
Steps 4 - 6 of Anton Swanepoel’s 10-step 
process of professional client engagement.
In this follow-up article we highlight the next three important steps.  We’ll cover the last few steps 
in an upcoming issue of Glacier Weekly.

4. Gathering client information

The objective of this exercise is to understand the client’s personality, personal history, level of 
understanding of financial matters, current financial position, needs, objectives and life goals.  All 
of these elements will change over the course of a person’s lifetime.  A thorough understanding of 
the client is the foundation on which trust is built. 

Financial planning is a far more comprehensive process than advice that is purely focused on a 
financial product.  As an example, asking the right questions to understand what the client’s ideal 
retirement looks like, will enable you to design a strategy to help them achieve that vision. 

As with the previous steps, gathering the required information needn’t be a compliance exercise.  
See it as an opportunity to build trust and to show the client that you’re seeking first to understand 
and to act in their best interests.

5. Establish and define the professional relationship with the client

A service agreement is established the moment you agree to perform a service on behalf of a 
client.  Mutual understanding regarding what the client is expecting is important.  The scope of the 
engagement (including responsibilities, terms, and remuneration) should be defined before any 
financial planning is provided. 

Specific legal requirements in this regard can be found on page 65 of the eBook.

6. Conduct an analysis and prepare the client’s proposal

This step involves the diagnoses of the client’s circumstances and suitable recommendations to 
be implemented.  A proposal is more than just a quote – it should outline:



Evidence that you understand the client and their needs
A compelling reason for the client to choose you
Recommendations that will solve the client’s specific needs
Evidence of your ability to deliver on the proposal.

Further legal requirements can be found on page 81 of the eBook.

In a forthcoming issue, we’ll focus on the last few steps in the process.

Access the eBook

Glacier Financial Solutions (Pty) Ltd and Sanlam Life Insurance Ltd are licensed financial services providers

This document is intended for use by clients, alongside their financial intermediaries. The information in this document is 
provided for information purposes only and should not be construed as the rendering of advice to clients. Although we have taken 
reasonable steps to ensure the accuracy of the information, neither Sanlam nor any of its subsidiaries accept any liability whatsoever 
for any direct, indirect or consequential loss arising from the use of, or reliance in any manner on the information provided in this 
document. For professional advice, please speak to your financial intermediary.

Glacier Financial Solutions (Pty) Ltd.

A member of the Sanlam Group
Private Bag X5 | Tyger Valley 7536 | Email client.services@glacier.co.za | Tel +27 21 917 9002 / 0860 452 364 | Fax +27 21 947 9210 | 
Web www.glacier.co.za | Reg No 1999/025360/07
Licensed Financial Services Provider | Glacier Financial Solutions (Pty) Ltd. is also a Licensed Discretionary Financial Services 
Provider FSP 770, trading as Glacier Invest | Sanlam Multi-Manager International (Pty) Ltd. | A member of the Sanlam Group

Private Bag X8 | Tyger Valley 7536 | Tel +27 21 950 2600 | Fax +27 21 950 2126 | Web www.smmi.com *|*Reg No 2002/030939/07 
Licensed Discretionary Financial Services Provider, acting as Juristic Representative under the Glacier Financial Solutions FSP 770
Glacier International is a division of Sanlam Life Insurance Limited
Sanlam Life Insurance Ltd. | Email life@sanlam.co.za | Tel + 27 21 916 5000 / 0860 726 526 | Fax +27 21 947 9440
Reg No 1998/021121/06 | Licensed Financial Services Provider

https://www.glacierinsights.co.za/content/uploads/The-ten-step-process-of-professional-client-engagement.pdf

