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EFSP Auxiliary ESL Curriculum

Financial Advice English
Participant workbook: discovery, client-safe recommendations, risk profiling, retirement

conversations, products, fees, conflicts, and advice documentation

Audience: advanced ESL learners working in financial advice, wealth management, retirement
planning, client service, and advice-adjacent roles

Focus: high-level professional English for financial-advice workplaces, including client discovery, fiduciary and best-interest
language, risk profiling, retirement planning, portfolio reviews, product discussions, fees, conflicts, documentation, and
realistic advisor-client dialogue.

Designed for advanced ESL learners who already work as financial advisors, investment advisers, planners, client service
associates, paraplanners, wealth managers, retirement specialists, or advice-adjacent professionals.

Teaching stance: this is financial-advice English training, not investment, tax, legal, insurance, banking, or retirement advice. Standards
and obligations vary by jurisdiction, license, firm, role, account type, and client facts. Learners should practice language, documentation,
and professional judgment while relying on qualified supervisory, compliance, legal, tax, and investment guidance for actual
recommendations.
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How to Use This Workbook

This workbook helps you sound precise, calm, and trustworthy in financial-advice conversations. The goal is not to sound
like a sales script. The goal is to connect client facts to appropriate next steps while avoiding guarantees, unclear
conflicts, and advice outside your role.

Your starting point
- Which client conversations are hardest for you: discovery, fees, volatility, rollovers, retirement income, product

tradeoffs, family conflict, complaints, or documentation?

- Which financial-advice terms do you understand when reading but avoid when speaking?

- When a client is emotional or urgent, do you become too agreeable, too technical, too vague, or too direct?

- What is one recent meeting note or client email you wish you had written more carefully?

Advice Process Language

Stage Useful verbs Example sentence

Discover ask, clarify, update, document, confirm Before recommending, we need to update your goals and liquidity
needs.

Analyze compare, model, stress-test, evaluate,
prioritize

The plan is sensitive to retirement spending and healthcare
assumptions.

Recommend explain, disclose, compare, justify,
document

This allocation fits the long-term goal but not the home-purchase
funds.

Implement open, transfer, rebalance, coordinate,
monitor

We should coordinate the rollover steps with the custodian and your
tax advisor.

Review revisit, rebalance, update, adjust,
escalate

The portfolio review should start with life changes, not only
performance.

Protect refer, disclose, supervise, preserve,
report

This concern should be escalated under the firm's complaint process.

Practice Pages
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Module 1. Advisor English: Discovery, Scope, Trust, and Boundaries
Financial advice begins before the recommendation. Strong advisor English gathers client facts, clarifies scope, explains
the role, and builds trust without promising performance or drifting into tax or legal advice.

What you should be able to do

- Conduct a client discovery conversation that is warm, structured, and documented.

- Separate client goals, facts, preferences, constraints, and assumptions.

- Use role-boundary language for tax, legal, insurance, and estate-planning issues.

Practice task

Situation

A prospect wants to invest half their account in one popular stock before discovery is complete. Write a response that
validates urgency, explains process, and avoids endorsing concentration.

Client facts and missing information

Risks, costs, conflicts, and boundaries

Final client-safe response



EFSP Financial Advice English - Participant Workbook

English Ladder Page 4

Module 2. Standards of Conduct, Best Interest, Disclosures, and Conflicts
Financial advice language is regulated and trust-sensitive. Learners need practical English for fiduciary duty, best
interest, suitability, Form CRS, fees, compensation, conflicts, supervision, and documentation.

What you should be able to do

- Explain fiduciary duty, best-interest obligations, suitability, conflicts, and disclosures in client-friendly language.

- Discuss fees and compensation clearly without sounding defensive.

- Document the rationale for a recommendation in a way a supervisor or regulator could understand later.

Practice task

Situation

A client asks why your advisory account costs more than a brokerage account. Write a balanced explanation of services, fees,
conflicts, and account fit.

Client facts and missing information

Risks, costs, conflicts, and boundaries

Final client-safe response
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Module 3. Goals, Risk Profile, Asset Allocation, and IPS Language
Clients often say they want high returns with low risk. Advisors must translate feelings into a documented risk profile,
objective, time horizon, liquidity need, allocation, and review process.

What you should be able to do

- Distinguish risk tolerance, risk capacity, time horizon, liquidity needs, and investment objective.

- Explain asset allocation, diversification, rebalancing, and portfolio constraints.

- Write investment policy language that is understandable and reviewable.

Practice task

Situation

A client has high risk tolerance but needs money in three years for a home purchase. Explain risk tolerance vs risk capacity
and propose goal-based buckets.

Client facts and missing information

Risks, costs, conflicts, and boundaries

Final client-safe response
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Module 4. Retirement Planning, Income, Tax-Aware Conversations, and RMDs
Retirement advice combines cash flow, uncertainty, tax rules, account types, Social Security timing, healthcare, inflation,
longevity, and client emotion. Learners need careful language that avoids false precision.

What you should be able to do

- Explain accumulation, decumulation, withdrawal strategy, sequence-of-returns risk, RMDs, and tax diversification.

- Discuss Roth vs traditional, taxable vs tax-deferred accounts, and account sequencing without giving unapproved tax
advice.

- Frame retirement income projections as planning tools, not guarantees.

Practice task

Situation

A retiree wants to sell everything after a market decline. Write your first five sentences and a follow-up question set.

Client facts and missing information

Risks, costs, conflicts, and boundaries

Final client-safe response
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Module 5. Portfolio Reviews, Volatility, Rebalancing, and Behavioral Coaching
Clients rarely need only facts during volatility. They need calm framing, review of goals, explanation of portfolio behavior,
and a disciplined process for deciding whether to stay, rebalance, adjust, or revisit the plan.

What you should be able to do

- Explain performance, benchmark, attribution, drawdown, volatility, rebalancing, and time horizon in client-safe
language.

- Respond to fear, regret, loss aversion, recency bias, and pressure to chase recent winners.

- Avoid statements that imply certainty about market direction.

Practice task

Situation

A client approaching RMD age asks whether to take only the minimum. Write an explanation with tax-referral language and
planning context.

Client facts and missing information

Risks, costs, conflicts, and boundaries

Final client-safe response
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Module 6. Products, Account Types, Rollovers, Annuities, Insurance, and
Alternatives
Product conversations are high-risk because clients may focus on benefits and miss costs, restrictions, liquidity,
surrender charges, tax effects, and conflicts. Learners need balanced product language.

What you should be able to do

- Discuss mutual funds, ETFs, bonds, annuities, life insurance, managed accounts, alternatives, 529 plans, and account
types at a practical level.

- Explain rollover options, fees, services, investment choices, and conflicts without steering prematurely.

- Describe product tradeoffs rather than presenting products as universally good or bad.

Practice task

Situation

A former employee asks whether to roll a 401(k) into an IRA. Compare the main options and identify the facts needed before a
recommendation.

Client facts and missing information

Risks, costs, conflicts, and boundaries

Final client-safe response
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Module 7. Family, Estate, Beneficiaries, Elder Risk, and Difficult Client Moments
Financial advice often becomes personal. Advisors may encounter family conflict, cognitive decline concerns, beneficiary
mistakes, sudden wealth, divorce, death, job loss, and possible exploitation.

What you should be able to do

- Use sensitive language for beneficiaries, estate documents, trusted contacts, incapacity, elder exploitation, and family
conflict.

- Know when to refer to estate attorneys, tax advisors, insurance specialists, or supervisors.

- Respond to grief, fear, embarrassment, and pressure from relatives while protecting the client relationship.

Practice task

Situation

An older client is being pressured by a relative to withdraw a large sum. Write protective, respectful language and an
escalation note.

Client facts and missing information

Risks, costs, conflicts, and boundaries

Final client-safe response
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Module 8. Practice Management, Documentation, Complaints, Marketing, and
Supervision
Professional financial advice depends on process. Good client language must be matched by good records, approved
communication, follow-through, complaint handling, privacy practices, and supervisory awareness.

What you should be able to do

- Write meeting notes that capture client facts, recommendation rationale, alternatives discussed, costs, risks, conflicts,
and follow-up items.

- Use compliant language in emails, client presentations, social media, testimonials, and performance discussions.

- Recognize when a client concern becomes a complaint or escalation issue.

Practice task

Situation

A client says, 'You never told me about the fees.' Write a response that preserves the relationship and follows
complaint-handling expectations.

Client facts and missing information

Risks, costs, conflicts, and boundaries

Final client-safe response
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Phrase Bank

Discovery and scope
- Before I recommend a strategy, I need to understand your goals, time horizon, liquidity needs, tax status, and risk

profile.

- That question touches tax or legal advice, so I can help coordinate the issue, but your CPA or attorney should confirm
the answer.

- I can explain the tradeoffs, but I do not want to promise an outcome the market or tax rules cannot guarantee.

- Let's separate what you want emotionally from what the plan can support financially.

Best interest, fees, and conflicts
- The recommendation needs to fit your facts, not just sound attractive in general.

- This option may create compensation for the firm, so we should discuss the conflict and why the recommendation still
fits.

- A lower fee is not always the better choice if the services and monitoring are different.

- I will document the alternatives we considered, the costs, the risks, and the reason for the recommendation.

Risk and asset allocation
- Your risk tolerance is high, but your risk capacity for this goal is lower because the money is needed soon.

- Diversification does not prevent loss, but it reduces dependence on one security, sector, or outcome.

- Rebalancing means we are following the plan, not reacting to headlines.

- The portfolio is designed for the goal and time horizon, not for beating every index every quarter.

Retirement and tax-aware planning
- The projection is a planning tool, not a guarantee.

- RMD rules set a minimum withdrawal for certain accounts, but your spending strategy may require a different amount.

- A Roth conversion may help long-term tax flexibility, but we need tax analysis before recommending an amount.

- Sequence risk matters because early retirement losses can make withdrawals harder to sustain.

Volatility and behavior
- I understand the desire to stop the pain. Let's review what selling now would do to your plan.

- We can make a disciplined adjustment, but I would separate that from a panic sale.

- Recent performance is important information, but it should not be the only reason to change strategy.

- The question is not whether volatility feels bad; it is whether the plan still fits your goals and risk capacity.

Products and rollovers
- A rollover decision should compare fees, services, investment choices, protections, tax impact, and your need for

advice.

- The guarantee solves one risk, but we need to review the cost, liquidity limits, and conditions.

- This product may be appropriate for some clients, but we need to test fit before discussing implementation.

- Alternatives may add diversification, but they can also add complexity, illiquidity, and higher fees.

Documentation and escalation
- I will note the client facts, alternatives discussed, recommendation rationale, risks, costs, and follow-up items.

- Because you are expressing dissatisfaction, I need to follow our firm's complaint process.

- This looks unusual enough that I should involve a supervisor before any transaction occurs.
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- Let's update your beneficiaries, trusted contact, and planning assumptions before changing the portfolio.

Personal Action Plan

Situation Term or phrase I will practice Evidence I used it well


