EFSP Auxiliary ESL Curriculum

Financial Advice Jargon Field Guide

Quick reference for high-level ESL learners who need precise financial-advice vocabulary
and client meeting language

Audience: advanced ESL learners in wealth management, retirement planning, client service,
paraplanning, portfolio support, and advisory teams

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 Advice Jargon Well

- Use the term only when it clarifies the client issue or recommendation rationale.

- Pair jargon with client facts: goal, time horizon, risk tolerance, risk capacity, liquidity need, tax status, costs, and
alternatives.

- Define terms in plain English for clients, especially Form CRS, fiduciary, suitability, RMD, rollover, annuity, and
tax-loss harvesting.

- Avoid guarantees, performance promises, unapproved tax/legal advice, and product claims outside approved
materials.

Nomenclature and Jargon

Teach these terms as working vocabulary. Learners should be able to define the term, use it in a realistic sentence, ask a
clarification question, and explain the client consequence. Because many terms have regulatory, firm-specific,
product-specific, or tax-sensitive meanings, learners should ask which definition applies.

Advisor roles and standards

Financial advisor A broad market term for someone who provides financial guidance; legal meaning depends on
registration, license, and services.

Investment adviser A regulated adviser role that may owe fiduciary obligations under applicable law and registration status.
Broker-dealer A regulated firm or representative involved in securities transactions and recommendations.

Fiduciary duty Duty to act in the client's best interest under applicable standards and context.

Regulation Best Interest SEC standard of conduct for broker-dealers when making recommendations to retail customers.
Suitability A standard requiring recommendations to fit a customer's investment profile under applicable rules.
Form CRS Relationship summary designed to help retail investors understand services, fees, conflicts, and

disciplinary history.

Form ADV Investment adviser disclosure and registration form, including brochure information for clients.

Client profile and discovery

Investment objective What the client is trying to accomplish, such as growth, income, preservation, or liquidity.

Time horizon How long the client expects to invest before needing funds for a goal.

Risk tolerance The client's emotional willingness to accept investment volatility or loss.

Risk capacity The client's financial ability to absorb loss without derailing goals.

Liquidity need Need for accessible cash or investments that can be sold without unacceptable cost or delay.

Investment experience Client's familiarity with products, markets, risks, and prior investing decisions.

Tax status Client tax facts that may affect planning and investment decisions, requiring qualified tax guidance.

Constraints Limits such as income needs, legal restrictions, values preferences, concentration, liquidity, or tax
concerns.

Planning and retirement
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Financial plan

Monte Carlo analysis
Retirement income
Withdrawal rate
Sequence risk

RMD

Roth conversion

Beneficiary designation

A coordinated view of goals, resources, assumptions, risks, and recommended actions.
Simulation showing possible goal outcomes under many market paths, not a guarantee.

Cash flow used to support spending after work income decreases or stops.

Percentage of a portfolio withdrawn over a period, often discussed in retirement income planning.
Risk that early losses during withdrawals harm long-term sustainability.

Required minimum distribution from certain retirement accounts under IRS rules, depending on age,
account, and facts.

Moving pre-tax retirement assets into Roth status, often creating tax considerations.

Account instruction naming who receives assets after death, subject to account and legal rules.

Portfolio construction

Asset allocation
Diversification
Rebalancing

IPS

Benchmark
Drawdown
Tax-loss harvesting

Concentrated position

Division of portfolio among asset categories such as equities, fixed income, cash, and alternatives.
Spreading exposure across holdings or asset classes to reduce concentration risk.

Adjusting portfolio back toward target allocation after movement or client change.

Investment policy statement connecting objectives, risk, allocation, constraints, and monitoring.
Reference index or blend used to evaluate portfolio performance.

Decline from a prior high value to a lower value.

Selling investments at a loss to potentially offset gains, subject to tax rules and constraints.

Large exposure to one security, employer stock, sector, or asset class.

Products and accounts

ETF

Mutual fund
Expense ratio
Annuity
Surrender charge
Managed account
529 plan

Alternative investment

Exchange-traded fund; pooled investment traded on an exchange.

Pooled investment vehicle that issues shares and is typically priced at net asset value.

Annual fund operating costs expressed as a percentage of assets.

Insurance contract that may provide income or guarantees with costs, restrictions, and conditions.
Fee for withdrawing from certain products during a specified period.

Account in which investments are managed for the client under an agreed program or mandate.
Tax-advantaged education savings plan under U.S. rules, subject to program and tax details.

Nontraditional investment that may have complexity, illiquidity, higher fees, or eligibility limits.

Fees, compensation, and conflicts

AUM fee
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Commission Transaction-based compensation connected to buying, selling, or placing a product.

Wrap fee Bundled fee covering advisory and certain transaction or platform services, depending on program.

Load Sales charge on certain mutual funds or products.

Revenue sharing Payment arrangement that may create a conflict requiring disclosure and management.

Conflict of interest A factor that could influence or appear to influence advice or recommendations.

Disclosure Communication of relevant facts such as fees, risks, services, conflicts, and limitations.

Fee-only Compensation model often meaning no product commissions, but definitions and use should be
checked.

Client behavior and risk language

Loss aversion Tendency to feel losses more strongly than similar gains.

Recency bias Tendency to overweight recent events when making decisions.

Herding Following others' decisions without independent analysis of fit and risk.

Panic selling Selling primarily from fear during stress, often without revisiting goals and plan.

Chasing performance Buying what recently performed well without evaluating risk and fit.

Behavior gap Difference between investment returns and investor returns caused by timing and behavior.
Client objective The goal the plan is designed to support, not necessarily the client's latest emotional reaction.
Tradeoff Choice that improves one objective while accepting cost or risk somewhere else.

Documentation and compliance verbs

Recommend Suggest a specific action or strategy based on client facts and standards.

Disclose Communicate relevant information about services, fees, risks, conflicts, or limitations.
Document Record facts, rationale, alternatives, risks, client instructions, and follow-up.

Escalate Raise an issue to compliance, supervision, legal, tax, or specialist support.

Supervise Review and oversee advice, communication, accounts, and advisor activity under firm policy.
Substantiate Support a claim, recommendation, or statement with evidence or approved materials.

Refer Direct the client to another qualified professional for tax, legal, insurance, or specialized advice.
Update Refresh client information, risk profile, beneficiary details, or planning assumptions.

Common Meeting Moves

Discovery and scope

- Before | recommend a strategy, | need to understand your goals, time horizon, liquidity needs, tax status, and risk
profile.
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That question touches tax or legal advice, so | can help coordinate the issue, but your CPA or attorney should confirm
the answer.

| can explain the tradeoffs, but | 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.
| 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 heeded 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

| 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 | 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, | need to follow our firm's complaint process.

This looks unusual enough that | should involve a supervisor before any transaction occurs.

Let's update your beneficiaries, trusted contact, and planning assumptions before changing the portfolio.

Fast Contrast Pairs
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Do not confuse

Risk tolerance vs risk capacity

Education vs recommendation
Financial advisor vs investment adviser

Best interest vs guarantee
Diversification vs no risk

Rollover vs transfer
Annuity income vs liquidity

Beneficiary vs trusted contact

Source Orientation

- SEC Regulation Best Interest, For
professionals.

- FINRA suitability, Reg BI, account

Working contrast

Tolerance is emotional willingness; capacity is financial ability to absorb loss.

Education explains concepts; recommendation suggests a specific action or strategy based
on client facts.

Advisor is a broad market term; investment adviser is a regulated term with specific
obligations.

Best-interest language concerns conduct and fit; it does not guarantee investment results.
Diversification reduces concentration risk; it does not eliminate market loss.

Rollover often involves retirement-account movement and consequences; transfer is
broader and context-dependent.

Annuities may provide income features but may limit liquidity and include costs or
surrender charges.

A beneficiary may receive assets after death; a trusted contact may be contacted under
limited firm-policy circumstances.

m CRS, Form ADV, and Investor.gov resources for retail investors and financial

, fee, asset allocation, diversification, and investor education resources.

- CFP Board Code of Ethics and Standards of Conduct for fiduciary, financial planning, client information, and

professional conduct language.

- SEC investor education on asset allocation, diversification, rebalancing, risk tolerance, and investment professional

selection.

- IRS retirement-plan and IRA requi
retirement language.

red minimum distribution resources for RMD terminology and referral-aware

- Firm compliance manuals, supervisory procedures, approved communications, and product-specific disclosures,
which control actual workplace phrasing.
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