




Life's better with a CFP® professional.

Compared to other financial advisors, CFP 
professionals spend almost twice as much 
time working directly with clients, which 
helps them understand their clients’ financial 
and life goals.

Canadians who work with a CFP professional are 
32% more likely to feel very knowledgeable 
about financial matters.

Benefits of working with 
a financial professional:

say they are a trusted 
source of advice.64% 

say they simplify and explain
financial matters.62% 

ETHICS say they adhere to a 
rigorous code of ethics.60% 

say they develop a long-term 
plan tailored to their needs that 
helps achieve financial goals.

62% 

say they show how financial 
planning helps save money.65% 

CFP PROFESSIONALS KNOW THEIR CLIENTS

CFP PROFESSIONALS EDUCATE THEIR CLIENTS

CFP PROFESSIONALS HELP THEIR CLIENTS 
STAY ON TRACK

 2X

Canadians who work with a CFP professional 
are 30% more likely to consider themselves 
very successful at sticking with 
financial strategies.

FinancialPlanningForCanadians.ca

Clients Rate 
CFP Professionals 
Highest On:

Honesty 
and integrity

Understanding 
clients’ needs 
and goals

Placing client's 
interests first.



Only 18%

8 in 10 Canadians

Consumers are challenged 
by their finances.
Consumers are challenged 
by their finances.

Consumers are focused on:Consumers are focused on:

Canadians would seek these services from a financial professional:Canadians would seek these services from a financial professional:

The Value of Financial Planning.

CFP®, CERTIFIED FINANCIAL PLANNER® and        are certification trademarks owned outside the U.S. by Financial Planning Standards Board Ltd. (FPSB). 
Financial Planning Standards Council is the marks licensing authority for the CFP marks in Canada, through agreement with FPSB. All other ® are 
registered trademarks of FPSC,unless indicated. Copyright © 2016 Financial Planning Standards Council. All rights reserved.

These results come from research conducted by the Financial Planning 
Standards Board in partnership with Financial Planning Standards Council 
in June and July of 2015. It involved over 19,000 adults in 19 different 
countries, including over 1,000 in Canada.

of Canadians strongly 
agree that they’re very 
knowledgeable about 
financial matters.

don't feel highly confident they'll 
achieve their financial goals

to Canadians participating in the 
financial planning process

the #1 factor in considering who to 
choose as their financial advisor don't feel very successful at sticking 

to their financial strategies

Being Debt Free

Being Prepared For An Emergency

Owning A Home

Planning For Retirement

7 in 10
Canadians don't 
have a comprehensive, 
written financial plan.

48%48%

41%41%

41%41%

Retirement Planning

Investment Planning

Budget/Debt Management

Managing Their Own Finances

Supporting Others Financially 

Managing Investments

and

and
and

TRUST IS THE #1 BARRIER 

 



	

	

	

	
	

	
YOUR MONEY, YOUR GOALS, YOUR VALUES  

	
Money, Money, Money. It’s all about the money. Actually it’s NOT! The main reason many people aren’t happy about their 
finances is that the traditional approach simply does not work.  
 
What do I mean by the “traditional approach”: 

- Spend Less    - Create a Budget    
- Save More    - Insurance Needs   
- Earn More    - Wills/Estate    

 
Not to say that the above are not important, but how we approach them needs to change. Financial Planning needs to be 
approached from the Inside-Out rather than the Outside-In. 
 
What do I mean by the Inside-Out Approach: 

	
YOU are the starting point, not your money. 

 
Let’s talk and see if my approach is right for you. 

 
The exploratory meeting is always free and there is absolutely no obligation. 

You can reach me at 416-333-8625 or anup@affinitycapital.ca 

Your Money, 
Your Goals, 
Your Values 

Mind
-Learning to Track your 

Money
-Creating a Family Safety 

Net
-Spending Wisely

-Saving Wisely

Body
-Breaking Old Money Habits
-Exploring Your Relationship 

to Money
-Becoming Proactive

-Gaining Financial 
Confidence

Soul
-Your Future Goals/ Desires

-Responsible Investing 
based on Your Values

-Charitable Causes
-Your Heirs

AffinityCapital
M A N A G E M E N T   I N C . 



	

	

	

	
45B West Wilmot Street, Suite 208B, Richmond Hill, Ontario. L4B 2P3 P: (416) 333-8625 F: (416) 352-5198 

Email: anup@affinitycapital.ca     Website: www.affinitycapital.ca	
	
	
	
	
	
	

	
	
	
	
	
	
	
		
	

AffinityCapital
M A N A G E M E N T   I N C . 

 

FINANCIAL LIFE STAGES AND THE NEED FOR TIMELY PLANNING.



	

	

	

	
YOUR MONEY, YOUR GOALS, YOUR VALUES 

 
As my client you can expect to receive individual attention and support on an ongoing basis: 

 

• Comprehensive Financial Life Planning  
I help my clients create an effective financial life plan in line with your values and belief system.  I will 
assist you in refining your dreams into actionable goals and create a strategy to pursue those goals as 
efficiently and effectively as possible. 

• Annual, Semi-Annual, or Quarterly Financial Reviews 
A crucial part of any financial plan is to review and fine tune it on a regular basis.  I am committed to 
meeting with you as often as you need to make sure your financial strategy is still working for you and to 
change what is not. 

• Quarterly Phone/Email Contact 
Every quarter, you can expect a phone call or email as part of our periodic check-in to see if you have any    
questions. 

• Monthly Financial Newsletter 
I like to provide my clients with the opportunity to learn more about a variety of financial topics, including 
the economic and political forces that affect the financial markets. 

• Beneficiaries Reviewed Annually  
Often times the best intentions go awry when beneficiary designations become outdated or obsolete.  I 
will review your beneficiary information with you annually and recommend an estate attorney if needed. 

• Ongoing Support (never hesitate to call) 
To further my relationship with my clients, I am available by email or phone for any questions or concerns 
you might have regarding any financial topics to help you with decision-making process such as big item 
purchase, mortgages, banking fees, credit card disputes, identity theft issues…etc. I am happy to help 
where I can and if not, at least, point you in the right direction. 
 
 
AFFINITY CAPITAL MANAGEMENT INC.        (416) 333-8625 
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CHOOSING THE RIGHT FINANCIAL PLANNER FOR YOU 

10 questions you should ask when choosing a Financial Planner/Advisor: 

1 .  W H A T  A R E  Y O U R  Q U A L I F I C A T I O N S ?  

If you’ve chosen someone from the Find a Planner tool, you already know they’re FPSC-certified. But ask about their other 
credentials. 

2 .  W H A T  E X P E R I E N C E  D O  Y O U  H A V E ?  

Ask how long they’ve been in practice, where they’ve worked, and how their work history relates to their current practice. 

3 .  W H A T  S E R V I C E S  D O  Y O U  O F F E R ?  

Some financial planners offer financial advice, but sell no financial products. 

4 .  W H A T  I S  Y O U R  A P P R O A C H ?  

You want to know, for instance, whether this person will only draw up a plan for you, or also help you implement that plan. 
You want to ensure that they spend the time up front, getting to know you and your financial goals. 

5 .  W I L L  Y O U  B E  T H E  O N L Y  P E R S O N  W O R K I N G  W I T H  M E ?  

Often a CFP® professional will act as a quarterback, sourcing others’ expertise to ensure you get the service you need. 

6 .  H O W  W I L L  I  P A Y  F O R  Y O U R  S E R V I C E S ?  

Planners can be paid in several ways, from the cost of the financial product they sell you, as a percentage of the assets you 
entrust to them, or they could charge an hourly or set fee. It’s important to understand how you’ll be paying for their expert 
service. 

7 .  H O W  M U C H  D O  Y O U  T Y P I C A L L Y  C H A R G E ?  

The planner should be able to provide you with an easy to understand estimate of their fees. 

8 .  W H O ,  B E S I D E S  M E ,  W I L L  B E N E F I T ?  

Ask the planner if they have a written professional obligation to put your interests ahead of their own. If they’re a CFP 
professional, they’ll attest to this obligation each year, when they renew their certification with FPSC. You need to know that 
this is about putting your kids through college, not just theirs. 

9 .  A R E  Y O U  R E G U L A T E D ?  

Planners who hold the CFP credential are subject to internationally recognized professional standards. But they could also be 
regulated by provincial authorities if they are, say, selling insurance or securities. 

1 0 .  C A N  I  H A V E  T H A T  I N  W R I T I N G ?  

Ask the planner to give you a written agreement that details the services to be provided and how they charge for them. Don’t 
be afraid to ask questions if something isn’t clear in the agreement. And once you’ve established the initial agreement, ask 
your CFP professional how often they’ll be updating it. 

AffinityCapital
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