IBF ACCREDITED Code P190415RFZ
Validity Period 31 Jul 2019 – 30 Jul 2024
Training Focus RRCE (4 hours), Non-RRCE (4 hours)

Build and Develop the Team of
Relationship Managers
IBF Standards - Private Banking and Wealth Management
8 IBF-STS TRAINING HOURS
For registration of public scheduled session, click here.
To organize a tailored session for your organization, please contact us at email@salmonthrust.com
Clients’ trust must be earned in relationship management. The same is required of a RM team lead. He or she must possess the
right skills, knowledge, attitude and experience to properly influence a team of Relationship Managers. The role of the team
lead is to glue the team to the bank’s required standards, business goals while balancing advisory integrity with clients. A good
team leader will be able to bring out the best in the team in results, but also in values and standards that will cement a long
lasting wealth building business. This course provides the skills for them to do so.
TARGET AUDIENCE
•

Team leaders or cluster heads with both client management and team management functions

•

Team leaders with a key team management role

LEARNING OUTCOMES
•

To gain knowledge and practices to attract talent for the role of Relationship Manager

•

To grow the team through identifying and hiring of new talent, and retaining top performers

•

Learn to communicate and create a culture of teamwork towards common goals, achieving targets set, adopting best practices
and living shared values

•

Lead and guide the team to uphold and deliver best practise standards and ethical conduct in the care and management of
client relationships to help clients achieve their wealth management goals
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COURSE OUTLINE
Defining Team Leadership & Challenges facing a Team Leader in wealth management
Our Team Leadership MODEL: Forming-Weaving-Managing-Performing
Hiring and Recruitment for Wealth Management
•

•

What counts and what matters?
–

Key election matrix, interview questions and what to look out for

–

How to positivize your selection criteria

–

A balance view of competency and capacity in selection

Understanding Factors that Motivate or Demotivate in Private Banking
–

Why do people join Wealth Management?

–

What do people look out for in work-life?

–

Factors that affect performance, retention and growth among Relationship Managers.

–

Identifying situations/issues for intervention and better management

Effective Team/Employee Building and Management
•

•

Phases of Life Motivation with Marslow Hierarchy of Needs.
–

Management Quads – Four perspectives to apply right strategies for a better and more precise employee management

–

How to incentivise team members with different aspirations?

–

How to prioritize listening in leading the team

Leadership in developing a positive team culture
–

Matching intervention strategies to different phases of team dynamics

–

How to coordinate desired behaviour with value and best practices

–

How to intervene, coach and mentor members in performance and in difficult scenarios

–

Applying Conflict Management concepts and skills to team conflicts

Leading from the front
•

Model the way:
–

Envisioning the Future with goals and values setting

–

Weaving the value of clients’ interest, fair dealings and practices with wealth management goals

–

How to surface, articulate and inspire shared values and build a professional culture that upholds PB Code of Conduct and
clients’ interest and benchmark the best practices

–

Rules-Role-Relations-Rewards – How to draw out a matrix that will position one’s management style to:
»

effectively guide and communicate to RMs to balance clients’ needs with corporate goals

»

effectively guide and promote the importance of ethical conduct and professionalism in Private Banking

»

communicate and identify best practices that will develop better understanding of clients’ needs so as to establish a
long term relationship with the client

Assessment - MCQ
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IBF STANDARDS
This course is designed to meet the following Technical Skills and Competencies (TSCs) in Skills Framework for Financial Services:

Industry Segment

: Private Banking and Wealth Management

Job Role

: Relationship Managers

			

Relationship Director / Team Leader

Technical Skills and Competencies (TSCs) and Proficiency Level
A1. Benchmarking - Level 4

B11 . Service Challenges - Level 4

A13 . Ethical Culture - Level 5

F2 . People Performance Management - Level 5

A19 . Strategy Planning - Level 4

G15 . Product Advisory - Level 4

IBF-STS

ABOUT THE IBF STANDARDS

This programme has been accredited under the IBF Standards, and is

The IBF Standards are a set of competency standards for financial skills.

eligible for funding under the IBF Standards Training Scheme (IBF-STS),

These Standards are developed in partnership with industry leaders

subject to all eligibility criteria being met. Candidates are advised to

and provide a professional development and skills roadmap for financial

assess the suitability of the programme and its relevance to participants’

sector practitioners to excel in their respective job roles. They currently

business activities or job roles.

cover 12 industry segments in the financial sector.

Find out more on www.ibf.org.sg

ABOUT THE INSTITUTE OF BANKING AND FINANCE SINGAPORE
The Institute of Banking and Finance Singapore (IBF) is the national

ABOUT IBF CERTIFICATION

accreditation and certification agency for financial industry competency

Participants are encouraged to access the IBF MySkills Portfolio to track

in Singapore under the IBF Standards. Find out more on www.ibf.org.sg

their training progress and skills acquisition against the Skills Framework
for Financial Services. You can apply for IBF Certification after fulfilling
the required number of Technical Skills and Competencies (TSCs) for the
selected job role.
Find out more about IBF certification and the application process here.

ABOUT SALMON THRUST
Founded in 2004, Salmon Thrust is committed to delivering real-world banking and financial training to professionals working in banks, corporates,
government agencies, and other financial institutions.
Based in Singapore, we offer our clients in the region a broad range of up-to-date financial topics, delivered via classroom training and e-learning. Our
courses range from foundational programmes for new entrants, right through to the most complex and current topics in the industry.
At Salmon Thrust, we are attentive to our clients’ diverse learning needs. We identify relevant courses to bridge the learning and skill gaps, empowering
our clients to make better decisions and bring real value to both their customers and organisations.
T (65) 6323 0768 E email@salmonthrust.com
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