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OUR VISION 
To be the preferred supplier of financial services to our 
clients.  

 
  
OUR MISSION 
We are dedicated to provide honest broker services, 
including the most appropriate financial advice and 
products, to every person who qualifies for it, and to 
ensure that his or her financial requirements are met in 
the most cost-effective way possible.  
 

  

OUR VALUES 
My Brokers cc are committed to treat our clients fairly 
based on Jesus Christ’s commandment to “love thy 
neighbour as thyself”. 
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Our holistic approach to financial planning  
The purpose of our holistic approach to financial planning is to gain an overview of the 
financial requirements of a person during the various stages of his or her life. The model 
below shows the four main phases of a person’s life and highlight his or her income and his 
or her expenditure profiles during each stage. 
 
Each person’s situation is unique, but the model can serve as a broad guide to 
understanding how various financial products and services would fit in with the person’s 
requirements. 
 
 

 A model of financial consideration by stage of life model.  

 

 

 
In the diagram the typical income profile of the person is represented as a red line. 

The most important typical responsibilities and life realities associated with each stage is 
summarized in the diagram. 
 
The characteristics inherent to the stage will also influence the choice of suitable financial 
services and products to support the individual at that stage. Each person’s priorities are 
unique.  
 
The table below contains examples of products and services which are typically found to be 
suitable during the four stages.  
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Our approach is therefore to have an effective process in place to allow us to focus on our 
client’s financial requirements at each stage of his life. 

The start-up stage (up to 25 years old).  
At this stage the young person is mainly financially dependent on his parents and he or she 
may land their first job. The parents do not only take care of the young person but should 
also coach him or her to handle their finances responsibly and to appreciate the value of 
money. Making use of a savings account and a tax-free investment plan are very effective 
ways to learn about the benefits of saving. 
 
The young adult stage (25 to 40 years old). 
During this stage the young adult encounters many realities of life and decisions with 
long-term implications. Assets are acquired, debt is incurred, long-term obligations arise 
regarding life partners, children, careers, etc. 
 
Attention should be given to performing proper risk analyses and implementing appropriate 
responses thereto, such as; setting up a will, acquiring products for the protection of income 
and of assets (vehicles, furniture, etc.). Even at this early stage it would be wise to initiate a 
process of planning for retirement. 

 
The adult stage (40s to the late 50s). 
Caring for and nurturing the family usually takes centre stage during this phase, particularly 
bearing in mind that income growth now slows down or diminishes, salaries stagnate and 
other issues emerge like ill-health, loss of employment due to incapacity or retrenchment. 
Typical high priority products required at this stage are income protection insurance and 
similarly credit insurance. Credit insurance is essential since payments related to the 
acquisition of assets, bonds, hire purchase, personal loans, etc. are usually still due when 
the person is unemployed. The acquisition of financial products like protection against 
dreaded diseases and the use of services like advice about retirement planning, become 
urgent.  
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It would often be wise to establish savings plans to cater for future expenditure, such as the 
funding of the continued education of young family members. 

 

The senior stage 
Currently fewer and fewer people can afford to retire at 60 or 65 years of age because their 
preparation for retirement started too late and it is becoming more and more expensive to 
provide for adequate funding. 

In fact, during this stage the approach to financial management changes from saving to 
consumption of wealth. The senior now accesses the results derived from the use of 
financial products during earlier stages of life (even as early as the young adult stage) to 
provide for pensions, annuities, and investments. 

Usually financial advice is sought about the best use of the available wealth with due 
consideration of aspects like anticipated inflation, income tax trends, risk profile of 
investments, sustainability of investment income, health and life expectancy. Similarly, 
estate planning services are often required to provide ease of mind. 
 
Each of the four stages mentioned above is exposed to its own set of risks which have to be 
considered during the financial planning process, for example: 

• Unforeseen, sudden expenses. 
• Early death. 
• Loss of the capacity to earn an income. 
• Ineffective planning for retirement. 

Each of these risks is linked to requirements which must be addressed: 

• Immediate responses (death, loss of capacity to earn an income). 
• Short term action (unforeseen/unplanned expenses). 
• Medium term action (financial targets). 
• Long term action (retirement planning). 
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The financial planning process. 
The “Be smart with money” process. 
A team approach to financial peace of mind. 

 
We, at My Brokers cc, understand that the process of using our scarce monetary resources 
effectively is very difficult and that many people require assistance to ensure that they stretch their 
means to meet every need. 

The individual would require advice and guidance now, and in the future, to plan and take effective 
steps to ensure his or her financial peace of mind – a real team effort between them and their 
financial adviser.  

The financial planning process followed by My Brokers cc involves six steps as shown below in the 
flowchart.  The six steps are: 

1. Meet the client (Establish rapport) 

2. Gather information 

3. Perform financial needs analysis 

4. Recommend solutions to client 

5. Implement the agreed solutions 

6. Review progress of the implementation of the financial plan 
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Step 1. Establish rapport.  
During the first meeting the broker and the client get to know each other. The broker 
explains the services that he or she is able to supply and the client explains what his or her 
expectations and/or requirements are. 
 
When they both agree that there are sufficient indications of a workable basis of 
collaboration between them, the broker submits his or her legal documents (Letter of 
introduction, fee structure and letter of appointment as broker).  The letter of appointment 
authorises the broker to have access to the documentation of the client’s current financial 
products. Armed with this information the broker is therefore able to prepare a 
comprehensive financial plan.   

  

Step 2. Gather information. 
During the meeting with the broker, as much information (especially financial information) 
pertaining to the client’s financial position and his or her goals, are gathered. This enables 
the broker to get a holistic view of the client’s situation and to allow the formulation of the 
best solutions. 
 
It is the client’s responsibility to provide correct information in order for the broker to 
perform an accurate needs analysis. The client’s provided budget will also enable the broker 
to identify potential savings and to determine solutions which would best suit the client’s 
circumstances. 

During this step essential documents such as those associated with FICA (ID, bank 
statements, proof of residence, etc.) are also collected. It is essential that the client is 
reassured that all his private information will be treated with the utmost care to protect his 
confidentiality. 
 

Step 3. Perform financial needs analysis.  
It is the broker’s responsibility to perform this step. The gathered information is now 
studied to obtain an overview of the client’s current financial position and his future 
financial requirements. 
The financial analysis process utilises the Goal Development Model (DOM) and specialised 
computer software.  Obviously, accurate information is a prerequisite in order to 
understand the client’s current circumstances and to determine the steps that could be 
appropriate to address his needs. 
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Step 4. Recommend solutions to client.  
Since My Brokers cc is an independent firm of brokers, we are able to do comprehensive 
and thorough planning as well as define solutions which could include products from a 
variety of sources. 

The results produced by the analysis are presented to the client in the form of a report and 
an accompanying set of proposals containing steps to be taken to address the client’s needs.  
The report and recommendations are discussed with the client. If it turns out that the client 
is unable to afford the entire proposed financial plan immediately, or if the plan does not 
fully meet his expectations, it may be necessary to discuss a reduced or modified version of 
the proposed solution. In the end it remains the client’s responsibility to approve the plan as 
proposed or modified.  
 

Step 5. Implement the agreed solutions. 
In many cases the implementation and execution of the client’s financial plan involves the 
acquisition of one or more financial products. The acquisition process typically kicks off with 
the submission of an application for the chosen product(s). The suppliers of these products 
usually require that the client meets certain prerequisite conditions before the product will 
be issued. The necessary documents may be prepared with the co-operation of the client.  
 
Typically the co-operation required from the client includes: signing of documents, 
undergoing of medical examinations, and the provision of certain documents with regard to 
issues like income tax, FICA regulations and valuation of assets.  Co-operating in this respect 
would facilitate the submission of the required documentation in the process of acquiring 
the indicated product. 

During this step a service agreement, which documents the agreement regarding co-
operation between broker and client, is agreed and signed. Once the financial product is 
issued, the client receives a summary letter and accompanying record of advice which 
would, inter alia, indicate which goals are still to be addressed (if all the goals were not 
addressed in the current solution.)  These goals are prioritised and would receive further 
attention during Step 6 (Review progress). 
 

Step 6. Review progress of the implementation of the financial plan. 
Just as our client’s circumstances (both living and financial) change so do their financial 
needs and goals. Consequently, it is important to review the progress of their financial plans 
and to adapt them to meet their goals as they evolve. The broker and the client agree on a 
time when the analysis done earlier will be reviewed and the goal analysis model can then 
be used to find suitable solutions for new targets or those which are still outstanding. 

This cycle of planning-implementation-review (Steps 2 to 6) are repeated to ensure that the 
client is continuously assured of a planned financial future. 


