
 
 

 
Forte-SA Consulting Services is assisting a listed financial services client based in  
KZN with the following role: 
 
ROLE TITLE FIDUCIARY SPECIALIST 
POSITION TITLE SENIOR FIDUCIARY SPECIALIST - KZN 
Role Family Investments   
FAIS Yes 
 
Purpose of the role  
To provide a holistic, customised legacy planning solution / advice across jurisdictions to clients 
in order to optimize their tax position, asset protection and ensure the smooth transition of 
their assets to relevant heirs after passing. 
MINIMUM SALARY  INFORMATIONMINIMUM QUALIFICATIONS AND EXPERIENCE 
Required Qualification  
Relevant Tertiary Qualification and a CFP or a H.Dip (Tax) or LLM or relevant Masters. 
   
Experience  
Minimum 10 years estate planning experience with offshore exposure 
MINIMUM ROLE OUTPUTS 
ROLE OUTPUTS: FINANCE: 
 
Market share growth:  Achieve revenue targets by either growing a portfolio of existing clients 
(optimising revenue opportunities) or by acquiring new clients through driving an increase in 
take on of corporate trustee growth, wills and estates 
  
Client Services:   
Service Delivery:  Deliver exceptional service that exceeds customers' expectations through 
proactive, innovative and appropriate solutions. 
 
Client Growth through collaborative relationships:  Source and grow clients by partnering with 
Relationship Managers, Wealth Managers and FRA's to attain Trust Services business. 
 
New Business Development - Fiduciary: Identify new business opportunities by marketing 
general power of Estate Business and Offshore Fiduciary referrals. 
 
Provision of Product Expertise:  Maintenance of expert knowledge on specific local and 
offshore products, pricing, application procedure, processing and timelines in order to drive and 
achieve relevant sales targets. 
 



Increase market awareness of Fiduciary value proposition:  Drive and Promote corporate 
image and market penetration through writing and publishing articles and presenting at client 
functions 
  
Leads Conversion:  Convert leads into successful sales. Achieve individual targets set to 
appropriate business area or sales plan 
 
Lead Generation:  Source and refer new leads through client interactions  
 
Increase customer migration to electronic channels:  Improve service efficiencies for the bank 
through identifying opportunities, suggesting relevant solutions and migrating clients onto 
electronic platforms. 
  
ROLE OUTPUTS: PROCESS:  
 
Corporate Governance Compliance:  Comply with governance in terms of legislative and 
audit requirements 
 
Process management and legality checks:  Manage end to end processes effectively and ensure 
legality checks are completed as per the company policy /  
 
Fiduciary Product presentations and training:  Provide Training, Presentations to other business 
units to increase awareness of our offering and products, value propositions. 
 
Reporting:  Improve business decisions by providing accurate and reliable business intelligence 
(information) together with analyzing trends and data. 
 
ROLE OUTPUTS : PEOPLE  
  
Self Development:  Continuously assess own performance, seek timely and clear feedback and 
request training where appropriate. 
 
Team Collaboration:  Participate and contribute to a development culture where information 
regarding successes, issues, trends and ideas are actively shared. 
 
People Management:  Plan and manage performance, skills development, employment equity, 
talent and culture of team in order to improve team performance, innovation,  achieve 
efficiencies and increase competencies. 
COMPETENCIES (Min 7 / Max 10) 
Intermediate to Advanced Competencies Listed: Proficiency Level: 
  
Fiduciary Knowledge & Application:  Advanced understanding and application of relevant 
Fiduciary knowledge including financial statement interpretation. 
 
Assessment & Onboarding of new & existing Fiduciary Clients:  Advanced accurately assess the 
clients financial circumstances, provision of initial customised advice and follow-up to 
onboarding. 
 



Leveraging Customer Information/Customer Profiling:  Advanced ability to profile a customer 
from a range of perspectives (demographic, geographic, psychographic characteristics, buying 
patterns, creditworthiness, and purchase history) and using the information effectively to secure 
a sales decision.   
 
Structuring of Fiduciary Deals:  Advanced structuring deals in a legally responsible and 
economic viable manner to generate sustainable business. 
 
Portfolio / Client Growth:  Intermediate - Execute well-planned and coordinated sales principles 
and practice in order to grow existing and new business. 
 
Fiduciary & Bank Product Knowledge:  Advanced - Demonstrates the knowledge and 
understanding of relevant fiduciary and bank products, including features and benefits. 
 
Drafting of Wills:  Advanced - Draft and oversee the execution of the content of the document 
by the client / trust. 
 
Pipeline Management: Intermediate - Provision of an efficient sales administration through 
effective use of system, careful planning, processing of applications, maintaining of client status 
and key information.   
 
Consulting & Advising:  Provides technical or specialist insights that provide meaningful 
opportunities for solution-building. 
 
Problem Solving: Cuts to the core of issues and applies effective analysis, logic and creativity to 
identify and implement solutions. 
 
Verbal & Written Communication:  The capacity to listen attentively, present information 
clearly and concisely and respond appropriately to the verbal and written communications of 
others.  This includes the ability to regulate delivery in response to the needs of a target 
audience. 
 
Business Insight & Risk Awareness:  Utilises relevant economic, financial and industry data to 
assess business performance and make recommendations to ensure growth, viability and 
competitive advantage within sensible risk parameters 
 
Forte-SA Consulting Services is assisting a large listed financial services client based in KZN 
with this role please contact the assigned search company, info below: 
 
How to Apply: 
 

 Send your cv to irene@forte-sa.co.za 

 To discuss further / any queries, contact Irene Kruger on 021 553 4068 / 9 

 Please note this role is based in KZN 

 


