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PART 1 - MY ADVISER BUSINESS 

 

ROLE 

Overview of my business 

Genesis Financial Services Ltd has entered into an agency agreement with Wealthpoint Ltd 
(Wealthpoint) to act as Wealthpoint’s agent for the provision of financial adviser services.   

The trading name of Genesis advice Financial Services is Genesis Financial Services Ltd.  It 
has nine contracted advisers and no direct employees.  Business support services are provided 
by adviser’s employees.  Four advisers are Authorised Financial Advisers, the remainder are 
RFA advisers. 

I am the sole director of LC Finance and Insurance Services Ltd which is a contractor to 
Genesis Financial Services Ltd.  I am also an employee of LC Finance and Insurance Ltd.  I am 
a director of Genesis Financial Services Ltd and I am a nominated representative of the 
Wealthpoint Ltd and hold a Practising Certificate issued by Wealthpoint Ltd.  This Practising 
Certificate specifies the financial products in relation to which I am permitted to provide financial 
adviser services and is issued on the basis that I have certified that I will comply with 
Wealthpoint Ltd’s Professional Standards Manual (PSM) (attached as Appendix A).   

For simplicity I may refer to myself as the contractor to Genesis Financial Services Ltd 
elsewhere in this document. 

The financial adviser services I provide 

The majority of my business involves providing personalised and non-personalised financial 
adviser services to retail clients.  

On occasion I may provide financial adviser services to wholesale clients or provide class 
services. 

While I primarily provide financial advice (by giving recommendations or opinions), I may also 
provide investment planning and discretionary investment management services where 
required.  A typical breakdown of the proportion of my time spent between the provision of 
different financial adviser services would be: 

Financial advice: 8% 
Personal Risk Management Advice: 45% 
General Insurance Service 45% 
Investment Planning Service: 2% 

A list of financial products in respect of which I may provide financial adviser services 
(Wealthpoint Ltd Approved Products List) is attached at Appendix B.  I am only permitted to 
provide financial adviser services in respect of those products (on the Wealthpoint Ltd 
Approved Products List) that I have accreditation for under the terms of my Wealthpoint Ltd 
Practising Certificate.  

I currently provide financial adviser services to approximately 2,000 clients. 
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My qualifications 

My qualifications to provide the above financial adviser services include: 

 Sales Preliminary Certificate – The Open Polytech, obtained in 1994; 
 Introduction to Financial Planning – Adviserlink, obtained in 1998; 
 Business Financial Services Course – Adviserlink obtained in 2000; 
 Practice Management – Adviserlink, obtained in 2005; 
 Ethics for Financial Planners and Advisers – obtained in 2006; 
 Personal Risk Management – Adviserlink, obtained in 2006; 
 Financial Plan Construction and Review – obtained in 2008; 
 NZFS Industry Essentials – Adviserlink, obtained in 2008; 
 Advise Process I – Consultative Selling Skills – Adviserlink, obtained in 2008; 
 Advise Process II – Client Needs Analysis – Adviserlink, obtained in 2008; 
 Advise Process III – Presenting the Recommendations– Adviserlink, obtained in 2008; 
 Mortgage Broking Essential – obtained in 2009; 
 Graduate Diploma in Business Studies (Personal Financial Planning)– Massey 

University, obtained in 2007; 
 Certificate in Financial Services – Level 5, obtained in 2009;  
 Chartered Life Underwriter (CLU) 2007; and 
 Certified Financial PlannerCM (CFP) 2008. 
 Authorised Financial Adviser ( FSP77182) -- 2011 

I have held an Wealthpoint Ltd Practicing Certificate since 2019.  This is a certificate 
established and maintained by Wealthpoint Ltd for Wealthpoint Ltd’s advisers who have 
undertaken general financial services training.  I attend in-house and industry training each 
year to maintain a current Wealthpoint Ltd Practicing Certificate. 

How I provide financial adviser services 

The primary method by which I provide financial adviser services is through personal face-to-
face interviews.  I also utilise other communication methods such as telephone, post and email 
where appropriate. 

When providing financial adviser services I generally follow the following steps (set out in the 
PSM, as may be amended from time to time by Wealthpoint Ltd): 

1 Provide disclosure statement 

2 Complete fact-finding and risk profile 

3 Prepare Statement of Advice by analysing the data gathered and providing 
recommendations 

4 Present Statement of Advice (or Statement of Amended Advice if appropriate) and 
explain how it meets client's needs 

5 Implement agreed advice 

6 Conduct a regular review of the client's portfolio as specified in the Scope of Service 

This advice process requires me to determine and consider the client's personal circumstances, 
conduct appropriate investigation of the client's needs, objectives and financial situation and 
consider alternatives to the advice that is to be provided before making an appropriate 
recommendation.   
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Where I consider that additional information should be provided to a client to enable them to 
make an informed decision about whether to use my financial adviser services, I will ensure any 
appropriate additional information is disclosed.   

I maintain records on compliance with the advice process and copies of all documents created 
as part of that process.  Records are maintained for a minimum of 7 years in accordance with 
the Code requirements.  

I primarily work from an office and may visit workplaces or provide seminars to clients. 

Other advisers I supervise 

I would spend approximately 2 hours a week supervising other advisers/trainee advisers. 
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   REMUNERATION AND REWARD 

How I am remunerated or rewarded 

Remuneration 

Genesis Financial Services Ltd is paid commissions and fees by Wealthpoint Ltd in respect of 
the financial adviser services provided and financial products sold by its advisers. 

Some advice fees may be paid directly to Genesis Financial Services Ltd.  

In addition, Genesis Financial Services Ltd may receive annual performance bonuses or 
volume bonuses from Wealthpoint Ltd if certain sales targets are met.     

As a shareholder of Genesis Financial Services Limited, LC Finance and Insurance Services 
Ltd may receive a 33% share of any of its profits that are occasionally distributed. 

As an employee/shareholder of LC Finance and Insurance Services Ltd which is a contractor of 
Genesis Financial Services Ltd, I am paid a salary directly related to the fees and commissions 
received from the Adviser business. 

Genesis Financial Services Ltd, LC Finance and Insurance Services Ltd and I are prohibited 
from holding direct agreements or receiving remuneration directly from product suppliers other 
than Wealthpoint Ltd without prior approval. 

The following is a breakdown of remuneration I would generally receive over the course of a 
year: 

 Salary: 0% 
 Commission: 98% 
 Bonuses: 2% 

 

How my remuneration may vary 

My remuneration will depend on the number of products sold, bringing in new clients, keeping 
existing clients, premiums placed and funds invested. 

Wealthpoint Ltd also has the ability to withdraw benefits if Genesis Financial Services Ltd or I 
are subject to an investigation through any regulatory body, are under suspension through 
Wealthpoint Ltd’s Quality Assurance Programme, or engaged in any legal, financial or other 
dispute with Wealthpoint Ltd or any other related company.  

Rewards 

I and Genesis Financial Services Ltd have access to a range of financial and non-financial 
benefits through initiatives run by the product providers throughout the year.  These may be 
broadly categorised into the following three types:  

1)  Performance based:  Meeting certain sales targets for specific product provider’s branded or 
manufactured products may mean I am invited to attend, seminars and or cultural events.  The 
product providers may also run sales incentives competitions with the chance to win prizes based on 
meeting pre-determined sales volumes. 
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2)  Marketing support:  Genesis Financial Services Ltd may receive financial assistance to provide 
seminars for clients or run regional scholarship prizes 

 

Conflicts of interest that may arise 

As an Wealthpoint Ltd Adviser there may be incentives (as noted above) for me to 
recommend specific financial products over other (possibly more suitable) products.  This 
potential conflict of interest would generally only arise in respect of risk insurance products.  
More information about potential conflicts of interest and how these are identified and managed 
is provided under the heading 'Ethical Behaviour' on page 10. 
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BUSINESS RELATIONSHIPS 

 

Business structure 

Genesis Financial Services Limited 

I am one of three directors of Genesis Financial Services Limited.  LC Finance and Insurance 
Services Ltd is a 33% shareholder of Genesis Financial Services Limited along with two other 
equal shareholders – Rowean Lockwood and David Lowe. 

LC Finance and Insurance Services Limited 

I am the sole director of LC Finance and Insurance Services Limited and a 100% shareholder of 
this company.  LC Finance and Insurance Services Ltd has two employees.  She provides 
support services to my business and Genesis Financial Services Limited. 

 

People who are key to my business - Internal 

The following people are keys to my business: 

 Other advisers in my business - Their performance affects the level of commission I 
receive in some circumstances. 

 Support staff - They are key to providing good customer service and keeping clients. 

 Directors – They give the business direction and business planning. 

 Compliance managers – Ensuring that compliance systems are adhered to. 

Exclusive or preferential arrangements 

As a nominated representative of the Wealthpoint Ltd and a contractor of Genesis Financial 
Services Ltd I am only permitted to provide financial adviser services in the manner set out in 
my adviser contract. This includes providing financial adviser services in respect of financial 
products on the Wealthpoint Ltd Approved Products List only. 

Potential conflicts of interest arising from my business relationships are set out on page 10. 
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PRODUCTS AND SERVICES 

 

Product classes 

I provide financial adviser services in respect of both category 1 and category 2 products.  A list 
of financial products I am permitted to provide financial adviser services in respect of is 
attached at Appendix B. 

Approximately 5% of my business would involve providing financial adviser services in respect 
of category 1 products, compared to 95% for category 2 products. 

I provide financial adviser services to Kiwisaver clients when required. 

Handling of client money 

I do not handle any client money or property directly, with all funds being payable directly to 
product providers.  

Restrictions in respect of providers/products 

I am only permitted to provide financial adviser services in respect of financial products on the 
Wealthpoint Ltd Approved Products List (approved by Wealthpoint Ltd’s Investment and 
Advice Committee) that I am accredited to advise on under the terms of my Wealthpoint Ltd 
Practising Certificate.  I am free to recommend any of these products based on a client's needs. 
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CLIENTS 

 

Client types 

I primarily provide financial adviser services to retail clients, who account for approximately 98% 
of my business.  The types of wholesale clients I provide financial adviser services to, and the 
approximate proportion of business they represent, are as follows: 

Companies and other entities: 1% 

Local authorities/Crown entities: 0% 

Persons in the business of providing financial services: 0% 

Habitual investors: 0% 

Eligible (sophisticated) investors: 0% 

Other financial advisers: 1% 

Client recruitment 

Clients are recruited through the following methods:  

 Distribution of marketing material produced by the product providers. 

 Distribution of marketing material produced by Genesis Financial Services Ltd and 
approved by Wealthpoint Ltd. 

 Distribution of my own marketing material approved by Wealthpoint Ltd. 

 Purchase of a book of clients from another financial adviser. 

 Referral from another financial adviser or Wealthpoint Ltd. 

 Referral from existing clients, local businesses and centres of influence 

Nature of the relationship with my clients 

I am a contractor of Genesis Financial Services Ltd.  The primary relationship with clients may 
either be with me or with Genesis Financial Services Ltd. 

Vulnerable clients 

There are no particular clients or client segments which I deal with that have a greater need for 
financial advice or who are more vulnerable to poor advice. 

Marketing and promotional activities 

All my marketing activities are directed at my retail clients.  Marketing and promotional activities 
carried out in respect of my business are noted under the subheading 'Clients recruitment' 
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above and under the heading 'Marketing and Branding' on page 11.  All marketing material is 
approved by Wealthpoint Ltd prior to distribution.   
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PART 2 - COMPLIANCE ARRANGEMENTS 

 

ETHICAL BEHAVIOUR 

 
Conflicts of interest  
 

 As an Wealthpoint Adviser there is no incentives for me to recommend any financial products 
over other products.   

I identify potential conflicts of interest when providing advice and services by utilising the Advice 
Process to assess a client's needs and determine suitability of which product provider’s 
products. 
 
Any potential conflicts of interest that may arise are avoided and managed in the following 
ways:  

 I do not face any prescribed quotas or similar arrangements that require a minimum 
proportion of sales be placed with a particular provider. 

 I am required to follow an advice process whereby client needs and objectives are 
identified and product recommendations are made on the basis of those needs.   

 I must disclose and explain any perceived or potential conflicts of interest to each 
client when completing the advice process with that client. 

.   

My Mission Statement 

No applicable 

Code of ethics and ethical training 

As a Certified Financial Plannercm  and Certified Life Underwriter CLU and member of the 
Financial Advisers NZ I am bound by their Code of Ethics. The Code provides guidance on the 
standards of professional conduct members expect of each other. The Principles are 
inspirational and are intended to provide guidance for appropriate and acceptable professional 
behaviour.  

Complying with the Code is a requirement of memberships of the Financial Advisers NZ, and 
failing to comply can result in disciplinary action and loss of membership. But – more 
importantly – the Code provides the framework for members to create successful and enduring 
relationships with clients. 

 

 

Positive professional behaviour 

In order to help me maintain positive professional behaviour to assist in the achievement of 
suitable client outcomes, I comply with the rules and standards outlined in the PSM (attached at 
Appendix A).   
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The PSM contains Wealthpoint’s key operating policies and procedures and details the 
minimum professional standards required from Advisers and employee advisers.  This includes, 
among other matters, acting in a lawful, diligent and professional manner, exercising due skill, 
honesty, integrity and care and complying with all relevant legislation. 

The PSM also sets out requirements around: 
 The Advice Process; 

 Replacement business rules; 

 Approved products and services; 

 Complaints process; 

 Quality Assurance programme; and 

 Managing client funds 

I also ensure any advisers employed by or contracted to Genesis Financial Services Ltd or The 
Insurers Ltd comply with the PSM  

 

 

MARKETING AND BRANDING 

 
Marketing activities carried out in order to attract new clients are set out under the heading 
'Clients' on page 9.  
 
Any marketing material I produce must be approved by the Wealthpoint Ltd marketing sign-off 
process.   
 
This process is designed to ensure the material meets the legislative requirements and is not 
misleading, deceptive or confusing, and to make sure the material does not state or imply that I 
or my services are independent if they are not.  
 
The type of approval required depends on the type of material and the level of risk associated 
with the material.  Some of the material I produce will require legal, marketing, product owner 
and distribution sign-off before it is distributed. 
 

I keep records of all marketing and promotional activities I carry out, and the necessary 
approvals for that material, for a period of two years.   

I am not aware of any past issues arising regarding my marketing material, and there have 
been no suggestions of misleading or confusion information being distributed in my material. 
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DISCLOSURE 

 

Designing my disclosure statements 

 
I design my disclosure statements with the assistance of Wealthpoint.   
 
I have a high level of personal input into my disclosure statements.  I begin preparing my 
disclosure statements by using the template provided by which I then complete according to my 
personal circumstances and check carefully for compliance with the legal requirements.   
 
Providing my disclosure statements to clients 
 
Providing my disclosure statements is the first step I take when providing advice or services to 
my clients.  I provide my disclosure statements at the first meeting I have with every client, if not 
before, unless it is not practicable to do so (in which case I provide it as soon as practicable 
after the first meeting).  
 

 I provide one disclosure statement to each client at the beginning of my relationship 
with that client, and provide updated disclosure statements to that client if a material 
change occurs. 

 When I give advice to a client by telephone, I provide the advice to that client and 
send them a copy of my disclosure statement immediately after doing so. 

 I use a standard disclosure statement for all clients; I do not tailor my disclosure 
statements as some of my clients use more than one of my services. 

When I provide my clients with my disclosure statements, I explain the document to the client 
and make sure they gain a clear understanding of the services I provide, my role as an adviser 
and any benefits or payments I pay receive as a result of the service.  I encourage my clients to 
review the disclosure statements carefully and ask any questions that arise.  

 
Reviewing and updating my disclosure statements 
 

Whenever a material change occurs in relation to my situation or the advice and services I 
provide which requires disclosure, I prepare and issue a new disclosure statement. 

Wealthpoint informs me of any changes to approved products, advice processes, 
remuneration or other Wealthpoint -related processes that will need to be disclosed in my 
disclosure statements,  
 
I undertake periodic reviews of my disclosure statements every three months 
 
When I review my disclosure statements, I take into account any feedback received from 
clients.   
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ADVICE OR SERVICE 

 

I follow the Advice Process when providing advice and services to clients.  This supports me in 
providing clear, timely advice that helps my clients to make informed decisions, and it is aligned 
to regulatory and best practice requirements for the provision of financial adviser services.  
Following this process helps me to ensure the quality and suitability of my advice and services. 
 
The advice process I follow is set out under the heading 'Role' on page 2.  
 
I rely on Wealthpoint to provide the research that supports the advice process I follow.  The 
process is based on a form recommended by the Financial Advisers NZ.  It is regularly updated 
by Wealthpoint to incorporate new legislative requirements or recognised best practice.  I also 
attend conferences and training programmes on the advice process. 
 
I ensure I collect enough information to understand a client's requirements by requiring every 
client to complete a Fact Find, Customer Needs Analysis and the Risk Profile Questionnaire, as 
required by step two of the Advice Process.  The primary purpose of the first meeting I have 
with every client is for me to commence a data gathering process to help understand and 
determine the customer’s needs, goals, objectives and their financial situation.  I then seek 
confirmation from the client of the facts collected and obtain the client's signature on the 
Customer Acknowledgement form.  As soon as possible after the interview, I complete detailed 
file notes of the interview.  

 

I provide advice to clients through a Statement of Advice which is a written recommendation 
provided to clients. The recommendations I give must always have a reasonable basis, be 
supported by analysis and be suitable for the client, and the recommended products must be fit 
for purpose.  I always discuss the Statement of Advice with the client and ensure they 
understand how the recommendations are designed to address their needs, objectives and 
financial situation.   

 
Whenever I provide a Statement of Advice to a client, I make sure I: 

 address any questions the client may have;  

 provide relevant product disclosure statements for the client's review;  

 explain all forms that will require the client's signature;  

 provide the client with the opportunity to consider the Statement of Advice and any 
associated documents such as product information or investment statements in their 
own time; and 

 ensure the client fully understands the recommendations and the alternatives. 

 
Providing a Statement of Advice is intended to help the customer to make an informed decision 
about whether to proceed with the implementation of the advice.  Where a customer decides 
not to proceed with the Statement of Advice, I document the customer’s reasons not to 
proceed.  
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Where no suitable product or service is available for a particular client's needs, objectives and 
financial situation, I inform the client in writing and discuss other options for them in meeting 
their goals. 

 
I understand that when I am dealing with different client types, products, services and types of 
advice (for example highly personalised advice) I sometimes need to adopt a different 
approach.  In such situations I am flexible with my advice and services and I adopt a more 
careful approach for more vulnerable or elderly clients, or for more high-risk products?. 
 

Vetting 

My financial advice provided in respect of investment products is checked as part of 
Wealthpoint’s vetting process, which aims to target advice risk.  There are four levels of vetting 
which Wealthpoint advisers can progress through.  I am currently at level one. 
 

 Level 1 - All Statements of Advice I produce are vetted including “execution only” 
transactions.  

 Level 2 - Only Statements of Advice I produce for investments of greater than 
$50,000 and “execution only” transactions are required to be submitted for Vetting.   

 Level 3 – Only Statement of Advice I produce with recommendations of greater than 
$250,000 value and any “execution only” transactions are submitted for vetting.    

 

Wealthpoint Quality Assurance Programme 

The Wealthpoint Quality Assurance Programme also provides a review mechanism for my 
work.  As part of the programme a sample of my files are reviewed at least once a year. 
My individual client files are assessed against a set of weighted criteria which mirror the advice 
process.  These reflect the importance of each element of the process in supporting the 
provision of quality financial advice, and an average score is generated for my work.  This 
process also checks that the advice implemented was the same as the advice that was agreed 
to by the client.   
 
If as a result of these review processes I am made aware that my advice or services could be 
improved in any way, I take such feedback into account and may modify the process and 
documentation I use for clients.   

 

 

COMPLAINTS 

 
I deal with complaints using Wealthpoint’s formal complaints handling process. 
 
Through this process, all customer complaints are managed by the Customer Response team 
following a process that involves:  

 The recording of complaints in a purpose-built database;  
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 Complaints that are not resolved at the first point of contact are triaged by an 
Wealthpoint Customer Response team member before being assigned to an 
Wealthpoint Complaints Arbitrator; 

 When a complaint cannot be answered within five days an interim reply is issued; 

 Comprehensive information is captured and added to the complaint record (notes, 
phone recordings, documentation, notices sent to the customer, correspondence, 
etc). 

If a complaint is not resolved to a customer’s satisfaction it is reviewed by the Wealthpoint 
Customer Response Manager (and/or an authorised individual/Committee). 
 
If such a review does not change the position, and the complaint is within the terms of reference 
of the Insurance and Savings Ombudsman (ISFO), details of the ISFO Scheme are provided to 
the customer using a standard wording.   
 
I note all complaints received in my 'complaints register' and make sure I update the register to 
reflect any actions taken or progress with the complaint. 
 

 I have not received any complaints about my advice or services in the last 12 months. 

 
If as a result of complaints made, I am aware that my advice or services could be improved in 
any way, I take such feedback into account and modify the process and documentation I use for 
clients.   

 

 

CLIENT MONEY, PROPERTY AND INFORMATION 

 
I do not handle or hold client money directly, nor do I utilise any trust accounts for clients' funds or 
property.   

For any personal information that I collect about clients, I abide by the Information Privacy 
Principles contained in the Privacy Act 1993, and all clients are asked to sign an 
acknowledgement of the use of their personal information and of their rights under that Act.  

I store client information on an electronic client database on a secure server in Australia, which 
is protected by passwords.   

I dispose of hard copies of client information when I am no longer required to hold it by using a 
secure bin and shredding service. 

 

 

RECORD KEEPING 

I retain records of the entire advice process I go through with each of my clients and I 
personally keep all the documents that are created as part of that process.  I keep these 
documents in hard-copy and/or electronically.  
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The records I retain include:  

 my disclosure statement as provided to each client;  

 the Client Needs Analysis;  

 Statement of Advice;  

 Client Acknowledgment of my Statement of Advice 

 records of any information requested from the customer that is not provided to me 
(which must be signed by the customer); and  

 all application forms completed by or on behalf of the customer. 

 

These documents are retained for a minimum of seven years  

In some respects, and in addition to the above, I rely on Wealthpoint for my record keeping.  
Wealthpoint maintains comprehensive records, including: 

 The Wealthpoint Vetting and Quality Assurance teams retain any copies of advice 
process documentation that is sent for vetting or quality assurance; 

 Where I submit material for review by the Marketing team, the Marketing team keeps 
hard copies of both the material and the sign-off form; 

 Any complaints received are held in the Customer Response database and the 
Complaints team produces monthly reports; 

 The Distribution Operations team holds records of any breach cases, including all 
documentation and correspondence; 

 The Learning and Professional Development team maintain credit and criminal record 
and reference checks undertaken on prospective and current Wealthpoint advisers, 
and maintains training logs. 

All records held by the Wealthpoint teams as above are accessible through the relevant teams 
and are backed-up daily. 

 

 

COMPETENCE, KNOWLEDGE AND SKILLS AND CONTINUING PROFESSIONAL 
TRAINING 

 

I have undertaken the following training, as part of meeting Wealthpoint’s minimum training 
requirements: 

 The National Certificate in Financial Services (Financial Advice) (Level 5) 
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 I have obtained the National Certificate in Financial Services (Financial 
Advice) (Level 5) and have achieved Unit Standard Set/s A,B and C.  As a 
Certified Financial Planner and Certified Life Underwritter with Graduate 
Diploma in Business Studies I am exempt from sets D and E.  

 Wealthpoint’s Compliance module, which provides training on compliance processes 
and adviser obligations. 

I ensure my competence is maintained and tested on an ongoing basis through my continuing 
professional development plan.  My plan is developed, maintained and kept up-to-date by: 

 Undertaking and evidencing a minimum of 30 continuing professional development 
hours per year which involves a combination of structured and unstructured learning; 

 Completing and maintaining a personal record of my development needs and 
progress towards meeting those needs; 

 Using (from 2011) Wealthpoint’s online facility in PCC which will allow me to plan 
and record by own development activity, will show progress against my continuing 
professional development requirements and will show whether I am behind or on 
target to meet those requirements; 

 Regulatory training I receive that is arranged, administered and paid for by 
Wealthpoint in line with legal requirements and Wealthpoint’s own standards of 
professionalism; 

 The Wealthpoint Learning and Professional Development team and managers who 
are alerted as to whether my training has been completed or is overdue; and 

 I receive frequent and regular communications to update me on regulatory changes. 

If I do not have the competence, knowledge or skills to provide a professional level of service to 
a client, I refer the client to a suitable specialist. 
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APPENDIX A [Current version of PSM to be attached] 
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APPENDIX B [Current version of APL to be attached] 
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Remuneration for Genesis Financial Services Ltd 

 
 
Genesis Financial Services Ltd may be remunerated by commissions or fees as follows: 
 
1. Commissions  
Genesis Financial Services Ltd can earn commission in all product groups.  Generally, commissions 
are paid to Genesis Financial Services Ltd when customers purchase a new product (initial 
commission) with further commission paid in following years to recognise servicing duties performed 
by Genesis Financial Services Ltd Advisers over time (servicing commissions).   
 
a)  Life Insurance 
The product providers operates three life insurance commission models. Genesis Financial Services 
Ltd Advisers can choose from the following for each new policy that they sell. 
 ‘Upfront’ - high initial commission with low ongoing/service commission,  
 ‘Hybrid’ - lower initial commission with relatively higher ongoing/service commission, 
 ‘Level’ - initial and servicing commission are set at the same rate.   
 
The levels of initial commission are determined by criteria set by the product providers, based on 
previous years sales results and persistency (ie average annual policy retention across all policies 
held). 
 
b) Retail Superannuation, Kiwisaver, Unit Trust Investments (excl WealthView)  
Commission is paid on non-WealthView retail investment products.  Rates are generally dependent 
on the type of product sold, the size of client contributions and, in some cases, the time period of the 
investment. Genesis Financial Services Ltd may receive all or some of the following types of 
commission when investment products are sold: 
 Initial Commission – calculated based on entry fee paid by customer 
 Assets Under Management commission – calculated on the average monthly balance (net of 

cash holdings) 
 
c)  General Insurance 
Genesis Financial Services Ltd's commission rates are set based on factors including register size, 
degree of  specialisation, annual productivity and annual growth rate.  General insurance policies 
are typically renewable annually therefore annual servicing commissions do not apply. 
 
2. Fees 

I don’t charge any fees. 
 

Annual Performance Bonuses 

Two types of annual bonus may be paid by the product providers to Genesis Financial Services Ltd: 
 Revenue Share 

Genesis Financial Services Ltd may qualify for an annual Revenue Share payment based on 
growth in inforce annual premium income for AMP manufactured risk insurance products  or 
growth in net cashflow into AMP investment products and platforms over the prior calendar year.  
Sales of third party products do not qualify for Revenue Share. 

 General Profit Share 
Genesis Financial Services Ltd may earn a share of the profit generated by its general insurance 
book over a one-year period.  Factors that affect the level of profit earned include incurred 
claims, policy retention and growth in gross written premium over the year. 

 

Volume Bonuses 

There are two forms of commission payable to Genesis Financial Services Ltd that are linked to volume 
bonuses.  These are: 
 General Insurance commission.  Commission rates are set based on a number of factors including 

register size, specialisation/qualifications, annual growth rate and historic sales results. 
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