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My friend shared with me about her relationship experience with her insurance agent. Her
agent has never urged her to buy any insurance product at all, not even from the beginning
when they first met up. It is always my friend who calls the agent and informs him that she is
interested to buy an insurance policy for her newborns or H&S schemes for her parents and
husband and so on. Only after this, will her agent start to recommend insurance products most
suitable to her needs as well as for her family.

Weird isn’t it?....how can an insurance agent not urge anyone to sign up for all sorts of
insurance policies. My friend says this is the reason why she likes dealing with this particular
agent and as a result, has forged a long-term trusted relationship with the person, an important
factor given that one’s life goes through many different stages and each stage often has its own
specific challenges and hence, needs for protection and/or investment.

However, this particular agent may not be treating all his insurance clients this way. For my
friend’s case, her agent fully understands her background — my friend works in the financial
services industry and is well-informed of the importance of protection in one’s life, hence does
not need any one to urge her to buy any insurance product nor to increase her coverage when
she has the means.

To his other clients, the insurance agent could be providing services based on the different
needs and background of his other clients. He could be approaching them in a different way
and manner — all suited to the individual characteristics of his clients. Some clients may require
more “educational” sessions, and some would like to be left alone and could make well-
informed decisions by themselves. Some clients may be visited quite frequently (quarterly)
while others only once a year, during birthdays for instance or just before a big holiday
celebration like Chinese New Year or Christmas.

| also know of a top-producing unit trust consultant — he does not mind rendering his services
to investors who are not his clients, but clients of other agents who have either left the industry
or suddenly “disappeared”, and hence could no longer provide service these investors. He does
not mind helping these people with their investment-related errands such as submitting written
instructions to top-up or redeem their investments, which does not bring any income or
material recognition to him and he did not expect anything in return as well. He did not even
recommend unit trust investments to these investors when he met them rather he just spoke in
general of the importance of planning and controlling one’s financial matters in life. The
investors whom he has helped were so appreciative of his sincere kindness, that whenever they
wanted to invest in unit trusts again, they would surely approach this unit trust consultant
which has now become like a “trustworthy friend” and a good source of knowledge.

Now, would you already have someone whom you trust and is comfortable with to help you
with your wealth planning and wealth protection goals? Normally, many people got acquainted
with their financial consultants through word of mouth, recommendation from family and



friends. In most cases, things may begin cautiously where trust is not fully given or respect is
not fully earned but if all parties in the end approach each other with honesty and integrity in
their dealings, ultimately, it will lead to the kind of positive experience that was described
above.

However, most importantly, you need to assess yourself and your own financial needs first and
know, at least in general, what kind of person and lifestyle you have or want. Once you know
yourself, you will easily realise the type of financial consultant/agent whom you think could
work best with you. Would you need your consultant/agent to regularly provide information
and updates OR you would already have access to such information and updates, hence do not
need them to constantly contact you. Would you need your agent to just update you on a
specific insurance policy or in some cases, | have seen people divulge their entire net worth to
the agent and in return the agent can present a holistic portfolio view to the client. It is
important to get the relationship and “chemistry” right from the offset....to ensure that in the
end, you, the client, will truly benefit and get ever closer to your financial goals and
aspirations....

After determining your needs and your expectation of your consultant/agent, you need to
communicate these concerns to your consultant/agent so that both parties are clear of each
other’s expectation and needs. This sort of communication is required to build a strong and
lasting relationship. Remember, that this person would be partially responsible in your
investments with your hard earned money.

PACIFIC MUTUAL FUND BHD, is a leading
investment management company with 14 years’
of history in Malaysia. We are glad to share with
you weekly our general views on financial and
investment planning. Feel free to contact our
writer, Gary Gan, General Manager, Business
Development & Marketing of Pacific Mutual, at
gary@pacificmutual.com.my
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