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MENTOR REPORT


	NAME OF MENTOR:
	


	NAME OF MEMBER:
	



Member’s intended Professional Designation. 
Please tick as applicable:  CFPCM   (          CLU  (   or  General member (
 For General Member show area of practice……………………………………………………………………..
	
	Report 1
	
	Report 2
	
	Report 3
	
	Report 4 *

	This is for Reporting Period ending (provide date to indicate report number)
	
	
	
	
	
	
	


	OR is a Special Report (provide details)
	


DECLARATION:

	I, 
	[mentor name]
	hereby declare that:

	I have been approved by the Institute to act as Mentor for the above-named member.

I solemnly swear the truth and correctness of the above and of the attached report and I confirm that no material facts have been omitted.

I further declare that I am in a position to provide an independent report, and that no conflicts of interest exist that might impair the quality of my mentoring or reporting to the Institute of Financial Advisers. 
* For report  4 only-I consider the member  is / is not  (delete one) adequately experienced and prepared to complete and pass the Institute case study/exam requirement for CFPCM professional status (if applicable).

	Signed by the Mentor 
	
	Dated
	


	CODES AND COMPLIANCE: 
	
	
	
	

	1. Code of Ethics and Professional Conduct -Client’s interests/PI cover/advising within competence/confidentiality/ disclosure/client funds - trust accounts, custody, audit/ extent of service agreement) 
	
	
	
	

	2. Code of Ethics and Practice Standards
	
	
	
	

	3. Adviser regulation and other legislation
	
	
	
	

	EXPERIENCE
	
	
	
	

	4. Comprehensive coverage of financial planning core components; dealing with small and large clients, younger and older clients. 
	
	
	
	

	5. All six steps- financial management, insurance needs, retirement adequacy planning, investment planning ,estate and tax issues 
	
	
	
	

	EDUCATION
	
	
	
	

	6. Education (Knowledge of education track, progress with vocational training, CPD hours and records, university courses)
	
	
	
	

	DAILY BUSINESS
	
	
	
	

	7. The Daily Business of being a Financial Adviser. 
	
	
	
	

	a. Prospecting, advertising standards and fair trading. 
	
	
	
	

	b. The six steps and the professional advice process. 
	
	
	
	

	c. Establishing the engagement, interviewing skills, data collection, needs analysis. 
	
	
	
	

	d. Evaluation and analysis of client financial data, spreadsheets and analysis, before and after budgets, lifetime modelling. 
	
	
	
	

	e. Plan drafting, prudence and defensible written material, review system, preparing reviews, CRM.
	
	
	
	

	f. Filing, inward and outward mail and phone calls, office administration.
	
	
	
	

	g. Insurance quotes, investment platforms, implementation of investment and savings product advice
	
	
	
	

	PRODUCT KNOWLEDGE
	
	
	
	

	8. Insurance (term and traditional life, level, indexed, reducing, mortgage cover, trauma, TPD, disability income, health, fire and general) 
	
	
	
	

	9. Savings (KiwiSaver and other workplace savings plans, employer subsidised plans, personal savings super plans, overseas pensions) 
	
	
	
	

	10. Investments (income and growth, risk and return, investment horizon, market behaviour, diversification, direct and indirect, managed funds, wraps, styles, currency, property, shares, bonds, cash and enhanced cash, absolute returns)
	
	
	
	

	OTHER
	
	
	
	

	Mentoring plan for coming six months
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