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Philip Loh Chin Hwee, our Senior Executive Life Planner, is
one of our Top Producers for the month of July. His excellent
sales results come from his sterling performance in Regular
Premium sales. He is also a
consistent Top Producer in the
GE Honours Club from 2000 to
2004. He tells us what keeps
his sales performance in “top
form”.

You have done well in
Regular Premium sales.
What is your secret?

Philip: The key is to put your
client’s interest before self - to
“think for” and “think with” your
clients to generate creative
solutions for their problems.
We should not go for quick
sales but we should build long-
lasting relationships. I always strive to create value for my
clients by helping them attain clarity and confidence in their
financial future.

You have consistently made it to the GE Honours Club.
What is your main motivating force?

Interview With Philip Loh Chin Hwee,

Philip: I have seen many examples of poor financial planning.
My parents are one example. They worked hard all their lives
but have little to show at the end of their careers. One of my

driving forces is to help my
clients avoid common financial
mistakes that can ruin their
financial future. I have also
experienced some dark
moments in my career but my
faith in God and the belief in
my wife have seen me through
them.

What do you and your family
do on weekends?

Philip: We love East Coast -
the beach, cycling, roller-
blading etc. We also enjoy the
great food. Sometimes, I bring
them to Sentosa. It is the

cheapest “overseas” destination to get away from the buzz.
Saturday afternoons and Sundays are for my family. It is a
great way to recharge for the coming week.

To upgrade the professionalism of our life planners, we initiated the “Guide
to Qualitative Recommendation” programme for them. This programme
is in line with the requirement under the Financial Advisers Act, which
requires tied agents, i.e. our life planners, to recommend investment
and insurance products according to their clients’ needs. They must clearly
explain the basis for their recommendations to their clients and have
them properly documented.

Our programme has two primary components. First, there is a guide-
book that provides a structured format for our life planners to follow to
ensure that the recommended products are in line with the financial needs
of their clients. The guide-book was initiated by the Agency Quality
Assurance unit in CAD and written together with representatives from
training, e-mas and compliance. Secondly, life planners will be trained in
the principles of qualitative recommendations.

Agency Managers underwent training in two sessions on 23 August and
three sessions were organised for life planners on 26 August. More than
three-quarter of our agency force turned up at the briefings. The guide-
book and training sessions will be permanent features in Centre for
Excellence’s ongoing “fact-find” workshops.
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