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Asset Management and Portfolio Analysis
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Objective

The workshop is designed to provide a thorough
understanding of how the most quantitative techniques can
be used in asset management. The program incorporates
the fundamentals of portfolio theory and fixed income,
investigates the international allocation of assets, offers the
quantitative tools to manage passive and active funds and
provides an overview of the principal hedge fund strategies.

Level: Advanced

Contents

Basic portfolio theory

Global bond and fixed income portfolio
Equity investment portfolio

Fund management portfolio
International portfolio allocation
Alternative investment: hedge funds
Exercises and case studies

Who Should Attend

Financial planning practitioners, investment advisors,
marketing executives and other interested parties

IFPHK CE/SFC CPT/MPFA non-core CPD hours: 6
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Effective Coaching Skills for Financial Planners
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Objective

In today's world many of us talk about good communication
and how we can achieve this consistently. This course aims
to equip you to communicate effectively and confidently with
your clients. Learning to increase your sensory range will
give you access to high quality information about yourself
and those around you. You will understand all the elements
of rapport and how to use specific and general patterns of
persuasion and influence.

Level: Advanced

Contents

Module 1: Foundation of trusting relationship

Module 2: Sing the same song with your clients

Module 3: Moving closer to success

Module 4: Facilitating for success

Module 5: Coaching your clients to review their life goals
and make decisions amongst alternatives in the
financial aspects

Module 6: Different strokes for different folks - releasing the
potentials of your team members with coaching
skills

Module 7: Making a positive impact on team and
organization considering the combination of
different personality

Who Should Attend

Financial planning practitioners, investment advisors,
marketing executives and other interested parties

IFPHK CE/SFC CPT/MPFA non-core CPD hours: 21
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