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NEW IARFC MEMBERS

Vic Berliant, RFC®, CA
Michael Buttil, RFC®, NJ
James Carbone, RFC®, VA
Patsy Esposito, RFA®, PA
Timothy J. Haas, RFC®, CT
Marc A. Henline, RFC®, AR
Jacob D. Klein, RFC®, WA
Rock R. La Spada, RFC®, NV
Thomas E. Moore, RFC®, CT
Donald A. Pochowski RFA AZ
James F. Reinhardt, RFC®, GA
Eliot W. Rester, RFC®, TX
David A. Solomon, RFC®, WA
Andrew Thomas Tiplick, RFC®, IN
Tammy L. Trippany, RFC®, NY
Raymond Wong, RFC®, NC
Randy Yeisley, RFC®, KS

Members Who 
Recommended New 

Members

Mark DiNuzzo, RFC®

Christopher Hill, RFC®

Jim Moss, RFC®

Carl Reidemeister, RFC®

William A. Smith, Jr., RFC®

Lawrence Thomas, RFC®

Al Timm, RFC®

CALENDAR OF EVENTS
RFC Graduation 
October 2, 2010, Makati

MDRT Experience Singapore 
February 24-26, 2011

MDRT Annual Conference 
June 5-9, 2011, Atlanta, GA

Pre-Cruise CE – San Juan 
June 24-25, 2011

CE @ Sea Southern Caribbean Cruise 
June 26 – July 3, 2011

Referror of the Month 
William A. Smith, RFC®

Register Statement of Circulation

IARFC is on LinkedIn
LinkedIn is a free service that lets you keep in touch with professionals through 
the exchange of ideas, discussion and industry information. What’s happening? 
Join today to start connecting with other IARFC members.

   Display the RFC group designation with the logo on your profile

   Connect with RFC professionals across the country

   Start or participate in discussion topics

   Share practice concerns and solutions

   Stay up to date on RFC classes and events

Log onto www.LinkedIn.com to join and access 
the International Association of Registered 
Financial Consultants group 

Contact mark@IARFC.org for assistance with 
IARFC LinkedIn Group

Great News!



I would suggest that as the representative gets a new client they would get them to fill out the  
IARFC Information Request cards. We have always requested four Info Request cards from every new client.

H. Stephen Bailey, LUTCF, CEBA, CEP, CSA, RFC® IARFC President Charlotte, NC

I use what I call the “Triangle Referral”. After every interview whether it resulted in a sale or otherwise, I would say, “Mr Prospect 
whenever you give me some names you are helping me in my business, because I am paid in two ways, one when we do business 

with me and another when you give some referrals.”  On top of that you are helping your relatives and best friends because when you 
helped them to achieve financial freedom. Besides you are helping yourself too, because when they are in financial disaster, they would 

probably come to you for financial assistance.” This method has helped me enormously to have a continuous stream of prospects.

Jeffrey Chiew, DBA, CLU, ChFC, CFP®, RFC®, IARFC Asia Chair, Kuala Lumpur, Malaysia

The most important aspect of getting referrals is to be disciplined about your approach.  I offer the 
Virtual Sales Assistant Life Guides aimed at people that are preparing to move, change jobs, get 
married, have a child, retire, etc.  The guides are useful and non-threatening introductions. 

Ed Ledford, CLU, RFC®, Carmel, IN

One can utilize social networking to significantly enhance referrals.  A social network has an underlying fabric that is usually not only brought 
together by a common purpose but also shares similar social, demographic, geographic and economic factors. Your clients want to do 

business with people they are familiar with and that their network is familiar with, as this is a pure social form of due diligence and 
selection.  After choosing the right network, one needs to target key decision makers and communicate with them your unique selling 

proposition, so as to clearly demonstrate the benefits of your services.  Once you have accomplished this you should attend as many of the 
networks functions as possible, so as to show commitment to the group.  After having built within this network proper and consistent 

communication channels, the communication will result in rapport and finally trust.  After having entered the circle of trust your business 
will spike.  One must also work hard to be able to maintain that trust via consistent quality service, as IARFC members provide.

Inshan Meahjohn, BA Hons Mgt, MABE, RFC® Port of Spain, Trinidad

I have always been a strong believer in developing and integrating three strong “commercials” into your sales process.  You’ll discover 
and incorporate an effective client-building system.  Commercial one:  “What do you do for a living?” – How are you going to respond 
to this common question?  Develop your 30-second commercial (sometimes called an “elevator” speech) and make it as natural as 
breathing.  Believe in what you do.  Commercial two:  Your business resume is an important trust-building tool, as well as recognition.  
Build a prestige brochure and make it sparkle! (You can start with a one-page CV or resume, with your photo.)  Commercial three:  
Your referral talk.  Referrals are the lifeblood of our business.  Expect to obtain referrals.  For example:  “John, I want to thank you for 
putting your trust in me as your financial consultant.  One of the ways I develop my business is through referral or introduction.  John 
let me share the type of person I am looking for.  Someone just like yourself, who is a ‘Mover and Shaker’, someone that has good 
economic potential, that I can render a service to and also grow my practice.”  Getting referrals is easy — it is all about asking.

Bill Moore, Pharm D, CLU, ChFC, FIC, RFC® Dallas, TX

Three steps to more referrals:  (1) Deliver your best.  If your services are less than stellar you should not expect referrals.  Use those 
Best Practices.  Try for improved consistency and better productivity throughout your practice.  (2) Communicate your best.  Look at how 

often you are touching your clients now and double it!  Employ systems to make this do-able.  Remember, not all your conversations 
have to be about finance.  My realtor regularly sends me recipes — I have never prepared one of those meals but I remember her name 

whenever I am asked about real estate.  (3) Ask — in a flattering way.  I prefer mailed requests for referrals.  The advantage is that this 
method gives me another opportunity to touch the client in a very favorable way.  I use words like trust, honor, and privilege.  “Warm-
fuzzies” that are worth sending on their own.  I always include a response form and a postage paid reply mail envelope.  Make it easy 

for them to send me a referral.  My hope is that even if they don’t have a name today, this mailing might sit on their desk and be 
available when the spirit moves them.  I couple this with a gentle reminder whenever we meet.  I even have extra referral forms 

available if they need one, “Here take a couple.  You never know when you will think of someone who might appreciate our service.”

Mark Terrett, RFC®, IARFC Operations, Middletown, OH

IARFC Leaders and Financial Industry Experts 
were asked for their insight and advice on 
issues facing consultants in today’s economy.

This month’s Round Up question:
What is the best way to get more referrals?
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Alternate Information Resources

Information can be extremely valuable to 
every financial consultant.  But how 
much time do you have available 
to do cutting-edge research?  I am 
willing to bet your answer is,  
Not Much!

This is the reason that the 
Register exists.  We try to expose 
the IARFC members to 
valuable 
information 
and insights.  
We have 
some great 
writers.  They are 
knowledgeable, experienced 
and very good communicators.

But some articles in every issue do not 
immediately appear to be of value to  
you.  That is to be fully expected!  
You are focusing on your clients and their 
concerns — and all the issues of operating 
your professional practice successfully.  
When you focus, you have to ignore items 
that seem to be tangential to your 
immediate tasks.

For example, one of our regular contributors, 
Chris Hill, RFC® has provided a number of 
articles, some very poignant on the subject 
of why your clients need to be making  
final arrangements — in advance.  Now,  
that may not be a warm and welcome  
topic to you — until a client tells you of an 
impending death in the family.  Now you 
are keenly interested.

Where to find Register articles?

Perhaps you have your old issues stacked 
up in a corner of your office.  By now that 
stack is several feet high.  Maybe you used 
the Rip and File system.  You quickly read 
each issue, rip out the articles you think may 
later be relevant to you, and then you file 
the pages away and discard the publication.  
When you just ripped them out, you now 
have a giant folder of miscellaneous pages.  
But you missed Hill’s articles in your 
preliminary selection — although you do 
remember them.

Go to the Internet!  Every month our 
Editorial Coordinator, Wendy Kennedy, 
places the Register in a PDF format on 
the web.  And she handily includes a 

summary in the email reference.   
As you open old issues  

you can quickly scan 
the Table of Contents.  
Visit www.IARFC.org 
login to the Members 

Area, and click on the 
Publication Tab to view 

the current and past issues.  
If you need assistance call:  

800 532 9060.

Eventually we would like to 
have a better indexing system for 

this valuable information.  If you know 
of one, please let us know.  We want to 
search by either very key words or names, 
and by relevant topics.  

What’s Happening In the Market?

You have lots of resources on the rise  
and fall of market indices and particular 
securities.  But for insight on the dilution of 
the dollar and its impact, in the past and in 
the future, you will want to turn to the 
articles of Barry Ferguson, RFC®.

For insider information, you might  
want to turn to a resource known  
as Sense On Cents — authored 
by veteran investment 
professional and keen 
observer, Larry 
Doyle.  Larry  
has some 
excellent 
sources, and 
arranges his 
information 
and commentary 
in a very 
abbreviated style.  
How to Access?  Go to 
www.senseoncents.com 
and subscribe at the top 
right corner.  You’ll like 
the price (free) and you 
will value the 
information.  Here are a 
few current topics:

■   What Wall St. Secrets will FCIC Reveal?
■   Attorney Claims Wall St. Cop, FINRA, 

Invested in Madoff 
■   How Big Was Mary Schapiro’s Lie? 

— Healthcare will be Ongoing  
Economic Drag

■   What Really happened at 
Stanford Financial?

■   Ben Bernanke’s “Hail Mary”

China Doesn’t Like Being First

I just returned from a trip to Asia, on behalf 
of the IARFC.  My first stop was in the SAR 
(Self Autonomous Region) of Chongqing.  

An SAR is like the City/County of 
Jacksonville.  In this case, the greater 

city of Chongqing has a 
population of about 34-36 

million.  The Worldwide 
Chinese Life Insurance 
Congress had about  
8,500 attendees, and I 
presented the Dunton 
Award to Richard Wu for  

his leadership in expanding 
IARFC in Taiwan.  

As you know, China has just been 
notified that it is the worlds’ leading 
polluter.  And having seen the dense 
clouds of gases and particulates in some 
cities, I would not disagree.  But they are 
doing something, and fast.  China is 

moving many factories from large cities  
that are heavily polluted — to rural areas.  



The new plants are more energy  
efficient and have the latest anti-pollution 
equipment installed.  Since this means 
moving some employees from inner city 
to the countryside, they often build 
dormitories for temporary housing.

Everywhere you see major landscaping 
– as screening for the highways, and 
everywhere possible – to use the natural 
plant process of converting carbon 
dioxide into oxygen.  Screening with 
thousands of trees and bushes is more 
pleasing, less expensive, and more 
effective than giant concrete walls on the 
side of highways.

Growth continues, with government 
support.  The Mayor of Chongqing,  
Wang Hongju, commented that growth  
in 2009 was 14% and that in 2010 it 
would top 17%.  So in two years  
they are up 33.4%.  The Yangtze River 
flows through the city, and it is brown 
with the silt the river carries.  A series  
of upstream dams will aid flood  
control, facilitate shipping, and help 
cleanse the waters.  This is where  
China spent its “Economic Stimulus” 
money — on roads, bridges and dams — 
as opposed to funding bank and stock 
brokerage bailouts, acquiring auto 
companies and borrowing money that  
will have to be repaid with the earnings  
of future generations.

The most favored speaker at the 
Congress was Bo Xilai, the Secretary 
(leader) of the province, and one of the 
top ten executives of China.  He 
addressed the audience as he had also 
done in 2002 in Dalian when he was the 
governor of the 83 million population 
Liaoning Province.  He is one of the 12 
central leaders of China, and, at age 61, 
on the very short list of potential national 
successor leaders.

In his short and very clear comments, he 
thanked the attendees for their roles in 
helping “our citizens manage their money 
more effectively.”   

Pollution Changes

You can count on it – China will not 
remain number one in pollution.  Maybe 
they will be #1 in economic strength and 
financial surplus.  They are not looking for 
a punitive “Cap and Trade” program.  
They are addressing the sources of 
pollution, and at the same time providing 
employment and a rapidly increasing 
standard of living for their 1.3 billion 
citizens.   
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SSN
: 457-55-5462

Never share your social security number unnecessarily.

I’m Todd Davis, CEO of LifeLock®, 
and yes, 457-55-5462 is my real 
social security number. I give it out 
just to prove how safe your identity is 
with LifeLock.

LifeLock, the leader in identity theft 
protection, works to help stop identity 
theft before it happens by proactively 
reducing your risk. And what we don’t 
stop, we’ll fix at our expense, up to 
$1,000,000.

USE 
PROMO CODE

LLIARFC10% OFF
CALL 800-LIFELOCK

OR VISIT  LIFELOCK.COM

COACHES
O
R
N
E
R

The IARFC is 
pleased to 
provide contact 
information on 
persons who 
offer coaching, 
mentoring or 
tutoring services.

Some extend free time  
or a discount to IARFC  
members.  This listing  
is not an endorsement or guarantee —  
as RFCs are qualified to judge who can 
help them in the areas where services 
are most important.  This roster is 
alphabetical by last name.

Wilma Anderson, RFC®

Long Term Care & Critical Illness
www.LTCcoach.com

Wilma@TheLTCcoach.com
720 344 0312

Max Bolka
Comprehensive Business Consulting

www.MaxBolka.com
Max@MaxBolka.com

800 472 3288

Forrest Wallace Cato, RFMA, RFC®

Media Advocate & Publicist
www.CatoMakesYouFamous.com

ForrestCato01@BellSouth.net
770 516 9395

Mark Gremler, RFC®

Billion Dollar Mentoring
www.billiondollarmentoring.com

marketing@billiondollarmentoring.com
877 736 7492

Christopher Hill, RFC®

End of Life Plan —  
Education, Training and Marketing

www.FuneralResources.com
Chris@FuneralResources.com

703 917 8501

Maribeth Kuzmeski, MBA, RFC®

Practice Management & Marketing
www.RedZoneMarketing.com
MK@RedZoneMarketing.com

847 367 4066



Page 6 The Register  |  October 2010

The time spent on service was well worth it, 
because I was able to build some very 
strong relationships with customers and turn 
them from orphans into true clients who 
were interested in maintaining a relationship 
with me as their consultant.  I learned early 
on that the key to building and maintaining 
those relationships was my ability to 
connect with people on a personal level.

Were you successful at first?

I don’t think that anyone comes out of the 
gate at a level they consider ”successful”.  In 
my case, it took time and effort for the 
success to come my way.  Of course, I made 
mistakes along the way, but those were 
learning experiences.  At the time, they were 
usually quite humbling, but in hindsight, I 
can think of them as molding me into a 
better financial service professional.

What or who influenced you the most?

My initial influences were the agents from 
Nationwide who I serviced as an underwriter.  
In my talks and visits with them, I learned 
the true meaning of service when it comes 
to dealing with their customers.  They 
showed me that you could provide service 
to people and build relationships that 
become what has been referred to as 
“business friendships”.  They were involved 
in making the lives of their clients better and 
I wanted to be able to help people too.

Tell us about your current position:

Currently I am the Director of Education for 
the IARFC.  In this position, I am responsible 
for the development and presentation of the 
Financial Planning Process™ course.  I have 
found a way to combine my love of teaching 
with the work of financial planning in such a 
way that I can make a difference in the lives 
of other planners and consultants.  The 
creation of the FPP course has been a 
process that, like anything that is worthwhile, 
has been a slow and steady race that has 
been worth every second.  

The final product is something of which I 
am very proud.  I look forward to sharing it 
with all of the current IARFC members and 
with any consultants who are interested in 
improving their current practices.

What are your major frustrations?

I guess my major frustration is dealing with 
consultants who are less than open to 
hearing ideas not their own.  As an educator, 
it is my job to open minds and help people 
to see that there are a myriad of ways of 
looking at a situation.  Having an open mind 
is going to make life better for the consultant 
and for those around them, including family, 
friends and clients.

What feature or benefit of the IARFC 
has been of greatest value?

Although I might be a bit biased, I would say 
that one of the greatest values that the 
IARFC has is the Financial Planning 
Process™ course.  This set of CDs is perhaps 
the greatest compilation of materials ever 
produced.  Okay… maybe the marketer in 
me took over there for a minute, but the 
materials are exceptionally strong.  

The course is designed to take consultants 
through the entire planning process from 
finding and meeting prospects, turning 
prospects into clients, creating and 
presenting the financial plans, and closing 
sales on additional products and services.  It 
even includes material on maintaining a 
strong relationship with a client so that you 
can turn them into referral machines that 
will make your future prospecting endeavors 
easier and more rewarding.  This is a 
practical approach to financial planning that 
looks beyond the theoretical and brings 
together time tested and reality based tips 
and techniques that an consultant can use 
almost immediately.

What do you see for the Association in 
the future?  

As the world of financial services becomes 
harder and harder to navigate, the IARFC is 
going to be a source of inspiration and 
education for its members.  With economic 
turmoil the rule rather than the exception, it 

How did you first enter  
financial services?

My first foray into the financial services 
industry was less than monumental, but it 
was the start of a long and worthwhile 
endeavor.  I started with Nationwide 
Insurance as a member of the mailroom staff 
and worked my way from the bottom up.  I 
guess it wasn’t technically the basement 
since the office I was in was on the 13th 
floor, but it was a very basic level position.  
From within Nationwide I was able to move 
up the ladder through the various areas going 
from the mailroom to the group insurance 
area, through training, and finally as an 
underwriter in the individual life department.  
It was in this position that I learned about the 
benefits of actually working with clients.  I 
was hooked and left Nationwide to get “in on 
the action” of working with the public.  

It was a decision I would never regret.   
I went to work as a captive agent doing all 
of the life and health insurance work 
normally associated with agencies.  From 
there I went to work for an independent 
agency that specialized in estate planning.  
In each of these positions I found that my 
calling was to be an educator, whether that 
meant educating my clients or educating 
the other staff.

What was your educational background? 

I attended The Ohio State University, where I 
received a bachelor’s degree in Marketing.  I 
was working full time and attending school in 
the evenings so it was a challenge to say the 
least.  Once I finished at Ohio State I realized 
that I had the learning bug and proceeded to 
earn an MBA at The University of Dayton.  
That gave me the tools I need to be able to 
talk with business people about their work 
and how financial services can make their 
businesses more effective and profitable.

What were your early job duties?

Early on in my work as an agent, I was given 
lists of orphan policyholders and told to 
rehabilitate them and get them interested in 
making additional purchases.  That meant I 
spent a lot of time doing service work as a 
means of laying the groundwork for some 
true sales meetings.  

Education Comes First
Profile Interview:  James J. Lifter



We are very excited to work with IARFC who has 
once again found a service with comprehensive 
benefits for their advisors.  IARFC recognizes the 
importance of educating you to take your 
business to the next level.

What is Copytalk?
•  You talk.  We type.  

(A mobile documentation service.)

What tools do I need?
•  Cell phone or any phone, and an email address.

What do I use it for?
•  Follow-up and case notes from client 

interactions, draft correspondence and 
follow-up letters, track expenses, create action 
lists for yourself or for your assistant, and more!

What’s in it for me?
•  Value.  Peace of mind.  Liberation.  Recapture 

time spent on administrative drudgery, 
streamline tasks, increase productivity and 
enhance relationship-building skills.

•  Shrink Administrative task time.   
Gain time to spend where YOU need to be.

•  Better communication nurtures relationships 
that yield horizontal and vertical business 
growth opportunities.

•  Comprehensive notes retained:  
exposure reduced.

•  Compliance and suitability documentation: 
satisfied.

A simple process:
•  Speak your notes, and they arrive in your email 

box in less than 4 business hours!
•  Transcription is done by human 

transcriptionists in controlled facilities in the 
USA — the most reliable voice-recognition 
system available.

•  Security, Confidentiality, and Privacy are built 
into our special systems.

•  24-hour-a-day access.  Unlimited Dictation.

Cost:
•  Less than a cup of coffee per day.   

No Contracts.

Seasonal Promotion:
•  IARFC members can subscribe for only $5  

for their first30 days of Copytalk!   
Thereafter, the rate is $49.95 per month  
($30 off the regular $79.95 rate.)  
http://www.copytalk.com/IARFC

Point of contact:
•  Nancy Jenkins, Director,  

Growth and Development 
Email: nancy.jenkins@copytalk.com 
Phone: 1-866-267-9825 X160
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In this marketplace, it is your ability to educate 
your clients and yourself that is going to make 
the difference between success and failure.  
Learn all that you can about financial planning 
so that you can share that with your clients 
and prospects.  Don’t learn just about the 
technical side, but about how you can take 
the financial planning process and make it a 
benefit that a client or prospect will value.  

It is the soft side of financial planning that 
will make the difference for your clients and 
prospects.  This soft side, which is more 
than just the strict entry of data into a 
computer, makes you a valuable asset and 
team leader for your clients.  The Financial 
Planning Process™ course takes this soft 
side and combines it with the theoretical to 
give you an opportunity to be a full-service 
consultant to your clients.

What’s looming on the horizon for  
our profession?

It’s time to get back to the basics when it 
comes to dealing with and servicing clients.  
By this I mean it is time to understand what 
makes people want to work with a financial 
consultant.  We as consultants must show 
people the value that we bring to the table 
and the benefits that come from working 
with a true professional.  There are 
countless ways for people to get the 
information they need on either products or 
the economy.  What they can’t get from a 
computer or a newspaper is the personal 
touch and relationship that an RFC can 
provide.  Keeping a client-focused approach 
will enable a consultant to share with others 
the strength of the relationship that will 
provide the much needed value for which 
the general public is searching.   

Contact:  800 532 9060 x18
jim@IARFC.org
www.IARFC.org

behooves each RFC to 
maintain their knowledge 
level and keep their 
fingers on the pulse of 
the world.  The IARFC has 
the broad reach and the 
thought process to bring 
to its members just such 
knowledge.  A growing 
world economy that is 
becoming even more 
interdependent means 
that the IARFC must 
expand and that can only 
happen through the hard 
work of its members.

What should financial 
consultants be doing  
in this economy?

Regardless of the economic times, consultants 
must always be trying to grow themselves 
professionally and personally.  That growth can 
only come through efforts that consultants 
make to improve themselves.  The easiest 
way to do this is to be constantly seeking out 
opportunities to learn new things or to re-learn 
some of the basic things that might have been 
forgotten.  We tend to get too concerned with 
the “latest and greatest“ fad and lose sight of 
the foundational basics that make us 
successful.  Prospecting and building 
relationships will never go out of style so we 
must renew our commitment to these efforts.

The fact is, this concern for growth must 
apply to staff members just as much as to 
the planners themselves.  All members of 
an office staff should consider themselves a 
part of the marketing and planning team.  
Each person should take some responsibility 
for the success or failure of the entire office.  
Because of this, it is vital that staff members 
be given the opportunity for growth through 
increased knowledge.

What will be the impact of technology 
on the practices of financial consultants?

With the rapid growth of technology and the 
growing accessibility of information, 
consultants and their clients are facing an 
overload situation.  Generally speaking, 
people are feeling much more empowered 
and are therefore more likely to want to do 
their own planning.  This is going to make it 
more difficult for consultants to garner new 
clients.  Because of this information glut it is 
up to each consultant to make it clear to the 
public that financial planning is not a 
do-it-yourself project.  

What do you advise an RFC to 
concentrate on?

Back:  Jim Lifter, Phil Calandra, Beau Henderson, 
Jewellyn Nickson, John Barry, Ray O’Connell; Front:  
Jennifer Calandra, Ralph Lovell, Emily Maney, Ed Morrow



Net Planning — Are You Being Paid Too Much? 
This Article May Shock You
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new cases per year.  Every year I would do 
enough prospecting for me to close over 100 
comprehensive cases (which usually included 
3 or more sales for each new client).  

The question you need to ask yourself is, 
“How many times do I go to bat each year?”  
In other word, how often do you make a 
serious, well-planned request for a qualified 
prospect to buy your product or service?  

Find the top producers in your company to 
ask how many cases they write each year.  I 
bet you will be surprised.  

Next, can you hit the ball or is your swing so 
bad you’ll never hit the ball no matter how 
many times at bat you have?  Remember in 
the major league you are allowed to strike 
out only so many times before you are 
moved back to the minors.  It is a shame that 
most players never get a professional 
coaching until it is too late.  The skills they 
had are long gone.  

Before you burn all your energy, get a great 
mentor who will coach you.  You either learn 
from your mistakes or the mistakes of others.  
It is better to get a great coach for a couple 
years rather than do it on your own for 10 
years or more.  Why learn at your loss of 
income when a coach will tell you all the 
mistakes made by others that you can avoid.  
This is the point where I laugh.  

You can easily pay $100,000 or more for the 
loss of time plus the hard cost of attending 
college.  But just because you are educated, 
you are still not fully equipped for the outside 
business world.  Think of a college football 

coach, who makes 5 to 10 times more than 
the typical college professor.  Would that 
coach train you for free?  What a joke!  

In financial services, most pros will barter 
with you if they see that you’re really sincere.  
Of course, you’re going to have to add some 
money to the equation to be considered.  
Find the big producers in the seminar 
business and the estate planning business 
then barter with them for their knowledge.  
This is the fastest way to have a massive 
increase in your revenue.  Occasionally, you 
will find a big hitter who is offering one-on-
one coaching, but this is very rare.

For example, many persons who hold 
themselves out as a performance coach for 
life insurance agents never achieved 
consistent MDRT production.  Likewise, those 
who offer to coach securities reps, were 
often very short term producers.  As Jack 
Kinder said, “They are pop-up, poop-out, one 
week stars.” 

Pro vs. Amateurs

Then I asked myself, “Am I getting paid as a 
professional or an amateur?”  This question 
propelled me into large income.  My largest 
year was over $5 million of income in a year.  
You must have the activity before you can 
accomplish this goal.  How are you going to 
learn to get paid like a surgeon, not like a 
beginning doctor?  

When you get to this level, you are in a very 
special class.  Your name will be spread.  
Your clients will treat you like a heart surgeon.  
Your income will be as much, if not more, as 
the surgeon. 

To be in this class, you must be able to 
diagnose the problems.  You must be able 

to expose the problems in a manner to 
help the client understand how bad 

the problems are.  Great 
salespersons are great problem 
solvers.  Your prospect must 

realize how much pain he will 
go through if he doesn’t 
solve the problems.  

If the client does not 
have financial surgery 
quickly, he will face 

radical financial surgery.  If he 
postpones, it could lead to financial death.  

I have been in business for many years, 
making more than $1 million per year for the 
last 20 years, People ask me, “Bill, how do 
you continually make $1 million dollars or 
more year after year?”  I smile, look at the 
salesman and question “Do you really want 
to hear the answer or do you just want to 
hear a story you can laugh at?”  Many 
salesmen say they want to know, but few 
really do. 

This is what I learned moving through my 
sales career.  The first thing I was asked by 
the recruiter was, “Do you have a burning 
desire to succeed or would you just be 
happy as an average producer.”  

This is a great career if you want to be a 
winner, but in all truth, many persons really 
do not have that objective.  

This is a terrible career for the  
Average Producer.

Mehdi Fakharzadeh, and others, have 
repeatedly said that financial services is a 
tough way to achieve an average income and 
a wonderful way to receive a great income.

You need to know your Batting Average.  

The most important thing is how many times 
you’re at bat each week or the whole season.  
If you hit a home run the first time you are at 
bat, but you never get up to the plate again, 
you’re a “one time wonder”.  No one wants 
to copy you.  All the heroes in baseball are 
the ones who consistently have had the 
most at bats with hits.  More times at bat, 
more hits, more runs, and soon you are a 
series winner.

If you want to check out the heroes in our 
business look at the Top of the Table 
producers.  They consistently write over  
100 to 150 new lives per year.  
When I share this with average 
producers, they look at me as 
though I am crazy.  Most 
average produces acquire 
less than 20 new clients 
per year.

At one time I was the 
largest college seminar 
producer in the United 
States.  I consistently 
wrote well over 100 
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All the tools for your Investment Advisory Firm!

IARFC and RIA in a Box align to offer discounted pricing on creating 
Registered Investment Advisory Firms.

RIA in a Box provides all the tools you need to form your Registered Investment Advisory 
firm. Take advantage of the special offer for IARFC members and create your RIA quickly and 
easily. RIA in a Box is the fastest, most efficient way to set up your advisory firm, and they 
have registered over 825 RIAs in all fifty states and at the SEC. Their mission is to help you get 
your RIA up and running as quickly and accurately as possible.
 
Establishing your own RIA opens up a world of opportunity for additional services  
and revenue. Become a trusted advisor who can provide advice, offer solutions, and 
enhance relationships with existing clients! Regardless of your background establishing  
an RIA can provide more sources of income, especially a growing AUM service charge. 
Imagine a business in which your client is not the only one to benefit from your hard  
work and dedication.
 
If you have been at a stalemate with your business, or are looking to expand your income
capacity, establishing your own RIA firm is an option worthy of serious consideration.

The Experience, Price, and Speed You Need When Creating Your RIA 

Contact RIA in a Box for more information, and ask for  
the special pricing model available only to IARFC members.
 
http://www.riainabox.com/iarfc.html
info@riainabox.com
866 611 7638

word pictures and colorful charts.  This way 
he not only wants to solve the problem but 
have financial surgery quickly — with you as 
the surgeon.  He knows this may keep him 
from very radical financial surgery, which 
may result in financial death if it is not taken 
care of today.  

Am I painting a picture for you?  Is this 
descriptive enough for you?  When you 
become a financial artist, your income will 
have a dramatic increase.  You will get paid 
as one of the top professionals in your field.  

Get Some Help

Whether we use the term, mentor, tutor or 
coach, the implication is the same.  
Benefiting from objective advice and the 
mistakes make by those who have 
proceeded you.

The way I learned was being tutored by 
some masters in my industry on how to  
ask the questions until I found the real 
problems.  Then I could help the client to 
not only understand the problems, but ask 
me for a financial solution.  He will realize I 
helped him solve his problems and allow 
him to live with the dignity that he, his 
family and/or business deserve.  He could 
sleep at night and reduce his financial 
stress and anxiety.  

Isn’t this what you, as a good financial 
consultant, should do for your client?

I hope in these paragraphs you now can 
grade yourself on how good you are doing 
your financial career.  Don’t be too hard on 
yourself, but at the same time I hope you do 
not cover up your own problems.  Avoiding 
the identification of your professional 
shortcomings does not help you approach 
the solutions.

Great Success Can be Yours!

Stand up and get excited again!  This time 
you can become a true financial surgeon,  
not the free consultant on TV.  Do research 
to find a financial coach who is best 
equipped — with a record of personal 
success.  He or she can really help you!   

Bill Nelson, RFC® has been a leading 
insurance agent and financial planner,  
setting international standards for client 
achievement. His offices are in Dayton, Ohio. 
He offers the LIFE school courses in major 
cities throughout the country.  Bill and his 
wife, Phyllis both hold the RFC designation, 
as do many LIFE school graduates.

Contact: 937 506 4088
billn@nelsonlearninginstitute.com
www.nelsonlearninginstitute.com

At this stage, the client wants the best 
surgeon he can get, not Suze Orman type of 
“free advice”.  You must let you client 
understand the problems.  Not you, the 
client!  When he does, bingo, he will ask for 
your help.  Then, and only then, you will get 
paid as a financial surgeon.

People do not really trust “free advice!”  
Wealthy persons don’t go to the local 
charitable clinic.  They go to Mayo, John 
Hopkins or Cleveland Clinic — and they pay 
for the superior advice.

Patients Want to Get Well,  
Consumers Want Security

You must learn that the solution does not lie 
in just seeing the problems.  It is helping the 
client to see the problem, and him 
understand his problems — graphically in 

William J. Nelson, RFC®



Ed Morrow undErstands 
that technology is here to stay, “You 
can love it or hate it, but either way, 
embrace it and put it to work for you 
in your practice. when technology is 
properly used, it will pay immediate and 
long-term dividends.”

PixelGigs, a software development 
company in Portland, oregon has just 
the ticket for your technology needs. 
smartsuite, the all-In-one online 
Business center is packed full of cutting 
edge popular software applications that 
are perfect for financial professionals.

“the use of smartsuite in any business 
is a no brainer; however, as a long 
time Financial Consultant 
myself I know that 
smartsuite will 
make the business 
more profitable, 
streamlined and 
fun.”, says Jack  
root, CEo of 
PixelGigs. 

the name Jack root may sound 
familiar; he was the developer of 
successful Money Management 
Seminars and LIFE Goals financial 
planning software. Jack and Ed have 
known each other for years, in fact, 
Ed wrote the introduction to Jack’s 
bestselling book, The Seven Secrets 
of Financial Success.

“I came to Ed early in the development 
of smartsuite. He was immediately 
open to the idea of offering it to the 
IarFC members – at a discount of 
course.”, says Jack. “I love Ed and what 
he is doing with the association; so I am 
happy that we came to an agreement 
which is a win/win situation. all IarFC 
Members will receive a special upfront 
discount and the long-term benefit of no 

price increases.

the smart suite is regularly priced 
at $200 registration and then $30 
per month subscription. However, 
due to the special IarFC discount, 

the registration fee is cut in half. 
so, for just $100 up front 
and $30 per month you 

can unleash the power of the suite and 
turn your practice into a finely turned 
marketing and support machine.

special agreement with PixelGigs 
Brings SmartSuite to IARFC Members 
at Tremendous Discount

PixelCRM
with this product you will better manage all of 
your business relationships

PixelMeeting 
allows members to conduct unlimited online 
interactive meetings with multiple attendees

SmartSuite Applications
smartsuite includes more than a dozen (and growing) 
popular, cutting edge computer applications working 
in sync with an online dashboard that is designed to 
enhance the entire computing experience.

PixelCRM
Maintaining relationships has never 
been easier!

PixelMeeting
shorten your sales cycle and 
communicate more effectively.



Contact Management      
PixelCRM Sales Force

  $65/month

Online Video Conferencing
PixelMeeting WebEx

 $49/month

Email Marketing
PixelCampaigns Constant Contact

 $75/month

Online Computer Backup
PixelVault Carbonite Pro

 $10/month

Remote PC & Mac Access
PixelRemote GoToMyPC

 $19.95/month

Large File Sharing
PixelShare YouSendIt Pro

 $9.99/month

Website Building
PixelWebsite Homestead

 $19.99/month

Website Hosting
PixelHost GoDaddy +

 $14.99/month

Online Time Clock
PixelTimeClock TimeTrex

 $3.50/employee

Ashton Root, President  
Brings his many years of marketing 
expertise to the SmartSuite applications. 
“The goal with each application is to 
achieve high touch through high-tech. 
You never want to lose the human 
element, the SmartSuite applications 
enhance your ability to make many 
positive contacts.”

FINAL COST: Just $100 Intial
& $30/month

More Than  
$265/month

Jack B. Root, CEO
The seminar marketing king in the 
financial services industry throughout 
the 80’s and 90’s, now helps planners 
harness the power of the Internet 
through his software as a service 
SmartSuite.

PixelCampaigns 
create beautiful email marketing –  
includes easy-to-understand reporting dashboard

PixelVault 
online computer backup – it’s not if, but when your 
computer will crash, get lost or stolen

PixelRemote 
access a different computer remotely – provide 
support and training for your customers

PixelShare 
send and receive large files with a click of your 
mouse – from word documents to huge video files

PixelHost 
host an unlimited number of websites and email 
accounts whether built with PixelWebsite or not

PixelWebsite 
build an unlimited number of websites with cutting 
edge “drag and drop” technology

PixelMail 
an intuitive web client allowing you to integrate all 
your email accounts into one online location

PixelTimeClock 
no need for the old fashioned time clock – 
employees “punch in” online which calculates pay

to receive the IarFC discount, you must register 
through PixelGigs rather than through the web 
site. You may call Jack root directly at  
503-783-5808 to start your smartsuite 
subscription and move your practice into high 
gear today! 
 
What the SmartSuite can do for you 
 
as a Financial Consultant you have a dual role 
– serve your existing clients and cultivate new 
ones. But who has the time? with smartsuite, 
you are given that luxury.

when you harness the power of the applications 
that are all part of smartsuite, your marketing 
and customer support are streamlined. 
read through the long list of the smartsuite 
applications to learn about the immediate and 
long-term benefits you will receive. n

Included

Included

Included

Included

Included

Included

Included

Included

Included

PixelGigs Competitors

PixelWebsite
Create beautiful websites in a  
snap with our website builders.

PixelVault
You will have peace of mind 
knowing your data is safe!



Spotlight on IARFC Benefits:
Increasing Awareness  
of the RFC Designation

Amy Primeau, Domestic Membership Chair

IARFC Member Services:   
Amy@IARFC.org or call 800 532 9060 x34

As I write this, nearly 200 members have 
responded to our recent Member Survey.  
We wanted to get an idea of how we are 
doing, and what we should do differently.  
The responses continue to stream in.  We 
thank each of you who took a couple of 
minutes to share your thoughts.  

Your biggest concern is visibility of the 
IARFC and the RFC designation.  Your 
opinions as to whether this should be 
among Broker/Dealers, the industry, or 
the public varies.  This is a concern shared 
by each of us at the IARFC.  We would 
love to be the biggest organization in the 
industry, approved by all Broker/Dealers, 
and recognized by the general public.  

As a non-profit organization, we must 
make the most of the limited resources 
we have.  While other organizations may 
have raised their membership fees, our 
annual renewal has remained $150 since 
2006.  We know that times are tough, 
and financial advisors are among the 
hardest hit.  A year ago we started offering 
payment plans for the annual dues, and 
an increasing number of members 
continue to take advantage of this.  We 
believe raising the dues in this economy 
would not help our members, and would 
possibly hurt the Association by driving 
away members, but some future increase 
is inevitable.  

Conferences are a good way for us to gain 
exposure, as we are able to talk to people 
face to face about the organization.  We 
have exhibited at Million Dollar Round 
Table (MDRT) for several years.  We have 
already reserved our booth for the 2011 
MDRT in Atlanta, GA.  In the past, we 
partnered with different Broker/Dealers 
and exhibited at their annual meetings.  
This year, we are partnering with Advisors’ 
MoneyShow for the November 17-19 
show in Orlando, Florida.  While we will 
not actually have a booth at this show, our 
information will be included in all of the 

pre-show and onsite materials.  In 
addition, we will have a ‘booth’ at 
MoneyShow’s virtual show for those 
unable to attend the live conference.

We have worked with many Broker/
Dealers to get approval of the RFC 
designation, and have a list of companies 
that DO approve the designation.  If your 
Broker/Dealer has questions about the 
RFC, please let us know.  We will send 
information to them and work with them 
to get the designation approved.  

We continue to market to prospects, 
including the referrals provided by our 
members.  Many times, when I talk to a 
prospect, they tell me they had never 
heard of the designation.  I am always 
surprised to hear this from associates of 
our members. Our members should be 
our biggest cheerleaders. There are many 
things you can do to help the IARFC. 
Anytime you are asked to list your 
designations, list the RFC.  If RFC is not an 
option on the forms, ask to have it added.  
Talk to colleagues about the designation. A 
good conversation starter would be to 
wear your lapel pin.   Having your 16 x 
20” certificate professionally framed and 
hung in a prominent place is another 
good way to start a conversation.  When 
you have finished reading the Register, 
pass it off to a colleague, or leave it in 
your lobby for clients to thumb through as 
they wait for you.  Help build awareness 
in the public sector by using the marketing 
materials offered by the IARFC.  Finally, 
encourage your prospects to contact the 
IARFC to verify your credentials.  Very  
few members are currently using this 
service.  Doing this may turn your 
prospect into a client, who may refer  
other people to you.  As you build your 
practice, you will be helping build 
recognition of the RFC designation.   
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Only $39.95/month  
(regularly $44.95) 
$149 set-up fee

iarfcwebsites.com
1-800-593-9228

Powered by Smarsh Financial  
Visions Website Services

n	 Get a professional and 
attractive online  
presence

n		Attract new clients and 
service existing clients 
better

n	 Packaged with consul-
tative Internet market-
ing expertise

n	 It’s always working, 
even when you’re not!

Create your 
own IARFC 

website 
NOW!
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how to apply, and what’s necessary  
to help make sure the Vet’s claim is  
processed successfully.

This VA benefit, called the special Aid & 
Attendance pension, could pay up to 
almost $24,000 tax-free annually to a 
Veteran and their Spouse when they need 
care.  For surviving spouses, the annual 
benefit can be just over $12,000 tax-free 
each year.  That’s a LOT of money.  Often 
these payments to the Veteran or the  
Vet’s surviving spouse make a huge 
difference in the type of place where they 
can have their care, and it helps to insure 
that their other financial resources might last 
as long as they do.  If your clients have an 
LTC plan, this benefit from the Veterans 
Administration can add to the amount of 
dollars that are available to pay for care 
each month, before they have to dip into 
their other investments or savings.

A Veteran has to qualify on 3 levels to 
get this LTC benefit:  

1.  90 days of continued military service 
with at least one of those days served 
during a declared time of War.

2.  A health status that requires the  
daily assistance of another individual  
and recurring monthly un-reimbursed 
health expenses (like the costs each 
month in an assisted living facility or 
nursing home or the costs of monthly 
home care).

3.  Financial resources/assets that meet  
the VA’s internal formula for qualification 
and need. The Veteran applies for this 
benefit when they are actually using 
care, NOT before their health changes.

What the Vet needs to do with their financial 
resources to meet the VA guidelines is 
where the unsavory, seemingly-savvy 
financial Consultants (and some law firms 
they are attached to) enter the picture.   
This is where the Veteran and his  
family need to beware.  Some of these 
financial consultants who visit the assisted 
living facilities or nursing homes will  
speak to their intake counselors and 
administrators and offer to help them 
increase census by showing their Veteran 
residents and prospects how to get the 
Special Aid & Attendance Pension.   
Naturally, these folks who are responsible 
for marketing of their facilities to new 
prospective residents are eager to  
increase their census.  And, this relatively 
unknown program for financial assistance 
for Veterans and their families could  
make the difference about how long  
the Vet and his/her spouse, or surviving 
spouse, could live at their facility.  

A short informational program given by a 
financial consultant is a seemingly perfect 
arena for new business development for the 
independent living center, assisted living 
facility, or a nursing home.  It’s also a real 
help to the Vet and his/her family as they 
were searching for an affordable home for 
the care of Mom and Dad.  But, this is also 
where the SCAM can begin.

First, remember that there is a little-known 
Federal law dating back to the Civil War 
which states that no one can charge a 
Veteran more than $10 to help them access 
a benefit they are already entitled too.  The 
tricky financial consultants who are 
perpetuating this Scam of elderly Veterans 
will provide information about the Special 

All across America war-time Veterans are 
being targeted by a group of seemingly-
savvy financial consultants who offer 
assistance to the war-time Veteran or their 
surviving spouse to help them access a VA 
benefit that they are entitled to.

The Veteran’s Administration has voiced 
alarm and outrage at what has transpired.  
Meanwhile, every war-time Vet or their 
surviving spouse who is 60 or better in age 
should know about the benefit and how to 
avoid the financial SCAM that is beginning 
to be seen in every major city in the U.S.

Back in 1951 the US Government  
funded a program called the special 
Aid & Attendance pension for war-time 
Vets who need financial assistance to  
help pay for home care, assisted living 
facility costs, and the monthly costs of  
care in a nursing home.  It’s a national 
program that has received very little 
attention.  If you get on the internet and  
visit www.VA.gov, you will only find a 
paragraph and minimal information about 
the benefit.  Many of the employees  
who work for the VA have never been 
trained in the ins-and-outs of the benefit, 

BEWARE:  The Latest SCAM 
Targeted at Your Veteran Clients
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1.  Do you know and understand the 
special Aid & Attendance pension 
from the VA?  Ask them if they know 
the military service requirements, the 
health requirements, and the financial 
requirements that the VA has to have  
so that your claim can be processed  
and approved.

2.  Will there be any fees to help your 
client re-position their financial resources 
to qualify for the special VA pension?

3.  Will my clients need to establish a 
Trust?  Why?  And, do they know what 
kind of Trust the VA approves?

4.  Do they have an Instruction sheet and 
all the correct forms to use if your client 
needs to make a claim?

5.  Are there any fees to help your client 
access the VA benefits or to receive 
the forms they need to make a claim?  
Their fee should be ZERO.

6.  Will they give you the name of the 
Veteran Service Officer (VSO) in your 
area that your client will need to make 
an appointment with when their claim is 
ready to be filed?

**These are all the important questions 
you will need to ask to avoid this latest 
SCAM for your clients.

The Good News for every Veteran is that 
there actually are honest Financial 
Consultants who have taken the time & the 
training to be qualified to help clients, at NO 
CHARGE.  These consultants work with 
families and their Veteran family members 
to give them information and help prepare 
the Veteran’s family to make an application 
for the Special Aid & Attendance Pension, 
whether or not the Veteran has money.  
This is the type of Financial Consultant 
that’s probably an RFC® too.

This VA-trained financial consultant will  
give all the information a client needs  
to qualify for this tax-free benefit from the 
VA.  They will carefully walk a client through 
what is necessary to qualify; the service 
requirements, the health requirements, and 
then they will also give advice about the 
Veteran’s financial resources too.  It’s the 
complete package of help that you can 
provide to your Veteran clients or to the 
Surviving Spouse of a Veteran. 

Nationwide, the VA is being deluged with 
claims right now and their personnel are 
busier than they have ever been.  So, to 
speed things along and help the VA 

personnel, get the best VA training you can 
to speak about this benefit to your clients 
and prospects.  You’ll also help them to 
determine if their money is working hard 
enough for them. If your client needs an 
Irrevocable Grantor Trust completed before 
they make a claim to the VA, use your 
referral network to refer them to a trained 
VA benefit attorney. 

Veterans can now avoid this nasty SCAM 
that is being seen in almost every major 
market here in the United States.  
Remember, your war-time Veteran or the 
surviving spouse of a War-time Vet is 
entitled to this benefit and no one should 
be charging them to access it from the VA.  
It’s as simple as that.   

*** Please note:  If you would like to 
attend a training program about the Aid 
& Attendance benefit, the course is given 
each month in Denver for a day and a 
half.  Call Wilma to find out more 
information about the program.

Wilma G. Anderson, RFC® is America’s 
leading LTC and CI sales trainer and a 
practicing producer in Littleton, Colorado.  
This article covers some of the key points 
vividly portrayed in her DVDs, “Mastering the 
One Call Close”, “The Secrets of the LTC 
Sale”, and “Mastering The Annuity Sale”  For 
RFCs, the cost for all 3 DVDs is only $199!  
Visit her websites you’ll find several products 
that can help boost your sales, including 
personalized tele-coaching sessions, 
workshops, and sales-meeting speeches.

Contact:  720 344 0312
wilma@CriticalIllnessCoach.com
www.CriticalIllnessCoach.com

Aid & Attendance Pension program and 
then offer to help them fill out all the 
paperwork… all for a fee of at least $800.  
Yes, it’s illegal but they’ve been doing it  
for the past several years and getting away 
with it.

The Veteran’s Administration has always 
been very clear that Vets and/or their 
surviving spouse cannot be charged any 
fees to help them access any benefit  
that they are already entitled to.  Many  
of the financial consultants who are now 
targeting facilities and un-informed Vets  
are getting around the Federal law by 
charging their fee to a ‘disinterested party’, 
namely the family members or a friend of 
the Vet.  Some law firms, eager to write 
Trusts or prepare documents for an elderly 
Veteran, have now affiliated with some of 
these same financial consultants who 
market information to the care facilities,  
or who use direct mail to Veterans.  They 
boast that they have created an even  
better ‘disinterested party’ to avoid any  
legal difficulties.  Who is this new 
‘disinterested party’?  A Trust that has its 
own checking account.  This is the latest 
SCAM seen here in the Denver area, 
California, Texas, Boston, Chicago, Omaha, 
and 37 other cities in the U.S.  These crafty 
financial consultants will recommend to 
everyone that they need a Trust.  Then the 
new Trust will establish a checking account.  
And then. . . .  the law firm with the 
affiliated, unsavory Financial Consultant will 
bill the Trust $5000.  Amazing!  If these 
same financial consultants then sell a 
product like an annuity or life insurance 
to the Vet or his/her surviving spouse, 
well, the payload keeps increasing.

Even worse, if the Veteran or the surviving 
spouse does not have many assets,  
these same Consultants will refuse to  
help get them the necessary forms to  
start a claim for the Special Aid & 
Attendance Pension.  When I called the 
Director of the Veteran Service Officers  
here in Colorado to relay this recent 
information about the new SCAM, she 
gasped.  It’s a sad picture of greed.

So what should you do if your Veteran or a 
surviving spouse clients want or need to 
look at whether the Special Aid & 
Attendance Pension from the VA could help 
pay for some of the costs of their home 
care, assisted living expenses, or the 
monthly cost of a nursing home?  

Become your client’s Veteran advocate  
by looking for a financial consultant who 
states that they work with Veterans and  
ask these questions:

Wilma G. Anderson, RFC®



Are You Wasting Too Much Time?

Cato Comments — About Your Image…

Is it possible that my work is among the 
most interesting work on earth?  Every 
week, including Saturdays and Sundays, I 
receive calls, where the caller begins his or 
her conversation by asking, “What are you 
working on now?”  Or they may ask, “What 
are you doing at this moment?”  My 
relatives do this.  Even my best friends do 
this.  It is an annoying waste of both my 
time and that of the callers.  

Honestly, my work at any given moment is 
not all that interesting.  My days consist 
mostly of media deadlines for clients who 
are primarily financial consultants or 
insurance agents.  There is drudgery and 
frustration in all the details of making 
something happen.  When I tell callers 
what I am working on they often proceed 
to tell me how to do it, even though they 
usually have never done it.  Wouldn’t you 
find this irritating and time wasting?  
Because I speak at various training and 
practice management clinics, I’m often 
asked to do work for free.  Callers ask how 
to schedule a ride on Air Force One, or 
how to get a Hollywood Walk-of-Fame 
Star, or how to get a book legitimately 
published, or how to write a screen-play and 
place it with a legit movie producer!

Just before I started writing this column I 
was talking with Michael York.  York rose to 
international stardom when he appeared in 
Franco Zeffirelli’s classic adaptations of 
Shakespeare’s The Taming of the Shrew 
and Romeo and Juliet.  Recently he has 
been performing Shakespeare’s works in 
London’s west end, in Paris, and touring in 
Holland and Italy.  

York has co-authored a book titled A 
Shakespearean Actor Prepares, and 
called to ask me to assist him in writing a 
self-help and personal motivation book 
based on Shakespeare’s writings.  In a 
micro-second I realized that to prepare I 
would have to go to my home library  
and read the Complete Works of 
Shakespeare, plus Shakespeare Made 
Simple, and Outlines of Shakespeare’s 
Plays.  The reading alone would take a 
long time as I would have to understand 
this.  I am not a student of Shakespeare,  
nor am I a fan.  My wife can not keep me 
awake when I am forced to be in the 
audience for any Shakespeare production.   
I would rather be tortured than have 
anything to do with Shakespeare.  

York is an intelligent, talented, disciplined, 
experienced, and successful professional 
actor.  He knows that among the books that I 
have ghosted are five that made The New 
York Times top-ten best-seller list.  He told 
me what he wanted in his book, but he did 
not tell me how to write and place it with a 
recognized publisher.  I tactfully declined to 
get involved in this project.  I didn’t have the 
courage to tell my friend the reasons why — 
because I was afraid he would then realize 
what a hick I am.  The person who helps him 
with this important project should thoroughly 
know and love Shakespeare and have a 
passion for the proposed book.  

So there you have it.  That is what I was 
doing before starting on this column.  
Nothing great or significant!  I guess I should 
be flattered that people are interested in 
what I am doing or do they just want to be 
amused?  Sandra Dee, the movie actress 
whom I briefly dated, once told me:  “People 
want to be friends with me because of my 
fame, not because of the person I am.” 

Meet Me At The Airport

Another time-wasting routine involving me, 
that I also find puzzling, is that people often 
call me from the giant Atlanta airport and 
say they have flight delay and ask, “Can you 
run out here so we can talk?”.  Or they 
inform me, “I’ll buy your lunch if you come 
over now.”  These are often people I do not 
know, but who have read my columns or 
heard me speak.  I can not even get to the 
airport within one hour.  To drive from 
Woodstock, north of the city, to the Atlanta 
airport, park and locate someone takes 
about two hours.  The return, during  
rush hours, can take even longer.  After  
I politely explain that I’m unable to go  
to the airport — work schedules and 
deadlines you know — they usually ask  
me what I am working on now.  

I guess I sound like an ego maniac for 
griping about this.  So if you want to call me 
and ask what I am working on I’ll try to be 
polite but you will most likely be 
disappointed.  Calling about nothing is 
mutually time wasting.  We can’t all be as 
polite, courteous, considerate, and as 
pleasant as Stephen Bailey, CEP, CSA, 
LUTCF, CEBA/MFP, RFC®.  Steve is the 
IARFC President and everyone loves him.  
Possibly you could call him and ask him 
what he is working on now.

Too many agents and consultants do not 
invest adequately in themselves and their 
future.  They allow themselves to get into 
debt and adhere to no defined system for 
acquiring new clients.  Their main habit is 
wasting time.  What they are doing now is 
struggling and floundering.  It took them a 
long time to get into this mess.  In 
desperation they email or phone seeking 
directions to a quick fix.  But they do not 
listen to me or any other practice consultant.  
There is no quick fix.  There is no fast-and-
easy solution.  

That is what the gurus promise.  Consultants 
ask me if they should borrow money to 
hear a certain success guru speak — one 
who guarantees their success.  Some 
promise to make “you the brand” or flood 
you with referrals to millionaires.  There are 
lots of self-proclaimed gurus who promise 
anything and will be happy to take your 
money.  They put on a one-man show, sell 
some more back-of-the-room items, 
proclaim whatever, and perform their act.  
But all of this is a waste of time, except for 
the guru, who pockets your money.  

We all have an ongoing need to stay 
organized and to carefully manage our time 
— while being as productive as possible 
during the limited hours available.  Mehdi 
Fakharzadeh, RFC®, the world’s most 
successful insurance salesman, offers advice 
that applies to anyone in any profession.  I 
am a Media Advocate for agents and 
consultants.  I make them known and 
respected in their market area but this does 
not happen quickly or by magic.  What 
Mehdi explains is how to gain better control 
of your time, stay focused, avoid routine 
interruptions, and remain most productive.

  You are different from all other financial 
services practitioners.  You have unique 
abilities and individual strengths through 
which you can succeed even during 
these times of economic stress.  Your 
habits make you or break you.  Your 
habits enable you to dominate your 
circumstances.  The world’s most 
successful insurance agents and 
financial planners all use a sales system 
carefully structured especially for them.  

  Many financial advisors use a system 
that actually works against them.  
Why would you actually follow a system 
that works against you?  Failure is 
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certain if you use no system at all.  
Limited results are assured by using 
systems that are right for others but, 
wrong for you.  Using the wrong sales 
system, which does not work well for 
you, certainly makes your life harder 
and your sales far more difficult to 
achieve.  You are not likely to 
establish a desired image in your 
market area if you are struggling.

  In these changing times only the 
system that is ‘just right’ for you will 
enable you to take control of your 
work hours and become productive 
to your maximum potential.  When 
you stick with your carefully tailored-
for-you system you avoid wasting 
your time and other people’s time, 
plus you get better at what you do, 
while your sales and your self-image 
continually improve.

Rather than saying “Get a Life,” I would 
say — if I had the courage — “Get and  
use a fast track success sales system  
that works best for you and stop wasting 
your time.”   

Forrest Wallace Cato, RFMA, RFC®  is 
considered an “industry thought leader” in 
the financial services profession.  His 
articles, essays, interviews, op-ed pieces, 
reviews, biographies, critiques, and 
editorials, are widely printed world-wide 
and span over 28 years.  His media 
advocacy services have enabled many 
advisors to enhance their personal image, 
with a corresponding increase in their 
local status, public recognition and their 
income.  His mission is to help financial 
advisors “Cut A Bigger Image!”

Contact:  770 516 9395 
forrestcato01@bellsouth.net 
www.CatoMakesYouFamous.com
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Financial Planning Consultants —  
providing innovative software, training, practice management and 

marketing service to the financial professionals since 1969

Software, Training and Support for Financial Advisors

The� Suite

   FINRA Reviewed
   Develop high quality, colorful, comprehensive financial plans
   Create unlimited “what-if scenarios“ — including Monte Carlo simulations
   Present product solutions powerfully, swiftly and dramatically
   Easily justify a substantial planning fee plus product sales!

“Plan Builder is intuitive and easy to use.  I love the traffic light checker 
that let’s me know if I’ve forgotten some important detail.  Plan Builder 
lets me create a concise, client-friendly proposal using great graphs to 
quickly illustrate problems and solutions.  I have doubled my planning 
fees and doubled my life and annuity sales.“ — Dave Williams, IL

   Communicate more but with less effort
   Robust Contact Manager
   Prewritten letters, articles, agendas, fee schedules ready for your use
   Automated drip marketing engine
   Appointment and task scheduling calendar system

“Practice Builder, CRM software, is the single most important piece  
of software in terms of managing your business and client contact.   
Practice Builder has landed me over a million dollars in new money  
this year by touching prospects I would never have re-contacted without 
the software.  It’s great for client management, mailing lists and delete 
lists and there are thousands of customer letters if you want to drip 
market.  It is also very competitive in price and you can order only the 
modules you need.“ — Steven G Johnson, VA

   PowerPoint Presentation and Word files
   Customizable screens
   Scripted presentation ready to use or edit to use
   Structure for collecting fees from the start
   Sample Letter, Agendas, Checklists and Forms

Call for a Free Demo 800.666.1656 ext. 13
or email Sales@FinancialSoftware.com

Make Your Sales Soar!

20%
IARFC Member

Discount

Forrest Wallace Cato, RFMA, RFC®



Introduction By

Compiled by the renowned media advocate
Edwin P. Morrow

Forrest Wallace Cato

Fast-Track
Success System
WORKBOOK

Gain All Your 

Success Potential 

from one of the 

World’s Greatest 

Living Insurance 

Salesmen!

Legendary Skills and Techniques of one of The World’s 

Most Productive and Beloved Insurance Professionals Mehdi Fakharzadeh

The Legendary Skills and Experience of

Mehdi Fakharzadeh

Mehdi Fakharzadeh’s
Fast-Track Success System

The insurance sales legend, Mehdi Fakharzadeh, MS, CLTC, RFC 
shares the techniques that have made him the greatest living 
life insurance salesman — not because of working unique 
markets, employing complex benefit plans, or dealing 
exclusively with wealthy families or selling to giant corporations.  

This is written to place you on the Fast-Track to Success. It is 
highly practical, not technical.  It is easily read and absorbed.  It 
includes the simple habits that have mesmerized audiences in 
more than 50 countries, and totally reformed the lives of many 
persons who help consumers  learn how to spend, save, invest, 
insure and plan for the future — in order to achieve and 
maintain financial independence.

This is the most outstanding and simple system, 
and it can make a monumental difference in the 

career of the life agent who will place these 
simple tools to work on a regular basis.

 — Guy Baker, 2010 President of the MDRT 

With this system by the MDRT role model, you 
are holding a success system that can take you 
to greatness.  I have personally been on many 
platforms with Mehdi and he is the best.  You 
can be very busy, but only with the right sales 

system can you be highly productive.
 — Garry Kinder, CLU, RFC, CSA, 

Author, Lecturer and Consultant

  IARFC Quantity 
 List Price Member Price Desired 

 $47.95 $24.95 __________ __________

 Ohio residents add 6.5% tax __________

 Shipping and Handling __________

 Total __________

Shipping & Handling
U.S. Domestic $10 
International $19

Gender:    M    F       Please print or type the information.

__________________________________________________________________ 
First Name                                          Last Name

__________________________________________________________________ 
Firm or B/D

__________________________________________________________________ 
Street Address

__________________________________________________________________ 
Suite Address (No P.O. Boxes, Please)

__________________________________________________________________ 
City                                                   State                    Zip Code

__________________________________________________________________ 
Country

__________________________________________________________________ 
Phone                                                Fax

__________________________________________________________________ 
E-mail

Credit Card #__________________________________________ Exp.___________

Signature _____________________________________________________________

PLEASE MAIL OR FAX THIS COMPLETED FORM TO IARFC. Payment Method:
 Check made payable to IARFC    Cash    Credit Card (Visa, MC, Disc., AmEx)

IARFC Press, Financial Planning Building, 2507 North Verity Parkway, P.O. Box 42506, Middletown, OH 45042-0506 Fax: 513 424 5752  |  For questions: 800 532 9060
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■   Is author associated with reputable 
organizations 

Bias
■   Commitment to a point of view 
■   Acknowledgement of bias 
■   Presentation of facts and arguments 

for both sides 
■   Language free of emotion-arousing 

words and bias 

Language
■   Well-written and researched 
■   Grammar, spelling, quality of writing 

Layout and design
■   Appropriate amount of white space 
■   Clean layout and clear graphics 

Where do you get the  
biggest bang for the buck?  

The number one credibility builder is clearly a 
book.  Why?  For many compelling reasons.  
Let’s look at the three most compelling: 

1.   Implied Credibility — Until recent 
years, getting into print was a much  
more painful ordeal than it is today.  
Merely writing a book was a long and 
laborious process.  Then, finding an  
agent or publisher was itself long and 
painful.  The effort involved kept many 
good ideas from being written.  And, that 
vetting process establish a “perceived” 
level of credibility, the belief that only  
the best ideas and manuscripts were 
published.  That perception remains  
today even though the process has 
changed dramatically. 

2.   Permanence — It’s one thing to express 
an opinion or post an idea in a blog, quite 
another to write a book about it.  A book 
has permanence.  You’re forced to put a 
stake in the ground and make a 
commitment.  Doing that also places your 
credibility at risk if your idea is not sound 
or your research lacking.  What you say in 
a book goes “out there” and cannot be 
easily retrieved or changed.  We still hear 
from people years after publishing our 
first book.  They believe that the ideas in 
the book are permanent. If you’re not 
willing to take that strong of a stand, then 
a book is not the right medium for you. 

3.   Tangibility — If “faith” is the substance of 
things hoped for and the evidence of 
things not seen, a book is the opposite.  It 
is proof.  The most compelling proof is 
the tangibility.  It is simply a solid object in 
the physical world.  You can touch it.  It 
has weight and texture.  You can’t deny  
its existence. 

Along with that tangibility come deeper 
perceptions.  The weight and texture of the 
physical book carry their own messages.  For 
example, compare a heavy book with a light 
one; which one is more credible?  Compare 
slick paper to coarse texture; which one is 
more credible?  In an eBook or blog post, 
those considerations do not exist. 

For several years, we’ve watched in 
fascination as people reach out and pick up 
books.  Most readers have an actual sensory 
love affair with books.  The way they hold 
them, rub them and smell them is 
reminiscent of a sensual interlude.  Books 
might be merely physical objects comprised 
of paper and ink, but they combine to 
become something very special.  And, the 
credibility impact is powerful. 

Why is a book is the ultimate  
credibility marketing tool? 

Here are some reasons why it is so effective: 
■   You can control it. 
■   Longer shelf life. 
■   Can add it to marketing strategy. 
■   Can be leveraged. 
■   Difficult to create (takes special expertise). 
■   Based on hierarchy of marketing/

communication’s top slot. 
■   Difficult for someone else to duplicate. 
■   Provides tangible credibility. 
■   Very few other decision makers have 

published a book. 

You can control it 

When you look at all the ways information 
about your firm could get communicated, the 
ones you have little or no control over far out 
number the ones you can control.  So, it 
makes sense that you would find the most 
power, most accurate one you can control 
and put it to work for you.  That big gun is a 
book.  And, one of its major advantages is 
that you control literally every aspect of it. 

In 1990, a well known direct mail expert 
approached me about writing a brochure for 
him.  His goal was to launch his new 
business with that brochure.  To me, it 
seemed like the wrong tool for the job. After 
several conversations, I finally convinced him 
that he needed to publish a book.  That 
book has now been reprinted many times 
and it launched the business into a long 
successful run. 

There are two points to this story:  1) make 
sure you select the right tool for the job; 2) a 
book can give you the biggest payoff.  

Now, let’s look at both of those points and 
figure out how you can capitalize on the 
biggest of guns. 

Common to all serious manuscripts is a 
checklist of elements or qualities you need to 
address. How many of them you succeed at 
will determine how much credibility you get 
from the project.  As an example, a few years 
ago, an author in the insurance industry sent 
me an autographed copy of his book.  He 
was very proud of it.  Unfortunately, it was 
terrible.  It failed at most of the points in the 
following checklist . If you want to establish 
yourself as an expert or thought leader, you 
might want to refer to this checklist 
throughout the process: 

Author’s credentials 
■   Relevant degrees or credentials 
■   Institutional affiliation 
■   Relevant field or employment experience 
■   Past writings 

Author’s reputation 
■   Cited in articles, books or bibliographies 

on the topic 
■   Press 
■   Speaker or lecturer at national conferences 

Publisher
■   Commercial, trade, institutional, other 
■   Known for quality and/or 

scholarly publications 
■   Basic values of goals 
■   Specialization 
■   Review process 

Author Association 
■   Is author associated with 

reputable institutions 

Finding Gold
Capitalizing on Credibility —  
What’s the Biggest Payoff?
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Thus, it allows you to very effectively leverage 
your book content. 

Choosing the best vehicle  
for your target market 

e-Books 

For our purposes, an e-Book is defined as a 
PDF “book” smaller than a print book and 
longer than an article or white paper.  The 
content focus is similar to a book and white 
paper because it is focused on solving a 
problem for readers and potential clients. 

The design and layout of an e-Book is 
different from printed business books or 
white papers, even though most e-Books are 
actually printed (rather than read online).  
They tend to have more white space, shorter 
sentences and paragraphs, more graphics 
and images and easier scan-ability. 

Readers of e-Books tend not to respond  
well to content that requires too much  
effort.  They are more interested in  
gathering insights quickly and having a 
slightly summarized version of content.  
E-Books can work well as teasers or support 
materials for longer papers and print books.  
Your strategy is this, if they like your ebook, 
they will love your service, your keynote or 
your book. 

Email newsletters 

Email newsletters offer an easy way to 
deliver targeted content and maintain 
credibility in the minds of customers and 
prospects.  The caveat, they do this when 
done correctly.  Sadly, many email 
newsletters fail to drive credibility because: 
1) they are focused more on selling than 
providing relevant information, and 2) they 
are typically generic.  Neither of those will 
enhance your credibility, but they will chip 
away at the credibility you do have. 

White Papers 

This is a specific type of document.  It’s not 
opinion; it’s an objective, research-based 
exploration of a problem and a specific 
solution.  The key to gaining credibility 
through white papers is to avoid giving 
merely your opinion and at all costs avoid 
selling.  According to Michael A. Stelzner, 
author of Writing White Papers, “White Papers 
are powerful marketing tools used to help 
key decision makers and influencers justify 
implementing solutions.”  That’s the primary 
objective.  But, there’s a secondary objective 
— to demonstrate the depth of your expertise 
in that area of know-how, thus link you and 
your credibility to the solution. 

Magazine articles 

The key to gaining credibility through articles 
is to never make it about yourself.  Simply 
serve as the story teller, not the star of the 
story.  Knowing the story and pointing out the 
wisdom gained will point back to you and 
show you in the best light.  Consider finding 
a curmudgeon in your firm and having him/
her give you feedback on how much 
self-serving content is in your article. 

In Conclusion 

Credibility is the result of a process, not an 
event.  You gain more and more credibility 
from the various ways you demonstrate your 
relevant wisdom.  Referring back to this 
article will give you insights BEFORE you 
initiate the publishing. 

Your Reward 

Not every professional can write a book.  But, 
everyone can publish something that will 
increase his/her credibility.  Ahh, but here’s 
the trick — you have to understand the 
concepts that add up to credibility.  We 
created a Report titled, “6 Things You Can Do 
to Enhance Your Communication Credibility.” 
If you would like a copy, just copy this 
paragraph and email it to me, along with 
your contact information: I will personally 
send the Report to you.  Note: This offer 
expires November 1, 2010.   

Michael Lovas is the author of ten 
books, three columns, and a thousand 
articles on Professional Credibility and the 
Psychology of Communication in the 
financial industry. He’s the co-founder of 
AboutPeople and the pioneer of Credibility 
Marketing.  Find Michael’s books at:   
http://www.aboutpeople.com.  

Contact:  509 465 5599 
michael@aboutpeople.com
www.aboutpeople.com 

Since you are writing the book, or supervising 
a writer, you control every word and every 
graphic.  If you’re using print-on-demand 
services, you can control future changes on a 
daily or hourly basis. 

A longer shelf life 

Over the years, I’ve been published in various 
trade journals, every month since 1986.  If 
you’re keeping track that predates the 
internet as a publishing source.  So, I recently 
did a Google search and found the oldest 
one of my articles on the internet.  It was 
published in 2003. 

Compare that to the printing dates of some 
of the books on your shelf.  Pam and I use a 
nineteenth century dictionary, but that’s a bit 
unusual.  We own many psychology books 
printed between 1950 – 1970.  Point is — 
printed books will remain viable long after 
digital information stops coming up in online 
searches.  Every time someone looks at your 
book, it’ll be your credibility that speaks.  Will 
it still be relevant?  That’s up to the quality of 
your thoughts and advice. 

So, there are two edges to this sword.  If you 
don’t get published, you evaporate into thin 
air with no viable Wisdom Legacy.  But if you 
do get published, you will still be judged on 
your book’s wisdom and quality for many 
years to come. 

You can add it to your  
marketing strategy 

When we first began working with credibility, 
we looked around the business world, taking 
a close look at marketing strategies.  The 
response to most of them was, “So what?”  
Even when the message was strong, the 
vehicles chosen to carry the message were 
weak.  That changes when you include a 
book in your marketing strategy.  Having a 
book gives your marketing mix a star 
performer to carry the ball.  A book adds 
power and credibility to all the other 
elements of your strategy. 

“A book is like a big, thick, impressive $25 
business card.” — David Maister, author of 
The Trusted Advisor

Leveragability 

When you write a book you can repurpose 
much of the content and use it in articles, 
newsletters, blogs, etc.  This way, you  
actually get double, even triple payoff from 
the same content.  Social media is one of the 
most effective ways to distribute your 
message(s).  It is a fantastic world that can 
carry multiple messages in multiple forms.  

Michael Lovas
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In many respects, a modular plan or  
analysis is simply one component of a 
comprehensive financial plan.  Many 
planners would be willing to deliver just  
one or two components — using either  
their comprehensive software, or  
modular programs, such as Virtual Advisor: 
http://vsa.fsonline.com/pnuco/iarfc_vsa.html 

Then we asked a critical question, “Could 
you use more revenue?”  As you might 
expect, the answer from those surveyed was 
a resounding, “Yes!”

Then we asked, “Do you believe that  
a person who had paid a fee for a  
plan would be more or less likely to 
implement with you?”  The answer was 
always, “More Likely!”

The logical follow-up was, “What do you 
need to start delivering fee-based plans?”

Tools Advisors Require

The following responses were not 
necessarily given in order, and various 
advisors attached greater significance to 
some items than to others.  The key 
seemed to be that almost every one of  
the following would represent a Reason 
to Not Proceed. 

■   No fee schedule.  It is obvious, you can’t 
charge a fee unless you have a written 
schedule.  “What do I charge, and how do 
I convey this to a prospect in a credible 
fashion?”  Solution:  a printed fee 
schedule!

■   “Prospective clients may be reluctant.  
How can I overcome this?”  The answer is 
so obvious — borrow the technique used 
by other merchandisers — a guarantee.  
The responders said, “What’s that?”  You 
need a certificate to support this quality 
assurance.

■   “I offer commission-based products.  
How can I explain that the plan fee is not 
reduced or offset by those commissions?”  
Solution:  Just do it!  The physician who 
does an exam and diagnosis also charges 
for tests performed in office and also for 
subsequent treatment such as surgery, 
therapy and monitoring.

■   “How do I present this service?”  An 
effective client acquisition interview 

requires a script, a presentation, and 
supporting tools or documents.  You  
can invent all of them if you have the 
time — but why not use a system like 
Client Builder and modify it to suit 
your practice.

■   “How can I limit my liability?  If a plan is 
delivered on a fee basis, how can the 
issue of additional exposure be 
addressed, since this is a very litigious 
society?”  When delivering Investment 
Advice you must be within an RIA 
structure.  But non-investment advice is 
not regulated by the SEC or FINRA – 
although most registered reps still have 
compliance review responsibilities.

■   “Does a plan have to include 
Investment Advice?”  The SEC has 
indicated that this element can be 
delivered only by an RIA or ARIA.  But you 
can avoid this, if you are precise in the 
way your plans are marketed, produced 
and delivered.  You are not required to 
deliver “investment advice” as part of 
your “Strategic Financial Analysis.” For 
which you charge a fee.

Our surveys indicate that over 80% percent 
of all those holding themselves out as 
“financial planners” are not charging fees 
of any kind.  This includes fees for 
comprehensive plans, modular plans, or 
Assets Under Management (AUM).

A smaller number applies to those with a 
designation, such as Registered Financial 
Consultants, Certified Financial Planners, 
Chartered Financial Consultants or Certified 
Financial Analysts.  Most of those charging 
fees hold either a designation, or a post 
graduate degree, such as MBA, JD, or MSFS.

Nearly every financial planner who has a 
background as a CPA charges a plan fee, 
whether or not they also still provide tax 
service, business accounting, AUM or 
commissionable products.  The CPAs are 
more comfortable charging a fee, although 
some indicate they feel their charges are 
not nearly enough for the work performed.

We queried financial advisors who are  
not charging plan fees, “Why aren’t you 
charging for your valuable advice and 
service?”  The responses were very 
interesting, and many of those saying “No” 
gave two or three of the following reasons:

■   My Broker/Dealer won’t allow me to 
charge a fee

■   I only sell insurance on a 
commission basis

■   I am primarily in one market (LTC, 
annuities, mortgage coverage, etc.)

■   I concentrate on selling securities

■   I only offer AUM services through a B/D 
or an RIA

■   I would need an additional license that I 
do not have now

■   I do not have a way (software) to prepare 
a good plan 

■   I do not have sufficient training to 
produce a good plan

■   I am not confident people in my market 
will pay a planning fee

But the overwhelming and primary 
response is, “I’ve just never done it!”

Could You Use More Revenue?
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Your Services are Needed

Fear is Widespread.  Qualified and 
experienced financial planners, such  
as members of the IARFC, are very 
persuasive individuals.  They communicate 
well.  They are knowledgeable.  They are 
ethical (at a time when ethics is most 
appreciated).  But more important, they  
are desperately needed.

Turmoil prevails.  Economic distress and 
political unrest… Greater longevity is 
welcome, but carries a long term price…  
No one knows the impact of Obamacare  
or Social Security underfunding…The waves 
of immigration continue in and job exports 
are still going out!

Fear is Widespread.  Consumers at all 
economic levels need an advisor who is 
competent, trusted and successful.  

Increase Your Revenue.  If increasing your 
net revenue and new client acquisition will 
help, then contact the IARFC for details on 
the referenced practice management tools.  
Call Amy Primeau at:  800 532 9060, or 
send an email to:  Amy@IARFC.org   

Ed Morrow is the chairman and chief 
executive of the IARFC and has been a 
practicing financial consultant for forty years.  
His advice and systems are used by 
thousands of financial consultants in the 
U.S. and across the world.  As the CEO of 
the IARFC he is one of the developers of 
the Financial Planning Process course 
materials and a frequent instructor, both 
nationally and in many countries.

Contact:  800 666 1656 ext. 11
edm@iarfc.org
www.iarfc.org

■   “How do I set myself apart from 
commission-only reps?  What will make 
prospects really believe that I really offer a 
higher level of service?”  This is an 
image-building issue.  You must be 
perceived as an advisor at a “higher level” 
which is endorsed by every step you take 
at the opening, your sense of organization, 
credentials, ethics, presentations and plan 
satisfaction assurance.

■   “What is the most persuasive action to 
get a fee?”  Most advisors knew the 
answer, but they didn’t have it ready — a 
nice, colorful, well-organized sample plan.

■   “How can I avoid tension and stress?”  
This is important whenever launching a 
new product or service.  The solution is 
careful preparation, and having a 
recognizable distinction from the 
competition.  Use of a checklist is 
essential — to be sure everything has 
been developed and delivered to 
establish the image of professionalism 
you need a source of letter, agenda, 
checklists and articles.

■   “How do I control the planning 
process steps?”  Maintaining a powerful 
TOMA (Top Of Mind Awareness) will 
accomplish this, but many planners are 
not natural writers.  They don’t mind 
sending letters or emails, they just do not 
like writing them.

■   “How do I get more high-level 
prospects?”  Those who will pay a 
reasonable (or substantial) fee must  
be rare, and few planners have a big 
marketing budget.

Bill Nelson, RFC®

Why have some advisors 
increased their production  
of  Variable Universal Life by  
as much as ten-fold?

Would you benefit from  
learning new techniques  
to gather a steady flow of  
new affluent clients?

Could you use a few extra  
dollars of personal income  
(say $100,000) next year?

Enroll in Bill Nelson’s LIFE 
School and find out how he 
sold a billion dollars of 
permanent life insurance — 
in 15 months!

937 506 4088
billn@nelsonlearninginstitute.com

Ed Morrow, CLU, ChFC, CFP®, RFC®



The 30-Seconds No-Cost Sales Secret
by Katherine Vessenes, JD, CFP®, RFC®

COMPLIANCE-FRIENDLY MARKETING

Jump-start your business by being a 
positive force for everyone you know.  In 
turn, when others begin to follow your 
lead, you’ll find that prospects are 
open-minded and receptive to working 
with you.  Here’s how to do it.

Can you afford 30 seconds to build your 
business, improve staff morale, and (I’m 
going out on a limb here, but only because 
it’s worked for me) strengthen your 
marriage?  I’ll bet you can!

I call it cheerleading — and it’s not just for 
high schoolers in micro-mini skirst.

Here’s my definition of cheerleading:  It’s 
the art of building up a person by saying 
something positive about him or her that is 
honest, sincere, and affirming.

To cheer someone is to bring about a 
positive state of mind in him or her, to 
encourage or comfort the person.  Cheering 
makes us feel good, and one of the  
most powerful things we can do for  
people is to tell them — and others —  
what we like about them or what they are 
good at.  Doing so always brings good 
consequences — for the person we’re 
praising, for the person we’re talking to, and 
frequently, for ourselves, too.  Read on to 
see how it works.

A good word changes a relationship

It’s no secret to anyone who knows me that 
I have spent many years trying to get to the 
bottom of a long-standing health issue.  I 
have seen doctors all over the country — all 
to no avail.  Last winter I decided to visit a 
doctor in Chicago, but based on my past 
experiences, I wasn’t very optimistic that she 
could help me.  I was discouraged and very 
low on the trust scale.  In short, I was feeling 
exactly like many of your clients are feeling 
when they visit you for the first time: 
discouraged and skeptical.

As part of her protocol, Dr. G. asked me to 
schedule a phone interview with her chief 
dietitian, Mark. During the first call with 

Mark, he said something like this:  “You are 
going to love working with Dr. G. — she’s 
the best endocrinologist in the Midwest.”  I 
almost laughed out loud, because I knew he 
was cheerleading.  Now, don’t get me 
wrong — he wasn’t doing it for ulterior 
motives.  He was sincere and truly believes 
Dr. G. is the best physician in the area.  He 
was happy to give me a personal testimony 
to support his belief.

The result?  Even though I was well aware of 
the power of cheerleading, I instantly felt my 
discouragement and skepticism disappear.  
In fact, on a scale of 1 to 10, where 10 is 
the highest level of trust, I was at a 2 before 
this conversation.  One little sentence from 
Mark, and I found my trust level moving into 
the 6 range.  Yes, Dr. G would still have to 
prove herself to me, but my heart and mind 
were much more open to taking her advice.

Mark’s one sentence opened a little space 
in me and planted a seed of trust.  Isn’t that 
the state of mind we want all of our clients 
and prospects to be in?  We want the trust 
level to be so high — at least a 7 — that 
clients’ and prospects’ hearts and minds are 
ready to take in all we have to say.  Getting 
others to cheerlead for you is a great way to 
start your sales process, since it lays the 
foundations of trust before prospects ever 
meet you.

How cheering works

Cheerleading is very effective because it is 
exactly what it appears to be: a short, 
spontaneous, third-party endorsement.  In 
30 seconds or less, the listener’s fears are 
dramatically reduced because someone is 
providing an unscripted reference and 
recommendation.  It breaks down the fear 
barriers and starts building up trust.

Here are a couple of examples of how 
cheering works for me, on a day to day 
basis: 

I have the great fortune to be in business 
with the love of my life:  my husband,  
Peter.  Not surprisingly, cheering for him  
is second nature to me, and I never  
miss an opportunity to do so.  (Of course, 
you can do the same for your partner, your 

boss, your staff, and all your business 
associates, even if you’re not married to  
any one of them!)

Many people — perhaps thousands — have 
heard me say that Peter is by far the best 
business consultant I’ve ever seen.  In fact, 
I’ve never seen a business he couldn’t fix or 
make more profitable, even ones on the 
verge of bankruptcy.  I’m sure there are a 
few skeptics who think I am just giving them 
a self-serving commercial.  However, most 
people sense my sincerity and after my 
endorsement become much more curious 
to hear what Peter has to say. 

A typical end result:  When one of our 
clients got on a national platform, in front of 
thousands of financial advisors, he said, 
“Peter Vessenes is the best consultant in the 
country.  Hands down.”  Would he have said 
that if he had not heard me say something 
similar?  Maybe, but it didn’t hurt to have 
the idea planted in his mind.

In addition to telling others how wonderful 
Peter is, I also try to send a little personal 
cheerleading his way every day.  I tell him 
that he is handsome and brilliant.  I also tell 
him I really like the way he accomplishes 
things, whether it’s the way he cooks  
catfish, handles bad traffic, or deals with a 
difficult client.  He says he is my biggest 
cheerleader — and I am his.

I have found, after 30 years of marriage,  
that constantly affirming your spouse does 
wonders for your relationship.  The same 
principal that works so well in marriage is 
also good for staff and clients.  I try to tell 
our wonderful staff every day how much I 
appreciate what they do for us, and I never 
miss an opportunity to talk them up to our 
clients.  I think they appreciate it.  I know 
they have been willing to work in some 
difficult situations, and I think that’s at least 
in part because they know how much we 
value them.

Do unto others…

You want people to be cheering for  
you.  The best way to inspire words of 
kindness (other than being a great  
financial consultant) is to dole them out 
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liberally first. The best way to start is by 
cheerleading about your staff to your clients 
and prospects. 

Here are some sample scripts that you  
can adapt:

■   “Suzy, you are going to love working with 
my assistant, Jim. Jim does not let 
anything fall through the cracks!  In fact, 
all of our clients would rather talk to him 
than me!”

■   “Suzy, you are going to enjoy working 
with my assistant, Jim. I was so lucky to 
get him — he is great at taking care of all 
of our clients’ service problems.”

■   “Suzy, let me introduce you to my 
assistant, Jim—the real brains in our 
organization.  Jim makes sure everything 
runs smoothly here, including all of  
your transactions.  He has been with me 
for years, and I couldn’t do anything 
without him.”

If you’re one of those people who aren’t 
comfortable saying nice things about  
others, I have two suggestions.  First, you 
may be more comfortable thinking of  
this in terms of selling.  In this case, you’re 
selling your assistant to a third party, your 
new prospect.  Second, simply practice 
these statements out loud in the shower  
or in the car until they naturally roll off  
your tongue.

Another way to get used to saying nice 
things is to start on the home front:  
start cheerleading for your spouse to friends, 
to all new acquaintances, and even to  
your children.

■   To Bill and Jane, a couple you are 
meeting at the Rotary dance for the first 
time: “Let me introduce you to my wife, 
Simone — we were childhood 
sweethearts, and she still thrills me after 
all these years.”

■   To your son and daughter:  “You are 
the luckiest kids in the world to  
have a mother like yours.  She loves  
to put you first, spending 20 hours  
a week hauling you to sporting events 
and the orthodontist.  She loves you 
more than you can know, and I am  
the luckiest guy in the world to be 
married to her.”

■   Or here is my favorite when Peter is 
introducing me:  “Meet my beautiful  
wife, Katherine.” That one is a bit of  
a stretch, but it is endearing every time  
I hear it!

Getting others to cheerlead for you

Once you get comfortable with this  
and your family and staff have heard  
you cheerlead for them, it’s time to ask 
them if they will cheerlead for you.  Often  
it will happen spontaneously, but you  
can always give others some ideas of  
what they could say.  A little help will work 
as long as they keep the sentiments real 
and you back it up with great service.  
Here’s how we helped one firm become 
our cheerleader.

One of our clients was a financial planning 
firm that was so big they had at least four 
people in the marketing department and 
two receptionists.  We taught all of them to 
use a script similar to this when anyone 
called in for an appointment:

■   “You are going to love working with 
Katherine.  She’s a nationally known  
RFC, was on the CFP Board of Ethics,  
and we are thrilled to have her as a part 
of our team.”

■   Another variation:  “I am so glad you 
are coming in to meet Katherine.   
She is such a great boss that I know  
you are going to find her to be a great 
advisor, too.”

■   Another try: “We are all glad you are 
coming in to meet Katherine.  She is an 
exceptionally good planner — in fact, one 
of the best in the industry.  I know you 
are going to enjoy working with her.”

Not for sissies,  
cheering brings real results

I began to use cheerleading — and training 
those around me to use it — early in my 
career — and what a difference it has made.  
For instance, when I was starting out as an 
financial consultant, prospects had not even 
heard of me.  When they called the office to 
schedule an appointment, they were looking 
for someone else:  the big cheese of my 
group.  However, the staff was taught to use 
a cheerleading message to influence 
prospects to book an appointment with me 
rather than the big guy.

The difference those 30-second commercials 
made in my sales process was notable the 
moment prospects walked into my office.  
The staff did such a great job cheerleading 
that the prospects were actually looking 
forward to meeting me.  They weren’t cold 
leads anymore.  They were moving from 
warm toward hot.  I found my closing ratio 
went through the roof, over 90%!  Sales 
were much easier than they had ever been 

before, because the clients were ready and 
willing; their hearts and minds were open to 
the kind of help I could offer them.

Cheerleading rules

Before you get started, there are a few 
important rules about cheerleading that 
must be obeyed if you want your 
endorsements to be effective:

■   It must always be true, and from the 
heart.  Cheerleading must be honest.  
Never say it unless you truly believe it.

■   It is best when it is spontaneous.  If 
your staff can’t do that, have them 
practice until it sounds spontaneous.

■   Cheerlead for others first.  As in 
networking and referrals, you have to give 
cheers before you can expect others to 
cheerlead for you.

■   Teach your staff to cheerlead.  The 
younger they are, the more likely they will 
need some help.

■   Check the basics.  If your staff, spouse, 
and best clients are not willing to 
cheerlead for you, you have a problem  
in these relationships that is more 
fundamental than increasing sales.  
Work on that first.

One final tip:  Find something positive 
to say each day about as many people  
as you can.  You’ll notice an improvement  
in your relationships and even your  
closing ratio.  And before you know it, 
people will be spontaneously cheering  
for you!   

Katherine Vessenes, JD, CFP®, RFC®, the 
creator of the No-Sell Sale™, uses her 20+ 
years of experience as a top financial 
consultant and consultant to help her clients 
achieve an easy, almost effortless sale.  
Katherine is considered “The country’s 
leading authority on building the 
multimillion dollar practice” (Kaplan) and 
“America’s best known authority on the 
legal, ethical and compliance issues of 
financial consultants” (Dearborn). 

In addition to her practice as an consultant, 
she continues to help other financial 
consultants increase the net income from 
their professional lives.

Contact:  952 401 1045
katherine@vestmentadvisors.com
www.vestmentadvisors.com
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details, letting them know that “you’ve been 
there”, and what you’ve accomplished 
because you know this is an integral part of 
every financial plan.

Second, by discussing the basics about how 
Wills and Living Trusts work (with either 
clients or prospective clients), this will help:

   Strengthen the financial plans of your 
existing clients.

   Discover new opportunities to help 
your clients through regular estate 
planning reviews.

   Since a complete estate plan must 
be coordinated with all aspects of  
your clients financial lives, this means 
that it must be coordinated and 
integrated with you, and with an estate 
planning. attorney, and even a CPA.  
Therefore, this provides you the 
opportunity to help your clients, and  
at the same time meet and network  
with many of the estate planning 
specialists in your area.

   Ask for referrals.  Once you have 
finalized, funded, and coordinated a 
sound estate plan, a client should be 

extremely pleased with the great things 
you have accomplished together.   
Having said that, this opens the door 
for a great chance to say something 
like; “Can you think of any co-
workers, neighbors, friends, or family 
members that might also need to 
make these kinds of improvements?  
If not, keep me in mind if this 

conversation comes up 
because I’d love to help 

the people you care 
most about.” 

Third, since 70% of 
people in America 
die without creating 
or leaving behind 
as much as a Will, 
you need to start 
with the basics…
and keep it very 
simple.  Help your 

clients and prospects understand the basic 
concepts of how this works, the way it 
works, and why it is necessary.  

Therefore, I’ve put together a basic piece 
that you can use, which should help you get 
your clients started in the right direction.  
This can be used for both your existing 
clients, as well as for generating new clients 
and referrals.  

This piece is designed to address what I’ve 
found to be the four most common 
questions that most people have when it 
comes to estate planning through using 
Wills and Trusts:

NOTE:  These are only some of the many 
questions that often arise on the subject  
of Wills. 

Of course, these laws can be very 
complicated.  This is designed to  
present some of the simple and 
straightforward answers to commonly  
asked questions.  Therefore, my  
suggestions is that you should only use  
this as an “introductory guide” to paving  
the way for creating an estate plan using 
Wills or Trusts.  

1.  What is a Will?  A Will is signed writing 
in which a person (often referred to as 
the “testator”) directs what is to be done 
with his or her property after death.  
Each state has its own very specific laws 
as to what is necessary for a Will to be 
valid in that state.  

2.  Who Can Create a Will?  Any mentally 
competent person who is at least 18 
years old may make a Will.  However, 
later proof of any fraud, duress, or 
undue influence by another person  
or the testator may cause the Will to  
be invalid. 

3.  Who Should Have a Will… and Why?  
Every mentally competent adult  
should have a Will.  Here are a few of 
the reasons:

 ■   You can direct how you want your 
property divided at your death.

As financial consultants, I’ve always said  
that we must “practice what we preach”.   
I say this because the harsh reality is that 
most professionals don’t have their own 
“house in order”.  For example, the homes 
of most landscapers are not immaculate 
when you drive by.  If you visit the house of 
a painter, it’s usually not painted as 
immaculately as a model home.  Although 
we see doctors regularly to maintain our 
health, if you visit the home of most 
doctors, you will see they don’t always eat, 
drink, or exercise in a way that promotes a 
“perfectly healthy lifestyle”.  

So it should come as no surprise that, just 
like our clients, most financial consultant 
consultants (and even estate planning 
attorneys) don’t have their estate planning 
“house in order”.  Some have a Will…  
but it is out of date.  Some may have a 
Trust… but it is not properly funded.   
Some may have experienced some major 
life events (such as new children or 
grandchildren in the estate, a divorce, a 
remarriage, someone’s son or daughter  
got married, received an inheritance, or 
maybe lost a close loved one)… which  
has not been adjusted to reflect their  
new or changing estate planning needs  
and objectives.  

So here are the two main  
points I hope you take away 
from this article:

First, we really need to take a look 
at our own practice first and 
“practice what we preach”.  Make 
sure your personal estate plan is 
established properly, and kept 
up-to-date.  This is not 
only the right thing to 
do for you and your 
family, but it allows 
you to gain 
credibility with 
your clients by 
explaining to 
them what you’ve 
done, showing 
them your 
personal 
documents and 

Studies Show About 70% of Americans 
Die Without Leaving a Will…
This Means Financial Consultants Have a World of Opportunity
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Four practical Estate Planning steps 
to save time and help assure a 
sound result:

1.  Inventory your assets.  List in reasonable detail all of your property, real and 
personal, life insurance policies, and retirement plans, with your best 
assessment of their values.  

2.  Inventory your liabilities.  List all debts and obligations, including principal 
amounts, payees, and essential terms.  

3.  List your family members and any other persons whom you wish to 
participate in your estate.  Decide who might be an appropriate executor, 
trustee, or guardian for your minor children.

4.  Decide what you want to accomplish.  Determine what your objectives are, 
and to whom you wish your assets distributed.  

Place Financial Consultant Information Here
(Your Personal Information Goes Here, For Example:)

Christopher P. Hill, RFC®

Wealth and Income Group, LLC
Address

Contact Info

Getting Started is Easy:  It just take a few easy steps, where your only cost will 
be your time:

Step One:  Spend some time with your existing financial consultant, or an 
experienced financial advisor in your local area, so you can review 
the basic details your “big picture financial plan” together.

Step Two:  Your financial consultant will review this information and help you 
assesses and confirm exactly what your estate planning needs and 
preferences are.

Step Three:   Once your financial consultant reviews your overall estate planning 
needs, they can help you understand exactly how Wills and Trusts 
work, as well as which one they feel fits your situation best.

Step Four:  After you are fully comfortable and confident with their 
recommendation, you can consult with a seasoned estate  
planning attorney who can help you properly draft these  
documents and details.

Step Five:  Arguably the most important step, and often overlooked, is making 
sure that your estate planning attorney, financial consultant, and 
CPA are all working together to ensure all of your estate plans and 
preferences are coordinated and working properly with your “big 
picture financial plan”.  

If you have any questions or concerns, feel free to contact me for any reason.  
NOTE:  I do not charge fees for any phone consultations or first meetings.  
Therefore, if you would like to have a phone conversation, set a time for us to 
meet and get to know each other, or if you simply need to contact me for a referral 
to an excellent estate planning attorney or CPA, please don’t hesitate to reach me 
at (XXX) XXX-XXXX, or email me at xxx@financialadvisor.com.  

 ■   You can name the person you 
want to handle your estate  
(called the “executor” or  
“personal representative”).  

 ■   You can reduce the expenses of 
administering your estate. 

 ■   You can save taxes.
 ■   You can nominate a guardian for your 

minor children.
 ■   You may provide for a trust for the 

support and education of your 
children or grand children without the 
necessity of costly court proceedings.

4.  Does a Will Need to Be Witnessed?  
Does a Will Need to Be Notarized?

  Generally, most states require that  
the signing of a Will must be witnessed 
by two competent persons, who  
also must sign the Will in front of  
the testator.  (An exception to the 
witness requirement is sometimes  
made if the testator writes out the  
entire Will in his or her own handwriting, 
and signs and dates it.  However,  
these self-written “holographic” wills  
are often challenged, like that of  
Howard Hughes).

  Although the law does not require a Will 
to be notarized, it is a highly 
recommended practice, followed by 
most lawyers.  If the testator’s and 
witnesses’ signatures have been 
notarized, the will is presumed to be 
properly executed and is accepted by 
the court more promptly, often without 
testimony from the witness.

5.  How Long is a Will Valid?  Your Will is 
valid until you revoke it, generally either 
by physical destruction (tearing or 
burning it up, for example) or by signing 
a superseding Will or written revocation.  
However, if you get divorced after 
signing a Will, the law may consider the 
Will partially revoked.  Also, if you are 
married, your spouse may have rights in 
your estate regardless of what is 
provided in your Will.

6.  Can a Will Be Changed?  Your Will 
does not take effect until you die; 
therefore, it can be changed at any time 
during your life as long as you are 
mentally competent.  Traditionally, Wills 
were changed by an amending 
instrument called a “codicil,” but with the 
development of modern word 
processing technology, it is usually better 
and just as easy to sign an entirely new 
Will when you wish to make changes

7.  What Happens If You Don’t Have a 
Will?  If you don’t have a Will, a state 
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CPA if you want to have a coordinated  
and comprehensive plan, which integrates 
and accomplishes all of your financial  
goals and objectives. 

So to summarize this article, I hope  
every financial consultant who reads this  
is able to see this fantastic opportunity  
to grow your practice with virtually no  
cost.  What a win-win situation for  
everyone involved!

As a parting thought, think about this fact:  If 
approximately 70% of people who die 
fail to leave their loved ones a simple 
Will, that means there are lots of  
people and families out there who  
need your help.  And although reviewing 
their estate plan, recommending a Will or a 
Trust, and referring them to a qualified 
estate attorney will sometimes create no 
immediate financial benefits, the rewards 
will come back to you in more ways than 
you can imagine, and these rewards will 
extend far beyond any revenue you could 
ever receive.   .   

Christopher P. Hill, RFC®, is the President 
and CEO of a Wealth Management firm, 
with offices located in Reston and 
Woodstock, Virginia.  Chris started his career 
in financial services in 1986 as a college 
intern assisting a veteran stockbroker.  He 
then established a sales office for a national 
wealth management firm, where he assisted 
in portfolio management and was also Vice 
President of Marketing and Sales.  In 2001, 
Mr. Hill formed his own company and he 
has built an experienced team specializing 
in retirement, tax, and legacy planning.  
Securities offered through The Investment 
Center, Inc..  Member FINRA/SIPC

Contact:  703 917 8501
chris@wealthandincome.com
www.wealthandincome.com

statute directs who receives you  
property, regardless of your wishes.   
For example, in my home state of 
Virginia, if you are married, your estate 
generally passes entirely to your surviving 
spouse; however, if you have children 
who are not also the children of your 
spouse, your will receive two-thirds of 
your estate, and your spouse takes the 
other one-third.  Is it what you want?  
Maybe not!

8.  Is Joint Ownership a Good Substitute 
For a Will?  In most cases, joint 
ownership is not an acceptable 
substitute for a Will.  Contrary to popular 
belief, joint ownership of assets between 
husband and wife often results in 
excessive estate takes.  Joint ownership 
between parent and child may foster 
disputes between family members  
and cause unexpected and unnecessary 
gift taxes.

9.  Is a Trust (also referred to as a 
Revocable Living Trust) a Substitute 
for a Will?  A properly funded Revocable 
(“Living”) Trust can be a valuable and 
important part of the estate plan for 
many people, but it does not eliminate 
the need for a Will.  If you have a Living 
Trust, you will still need a Will to dispose 
of those assets that have not or cannot 
be placed into the Trust.  For example, if 
your death is caused by an accident or 
malpractice, those proceeds are 
distributed by the Will (or lack of one) 
and not by a Trust.

  As useful as they are, Living Trusts are 
not appropriate for everyone.  Only your 
lawyer can tell you if you should 
consider one, and only you lawyer 
should prepare it.  

10.  Who Should Draft Your Will?  A person 
who drafts a Will must be familiar with 
the law in order to avoid the many 
pitfalls and to comply with the 
formalities necessary to assure the  
Will’s validity.  Only a practicing lawyer  
is professionally qualified to give  
you advice regarding your Will, to 
prepare your Will, and to supervise  
its signing.

Practical Suggestions

Planning your financial affairs, and 
coordinating this with your estate plan,  
is a very personal and individual matter.  
You should decide for yourself the  
general purpose you wish to accomplish, 
and then consult with a seasoned estate 
planning attorney, financial consultant, and 

Just for you.
Right now.

Visit an online store with discounts 
just for you and your practice. 
Make the most of special savings 
for you and your family. 
Get on the Now Network. 
sprint.com/iarfc
Online offer just for members  
of the IARFC 

To order by phone IARFC Members  
can speak with Andrew Trout,  
Account Representative at:  
513.263.0213 or Andrew.Trout@sprint.com. 

Christopher Hill, RFC®



“Hesh, your business failed.”  The 
committee chair repeated a third time to 
me.  “How can we give you the award for 
entrepreneur of the year?”

I shot back.  “I 
should have 
won it five 
years ago.  
But every 
year you had 
an excuse.  
First, you were 
being pressured by 
the Small Business 
Association to give it 
to some newly 
under-represented 
group; or Mr. super-rich’s 
son finally did something 
worthwhile and you just had 
to honor him.”

I wasn’t finished.  “And yet, I 
waited patiently.  I went to every 
dinner, even bought an entire 
table to show my support, and sat  
through boring acceptance speeches.  
(Mine of course will be brilliant, witty  
and memorable.)

“And you promised, this year, it was my turn 
to win.”  I said.

“But your business failed,” The chair 
responded; he was on auto-pilot.  “You 
closed your doors last month.”

“For the record, my business did not  
fail.  For 14 out of 15 years I ran a very 
successful company, employing three  
dozen people who were able to pay  
their mortgages, and get their kids  
through college.

“Once the economy bounces back I’ll start 
up again.”  I said.  “Investors are always 
looking for serial entrepreneurs like me.  I 
have the experience they crave.”

“Hesh, I agree,” He said. “And we will honor 
you when you build your next successful 
venture.  You’ll get the award you so 
rightfully deserve.” 

“No, I want it this year” I pleaded.  “I’ve 
already earned it.” 

The chair thought he had a way to ease out 
of the conversation easily, “Hesh, you’re so 
stubborn.  Let me ask the other members of 

the awards committee.”

I knew he was stalling.  The 
award was named after his 
dad.  He could push 
anything through the 

committee he wanted. 

“Hesh please, we will be the 
butt of jokes nationally.”  He said, “I 

could see us on the front page of the 
Wall St. Journal as giving the most 

screwball award of the year.”

I asked, “If I was hit by a truck and 
died instead of having to close my 
business, would I have received  

the award posthumously?  (He 
nodded.)  So you are telling me; alive, I  
am a flop; but dead I am a great attraction.”  
Now I was yelling.

I went home to cool off.  My wife told me to 
forget about it.  I did, or at least I thought I 
did, until the annual award banquet.  This 
year as a protest I didn’t buy an entire table 
(the truth is I couldn’t afford it), instead I 
just took my wife.  She asked me to behave 
myself and not embarrass her.  I promised 
(I lied).

The chair got up to introduce the award 
winner.  My wife put her hand on my knee 
to ensure that I wouldn’t jump up.  To her 
surprise and mine I applauded appropriately 
as the person received his award.  Well the 
truth is I had nothing against him.  Let him 
take his lovely statuette home.

After dinner the chair stopped by my  
table and thanked me for attending and 
promised to nominate me once I opened  
a new business.

I nodded.  I really didn’t want to say 
anything, I was afraid I’d just blow up at 
him.  And then I lost it.  I started screaming.  
“Its mine, its mine, I deserve it.”

I then ran up to the dais, grabbed the 
statuette from the award winner and ran out 
the door.  The committee chair started 
chasing me, followed by my wife and the 
current award winner.

I threw a five dollar bill  at the  parking 
attendant at the door and jumped into my 
car (I always made sure my car is waiting in 
front.  I never want to wait).  And off I went.

As I turned the corner, I was faced with an 
18 wheeler backing up.  I slammed on my 
brakes.  The airbag blasted open, I was out 
for a second and then I woke up.

I was in bed holding on to the reading lamp 
screaming “its mine, its mine.”

My wife rolled over and calmly said  
“OK Hesh, let go of the lamp.  It’s not  
an award statuette.  You’re having your 
usual nightmare”

I nodded in agreement.  I let go of the 
reading lamp, calmed down and began to 
doze off.  I was asleep, I think, but I heard 
myself say… “Ladies and gentlemen I would 
like to thank you for this award.  I have 
waited far too long and I really deserve it.   

Hesh Reinfeld, an experienced journalist, 
passionately believes that a properly crafted 
bio or marketing profile will cause a 
prospective client to be sufficiently attracted 
to read it, and to feel, “I’d like to meet this 
person.”  Perhaps you would like Hesh to 
help you prepare a similar biography for you, 
or to assist you with writing assignments that 
will help you in your market.

Contact:  412 421 8379 
hesh@heshreinfeld.com
www.heshreinfeld.com
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I Deserve the Award More Than Anyone Else
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