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I was reading the March/April 2012 
edition of FPA’s Practice Management 
Solutions and was drawn to Michael 

Kay’s article, “Teaching the International 
Language of Financial Life Planning.” I 
was part of the Indian study tour pro-
gram to San Diego in September 2011. 
This article was inspired by Michael’s 
account of the study tour. 
 A year ago, I completed a course on 
the fundamentals of financial life plan-
ning with Money Quotient, and I was 
enthusiastic to introduce the practice of 
financial life planning to my clients. In 
the next two months, the Money Quo-
tient team provided excellent support 
and encouragement, which helped me to 
take the plunge in June 2011. 
 I decided to initially introduce 
financial life planning to a couple of 
existing clients who had been with me 
for quite some time, and coincidentally 
their contracts were up for renewal in 
July. I thought there couldn’t have been 
better timing to introduce financial life 
planning.

A Cultural Perspective
To give a cultural perspective, in India, 
most financial decisions are managed 
by men with very little influence by 
women. It is not easy to get the wives of 
clients to the conversation table along 
with their husbands to express their 
feelings on topics involving money. The 
only area women are generally involved 
in is managing the household expenses 
on a monthly basis. Women also tend 
not to get involved in finances because 
of the trust factor with the men in their 
families; they usually leave it to their 

father, husband, son, grandson, etc. to 
manage personal financial issues. Many 
also find finance boring because no one 
engages them in a dialogue, and the 
financial community uses jargon to keep 
them away.
 To circumvent this, I meet most 
clients at their homes because I have 
found them the best place for conversa-
tions and interactions with other family 
members. The spouses will at least 
interact for a brief while during our con-
versations. Clients are also more relaxed 
and open up to conversations better. For 
working professionals, we insist on the 
weekend when they are more relaxed, 
and for the self-employed, we meet on 
weekdays as long as they are relaxed and 
they can give us uninterrupted time for 
conversations.

Extensive Meeting Prep
I prepared for the meetings extensively 
and made sure that the client and his 
wife also prepared by reading up on the 
materials I had sent. I requested the 
clients allocate three to four hours of 
uninterrupted time for each day for our 
conversation based on the life planning 
tools of Money Quotient. 
 During the meeting preparation for 
the first client, I realized this was the 
most extensive preparation I had ever 
done for a client meeting. This included 
meditating and clearing my mind to be 
ready to listen while I was on my way to 
their home for the meeting.

Deep Client Conversations
During the end of the second day of 
conversations with the client and his 

spouse, I came to fully realize that the 
language of financial life planning is 
truly universal. Over those two days I 
learned so much about the client, the 
client learned so much about his spouse, 
including her needs, fears, concerns, etc., 
and the spouse learned something new 
about her husband. I think it was one of 
the most touching, deep conversations 
I have had with any client. And, for a 
change, I was a sharp listener. 
 After these meetings, I put together 
the key elements of their financial life 
plan and action plan and sent it to them.
 It has been nine months since I 
initiated the practice of financial life 
planning, and I met the client recently 
to check on the progress of the new 
initiative. The client, his spouse and their 
kids are happier and are enjoying their 
lives more. I found that one of the finer 
aspects of financial life planning is to 
facilitate clients to find their own small 
goals that matter a lot to each individual 
in the family, and then communicate 
those goals so that each one in the family 
rallies around to help achieve them. Too 
often, financial planning has focused on 
the future and sacrificed the present in 
terms of quality of life. I think financial 
life planning bridges that gap nicely 
while taking care of the future as well.  
 Since I embraced the practice of 
financial life planning, life has been truly 
rewarding for me and my clients. 

Partha Iyengar is the founder of Accretus Solutions 

India LLP, an advisory firm specializing in financial 

life planning and wealth management services 

and has been an international member and active 

volunteer of FPA since 2008.

Culture and Application of Financial Life 
Planning: A Personal Experience
b y  P a r t h a  I ye n g a r


