
 
 

 

 

 

 

 

 

 

 
5nance.com in collaboration with FGG organised a conclave on ‘Fin-Powered India, through 'Financial 
Engagement' of masses’. Mr. Dhruv Mehta, Chairman, FIFA was invited for Panel Discussions on Wednesday the 
2nd December 2015 at Taj Mahal Palace, Colaba, Mumbai. SEBI Chairman, Mr. U K Sinha inaugurated the 
conclave. The conclave had 2 Panel Discussions. Panels included top brass from MF Industry. A large number of 
FIFA members attended the event and participated in lively deliberations. 

 

 
The link of ET Now coverage of Mr. U.K. Sinha’s address live during market hours for your ref: 
https://www.youtube.com/watch?v=FG1vrVv5oug  
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FIFA organised a meet with Reliance Mutual Fund on 22nd Dec 2015 .Ms. Sangeeta Jhaveri, Director, FIFA 
welcomed Mr. Sunil Singhania- CIO Equity, Reliance Mutual Fund and FIFA members. Mr. Sunil Singhania- CIO 
Equity, Reliance Mutual Fund shared his perspective on the topic ‘Stay Positive- Year Ahead 2016’and  gave his 
views on Key Macro variables: 
 

 GDP: Growth likely to be led by consumption atleast for the next 1 year. Exports likely to remain subdued 
on account of weak global demand. In the near-term, pre-requisites for a sustainable capex recovery are 
missing due to excess capacity across sectors and stress balance sheets. 

 Inflation: Despite the consumption boost which the 7th CPC is likely to provide, a combination of other 
supportive factors is likely to keep inflationary pressures in check. These supportive factors include:  

Benign global commodity prices, Low capacity utilization rates across most sectors, Supply side 
bottlenecks being addressed, Land and property prices trending downwards, Shifting terms of trade from 
rural to urban (agricultural inflation in check), Significant labour market slack – both rural (as reflected in 
sharp deceleration in rural wages) as well as urban and Improved quality of government spending.  

 Liquidity and Interest Rates: Liquidity is a function of both demand and supply of money. While the pick-
up in supply of money will only be gradual (as savings rate will increase slowly), the good thing is that 
demand for money will also be subdued due to limited need for short-term and long-term debt capital. 
Thus, liquidity is likely to remain favourable from a 6-12 month perspective. Moreover, there is scope for 
short-term rates to go further down as we believe that RBI is likely to continue to remain in 
accommodative mode (we expect another 25bps rate by the RBI post the budget). 

Further he discussed: 

Likely confluence of positive factors in next 3 years  

1. We envisage a situation where India will see a confluence of a number of positive factors.  
2. All these factors put together will catapult India’s growth into a much higher orbit  
3. All these reforms/developments are already in place and its just a matter of time when they will be 

implemented. 

Goods and Services Tax (GST), Dedicated Freight corridor (DFC), Delhi Mumbai Industrial Corridor (DMIC), 
Land acquisition policy, Make in India, Reduction in corporate tax rate from 30% to 25% and phasing out 
of exemptions, Ease of doing business – Cutting down on red tape, Curtailing the parallel economy (Black 
Money)  
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Key macro trends in coming years  

1.  Terms of trade to continue to shift from rural to urban India 
2. Transparency in the way business is done in India is improving  
3. Consumer credit will continue to expand as % of GDP  
4. Availability of power will materially improve and cost of power may remain comfortable for years 

(this scenario will take a couple of years to properly materialize). India can potentially become coal 
exporter in next 5 years   

5. Import substitution will gain traction 
6.  Railways/Defence/Tourism/Roads/Hotels/Brands 

 
 

 

 
 

 World Bank: India to stay at top in growth—The Times of India 

LHI: The World Bank on Wednesday projected that India would remain comfortably the fastest growing large 
economy in 2016; at a rate more than a percentage point higher than China's. 
 
In its report Global Economic Prospects, the Bank projected the Indian economy to grow at 7.8% in 2016 and 
China's to grow at a more modest 6.7%. The world economy as a whole would grow at 2.9% it estimated, a 
modest upturn from the 2.4% growth estimated for 2015. 
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All of these estimates represent a downward revision from the projections made in June 2015, but the downward  
revision of 0.1 percentage points in India's case is less than the 0.3 percentage point adjustment in the estimate 
for China or the reduction of 0.4 percentage points in the reckoning of global growth. 
 
With Bangladesh projected to grow at 6.7% and Pakistan at 5.5%, South Asia will be the world's fastest growing 
region according to the report. Among the other BRICS economies, Russia's economy is projected to shrink by 
0.7% in 2016 and Brazil' by 2.5%, hit by the slump in global commodity prices while South Africa is expected to see 
its economy grow very slowly at 1.4%. 
 

 
 
While making these projections, the Bank report introduced a caveat saying that "a faster-than-expected 
slowdown in China combined with a more protracted deceleration in other large emerging markets is a risk". It 
said this remained a low-probability scenario, but if it did happen there could be a significant contagion risk for 
the rest of the world. 
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"Compounding this risk is the possibility of a protracted decline in potential growth throughout emerging and 
developing economies, persistently subdued growth in major high-income countries, and an escalation of 
geopolitical tensions," the report warned, adding that a sudden readjustment of expectations about the future 
trajectory of US interest rates could also play a destabilizing role by combining with domestic fragilities and policy 
uncertainties in some developing countries. 
 
Looking beyond 2016, the prospects, as the Bank sees it are not very much brighter, with the global economy 
estimated to grow by 3.1% in both 2017 and 2018, India expected to grow at 7.9% in each of those years and 
China at 6.5%. 
 
 

 FIFA 2nd Annual Conference: 
It is proposed to hold FIFA 2nd Annual Conference during March 2016. Further Details will follow. 
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  Brijesh Dalmia, Dalmia Advisory, Kolkata 
 

 
 
 
 
 
 
 
 
 
 
 
 

 
 
 

 
 

             Video URL:  https://www.youtube.com/watch?v=rN86S8onngY&app=desktop 
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Masterstroke for IFAs 

In the 4th of his new video series, the straight talking Brijesh answers a 
question that many IFAs ask him during his training and mentoring 
sessions: what is the single biggest formula to become successful in the 
mutual fund distribution business? 

Brijesh draws on learnings from management and business gurus from 
across the world, and adapts them to provide a simple answer to this 
most crucial question, in this short and impactful video. 
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  Gajendra Kothari, Etica Wealth Management, Mumbai 

 

 

 

 

 

 

 

Set expectations correctly, at the outset  

I think the key to dealing effectively with competition from direct plans is to set expectations correctly at the 
outset of the relationship. In our initial years, most of our prospects came through our education seminars that 
we have been regularly conducting. After going through a 3-4 hour session where we explain how to create 
wealth in a simple and disciplined manner, and the role we play in helping investors achieve this, prospects are 
very happy with the proposition. When they sit with us for a detailed understanding of our proposition, prior to 
signing up as clients, they are generally quite impressed with the breadth and depth of the offering, and usually 
ask us upfront how much our services will cost them. Clients see value in the proposition and are therefore ready 
to actually pay a fee for the service. We take them through our schedule of fees for different transactions and 
activities, and they sign up for this before we commence a relationship. The question of direct plans therefore 
doesn't really feature in our discussions with them. I suppose this is primarily because we ensure that we 
demonstrate the value proposition adequately, before they come on board as clients.  

These days, a large part of our new clients come through referrals from satisfied clients. Here again, we rarely 
encounter conversations around direct plans. Client who refer are happy with our advice and service, and we take 
these referred prospects through the proposition in some detail, which gives them a lot more insight into how we 
will serve them in the years ahead. Each such meeting lasts 2-3 hours. Here again, the key in my view, is to 
describe the value proposition appropriately at the outset and set expectations correctly upfront. If you do this 
and you are genuinely adding value, my experience suggests that clients will be happy to pay you for the service, 
rather than asking you about cheaper alternatives like direct plans.  

Become the master planner for your top clients  
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3 stories that showcase the value of good advice 

Etica Wealth represents India's new age financial advisory business: 
young and dynamic team, tech savvy, media savvy, highly focused on 
delivering lasting value to clients, and very successful in a highly 
competitive and increasingly regulated environment. Gajendra today 
heads a 15 member team that serves over 300 families across Mumbai, 
Delhi and Assam, with an AuM of over Rs.120 crores. His mantra for 
dealing with direct plans is simple: keep learning, keep teaching, keep 
adding value to your clients, and they will always be with you. Gajendra 
shares his strategies that help him win and retain clients in the mass-
affluent as well as HNI segments, and also takes us through 3 live client 
stories that underscore that everyone actually needs good advice - even 
successful financial services experts. 
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For the top 10% of our clients, we ensure that we create a comprehensive financial plan for them. This gives them 
and us a 360 degree view of their entire financial picture, consolidated across all sources. This gives us an 
opportunity to become their master planner - we take care of everything from funds to insurance to wills to even 
banking interface. This develops a much closer relationship with these big clients, much beyond just mutual 
funds. When your relationship extends across all financial products and services, it automatically reduces the urge 
to consider cheaper alternatives for one product within the bouquet. Clients take a holistic view of your services, 
and don't then look at individual products.  

Three client stories  

1. Senior AMC professional  

I know there is a general belief that all AMC senior executives would have gone direct - after all, they understand 
mutual funds very well, they don't need an advisor's handholding. We are in fact privileged to be advisors to some 
prominent senior AMC executives. Recently, one such senior executive who was in the midst of a job change, 
actually had a 4 hour meeting with us where we discussed threadbare implications of this career move on his 
financial plan. Its only when he was satisfied that his plan will not be destabilized in any way, that he gave the 
green signal to his career move. This is a gentleman who had all his investments in direct plans earlier, but then 
decided to consolidate everything with us. He told us that while he certainly knew enough about products and 
markets, he found sometimes his own biases impacting his investment decisions, and saw value in leaving his 
personal finances in the hands of an unbiased professional. For us, the fact that he chose to review his financial 
plan before giving a green signal to his career move, was a big validation of the value that we add in our clients' 
financial lives.  

2. Successful investment banker  

We recently met a prospect who was referred to us. He is a senior investment banker, has worked with some of 
the biggest investment banks in India for over 20 years, and knows most of the CIOs of fund houses on a first 
name basis - they are all his friends. He has a 15 crore portfolio, and was initially reluctant to meet us, because he 
thought he didn't really need an advisor. He anyway met us, and the meeting lasted over 2 hours. During our 
discussions, I made a simple point to him - I said, "Sir, if you have so many parameters to evaluate an investment 
option, you are needlessly complicating your life, and actually reducing the wealth creation potential of your 
portfolio." I took him through our simple, yet time tested investment philosophy and process, and showed him 
that there is actually a simpler and surer path to wealth creation. That got him thinking, and we went to the next 
stage of discussing his portfolio in detail. We saw that his portfolio had 30 different MF schemes, it had too much 
debt for his risk profile, he had way too much money lying idle in his savings bank account, and the overall 
portfolio lacked a structure and a plan. After all our deliberations, he has now decided to come on board as a 
client and entrust us with his portfolio. He is fully aware of the existence of direct plans, and he is not only coming 
on board, but has also seen and agreed to our fee structure. Of course, he has bluntly told us to expect tough 
questions from him on all our recommendations, but he clearly sees value in professional help in structuring and 
guiding his portfolio, despite the fact that he himself is a market participant.  
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3. Our largest client  

Our largest client has a portfolio of around Rs. 15 crores with us. We advise on around 70% of his portfolio and he 
has another advisor for the balance 30%. Our share has been growing steadily in his overall portfolio. With the 
other advisor, I understand there is some form of a pass back arrangement on commissions. With us, there is of 
course no passback. We don't charge him a fee, given the size of the portfolio. One day, there was a large article 
in ET featuring direct plans and showcasing how much money you can save by going direct. He had kept a cutting 
of this article, and showed it to me the next time we met. After showing it, he actually tore up the article and told 
me, "Gajendra, I am not leaving you." This is a client we have spent a huge amount of time on, educating him on 
simple wealth creation strategies, and helping him stay focused on what really matters for the portfolio, and 
avoid distractions from what does not matter. He reads 5 newspapers every day - he is very well informed. Yet, he 
says he enjoys meeting us as every time he interacts with us, he learns something new, he gets some new 
insights. What this incident underscores for me as an advisor is the importance of keeping on learning and 
keeping on teaching. We cannot afford to stop either. Keep learning, keep teaching, keep adding value - and your 
clients will always remain with you.  
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                          Take Time 
 

Take Time to live, It is the Secret of Success, 
Take Time to think, It is the Source of Power, 
Take Time to play, It is the Secret of Youth, 
Take Time to read, It is the Foundation of Wisdom, 
Take Time to be friendly, It is the Road of Happiness, 
Take Time to laugh, it is the Music of the Soul, 
Take Time to dream, It can Show you the Way, 
Take Time to Love, It need to be Nurtured , 
Take time to give, It is too short a day to be Selfish. 

 
FIFA conveys best wishes to Members and Viewers for a happy and prosperous New Year 

 
 

We invite Viewers to register as members. For details and registration forms, please visit FIFA Website: 
www.fifaindia.org 

 
 

 

 

Dec 15 
 

M Type Membership Type Name of Organisation/ IFA 
Representative(s) 
NAME CITY 

Odinary O188 Indv Balaji Investments Aditya Chauhan Hardoi 

Odinary  O189 N.Indv Mehta Fincon Services Ltd krunal Mehta Surat 

Odinary O190 Indv MittalFin Soilutions Vinita Agarwal Kolkata 

Odinary O191 Indv Naveen Daga Naveen Daga Kolkata 

Odinary O192 Indv SLA Financial Solutions Ashish Modani Rajasthan 

 

FIFA welcomes its new members  
 

Snippets 
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