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Helping Others

Achieve Financial Freedom

W
hen we talk about a successful 

business model, are we referring 

to heavy investments in 

information technology, a fabulous o!ce 

set-up, having a wide array of products 

or a team of great planners operating in 

a great corporate culture? This question is 

constantly on my mind. To me, a company 

with a great business model is essential, 

more so in this nascent "nancial planning 

industry. It is as important, if not critical, 

as the individual with the right attitude.   

Nothing can stop a man with the right 

attitude from achieving success. And 

the same goes for a "rm with the right 

business model!

As a licensed "nancial advisory "rm, we 

o$er a wide range of "nancial solutions 

platform to our advisers and a wide array of 

innovative "nancial solutions to our clients.  

Our company – Fin Freedom Sdn Bhd – 

was established in early 2011 as a result 

of a collaboration between two "nancial 

advisory "rms – Lion Wealth Advisors Sdn 

Bhd and Independent Risk Management 

Advisors Sdn Bhd – that were founded 

in 2005 and 2007 respectively. Fin 

Freedom, now a subsidiary of Lion Team 

Advisors Sdn Bhd, is one of the pioneer 

"nancial advisory "rms fully licensed by 

Bank Negara Malaysia and the Securities 

Commission. We are primarily engaged 

in professional and integrated "nancial 

advisory services from "nancial plan 

construction, as well as advisory work on 

wealth protection, wealth accumulation 

and wealth distribution.

Often when people are asked “Why are 

you in business?” the answer you will 

get is “To make money of course.” And 

like most business owners, we are in 

business for the same reason – to make 

money – because we understand that 

a company needs pro"t to survive. But 

interesting enough, seasoned business 

owners will start to notice that money or 

pro"t is not the real motivator in running 

a business enterprise. There’s more to it. 

And it is almost always about improving 

the quality of life and about feeling good 

about the various accomplishments. 

Ultimately, it is the meaning they derive 

from their work that keeps them going. 

 

As an entrepreneur, you can run a great 

business that brings you a lot of money, 

but the stark reality is you cannot bring 

along your money when you are six feet 

underground!  You may, however, leave 

behind a great corporate culture that keeps 

the business going and your noble personal 

values to your family and future generations. 

Too often, we "nd when the ‘genius’ departs, 

the company falters. This simply means 

the ‘genius’ was not able to create a lasting 

culture of disciplined business thoughts 

and actions to his/her people through a 

successful business model.

At Fin Freedom, we have built our business 

model to embody the emphasis on the 

right people and a great corporate culture. 

Like all other "nancial advisory companies, 

we o$er a wide range of "nancial solutions 

platform to our advisers and innovative 

"nancial solutions to our clients. But what 

di$erentiates us from the rest is our people 

and corporate culture. Our corporate values 

are made up of three Gs: Gratitude, Giving 

and Group Unity. That is the way we do 

things and we believe in "nancial freedom. 

We also stress on personal values building. 

We look for the right people/advisers 

who not only possess the necessary 

quali"cations and technical know-how but 

more importantly subscribe and embrace 

our core values.  

Our commitment to bring "nancial 

freedom can be seen in the name of our 

company.  We have named it “Fin Freedom” 

after FINancial FREEDOM. Every Fin 

Freedom member from the management 

to the sta$ and advisers are urged to 

practice "nancial planning in our daily 

life and strive for "nancial freedom.  We 

are committed to and passionate about 

helping people via a proper "nancial 

planning process.

By Sin Chee Kwan

“We look for the right people/advisers who not only 

possess the necessary quali!cations and technical 

know-how but more importantly subscribe and 

embrace our core values. “
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The Fin Freedom Practice Model

What makes a good practice model?  A 

good practice model should give clients 

and the society a positive impression of 

yourself and your organisation.

How was the Fin Freedom practice model 

developed?  The development process 

was based on our belief in "nancial 

freedom. We believe that everyone has 

the right to attain "nancial freedom. But 

how that is achieved depends greatly on 

how well one can control his/her life and 

"nancial resources. And that basically 

means the need for "nancial planning 

and time to engage a good and reliable 

"nancial planner.

“The "rst red %ag is if someone gives you 

advice before learning anything about 

you, such as your "nancial information, 

your family, obligations, personal goals 

and risk tolerance,” said David Yeske, a San 

Francisco-based certi"ed "nancial planner 

(CFP) and president of the 29,000-member 

Financial Planning Association. “That 

person may be more interested in making 

"nancial transactions than in doing 

comprehensive "nancial planning.”

Fin Freedom is a fee- and commission-

based licensed "nancial advisory "rm. Our 

clients’ interests and "nancial needs are 

the focus areas of our "nancial advisory 

work. We aim to be the best at what 

we do by delivering neutral (objective), 

integrated and professional "nancial 

advice to our clients. In short, our clients’ 

interests come "rst.

Fee-Based Service Model

Our "nancial advisory service starts 

with the construction of a personal 

"nancial plan.  A "nancial plan is simply 

a guide to help clients determine 

where they are "nancially, where they 

want to be and how to get there. At Fin 

Freedom, we assist our clients through 

the construction of a "nancial plan to 

address all the pieces of their "nancial 

picture, including investment objectives, 

risk tolerance, budgeting, savings, 

assets, debts, taxes, insurance, children’s 

education, retirement planning, estate 

planning and more. A personal "nancial 

plan is not a product per se. It is a dynamic 

and ongoing process that does not end 

when the client takes a particular action. 

The client needs to regularly assess 

his/her "nancial decisions. Changing 

personal, social and economic factors 

may require more frequent assessments. 

When life events a$ect his/her "nancial 

needs, this "nancial planning process will 

provide them a vehicle to quickly adapt 

to these changes. The ongoing review 

of our client’s personal "nancial plan 

has enabled us to generate a recurring 

income.

Commission-Based Multiple 
Providers’ Platform

We work with various major "nancial 

product providers in Malaysia and 

o$shore.  This multiple providers’ platform 

has enabled us to provide an objective 

advice on the "nancial solutions or 

products to our clients based on their 

"nancial goals and needs.  We will also 

assist our clients in the implementation of 

their "nancial plan.

We constantly conduct a disciplined and 

careful study on all the "nancial solutions 

on our platform. We also look at both 

qualitative and quantitative measures. 

And based on these analyses, we develop 

our standard practising guideline which 

our advisers would adhere to. These 

guidelines include our internal insurance 

matrix and unit trust investment portfolio 

for clients with di$erent risk pro"les. These 

guidelines are clearly communicated 

to our advisers during the start-up and 

through weekly training and coaching 

programmes. This model has ensured that 

the structure, content, data "nding and 

presentation process, the professionalism 

and the integrity of an adviser are properly 

taken care of for the bene"t of our clients 

– with their various levels of professional 

competence and advisory experience 

notwithstanding.
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Fin Freedom Business Model

Fin Freedom Training 
Programme

At Fin Freedom, we know that how we 

carry ourselves as professional "nancial 

advisers and the quality in the way we 

conduct our practice are as important as 

providing a platform o$ering innovative 

products and services that suit our clients’ 

needs. We have developed a structured 

"ve-day start-up training programme for 

new advisers. It covers essential topics like 

building the correct habits to familiarising 

the new advisers with essential "nancial 

planning knowledge to provide quality 

service to their clients. In addition, as part 
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Practice Model

“Our commitment to bring "nancial freedom can be 

seen in the name of our company.”
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of continuing education, we also conduct 

a weekly online training programme 

with our new and existing advisers 

to keep them abreast with the latest 

market updates, technical know-how and 

practical skills to do their job well.

Fin Freedom Personalised 
Coaching Programme

But as you all know, training alone cannot 

ensure competence. How competent the 

advisers are will depend a great deal on 

their attitude – what they believe, say and 

do – that is either aligned or completely 

not aligned with the company’s objective 

and processes. Hence to ensure that 

our advisers are in congruent with our 

approach and philosophy when doing 

their job, we also conduct a weekly 

personalised coaching programme for 

every adviser.  The aim of this personalised 

coaching programme is to work on better 

company-adviser integration.  It also 

focuses on personal development, the 

transferring of personal experience and 

practical skills of the coach to the adviser 

as well as personal/professional behaviour 

modi"cations.  

stage has a pre-determined percentage 

of sharing according to the level of tasks 

done. As such, the more tasks done by an 

adviser, the higher the percentage of fee/

commission sharing he/she will enjoy.  

The Path to Financial Freedom

With the "nancial planning industry still 

in its infancy in Malaysia, it can be quite 

a task to "nd a licensed "nancial advisory 

"rm to work – especially one you are 

comfortable with in terms of work ethics, 

professionalism and corporate culture. 

But always listen to yourself.  I believe 

you know very well what you want and 

are looking for. Perhaps you may want to 

re-assure yourself why you want to be a 

"nancial adviser in the "rst place.  

If you are looking for a professional career 

which will provide you with continuous 

personal and career development, as 

well as the noble mission of adding value 

to people’s lives by creating wealth for 

everyone to share and enjoy, Fin Freedom 

may be the place to start. 

Feel free to register for our career preview 

if you would like to know more about us.  

For more details, do visit our company’s 

website:

www.!nancialfreedom.com.my

You may also contact at:

+6-04-250 5011/+6-04-263 3466

or email:

corporatecare@!nancialfreedom.com.my

The author is a Certi!ed Financial Planner 

(CFP) who holds a bachelor’s degree in 

business administration majoring in 

accounting and !nance from Canada and is 

the CEO of Fin Freedom Sdn Bhd, a licensed 

!nancial advisory company. She has more 

than a decade of professional experience in 

the !nancial services industry and started 

her career in Ernst & Young.
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FIN FREEDOM Remuneration 
Model

We may not be one of those in the 

marketplace to o$er the highest 

percentage in fee/commission sharing, 

but we believe in providing our advisers 

with a pleasant working environment and 

carefully guided practice model which 

will enable them to earn a great income.

At Fin Freedom, our advisers are provided 

with a remuneration system in which they 

are able to start earning while they are 

still new and have just started learning 

about "nancial planning. We have a LAS 

remuneration system. There are 4 stages 

of LAS – LAS 1, LAS 2, LAS 3 and LAS 4.  Each 

Training and 

Coaching Model

“To ensure that our 

advisers are in congruent 

with our approach and 

philosophy when doing 

their job, we also conduct 

a weekly personalised 

coaching programme for 

every adviser. “


