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Position Description
	Date of Creation: June 17

	Position Title: Financial Planner

	Division: Partner Connections

	Team: Bendigo Financial Planning

	Location: TBA

	Reports To Position: Financial Planning Leader

	Direct Reports: None


Organisational and Position Overview

At the Bendigo and Adelaide Bank (BEN) we are focussed on what is achieved and how it is achieved; our corporate values describe how. These values form a framework to guide our interactions with each other, our customers, our community, our people and stakeholders.
The Bank’s corporate values are:
· Teamwork

· Integrity

· Performance

· Passion

· Engagement

· Leadership

Customer service skills and effective communication skills demonstrate our corporate values and ensure our continued relevance, enabling our customers and their communities to be successful. 



  “Successful customers, successful communities, successful organisation”

Our aim, to build a strong connection with our customers through the provision of tailored financial solutions.  In doing so, we help make communities sustainable in an economic and social context and build our brand, capability and financial performance.
We respect and respond to the unique differences of our customers, partners and employees. We recognise the importance of diversity and continually strive to provide an inclusive work environment where people are treated with respect: feel valued and can achieve success. 

To achieve this we strive to be an innovative leader in an evolving landscape with a balanced focus on internal quality and external needs and opportunities.
Bendigo and Adelaide Bank’s strategy is built on our vision of being Australia’s leading customer connected bank.


	Part A: Job Specification


Job Purpose

The specific responsibility of a Financial Planner is to execute the wealth strategy as agreed by local and partner connection in order to maximise the sales of tailored financial solutions to grow and protect customer’s wealth, acquire new customers, and grow and retain existing customers. The position requires an ability to motivate, influence, build engagement and lead through supporting others to achieve desired business outcomes.

Wealth is part of the partner Connection division, offering a range of products and services to Local Connection that include financial planning (advice); Wholesale cash solutions; Investment solutions; Superannuation; Life Insurance – Group, Retail and Direct; Commercial Loans, and Corporate Trustee Services. 

Special Requirements :

Travel, shift and weekend work may be required
Reporting & Relationships

The Financial Planner will report to the Financial Planning Leader. 

The Financial Planner will work closely with the Financial Planning Team and the Retail Network.
Key Accountabilities (6 – 8)
	Key Result Area
	Accountability

	Financial/ Business Performance 


	· Ability to understand the full range of options suitable for the clients and influence the clients to take products to suit those options
· Ability to identify client need requires the provision of Ongoing Service Agreements on a fee for service basis

· Increases in the number of OSA’s established

· Meet/ exceed agreed personal KPI goals generating profitable business growth outcomes for Wealth
· Advocate for the broader wealth strategy supporting customer choice in how they access the banks wealth solutions
· Maximise upon opportunities provided from Local Connection through to sales conversion benchmark 

· Provide coaching / training to frontline staff to support skills for generation of quality opportunities and fulfilment of the direct sales process by following the BBBW framework. 

· Support the wider bank strategy for increasing PPC and CN by providing reciprocal core banking business back to the branch  

· Acts in the interest of “customer first” in all interactions  

· Accountable for delivery of personal performance objectives that contribute to the success of the wider Wealth team objectives.

· Manage personal costs and time efficiency for travel, offering customers alternative ways to interact other than F2F eg telephone or VC/Webex link

· Follow agreed Wealth sales process (BBBW) where it is identified that customers do not want or need advice and are prepared to self-fulfil wealth needs, supporting customer throughout the process where required.


	Customer and partner 
	· Ability to provide optimum service levels to clients
· Capacity to identify the full range of needs for clients 

· Build rapport with clients to ensure they view the planner as a trusted adviser

· Complete referrals within internal SLA’s

· Form strong collaborative working relationships with all internal Wealth colleagues

· Contribute towards a positive and effective internal culture and working environment supporting the wider reputation of wealth for the benefit of all stakeholders.

· Place the customer at the centre of all decision making
· Support and promote the partnership between LC and Wealth.
· Provide an exceptional customer experience by providing service beyond what would be expected
· Maintain knowledge of the market and competitor offering

· Maintain knowledge of the Banks core range of products and services for reciprocal referrals  

· Provide a whole end to end wealth offering that is relevant to a customer centric approach   


	Leadership and people 


	· Ability to build relationships with internal/ external stakeholders

· Develop and maintain strong working relationships with staff at all levels across the organisation to achieve mutual business outcomes.
· Inspire and encourage teams towards achievement of wider wealth goals 
· Coach, train and provide development support for  wealth ambassadors in collaboration with WEM to develop the skills of your team 
· Identify and act upon identified areas of wealth development needs within branch team working in collaboration with WEM to develop the skills of your team 
· Lead and encourage collaborative working relationships, build rapport and demonstrate a one team approach, seeking win win outcomes.  
· Model personal accountability 


	Values
	· Demonstrate consistent behavior in accordance with the Bendigo and Adelaide Bank Values of Teamwork, Integrity, Performance, Engagement, Leadership and Passion.



	Risk & Compliance
	· Ensure all activities comply with relevant legislations and regulations and adheres to all BFP policies and procedures

· Meet all personal risk requirements as outlined in the relevant manuals

· Ensure all work practices are conducted in accordance with the Bank risk management and compliance requirements when identified 

· Complete all risk and compliance training and assessments required by the bank.



	Part B: Person Specification (Minimum Requirements)


Qualifications, Knowledge & Experience
Key Competencies

· Building rapport

· Customer Focus

· Influencing

· Initiative

· Performance Focus

· Proven Sales Ability

· Ability to work autonomously

· A competent and thorough knowledge of the core range of banking products, services and solutions offered across the Wealth and LC business. 

· An understanding of the wider industry including legislation and regulatory requirements 

· A role model, team player who is supportive of the success of the wider wealth and LC business 

· Proven ability in sales and conversion of opportunity to profitable business outcomes 

· Results driven

· Ability to work both as part of a team and without direct supervision 

· Strong relationship, influencing, and communication skills.

· Strong attention to detail and accuracy

· A commitment to go beyond the call of duty in providing exceptional customer service 

·  Ability to time manage, meet deadlines and service level agreements

· Able to deal with a broad and diverse range of  customers, staff and partners

· Proven industry knowledge with experience in Wealth and the banking industry

Minimum Qualifications:

Essential

· ADFP or Grad Dip of Financial Planning
· Accreditation in –
· Gearing
· SMSF
· Aged Care
· Social security
Desirable
· CFP® Certification
· Business degree, Financial Planning or related discipline
· Business Banking degree and/or Finance Masters related discipline
.

Technical & Business Skills

Experience required/ Skills & Knowledge 
Essential Skills
· 3 years + in a Financial Industry role or similar
· Proven Sales ability 

· Excellent communications and interpersonal skills, both written and verbals and the ability to present and engage with internal and external stakeholders Influencing 
· Proven relationship building 

Desirable Skills
· Para planning experience

· Customer Service or experience in a sales role

· Wealth Consulting (phone based)
· Previous experience in Banking and/or financial industry 
· Demonstrated staff mentoring, coaching and development skills
Assessments Required:

· Psychometric testing

· Police Checks

· Educational Qualification check

· Compliance Audit report

· ASIC Register check
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