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CLIENT QUESTIONNAIRENTM Financial Services Limited
12 Cwrt Y Parc
Earlswood Road
Llanishen
Cardiff
CF14 5GH
Telephone: 02920 766400
Email: enquiries@ntmfs.co.uk
Website: www.ntmfinancialservices.co.uk

Authorised & Regulated by the
Financial Conduct Authority
Client Name:	
Adviser Name:	 
Introducer Name:   
Date Completed:	
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Office Use
Compliance Documents
	Document
	Date Signed/Received

	Client Agreement (CAD)
	

	CAD version
	

	Client Status (e.g. full advice Ex only)
	

	Level of Service Agreed
	

	Fee Agreed 
	

	Risk Profile Questionnaire
	

	Letters of Authority
	

	Verification of Identity
	

	Suitability Report
	

	Client Review
	

	
	



Client Documents Received
	Document
	Date Received
	Date Scanned/Filed

	Payslip
	
	

	Bank Statement
	
	

	P60
	
	

	Business Accounts
	
	

	HMRC Documents
	
	

	
	
	

	
	
	



Notes










Objectives
Unless requested below a full review will be carried out.  If you wish to restrict advice to specific areas then there may be additional needs that will not be addressed or the advice may be different than if a full review had been conducted.
Restricted review/Limited advice	 Yes*	 No
*Please complete the areas you wish to have reviewed below:
	Personal Protection     Area to be reviewed           Yes*	        No
If yes, see Appendix A, If No, please state why,


	Savings & Investments      Area to be reviewed      Yes*	        No
If yes, see Appendix B, If No, please state why,


	Retirement Planning    Area to be reviewed           Yes*	        No
If yes, see Appendix C, If No, please state why,


	Property Purchase         Area to be reviewed          Yes*	        No
If yes, see Appendix D, If No, please state why,


	Estate Planning             Area to be reviewed           Yes*	        No
If yes, see Appendix E, If No, please state why,


	Cash Flow Planning

	Other





Personal Details
	
	Client A
	Client B

	Forename
	
	

	Surname
	
	

	Previous Name
	
	

	DOB
	
	

	Sex
	Male/female
	Male/female

	Marital Status
	
	

	Address
	




	

	Postcode
	
	

	Home number
	
	

	Mobile number
	
	

	Email 
	

	

	Smoker
	Yes/No
	Yes/No

	Health
	Good/Not Good
	Good/Not Good

	Dangerous Pursuits
	
	



Family & Dependents
	Name
	DOB
	Relationship
	Dependent

	
	
	
	Yes/No

	
	
	
	Yes/No

	
	
	
	Yes/No

	
	
	
	Yes/No

	Notes










Occupation 

	Employed
	Client A
	Client B

	Occupation
	
	

	Employer
	
	

	Business Address
	
	

	Start Date
	
	

	2nd Occupation
	
	

	Employer
	
	

	Business Address
	




	

	Start Date
	
	

	Self Employed/
Partnership
	Client A
	Client B

	Business type
	

	

	Business Address
	




	

	Start Date
	
	

	Accounting Year
	
	

	Notes








	Income
	Client A
	Client B

	Gross Salary 
	
	

	Second Gross Salary
	
	

	Self Employed Income
	
	

	P11D Benefits
	
	

	State Pension 
	
	

	Occupational Pension
	
	

	Personal Pension 
	
	

	Dividend Income
	
	

	Savings Income
	
	

	State Benefits
	
	

	Income from Trusts
	
	

	Other Income
	
	

	Total Gross Income (per annum)
	
	

	Net Income (per month)
	
	

	Notes













Outline any anticipated income changes



Tax Details
	
	Client A
	Client B

	NI Number
	
	

	UTR
	
	

	Tax Rate Paid
	0%, 20%, 40%, 45%
	0%, 20%, 40%, 45%

	Self-Assessment Done
	Yes/No
	Yes/No

	Residency
	
	

	Nationality
	
	

	Place of Birth
	
	







Expenditure
	
	Client A
	Client B
	Joint

	Mortgage/Rent
	
	
	

	Council Tax
	
	
	

	Water 
	
	
	

	Utilities
	
	
	

	TV/Broadband
	
	
	

	Mobile
	
	
	

	Telephone
	
	
	

	Home Ins
	
	
	

	Food
	
	
	

	Travel/Holidays
	
	
	

	Clothes
	
	
	

	Entertainment
	
	
	

	Loans
	
	
	

	Credit Cards
	
	
	

	Motor
	
	
	

	Car Ins
	
	
	

	Childcare/ Educational
	
	
	

	Hobbies
	
	
	

	Reg Savings
	
	
	

	Reg Pension
	
	
	

	Life & CIC
	
	
	

	Health & Medical Ins
	
	
	

	Other Expenditure
	
	
	

	Total Expenditure
	
	
	



	
	Client A
	Client B
	Joint

	Total Income
	
	
	

	Total Expenditure
	
	
	

	Surplus/Deficit
	
	
	

	Notes














Assets
	Asset
	Client 1
	Client 2
	Joint

	Main residence
	
	
	

	Second property
	
	
	

	Other Properties
	
	
	

	Personal possessions
	
	
	

	Cash – current account
	
	
	

	Cash – deposit account
	
	
	

	Cash – fixed rate bond
	
	
	

	Cash – ISA
	
	
	

	Cash – regular saver
	
	
	

	Building Society 
	
	
	

	Other Cash Holding
	
	
	

	Equity ISA
	
	
	

	Stocks & Shares
	
	
	

	Collective Investments
	
	
	

	Investment Bonds
	
	
	

	Endowments
	
	
	

	Friendly Society
	
	
	

	Other Investments
	
	
	

	Other Assets
	
	
	

	Other Asset
	
	
	

	Total Assets
	
	
	

	Notes

Do you have any Ethical or ESG investment needs to consider  –          Yes/No
If Yes, please outline:





















Liabilities – outstanding balance
	Liability
	Client 1
	Clint 2
	Joint

	Domestic mortgage
	
	
	

	Second mortgage
	
	
	

	Buy to let mortgage
	
	
	

	Loan 1
	
	
	

	Loan 2
	
	
	

	Hire purchase
	
	
	

	Credit card 1
	
	
	

	Credit card 2
	
	
	

	Bank overdraft
	
	
	

	Tax owed
	
	
	

	Other liabilities
	
	
	

	Guarantees
	
	
	

	Total Liabilities
	
	
	




Net Worth		
	
	Client 1
	Client 2
	Joint

	Assets
	
	
	

	Liabilities
	
	
	

	Net Worth
	
	
	

	Notes

























Knowledge & Experience
Before making a recommendation it is incumbent on our Firm to determine that you have the necessary level of experience and knowledge in order to understand the risks involved in any transaction we may arrange for you or in the management of your portfolio. 

Therefore, please complete the following assessment accurately.

Investment Experience and Service 
1. What type of investment planning have you received advice on, or types of products you have purchased within the last 10 years? (Please circle, where appropriate, and outline the nature, volume and frequency in the free text box). 

	No.
	Types of Product
	Advice Received
	Product Purchased

	1
	Building Society deposit/savings accounts
	Y / N
	Y / N

	2
	Regular savings vehicles including endowments, friendly society bonds
	Y / N
	Y / N

	3
	Lump sum investment bonds
	Y / N
	Y / N

	4
	Unit trust/OEIC/ISA
	Y / N
	Y / N

	5
	Regular and/or single premium personal pension contracts
	Y / N
	Y / N

	6
	More complex pension arrangements such as SIPP’s and Unsecured Pension/Income withdrawal
	Y / N
	Y / N

	7
	Shares
	Y / N
	Y / N

	8
	Warrants, derivatives, commodities, spread betting
	Y / N
	Y / N

	9
	Tax planning
	Y / N
	Y / N

	10
	IHT planning
	Y / N
	Y / N



	No.
	Nature, Volume and Frequency

	
	




	
	




	
	





What type of service are you familiar with? 
	In any past dealings, would you normally receive advice?
	Yes / No / N/a

	Do you have any experience of requesting transactions on an Execution Only basis?
	Yes / No



Knowledge Statement

1. Are there any particular issues which we should be aware of in terms of your level of education, profession or former profession which are relevant to your investment knowledge or experience? 						YES/NO

	(If Yes, please provide detail)





1. Which of the following descriptions best describes your knowledge and experience? (Please Tick).

	I have no knowledge of investments whatsoever, and this would be my first investment. 
I am aware of market fluctuations, and how these might generate growth/income within my investments but also the fact that I may lose all or part of an investment made
	

	I have a reasonable knowledge of investments, having previously purchased Investment/Pension contracts. 
If the products purchased fluctuated in value, have you been comfortable with this? Yes/No; If No, please provide further detail below
	

	I have a strong knowledge of investments, having previously purchased a range of Investment/Pension contracts.   I take an active interest in following investment markets and reviewing my financial plans.
If the products purchased fluctuated in value, have you been comfortable with this? Yes/No; If No, please provide further detail below
	



	Free text to describe your personal knowledge and experience:







Attitude to Risk


	Which statement reflects your attitude to risk
	Tick

	No investment risk. Willing to accept inflation risk.
	

	Investors in the Very Low risk group are prepared to take only a small degree of risk with their financial decisions. When faced with a major financial decision they are usually, if not always, more concerned about the possible losses than the possible gains. It is somewhat more important that the value of their investments do not fall than retaining its purchasing power. For most, any fall in the total value of their investments would make them feel uncomfortable but for some it would take a fall up to 10%.
	

	Investors in the Low risk group are prepared to take a small degree of risk with their financial decisions. When faced with a major financial decision they are usually more concerned about the possible losses than the possible gains. For most it is somewhat more important that the value of their investments retain its purchasing power rather than the investments not falling. For some, any fall in the total value of their investments would make them feel uncomfortable but for most it would take a fall of up to 20%.
	

	Investors in the Average risk group are prepared to take a small to medium degree of risk with their financial decisions, more likely medium. When faced with a major financial decision some are usually more concerned about the possible losses while others are usually more concerned about the possible gains. For some it is somewhat more important that the value of their investments do not fall than that it retains its purchasing power but for most retaining purchasing power is the more important of the two. For some, a fall of 10% in the total value of their investments would make them feel uncomfortable but for most it would take a fall of 20% or 33%, most likely 20%. 
	

	Investors in the High risk group are only prepared to take a medium degree of risk with their financial decisions. When faced with a major financial decision they are usually more concerned about the possible gains than the possible losses. It is somewhat more important that the value of their investments retains its purchasing power than it does not fall. For some, a fall of 20% in the total value of their investments would make them feel uncomfortable but for most it would take a fall of 33%. 
	

	Investors in the Very High risk group are prepared to take a medium to large degree of risk with their financial decisions, more likely large. When faced with a major financial decision they are usually, if not always, more concerned about the possible gains than the possible losses. It is somewhat much more important that the value of their investments retains its purchasing power than that it does not fall. For some, a fall of 20% in the total value of their investments would make them feel uncomfortable but for most it would take a fall of between 33% and 50%.
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