (s I'IFJII':II- |::|r|rJ rlll'u coan
be mitigated by the price

you pay for the asset, not by
fryingg bes teme (e rmerkeet, “ I
you pay a low price relative
fo the value that you gel, you
can deal with all kinds of

3 5
uncertainties,” said '.-":||-::-<~r|.



