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EDITOR’S NOTE

PUBLISHER

Dear Members,

Malaysian Financial Planning Council

Welcome to the 3rd and final issue of financial 1st for 2019.
In this issue, we are privileged to feature an interview with Mr Prasheem Seebran, CEO of MCIS
Life, as our cover story. He shares with readers the transformation of MCIS Life, its rebranding and
how the company is moving forward towards growth and sustainability.
Our regular Bank Negara Malaysia feature provides tips on financial issues for the benefit of
readers. Our other regular column, from Securities Commission Malaysia, features information
on peer-to-peer financing.
In A Moment with MFPC President, Vincent Kwo Shih Kang fills readers in on MFPC’s achievements
in 2019 and some of the plans for the next year. We also feature a short interview with an
extraordinary student who succeeded in gaining the RFP designation while she battled cancer.
Our other articles cover estate management, and the issue of Malaysians carrying too much debt
and how we can achieve financial freedom, among other articles.
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MANAGING DIRECTOR
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CONTRIBUTIONS

We are sure readers will gain knowledge and insights from the articles in this issue.

Article contributions are welcomed.
financial 1st reserves the right to edit or decline
materials submitted.

Happy holidays and all good things in 2020 to all our readers. Thank you for your continued
support and encouragement all these years. We look forward to your further support over the
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coming years while we continue to work towards further improving our publication for your
benefit.
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Exclusive Interview:

Prasheem Seebran,
CEO of MCIS Life

Planting The Seeds For Long-Term Growth And Sustainability

T

ell us about the company’s origin, how it has
come a long way to be known as MCIS Life
today and in that journey, what has changed.

MCIS was established as Malaysian Co-operative
Insurance Society Limited in 1954. In the 1960s, it was
a household name and was recognised as one of the
prominent insurers in Malaysia. Our transformation
has been evident from both the brand perspective as
well as business growth. Among key milestones of the
company’s brand journey are:
• entry of Sanlam Emerging Markets Limited into
MCIS in 2014 following the acquisition of 51%
stake in the company.
• conversion of the company’s composite licence
to a life insurance licence following the disposal
of the general insurance business to enable the
company to focus on its life business.
• rebranding to MCIS Life on 1 October 2019 and
the unveiling of the new company logo
which shows Sanlam’s presence in MCIS.

organisation with over a century of financial market
experience. Having served as a Board member of MCIS
for the previous 3 years, I assumed the role of CEO and
MD in early 2019.
MCIS Life has undergone much transformation over
the years, none more so than 2019. It is not just change
around the new colours and name but internally as
well with a change of mind. The world around us
is constantly evolving. We talk of millennials, the
Internet of Things, digitalisation etc. But these are not
just buzzwords any more. If we are not into it, we’ll
get left behind. We’re going into digital innovation
which translates to a culture change. Digitalisation is
not something to be fearful of. It is not here to take
jobs away but to make us more efficient and make our
jobs easier.
From a distribution point of view, agents
are here to stay. As they say, life insurance
is sold, not bought. The human element
is important. Sure, there are those
who are more financially literate and
comfortable with fintech but these
will be the select few. Fintech is not
just about selling but about making it
easier; for me, digitalisation is about how
we make life for our agents easier,
make them more efficient and
enhance their provision of
advisory services to clients.
This is the transformation
we are undergoing right
now.

That is the pivotal start to Sanlam’s presence in
Malaysia and MCIS becoming a proud member of
the 100-year-old Sanlam Group headquartered in
South Africa.
Established in 1918, Sanlam
was started by a group of
individuals who decided
that the community needed
protection. They started as a
mutual insurance company
providing solutions for
that community and
today, Sanlam is the
largest
non-banking
financial services group
in Africa, with presence
all over the world
including Europe,
US, UK, Malaysia and
India.
MCIS Life today gets
its support from this
large,
international
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As a company, we are
very ambitious. We have
had very good growth
this year and we want
that
to
continue.
There have been
several
milestones
but one thing has
not changed. We go
back to the roots of
our inception where
it started with ‘People
Helping People’.
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Empowerment is an important element in financial
planning. As part of financial empowerment,
individuals take up insurance products. However,
the market is facing saturation according to some
observers. What are your plans to compete in this
space?
Instead of terming it as empowerment, I’d like to talk
about financial inclusivity as that’s really where the
challenge lies. The government’s goal is to increase
insurance penetration to 75% by 2020. We are
nowhere close to that. The majority of the B40 group
are uninsured. When I look at any insurance market in
any part of the world, we have to consider the market
segmentation. A certain segment of the market such as
the Middle 40 or the Top 20 may be saturated. We have
lots of players in these segments. This stems from the
fact that people in these segments have more financial
education and the size of the premium in this market is
higher too. For the B40 segment, a lot more work needs
to happen as the premium size is smaller, financial
literacy needs to be amplified and so, we don’t see
many insurers getting involved here.
Here is where opportunity lies for the likes of MCIS Life.
We started off with this segment in 1954 and those are
the roots we need to get back to, which will ensure the
financial inclusivity of the B40 and the entry level of
M20 as well. That’s where our opportunities are and
that’s where we’re going to focus. This doesn’t mean
we’re not going to play in the upper segments; it just
means our focus will be on the B40 and M40 segments.
Obviously, a balance has to be achieved between
profitability and productivity. Margins are smaller,
necessitating a different model. Educating these
communities is another need and then we can offer
them solutions after gaining their trust.
High medical inflation is another concern for insurers
in Malaysia. How prepared is MCIS Life for this?
I’d address this from the angle of ‘how prepared
is the insurance industry for this’. The insurance
industry is aware of this and the industry association
is conducting a study that will be completed soon,
focussing specifically on medical inflation and how
the government, medical professionals and insurance
companies can work collectively in addressing the
challenges. Figures for 2019 show 14% medical
inflation, an extremely high figure, given a country
with under 3% inflation.
At MCIS, we use a combination of product design,
administrative assistance and analytics to ensure that
we always have an appropriate understanding of the
constantly changing environment.

Managing this issue proactively calls for continuous
insurance education with the government, medical
professionals and LIAM working together.
In other mature insurance markets there exists a
Managed Healthcare System, where the relevant
stakeholders, be they private health providers, insurers
or administrators, work together to ensure a cohesive,
sustainable operating model. Challenges still exist but
at least there is some form of alignment as to what is
needed to keep the system functioning.
Malaysia aims to have an insurance penetration rate
of 75%, which is certainly unlikely to be achieved by
the year 2020. Do you think our country will be able
to achieve this? If so, when do you think this can be
achieved and what can a Council like ours do to help
achieve this agenda?
MFPC can do a lot. It’s a key player in terms of educating
the public. How is Malaysia going to reach 75%
insurance penetration? In my opinion, the government
is focussing on the right segment. It’s the B40, the
underserved community in Malaysia. You just need to
increase insurance penetration there and you increase
the overall penetration, substantially.
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That is where MFPC can help with educating the public
in partnership with insurance companies. We must not
be afraid of such partnerships in order to do what is
right for the community.
The B40 is not going to give huge margins to insurance
companies. But what matters is, it is for the good of all
Malaysians. The most difficult thing for a family is to
lose a breadwinner and experience the struggles that
come with it. If you have that financial inclusion, and
education about insurance, some of the financial issues
can be removed.
It is about trust as well. A lot of individuals probably
look at the insurance market and there isn’t the level of
trust that should be there. It all comes back to insurance
companies. It’s up to us to now instil that trust in the
community.
Insurance companies have shareholders so margins
need to be considered. The government is doing very
well by making it easier for insurance companies to
enter that market but a lot more needs to be done.
In terms of a timeline, it’s very difficult for me to tell
you when this will happen. I can’t give you a number;
however, if everyone works together, it can happen.
I’m glad to see not just MCIS but also other insurance
companies are conducting research studies on the B40
market and are coming up with products appropriate
for that segment. You can’t take a product for the M40
or Top 20 and give it the B40. It’s a different market
with different needs.
The company has just been rebranded as MCIS Life
and its new brand promise is “People Helping People”.
Tell us what led to this and what does this mean to the
company’s brand identity from the consumer’s point
of view.
The change is happening after five years of Sanlam
taking control. Prior to this exercise, Sanlam had not
been introduced in the local market and now, we are
ready to tell Malaysians that we are serious about
growing in the region and making our presence felt.
Our colours of purple and blue give the message
that we are bold, innovative and willing to do things
differently. Our logo of outstretched palms forming the
shape of a tree speaks about people helping people.
Sanlam, with its logo depicting two hands, also focuses
on people. Sanlam’s tagline for a long time was about
providing protection for your generations to come. This
has led to our new vision of being the preferred people
helping people life insurer providing protections for
generations to come.

Our rebranding also marked the stepping stone in our
long-term CSR plan of planting 500,000 trees by 2025.
We are starting off with a significant 1,200 young trees
of the endemic rainforest type to help re-instate the
lost biodiversity of the country. We are forming smart
partnerships with several local authorities and the
private sector who share our passion for a sustainable
world and we are proud to be the very first insurance
company to embark on this plan.
The rebranding is about repositioning MCIS Life as
being new, refreshed and relevant, with a focus on
people centricity.
What are the current and future projections for MCIS
Life’s market share? How much growth has MCIS Life
achieved after its rebranding?
It’s a bit early to give our growth figures as we just
rebranded on 1 October. Having said that, our growth
up to the first half of 2019 was 69%, the highest in the
insurance industry. But we need to be realistic as MCIS
Life is not a big company. We’re a small company, so it’s
a smaller base.
We’ve got a long way to go and as for our market share,
we’re at the 2% mark and we want to increase that. We
don’t have set targets in mind. We want to do it right,
do what we have to do and do it naturally to improve
our market share. If we reach 5%, that’s good and if we
reach 3 %, that’s also good. We don’t measure ourselves
according to market share – it’s about sustainable
growth.
Is digitalisation part of the plan or has it been already
successfully implemented by MCIS Life?
I’m not sure many life insurers have embraced
digitalisation fully as yet. We’re on a digitalisation
transformation journey. We do have a lot of digital
projects but they’re not part of overall digital strategy.
Not yet. We’re working towards bringing it together in
terms of goals and output. I see 2020 as a breakthrough
year because we have developed partnership and
strategies that will ensure that we are ready when we
need to be.
Our support for our agents will increase from a digital
point of view. The agents know this and are extremely
excited because in Malaysia it’s very common that once
agents have policies, they keep the policies and then
come in to submit them once a month. It’s a tedious
process of documentation, coming in to HQ and
waiting in queue to hand it in. It makes life difficult for
them. We want our agents to sell. It’s up to us now
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to come up with a solution and make the process easier.
As for making life insurance available online like
general insurance, it’s a more complex matter. It’s more
difficult. Whilst it is evolving, life insurance is still sold.
Products are complex and face to face helps with the
understanding. So that will not be our focus; for now,
our focus is the intermediary.
To complement our agents as a distribution channel,
we are looking into partnerships with associations,
non-banking financial providers, societies and other
partnership models we can embark on. We also have
our shareholder, Koperasi MCIS Berhad, with over a
million members. Affinity partnerships like these will
complement our traditional distribution models.
Some social media posts state that MCIS Life’s
products are not Shari’ah compliant. Please comment
on this.
They are absolutely correct. We’re not a Takaful
company and we are very clear about it. However, we
aspire to serve the entire Malaysian population and we
understand that Shari’ah compliance is important to
many. We invest only in ethical sectors - no gambling
or alcohol, for instance. So we may tick some boxes in
terms of Shari’ah compliance but we’re not a Takaful
operator. It takes a lot more than just being able to tick
some boxes to be fully Shari’ah-compliant.
Our focus is on the conventional market, and as MCIS
Life, this will not change in the short term. Unless the
direction changes from the Board and shareholders, we
believe that the conventional market is large enough
for us to continue our growth trajectory.

Do you think Malaysians for the most part understand
the concept of risks and returns from insurance
investments before engaging in this investment
instrument?
As for the risk element, more education is needed.
Many life insurance products are savings products.
Individuals like to see the savings element in that they
get something out of it. Even if they don’t fall sick or
pass on, they still get something out of it.
We’re not an investment company. That’s where the
differentiation needs to happen in the whole insurance
industry. Life insurance is about financial risk and the
transfer of that risk. There are other ways of getting
investments.
The issue of investment risk arises with investment-linked
insurance where the customer wants both protection
and investment. Some customers want high protection
with high investment returns. The investment returns
are not guaranteed. There is no product that offers high
protection and guaranteed high investment returns. It
all boils down to a lack of understanding of the product
and the associated investment risks. It’s also to do with
professionalism in ensuring the customer has clear
understanding and knowledge of the risks involved.
Bank Negara has issued new regulations effective July
2019 that outlines how sustainability of a product is
illustrated up to the term of the policy. Prior to that
it didn’t have to be so. So, there’s sustainability in the
short term but what happens, say after 15 years? The
full picture needs to be shown and must be made clear
to the customer. Customers need to be educated on the
workings of the policy.
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Among MCIS Life’s initiatives is to shift focus to the
M40 and B40 groups. However, millennials also
comprise the untapped insurance market, particularly
with regard to life insurance coverage. What are MCIS
Life’s strategies to tap into this market?
Millennials will definitely form part of the group as
we’re talking about 80% of the Malaysian population the M40s and the B40s. As for millennials as a specific
target market, the focus will have to be on products.
Millennials want something that is easy to understand
and quick to finalise. They don’t want to have to sit
down with someone for two hours, with underwriting
information requests coming in, needing to see a
doctor. They want to say ‘oh yes, I think this is for me. I
will sign within a few minutes.’
This will be very easy for general insurance. You can have
it on your smartphone even. But this is difficult in the
case of life insurance. A 25-year-old male living in one
area can be completely different to another 25-yearold in the same area. The last thing we want to do is to
accept everybody and when it comes to claims, reject
the claims. We want to pay claims as quickly as possible.
Otherwise, the company gets a bad reputation.
So a balance has to be struck in meeting the needs of
millennials and we’re not there yet. We need to simplify

things and therein lies the opportunity for digitalisation.
The focus of digital sales, for me, will involve the
millennial market. We have partnerships with digital
players out there specifically for this. However, no one
knows where digitalisation will take us and how quickly
Malaysia is going to adapt. But we have to be ready.
Whatever the case, we have to be ready so that if it does
happen, we will be there.
As for claims settlement, what’s the best form of
advertising where the B40 market is concerned?
When there’s a claim, we pay out quickly. This is where
digitalisation can come in. We gather information
quickly, quicker than before, and process the payment.
This helps the family as well. We don’t want to go into
that market and reject claims because we’re relaxed
on the underwriting. We need to be careful and do the
right thing. Every country that has a developed financial
market will have these issues.
The regulator has a separate programme for insurance
for the B40 market, Perlindungan Tenang, and MCIS are
currently developing products under this programme.
LIAM plays a big role in this too. It gets the industry
together to understand what the issues are and then
liaise with Bank Negara. So we have the support of LIAM
too.
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The B40 group’s low levels of savings, and low
insurance and Takaful penetration rate is seen as a
critical issue. How does MCIS Life’s efforts differ from
the existing protection plans under the Perlindungan
Tenang, Mampu & Mudah initiatives which have been
in existence since 2017 to get the B40 segment to be
more involved in the market?

The industry is placing more emphasis on needsbased selling and the provision of advisory
services to consumers. MCIS Life’s strategy includes
professionalising your agency force and staff. Could
you share with us your strategic directions in this
regard?

We work on the partnership model. We see who is
already there in those communities and work with
them. From a financial point of view, a community may
lack financial inclusion but obviously there are other
players we can partner with. We’ve found partners
who are serving those markets that we can work with,
such as cooperatives. We then need to come up with
appropriate products, obtain regulatory approval and
apply the right strategies to penetrate that market. As
long as individuals see the value in the product, we’ve
done well. What we have to do is to get the message
out.

As an insurance company, we need to change the
culture as this plays a big role. The Sanlam Group is
all about having a professional distribution force.
In Sanlam, they’re referred to as financial advisers
rather than agents. It’s always been our goal to have
highly professional agents. But of course not all
agents are going to reach that standard. Minimum
professionalism, yes. The regulator has enforced
minimum professionalism standards with the roll-out
of a balance scorecard system. As for having agents
with sophisticated financial planning models, sitting
down with clients saying ‘based on the information
you’ve given me, this is the insurance cover you need,
this is the product that’s appropriate for you, this
is where you need to be at different stages of your
life’ - not everyone is going to do this or understand
it. However, there are a select few we target for that.
We’ve started that process as well. It’s not just about
educating the public. It’s about educating our agents
as well.

It’s not your conventional partners, not intermediaries,
not brokers, not agents. It could be moneylending
partners - this is huge in Africa - or mobile service
providers. Everyone has a mobile phone no matter what
segment they’re in. But, all said and done, education
is still very important. As such, MFPC can play a very
important role in helping us in terms of penetrating
these markets.

The professionalism required also extends to all
other staff, the front liners in particular. We are
educating them, ensuring that they are giving the
right information to policyholders that come in and
treating the policyholders as they themselves would
like to be treated. That’s important for us as well. It
is professionalism across the industry; agents and
insurance companies are all involved in this process.

Right now, we are going through a process with Bank
Negara to get a product approved. We’re doing it using
the partnership model. Telling agents to go to the
rural areas is not going to work. They don’t see going
to the rural areas to have one-on-one discussions as
something to focus on.

10
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A Moment with MFPC President
Vincent Kwo Shih Kang
Dear Members

T

ime flies. As we approach the final month of the year, financial
planners ought to take stock of their clients’ financial position
for the year and to have a forward plan for 2020. As for the
Council, long-embedded prudent cost management has built
buffers and a strong foundation which will continue to enable MFPC
to sustain a track record of efficiency and productivity going forward
in 2020. Members of the National Council will convene at an annual
strategic meeting early next year to plan out the Council’s directions
for 2020. Plans are afloat to be more member-centric and to have more
meaningful public engagement programmes. We are mindful that these
all-encompassing programmes must be able to deliver game changing
initiatives for financial planning education.
The Council is thus very encouraged by the government’s intervention and
focus on the B40 community through an enhanced insurance protection
scheme covering 45 critical illnesses (CI) instead of the common 36 covered
by most insurance plans. MySalam improves the financial security of
approximately 3.8 million Malaysians belonging to the lowincome group by providing its beneficiaries with a one-off
payment of RM8,000 . In addition, the coverage will now
span from the ages of 18 to 65 (instead of to the current
55), which would benefit some 1.5 million individuals.
We are glad to learn that the government recognises
that come 2020, approximately 1 million Malaysians
between the ages of 61 to 65 will still be productive
and have raised the age level for the plan accordingly.
Our financial literacy programmes for the B40
community will, moving forward, be also held in
urban areas instead of only FELDA settlements and
rural areas, which will encourage the uptake of
this plan. With the increasing cost of living, urban
poverty will be here to stay and the only way for
Malaysia to have a 75% insurance penetration rate
as highlighted by our cover feature story is to focus
on the B40 communities. As of October 2019, 52,000
policyholders have signed up under this initiative.
I am also happy to inform you that I was in South
Africa in September to receive the Best Islamic
Wealth Management Qualifications 2019 award
on behalf of the Council for our flagship Shariah
Registered Financial Planner (Shariah RFP) and the
GIFA Championship Award (Advocacy) 2019 from
the Global Islamic Finance Awards. The honour
of receiving GIFA’s highly coveted and most
respectable market-led awards in Islamic banking
and finance in the world is is an attestation of the
success of MFPC’s initiatives in financial planning
education and advocacy for financial planning
education and literacy.
In addition, 2019 also witnessed the roll-out of our
newly-minted programme, the MFPC Professional
Progression Programme (MPPP) that aims to
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promote continuous professional development to
strengthen practitioners’ skills to practise financial
planning and to provide needs-based recommendations
to clients. This is in tandem with the continuous
professional development standard for the financial
industry by Bank Negara, designed not only to produce
competent financial practitioners who are professional
and designated but also upgraded and upskilled.
Next year will the mark conclusion of the
Eleventh Malaysian Plan and the Twelfth
Malaysian Plan (2021 - 2025) will set its
foundation under the premise of “Shared
Prosperity”. The Eleventh Malaysia Plan,
2016 - 2020, is the final five year plan in the
journey towards realising Vision 2020. Our
members certainly have an important role
to play in order to fulfil the Shared Prosperity
vision. We should be equipped with the
right capabilities and resources
to compete successfully in the
Industrial Revolution 4.0 era
as it is imperative to increase
productivity and ultimately
contribute to the financial wellbeing of more Malaysians.
The Malaysian government’s
key focus in the Malaysian
Budget for 2020 is fintech.
According to the budget,
the Malaysian government
is attempting to boost the
use of e-wallets by offering
a one-off RM 30 stimulus to
Malaysians above the age of
18 earning less than RM 100,000
a year. According to recent
data, e-wallet transactions have
already witnessed an upward trend
after the budget announcement

although the one-off stimulus has not commenced.
The proliferation of e-wallet usage will have two
implications. First, from the perspective of personal
finance, the usage of e-wallets will help individuals
better manage their money as many Malaysians do not
subscribe to the practice of monitoring their monthly
expenses. Second, for individuals who do not have
control over their spending, usage of e-wallets could
be a bane as they may find themselves spending
more easily. At the heart of the matter, based
on Bank Negara Malaysia’s Financial Sector
Blueprint 2011-2020, the nation could save
about 1% of its GDP each year if it moved
to a fully digital payment landscape and it
is in this regard the Council is encouraging
Malaysians to adopt e-payment habits.
In line with the digital push of the Malaysian
government, the Council will explore
e-learning platforms to enable
accessible,
affordable
and
flexible learning opportunities
provided by our programmes.
Our key goal is to provide
solutions to the cost of living
challenges
by
adopting
financial planning methods.
So, individually we can be
change agents and together we
can make a lasting difference.
Compliments of the season and
till the next issue,
Should you have any suggestions
, do connect with us at mfpc@mfpc.
org.my
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Financial Planner, Managing Director,
MQ Consultancy Sdn Bhd

Am I Insurable?

W

e hear about how our relatives or
friends suffer from the consequences
of having to pay high medical bills. We
see advertisements of various health
insurance plans in newspapers and magazines, and
hear of them from our friends. The first question
asked upon registration in clinics and hospitals is “Do
you have a medical card?” Although we may know of
the significance of having a medical plan versus not
being insured, we must realise there are many prerequisites to meet before we are eligible to get a
medical plan. Worse still, having a medical plan does
not guarantee benefits for each claim submission. Let
us go through the reasons for insurance companies
declining our application and claim submission.
1.EVERYONE SHOULD HAVE A PLAN BUT NOT
EVERYONE CAN AFFORD THE BEST PLAN
It’s like shopping for shampoo in a hypermarket. There
are various brands. Each brand has many products
with their special features. The same applies to
medical plans available in the market. Though all are
named medical plans, the difference in the level of
benefits and access to care may be significant. Various
plans come with a different price; the higher the price,
the larger the coverage limits.  We should take a minute
to discuss the difference between plans that meet your
healthcare needs.
2.YOUR MONEY PAYS FOR IT, BUT YOUR HEALTH
REALLY BUYS IT
As stated, we have many choices of medical plans.
The healthier you are, the more options you are
eligible for, the more benefits you get and the lower
the price you might have to pay. Yet, not everyone is
born healthy or remains healthy throughout the years.
Those in this category should determine the best
options for them with a professional agent or financial
planner. Here are a few factors considered by insurance
companies to gauge our eligibility for each plan and to
set our premiums.

of major diseases. Males are more prone to coronary
heart diseases, organ failure from chronic diseases
and accidents. Females are more at risk to cancers,
hormonal diseases, osteoarthritis and such.
• Smoking status: Individuals who smoke have a higher
risk of a wide range of diseases, which reflects a higher
potential of medical claims. These individuals will be
charged at a higher rate as compared to a non-smoker.
• Previous history of long admission: The risk of
readmission for similar issues is part of the concerns
for untreated or serious underlying disease going
undetected.
• Any existing physical or mental symptoms which
have not received consultation or specific diseases
that were diagnosed and received treatment: 1This is to
rule out any pre-existing illness and specific illnesses.
The presence of any medical conditions after the risk
effective date2 related directly or indirectly to the
conditions above might affect your benefits.
3.WHAT IS IN THE REPORT?
All of the above ultimately rely on a physician’s
report and statement to determine insurability. It is
particularly important that a physician be attentive
in the medical report, be truthful based on the latest
assessment and obtain a thorough and complete history
from patients. Some patients might not be aware of
their own health status which in turn causes them to
lose their insurability. We hence encourage physicians
to advise patients on their condition and indication for
visits, investigations and treatment.
Here’s an example of a lack of patient education. Mdm
G, a 59-year-old lady was presented to a physician’s
clinic for a medical report to upgrade her current
medical plan.

• Age: Being too young or too old increases the
likelihood of exposure to higher risk of diseases and
accidents. The premium can be likened to a Nike logo;
higher in infancy, then decreasing and soon after the
adult stage, it rises as one ages. There are age limits for
different medical plans, so be sure to find out.
• Gender: Males and females have different rates
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Her history showed she had taken anti-hypertensive
drugs two years previously. The physician then wrote
her as being hypertensive in her medical report. As she
failed to upgrade her medical plan with that report, her
son requested the physician to alter the report. Mdm G
was actually not diagnosed with hypertension. She had
taken an anti-hypertensive drug as prescribed by one
of the physicians after only one episode of high blood
pressure reading (146/98mmHg) and no other risk
factors. She eventually stopped the medication after
a subsequent clinic visit and had been well since then.
What we see in this case is neglect in practice which
causes confusion not solely to the patient but to other
attending physicians as well. If we were in her shoes,
this small issue might result in the loss of medical
benefits or worse, in not being insured.

strength. Certain occupations, for example, law
enforcement officers, soldiers, those in the navy and
firefighters are not eligible for medical plans as they are
at risk all the time. This also applies to individuals who
participate in extreme sports and high-risk hobbies.
5.DO YOU HAVE A CLEAR HISTORY OF CRIME

4.IS YOUR WORKPLACE SAFE?

Previous conviction and parole might be an issue in
your being insured. However the longer the duration
you are free from crime, the higher the chances of
you getting insured.
All in all, it is subject to the underwriting guidelines of
each policy. Each applicant will be evaluated on a
case to case basis. So if you are in doubt as to your
eligibility, do approach a medical insurance expert
with access to multiple companies and multiple
plans.

Who has a higher risk of accidents and diseases:
an office worker who works 8 hours a day in an airconditioned office or a direct sales worker going house
to house? There are occupation classes based on the
risk exposure of each occupation. Class 1 includes
occupations that are administrative or clerical solely
in the office; Class 2 includes supervisory work or that
which requires travelling; Class 3 includes manual
workers who operate machinery and require physical

References:
1)   How Health Insurance Marketplace Plans Set Your
Premiums. HealthCare.gov. 2018. Available from:
https://www.healthcare.gov/how-plans-set-yourpremiums/
2)   Medical and Health Insurance. Persatuan Insurans
Am Malaysia. 2018. Available from : http://www.
piam.org.my/consumer/general-insurance-products/
personal-lines/medical-health/
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PRUinvestor

care

For investors and employees of Phillip Capital Holdings Sdn. Bhd. and its subsidiaries.

Simple and affordable – just for you!

Benefits at a glance:
s $EATH AND 4OTAL  0ERMANENT $ISABILITY #OVERAGE
s 2X THE COVERAGE ON !CCIDENTAL $EATH AND !CCIDENTAL 4OTAL  0ERMANENT $ISABILITY
s /PTIONAL #RITICAL )LLNESS #OVERAGE
s !FFORDABLE PREMIUM

All about PRUinvestor
1

care

What is PRUinvestor care?

PRUinvestor care is a non-participating group term life plan with yearly renewable term. Premiums and renewal are not guaranteed.
4HIS INSURANCE COVERAGE PROVIDES A LUMP SUM BENEFIT UPON $EATH AND 4OTAL  0ERMANENT $ISABILITY 40$ AND AN ADDITIONAL BENEFIT IF $EATH OR
40$ OCCUR DUE TO ACCIDENT )F YOU SELECT 0LAN ! IT PAYS A LUMP SUM BENEFIT TO HELP ALLEVIATE YOUR FINANCIAL BURDEN WHEN DIAGNOSED WITH ANY OF
the 36 Critical Illnesses (CI).
There are up to 12 different options available for you to suit your budget and needs. Please refer to the benefit table below for more details.

A
Plan
BENEFITS/TYPE

1

2

3*

4*

5*

6*

Death or TPD (all causes)

2-  

2-  

2-  

2-  

2-  

2-  

Accidental Death or
Accidental TPD#

2-  

2-  

2-  

2-  

2-  

2-  

Group Crisis Cover Benefit^
(Accelerated CI)

2-  

2-  

2-  

2-  

2-  

2-  

Annual Premium

RM 657.00

RM 1,303.00

RM 1,949.00

RM 2,595.00

RM 3,241.00

RM 3,887.00

1

2

3*

4*

5*

6*

Death or TPD (all causes)

2-  

2-  

2-  

2-  

2-  

2-  

Accidental Death or
Accidental TPD#

2-  

2-  

2-  

2-  

2-  

2-  

Annual Premium

RM 285.00

RM 560.00

RM 807.00

RM 1,110.00

RM 1,385.00

RM 1,660.00

B
Plan
BENEFITS/TYPE

/NLY APPLICABLE FOR !GE .EXT "IRTHDAY  AND BELOW
^

This lump sum benefit will reduce the Death/TPD Benefit.

#

This benefit is payable in addition to the Death/TPD Benefit (for all causes).
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Handling Retirement
Planning by Decade

R

etirement planning is a marathon journey to
determine needs and goals, and individuals with
a high level of financial knowledge are in a better
position to make sound retirement planning
decisions. Further, knowing the required planning for
each age decade is important. The core objective of
retirement planning is to achieve financial freedom
upon retirement; however, there are two obstacles to
achieving financial freedom – insufficiency of funds and
prolonging of debt until after retirement age. The main
focus of this article is an individual’s typical financial life
cycle.
20s – Getting Started
You are out of school and have entered the ‘real’ world.
With the new freedom, the world is ready for discovering,
for venturing out and is full of opportunities. Retirement
is just far away; but it is never too early to begin the
journey of planning for retirement .
An important reason for financial planning during this
decade is to create an emergency fund if unexpected
events occur. For example, the loss of your job or
prolonged illness can lead to the inability to work. The
emergency fund is to ensure you do not need to dip
into your retirement fund when an unexpected event
occurs. This emergency fund should be 6-12 months of
your take-home salary, and you should have insurance
in hand.
Build a good credit score. Your credit history helps to
determine your credit score, which will determine your
credit worthiness to apply for loans such
as for a house and a car. With higher credit
scores, you are in a better position of being
accepted for taking loans. Besides, you
may get a competitive interest rate on your
loans.
As for investing, do take advantage of the
time value of money concept. In addition,
you can take a higher risk level due to the
long time horizon until retirement age.
Say, you are aged 25 years and begin
contributing $300 monthly towards your
retirement fund. By the age of 60, you
would have $543K, assuming an average
7% return rate. However, if you begin to
start saving 10 years later, the amount will

Dr Khoong Tai Wai
RFP, Senior Lecturer at Tun Abdul
Razak Uni College (TARUC)

drop by more than half to $244K!
30s – Family Formation
During your 30s, you are likely to have an increased
inflow of money due to job promotions. On the other
hand, the formation of a family leads to money outflow.
Your own financial goals become more complicated
as they become influenced by your family goals. It is
recommended you prioritize your main goals as you
cannot fulfil them all!
You will need to allocate funds for your family. If you get
married in your 30s, you need to adjust your budget. You
should have a steady source of income and sufficient
funds. This will come with an increased emergency fund
as compared to before you had a family.
Also, you should pay off your short-term debt. This
should start with your credit card that has the highest
rate. Then, pay the new bills in full to avoid new
accumulated debt. With this, your income is free from
debt repayment, and can subsequently be used more
effectively for your retirement fund. Please remember,
making minimum payment and letting the outstanding
balance gather interest will lock you up in debt
perpetually.
In addition, you should increase the amount of saving
for your retirement fund. If most of your short-term
debt is almost eliminated, you will have more money to
save. As a rule, 15-20% of your salary should go towards
your retirement fund by now.
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40s – Career Peak
Your career and capacity to earn will
approach their peak now. In addition,
you should have paid off all shortterm debt. However, you may be in a
‘sandwich’ as you could have ageing
parents and growing children to
support. Whatever the challenges, your
retirement saving needs to be your
priority.
You may be the breadwinner of your
family; thus, your income must be
fully protected if any untoward event
occurs. By your 40s, it is time to start
rebalancing your emergency fund.
Term life insurance is able to help
your family meet funeral costs and an
emergency fund should help tide them
over should you die prematurely.
Rebalance your asset allocation
strategy yearly. This is to make sure
the allocation is in alignment with
your goals. Create a balanced investment portfolio that
will enable you to enjoy a comfortable lifestyle upon
retirement.
50s – Final Stretch before Retirement
Retirement is now close. Most of your financial goals
should have materialized, all debts paid off, and your
children probably graduated and independent. Thus,
your focus should be to rebalance your retirement fund
and ensure it is still on track.
Pay off long-term debt such as your housing loan. If
you still have any balance to be paid, this is the time
to pay it off. The purpose of paying off your housing
loan is to ensure you do not have to delay your planned
retirement age.
Rebalance your investment portfolio to match your
retirement goals. At this age, your investment portfolio
should have been protecting your hard earned money
for almost 30 years. Thus risk assessment is important.
Make sure your investment portfolio carries minimal
risk as you approach retirement.
60s – Golden Years
Your golden years are finally here and you should
be able to enjoy your retirement period. Retirement
funds will have been achieved. However, you need
to take good care of your health to prolong your

enjoyment during this time. This may include taking
your dream vacation which you had planned for years!
Delay withdrawing social security benefits. Although
you are eligible to withdraw these at 55, you can
elect not to make a withdrawal. The purpose of this is
to take advantage of the social security rate of return
and benefits such as funeral expenses (if something
happens to you).
Consider continuing to work for a few more years. You
will be continuing to contribute to your retirement fund.
This will allow prolonging the duration of investment
growth and decreasing the duration of relying on your
retirement fund. In addition, you will also enjoy other
benefits from your employer.
Now you will have to consider the distribution of your
estate to your beloved family. You should ensure your
hard-earned assets will be distributed according to how
you want them to be. This is to ensure your heirs can get
the assets in a timely manner and are not placed in a
difficult position when you pass away.
In conclusion, retirement planning is manageable –
learn to make a budget in the early years, keep on track
with your budget, increase saving progressively during
your peak earning period, and invest your hard-earned
money wisely. Adopting the marathon concept for your
retirement planning allows you to have a comprehensive
financial view throughout the decades, and impact
positively on your post-retirement period.
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'JOBODJBMBOE-JGF1SBDUJUJPOFST$PVODJM.JTTJPO4UBUFNFOU
To enchance the technical and interpersonal skills, knowledge, general competency
and perfomance of its members in the area of financial services.

Objective

t5PTFUCFODINBSLGPSFUIJDTBOEQSPGFTTJPOBMSFTQPOTJCJMJUJFTGPSJUTNFNCFST
t5PEFWFMPQNFNCFSTJOEFQUIVOEFSTUBOEJOH LOPXMFEHFBOETLJMMTJOSFMFWBOUBSFBTPGöOBODJBMTFSWJDFT
t5PQSPWJEFBQMBUGPSNGPSDPOUJOVJOHQSPGFTTJPOBMEFWFMPQNFOUGPSJUTNFNCFST
t5PTPVSDF EFWFMPQBOEQSPNPUFRVBMJUZöOBODJBMUPPMTUPFOIBODFNFNCFSTQFSGPSNBODF
t5PQSFQBSFNFNCFSTUPBTTVNFNVMUJGVODUJPOBMSPMFTJOBSBQJEMZDIBOHJOHöOBODJBMFOWJSPONFOUCPUIMPDBMMZBOE
HMPCBMMZ
t5PFRVJQNFNCFSTJOPSEFSUPTUBZSFMFWBOUBHBJOTUUIFDIBOHJOHMBOETDBQFPGöOBODJBMTFSWJDFT
'&--08$&35*'*&%-*'&13"$5*5*0/&3
5IF1SFNJFS%FTJHOBUJPOGPS-JGF1SPGFTTJPOBMTBOE'JOBODJBM1SBDUJUJPOFST
"DDSFEJUBUJPO/P''"
NAMLIFA – FLPC has offered the Fellow Chartered Financial Practitioner (FChFP) programme to
insurance agents/members since 1997.
In view of the changing needs of our members who are mainly life insurance agents, we are
offering an insurance-based designation programme FCLP (Fellow Certified Life Practitioner).
The FCLP designation will be conferred upon completion of the following four (4) modules:

-11FSTPOBM*OTVSBODF1SJODJQMFT.BSLFUJOH
(Moderating Based) – 10 sessions of 4 hours per sessions.

-1#VTJOFTT*OTVSBODF1SJODJQMFT.BSLFUJOH
(Moderating Based) – 10 sessions of 4 hours per sessions.

-1"TTPDJBUFE-FHBM1SJODJQMFTJO-JGF*OTVSBODF
(Lecture Based) – 4 days of 6.5 hours per day.

-1#VTJOFTT*OTVSBODF3JTL$POUJOVBUJPO1MBOOJOH
(Lecture Based) – 4 days of 6.5 hours per day.

WHY should you enrol?
1SPHSFTTJWF$POGFSNFOU
Completed and passed LP101 : Certified Personal Insurance Planner (CPIP)
Completed and passed LP101 and LP102 : Certified Life Planner & Marketeer (CLPM)
Completed and passed LP101 to LP104 : Fellow Certified Life Practitioner (FCLP)
'MFYJCJMJUZDPVSTFPGTUVEZ
$PNQFUJUJWF'FFT
0QQPSUVOJUZUPFOIBODFZPVSQSPGFTTJPOBMJTNBOEJOEVTUSZJNBHF
Our NEW Intake will commence soon. As a constitutional requirement,
a participant MUST be a NAMLIFA member in benefit.

For further information, please contact:
/BUJPOBM"TTPDJBUJPOPG.BMBZTJBO-JGF*OTVSBODFBOE'BNJMZ5BLBGVM"EWJTPSTnamlifa.org.my
URL: www.namlifa.org.my Facebook: facebook.com/NAMLIFA
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Why do So Many of Us Carry too
Much Debt … Can We Change?

O

ver 95,000 Malaysians Bankrupt in
Four Years
A growing number of Malaysians are
facing serious financial problems. More
than 95,000 were declared bankrupt between 2014
and 2018 after failing to keep up with their loan
repayments. A survey found that in the previous six
months, one in five employed adults hadn’t saved
any money, while three in 10 had been forced to
borrow money in order to buy household essentials.
Many Malaysians admit to having poor financial
knowledge and blame the high cost of living for not
being able to save.
Keeping Up with Cost of Living
While Malaysia’s household debt ratio may be
marginally down to 83% from 83.8% the year
before, it still remains high. Property loans are the
main contributing factor towards household debt,
although lending has dropped as a result of a lack
of affordable housing. Meanwhile, almost 50%
of Malaysian young people admit to having high
credit card debt, while a further 38% have taken out
personal loans. While Malaysia may have changed
and the government is working towards making
institutional and political reforms, the continuing
high cost of living is one issue that policymakers
have not resolved. Malaysians are struggling to
keep up with rising costs of living such as food
prices, accommodation and changing lifestyles.
Seeking Help with Finances
More than 943,000 Malaysians have sought credit

Ali Toole
Freelance Writer

counselling from the Credit Counselling and
Debt Management Agency (AKPK), while over
281,073 have taken part in the Debt Management
Programme that can help people clear their
defaulted loans or/and provide advice on
bankruptcy. However, before anyone chooses
bankruptcy, they should seek legal advice
to ensure they understand the bankruptcy
process and the impact it could have on their
financial future. Many Malaysians admit to
having poor financial knowledge and say this
is a significant factor in their getting into debt.
In response, the National Strategy for Financial
Literacy was launched this year, which aims to
give Malaysians the information and knowledge
they require to make informed decisions about
their finances. The strategy hopes to encourage a
healthy attitude towards financial management.
As the strategy was launched, it was revealed that
as many as 68% of people retiring at 55 don’t even
have RM240,000 in their Employees Provident
Fund account.
Achieving Financial Freedom
Being in employment doesn’t mean you avoid
being in debt or struggle to save money. Many
people are working and even live in a two-income
household but are forced to live from pay cheque
to pay cheque each month. Many people have
no savings so if there was an emergency, they
feel forced to take out a loan to cover the cost.
Changing your attitude towards money is crucial if
you want to be more financially secure. Spending
less than what you earn is an important first step
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and ensures you don’t overspend on your budget.
Focusing on what your financial goals are, whether
it’s getting out of debt or saving to buy a house, can
be a great motivator. There are apps that can help
you to avoid overspending, such as Monny, Spendee
Mint and Goodbudget. As you plan your budget,
prioritise your payments for the important costs
such as loan repayment, rent, car loan, for example.
Meanwhile, saving a minimum of 20% each month
will help you to build up your savings to ensure you
have money should there be an emergency.
Rising costs of living, juggling a growing family
combined with a lack of financial knowledge and
money management skills has led many Malaysians
into debt. But by using the resources available,
getting advice and focusing on sticking to a budget,
it is possible to get out of debt and enjoy a healthy
financial future.
Achieving Financial Freedom
Being in employment doesn’t mean you avoid being
in debt or struggle to save money. Many people are
working and even live in a two-income household
but are forced to live from pay cheque to pay cheque

each month. Many people have no savings so if there
was an emergency, they feel forced to take out a loan
to cover the cost. Changing your attitude towards
money is crucial if you want to be more financially
secure. Spending less than what you earn is an
important first step and ensures you don’t overspend
on your budget. Focusing on what your financial
goals are, whether it’s getting out of debt or saving
to buy a house, can be a great motivator. There are
apps that can help you to avoid overspending, such
as Monny, Spendee Mint and Goodbudget. As you
plan your budget, prioritise your payments for the
important costs such as loan repayment, rent, car
loan, for example. Meanwhile, saving a minimum
of 20% each month will help you to build up your
savings to ensure you have money should there be
an emergency.
Rising costs of living, juggling a growing family
combined with a lack of financial knowledge and
money management skills has led many Malaysians
into debt. But by using the resources available,
getting advice and focussing on sticking to a budget,
it is possible to get out of debt and enjoy a healthy
financial future.
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Estate Management: Death
and Desirous Distribution
Estate Management or Estate Planning is beyond
writing a Will; it is making sure the Will truly reflects
the wishes of the testator/testatrix and that the wishes
can be carried out, legally and wilfully.
any of us financial practitioners started
our career as insurance agents or unit trust
agents. As the financial landscape evolves
and changes, we embark on the journey of a
financial planner, to meet the needs and expectations
of our clients. We get ourselves certified or become
affiliated with financial planning companies or trust
corporations. We become financial advisors. We
become Will Writers. We provide “all financial services
under one roof ”.

M

One of the areas given loads of focus is estate
management, which is understandable as many
products and services can be initiated under this area,
which include Will Writing, Trust, Estate Funding, Debt
Cancellation, Assets Protection, Assets Preservation,
Business Succession Planning, Buy-Sell Agreements.
While it is good that our new position allows us to
provide a whole wide range of financial services and
products to our clients, directly or indirectly, it is
also very important and necessary for us to know the
relevant laws governing such services and products.
This is to ensure that what we are doing for our
clients now will achieve its objectives in the future,
instead of bringing more damages or disputes due to
misunderstanding or worse still, illegality.
When we write a Will for a client, we are not merely
acting as an order taker; we need to provide
information and advice to the client in various areas,
for example, the laws governing the distribution of
different types of assets, the status of beneficiaries
who are minors, the different statutory provisions
which take precedence over the Wills Act 1959, etc.
We financial planners need to understand that the
responsibility of writing a valid Will is indeed a huge
one, and one which can affect the lives of many when
one life is gone.
‘Estate Planning’ is defined as the process of making
appropriate arrangements for the protection,
preservation and provision of a person’s assets for the
benefit of beneficiaries. Meanwhile, S2 of the Wills

Helen Foo
CFP,RFP,Shariah RFP

Act 1959 has the definition of a will as “ a declaration
intended to have legal effect of the intentions of a
testator with respect to his property or other matters
which he desires to be carried into effect after his
death and includes a testament, a codicil and an
appointment by Will or by writing in the nature of a
Will in exercise of a power and also a disposition by
Will or testament of the guardianship, custody and
tuition of any child.”
Therefore, a Will is merely a tool in documenting the
declaration of the intentions and wishes of the testator,
and such intentions and wishes are to be carried out
after the death of the testator, hopefully in a smooth
and orderly manner.
The purpose of writing a Will is to ease the
management (which includes the administration and
the distribution) of the assets of the deceased. The cost
of applying for a Grant of Probate is generally lower
than that of a Letter of Administration application
when there is no Will. A Will spells clearly the various
provisions for the maintenance of dependents and this
directly minimizes any disputes among beneficiaries.
The legal process that deals with a person’s assets
when death occurs involves various steps and
procedures, depending on the types of estate (testacy
or intestacy), types of assets (immovable or movable),
whether such assets are under the jurisdiction of any
other statutory provisions, the value of the assets, etc.
Estate management is a two-phase process, the first
being estate administration, and the second being
estate distribution. The first stage is to place the
estate in the hands of one or more individuals (or an
organization) who is authorized to “take charge” of the
assets. When the court order is obtained, only then the
second stage, which is the distribution of the assets
takes place, according to the relevant laws applicable,
for example, the Wills Act 1959, the Distribution Act
1958 (Amended 1997), Faraid laws.
First Stage: Taking charge of the estate lies with the
Executor (testate estate) or the Administrator (intestate
estate). The testator must know that whoever he
chooses to be his executor must be somebody he can
totally trust and rely upon, somebody who is of high
integrity and effectiveness, so that his wishes can
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be carried out without many glitches. More often than
not, couples will appoint each other to be the executor
of each other’s Will. It is advisable to have substitute
executors in case both husband and wife perish
together under some unfortunate circumstances. We
do not want a scenario where there is a valid Will but
there is no executor to execute it!
Second Stage: The distribution of assets will take place
according to the contents of the Will, as provided under
the Wills Act 1959. There are two basic principles that
we should be aware of:
a)All liabilities and creditors must be paid before assets
are distributed or transferred.
b)Different sets of laws/principles govern
distribution of different categories of assets

the

Broadly speaking, there are 3 categories of estates:
a)General estate which covers assets that are not
regulated by specific legislations or under any
contractual arrangements or agreements.
b)Specific estate which covers assets that are regulated
by specific legislations. For example, money in EPF
is regulated under the EPF Act 1991; payment of
conventional policies monies is regulated under the
Financial Services Act 2013; Takaful benefits and
Conditional Hibah are regulated under the Islamic
Financial Services Act 2013; SOCSO benefits are under
the purview of the Employees Social Security Act 1969;
government pensions are regulated by the Public
Service Pension Scheme.
c)Assets which are regulated by contractual
arrangements, for example Trust arrangements and
Trust Deed, Assignments of Insurance/Takaful, Joint
account holders of banks and unit trust, Buy-Sell
Agreements, Powers of Attorney, etc.
Therefore, in order for the respective beneficiaries to
receive the relevant gifts successfully under the Will,
it is of prime importance that the testator knows the
different categories of assets that he has, and that he
is aware of the different laws governing these classes
of assets.
It is also important to note that although the Wills Act
1959 is applicable to Non-Muslims only, the Probate and
Administration Act 1959 is applicable to both Muslims
and Non-Muslims. This means that the First Stage (the
Administration of the estate) is similar for both Muslims
and Non-Muslims, where there is no difference in the
process of Grant of Probate application at the High
Court.
Another area of concern in writing a Will is the
appointment of guardian(s) for minor(s) or

disabled children or dependents. It is important that a
testator or testatrix is aware that the surviving parent
is always the guardian/trustee in default for the minor
beneficiary. It is also very important to know that unlike
in the case of marriage, a divorce will not revoke a Will.
Therefore, if a testatrix is divorced and subsequently
dies without making amendments to her Will, the
ultimate benefactor will still be the ex-husband who
is the father of her minor beneficiary, who is also the
guardian/trustee in default for the child.
There have also been cases where couples appoint
different guardians for their minor children.
Complications arise when both die together,
unfortunately. Relatives of both sides of the family
cannot come to an agreement on the arrangement
of the children. Although the court always places the
welfare of the children at the apex of the case, an
amicable solution will only be achieved, if at all, after
lengthy discussions or worse still, the unceasing ugly
fights in courts.
Many testators or testatrixes do not give instructions
regarding their funeral rites. This is not an issue for
Muslims but it is a big challenge for non-Muslims
where family members of the deceased argue whether
it is going to be a burial or a cremation, or whether it
is going to be according to Christian or Buddhist rites.
This is a very real and tense situation, where arguments
continue while the departed soul is trying to find peace
shuttling between the different rites.
The objective of writing a Will is to make our wishes
and intention clear, so that our desirous distribution
can be smoothly and legally carried out when we
are no more around. We need to be expressly clear
should we wish to exclude a family member from our
inheritance, for whatsoever reasons. There is such law
like the Inheritance (Family Provision) Act 1971 which
allows the dependents to apply to court to “vary” the
Will to make provisions for their maintenance, when
the testator has not provided sufficiently. When this
Act is relied upon, the final assets distribution may be
very different from our original desirous distribution.
In view of the many possibilities of disputes and
disagreements arising from a Will, as financial planners
or a Will writers, we must therefore equip ourselves
with the knowledge and skills in the relevant areas.
We must not act merely in the capacity of an order
taker, but we must be able to provide the necessary
advice and information based on the testator’s wishes,
assets, beneficiaries and any other factors unique to
his situations.
We must be constantly reminded that our aim is to
achieve smooth estate management when death
occurs so that desirous distribution can be carried out,
instead of facing a final journey which ends not only
on a sad note, but an ugly one too.
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Peer-to-Peer Financing (P2P)

P

2P financing offers an alternative access
to funding particularly for businesses and
provides retail investors another investment
option.

P2P financing is essentially a lending and borrowing

activity between businesses and investors, facilitated
through an online marketplace i.e. a P2P financing
platform operator. The funding needs are met by a
group of investors putting in small amounts of money
for a particular business need that has been vetted by
a P2P financing platform operator.
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MFPC Events
My Money & Me Youth Public Financial Literacy Programme
Kota Bharu, Kelantan (24 August 2019)
MFPC’s My Money & Me financial literacy
programme reached out to 200 youths in Kota
Bharu, Kelantan, on 24 August 2019 at Kolej
Poly-Tech MARA KB. The one-day programme
equipped the youths with basic financial literacy
knowledge and was conducted in collaboration
with Majlis Belia Kelantan (MBK) and 9 other
agencies. The programme provided knowledge
regarding capital market investments, a topic
that Malaysian youths lack knowledge in. Tuan

Hj Rafie Omar’s talk on cash flow management
was very well-received by the audience.
Malaysians of all ages have benefited from such
programmes that are held in collaboration with
relevant agencies. Our aim in conducting these
programmes is to equip Malaysians to better
manage their income, savings and investments,
and plan for the unintended and the future
through the acquisition of basic financial literacy.

Global Islamic Finance Award (GIFA) 2019
MFPC received GIFA’s Best Islamic Wealth
Management Award and the Championship
Award (Advocacy) 2019 in Cape Town, South
Africa, on 19 September 2019. MFPC President
Vincent Kwo Shih Kang received the prestigious
awards on behalf of MFPC .

development of Islamic finance in the world.
Our next goal in the pipeline is accessible,
affordable and flexible learning opportunities
through a Learning Management System (LMS).

We have partnered with various stakeholders
in the finance industry to provide financial
The awards are in recognition of MFPC’s education in commitment to the goals, which
outstanding Shariah Financial Planning is aligned with SDGs 4 and SDGs 17 of the UN’s
education and for making a significant impact Sustainable Development Goals (SDG) .”
on youths through our free My Money & Me
financial literacy programmes.
At the ceremony, Vincent Kwo Shih Kang
stated, ‘It is a great honour to receive the Best
Islamic Wealth Management Qualification 2019
and the GIFA Championship Award (Advocacy)
2019. Having received the award for four years
now shows our commitment to ensuring that
the quality of our programme is relevant
to the market and is actively evolving with
timely updates and content in line with the
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Celik Kewangan Financial Literacy Programme PPR Intan Baiduri
Selayang, Kuala Lumpur (22 September 2019)
As B40 communities are highly vulnerable to
financial shocks and they have a low level of
savings, and in line with the Central Bank’s
goal of increasing insurance and takaful
penetration in the communities, MFPC held
financial literacy programmes in FELDA
communities in the first half of the year. On
22 September this year, we extended the
programme to the B40 community in urban
areas. The four-hour session was held for PPR

(low-income housing) residents in Selayang,
Kuala Lumpur, in collaboration with Prudence
Foundation.
The more than 100 participants who attended
were made aware of existing schemes that
they could participate in such as Perlindungan
Tenang, which provides basic insurance
coverage for their well-being

My Money & Me Financial Literacy Programme for Undergraduates
Universiti Sains Malaysia, Penang (6 October 2019)
Our My Money & Me programme held
for undergraduates in Universiti
Sains Malaysia, Penang, attracted
300 students. The speakers spoke on
sound personal financial methods,
how to overcome cost of living
challenges during the seven-hour
session, enlightening the students
on the basic concepts of personal
finance. One of the speakers, Dr
Desmond Chong, emphasised the
need for behavioural change in
undergraduates to achieve financial
well-being.

30

financial 1st

MFPC / Vol. 3 / 2019

My Money & Me Youth Public Financial Literacy Programme
PJ Trade Centre, Selangor (2 November 2019)
After conducting the free My Money & Me
programme in various states in 2018 and
2019, MFPC conducted a session in Selangor,
specifically targeted for youths. The event was
supported by the Selangor State government.
The aim of our My Money & Me programmes is
to provide financial planning knowledge and
enhance financial literacy so that participants are
able and empowered to manage their finances
despite the challenges of the 21st century. Our
gamification app used in the programmes makes
learning more enjoyable. Our key goal at our My
Money & Me programmes is to provide solutions
to the cost of living challenges through the
adoption of financial planning methods.

before the event on how to
finances better.

manage their

Studies conducted in Malaysia by academics
and researchers have consistently revealed
that young people lack financial management
skills, leading them to face financial, mental and
emotional stress. The only way to address this
disturbing trend is through raising the awareness
of Malaysians on the importance of financial
planning and management and through the
provision of financial planning education.
We need concerted efforts to empower every
Malaysian with financial knowledge and skills,
translating them into financial behaviours
and practices that lead to improved financial
outcomes and achieving not only financial wellbeing but also the resultant emotional wellbeing.

450 youths participated in the session, which
was well-received and helped participants
understand how to evaluate their personal
financial situation and to take measures to In this regard, in addition to MFPC’s numerous
improve their financial well-being.
initiatives to elevate the awareness of financial
planning, we intend to provide comprehensive
The event was also supported by Jabatan and well-structured financial planning education
Penerangan Malaysia. In addition, TV Selangor, programmes in 2020. Our My Money & Me
BERNAMA and Radio Televisyen Malaysia programmes will continue to represent just one
disseminated information to the participants of MFPC’s numerous endeavours in these areas.
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3rd MFPC Financial Planning Aspiration Day (5 November 2019)
The financial planning profession is a career choice
not many youths are aware of. As such, MFPC
organised its 3rd aspiration day on 5 November
2019. The event acts as a catalyst to boost interest
in the financial planning profession among

young adults. To encourage undergraduates to
explore pursuing a career in financial planning,
experienced practising financial planners during
the seminar sessions and individualised sembangsantai (informal conversation) sessions.
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MFPC Activities
Namlifa MDRT (3 Aug 2019)

National Tax Conference 2019 (5 Aug 2019)

Financial Planning as an Effective Marketing Tools
(29 Aug 2019)

MFPC Staff Retreat in Vietnam (30 Aug 2019)

MSA Life Insurance Congress 2019
(6 Sep 2019)

6 Stages of Retirement Planning (12 Sep 2019)
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Karnival Pendidikan Kg Pandan (14 Sep 2019)

RFP Module 7 CPFP (17 Sep 2019)

MFPC & KWAP Financial Talk in Penang
(18 Sep 2019)

Shariah RFP Day 1 (23 Sep 2019)

RFP Capstone Day2 (26 Sep 2019)

UPSI Module 7 (28 Sep 2019)
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Kuala Lumpur World Heart Day (29 Sep 2019)

FP Career Talk in conjunction with I-Week
(29 Sep 2019)

My Money & Me
Etiqa (3 Oct 2019)

UNESCO APEID Meeting (9 Oct 2019)

Financial Planning Workshop Session
USIM (9 Oct 2019)

FIMM Annual Convention 2019 (10 Oct 2019)
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Investment Outlook 2019 and Alternative
Investment in Malaysia (10 Oct 2019)

Tax Planning for Individuals, Trusts &
Estates (10 Oct 2019)

Penang 6 Stages of Retirement Planning
USM (10 Oct 2019)

Application in Financial Planning (15 Oct 2019)

Career Fair
INTI International University (17 Oct 2019)

MPPP
Yes Financial Sdn Bhd Penang (17 Oct 2019)
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InvestSmart (18 Oct 2019)

UPSI Module 7 Class (20 Oct 2019)

INTIM (INTAN Eastern Regional Campus)
Session (23 Oct 2019)

MPPP
KL Class (2 Nov 2019)

Inaugural RFP Capstone Programme
MITI (7 Nov 2019)

MFPC CPD Programme: Corporate & Business
Presentation Skills (7 Nov 2019)
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Bringing you the
latest insurance
industry news and
developments.
"Without insurance,
I wouldn't know where
to ﬁnd the money for
my cancer treatment"
http://bit.ly/MoneyforCancerTreatment

Here's why I was turned
off by insurance agents
http://bit.ly/Turnedoffbyagents

Exclusive interview:
John C Maxwell shares
leadership lessons with
Asia Advisers Network
http://bit.ly/JohnCMleadership

For more articles and latest
news, scan the QR code.

www.AsiaAdvisersNetwork.com
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Tips on Financial Issues
BANKING ISSUES

R

ead the terms and conditions of a
contract carefully
You have to read and understand the terms
and conditions of an agreement/contract for
any loan or investment related product prior to signing
any related documents.
Responsibilities of a guarantor
You have to understand the responsibilities and
obligations of a guarantor.
Guarantors are legally bound to make repayment if the
borrower fails to settle the loan.
Disclosure of financial information
Do not disclose your financial information such as
account number, credit card number, password and
other personal particulars to third parties either via
telephone, e-mails or any links in websites.
Transactions at ATM machines
Do not allow third parties to make transactions at ATM
machines on your behalf, even to those whom you
know such as your spouse.
Credit card transactions
Credit cards should be used as a payment instrument
and utilisation should be within your means. Please
verify the amount swiped after each credit card
transaction and make sure the card returned belongs
to you.

Memory cache function
Do make sure that you have log-out properly after using
the internet banking and clear the memory cache after
completing the transactions.
INSURANCE ISSUES
Read the policy contract carefully
You have to read and understand the terms and
conditions of the policy upon receiving the policy
contract from insurance companies. You are given 15
days from the date of receipt to scrutinise contents
of the policy. Use this opportunity to validate the
information and evaluate whether the policy suits
your requirement. Understand the limitations or the
exemption clauses. Please contact the insurance
company or its agents for further explanation, if
necessary.
Importance of disclosure
You must disclose all material facts in your application
form completely. If your agent fills up the application
form on your behalf, please read and understand the
requirements in the form prior to signing the form.
Failure to do so could cause your insurance policy to be
terminated or the insurance company might repudiate
your claims.??
Purchase of insurance policy
You can purchase insurance policy either directly from
the insurance company, through authorised agent, or
banks/financial institutions which has bancassurance
arrangement with insurance companies. If you are

Submission of documents
Be cautious before submitting photocopies
of your identification card or passport to
third parties, other than to financial
institutions or lawyers acting on
your behalf.
Internet banking facilities
Do not be deceived into
opening an internet banking
account in order to win
prizes or inheritance from an
unknown party. This could be a
scam! If you have already done
so, contact and report to your
bank and to the police immediately
for their further action, also keep Bank
Negara Malaysia informed.
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buying the insurance policy from an agent, please
ensure that he/she is an authorised agent of the
insurance company. If you have doubt, request for proof
such as registration/authorisation card of the agent or
contact the insurance company directly. All authorised
agents are registered under Persatuan Insurans Am
Malaysia (PIAM) or Persatuan Insurans Hayat Malaysia
(LIAM).
Premium payment
You have the choice to either pay the premium directly
to the insurance company or through agents. You
have to ensure payment is made under the insurance
company?s name and also ensure that you receive the
original receipt from the insurance company. Avoid
making cash payment to the agents, if possible.
  
QUICK RICH SCHEME
Investment and deposit taking
If you want to invest, please ensure the company has

a VALID licence from the Authorities such as Bank
Negara Malaysia (BNM), Securities Commission (SC)
and Kementerian Perdagangan Dalam Negeri, Koperasi
dan Kepenggunaan (KPDNKK). You can contact BNM
at 1-300-88-5465, SC (03-62048999/03-62048777) and
KPDNKK (1-800-886-800) to verify the status of the
companies.
High investment returns
Be cautious of any form of marketing strategy which
promises high returns or profits without risk. High
returns come with high risks. Make sure you gather
additional information about the company.
SMS or prank calls
If you receive any SMS or call through your mobile
phone, promising huge cash rewards with the condition
that you are required to reply to the SMS or return the
call, you have to substantiate first by checking with
the Authority such as Bank Negara Malaysia. Always be
cautious of such calls.
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Ms Chen Fun Kuwn:
Succeeding Despite the Hurdles

I

n this issue we feature Ms Chen Fun Kuwn, one of
our RFP students who we admire for her dedication
and determination to complete her RFP programme
after her battle with breast cancer.

Could you please share with us your struggle with
battling breast cancer?
Doctors discovered I had stage 2 breast cancer after
my pregnancy in 2013. The diagnosis was ductal
carcinoma in my left breast and I went through
lumpectomy surgery in March 2013. Then I underwent
3 cycles of FEC Chemotherapy and 9 cycles of weekly
Paclitaxel which was completed by September 2013.
This was followed by post-operative radiotherapy.
My cancer event at the age of 36 highlights the need
for insurance protection. A number of my policies
were waived and I received a lump sum pay-out of
up to 270,000for critical illness. I have the intention of
spreading this message of the importance of obtaining
insurance protection. I am proud that my battle with
cancer did not stop me from achieving the MDRT in
2015 and the top 30 award in 2014.
While you were completing the RFP programme, did
your condition ever force you to take a back seat or
were you determined to attain the RFP designation?
I was determined to sit for the RFP capstone examination
in 2015. Unfortunately, due to my
condition, I had to make many
attempts to pass as it requires
intensive study. My cancer
progressed to stage 4, spreading
from my breast to my sternum in
January 2015. I had to postpone
taking the examination for some
papers due to the surgery and
treatment I had to undergo. I
finally succeeded in obtaining
the RFP designation in 2019.
I never gave up my battle
with cancer and to become a
professionally qualified financial
planning professional.
What was your source of
strength that motivated you to
complete the RFP?

What motivated me then and even now is to send
the message that financial knowledge
and financial planning is vital as it can
help a family in planning for the future
and for emergencies. I want people
gain the awareness that it is important
to understand risks in life and manage
them well.
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What is your message to students who
are struggling to complete the RFP
programme?
Never give up. Be determined and to
continue to fight no matter what the
obstacles. The RFP designation is a
great achievement which can help you
to polish your skills, to enhance the
confidence of your clients in you and for
you to provide holistic financial planning
to them.

CIRCULAR
Dear Members
Revision of Entrance Fees for all Categories of Membership (Individual)
Greetings from MFPC.
Thank you for your continued support of MFPC since its inception in 2004.
In accordance with the decision made at the 15th AGM on 27 June 2019, the Registrar of
Societies (ROS) has approved amendments to Clause 7.2 of the MFPC Constitution regarding
Membership Entrance Fees. In view of this,a one-time RM100 Entrance Fee shall be payable
only on day one when applying for MFPC membership effective 1 January 2020 as follows:
One-Time Entrance Fee for All Categories of Membership
Student
:
RM100
Affiliate
:
RM100
Ordinary
:
RM100
Fellow
:
RM100
However, the fee is payable during upgrading from the Student Member category to Affiliate
Member, from Affiliate Member to Ordinary Member, or Ordinary Member to Fellow Member. As
such, with this new rule, the Entrance Fee will not be imposed during upgrading.
Existing members who are upgraded to the relevant membership category upon passing of the
required examinations will only pay the annual membership fee for the relevant membership
category with no further need to pay the Entrance Fee.
Annual Membership Fees:
Student
:
RM80
Affiliate
:
RM100
Ordinary
:
RM200
Fellow
:
RM300
For matters concerning the reinstatement of lapsed membership, please refer to the circular
from the Certification & CPD Board dated 21 April 2016 for details.
Should you need further assistance, please contact the MFPC Secretariat at 03-6203 5899 or
email to mfpc@mfpc.org.my.
Thank you.
Yours sincerely
Malaysian Financial Planning Council
Major (Rtd) Leow Nan Chung
Vice President for Membership Committee
Dated : 1 October 2019
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