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CHAPTER 1

INTRODUCTION

1.1 CHAPTER DESCRIPTION

In this chapter, it introduces the background of the company, the issues that are related with

the study, the objectives, the scope, the limitation and the significance of the study.

1.2 BACKGROUND OF COMPANY

CIMB Wealth Advisors was incorporated in 1990 and has since then grown into one of the
largest retail distribution arms in the financial services industry with a dynamic sales force

over 5500 FMUTM registered consultants and financial planners.

CIMB Wealth Advisors offers investment and financial planning advisory services through
the distribution of best of breed mutual funds and other innovative products across asset
classes from reputable fund houses. We create value for customers through our work value
of “forward thinking”. We do this by being able to anticipate customer investment needs with
the best selection of innovative products and professional advice. Our philosophy is to
create value for our customers; to enable our people to be true professional advisors; and to
have integrity to speak and act honestly and sincerely to allow our customers to entrust their

business to us.
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