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“We have commissioned an  
impact movie that will run on  
our website and be embedded  
in our emails, seminars, etc.   
Hopefully, it will go viral.

We have also created a team  
approach for preparing for  
Medicaid and VA benefits.   
Each team consists of a local  
financial advisor, a local lawyer  
(NOT an elder lawyer) and a  
Medicaid & VA expert from  
NESA (my company).”

Hal Fliegelman 
Collegeville, PA
 

“We believe in giving our clients  
the best service and follow up,  

so they feel very comfortable with  
us, our service and our products.   
This allows them to give us great  
referrals.  That defines our image,  

one client at a time.”

William Moore, RFC®

Dallas, TX

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 steps have you taken that 
helped enhance your public image in 
the community or local media? 
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NEW IARFC MEMBERS

Pierre T. Brooks, RFC®, MD
Shannon Bryant, General, OH
Michael V. DiNuzzo, RFA® PA
Michael George Dooley, RFC®, MA
Kevin M. Fuerst, RFC®, TN
Leslie Gross, RFC®, RFC CA
Robert J. Hanten, RFC®, MN
Mark Kanakaris, RFC®, GA
Mark H. Levy, RFC®, MA
Horace Daniel Lovelace, RFC®, TX
Rick A. Meyer, RFC®, NE
Andrew T. Nigrelli, RFC®, MA
Henrietta Nye, General, OH
Ronald V. Pullman, RFC®, PA
Aaron D. Schenkman, RFC®, NY
Donald Smith, RFC®, CA

New International Members
Philippines 3
Thailand  9

Members Who Recommended 
New Members 

Tyrone Clark, RFC®

Dierdre Collins, RFC®

Mark DiNuzzo, RFC®

Arthur Farr, RFC®

John Gillespie, RFC®

Lew Nason, RFC®

David Stitt, RFC®

Referror of the Month 
David Stitt, RFC®

CALENDAR OF EVENTS

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

IDA Dragon Awards 
August 4-7, Seoul, Korea

Fee-Based Planning 
Business Workshop 
July 21, Denver, CO

Fee-Based Planning 
Business Workshop 
August 18, Charlotte, NC

Fee-Based Planning 
Business Workshop 
October 13, Middletown, OH

Fee-Based Planning 
Business Workshop 
October 20, Denver, CO

Fee-Based Planning 
Business Workshop 
November 10, Middletown, OH

Fee-Based Planning 
Business Workshop 
December 1, Middletown, OH

To market your product and services to the IARFC membership,  
contact Wendy Kennedy 513 424 6395 x14

Make the best use of your advertising dollar...

Register Correction:  It has come 
to our attention that the article on 
page 24, Vol. 12 No. 4, Great 
News for Stupid Tax Patents, 
contained an error.  In the second 
paragraph, fourth line, the term 
trademarking should have been 
the term “patenting”. 





Spotlight on 
IARFC Benefits:
Take Our Money — Please
Amy Primeau, Domestic Membership Chair

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

In November 2009, the IARFC 
implemented a new member referral 
program.  When the prospect you 
referred actually becomes a member —  
we send you $50.  It’s as easy as that!

Based on this $50 incentive, we 
recently welcomed our 100 new 
members — an impressive milestone.  
This current bonus program has been 
even more successful than any previous 
attempts to increase our membership; 
the result being referrals from 84 
existing members.  Seven of those RFCs 
referred two new members each to the 
IARFC, a couple referred four new 
members and one RFC is a superstar —  
referring six new members!

Even though members are producing 
positive results, I think we could do 
EVEN BETTER!  I know it isn’t 
reasonable to expect each member to 
participate in this program but to date 
we have received referrals from only 
3% of the domestic membership.  
Imagine for a moment how quickly the 
organization would expand if each US 
member turned in just one new referral.

My goal is to see our participation level 
increase to 10%.  If there was one 
referral per member in that 10%, that 
would generate hundreds of new 

members for the organization.  This 
increase would exceed our total  
new member count for 2010.  The 
potential is there to make 2011 a 
banner membership year — but we ask 
for your help.

I have the privilege of conversing with 
quite a number of members.   Many of 
you are very quick to relate how 
beneficial the IARFC is to your business 
and how much you appreciate the RFC 
designation.  It’s time to share your 
enthusiasm with your colleagues.

•	 	Have	you	met	someone	at	the	 
B/D conference that you think  
could benefit from the IARFC?   
Let me know!

•	 	Do	you	know	someone	starting	 
out the field that might be qualified 
for the RFA designation?   
Pass me their name!

•	 	Even	if	you	are	an	RIA	and	the	only	
person in your office, I know you 
have someone to refer.  Send me 
their name, address, phone number 
and email address and I will follow 
up with them about joining.  When 
they become a member... 
I’ll send you a check!  

Helping the IARFC grow, ensures we 
can continue to help you with your 
financial planning practice.   

Scan this  
QR code  
with your 
smartphone
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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
Practice Management & Marketing

www.RedZoneMarketing.com
MK@RedZoneMarketing.com

847 367 4066



IARFC Referral Program

Recruit a New Member Today

Refer Financial Advisors  
and We’ll Send You Cash

When you nominate these professionals 
and they join the association, the IARFC 
will send you $50!

That’s it.  You do the easy part — provide us 
with all the contact information.  We do the 
hard part — we follow through with them to 
show the benefits and advantages provided 
by the association.  We show them the 
different ways they can join and then, when 
they do join, we send you cash.

There is no limit to the number of 
individuals you may nominate.   
You could easily be 
reimbursed far 
beyond your 
membership 
dues.  No 
waiting till  
the end of  
the year — as soon as your referral signs 
up, we send you a check for $50.

Please nominate one or two financial 
professionals who may be interested in the 
honor and benefit of acquiring the RFC® or 
RFA® designation.  By filling out this form, 
you are granting your permission to 
mention your name as our source,  
and you will be eligible for the reward.

Mail or fax this form to:

IARFC
Attn:  Membership Services
P.O. Box 506
Middletown, OH  45042 USA

P:  800 532 9060
E:  info@IARFC.org
W:  www.IARFC.org

Fax to:  513 424 5752

Here’s a prospective RFC member!

__________________________________________________________________________________________
First (Given) Name                               Middle Name                               Last (Family) Name

Prefix:      Mr.    Ms.    Mrs.                    Sex:      M    F

__________________________________________________________________________________________
Address

__________________________________________________________________________________________
City                                                                State                                       Zip Code

__________________________________________________________________________________________
Phone                                                  E-mail

__________________________________________________________________________________________
First (Given) Name                               Middle Name                               Last (Family) Name

Prefix:      Mr.    Ms.    Mrs.                    Sex:      M    F

__________________________________________________________________________________________
Address

__________________________________________________________________________________________
City                                                                State                                       Zip Code

__________________________________________________________________________________________
Phone                                                  E-mail

Please print or type the information below

__________________________________________________________________________________________
Referred by:

__________________________________________________________________________________________
Address

__________________________________________________________________________________________
City                                                                State                                       Zip Code
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What were your early job duties?

They were the same for anyone entering 
this business, Prospect and Sell.

Were you successful at first?

According to the standards of the company 
where I first started, I was an immediate 
success. I sold more than most anyone else. 
In my mind there was a great deal more I 
could learn about the insurance business.  
Moreover I wanted to share that knowledge 
with my clients.

What or who influenced you the most?

I could write several pages on this subject.  
My first influence was my Father (H.B. “Tip” 
Moss”).  He was the best salesman I have 
ever met!  After over 50 years in the 
business… he still is.

The second person and probably the most 
influential is John P. (Jack) Walsh.  I met  
him after I had been in the business for 
about 5 years.  He has been my coach, 
mentor, and tormentor for all these years 

and has had a profound impact on our 
industry.  Since meeting Jack, I have found 
nothing but success.  There is no way that I 
can ever thank him for the effect he has 
had on my life.

What were your major obstacles?

To begin with it was “call reluctance”.  The 
best way for me to overcome this was to 
increase my knowledge.

Tell us about your current practice or 
professional service:

Currently my number one job is being the 
Regional Director for Money Concepts in  
the State of Indiana. My partner (and 
daughter), Rebecca C. Muller, CFP®, CFS 
and I purchased the entire Financial 
Planning operation and began operating as 
Money Concepts.  Today, I serve as Regional 
Director and Becky heads up the Financial 
Planning operation.

At Money Concepts, we work with seven tax 
professionals in Indianapolis, Fort Wayne, 
Batesville, Berne, and Rossville.  We have 

How did you first enter  
financial services?

I entered the business as a debit agent with 
National Life and Accident Insurance 
Company in Lima, Ohio in 1954.  Within six 
months I was promoted to Manager for the 
company in Springfield, Ohio.

In 1961, I joined the Franklin Life Insurance 
Company. In 1970, I was appointed 
Executive Director for American Bankers  
Life Assurance Company for Indiana and 
Ohio, where we developed one of the top 
regions in the country.  In 1975 I was 
elected Vice President of the company, and 
moved to Miami, Florida.  My first job was 
Director of the Mortgage Banking and 
Savings and Loan Division.  Later I created 
their Manpower Development Division for 
both their Life and Causality Companies.  
My mission was to recruit and train sales 
representatives for all divisions of the 
company on a nationwide basis.

In 1980, I was elected Vice President of 
Medical Life Insurance Company (a 
subsidiary of Blue Shield of Ohio) to 
develop their first individual Life sales 
operation.  This started with designing their 
life product.

In 1981, I joined Money Concepts 
International, first in Cleveland, Ohio and 
later in Indianapolis, Indiana as the Indiana 
Regional Director.  This region has always 
ranked in the top 10 nationally based on 
gross income.  Today we have 27 advisors 
operating throughout the region.

What was your educational 
background? 

I attended Defiance College and Ohio  
State University studying Law and  
Public Relations.  I have completed the 
study for CLU and LUTC (teaching the  
LUTC course for several years), the study  
for Certified Estate Planning and acquired 
the CEP designation.  Of course, I have  
also acquired the RFC designation.  As a 
lifelong learner in our business, I read  
and attend as many sessions as  
time permits. 

Profile Interview

James B. Moss
Recruit and Train
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Wealth Management Symposium Session 
#1.  Then meet online twice a week for the 
next 13 weeks.  One selected person each 
week conducts the Wealth Management 
Symposium session online with a webinar.  
This session is critiqued by everyone 
including the training team.  The second 
session online each week is with our 
National Sales Director to discuss everyone’s 
activity for the week and into the future.  
Everyone is given a planning partner who 
will be in contact each week to discuss their 
successes and failures.

Training is very important to me.  People in 
our industry are not adequately trained to 
serve the public.  Most of my professional 
life has been devoted to making sure those I 
work with receive the best training available. 

What are your major frustrations?

On a regional and national basis we have 
developed sales and training tools that 
many of our associates have not explored  
or used!

Tell us about your business  
continuation plan.

Becky — my daughter and business partner, 
and her son Michael — one of our 
administrative assistants, are a major part of 
my business continuation plan.  Michael just 
finished his studies at Taylor University, 
completed one of Wealth Management 
Symposiums and received his RFC 
designation.  He may be one of the 
youngest in the industry. 

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

Registered Financial Consultant (RFC) is a 
very powerful designation in the industry —  
one desired by most associates.  I really 
enjoy the Register and hearing new and 
useful ideas.  It is great to see all the people 
who have joined for the month… especially 
if you know them.

What do you see for the Association in 
the future?  

Many fine organizations exist in our industry.  
To my knowledge, IARFC is the only one 
that totally supports creating a financial plan 
for everyone.  I think their growth will 
explode over the next few years.

What should financial advisors be 
doing in this economy?

There has never been a better time to 
develop a financial plan for everyone!   

“Walk and Talk”!  Tell the story about 
financial planning.

What will be the impact of technology 
on financial advisors?

Technology will have two effects.  

1.  Those who embrace it will grow 
exponentially. 

2.  It will probably put about half the 
representative out of business!  A good 
sales person is seldom a skilled 
technician.  Many of the technology 
people forget with whom they are 
working. They must learn to 
communicate in our language.

What do you advise an RFC to 
concentrate on?

Prospecting through referrals.  Make sure 
that everyone has a financial plan.  If you’re 
not telling your story to 10 new people every 
week….you’re not living up to your potential!

What’s looming on the horizon for  
our profession?

Financial planning will become the 
dominant financial industry.  We will see 
financial planning centers that include 
banking, estate planners, tax professionals, 
insurance professionals all located in one 
operation under a common name. 

Tell us about your Wealth Management 
Symposium?

This is a 14 session training program that 
was developed and designed by Denis 
Walsh, Barry Dayley and myself.  We begin 
by telling participants about the “Money 
Concepts Experience” and what they can 
look forward to over the next 14 sessions. 
We want to sell the advantage of becoming 
our client’s “Wealth Coach.”  Most sessions 
last about four hours and are designed to 
be conducted by our Regional Directors and 
Presidents through our worldwide network.

The first 6 sessions are about marketing  
and investment/insurance analysis.  We  
go into great detail on how to use the 
Morningstar Advisor workstation to analyze 
and evaluate your client’s current 
investments.  We review the advantages, 
disadvantages and opportunities provided 
by mutual funds, variable annuities, ETF’s 
and life insurance.  This entire program is 
directed toward the use of our “Enterprise 
360” approach which incorporates:

1. Proactive tax planning
2. Retirement income planning

twelve exclusive “Wealth Coaches” operating 
in Indianapolis, Fishers, Merriville, 
Greenfield, Evansville, and Chicago, Illinois.

Currently, we operate in the following 
Financial Institutions:

American Savings FSB
Munster, Hammond, St. Johns, Dyer

Union Savings and Loan
Connersville, Greenfield

River Valley Financial Bank
Madison, Floyd Knobs, Charlestown, 
Hanover, Sellersburg, Carrollton, Kentucky

Lafayette Savings Bank
Four locations in Lafayette and one in  
West Lafayette

I also serve as Director of Continued 
Education for Money Concepts International, 
working closely with our President Denis 
Walsh, CFP®, CFS, CEP, RFC® and Barry 
Dayley, CFP®, RFC®, our Executive Vice 
President.  We are developing and 
conducting a series of meetings across the 
United State we call the “Council of 
Presidents”.  Denis and I started this 
program 25 years ago and it has become 
one of the key communication programs of 
the company.  We conduct a very intensive 
two day workshop based on current 
problems and opportunities at four different 
locations in the US, twice a year in April and 
October.  I am retiring from this duty and 
being replaced by C. Michael Thompson, 
our National Sales Manager.

We also conduct 9 or 10 “Due Diligence 
Workshops” at our international 
headquarters in Palm Beach Gardens, 
Florida. This is a three day program to 
introduce the Money Concepts System to 
prospective new associates. 

We invite experienced representatives, tax 
professionals, and financial institution 
officers to be our guests at the international 
headquarters.  This gives them an 
opportunity to meet our officers and review 
our operations.  It helps determine if this is 
the right place for them.

Our International training team also conducts 
one or two training sessions for our Regional 
Directors each year. These sessions begin at 
our regional headquarters in St. Charles, 
Missouri.  This is one of the most efficient 
regional operations in our network.

We spend two days covering the 
opportunities and obligations of running  
a regional operation. We also conduct 
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are required to put together their own 
business plan.  Our feeling is that you 
cannot plan for others until you learn how 
to plan for yourself.

Lastly, any associate that completes this 
program and submits a financial plan to  
the moderator will be eligible to receive the 
RFC designation.

We are currently working on a voice over 
program that will allow our Money Concepts 
advisors the advantage of viewing each 
session on a private basis.
 
What do you wish you had done, early 
in your career?

I wish I had taken more financial courses 
and exams.  When I entered the business 
most associates lacked both sales ability and 
designations.  Times have changed.

What have you done to create a 
reputation in your professional 
practice?

I have enjoyed the sales process of  
our business, having found it very natural 
and easy. 

My real passion is recruiting and training 
people to become better financial  
planners and wealth coaches in the 
business.  A personal goal has been to 
provide the best training and support 
system in the industry.  This is accomplished 
by providing a very active training program 
based on associates’ needs.

My plan is to touch every associate in  
my Region 90 times a year through  
e-mail, phone calls, newsletters, personal 
calls and training sessions.  It has been  
my personal pleasure to have had the 
opportunity to touch the lives of hundreds 
of our Money Concepts associates  
through my activities as Director of 
Continued Education. 

My greatest joy has been to recruit and  
train my business partner and daughter 
Becky and watch her grow to one of the  
top planners in the industry.   

Contact:  877 841 0370
jmoss@moneyconcepts.com
www.moneyconcepts.com/jmoss

3. Asset accumulation
4. Asset protection and insurance 
5.  Succession planning and investment 

management

It is about putting all the pieces together 
providing 360 degrees of service, reducing 
stress and allowing our clients to enjoy life.

We work with your client’s other advisors, 
estate attorneys, bankers, insurance agents, 
brokers and CPA’s.  Often these professionals 
leave the client to tie up the loose ends.  We 
work with them every step of the way 
literally surrounding our clients with 
education and service.  We feel this is the 
ultimate in fee planning on a continual basis.

In the next 5 sessions everyone puts 
together a financial plan.  We work with an 
actual case, discussing all of the problems 
and opportunities that come up.  Role 
playing is used throughout the Wealth 
Management Symposium.  If you can give a 
successful presentation to a peer group…
the public will be easy.

The last 2 sessions are on conducting 
seminars in your practice and personal 
business planning.  All of our planners  

Three Generations: 
Jim Moss, partner (and 
daughter) Rebecca Muller  
and grandson Michael Muller
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We make poor judgments regarding our 
business and client accounts.  And we can 
notice an increase in negative emotions 
such as irritability or depression.

The Mind-Body Connection

Ever had one of those days where 
everything goes right, in which compliance 
calls you, but it doesn’t seem to bother you?  
This is called being in the zone.  Meditation 
not only relaxes you, but enlivens you.  It 
enables you to naturally stay in the zone 
more often, for longer periods of time.  You 
gain the ability to side step the arrows that 
are coming at you all day long.  You look 
better, feel better, and produce more, more 
effortlessly.  Here’s why: 

For every thought and feeling we 
experience, there’s a corresponding physical 
component.  Scientists can now measure 
the biochemical changes in the body  
and the feelings associated with them.  

When you’re relaxed, happy and in the 
zone, you literally produce “feel good” 
chemicals, such as the natural pain  
killers called endorphins.  The body  
also automatically balances its natural 
energizers, such as norepinephrine, with  
the biochemical serotonin, which creates  
a sense of calmness and well being.   
In addition, the body also manufactures 
arginine vasopressin, which the medical 
profession now knows is associated  
with mental alertness — relaxed, alert, in  
the zone.

Similarly, we could stop and take a snapshot 
of the body’s biochemical structure when 
you feel stressed out and tired, perhaps 
feeling irritable.  In this case, we would likely 
find too much adrenaline from your reaction 
to the “fight or flight response.”  We might 
also see a decrease in the electrical 
conductivity of your skin, as measured by 
your galvanic skin response (GSR).  And of 
course, your muscles may tighten up, 
leading to a headache or pain in other parts 
of the body.

Meditation allows the mind to naturally 
settle down to progressively deeper  
levels of rest… and the body follows.  
Breath rates are routinely measured at  
eight times deeper during meditation  

than that of the deepest 
sleep, even though 

you are fully alert 
and aware of your 
surroundings.  

At this deep level  
of rest, the body’s 

own healing 
mechanisms have a 

chance to kick in, repairing 
damaged cells and rejuvenating 

the system.  This is why, when you’re 
sick, the doctor always tells you to  

get plenty of rest.  It’s like medicine  
for the body.

The result is that you have more 
energy, let’s say at three in the 

afternoon, with which to finish those 
projects or call those clients that normally 

would be put off until another day.  You’ll 

Stress management is on every advisor’s 
mind, and today scientists are starting to 
verify the advantages of the regular practice 
of stress reducing techniques.  Meditation 
releases stress, providing physical, mental 
and emotional benefits which can help 
advisors not only feel better, but feel better 
about themselves as well, increasing one’s 
creativity, intelligence, and enhancing client 
relationships.  All of which can lead to a 
bigger bottom line.

Admit it.  This can be a stressful business.  If 
those six calls from compliance this morning 
didn’t get you down, the client complaint 
you’re about to receive this afternoon just 
might do it.  Add to that your financial and 
personal pressures, and it can be difficult for 
advisors to adhere to Rudyard Kipling’s 
quote,“ If you can keep your wits about you 
while all others are losing theirs… the world 
will be yours.”

The Goal Of Meditation

Forget sitting cross legged in a cave and 
fasting for weeks.  Meditation has gone 
mainstream.  15-20 minutes twice a day 
and you feel like you just got eight hours of 
uninterrupted sleep.  Feeling blissful is not 
the end result, however, but rather a 
by-product of the many psycho 
physiological (mind-body) changes which 
take place while engaged 
in the practice.  The 
real goal is to 
release the 
stresses and strain 
from the 
physiology, so 
when you come 
back into activity you 
are more relaxed, clear 
headed, dynamic and focused, 
and therefore, more productive.

Any system starts to break down 
when exposed to prolonged 
periods of stress without sufficient 
relief.  In the case of advisors, this 
shows up in physical decay, mental 
sluggishness and emotional 
aberrations.  We start relying on 
caffeine and alcohol to get through the day.  

Meditate Your Way  
To More Success
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might just be a key factor in creating  
more credibility. 

In other words, advisors who meditate  
don’t just act more trustworthy, they  
actually become more trustworthy, 
genuinely placing their clients’ interests 
ahead of their own, while simultaneously 
earning more money.  It’s a win-win 
situation for everyone.  (You may even find 
that compliance doesn’t call as often, as 
your activities become more aligned with 
your clients’ best interest.)

Science can verify what people who 
meditate have subjectively reported for 
years; that regular meditation increases 
creativity, intelligence, health, personal 
relationships and yes, even business.   
Try it, you’ll like it.  What have you got to 
lose, except a little stress?

In the next issue of the Register, Max  
will explain simple techniques on how  
to add a brief meditation period to your 
daily regimen.   

Max Bolka is a 28-year veteran of the 
financial services industry.  Today he  
“Builds First-Class Financial Advisors & 
Enlightened Entrepreneurs” through his  
professional speaking, writing and practice 
management coaching program.  To  
sign up for his free monthly practice 
management e-tips, or find out more  
about his services visit his website  
listed below.
 
Contact:  800 472 3288
Email:  max@maxbolka.com
www.maxbolka.com

also find that clients are more attracted  
to your renewed energy and sense of 
enthusiasm.  While no one can prove it 
scientifically, most advisors can understand 
the principal that the healthier we are, the 
more money we can make from the 
increase in both the quantity and quality  
of our activity.

Increasing Your Abilities

Psychologists and neurologists tell us  
that most people probably use only 
between 10 – 15% of their brain’s capacity.  
This means most advisors are operating  
at only about 10 – 15% effectiveness or 
productivity.  The challenge of earning  
more money is not one of methodology, 
but of capability.  

Knowing how your clients think,  
learning more great sales and marketing 
techniques, and having access to better 
time management skills will only go so far  
if your ability to implement is limited by 
your own brain power.  As I coach, I  
hear often hear, “I know what I should  
be doing.  I know I should be making a 
certain number of calls per day and focusing 
on my most important activities, but there 
are all these obstacles.  How do I gain the 
ability to implement?”  

The key is to unlock that other 85% of your 
brain, and meditation helps.  

Meditation releases the physical  
stresses that are currently using up  
valuable mental and emotional resources, 
freeing up your mind and nervous  
system for more productive activities.  
It’s like food for the brain.  You make  
better decisions, seeing possibilities  
and solutions to problems where none 
seemed to previously exist.  You feel more 
relaxed and genuinely confident in your 
dealings with people, and clients can tell  
the difference.

In effect, you access more of that  
previously untapped 85% of the brain.   
With practice, your mind and body get  
used to operating from that expanded level 
of consciousness (awareness), enabling you 
to create better results, including more 
income, with less effort.

Meditation & Money

Distinguishing yourself as a trustworthy 
advisor remains one of the main  
challenges in our industry.  If meditation 
really can produce the benefits of  
increased awareness and sensitivity,  
leading to improved relationships, it  

LET OUR TEAM  
WORK FOR YOU

let our team work for you

   

let our team work for you

   

IARFC  
Career 
Center

When you post your 
jobs on the IARFC 
Career Center you are 
putting the power of 
our association 
partners to work for 
you.  Together they 
represent over 2200 
highly qualified 
financial professionals.

Visit http://careers.iarfc.org

IARFC Career Center
Pay 1 Price, Reach 5 Sites

Visit http://careers.iarfc.org

let our team work for you

>  An integrated approach helps you  
manage and achieve your hiring goals

When you post your jobs on the IARFC 
Career Center you are putting the 
power of our association partners to 
work for you.  Together they represent 
over 2200 highly qualified financial 
professionals.   Put our partnership to 
work for you.

An integrated approach 
helps you manage and 
achieve your hiring goals.

Max Bolka
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There is one straight road to success in financial services… it’s paved with knowledge.  
Competency never lacks opportunity.

2.   Prepare Well.  Spectacular performances 
are always preceded by spectacular 
preparation.  Cultivate the will to prepare.  
Learn to do so well in advance, so you can 
make intelligent revisions, improving your 
delivery even further.

3.   Develop a Mentor.  This person will 
serve as your sounding board and challenge 
you to think of activities that can help you 
grow professionally.   

4.   Watch Your Clientele.  Learn as much 
as possible about your prospects -- their 

reputations and capacities, who they 
are buying from now and what they 
are receiving for their dollars.  
Decide to be a shrewd observer.

5.   Stay Brilliant on the Basics.   
Rely on these fundamentals:  
Build credibility, be well mannered, 
simplify your recommendations,  

speak prospect’s language, speak as  
one having authority, sell at your 

buyer’s pace, avoid exaggeration and 
dogmatic statements, use repetition, 

make it the prospect’s idea, 
summarize strategically, and 

close with confidence. 

6.   Achieve 
Competency Levels.  
Become known for 
what you know.  This 
is the high payoff.  
Soon your reputation 
will precede you. 

7.   Write Effectively.  
Simplicity is the  

formula for successful 
communication.  But it 

does not come easily.  As 
you edit your writing, make it 

simpler.

8.   Develop the Slight Edge.  This 
principle has to do with what a  
slight improvement in one skill can  
do to your performance over a 
period of time.  

9.   Out-Distance Your Competition.  To 
out-distance your competition you must 
learn more and better ways to out-serve 
them. You then become your own best 
recommendation. 

10.   Build Your Research and 
Development Department.  Develop a 
library of support material to stay current  
on your products and keep you sharp on 
new selling techniques. Subscribe to 
publications that will expand your 
knowledge horizons, and utilize the 
resources available on the internet.   

Kinder Brothers International teaches sales 
and management professionals how to 
experience lasting success.  Both Jack and 
Garry Kinder are members of the IARFC 
and authors of books and courses on 
financial services.

Their associate, Bill Moore, is a director  
of the IARFC and he delivers the 
Professional Patterns course worldwide  
and is developing the Registered Financial 
Manager workshop.

Contact:  927 380 0747
wmoore@kbigroup.com
www.KBIGroup.com

In this field of professional services,  
you create your own future.  It can be 
characterized by high performance and high 
fulfillment — but you must make a 
responsible commitment to think right, work 
right, sell right, service right, study right, and 
live right.

Here are ten strategies for forming the habit 
of studying right.

1.   Be a Perpetual Student.  In a world of 
change, you are never completely educated. 
You must keep educating 
yourself to cope with 
change. The more 
you learn about 
your job, the less 
fear there is.  
Fear is born out 
of ignorance.  
Multiple 
designations 
equate to 
expanded 
knowledge.

Dr. William L. Moore, Sr., CLU, ChFC, RFC®
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condition like diabetes.  Why on earth 
would someone give that advice?  
Premiums are drastically lower at a 
younger age and now with all the great 
choices that consumers have such as 
the opportunity to use a portion of their 
death benefits on their new life policy to 
pay for long term care costs in the 
future, the reasons to buy become 
much more compelling and 
ACCEPTABLE to any consumer, no 
matter what their age is.

•	 	Advising	consumers	with	more	than	
$1.5 million in assets to self-insure.   
This advice always makes me wonder.  
Did a client acquire all of these assets 
just to pay for long term care?  Of  
course not!  Show a client several 
options that might fit for their financial 
situation:  a stand-alone LTC policy,  
an annuity that offers a pool of dollars  
to pay for care, a life insurance policy 

that can easily add the accelerated  
death benefit rider, a critical illness  
policy that converts to a pool of  
available funds after age 70 which  
can be accessed in one lump sum to 
pay for long term care costs.  The 
options are so much better for your 
clients than going unprotected!

•	 	Exaggeration	of	the	cost	of	inflation	
protection on a policy.  Inflation 
protection makes sense, no doubt about 
it.  Yes, it adds cost to the policy 
premium but if you as the Agent don’t 
recommend it to a client when they’re 
purchasing an LTC policy, your client 
could have to pay a large portion of their 
future long term care cost out of their 
own pockets later on.  If you’re not 
recommending inflation protection for 
an LTC policy, then be SURE to set aside 
a portion of their assets to help pay for 
care in something like an annuity.

Some advice in recent consumer magazines 
can be a thorn in the side of many 
insurance and financial advisors, especially 
those who believe in long-term care 
insurance.

I’ve seen all the comments, some made just 
to get headlines in the newspapers, such as 
“Is LTCI a lousy deal for Americans?”  It’s a 
very predictable headline to make a reader 
stop and question the good advice he or 
she has been getting from their financial 
advisor or insurance agent.

Misleading Advice

Such simplistic headlines usually have 
factual errors and do a disservice  
to consumers.  Typical flaws in these  
articles include:

•	 	Advising	consumers	not	to	buy	coverage	
until age 65 unless they have a 

Don’t Give Flawed Advice



Wilma G. Anderson, RFC® the LTC Coach, is 
America’s leading LTCI sales trainer and a 
practicing producer who has personally sold 
over 7,000 long-term-care policies.  She 
offers personalized coaching sessions, 
workshops, and routinely gives speeches 
about long term care, critical illness, the VA 
Aid & Attendance pension, and how to 
survive retirement pitfalls.  Let Wilma show 
you how to sell more LTCI, critical illness 
insurance, annuities, and investments to the 
senior market with less effort! 

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

•	 	Failure	to	point	out	that	there	are	various	
policies with different levels of benefits, 
making them affordable for many 
people.  It’s our mission to know what 
we’re selling and present OPTIONS to 
our clients.  Ask questions, find out 
what’s important to your client, and then 
present several situations for them to 
consider that fit their budget.  Most 
importantly, by using this type of strategy 
your competitors can’t compete with 
your suggestions because you’ll have 
thought of every option available.

You have to show your client that the cost 
of long-term care can be the biggest risk to 
everything they’ve accumulated.  Once you 
show them how LTCI fits into the bigger 
picture, they can usually see the need for it. 

If a client flatly refuses to purchase LTCI or 
does not qualify, it is our responsibility to 
help the client set funds aside in safe but 
productive savings vehicles.  Become 
familiar with the numerous annuities on the 
market which allow an annuity holder to 
access funds to pay for nursing-home care 
without incurring a surrender charge.  And 
don’t forget to investigate the dual-purpose 
policies, which, for example, provide life and 
LTCI in one policy.  

Misrepresentation
 
Will some prospects or clients refrain from 
buying LTCI because of articles they read in 
a consumer magazine?  That’s difficult to 
predict.  We should be prepared to address 
any questions they might have that would 
prevent a client or prospect from purchasing 
LTCI policies.

Know What It Takes to Make the Sale

The key to great sales is to avoid becoming 
defensive if a client brings up an objection.  
We need to be prepared not to go into the 
“Yes, but… !” corner with a client.  Instead, 
agree with your client and ask them if they 
have considered other options.  Always 
know what else is out there so you won’t be 
blindsided.  You don’t have to know every 
detail of every policy but you DO have to 
know that something else could exist 
besides what you are recommending.  
There’s plenty of places to go to get 
information if you don’t know an answer,  
so don’t try to be a library.  Just know  
who to call or what website can give you 
the information that your prospect may 
have brought up as an objection.  Then, 
with that knowledge, go back to your client, 
show them the real truth which will build 
their trust in you, and gently bring your 
client to a CLOSE.   

Wilma G. Anderson, RFC®

  Communication is critical for all 
your contacts — whether cementing 
relationships with your best clients or 
building trust and confidence  
with prospects.

  To achieve the Top of Mind 
Awareness you must employ a variety 
of materials:  newsletters, cards, letters, 
reprints and articles like this one.

  You could research, write and fact 
check like this yourself — but isn’t 
your time more effective face to face 
with your contacts?

  You need to be their information 
source, not a reactor.

  The articles cover all the areas of 
concern to individuals, families, and 
business owners.

sales@FinancialSoftware.com
800 666 1656 x13

www.FinancialSoftware.com

MID-YEAR
PLANNING 

MEMO & LETTER

20%  
IARFC MEMBER  

DISCOUNT

Ready-To-Use

ORDER
TODAY!
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MINIMIZE 
REGULATORY RISKS

ENSURE COMPLIANCE 
WITH  INVESTMENT ADVISER 

REGULATIONS

FREE Initial Consultations, 
Competitive Rates,  

Flexible Payment Terms,  and  
FIVE STAR  Customer Service!

www.strategic-complianceconsulting.com 

Visit our website to request 
your consultation 

TODAY!

Strategic Compliance Consulting, LLC
7421 Douglas Boulevard, Suite N-173

Douglasville, GA 30135



The Register  |  June 2011 Page 13

premiums to their Irrevocable Insurance 
Trust.  Look again, PSD gives you all the 
positives of Premium Financing, but 
removes the bank component, the rising 
interest rates risks, posting collateral and 
loss of usage of that collateral, paying 
increasing interest costs that could exceed 
the premium dollars without financing!  
The Grantor of the Trust becomes the 
bank; having fewer components 
gives way to fewer future 
breakdowns in the 
strategy and 
planning. 

“PSD is simple and 
effective; ever since 
the Final Regulations 
on Split Dollar were 
adopted in 2003 the IRS 
has recognized the federal 
estate, gift and income tax 
treatment of a PSD Arrangement.  
There are two types of PSD;  
Non-Equity and Loan Regime.”

A PSD Example

Let’s take a client who has $18,000,000  
of net worth, $10,000,000 of income 
producing, and stock price increasing  
which could be his or her corporate  
stock.  The grantor also has a $3,500,000 
IRA growing at a minimum 5% in a  
variable annuity. 

Remember it doesn’t matter what kind  
of retirement plan you have.  Whether  
it’s an IRA, 401k, 403b, or a defined  
benefit plan.  The only exception is a  
Roth IRA, Non-qualified income producing 
assets or appreciating assets.  When that 
person passes away, they will owe estate  
tax and they will also owe income tax.  
That’s what’s called the 2011 “double-tax” 
trap.  If you’re in the highest tax bracket, the 
income tax rate in 2010 is 35%.  Next year, 
it will remain the same, but look for the 
increase to 39.6% in the future. 

On top of that, your estate will also be 
subject to the crushing new estate tax  
rate of 35%.  And your “estate,” as  
defined by the IRS, doesn’t just include  
your retirement account assets.  It includes 
ALL of your assets.  Including your bank 
accounts, annuities, stocks and bonds,  
the value of your primary home and any 

other property you own, all the land and 
structures on the properties, furniture, 
paintings and artwork, even your clothing 
and jewelry. 

“Families who live in areas with high 
property values are particularly vulnerable” 
to the estate tax, says Clint Stretch, tax 
principal of Deloitte Tax, who lives in 
Washington DC.  “People in my 
neighborhood bought a house for  
$32,000 in the ‘60’s, and now it’s worth  
$1 million.  If they’ve got anything else, they 
would be paying an estate tax.” 

How PSD Works

We gift $10,000,000 of stock into an 
Intentional Defective Grantor’s Trust;  
the defective article (clause) in the trust 
allows income and principal to return  
to the estate while simultaneously repaying 
any loans that have been loaned from  
the Grantor/Estate.  It also allows for a 
roll-out or exit strategy if AFR rates become 
too high and costs exceed the annual 
exclusion amount by repaying the gifted 
$10,000,000 stock produces approximately 
$200,000 of income.  This income is 

Massive estate tax law changes are a major 
concern for many families in America as 
investors and business owners, either for all 
the corporate and personal clients in your 
service, or a new profile type of client you 
might be trying to meet.

The Wall Street Journal reported it as  
“the largest increase in a major tax that 
we’ve ever seen.”  On January, 2011, the 
federal estate tax returned… with  
a vengeance. 

The recent change in the estate and gift  
tax law brings the potential in 2011 – 2012 
for a massive shift in wealth between 
generations, as wealthy individuals take 
advantage of what, for many, was an 
unexpected increase in the gift tax 
exemption.  This may well be a “use it or 
lose it” opportunity as the law is temporary 
and will expire beginning in 2013.

The Tax Relief, Unemployment Insurance 
Reauthorization, and Job Creation Act of 
2010 created an individual basic exclusion 
amount for lifetime transfers by gift of 
$5,000,000.  This means that between  
now and the law’s expiration at the end  
of 2012, a married couple may give away 
up to $10,000,000 (including prior gifts) 
without incurring any gift tax, even if the 
basic exclusion amount is reduced in  
future years.  Following gift and irrevocable 
trust guidelines, a couple may use  
each other’s transfer of gift of $5,000,000 
by gift splitting.  This allows the full 
$10,000,000 from the estate to transfer  
to a spouse’s trust.

Private Split Dollar

This clause sets the stage for “Private  
Split Dollar” strategy to be a valuable 
solution for a wealthy individual or corporate 
owner, ($3,000,000 net worth and up) 
searching for an estate tax solution,  
income protection for needs such as  
nursing home care, lawsuit protection, 
retirement income protection, or already 
gifting large premiums to an existing 
Irrevocable Insurance Trust, but concerned 
of “loss of control” of the assets and still 
affected by estate tax law changes. 

The PSD strategy initially may seem very 
complicated, especially for those clients who 
are looking at “Premium Financing” the 

Response To Estate Taxes
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$311,950, whereas a trust would reach this 
threshold at a taxable income on only 
$9,350.  However, the continued presence 
of these rules has enabled estate planners 
to take advantage of this historical anomaly 
in the tax code.

A specially designed Private Split Dollar 
(PSD) insurance policy is purchased and 
owned by the “IDGT”.  The grantor under a 
PSD (loan regime) loans $350,000 of 
premium to the “IDGT”, for ten years.

An IRA will make an excellent source  
for the $350,000 of premium loaned to  
the “IDGT”.  The policy effectively over  
time will retain the IRA values for future 
income (if necessary).  This purchases 
between $4,000,000 – $8,000,000 of 
death benefit depending on the age of  
the Insured/Grantor.

An income stream of $350,000 taxable 
ordinary income is created by utilizing the 
10% withdrawal feature from the IRA 
variable annuity (or Indexed Annuity).  The 
IRA owner would have to pay income tax on 
the distribution from assets other than the 
10% withdrawal. 

This should produce the $350,000 
necessary for the Grantor to loan to the 
Grantor’s trust to pay the premium on  
the PSD Arrangement; it also takes the 
wealth transfer from the estate to the trust 
as a protective strategy.  It also eliminates 
the possibility of making the IRA into an  
“I Owe You” to the IRS minimizing the 
“Double Tax Trap” issue.

$10,000,000 of stock producing $200,000 
of income back to the Grantor or his  
estate, and $350,000 of loan amount  
to the “IDGTs” for the premium, will 
leave$150,000 of estate loan value per year 
or $1,500,000 of estate loan value over  
10 years, (assuming no stock growth and 
increase in dividends).  The $1,500,000 
additional loan value is designed to have 
additional income or loan repayment 
amounts in the event a large sum is needed 
back to the estate or extending or increasing 
income amount back to the estate over the 
Grantor’s lifetime.”

Why Use Life Insurance

The death benefit is critical for several 
reasons, one of course to pay any estate  
tax due on any remaining value in the 
estate, but also if early death of the Grantor 
should occur.  The “IDGTs” will have the 
option to use the death benefit to repay 
loan rather than send the gifted stock back 
to the estate.

The insurance policy can be designed to 
provide income too.  After 15 years the 
policy could provide the same amount of 
income as the premiums paid over the 
same amount of time.  This should leave 
the beginning year death benefit with all 
premiums repaid to the estate by the 
20 – 25th year.

The Risks of Procrastination

For those clients tempted to take a “wait 
and see” approach to federal gift and  
estate tax law, it’s important to remember 
that an increase in issue age and the 
potential onset of health problems will  
affect future insurability, making waiting 
extra costly in the event gift and estate  
tax exemptions decrease.  In light of  
all the uncertainties, clients who need  
life insurance as part of their overall  
wealth transfer plan should continue to 
consider permanent, cash value life 
insurance coverage.  Using an access  
trust to own the life insurance provides 
additional flexibility to clients, as it gives  
the beneficiary spouse the ability to  
receive the assets of the trust back at  
the trustee’s discretion.  Of course the 
obvious is to get the stock into the  
trust as soon as possible to allow  
growth and protected income inside  
the trust.   

Ronald Pullman, RFC® is known as  
one of the country’s leading specialists  
in wealth transfer and estate planning,  
and he is available for joint work or as  
a consultant.

Contact:  800 650 9020 
ronpullman@rpullman.com

taxable to the grantor of the trust as it is 
earned by the trust at the Grantor’s income 
tax rate.

Intentionally defective Grantor Trusts 
(“IDGTs”) have become one of the most 
effective tools in the estate planner’s arsenal 
when dealing with lifetime gifts or sales of 
assets or any other form of transfer to a 
trust for the benefit of a client’s heirs when 
the planner wishes to remove value from 
the client’s estate, but when such a 
transaction has negative income tax 
consequences that must be avoided in 
order to maximize the tax benefits from 
such a transfer.

An intentionally defective grantor trust is 
drafted so as to avoid inclusion of any 
powers that might cause the trust to be 
included in the grantor’s taxable estate.   
For federal gift and estate tax purposes,  
the trust is treated as a separate taxpayer 
from the grantor, and transfers to the  
trust for less than adequate consideration 
are treated as completed gifts for gift  
tax purposes.

An intentionally defective grantor trust is 
drafted in a fashion so as to deliberately 
include one or more powers that, under IRC 
sections 671-677, will cause the grantor of 
the trust to be treated as the owner of the 
trust for federal income tax purposes.  All of 
the income, gains and losses of the trust will 
be taxed directly to the grantor, and the 
existence of the trust will be ignored for 
federal income tax purposes.  In layman’s 
terms, this makes the trust a “grantor trust” 
and, because this was done deliberately 
rather than accidentally, an “intentionally 
defective grantor trust.” 

Following IRS Procedures

The rules contained in sections 671-677  
are a remnant of a time when the income 
tax rates applicable to trusts were lower 
than the rates applicable to individuals.  
Hence, the provisions of sections 671-677 
were designed to inhibit individuals from 
shifting their income into trusts so as to  
avail themselves of the then applicable 
lower income taxes for trusts.  That situation 
is no longer the case, as trusts under  
current law, while they pay the same 
income tax rates as individuals, have 
severely compressed rate schedules, so  
that trusts begin to be taxed at the 
maximum individual tax rate at a much 
earlier point than an individual. 

For example, in 2003, a single individual 
would reach the maximum income tax rate 
of 38.6% with a taxable income of 

Ronald Pullman, RFC®



Charge Non-Investment Fees  

Sell Giant Insurance Policies  

Diversify Your Practice Revenue  

Acquire New Affluent Clients

Develop a New Fee-Based Market
Fee-Based Planning Business Workshop

What’s In It For You?

Leading financial consultants and Top of  the Table insurance producers have 
long recognized that the solution is to GO WHERE THE MONEY IS! 

The more successful the business, the greater the need for objective assistance 
from a third party advisor — LIKE YOU!

Acquire All The Tools

PowerPoint presentation, fact finder, letters, agendas, checklists, 
forms, motivating articles and plan text.

You also receive easy-to-use calculation software that motivates 
owners to immediate action.

Marketing

Approach local businesses using  
tested letters, articles, sample plans, 
certificates, agreements and a proven 
professional presentation system.

Rehearsal

Practice the initial presentation, business 
evaluation and funding analysis — so you 
can commence immediately, using the 
specimen engagement agreement.

Ed Morrow, CLU, ChFC, CFP®, RFC® 
Chairman & CEO of IARFC

As a financial advisor Ed used these  
concepts to acquire long term clients,  
charge Non-RIA fees and sell millions  
of  life insurance.

This workshop will prepare and  
motivate you now to provide  
succession funding, estate planning  
and debt cancellation insurance  
for the most profitable class of   
clients — business owners!

Instructor

SPECIAL ONE-DAY WORKSHOP



Fee-Based Planning 
Business Workshop

   Denver, CO (Brokers Choice Offices)  –  Thursday, July 21, 9am – 5pm 
   Charlotte, NC (HB Financial Resources)  –  Thursday, August 18, 9am – 5pm
   Middletown, OH (IARFC Offices)  –  Thursday, October 13, 9am – 5pm
For a complete list of dates, visit the IARFC Calendar at: www.IARFC.org or 800.532.9060

■   Alter your image to that of a financial consultant who is identifying.         
measuring and solving problems for local business owners.

■   Guide the business owner in expressing desired objectives.

■   Prepare a Business Evaluation, to measure the problem.

■   Prepare a Funding Analysis, illustrating the potential solutions.

■   Solve the problem with permanent life insurance products.

■   Optional fee, to establish credibility as a professional consultant.

■   Work with clients’ lawyers, accountants and trust officers.

■   Perform a New Evaluation every 2-3 years; sell additional insurance.

■   Get powerful referrals to other successful business owners.

■   Retain subsequent generations and successors as your clients.

Achieve Substantial Results

■   PowerPoint Presentation

■   Presentation Script

■   Meeting Agendas

■   Marketing Letters

■   Business Fact Finder

■   Calculation Software

■   Sample Reports

■   All the Engagement Tools

REGISTER NOW      IARFC 8 CE units approved.

Please print or type information below.

  Mr.            Ms.            Mrs.

________________________________________________________________  
First Name                                    Last Name

________________________________________________________________  
Firm or B/D

________________________________________________________________  
Street Address

________________________________________________________________  
City                                                          State            Zip Code

________________________________________________________________  
Phone

________________________________________________________________  
E-mail.

  Mr.            Ms.            Mrs.

________________________________________________________________  
Associate First Name                      Last Name

Workshop Tuition
1-Day Workshop, including all the tools:

  Introductory Tuition $395

  Cost for Your Associate $195

 Total: _________

  Credit Card                             Check made payable to IARFC

___________________________________________   ___________  
Credit Card # (Discover, MasterCard, Visa, AmEx)        Exp. date

________________________________________________________  
Signature

Payment Information

International Association of Registered Financial Consultants
Financial Planning Building
2507 North Verity Parkway
P.O. Box 42506
Middletown, OH 45042-0506

Fax:  513 424 5752
Questions:  800 532 9060

www.IARFC.org
info@iarfc.org

PLEASE MAIL OR FAX THIS COMPLETED FORM TO IARFC

Registration Deadline and Cancellation Policy: 
Workshop attendees may register or cancel up to 3 business days 
prior to the event date. Cancellations will receive a full refund,  
less a $20 processing fee.

Deliverables for you:

Check Venue: 
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Practice Management for Financial Advisors —  
Quick Tips on Thank You Notes

by Katherine Vessenes, JD, CFP®, RFC®

COMPLIANCE-FRIENDLY MARKETING

Here is a question I got from Don about my 
recommendations that advisors should be 
regularly sending Thank You Notes:

How the heck to send out 3 cards a day? 

Don, you really have to get creative.  
First, I recognize I should never have 
called them “thank you notes”.  It is 
really a 
misnomer.  In 
fact, they are 
just 
handwritten 
notes on very 
nice paper.  
When you 
think of them 
like that, the 
possibilities 
are endless.  Here are some suggestions on 
how to get your numbers up: 

Your children’s Sunday school teacher, 
School principal, etc:

Dear Susie, I just wanted you to know how 
much Peter and I appreciate your spending 
the time with Jamie every Sunday.  I know it 
is a sacrifice, but it is people like you who 
have such a great impact on our child’s 
character.  Thanks for your love and 
concern.

Other tenants in your office building: 

Dear Bill, I see your name every day as I 
come to work.  It occurred to me that we 
had never met.  I plan to call you in the next 
few days to set a time for coffee.  I would 
like to learn about you and your business 
and see if it is a fit for any of our friends or 
clients.

Your dentist, chiropractor, pediatrician: 

Dear Dr. Sam, I just wanted to let you know 
how much I appreciate your good service all 

these years.  We are certainly more healthy 
thanks to you.  If there is anyway I can 
return the favor, please let me know.

As you can see, when you take this 
approach, and add in your Rotary list, your 

Chamber list, 
your Country 

Club list, and your 
neighborhood directory, 
you should be able to 
get to three per day 
pretty quickly.

Even if you can’t  
get to three per  
day, just try to do 

one or two cards 
every day.  It all adds up!  We have  

had clients that set time every AM to  
meet with the entire staff in the conference 

CAREER OPPORTUNITY
Searching for  
Financial Planning Managing Partner(s) and Personal Producer(s)

Candidate(s) should possess RFC®, CFP®, ChFC or CPA credentials, have Life & 
Health Insurance, Securities 7, 63, 65, 24, Real Estate or Mortgage Brokerage 
Licenses, some management experience, and a network of clients/contacts in the 
Long Island business community.  Opportunity also available in Tucson, AZ.

Contact us today:
acoletti@designcapital.com
(631) 979-6161 x 102
www.designcapital.com

LET OUR STRENGTHS BE YOUR ADVANTAGE.

Dear Don,

I so appreciate the confidence
 you have in me 

and your many referrals.  I met with the 

Martins this morning and I know they are going 

to be fun clients.  As soon as I complete their 

plan, I will give you a call and we can review it 

over lunch, my treat.  

Thanks again for all your support,  

Katherine
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room.  They all did their cards together  
and it became a great way to kick off  
the day.   

Katherine Vessenes, JD, CFP®, RFC, 
president of Vestment Advisors, speaks 
nationally to thousands of advisors every 
year, giving them a bumper to bumper 
system to break down barriers and build up 
their business.  

The creator of the No-Sell Sale®, she is 
considered the country’s leading consultant 
on building a multimillion-dollar business 
(Dearborn) and the country’s best known 
authority on the legal and ethical issues of 
financial advisors (Bloomberg).  

Contact:  952 401 1045
katherine@vestmentadvisors.com
www.vestmentadvisors.com
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willing to accept this as a possible outcome, 
nor did we think about preplanning a 
funeral for this incomprehensible loss, we 
had no idea where to begin or who we 
could turn to.

Two Critical Pieces of a Sound End of 
Life Plan:

1. Preparing an Estate or Legacy Plan

You might have discussed the estate 
planning process with your clients, but the 
sad truth is that approximately 70% of 
Americans die without even leaving behind 
as much as a Will, also known as a Last Will 
and Testament, which is designed to be the 
most basic way to describe how they would 
like to distribute their wealth and other 
types of assets.  So the real question is, 
have you ensured that they have properly 
and fully completed this part of the estate 
planning process?

What this means is that most Wills and 
Living Trusts are lacking some of the most 

critical information a family or loved one  
will need, which is the details regarding  
their final plans and preferences.  So  
the fact is that most families are left to  
deal with just about every emotional  
and financial pressure that accompanies 
planning a funeral, such as making  
tough decisions and paying for all of the 
funeral costs.

The key foundation to a solid estate plan  
is learning, choosing, creating, and  
most importantly, completing a Will or  
Living Trust.  By properly completing one  
of these all-important documents  
designed to distribute your assets, you  
have clearly helped your clients and their 
family take a step in the right direction.  
However, as you will see below, there are 
other important, and arguably more 
important, estate planning matters that  
also need to be addressed.

2.  A PreNeed Plan Documents Your  
Final Preferences — AND — Prepays  
Your Funeral Expenses

Many people are now realizing that the best 
financial advice is to have a sound financial 
and estate plan that takes care of your 
funeral services, funeral costs and funeral 
expenses ahead of time.  PreNeed Planning 
is one of the most common ways to 
accomplish this type of planning.  

A PreNeed Plan gives your clients the ability 
to choose their method of disposition, the 
exact type of services they want, and allows 
their family to focus more on things such as 
grieving and recovery.  In addition, a 
PreNeed Plan is also a good thing because 
it allows your client to make extremely 
important decisions through a calm and 
clear thought process.  Emotionally, it is 
much more likely that someone will create a 
more rational and logical End of Life plan 
when things are done in advance, and in 
the proper state of mind.

Like so many families, when my family 
suffered the loss of a loved one in  
2008, we faced the difficult decision of 
what to do next.  Because we were never 

Why Choose a PreNeed Plan?  



PreNeed Plan Advantages

1. It helps to itemize the exact costs  
of a funeral, including all the choices,  
such as a casket, burial vaults, headstones, 
services of the funeral director and staff, 
embalming, removal, transportation, 
preparation of remains, cremation and 
cremation urns, use of facilities for services 
and chapel, use of hearse, and many other 
options and preferences. 

2. Once someone preplans a funeral  
by choosing and documenting their  
final plans and preferences, they may  
also choose to prepay the cost of such a 
plan, such as your casket, cremation urn, 
funeral flowers, memorial services, etc.   
This is usually accomplished by working  
with one of our Qualified PreNeed 
Specialists to structure the exact details  
of what you chose in your PreNeed Plan  
as noted above.

3. It is considered to be “inflation-proof” 
because it establishes a “price-freeze”, which 
contractually guarantees the total costs of 
whatever prearranged plan they chose, 
regardless of any future inflation or funeral 
price increases.

PreNeed Plan Disadvantages

1. Unless a single-premium payment is 
used to fund this PreNeed Plan, a person 
must be alive a certain number of years in 
order for this insurance to fund the entire 
costs.  In other words, if someone chooses 
to fund this plan over time by using either a 
payment plan or installments, there is a 
possibility that their family and/or loved 
ones could only receive a portion of your 
funeral or burial insurance.  These 
percentages and details vary depending 
upon the type of plan and payment 
methods they choose,  their health, and  
the year someone passes.

2. The total costs of this plan can vary 
greatly depending on a person’s age, health, 
and the year in which they pass.

The Overall Benefits of a PreNeed Plan:

Most financial professionals are beginning to 
realize that an integral part of a sound 
financial and estate plan is taking care of 
your funeral services ahead of time.  
Creating a PreNeed Plan gives your clients 
the ability to choose their method of 
disposition, the exact type of services they 
want, and also takes care of the large 
majority of their funeral expenses in 
advance.  This offers every client and their 
families significant advantages since they 

can now eliminate or minimize the grieving 
process, many tough choices, as well as 
unexpected out-of-pocket costs.

So by working with your clients to create a 
PreNeed Plan today, this allows them to 
make extremely important decisions 
through a calm and clear thought process.  
By preparing such a plan well in advance, it 
is much more likely that they will create a 
more rational and logical end-of-life plan, 
and ensure your memorial service and life’s 
tribute can be done in a way they would 
have wanted.

Although using a PreNeed Plan for 
advanced planning may not fully alleviate 
the emotional and financial stresses your 
clients and/or their loved ones will face, this 
will certainly help them reduce or eliminate 
some of the most of the stressful decisions, 
pressures, and expenses, which can only 
help their families and loved ones ease the 
pain of a very difficult situation.   

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@funeralresources.com  
www.funeralresources.com

Similar to planning and preparing your 
estate plan, another extremely important 
task is creating a PreNeed Plan, which 
specifically addresses, in advance, the 
immediate concerns of your family and  
your loved ones.  In other words, at the  
time they need this type of advanced 
planning the most, a PreNeed Plan is  
there to provide them with all of your  
final plans and preferences.  This even 
includes using funeral insurance and burial 
insurance, which are options you can 
consider to not only plan, but also prepay 
your funeral expenses.

After losing a loved one, most families find 
themselves asking questions such as:

•	 What	do	we	do	now?
•	 Who	can	we	turn	to?
•	 What	would	they	have	wanted?
•	 	How	will	the	funeral	costs	and	 

funeral expenses be paid?
•	 	Was	their	wish	to	be	buried	 

or cremated?
•	 	What	is	their	preferred	final	resting	place?
•	 	Which	church	would	they	prefer?
•	 	Who	would	they	wish	to	be	invited?		 

To speak?
•	 	What	kind	of	memorial	service	would	

they have wanted?

In addition, another challenging aspect of 
planning a funeral is the fact that those 
responsible for taking care of your final 
arrangements are forced into making 
difficult decisions in a timely manner, usually 
within a few days after your death.

What are the Pros and Cons of a 
PreNeed Plan?

When you create an End of Life Plan,  
which is often referred to as a PreNeed 
Plan, it is extremely important that you  
take the time to fully understand exactly 
how this funeral preplanning option works.  
However, it is also equally, if not more 
important, that you also review and 
understand all of the key advantages and 
disadvantages to a PreNeed Plan, especially 
considering the fact that most families  
have unique preferences, funeral planning 
needs, memorial service details, and 
financial planning circumstances.

Therefore, we cannot stress enough  
how important it is to not only learn  
and understand all the facts, but also  
make sure you work with a qualified 
professional (most often a local Funeral 
Director) to help ensure that you create  
a smart End of Life plan that fits you,  
your clients, and their loved ones in the  
best possible way.

Christopher Hill, RFC®



greatest achievers do not have a powerful 
intellect — they are simply very effective in 
the work they perform personally, and often 
how they work with others. 

Results produce a score on a scale of 1-10 
for each of four Kolbe Action Modes® which 
are part of the Kolbe Process.  The four 
Action Modes are:

▪  Fact Finder — the instinct to probe
▪  Follow Thru — the instinct to pattern
▪  Quick Start — the instinct to innovate
▪  Implementor — the instinct to 

demonstrate

This is often expressed in four digits, like:   
4 – 7 – 3 – 6   or   8 – 5 – 5 – 2.
 
Individuals generally receive a score totaling 
20.  Sometimes it is 19 or 21 based on 
rounding.  But essentially everyone gets a 
score of 20. This is very important because 
one of the values of the Kolbe scoring is 
that everyone can share their score with 
work associates.  People would be very 
reluctant to share the IQ or measurements 
of their mathematical or verbal skills that are 
generally tested.

There are several other Kolbe Indexes® 
available depending on your needs:

The Kolbe B™ index result provides a 
picture of job-related self-expectations.  
Comparing the results of Kolbe A™ and 
Kolbe B™ scores help job holders recognize 
when they are trying to perform contrary to 
their natural abilities.

The Kolbe C™ index result is designed to 
identify the characteristics necessary to 
function in a specific job.  Unlike the Kolbe 
A™ or B, this form is filled out by the 
supervisor and defines his or her functional 
job expectations.  Comparing Kolbe A™ to 
Kolbe C™ results identifies when job related 
stress is caused by impossible demands.

The Kolbe S™ index is used in conjunction 
with hiring software, Kolbe RightFit™. It is 
the same as the Kolbe A™ index except 
users do not receive index results, but rather 
a letter grade based on the Kolbe Range of 
Success™.

The additional Kolbe Y™ index and the 
Kolbe R™ index are for personal use and are 
available on the consumer website.  The 
Kolbe Y™ is identical in purpose to the 
Kolbe A™, but is designed for youth and 
addresses issues such as school and 
recreation.  The Kolbe R™  result defines 
the expectations of the test taker with 
respect to the behavior of another person 

within a relationship.

Using Kolbe Scores

One financial advisor was distressed about 
the efficiency of his operations.  He 
worked long hours, studied hard, was 

diligent on behalf of his clients 
and associates — but his 
business life was 
disorganized and not 
effective.  After meeting 
Kathy Kolbe (the daughter of 

the famous Dr. Evan 
Wonderlic who pioneered in 

mental ability testing for 
employment), he realized the 

nature of his problem and the 
pathway to the solution.

The advisor had experienced very high 
turnover of personal assistants.  Each 
had been personable, smart, educated 

The Kolbe Conative Index measures your 
MO (Method of Operation).  This provides a 
greater understanding of your own human 
nature and allows you to begin the process 
of maximizing your potential both personally 
and professionally.  

It measures the conative faculty of the mind 
-- the actions you take that result from your 
natural instincts.  The word “conative” refers 
to how you work, not how well or how 
swiftly you think or perform physical tasks.  

Conation: an important word you’ve 
never heard.  It is one of the three parts of 
the mind, equal in importance to cognition 
(thinking) and affect (personality).  Defined 
as action derived from instinct, purposeful 
striving or volition, the term has fallen out of 
common parlance partly because of 
modern psychology’s focus on those two 
other mental dimensions.  However, in 
terms of your personal success in financial 
services or any other field, conation is far 
more important than IQ.

Conative abilities are the natural, inherent 
and unchanging talents that, when acted on, 
lead to success and well being — as you use 
your creative energy to solve problems.

The Kolbe A™ index validates an 
individual’s natural talents, the 
instinctive method of operation that 
enables you to be productive.  
Research on Kolbe A™ testing 
indicates no significant differences in 
outcome by age, race, gender or 
physical handicap.  

This profile describes How You Work, 
and is measured by the Kolbe A™ 
exam — a 36 question online test 
designed to measure your 
natural work style.  This is 
valuable for you and every 
other person with whom you 
work closely.  

How you employ your innate 
Conative index will determine 
your success or failure in 
business.

The Kolbe scoring is not an IQ test, nor 
does it measure the extent or speed of 
your mental processes.  History has 
shown that many of the world’s 

What’s Your Kolbe?
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complimented those of the financial advisor.  
He continues to brag on this person’s follow 
through skills — after ten years. 

Who is Kolbe?

Kathy Kolbe is an entrepreneur, 
organizational strategist and consultant.   
The founder of Kolbe Corp and the  
Center for Conative Abilities, she is 
considered to be the world’s leading 
authority on human instincts and conation.  
She is dedicated to helping people to find 
the freedom to be themselves through 
using their conative abilities. 

The author of multiple research studies, 
Kolbe has proven her long-held theory  
that conation is a third faculty of the  
brain.  Over 750,000 case studies have 
tested and validated her theories on the 
inherent, instinctive nature of human 
conation.  Her assessment and  
performance tools are used across the 
world by business, schools, families  
and individuals. 

Kolbe’s motivation for her life’s work is 
rooted in her own cognitive challenges.   
A severe dyslexic, she discovered early  
on that instinctive, purposeful action  
could trump any learning disability.  In 
midlife Kolbe survived a near-fatal car 

accident that left her unable to perform 
simple cognitive tasks.  Rather than focusing 
on what was lacking, she relied on her 
deep-rooted conative instincts to overcome 
seemingly insurmountable physical and 
emotional obstacles. 

How to Get Started

This is simple, go to the Kolbe website, and 
take the Kolbe A™ exam.  Review the 
detailed report, and accept that this is an 
accurate assessment of your work style.  
Then test your close business associates, 
and you will be surprised at how accurate 
the Kolbe Index will reflect the work style of 
those persons.  

Every group project needs at least one 
Follow-through person, to keep it on target.  
It also needs persons with Fact Finding skills 
to gather, organize and evaluate the 
business climate relevant to your project.  
Implementers are very good at packaging 
and handling things, and of course there 
needs to be a Quick Start -- but not too 
many of those persons.

For more information, visit:  www.kolbe.com 
or call 800 642 2822.   

Ed Morrow is the chairman and chief 
executive of the IARFC and has been a 
practicing financial advisor for forty years.  
His advice and systems are used by 
thousands of financial advisors 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. 14
edm@iarfc.org
www.iarfc.org

and initially motivated.  But they were not 
successful in the working relationship.  
There were conflicts and ineffectiveness.  
The Kolbe testing illustrated the reason  
for the problem — and pointed toward  
the solution.  

First the financial executive tested himself.  
He scored:  8 – 1 – 9 – 2   In other words 
he was very strong in Fact Finding and he 
was a Quick Start.  His weakness was in 
Follow Through and he postponed 
implementing changes, preferring to  
study them more, or simply going on to 
other tasks or opportunities, without 
following through on his prior self-assigned 
important tasks. 

He contacted the most recent four “failures” 
who had been his assistants.  They agreed 
to be tested, and surprise, they all had 
scores very similar to him!  This is not so 
surprising, he liked persons that had a 
“similar sense of values or work styles”, and 
this is typical of all of us — we tend to like 
persons that resemble our sense of values 
and style.  

However, what he needed was an assistant 
with different work qualities.  After testing 
several candidates, along came one with a 
score of 4 – 7 – 3 – 6.  Notice that this 
candidate had scores that offset or 

Ed Morrow, CLU, ChFC, CFP®, RFC®

Fact 
Finder

Follow  
Thru

Quick 
Start Implement

Pr
ev
en

t 1

2

3

R
es
po

nd

4

5

6

In
it
ia
te

7

8

9

10

Sample score  4 – 7 – 3 – 6



Page 22 The Register  |  June 2011

continue to very much believe 
in the risks highlighted in the 
following commentaries.  

Dollar Devaluation Is a 
Very Dangerous Game

Going back to the G20 in 
London last Spring, the Obama 
administration has attempted 
to curry political favor with 
emerging economies, 
especially the BRIC nations, by 
ceding dollar sovereigncy as 
the preeminent international 
reserve currency in return for 
support of global economic 
stimulus programs.  Why does 
Washington believe a weak currency serves 
our economic interests?  A weak currency 
generates and supports the following:

1.  Promotes inflation as imports decline. 
Washington would like some inflation, given 
the massive deflationary pressures presented 
by falling wages and declines in the value of 
commercial and residential real estate.

2.  Promotes exports for corporations with a 
multi-national presence.

3.  Supports labor by making it more 
attractive for companies to keep jobs here 
as opposed to opening factories or sending 
work overseas.

So, in light of our current economic crisis, 
why wouldn’t we want a substantially 
cheaper dollar to maximize these benefits?

Recall that economists always need to keep 
certain variables static in order to study the 
impact of a change in another variable or 
multiple variables.  This approach, known as 
‘ceteris paribus,’ is not quite as easy as 
some may think.  Why?  Variables are 
NEVER static, or ‘ceteris is NEVER paribus.’

While the above three developments very 
likely will occur in the face of a decline in 
the value of the dollar, there is another very 
critical factor that must be weighed. 

My gut instinct tells me that overall pools  
of capital will be flowing away from the 
United States and, as such, people and 
private corporations will have to pay  

more to attract capital here in our country.   
I think those entities which focus the bulk  
of their economic activity here in the United 
States will be forced to pay higher rates to 
attract funding.

Inflation, Deflation, or Stagflation?

The debate between analysts touting 
prospects for inflation versus deflation is 
ongoing.  Those concerned with deflation 
highlight increasing levels of unemployment 
pressuring wages, falling asset valuations, 
and slack consumer demand.  Those 
concerned with inflation point toward the 
unprecedented levels of liquidity injected 
into our system via all of the government 
programs.  The inflation hawks maintain the 
economy merely needs a small spark and 
inflation will spread in an uncontrollable 
arson-like fashion.

I actually believe there is a very real chance 
we get developments from both camps 
leading to the scourge known as stagflation. 
How may this play out? 

Many respected analysts are promoting the 
concept of a new “normal” economy.  This 
scenario entails an economy operating with 
enormous government deficits, an elevated 
level of unemployment, and little to no 
shadow banking system (securitization of 
loans and other assets).

In this new “normal” economy, GDP may 
only eke out small positive growth given 
these heightened pressures.  Pimco’s 
Mohamed El-Erian writes of A New Normal:

Such would seem to be the message put 
forth this morning by The Wall Street 
Journal’s lead headline, Officials Unfazed 
by Dollar Slide.

In recent days, the nation’s top two 
economic policy makers — Federal Reserve 
Chairman Ben Bernanke and Treasury 
Secretary Tim Geithner — have publicly 
expressed their desire for a strong dollar.  
But there is little indication of a change in 
policy from either the Fed or Treasury — or in 
underlying economic conditions — that 
would alter the currency’s downward course.

When thinking of Bernanke and Geithner, 
who do you think of first, Abbott and 
Costello or Laurel and Hardy?  I am more in 
the former camp.  “Hey, Abbbbbotttttt!!” 

In such a fashion, Big Ben deferred to ‘his 
boy’ Tim when questioned about the 
declining value of our greenback at his 
recent press conference.

The New York Times sounds a slightly 
more guarded tone in writing, For the Fed, A 
Narrowing of Options.  I gagged on my 
coffee, though, when I read the summation 
to the NY Times‘ article.

Let’s hope that Mr. Bernanke is right to  
think both the slow growth rate of the  
first quarter and the rise in inflation are 
transitory phenomena.

Why did I gag?  One of my basic disciplines 
in trading and investing is to embrace the 
fact that “hope is a lousy hedge.”  While 
some may care to simply put their faith and 
hope in the likes of Bernanke and Geithner, 
I would encourage you not to be so cavalier.

Prudence dictates that we acknowledge the 
fact that we will likely experience a 
continued devaluation in the dollar, 
increased prospects of stagflation, and a 
continued ‘screwing’ of American 
consumers and taxpayers in the process.  
On these notes, let’s revisit risks and 
recommendations embedded in three 
commentaries from 2009 and 2010 in 
which I addressed these very real concerns.

Be mindful that the dynamics at work in our 
economy today are poised to play out for a 
very, very long time.  I wrote then and 

Dollar Devaluation and Stagflation
“Remain calm, all is well!”
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little deeper.  In a back corner of The WSJ’s 
“Heard on the Street” section, we learn:

If you remove housing costs from the 
consumer price index, inflation looks 
positively resurgent.  In January, the CPI  
was up an annualized 5.8%, excluding 
owners-equivalent rent, which is a rough 
proxy for housing costs.

Inflation is dead?  Perhaps in housing (and 
also wages) it is, but certainly not in the 
other components of the consumer price 
index.  How do you think increased 
healthcare costs for businesses will be 
handled?  A combination of layoffs and 
lessened hiring along with passing the costs 
down to consumers.  Feel like you’re getting 
screwed?  You are.
 
Our friends in Washington, on Wall Street, 
and especially at the Federal Reserve have 
no interest in highlighting this reality, but 
your friend here at Sense on Cents is solely 

concerned with helping you navigate the 
economic landscape.

The forces at work back in 2009 and 2010 
remain very much at work today.  In fact, I 
believe the impact and momentum of these 
forces have gotten stronger.  The Federal 
Reserve and Treasury have one real weapon 
with which to attack these underlying forces. 
Crush the dollar in an attempt to monetize 
our national debts and redistribute the costs 
and pain from within our financial 
institutions to across our society and the 
global economy.

As it was in the beginning, is now and ever 
will be, world without end, Amen!   

Larry Doyle is the founder of Sense on 
Cents — you may subscribe to get his daily 
observations on the strange events and 
future performance of the markets.  

Contact: www.senseoncents.com

This reflects a growing realization that some 
of the recent abrupt changes to markets, 
households, institutions, and government 
policies are unlikely to be reversed in the 
next few years.  Global growth will be 
subdued for a while and unemployment 
high; a heavy hand of government will be 
evident in several sectors; the core of the 
global system will be less cohesive and, with 
the magnet of the Anglo-Saxon model in 
retreat, finance will no longer be accorded a 
preeminent role in post-industrial economies.  
Moreover, the balance of risk will tilt over 
time toward higher sovereign risk, growing 
inflationary expectations and stagflation.

Even as we come out of this recession, 
our economy will run increased risks of 
slipping into another recession given the 
lack of cushion provided by a strong 
consumer, the burdens of heavy 
government debts, and inability to easily 
access credit.

As our global economy transitions to this new 
“normal,” I believe the likelihood of 
stagflation is quite high.  For those who recall 
the perils of our economy in the early 1980s, 
stagflation is not a pretty picture.  How does 
one manage investments and personal 
finances in an environment of stagflation?

Let’s deal with the component parts.  Given 
sluggish growth, limited credit, and lessened 
opportunities, it is of paramount importance 
to cut expenses and minimize debt as much 
as possible.  Servicing debt will be an 
ongoing challenge and increasingly 
problematic.  Be proactive at this point in 
time in adjusting your finances to this reality.

Where will the inflation come from and  
how does one address it?  In my opinion, 
the inflation “train” will arrive sooner than 
we think.

How can people protect themselves from 
the inflation monster?  Increase exposure to 
the following:

▪  precious metals and commodities
▪  critical infrastructure (power plants, 

agriculture, water, transportation)
▪  necessary life items (drugs,  

medicines, food)
▪  stronger and more fiscally prudent 

foreign markets

America’s Hidden Inflation and 
How You’re Getting Screwed

Are we experiencing this decline in prices 
for housing and wages on one side versus 
an increase in prices for consumer goods, 
fuel, and services on the other?  Let’s dig a 

HAVE YOU GOT ANY

The Cost Is… No Cents!

Every member of the IARFC should subscribe to 
Larry Doyle’s economic bulletin.

You may not agree with all of Larry’s 
commentaries or those of others 
which he presents.  But you’ll never 
be bored.  Furthermore, you are 
going to receive new economic 
information from an extremely 
credible source.  Just Do It!

Just go to 

www.SenseOnCents.com
and subscribe by clicking on  

the e-mail subscription request.

SENSE?
SENSE ON CENTS
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unreliable or irresponsible individual, a 
wasted drug addict, or to a person who 
deserts his family.  You are not likely to  
sell to a person who can not make a 
decision or who lacks the courage to act.  
Nor are you likely to sell to a person who 
can not hold a job or to a person who 
exaggerates or embellishes.”

Define Your Best Prospects

Your best prospects are:

▪  A person who cares, reasons, and thinks.  
▪  A person who resides in well-maintained 

living quarters.
▪  A person who keeps his or her car clean 

and well-running.
▪  A person who is neat, clean, with a good 

haircut or hair style.
▪  A person who displays shined or  

clean footwear.
▪  A person who wears tasteful jewelry.
▪  A person who has good teeth  

and breath.
▪  A person who is articulate and attentive.
▪  A person who has a sharp and orderly 

appearance, manner, and conduct.
▪  A person who is socially skilled and  

can interact.
▪  A person who collects something; 

walking sticks, stamps, etc.
▪  A person who has a passion for 

something; studying ancient history, 
playing the violin, etc.

▪  A person who is always building 
something; an estate, a personal  
library, etc.

What Mehdi is saying is that you can identify 
your best prospects because they give-off 
many little clues.  Thus you can figure-out 
who are, and who are not, appropriate 
prospects for you.  Mehdi continues:   
“Can you list some characteristics of both 
types — those who are most likely to be 
good prospects for you and those who  
are not likely to do substantial business  
with you?” 

“Identify your best prospects, based on  
your history and on your judgment.   
Can you identify some characteristics to 
seek in your prospects?  Can you spot  
some characteristics in people you should 
avoid?  Mentally reexamine the clients you 
have.  Remember, these factors are 
subjective and should be based on your 
desired target market.”   

Jim McCarty, CLU, RHU, LUTCF, RFC®  
has given over 5,000 presentations  
on ShowBiz Selling in over ten countries.  
He has appeared on stage at the MDRT 
three times, is a professional banjo player, 
recording artist, and was a regular  
performer in Merv Griffin’s Players  
Riverboat Casinos, and has been  
honored by receiving a coveted Hollywood 
Walk-of-Fame Star.  This Marine Corps 
veteran shows agents and planners how to 
leverage their creativity and showmanship 
by comparing what worked in ShowBiz 
selling in the past with what is effective in 
ShowBiz selling today.

Contact:  386 304 9684
jim@showbizselling.com
www.showbizselling.com

“Eighty-nine year old Mehdi Fakharzadeh, 
RFC, has more stamina than two men half 
his age,” according to Jack Gargan, RFC, 
founder of the IARFC!  Jack adds, “Mehdi is 
our beloved MDRT and IARFC role model.  
He daily walks to his office, drives in major 
metro traffic, exercises regularly, and avoids 
harmful foods.  This sales leader travels 
internationally teaching others how to use 
his famous methods.  

Mehdi’s Methods come from an 
octogenarian who is famous because  
his sales knowledge has helped make many 
millionaires.  For 27 years “Mister Mehdi” 
has enjoyed acclaim for being one of  
the world’s most successful financial 
professionals.  Every financial advisor  
needs to say thank you to Mehdi for  
sharing these key tips from his great new 
book Mehdi’s Fast Track Sales System 
published by the IARFC Press. 

This writer asked Mehdi, “What is the 
biggest mistake that agents, planners  
and consultants make today?”  He replied, 
“They do not invest in themselves.  They  
do not even take advantage of help that  
is available.”

This month Mehdi also tells Register 
readers:  “Think like a winner.  Look like  
a winner.  Have the image of a winner.  
Invest in yourself like a winner does!   
Act like a winner.  Look for people like  
you.  That means when seeking clients  
look for winners.”

“Winners are always doers and strivers!  
Seek out achievers!  Search for competent 
and productive people.  Target intelligent, 
thoughtful, high-class, active, and disciplined 
people.  They lead useful, involved, 
passionate lives, and are very busy.  This 
describes all of my clients.”

“You don’t have to target only wealthy 
prospects.  But you are not likely to sell to a 
homeless person, a prisoner, a drifter, an 

Mehdi’s Methods
For Record Sales
Look For Winners Like You!

Jim McCarty, CLU, RHU, LUTCF, RFC®
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Legendary Skills and Techniques of one of The World’s 
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The Legendary Skills and Experience of
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Mehdi Fakharzadeh’s
Fast-Track Success System

   Learn from the greatest!

   Great Habits = Great Results!

   Enhance your abilities!

   It only takes a few great ideas 
to make a dramatic increase 
in your income.

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
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Every business must have a niche to succeed.

I learned this lesson because of my own 
business misfortunes.  When I started I 
didn’t have a niche, I was just one more 
marketing guy trying to sell my services to 
any business that would hire me.  I was 
failing miserably.

My phone didn’t ring and my e-mail blasts 
bounced back.  I was frustrated.  I decided 
to take a break and relax and get some 
perspective.  For me that means pulling out 
my DVD collection of “The Sopranos.” 

I admire Tony Soprano’s business acumen.  
Clients paid him an ongoing retainer to 
ensure that they had no problems (Tony 
called it ‘protection’).  I saw it as a monthly 
consulting fee, and he didn’t have to deliver 
any tangible service.  He just promised 
them no trouble.  And in New Jersey, having 
no trouble from the Soprano family was a 
key metric for success

As I watched Tony counsel his friends and 
family I imagined what it would be like to 
have a conversation with Tony.

“Hesh, you have to have leverage over your 
clients and prospects.  They need to fear 
you.  Do they fear you Hesh?”  Tony asked.

I laughed.  “Tony, they barely remember my 
name.  They definitely don’t fear me.”

Tony sounded irritated.  “Hesh, think 
creatively, I ain’t talking about breaking knee 
caps,” he said.  “Today it’s all about proprietary 
knowledge.  What info do you have that could 
impact their business immediately?”

It finally hit me.  I had access to a valuable 
database.  I had a list of all those customers 
from hell – the ones that every business 
owner dreads.  They take hours to make a 
decision on a low margin product.  And 
then they have the audacity to return it the 
next day for an immediate cash refund.

How did I collect these names?  Over the 
years as I cold called businesses, I had a 

question that immediately engaged 
business owners.  “Tell me about your best 
and your worst customers.”

They might spend a minute praising their 
best customers but they obsessed over the 
ones that drove them nuts.  They 
remembered each one, and told me one 
horrific story after another.  

Over the years, as a hobby, I had collected 
the names of all these customers from hell. 

My new value proposition?  Businesses are 
always buying lists of qualified leads.  I would 
do the opposite:  I would sell the names of 
customers “you never want to have.”  

My wife (my not so silent business partner) 
listened to my latest plan and asked, “OK 
Hesh, what are going to do if a local 
business owner says ‘no thanks.’  
Remember you aren’t Tony S.  You can’t 
send in a bunch of goons to break some 
knee caps.”

But I could unleash a swarm of “customers 
from hell.”  I approached my first potential 
client, a new, boutique shoe store.  I told 
him of the value of my unique customer 
database and asked if he would be 
interested in putting me on retainer. 

He thought I was crazy and threw me out.  At 
the door, I mentioned that Tony Soprano was 
my mentor, and I suggested that it would 
really be in his best interest to agree to my 
proposal.  He said, “Now I know you’re crazy!”

I went back to my office and I sent a bogus 
letter to the top five people in my data base.  
I offered each a $25-coupon to shop in the 
new shoe store.  The only requirement was 
that they act as secret shoppers and not 
show the coupon until they were at the 
checkout counter. 

Over the next week, they visited the new 
store.  As expected, they each took a very 
creative approach to their assignment, 
typically spending two hours purchasing a 
pair of fancy bedroom slippers that were on 

sale for $23.95.  Not only did they not 
spend a penny of their own money, they 
wanted the clerk to give them the $1.05 
change in cash.

The store owner started hearing complaints 
from his sales staff — the proliferation of 
counterfeit coupons being presented by 
customers were also one big pain in the butt.  
(The sales staff all worked on commission.)

My phone rang:  “Hesh, I see the value of 
your service, I want to put you on retainer.” 

I nonchalantly told him that my prices had 
increased.  “No problem,” he said. 

I hung up the phone, and whispered with 
reverence: “Thank you, Tony.  I finally have  
a niche.”   

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

Business Mirrors Life
My Mentor:  Tony Soprano

Hesh Reinfeld
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planning practice, developed 
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business consultants and practice 
management experts.

Effective training to help 
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Course Components

FPP 101  –  Client Acquisition
FPP 102  –  Marketing for Financial Advisors
FPP 103  –  The Client Engagement
FPP 201  –  Information Gathering
FPP 202  –  Plan Development
FPP 203  –  Recommendations & Monitoring

Self-study or  
in the classroom

Call today  
for details:

800 532 9060

©2010 Financial Planning Process™ course developed by the IARFC  
www.IARFC.org

For over 25 years, the 
International Association 
of Registered Financial 
Consultants (IARFC) has 
provided the tools you 
need to succeed.
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Software, Training and Support 
for Financial AdvisorsThe Suite

Effectively Market and Get More Referrals
Attract More Prospects, Close More Sales

Presentation System for financial advisors that motivates the prospect to engage your services

   Dramatize your prospect’s immediate need for a comprehensive personal financial plan 
   Establish the basis for requiring your professional help to create this plan 
   Explain the steps in the personal financial planning process and why they need you 
   Provide a due diligence record of what you agreed to perform — and charge
   Convey your offer of a 100% Satisfaction Guarantee — to motivate a quick decision 
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Financial Planning software comprehensive financial plans, quickly and easily

   Motivate clients to take action
   Comprehensive goal-based 
   Clear easy plans in just minutes 
   What-if scenario modeling 
   Monte Carlo simulation
   Colorful graphics

Financial Notebook:  
A powerful add-on component that allows  
your clients to enter their data directly —  
saving them stress, and saving you time.

CRM Software that helps you help your clients

   Now’s the time to increase client contact to show your commitment
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to keep your clients focused on the long term
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through the delivery of highly personalized, high 
touch client services.  Greater cash flow through 
better plans and more referrals.
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