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Practical Estate Planning Concepts I 
ADDING  VALUE  TO MULTIPLY  SALES  

This ready-to-apply practical skills program has been consistently rated with near perfect 
score in content quality; trainer’s knowledge and skills by our course participants. 

HIGHLIGHTS 

 Obtain an overview of estate planning and how it 

applies to these markets 

 Develop the skills to start conversations on estate 

planning with the affluent / business owners 

 Learn timeless models to explain estate planning to 

clients or service providers of clients 

 Understand potential financial and tax implications of 

holding different types of assets; and holding them in 

different jurisdictions and the role of insurance  

 Identify potential social issues that may affect the dis-

tribution of an estate and ideas to circumvent these 

issues 

 Appreciate the potential legal distribution implica-

tions of holding assets in different jurisdictions and 

tools available 

METHODOLOGY → LECTURE | CASE STUDIES | ROLE PLAY 

FINANCIAL TRAINING GRANT 

This programme is recognised under the Financial  
Training Scheme (FTS) and is eligible for FTS claims  
subject to all eligibility criteria being met.  Please note that 
in no way does this represent an endorsement of the quality 
of the training provider and programme. Participants are 
advised to assess the suitability of the programme and its 
relevance to participants’ business activities or job roles. 
The FTS is available to eligible entities based on the preva-
lent funding eligibility, quantum and caps. 
 
FTS claims may only be made for recognised programmes 
with specified validity period. Refer to www.ibf.org.sg for 
more information (and the prevailing funding level). 

Marketing and selling to the ‘advanced’ markets i.e. affluent and business owners’ sectors have always been a 

challenge to financial practitioners. One of the key reasons is the lack of skills and knowledge in creating or add-

ing value to clients or service providers of clients (e.g. banks). This runs contrary to the growing expectations of 

these successful ‘advanced’ market clients who expect a lot more than just product information and sales  

gimmicks. Successful people are constantly learning new things in different fields to add value to their own lives 

and others.  Estate planning is one field that few know enough about and yet is a route to competitive advantage 

for the practitioner to stay ahead in serving these markets.  



Bernard Lim CFP® CSFE® AFCouns®, is the 
principal trainer of Wealth College (division of 
Wealth Hub Pte Ltd). With more than 20 years 
of experience as a financial services profes-
sional, he has been able to translate his skills 
and knowledge into transferrable ideas 
through his practical training. Bernard’s train-
ing ideas and concepts have inspired many 
MDRT producers (including Top-of-the-Table 
and Court-of-the-Table). 
 

He has designed and delivered highly-rated courses ranging from 
broad-based financial education and counselling to specialized sub-
jects like estate planning. His L.i.F.E. (Living in Financial Excellence) 
Program has received rave reviews from attendees around the world 
including the USA – the well-respected Personal Finance Employee 
Education Foundation (Washington DC). His financial counselling pro-
grams have been very well-received by the civil service while his train-
ing in estate and legacy planning has reached more than 2,500 finan-
cial service professionals through banks, insurers and IFAs around the 
region. He is in constant demand for training and speaking engage-
ments to the affluent market, civil service organisations and profession-
al bodies. 
 
Bernard is in constant demand as a speaker including the Million Dollar 
Round Table in 2007 (Denver, Colorado) and in 2016 (Vancouver, 
Canada). He is an adjunct trainer and course developer for the Singa-
pore Management University’s Financial Training Institute. He has also 
been interviewed on Asian Wall Street Journal, the Straits Times, Sun-
day Times, Business Times, Radio CNA938 and MediaCorp "Common 
Cents" program on Channel 5.  He volunteers as a financial counsellor, 
was a member of the IFPAS Alliance STAR Team (on MAS FAIR is-
sues) and the founder of the FinCARE® (Financial Counselling, Aid & 
Resilience Education) community services initiative by the financial 
services industry. Fincare Global was set up in 2019 to enhance the 
scope of coaching in financial wellness. 

PROFILE OF TRAINER 

©Wealth Hub Pte Ltd. All rights reserved.  Information is correct at press -time but may be subject to revision. 

CONTENTS + DELIVERY 

O n e - D a y  T r a i n i n g  f r o m  0 9 : 0 0  t o  1 7 : 0 0  h o u r s 
 

LESSON 1 

− Creating Opportunities in Estate Planning  

− Demystifying Estate Planning for the Affluent / Business Owner 
through Models  

− Pitfalls and Opportunities in the Affluent / Business Owner Markets 

− Understanding Financial / Tax, Social and Legal Aspects of Estate 
Planning  

− Approach Scripts to Create Opportunities with Affluent / Business 
Owner  

LESSON 2 

− Financial / Tax Issues in Estate Planning 

− Understanding Key Issues in the Financial / Tax Aspects of Estate 
Planning 

− Role of Domicile, Residency, Non-Residency and their potential 
implications 

− Appreciating potential Tax implications of holding certain Assets 
Types in Selected Jurisdictions (selected Asian and Western Asset 
holdings) 

− Role of Life Insurance in Financial / Tax Aspects of Estate Planning  
LESSON 3 

− Social Issues in Estate Planning 

− Understanding Key Issues in the Social Aspects of Estate Planning 

− Creating Conversations and Opportunities through the Social As-
pects of Estate Planning 

− Using Concepts and Ideas to address Social Issues  
LESSON 4 

− Legal Issues in Estate Planning 

− Understanding Key Issues in the Legal Aspects of Estate Planning 

− Appreciating potential Implications of holding Assets in Selected 
Jurisdictions 

− Applications of the Laws of Distribution (selected Asian and Western 
markets) 

− Using Key Tools in Distribution e.g. Wills & Trusts (including statuto-
ry insurance trust) 

− Role Play and/or Case Studies  

− Practical Applications and Case Studies in solving ‘Dollar’ problems 
in Estate Planning  

ENTRY CRITERIA 

1) Ideally, minimum 18 months of practical work experience in the 

banking or financial services industry. 

2) Monetary Authority of Singapore licensed financial services  

practitioner representing a MAS licensed financial institution. 

3) Financial Training Scheme (FTS) funding is for company-

supported training. 

CONSULTATION 

We conduct private group training for companies to meet the needs of their learners.  Our operating hours are  

from 09:00 to 17:00 hour, Mondays to Fridays, except public holidays.  

 

Whatsapp: 9862 9012 |  enquiry@wealthcollege.com.sg  | www.wealthcollege.com.sg  | www.fincareglobal.com 


