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Once upon a time, a Financial Planner met with a 
distressed and panicked client. She was uncertain 
which course of action to take and this was 
causing her untold anxiety and stress. Through 
consultation, the Financial Planner was able to 
distil the essence of her anxiety. The Financial 
Planner then moved to ask her client a question. 
Taken at face value, it was a simple and honest 
question. Yet, it caused her client to pause, reflect 
and contemplate her situation in a different 
perspective. As a result of this question, the client’s 
life was changed forever. 

This is not a children’s fairy-tale. This is how the 
true story of financial planning unfolds. 

Financial planning is about understanding you, 
your life, your fears, and aspirations. It’s not about 
how much money you have or what’s the best 
investment right now. No. Financial planning is 
getting you to make good financial choices and 
preventing you from making those poor decisions 
which destroy wealth. It’s about guiding you 
through life’s transitions and the journey you are 
on. It’s about getting you into action to make 
changes that will create wealth for you and your 
family over time. 

Money is so intrinsically woven 
into our everyday lives that it’s 
forgivable to think that money is 
the starting point when it comes 
to financial planning. Yes, it’s true 
that financial planning needs to address your 
investments, tax, insurance, liquidity, your estate 
planning and other technical and financial related 

matters. But these financial aspects don’t make 
your life story. You are the main actor in your life 
and so the story needs to begin with you. 

Financial planning is about mapping out your life 
story and how you can live the best life possible 
with the money you have. And this story begins 
with a financial planning consultation. Not with a 
spreadsheet. 

BDO Wealth Advisers “Life changing financial 
planning stories” is a compilation of real-life 
financial planning experiences inspired by 
selected clients and an honest reflection on 
how their life stories have evolved. They are 
accounts of personal situations as seen through 
the eyes of the BDO Financial Planner. They are 
not technical accounts of the financial planning 
solutions but rather real-life accounts giving you 
an opportunity to take insight from someone 
else’s life story and personal experiences. Not all 
the stories have happy endings, but they do have 
learnings you can reflect on.

The stories have been themed by the financial 
planning principle that binds them together. We’d 
encourage you to identify and connect with the 
stories that bear similarities to or a resemblance 
of a life experience you have encountered or that 
you are currently living through. 

It’s our wish that you can take personal 
inspiration from this compilation to get yourself 
into action so that you can start writing your life 
changing financial planning story. Enjoy the read. 
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A tale of three vehicles 
Allan Heynen CFP®, Director & Financial Planner 
I am not really a “car person”. As an 
accountant and financial planner, I have 
always struggled to reconcile spending a large 
sum of money on an asset that depreciates. 
I recall being very impressed by a youngster 
a few years ago who had done detailed 
spreadsheets illustrating how much more cost 
effective it was to travel by Uber than to tie 
up capital in a motor vehicle asset. He sold 
his car and decided to use Uber as his primary 
mode of transport.

However, I recognise that many people think 
differently about vehicle ownership, especially 
those who take great pleasure in driving. My 
challenge as an adviser has always been to 
listen to these aspirations and to try help 
my clients take the emotion out of vehicle 
purchasing decisions so that they can make a 
sound choice.

My client Susan dearly wanted to treat herself 
to a luxury German vehicle in her retirement. 
Although she did not drive long distances, 
she felt that she deserved some luxury. Her 
children encouraged the decision and also felt 
that their mom deserved to have this treat 
in her retirement. Susan did not take any 
financial advice. She cleared out most of her 
money market reserve fund and purchased 
the vehicle. She felt good about driving her 
sparkling new car. However, a few years later 
Susan did not drive anymore and, as the car 
had low resale value, one of her children 

started driving it. Susan needed extra care and 
moved into a retirement home, which increased 
her monthly costs. She needed to dip into her 
remaining cash reserves to fund her monthly 
expenses and it was not long before her reserve 
funds had been depleted. Susan became a 
financial burden to her children, who had to 
supplement her income to support her. I often 
wonder if, with the benefit of hindsight, Susan 
might have thought differently about buying the 
luxury vehicle if she had known that it would 
contribute to financial distress in later years.

My friend James showed me a brochure of 
a limited release Ford Mustang. This was his 
dream car. He had already received a quote 
from the dealership and approached me to help 
determine how he should fund the vehicle. 
James was on track for meeting his long-
term retirement goals through his monthly 
retirement and discretionary savings. This 
vehicle purchase did not form part of the 
plan. We worked through various models to 
assess the impact of purchasing the vehicle 
on his cash flow. One scenario showed 
that the vehicle purchase was 
feasible if James was willing to 
work two years longer than his 
planned retirement date. James 
reflected on the options and decided that his 
planned retirement date was more important 
to him than purchasing the vehicle and working 
two years longer, and that his current vehicle 
was sufficiently functional and reliable. It was 

the right outcome for James as he made an 
informed decision after assessing the options 
available to him.

Marie phoned me feeling nervous about having 
to replace her vehicle. Her current car had 
given up the ghost after many years of good 
service and Marie wasn’t sure what the long-
term implications would be if she used some 
capital and redirected monthly savings into a 
new vehicle. But she had fallen in love with an 
SUV that was perfect for her lifestyle. So, we 
ran the numbers. Looking at various scenarios, 
Marie realised that she could cut some other 
costs and draw on surplus savings that did not 
form part of her retirement plan. Upgrading 
her vehicle was quite possible without having 
any adverse long-term consequences or 
affecting her retirement plan objectives. She 
understood the financial implications and was 
relieved to be able to make the decision to 
proceed.

Over the years I have had to learn to put 
aside my prejudices about vehicle purchases. 
I realise now that there can be a place in a 
financial plan for an asset that does not have 
the same potential for growth as a share, unit 
trust or property. But when one understands 
the implications of the decision, it makes the 
choice so much easier. Personally, though, I do 
still like the Uber option…

MY CHALLENGE AS AN ADVISER HAS 

ALWAYS BEEN TO LISTEN TO THESE 

ASPIRATIONS AND TO TRY HELP MY 

CLIENTS TAKE THE EMOTION OUT OF 

VEHICLE PURCHASING DECISIONS 

SO THAT THEY CAN MAKE A SOUND 

CHOICE.
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Know the difference 
between your ‘wants’ 
and ‘needs’, they’re not 
the same.

Allocating your 
wealth, the choices 
we make, has 
consequences on 
wealth creation, be 
sure to understand 
the impact of your 
choices. 

Buying a car or any other 
lifestyle asset is largely an 
emotional decision. Having 
an objective view on the 
financial impact of the 
decision on your long term 
wealth is just good advice. 

#CHOI
CES

#financialimpact

#WANTSVSNE
EDS

Our hard-wired behaviours have a direct consequence on Our hard-wired behaviours have a direct consequence on 
our wealth creationour wealth creation 

WHAT CAN I TAKE FROM THIS LIFE STORY? 
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BEHAVIOURAL 

O1 The high price of panic and fear  
Radhika Daya-Mistry CFP®, Financial Planner 
Two years ago, Paul, now 65 years old, was retrenched 
from the company where he had been employed for 
the past 35 years. A few months before his last day of 
work, I was put in contact with him to help develop 
a financial plan for his retrenchment and pending 
retirement. 

Due to his long service at the company, his employer 
agreed to retrench him instead of forcing him to 
take early retirement. This meant that he would 
get a severance package and still have access to his 
retirement fund, which had built up nicely over the 
years. During our discussion, it was clear that he was 
very confused about how his severance package and 
retirement fund would work and, importantly, how 
they would be taxed. I took time to carefully explain 
his options and the tax consequences, which he was 
very grateful for. He had not been aware that his 
severance package would be taxed according to the 
retirement tax tables, which work on aggregation, and 
would affect any cash lump sum withdrawal from his 
retirement fund.

His after-tax severance package was enough to 
provide him with an income for the next year or 
two, and he also intended to find part-time work 
to give him some income. He therefore decided to 
preserve the full value of his provident fund until 
he needed to start drawing an income. It was 
rewarding to have Paul tell me at 
the time that if he didn’t have a 
financial adviser to explain the 
tax consequences and advise him 
accordingly, he would have cashed 
out his provident fund in full and 
paid the tax (which would have been 36% 
because of the severance package he received). 

Based on his objectives, and taking his risk tolerance 
and other factors into account, I recommended that 
he invest his provident fund in a multi-asset moderate 
fund. All the risks were explained to him and he was 
happy to go ahead. 

Everything was going well until COVID-19 came along 
at the beginning of 2020 and disrupted the local and 
global markets. I received a panicked call from Paul in 
mid-March 2020 where he expressed concern about 
the markets’ performance and the fact that the rand 
had depreciated significantly against the US dollar. 
I told him to not panic, to sit tight, and to keep his 
investment strategy in mind. He said he would wait 
and see how things went.

I then received a second call from him in April 2020 
during the hard lockdown where he mentioned that 
he was extremely worried about his investment 
since it had dropped by almost 15%, which meant a 
significant “loss” of over R 600,000. He mentioned 
that he feared that things would not get better and 
that he thought it best if he moved to a less risky 
portfolio. I explained that if he changed his portfolio 
at that point, he would be realising his losses. I 
advised him not to panic and explained that we were 
going through a volatile period and that changes to 
his portfolio could be detrimental to his plan. He was 
hesitant but agreed to leave his investment as is.

A few weeks later, I received an email from the 
investment product provider advising me that 
Paul had reached out directly to the investment 
administrator and asked to have his portfolio changed 
to a money market fund. I called Paul to find out what 
was going on and advised him not to make the switch 
to cash. He was adamant that things were only going 
to get worse, and he didn’t want to lose more money. 
Based on his financial plan, he didn’t require the funds 
for at least the next year, and I told him to sit tight 
for a few more months and committed to keeping 
him informed of any investment changes. I did further 
cash flow projections to show him the different 
scenarios and the effect it would have on his situation. 
I also reassured him that based on historical data and 
the forward-looking market projections, the markets 
would turn in time and if he wasn’t invested when 
it did, he would miss out on the performance and 
returns. He wasn’t convinced and opted to sign the 
paperwork for the switch to cash despite my advice.

Within a few days, his full investment value was 
switched into a money market fund. He had realised 
a R500,000 loss of capital as a result of the switch. I 
felt discouraged as an adviser because he trusted me 
when things were going well but not when the markets 
were volatile. I knew that I had tried my best to guide 
and advise him. While the money market fund would 
have been a suitable investment portfolio from 2015 
to 2019, the South African Reserve Bank reduced the 
interest rates during 2020 and, therefore, even though 
his investment was “safer”, it was no longer yielding the 
returns that he required for his financial plan.

Ironically, the markets did start recovering over the next 
couple of months, but because he was now invested in 
the money market fund, he was not able to enjoy the 
growth. This was exactly what I had explained to him 
about missing out on the upturn. He noticed this and 
called me in November 2020 admitting that he had 
made a huge mistake and that he should have listened 
to my advice. He said that he had panicked and based 
his decisions on what he was seeing in the media. He 
subsequently asked to switch back into the portfolio he 
was originally invested in and promised to follow my 
guidance in the future. I explained that by switching 
back, he would not make up for the losses and if he did, 
it would take time.

The moral of the story is that you should not make 
panicked decisions during times of uncertainty. If 
it hurts to look, then maybe you shouldn’t. No one 
likes to lose money, but constantly monitoring your 
investments and bombarding yourself with financial 
news and relentless social media updates during times 
of volatility can cause unnecessary stress and anxiety 
which may push you to make the wrong decisions. It’s 
important to look at the bigger picture and remember 
your investment strategy. A good financial adviser is 
there to walk with you through the good and bad times. 
They will be there to guide and advise you accordingly. 
While past performance is not indicative of future 
results, a financial planner looks at all the factors and 
data to make an informed suggestion of what would be 
best for you.
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POOR FINANCIAL OUTCOMES 
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Having a qualified 
Financial Planner on your 
side prevents you from 
making big mistakes. 

Stick to an investment plan 
and your strategy. Avoid 
the temptation of making 
short term switches to 
avoid the inevitable stock 
market fluctuations. 

No-one likes to lose money. 
When we panic we tend to 
make poor financial choices 
that will loose you money 
and destroy wealth. 

If you make a mistake, you can 
always correct. Don’t stick with a 
bad decision - be courageous and 
take advice to make a correction. 

#Stra
tegy 

#dont
panic

 #takeadvice 
#planning 

Fear and greed drives Fear and greed drives 
poor financial outcomes poor financial outcomes WHAT CAN I TAKE FROM THIS LIFE STORY? 

Be like Steve and Be like Steve and 
stay investedstay invested

Click to View SteveClick to View Steve
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BEHAVIOURAL O1
Yesterday’s news won’t help you make 
decisions for tomorrow 
Talya Snowball CFP®, Financial Planner 

COVID-19 reared its ugly head quite suddenly 
in 2020 and caused a ripple effect of 
destruction, disruption, and dread. The initial 
lockdown happened and most of us thought it 
would blow over and be a thing of the past by 
mid-2020.

Sadly, that was not the case. Our COVID-19 
cases continued to rise, while share prices 
continued to drop. Virtual get-togethers 
replaced braais. Panic ensued and many 
investors pulled out of the market and headed 
to the safety of cash.

One morning in April last year I received a 
panicked phone call from a client. She was 
disgruntled with her investments after the 
markets took another downturn and she was 
anxious for her retirement, which is only a 
decade away. She told me about a friend of 
hers who had lost their money by not cashing 
in on their investments and said she had heard 
that there were “new” investments out there 
which promised far better returns.

My client had a deep sense of 
impending doom based on the flood 
of pessimistic media reports 
that engulfed us. I realised she didn’t 
need a lecture on following the poor advice 
being spewed on Fakebook. She needed 
someone to talk to, someone who 
would listen. So that’s what we did. We 
chatted and before long, after having a calm, 
rational discussion, we concluded that the best 
move would be to not cash out her investments. 
After all, if it is in the press, it is in the price. 
Meaning that if she cashed out then, as she had 
wanted to, her investment had already taken on 
the knock of what was in the media. Pulling out 
would only solidify that downturn, cause her 
to realise her losses, and give her no possibility 
of recovering. With trepidation, she 
trusted me, and we left her 
investment plan as it was. A couple 
of months later, once the fear of COVID-19 
subsided somewhat and markets recovered, 

we celebrated as her investment value made a 
full recovery, and more.

We based our decision on sound investing 
principles, such as “time in the market, not 
timing the market” as well as behavioural 
coaching. By educating my client, I 
empowered her. The COVID-19 scare also gave 
us the opportunity to discuss her financial 
planning holistically and together we crafted 
a personal long-term plan that would help her 
in future uncertainty, as she now has a clearly 
defined goal and plan.

There will always be turbulent times ahead, 
and those who face them with a level head 
will emerge victorious, as Rudyard Kipling said, 
“If you can keep your head when all about 
you are losing theirs… Yours is the Earth and 
everything that’s in it, and — which is more —
you’ll be a Man, my son!”

#shet
ruste

dme
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IT’S ‘TIME IN THE MARKET’ AND NOT 
‘TIMING THE MARKET’ THAT CREATES 
LONG TERM WEALTH 

#levelhead 



Take advice of a qualified 
Financial Planner 

By the time you have read 
financial news, the investment 
value has already taken this 
into account. You can’t beat 
the stock market by reading or 
listening to the financial press. 

Avoid taking advice from the 
financial media – it’s all backward 
looking news and only fuels panic 
and fear. 

#Stra
tegy 

#tak
ead
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e 

#planning 

It’s ‘time in the market’ and not ‘timing It’s ‘time in the market’ and not ‘timing 
the market’ that creates long term wealth the market’ that creates long term wealth 

WHAT CAN I TAKE FROM THIS LIFE STORY? 
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BEHAVIOURAL O1 It is not how much you earn, but how 
much you save that counts 
Desiree Raghubir CFP®,Associate Director and Financial Planner 

Zanele was referred to BDO and approached 
me for a consultation. She was concerned 
about her retirement savings. She told me 
she was turning 50 soon and wanted to know 
how much she should be saving to retire 
comfortably and not be financially dependent 
on anyone.

She was anxious as she knew that she wasn’t 
saving enough but was convinced that she 
couldn’t afford to save more. Zanele shared 
some stories of friends and family who had 
recently retired and couldn’t afford to pay 
for their basic needs. She did not want to 
experience the same in 15 years’ time. 

Zanele is a professional working for a large 
corporate. As a single mom, all her income 
went towards household expenses, medical 
aid, education and extra murals, and there was 
no money left over for savings. She was living 
on a stretched budget. 

She hadn’t built up a retirement reserve as she 
always withdrew her retirement savings when 
she changed jobs and now she was saving 
the minimum through her current employer’s 
retirement fund.

As is the case when I first encounter many 
clients, she did not work off a budget, so we 
began by discussing how important it is to 
know and see exactly where your income is 
going to on a monthly basis. 

We then looked at what her retirement 
savings would be when she turned 65 if she 
continued at her current saving levels with 

just inflationary increases. The picture I reflected 
back to Zanele was a shock to her and she was 
very despondent. 

She told me that at her next salary increase 
she would allocate the full increase towards 
her retirement savings. She also had credit card 
debt and small loan accounts that she wanted 
to clear. 

I discussed the small changes she could make 
to her budget and showed her the impact of 
starting to increase her savings on a monthly 
basis as soon as possible. I also illustrated 
the effects of compounding interest and how 
her funds would have to work doubly hard 
as we only had 15 years to her anticipated 
retirement date.  

We discussed the importance 
of involving her two teenage 
children in the household 
financial matters and how 
together they could find ways to 
save.

After four months she contacted 
me and said she had worked on her 
budget, reduced her expenses and 
wanted to increase her regular 
retirement savings. By putting 
together a budget and sticking to it, she realised 
that she was spending on items that were really 
not necessary. All this was achieved without 
receiving a salary increase. 

She went from saving 5% of her income to 
saving 20% towards her retirement fund over a 
period of 18 months, built up a reserve fund for 

unforeseen expenses, and committed to saving 
in a flexible investment fund. She was also very 
pleasantly surprised at her total tax saving.

With these changes, we updated her 
retirement cash flow projections, which 
now looked so much better than the initial 
projection and she committed to making the 
plan work.

Having enough for her retirement was her 
primary concern and once we had a plan for 
this, we moved on to setting up a will and 
reviewing her risk gaps and the insurance 
needed to cover unplanned life events like 
disability and dread disease.

When I met with Zanele this year for her 
annual financial planning review meeting, she 
told me that she now felt in control. There was 
a visible sense of relief in her demeaner. She 
shared with me how her sons had embraced 
the idea of budgeting and changing their 
spending habits. What stood out for me was 
how Zanele spoke confidently about hard 
she worked for her income, and how making 
changes in the way she spent her hard-earned 
money made her proud. 

The decisions she has made now will have 
a significant and positive impact on her 
retirement. She says that although the 
retirement age at her company is 65, she will 
probably continue working, but at least it 
will be on her terms as she is on track to have 
sufficient capital to live a comfortable life in 
retirement. 

#shet
ruste

dme
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ZANELE SHARED SOME STORIES OF 
FRIENDS AND FAMILY WHO HAD RECENTLY RETIRED AND COULDN’T 

AFFORD TO PAY FOR THEIR BASIC NEEDS. 
SHE DID NOT WANT TO EXPERIENCE THE 
SAME IN 15 YEARS’ TIME. 

#levelhead 



WHAT CAN I TAKE FROM THIS LIFE STORY? 

Reaching out for advice is 
the first step in changing 
behaviours and creating 
new habits. 

Don’t be fooled by 
the small changes.  
The avalanche starts 
out as a snowball… 

Money flows easily. Be aware where 
you are directing it. You control the 
course of the flow. 

#chan
ge 

#control 

#advice 

Budgeting is all Budgeting is all 
about changing about changing 
habits habits 

INTRODUCTION

FAMILY MONEY 
CONVERSATIONS

SURVIVAL MONEY

SAFETY MONEY

FREEDOM MONEY

GIFT MONEY 

DREAM MONEY

MONEY AND 
MARRIAGE 

DRAWING UP A 
FINANCIAL PLAN 

CONTACT US

Money doesn’t grow on trees. I’m sure we’ve all 
heard that at least once in our lifetime, and 
while it may not grow on trees, money comes 

from somewhere. There are many different sources 
of money. For some it will be a salary. For others it 
may be a profit share in a business. It could even be 
an inheritance that you draw on to live. Everyone will 
have a different starting point for money. Think of 
money as a water source – your stream, river, or water-
well. 

As with water, money is a resource that we use to live. 
Our flow of money also varies. At times in our lives 
there may be merely a trickle of money coming in, 
whilst at other times there is a steady stream. There 
could even be times when we experience a cascading 
waterfall of money. And, of course, there may be times 
when that source slows down- or even runs dry. 

Budgeting is an exercise in the allocation of money. 
Nothing more, nothing less. Regardless of the nature 
of your source, we all need to decide how to direct 
that flow, in order to live our lives successfully and 
comfortable. And so we budget.

Using a meaningful framework for deciding how you 
allocate your money is essential. We’re not talking 
about a traditional budget template of ‘income’ and 

FAMILY MONEY CONVERSATIONS

‘expenses’-that’s merely a format to record your 
budget. We should be talking about behaviours and 
habits first. Controlling our behaviours and the habits 
that are formed as a result of our behaviours and 
experiences is actually the starting point. All families 
should be talking about: 

• The difference between ‘wants’ and ‘needs’.

• Funding our ‘lifetime’ as opposed to simply focusing
on funding our ‘lifestyle’.

• What we value as a family and how we allocate
money to the things that bring us joy and happiness.

• How we live out our best life possible with the
money we have, as opposed to simply chasing a pile
of money and never having enough.

Budgeting can only really start once you’ve grounded 
the behaviours that influence and direct the flow of 
money to what matters most to you. The hierarchy of 
financial needs is a useful framework to prompt the 
allocation of money and wealth so that you fund all 
aspects of your life, and not just what appears to be 
pressing at that moment in time. Once you’ve done 
this, by all means download a budget app and record 
the numbers. 
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‘BUDGETING’ OR ‘BEHAVIOURS’ – WHERE DO YOU START? 

...cont

By Ricardo Teixeira, Certified Financial Planning® Professional 

www.bdo.co.za

THE FIFTY20TWENTY10 BUDGET RATIO 
CALCULATOR

The principle is simple – when it comes to budgeting 
try keep the ratio of your spending relative to your 
net monthly income. The framework points out areas 
where you may be over spending in relation to your 
total spend and income at that point in time. 

The rule of thumb to follow in allocating 
your income is: 

   50% should be allocated to household cost 

20% to your savings and retirement bucket 

20% on cars and transport and 

10% for entertainment 

As your income increases over time, so too will your 
Rand allocation to each category of spending. The ratio 
of each category should however stay the same. Now 
that’s a budget framework to create good habits! 

The Fifty20Twenty10 principle was conceptualised by Julio Rodrigues 
(Director, OMD) and shared with BDO Wealth Advisers. We love 
the concept as it cuts through with simplicity and is effective in 
challenging our bad money behaviours. How does your current 
spend stack up against these ratios? 

USE OUR 
50/20/20/10 
BUDGETING 
TEMPLATE

CLICK HERE

<Back 
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https://cdn.bdo.co.za/documents/fifty20twenty10-ratio-budget-planning-template-copyright-julio-rodrigues.xlsx


TIME AND 
THE MAGIC OF 
COMPOUNDING 
INVESTMENT 
RETURNS

O2

#retirement 

The magic of The magic of 
compounding interest compounding interest 

With time, a little With time, a little 
really does go a long really does go a long 
way way 
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O2 The magic of compounding interest 
Anna Brand, Cash Management Consultant 

If someone presented you with a lump sum of 
R450,000 today, what would you do with it? 
Would you use some of it to pay the deposit 
on a house, or perhaps your child’s university 
tuition?

R450,000 is the amount Helen accumulated 
over 14 years of diligent saving. She opened a 
call account through BDO’s cash management 
desk in 2007 and deposited a lump sum of 
R20,000.

She then made additional monthly debit order 
deposits of R2,000 from her salary. After 
10 years, Helen’s call account had reached 
a capital balance of R372,000. She hadn’t 
dipped into the capital or the interest she 
had earned so not only were her monthly 
savings generating a return, but so was her 
interest. Interest on interest. This is the magic 
of compounding interest; the accumulated 
interest earns interest and accelerates the 
growth of the investment.  

In 2017, Helen decided to stop the monthly debit 
order. The capital balance was now generating 
enough interest to continue growing her 
wealth exponentially, despite the low interest 
rate environment at times. She redirected her 
monthly debit order to another investment. 

Sometimes our clients teach 
us valuable lessons. Helen’s 
diligent and consistent monthly 
saving has inspired me and reminded 
me that:  
•	 It doesn’t matter how little you save per 

month. Get started now. A few years from 
now you will thank yourself.

•	 You may not know what to save for at first. 
Create a habit of saving and enjoy watching 
your bank balance grow.

•	 You will be amazed at how much wealth a 
small amount of money can generate if you 
are patient. Find someone who can calculate 
the future value of a monthly deposit over 
time. Look at that future value often to 
motivate yourself to persevere.

•	 Set up a debit order. It requires extra effort to 
cancel it when you are tempted to stop the 
monthly savings.  

#diligentsaving
#com
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Pay yourself first by setting 
up a debit order for your 
regular monthly saving. 

Money makes money. 

#mont
hlysa

ving 

#makemoney
 

#planning 

It’s not about how much you save, but It’s not about how much you save, but 
rather about getting into action and rather about getting into action and 
starting the saving habit starting the saving habit 

WHAT CAN I TAKE FROM THIS LIFE STORY? 

Click to watch Click to watch 
The 8th Wonder of the World - The 8th Wonder of the World - 
Celerity Investments Celerity Investments 
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O2 With time, a little really 
does go a long way 
Cindy Frantzeskos, Director of BDO Employee Benefits 

About 26 years ago, I met a client, Emily. 
She was working as an administrator at a 
small family-owned business. Her husband 
died at the age of 50 and she was left almost 
destitute after his passing. All she received 
was a small monthly pension of about R1,800 
from her late husband’s union fund. You can 
imagine her financial stress. She had lost her 
husband and the main breadwinner in the 
family. She asked me to assist her in deciding 
what to do with her husband’s pension.

After meeting Emily and understanding her 
situation, I found out she was 45 and not 
saving towards retirement at all. She was, 
however, working. At the time (in 1995), her 
employer only provided its group scheme 
cover to men who were eligible for retirement 
and risk benefits. After I consulted with her 
employer, it entrusted BDO to look after 
its employee benefits arrangement for all 
staff. The rules were amended to cover all 
permanent staff, including women, and Emily 
started contributing to the retirement and risk 
fund at the age of 45.

From the age of 45 to 55, she accumulated 
about R200,000 in retirement savings. She 
consulted with me again and was quite 
disheartened, as she knew this would not be 
enough to retire on. I explained to her that 
“money makes money” and I clearly 
remember her response: “That’s only 
for rich people.” I took her through 
an exercise to demonstrate the compounding 
effect of money making more money and 
explained how her money could grow. The 
compounding effect of a return on 
your investment returns is one 
of the wonders of the financial 
world. I encouraged her to continue working 
longer and saving towards her retirement.

At the age of 65 when Emily eventually did 
retire, her retirement savings had tripled in 
value from when we last spoke and she was 
able to have some financial freedom. Emily’s 
late husband’s pension had escalated to about 
R6,000 per month by this time. She had also 
partly invested this towards her retirement 
savings after his death and used the balance 

to supplement her monthly expenses. Her 
retirement was looking more appealing 
than when we spoke about the impact of 
compounding effect 16 years ago. Today, at 
71, Emily continues to draw a modest monthly 
income from her retirement savings. 

Retirement can be a gamble and a case of “hit 
or miss” if you don’t take time to plan. Asking 
for help was Emily’s saving grace. This led her 
to make relatively small adjustments 26 years 
ago that fundamentally changed her future. 

#diligentsaving
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Magic of compounding 
investment returns,  
over time. 

Money makes money,  
that’s compounding.

Time and 
consistency. 

Ask for help, take advice, make 
small changes. 

#consisten
cy 

#takeadvic
e 

#planning 

It’s not how much you earn that makes you It’s not how much you earn that makes you 
wealthy, it’s how much you save wealthy, it’s how much you save 
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O3 Seeing the opportunity on your doorstep 
Cindy Frantzeskos, Director of BDO Employee Benefits 

Many years ago, I was appointed by a 
construction company to manage its 
employee benefits. We were able to save 
the company money on its risk benefits and 
redirect it towards the retirement fund. We 
also encouraged staff to put an extra 1% per 
annum towards their retirement. This small 
change had a significant impact over time. 

A decade or so later, the company lost a key 
client and had to be liquidated. BDO assisted 
the employees and directors with completing 
the relevant paperwork to ensure everyone 
had access to the retirement savings they had 
accumulated. 

One employee, Solomon, was particularly 
distraught about the business closing. After I 
chatted to him, he realised that he had quite 
a bit of money in the retirement fund. He 
was 55 and felt that there was little chance 
of him finding another job. We discussed 
various options and I am happy to say 
Solomon purchased a vehicle and set himself 
up as a tour guide who transports tourists 
from OR Tambo airport and takes them to 
South African heritage sites and on cultural 

excursions. It gave Solomon a new lease on life 
and he was able to preserve the balance of his 
retirement savings, continue putting money 
away for the future, and provide for his family. 

Another employee, Simon, asked me to meet 
with him and his wife at their home. When I 
arrived, I noticed that they had two cottages 
and a large house on the property. Simon and 
his wife were worried after the closure of his 
employer’s company. He had a small amount in 
the retirement fund and she had only worked for 
a few years. He told me that the cottages were 
for their children when they visited once a year 
in December and that he had built them himself. 
He said that his broker had advised him to get 
another job and set up a retirement annuity. This 
was not bad advice, but Simon had just turned 
61 and felt there was a slim chance of him 
getting another job. 

He decided to put his retirement money into a 
preservation fund in case he needed to access 
it, and I advised him to rent out one of the 
cottages, which he did. It gave him such a boost 
that he then decided to fix up and rent out both 
cottages. He felt in control of his finances and 

future again. About a year later, he contacted 
me and told me that he had found a block of 
four flats near a university and was fixing them 
up to rent out. He was able to fully let out all 
four and as they were quite large apartments, 
he made good money out of his investment.  

Simon and Solomon’s stories are great 
examples of how to face financial uncertainty. 
Start by looking at your situation and 
assessing the different options in front of you. 
Like it was for Simon, sometimes a solution is 
literally on your doorstep.  

#retirementsavings
#be
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Having a qualified 
Financial Planner be your 
sounding board and voice 
of reason often helps you 
see new opportunities. 

The base line is to have 
retirement savings. What 
ever you do, put away a 
portion of your earnings 
into a long term retirement 
savings plan. 

The golden rule at retirement is 
to defer the draw down on your 
retirement capital, for as long as 
you can. Find other ways to earn 
an income before you touch your 
retirement savings. 

#savi
ngspl

an 

#retiremen
tsavings 

#planning 

Preserving your retirement savings Preserving your retirement savings 
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The reluctant life insurance 
decision 
Sue Cogswell, CFP®, Financial Planner 

John was a happily single, self-employed 
man, who worked as and when he chose. 
He believed that he had no need for insurance 
or, for that matter, any real savings. He 
smoked heavily but was quite active, so he 
believed that he would carry on working and 
never retire.

In his late 40s he met Sally, a client of mine. 
They bought a house together, took out 
a mortgage bond and shared living costs. 
Neither of them could have done this on their 
own income. 

John was rather reluctant to get any 
insurance, but Sally insisted that they at 
least get life cover for the bond, so she called 
me to meet with them and discuss their 
requirements.

The mortgage bond was in both their names, 
so they were jointly and severally responsible 
for it. If one of them died, the bond would be 
payable in full, unless the surviving partner 
could afford the remaining bond amount. The 
initial bond was R1,700,000.

Their shared costs were about R10,000 a 
month each. After much discussion and 
hearing my advice, John acknowledged that he 

didn’t want Sally to be under financial pressure if 
he died. She had a good job, but could not afford 
to run the house on her own. John needed to 
take out a life insurance policy. 

The life insurance cover for John was applied 
for and accepted. On several occasions he 
complained to me that he thought it was all a 
bit much. I advised John that once the bond was 
paid off Sally would not have a burden of debt 
she could not afford. I maintained that the life 
insurance premium was reasonable.

We also drafted wills for both John and Sally.

In 2018 John and Sally went away on holiday 
to the bush. As they were returning home, 
John said he wasn’t feeling well and asked Sally 
to drive. John got worse as they travelled, so 
much so that Sally decided to go straight to the 
nearest hospital where John sadly passed away 
from a heart attack. A tragic experience for Sally. 

Thankfully, the life cover that John had 
reluctantly taken out paid for the bond, covered 
all the costs that he had left unpaid, and allowed 
Sally to invest money for her retirement and be 
able to afford her ongoing monthly living and 
lifestyle costs.

She found that she was unable to cope with 
maintaining the house, garden and swimming 
pool, so she sold the property to move to a 
smaller, more manageable home.

The life cover John had taken out provided 
Sally with the financial freedom to make these 
decisions. Despite the tragedy of losing her 
husband, she had the peace of mind that her 
financial needs were covered and she would 
be okay. 

I often hear people say, “I 
don’t want to be worth more 
dead than alive”, but if you 
love your family surely you 
don’t want them to suffer 
unnecessarily if you’re dead? 
They are already worse off because you aren’t 
there anymore, don’t make them struggle 
financially as well.

#lifecover

#need
fori

nsura
nce
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Life insurance has a place 
in your financial plan. Take 
professional advice, calculate 
any shortfalls and then close 
the gap with insurance. 

#closeth
egap 

 #planning
 

We don’t know what we don’t know until We don’t know what we don’t know until 
someone points it out someone points it out 
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When you think you have it all 
sorted, life happens 
Sue Cogswell, CFP®, Financial Planner 

Barbara was single and had a very good job that 
provided group life insurance cover through her 
employer’s group benefit scheme. Barbara helped 
her sister financially and had bought a property 
for her to live in. This home was financed with a 
second mortgage bond as Barbara had an existing 
mortgage bond on her own home. 

Her group life insurance covered her in the case 
of death and provided for continued income if she 
was disabled, but did not have any dread disease 
cover. She also contributed to her retirement 
fund through the group scheme. These benefits 
were all considered in the financial plan that I 
developed for Barbara over the years. We also 
kept her will up to date. 

I advised Barbara that she should consider dread 
disease cover as this was a gap in her insurance 
needs. She was also a smoker and her family had 
a history of disease caused by smoking. We took 
out appropriate dread disease insurance cover. 

She also wanted to cover her sister’s bond 
separately from her group life cover so we added 
another life insurance policy to cover this debt. 

Life carried on. Barbara stopped smoking and she 
got married. She now was supporting both her 
sister and her spouse financially, but she had a 
good job and could afford the lifestyle. 

At the age of 59, she decided to take a voluntary 
retrenchment package and develop her own 
business. With the package she settled a lot of her 
debt, paid off her car, reduced the bonds on both 
properties and began working on her new project.

Her group life insurance cover fell away when she 
left her job and she chose not to continue with the 
same level of life insurance as she was comfortable 
that her remaining cover was sufficient for the 
outstanding debt on the mortgage bonds, especially 
now that the mortgage bonds were a lot lower. 

Her new project unfortunately did not take off as 
well as expected, and with no new income coming 
into the household, she began using her savings and 
drawing on her mortgage bond to pay the monthly 
costs for herself, her spouse and her sister. Barbara 
then sadly developed cancer, which led to her 
untimely and unexpected death. 

The life insurance cover for the mortgage bond paid 
to the estate and the stand-alone dread disease 
policy paid out. Most dread disease policies only 
pay out if the insured survives for a certain period 
of time after their diagnosis. Barbara passed away 
before this period had elapsed, but her insurer had 
only changed its policy rules a few months earlier 
and so her dread disease cover paid out.

Her estate was able to pay off both mortgage bonds 
and other debts as well as leave some money for her 
spouse and her sister. 

Barbara had two pension preservation funds and a 
few smaller retirement annuities which she wished 
to be shared equally between her sister and her 
spouse. Inheritance of retirement 
investment products is subject to 
insurers’ discretion. The insurers 
take into consideration who was 
financially dependent on the 
deceased. Even though Barbara wanted her 
retirement savings to be shared equally according to 
her beneficiary nominations, the insurer awarded 87% 
to Barbara’s spouse and 13% to her sister.

Life policies are paid out to the beneficiaries noted on 
the policy, whereas retirement funds are paid to the 
persons with the most financial dependence on the 
deceased. If you make any financial contribute to a 
third party, they could claim against your retirement 
fund when you pass away.  

The lesson here is to ensure that your beneficiaries are 
up to date and that you have completed a financial 
needs analysis so that your dependents are taken care 
of appropriately. Life happens and what was certain at 
one point in time may not be so any longer. 

#continuedincome

#yourb
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Beneficiary nominations are 
not the final word on who 
will eventually inherit your 
retirement savings. Be sure 
to take advice on your estate 
planning wishes. 

If you are supporting someone 
financially, be sure to include 
them in your will and retirement 
beneficiary nominations. 

#estateplanning 

#beneficia
rynominati

ons 

 #planning
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Take guidance in planning your will and 
wishes for your estate 
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O3 The client, the broker and the ombudsman 
David Crossley, CFP®, Business Manager 

I have always disliked injustice.

I dislike it when a decent person is ripped 
off by misrepresentation, particularly in the 
financial planning industry.

A few years back, I was asked to see an elderly 
gentleman about an investment that he was 
worried about. 

Bill was an electrician by profession, but 
had now retired, and was suffering from 
Parkinson’s disease. When I sat down with 
him, it was clear that he was in a state of 
panic. He did not have a great deal of money 
but had approached his bank for advice on 
how to invest a lump sum of R100,000. The 
bank referred him to its in-house investment 
adviser, who recommended an insurance 
linked investment policy, having assured 
Bill that he was going into a guaranteed 
investment fund.

Imagine Bill’s distress when two months later 
he received a statement showing that his 
investment had decreased by R20,000. So 
much for the guarantee. 

I asked Bill to share any documents that 
the bank broker had given to him. Among 
the various handwritten notes 
the broker had given Bill was 
a sketched diagram of how the 
investment would perform, 
including the words “Guaranteed 
fund” scrawled beside the 
diagram.

After assessing the facts, I reassured him that 
this was a classic example of misrepresentation 
and that we would apply to the Financial 
Advisory and Intermediary Services Ombudsman 
to have them consider the case. At the time 
there was no requirement for a Record of 
Advice to be given to Bill. This has subsequently 
changed and all advice now needs to be 
confirmed in writing to each client. 

We duly completed an application to submit the 
complaint to the ombudsman, with an initial 
letter to the bank, relaying our complaint and 
requesting that it refund Bill’s lump sum in full, 
due to gross misrepresentation. 

We received a very non-committal reply from 
the bank and sent the ombudsman all the 
documents for their consideration.

What seemed like ages passed, during which 
Bill become more and more convinced that 
he was going to lose his investment, and I had 
to reassure him that this would not be the 
case and encouraged him to have faith in the 
ombudsman system.

After following up directly with the 
ombudsman, we received a ruling in Bill’s 
favour, including an instruction from the 
ombudsman for the bank to cancel the 
investment and refund the full R100,000.

When I told Bill, his relief and outpouring 
of emotion were palpable – he could not 
thank me enough. As I left after giving him 
the good news, I realised just how much this 
intervention had done to restore his faith in 
the industry. 

The moral of this story is to always insist 
on receiving written confirmation of what 
was discussed and recommended. It’s your 
guarantee after all. 

#yourguarantee
#guarant

eedinves
tment

BDO Wealth Advisers  

BDO South Africa



Verify that your Financial 
Planner is licenced 
with the FSCA and is 
a registered Financial 
Services Provider. 

You should always receive 
a written recommendation 
for the advice from a 
Financial Planner. 

A professional Financial Planner 
will always give you a written 
document of the recommendations 
made and guidance given to you. 

#advi
ce 

#recommend
ations 

Working with a licenced professional Working with a licenced professional 
adviser gives you peace of mind adviser gives you peace of mind 
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HELPING YOU 
THROUGH LIFE’S 
TRANSITIONS

O4 A helping hand when life gets rocky 
 Lizanne van Eeden, FSATM Practice Manager 
We all expect to go through life transitions as 
we grow older, but we are seldom prepared 
for what that may mean, and these transitions 
are often more complicated that we had 
planned for.

Sarah was faced with one of these unexpected 
events and was forced to make some difficult 
decisions. She had gone through a messy 
divorce and the legal costs involved were 
higher than she’d anticipated. She was now a 
single working parent with two children. 

Her employer had also relocated her to a 
new office that was further away from home, 
and she was faced with the difficult choice of 
whether to move house and enrol her children 
in a new school closer to work, or to continue 
commuting to and from the new office. The 
commuting was starting to keep her away 
from her children for longer periods, making 
balancing her work and home life even more 
difficult.

It was at this stage that Sarah was referred to 
a BDO financial planner to assist her in making 
the best decisions for her and her family. 
I remember Sarah saying at the time: “Who 
would ever have thought I’d need a financial 
planner to help me decide where to live?”. 
After numerous consultations, she made 
adjustments to her life to help her get to a 
place of happiness. Some of these included: 

Moving closer to work: Her long commute 
caused Sarah to be away from her children for 
extended periods and was having a negative 
effect on all of them. So Sarah decided to sell 
her house and move closer to work. Although 
this would incur short-term expenses, like 
moving and transfer duty costs, she had 
decided to purchase a much smaller property, 
which would alleviate the monthly costs she 
was paying to run a big house on her own. She 
would also save on travel costs like petrol and 
maintenance on her car, as well as aftercare fees 
because her children would need to be there for 
shorter periods.

Setting up an achievable budget: The divorce 
had left her with a lot of legal debt, and she 
was able to arrange with her lawyer to pay this 
amount off in instalments that she could afford. 
She allocated some of the savings from running 
a smaller household into a savings account to 
build up an emergency fund, and to pay off her 
credit card. 

Increasing risk cover: Sarah’s existing cover 
did not include income protection for any 
event that might lead to her not being able to 
generate an income from employment. This 
was a big concern for her, as she feared that if 
she was unable to work, she would not be able 
to properly care for herself and her kids. She 
included additional income protection in her 
existing life cover at a monthly cost that was 
within her new budget. 

Moving forward with purpose and joy: 
By putting together a financial plan, Sarah 
was able to start focusing on the future and 
the goals she wanted to achieve in the long 
term. This helped her to take serious action to 
reduce her short-term debt and allocate the 
amount previously spent on debt to savings 
and other goals in the future.  

In the five years since Sarah first engaged 
with BDO, she has been able to successfully 
reduce her debt and increase her savings. She 
is able to provide for herself and her children 
and is much more positive about the future. 
She loves her smaller home and no longer 
feels overwhelmed by the daily responsibilities 
of running a large property on her own. 
She feels that she has managed 
to create a life to suit her 
needs and goals and continues 
to meet regularly with her BDO 
financial planner to ensure 
that she stays on track. 

As a practice manager, I am privileged to see 
life-changing stories like Sarah’s. This story 
is just one of many where I have seen the 
difference having a financial planner can make 
in a person’s life. A financial planner is an 
objective guide that can help set your life on 
track with financial goals that are attainable 
and by keeping you accountable for your 
money decisions. 

#lifetransitions
#li
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I remember Sarah saying at the time: “Who 

would ever have thought I’d need a financial 

planner to help me decide where to live?”. 



Have a regular check in on 
your financial health to 
ensure that you are on track 
to meet your life plans. 

Have an objective voice of reason 
in your life to reflect on your tough 
decisions. 

#fina
ncial

healt
h 

#decisions
 

#planning 

Financial planning is more than just the Financial planning is more than just the 
numbers. It’s about your life and how you numbers. It’s about your life and how you 
live the best life with the money you have. live the best life with the money you have. 
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Finding ways to build a life after 
the loss of a child 
Sue McLennan, Financial Planner 

We are taught about the cycle of life and 
death and how death comes at a ripe old age 
after a good life. But what if you lose a child? 
This is not the way it was meant to be. We 
are conditioned to think that our children will 
outlive us, not the other way around.

What if your only child is in her final year of 
studying and after years of love, nurturing and 
investment, is poised to go out into the world 
to build an independent life? What if she is 
suddenly snatched from you due to illness 
without so much as a “goodbye” or a hug?

This happened to John and Leslie. Living 
with the death of a child is one of life’s most 
traumatic and unfathomable transitions. It 
was as if they had lost their way emotionally 
as well as financially.  They managed to get 
through each day and their strong faith helped 
them stay together. Their marriage would 
survive, but what about their finances?

They had become “frozen in time” and had not 
continued to do regular financial check-ups as 
they felt unable to look forward to the future 
and plan for their retirement years without 
their beloved daughter.

I met with John and Leslie and we started 
the planning process with a 
discussion about why money is 
important to them. Through in-depth 
conversations they reflected on how unsure 

they had become and how negative behaviour 
had crept in to try to fill the hole in their lives 
caused by the loss of their daughter. It became 
apparent to John and Leslie that something had 
to change. Some of the obstacles they struggled 
with were: 
•	 Uncertainty about the direction of their 

lives. Should they retire in England where 
they were currently working or return to 
South Africa?

•	 Overspending and living for the moment. 
They had stopped budgeting and consciously 
saving extra for their retirement years. 

•	 Instant gratification. They had been 
spending money on whatever caught their 
eye (primarily extremely generous gifts for 
others).

The turning point for John and Leslie was their 
financial plan and the action they took together 
to bring order and purpose to their finances. 
Some of the steps they took were: 
•	 Defining their values and goals. This helped 

them determine what they wanted from their 
life together. Having a purpose and values 
that defined what was important to them 
became their guiding light. 

•	 Establishing a budget. We drew up a 
manageable budget and measured to see 
that it was working.

•	 Exploring various retirement scenarios. We 
looked at the timelines and investments 

required to achieve what they wanted.
•	 Updating their personal and group risk 

cover. This ensured there was sufficient 
insurance cover for a surviving spouse 
in the event of dread disease, disability 
or death. 

•	 Risk profiling. We established their 
appetite, capacity and tolerance for risk. 
This helped align their level of comfort with 
the investments they needed to make. 

•	 Taking advantage of tax-effective 
investments. We made sure they were using 
all available avenues for tax savings. 

•	 Regular financial health check-ups. These 
were important for assessing how existing 
investments were working to make up 
for the “lost years” and implementing 
new investments to achieve their 
retirement goals. 

•	 Updating wills and living wills. This 
involved annually reviewing and discussing 
“what if” scenarios in case of unforeseen 
circumstances.

It’s been 10 years since John and Leslie first 
reached out to me for help and I am astounded 
by how quickly and well they turned their 
financial planning around. They love, laugh, 
cry and live their lives to the full knowing that 
they have a plan and purpose for the latter 
years of their lives together. 

#lifetransitions

#life
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Living with the death of a child is one of life’s 

most traumatic and unfathomable transitions. 

It was as if they had lost their way emotionally 

as well as financially.  

HELPING YOU THROUGH LIFE’S 
TRANSITIONSO4



No matter how tough 
or uncomfortable life 
becomes, keep yourself 
focussed on what’s 
important to you. 

Everyone goes through an untold 
number of life transitions during 
their lifetime. It’s these times that 
you need your financial guide at 
your side. 

#lifeistough 
#lifetrans

itions 

#planning 

Bringing clarity to your purpose and Bringing clarity to your purpose and 
meaning for living meaning for living 

WHAT CAN I TAKE FROM THIS LIFE STORY? 
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An open ear and a kind heart 
Hedley Lamarque, CFP®, Financial Planner 

When people talk about financial planning, they 
usually think of it in relation to money. I have, 
however, realised over the years that money is 
just a small part of what financial planning is all 
about. I see it more as life planning. 

As a financial planner, you become intertwined 
in your clients’ lives. It is so rewarding to  be part 
of helping them realise their dreams, aspirations 
and family goals. Although you often walk closely 
with clients and their families, you also add value 
by looking at things more independently and 
objectively than someone from within the family 
can. The key is to build trust so that they can tell 
you their full financial story; and then to try and 
involve the whole family in the financial planning 
journey.

Many clients almost become your friends. My 
journey with Craig and Mary is a great example 
of this. Craig was a true gentleman who had 
provided well for his wife and family. He had run 
a successful business for many years, and he and 
Mary were now in the retirement phase of their 
life. They had been advised by another financial 
services firm, but were not happy with them as 
they felt the personal touch was missing.

BDO had provided business auditing services 
to Craig’s firm in the past, so he reached 
out to the audit partner for a referral to a 
trusted financial planner. This was how I met 
Craig and Mary. I still remember 
visiting them for the first 
time. We struck up a good 
rapport, which is probably 
one of the most important 
facets of financial planning, 
as it is fundamentally about 
relationships. I met with Craig and Mary 
several times over the next few months and did 
a lot of analysis of their existing investments, as 

well as the various structures they had in place and 
their aspirations for their family and life together. 
Since meeting them seven years ago, they have 
become some of my favourite clients. I got to meet 
their daughter and son, their young grandchildren, 
and even the family dog. Over the next few years, 
we spent quite a bit of time restructuring their 
financial affairs. Some of the key changes we made 
were:
•	 Ensuring that not all the family wealth was in 

Craig’s name. 
•	 Reviewing their tax affairs to structure them 

optimally. 
•	 Updating their wills and ensuring that if either 

of them passed away, funds would be available 
while the estate was being wound up. 

•	 We also implemented investments for their 
grandchildren’s future university education.

As a professional firm with a range of advisory 
services, BDO was able to provide all the services 
Craig and Mary required, allowing us to address 
their needs quickly. In their case in particular, having 
the BDO tax team overseeing their tax affairs made 
their tax planning easier and more seamless.

Craig and Mary’s daughter and son-in-law also 
became BDO financial planning clients. In a tragic 
turn of events, the son-in-law was diagnosed with 
a terminal illness and passed away a year later. 
Fortunately, we had managed to structure his 
personal financial affairs so that his wife, Craig’s 
daughter, still had sufficient funds available while 
his estate was being wound up. 

An unfortunate part of our business is dealing with 
death. It is also a life transition that a financial 
planner plays a big part in by staying in close 
contact and assisting clients and their families. 

Craig passed away just over a year later. When you 
become close to your clients, you cannot just look 

at the financial side. The administration of the estate 
obviously needs to be attended to, but the client also 
needs to be cared for emotionally.  

In this case, Mary and her daughter had both lost 
loved ones in a short period of time. I was in regular 
contact with them over the next few months, 
and took care to offer emotional support along 
with helping to sort out Craig’s estate. My role 
during this difficult time was, 
as Mary said, “someone to lend 
an ear”, rather than purely as an 
adviser. Mary and I had numerous discussions 
over the next few months, not just about the estate 
requirements, but also about life in general. 

Over these past 18 months, I think most South 
Africans have done quite a bit of introspection about 
what is really important to us; and almost everyone 
has said that human relationships, be it with their 
spouse, family, friends or colleagues, are their most 
treasured assets. With the ongoing lockdowns, many 
people have missed day-to-day human interactions. 
With all the mask wearing, I myself miss seeing 
people’s smiles when I’m out and about.

I think some people still underestimate the trauma 
many are going through during these unsettling 
times; people are worried about loved ones, their 
jobs, their finances and their safety. What we can do 
as advisers is to be there for them, act as a sounding 
board for their worries and fears, and try bring some 
sense to it all. Obviously we should also make sure 
they have a proper financial plan and stick to it, and 
avoid panicking when markets move suddenly and 
dramatically.  

I continue to assist Mary and her family as their 
financial planner, as well being a confidante where I 
can, to ensure that they have peace of mind that their 
financial affairs are in order and that if they need any 
support, I am just a phone call away.

#lifetransitions

#retir
ementp

hase
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The key is to build trust so that they can tell 

you their full financial story; and then to try 

and involve the whole family in the financial 

planning journey.

HELPING YOU 
THROUGH LIFE’S 
TRANSITIONS
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A financial plan is only a 
financial plan when it reflects 
your whole life story, your 
fears and your wishes. 
Anything less is just a record 
of financial transactions. 

A professional Financial Planner 
will walk your life journey with 
you. Guiding you every step of 
the way. 

#Afinancialplan 

#journeywi
thyou 

#planning 

It’s all about the person not  It’s all about the person not  
just the money just the money 
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Knowing when to choose happiness 
Lisa Griffiths, Associate Director and Financial Planner 

Making decisions for the major transitions in 
life is really tough. 

Move house or stay where you are? Get 
married or not? Take the job or turn it down? 
These are all huge choices.

Although it has been nearly 30 years since this 
story began, it often comes to mind when I 
am helping clients evaluate decisions in front 
of them.

I had a client called David. David was the 
second in charge at the South African office of 
a large international company. He had hoped 
to be promoted to lead the company, but it 
hadn’t worked out that way. After the initial 
disappointment, he pulled himself together. 
David was blessed with an incredibly positive 
disposition and reasoned that he only had 
five years until he was due to retire and would 
make the best of his job until then.

However, David’s employment situation 
deteriorated badly. He and his boss just could 
not work together. David tried everything, but 
the toxic situation continued to get worse.

He called and asked to see me urgently. When 
we met, David shared just how desperately 
unhappy he was at work. I listened to him 

verbalise the deliberations he was contemplating 
and kept challenging him to reflect and unpack 
his true feelings and emotions. At the end of the 
consultation, I advised him that we should look 
at his financial situation to ascertain whether 
he could afford to retire early. It was clear that 
he needed a change, but he also needed the 
confidence to make a decision that would bring 
him happiness. 

We worked on modelling cash flow scenarios 
and the outcomes of different decision paths. 
David put together his budget and I developed 
his financial cash flow projections. We met and 
pooled our information. My conclusion was 
that, although it was not the ideal scenario 
and lifestyle sacrifices may have to be made 
in the future, David could afford to take early 
retirement.

David tendered his application for early 
retirement the following morning.

He never regretted the decision. David loved 
every bit of his retirement. I saw him frequently 
as he lived in the same suburb as me. 

However, five years into retirement, David was 
diagnosed with a terminal cancer. He asked me 
to come and see him. I was full of trepidation. 

I wasn’t sure that I would know what to say, 
but I need not have worried. As I sat 
there, nervous and tongue-tied, 
he thanked me profusely for 
giving him the courage to take 
early retirement. He told me that 
his retirement years had been the happiest 
of his life. Looking back, the idea of working 
for a further three years in comparison to the 
joy he had had in his retirement years didn’t 
bear thinking about. He was at peace with his 
diagnosis.

We spent a lot of time together over the next 
two years before his death. David wanted to 
ensure that his financial affairs were in order 
and that his wife would be well provided for. 
When David passed, it was comforting to 
know that he had lived the life he wanted to in 
the end. 

I am often reminded that helping my clients 
with financial planning and advice is less about 
the numbers and more about the decisions 
that bring true purpose and meaning to 
one’s life. #evaluatedecisions

#major
transi

tions
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It was clear that he needed a change, but he 

also needed the confidence to make a decision 

that would bring him happiness. 
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Life is not a spreadsheet 
but modelling the financial 
impact of your decisions 
most certainly can nudge 
you to take courageous 
decisions for your 
happiness.

Live your life with purpose and 
meaning. Money is a means to an 
end and not the end itself. 

#yourhappiness 

#lifewithp
urpose 

#planning 

Put your happiness Put your happiness 
ahead of money ahead of money 

WHAT CAN I TAKE FROM THIS LIFE STORY? 

<Back 
 04 Helping you through  
life’s transitions



WHATS THE STORY?
BDO 

BDO 

BDO 

BDO 

BEHAVIOURAL TIME AND THE 
MAGIC OF 
COMPOUNDING 
INVESTMENT 
RETURNS 

HELPING YOU 
THROUGH LIFE’S 
TRANSITIONS 

OBJECTIVE 
GUIDANCE

O1 O2

O3 O4

 #financial
planning 

#wfpd2021#bdowealth

#FPW2021



BDO WEALTH ADVISERS (PTY) LTD IS A LICENSED FINANCIAL 

SERVICE PROVIDER (FSP NUMBER 4549)    

www.bdowealth.co.za 

Copyright © 2021. All rights reserved. Any information 
herein is not intended nor does it constitute financial, 
tax, legal, investment, or other advice. Before making any 
decision or taking any action regarding your finances, 
you should consult a qualified Financial Adviser. Although 
BDO Wealth Advisers has taken care to ensure that the 
content in this book is true and accurate, BDO Wealth 
Advisers cannot be held responsible for any inaccuracies 
in the information herein.

BDO Wealth Advisers (Pty) Ltd (FSP number 4549) is 
a Registered Financial Services Provider and a South 
African company and is an affiliated company of BDO 
South Africa Inc, a South African company, which is a 
member of BDO International Limited, a UK company 
limited by guarantee, and forms part of the international 
BDO network of independent member firms.

CONTACT US

JOHANNESBURG
Wanderers Office Park 
52 Corlett Dr,  
Illovo 
T +27 (0) 11 488 1700

PRETORIA
Building 5, Summit Place
221 Garsfontein Road,  
Menlyn
T +27 (0) 12 433 0160

DURBAN
Rydallviews Building
5A Rydall Vale Office Park 
38 Douglas Saunders Drive 
La Lucia Ridge 
T +27 (0) 31 514 7000

CAPE TOWN
6th Floor,  
119 -123 Hertzog Boulevard
Foreshore, Cape Town
T +27 (0) 21 417 8800

Email: wealthadvice@bdo.co.za

mailto:wealthadvice@bdo.co.za

