
12.46% 
Average financial literacy scores 
in Southeast Asia 2 

Limited financial knowledge and the prevalence of traditional, top-down approaches in advisor-client relationships are significant 
challenges to successful recruitment, training and sales in the financial services industry. 

Costly and 
time-consuming

Difficult to communicate 
the true value of a career 
in financial services

Stereotypical perception of 
financial advisors as sales 
reps rather than 
knowledgeable advisors 

Tedious training sessions 
lead to a disengaged 
audience and future 
unmotivated supervisors

Usual lecture-based training 
largely unable to make 
trainees appreciate the value 
of financial products

Current theory-based 
knowledge during trainings 
do not allow for effective 
skills application

 Problems Recruiting  
 Financial Advisors
Financial services firms trying to attract 
new, high-quality talent often do so 
through theory-heavy recruitment and 
orientation programmes that are expensive 
and yet fail to engage.

 Problems Training
 Financial Advisors
Financial services firms struggle with 
successfully training and grooming talent 
as knowledgeable, confident, motivated, 
productive and engaged financial advisors. 

Usual sales presentations 
does not allow clients to 
try financial products for 
themselves 

Clients find complex 
financial products hard to 
understand and shy away 
from them

Standard sales techniques 
are impersonal and do not 
take client needs into 
consideration

 Problems Converting  
 Prospective Clients
The lack of practical understanding of 
financial products and services leaves 
advisors unable to fully convince prospective 
clients who do not recognise the true value 
of these products in their lives.
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2/3 
of the world’s middle class will reside in Asia and carry with 
them more spending power by 2030 3

66% 
Adults worldwide who are 
financially illiterate1

Challenges to the financial services sector

For financial services

The rising insurance gap and higher consumer spending power 
in Asia highlights the tremendous opportunity to increase 
takeup of financial and insurance products.

However, with poor financial literacy, high-potential customers 
are less likely to purchase a product that is poorly understood, 
putting the onus on the salesperson to educate clients on the 
value of their products.

1. Standard & Poor Global Financial Literacy Survey 2015; 2. OECD, Financial Inclusion 

and Consumer Empowerment in Southeast Asia 2018; 3. Brookings Institution, Global 

Economy and Development 2017; 4. Lloyd’s Underinsurance Report 2018

The importance of
financial literacy in Asia

US$
121b

US$
134b

Insurance gap in Asia 
grew by nearly 10% 
between 2012 and 

2018 4 



The Praxis® Solution 
Praxis® is an engaging, educational and immersive Gameplay experience which simulates financial 

challenges in a risk-free environment. Customisable with your products, the Praxis® Gameplay effectively 

enhances the recruitment, training and sales programmes of financial services firms.

We improve a company's hiring, training and 
sales processes1

Adaptable to any language

Demonstrate your products’ features and 
benefits in real time

Branded Gameplays for deep line of sight 
relevance and recall

Deliver real-life simulations to fulfil your 
objectives in recruitment, training and sales

Engage your agents and clients with certified 
GameMasters trained in driving product 
awareness and engagement to inspire action

Customisable Praxis® Gameplays

1 Based on surveys conducted before and after a Praxis® Gameplay session.   2 Head of Agency Recruitment at one of Singapore’s top three life insurers
3 Head of Training at one of Thailand’s top three life insurers  4 Executive at one of Asia’s leading life insurers
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20% potential recruits successfully 
apply, up from 10% 2

Understanding of product and 
role, up from 50% 3 

32% conversion rate up 
from 10% 4

Recruiting

the Right Advisors

Training

Knowledgeable Advisors

Sales by

Successful Advisors

80%X2
INDUSTRY
AVERAGE

X3
INDUSTRY
AVERAGE


