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CALENDAR OF EVENTS

IDA 9th Worldwide  
Chinese Congress  
August 9-12, 2012 
Sydney, Australia

Business Owner  
Consulting Workshop 
September 12, 2012 
Smithtown, NY

IARFC Philippines  
2012 Financial Advisors 
Forum & RFC Graduation 
September 24-25, 2012 
Macau

Business Owner  
Consulting Workshop 
October 5, 2012 
Harbor City, UT (tentative)

Business Owner  
Consulting Workshop 
October 25-26 2012 
Indianapolis, IN

Business Owner  
Consulting Workshop 
December 6, 2012 
Tampa, FL

Business Owner  
Consulting Workshop 
February 7, 2013  
Tampa, FL

IARFC Board Meeting 
February 22, 2013  
Middletown, OH

IARFC CE @ SEA™ 
Venice Italy to the  
Divine Mediterranean  
May 25-June 1, 2013

NEW IARFC MEMBERS

Rodney D. Ballance, RFC®, MO
Michael F. Baumann, RFC®, FL
Charles J. Brock, RFC®, FL
Delaney J. Dugan, RFA®, NY
Bill Faiferlick, RFC®, AZ
Jeffrey  Frankhouser, RFC®, CA
Patricia M. Heaton, RFC®, CA
Stanley D. Keathley, RFC®, TN
Mark S. Kroll, RFC®, IL
Diane M. Marra, RFC®, NY
Phillip J. Martini, RFA®, OH
Scott A. McCaskill, RFC®, MD
Gilbert V. Shepard, RFC®, WV
Shobhan M. Sheth, RFC®, PA

New International Members

Malaysia  10
Philippines 13

Members Who  
Recommended  
New Members 

Wilma Anderson, RFC®

Robert Grace, RFC®

Ron Henley, RFC®

Lew Nason, RFC®

Kenneth Wilkinson, RFC®

Referror of the Month 
Wilma Anderson, RFC®

Code of 
Ethics

Where does the IARFC stand?  We 
solidly re-affirm our Code of Ethics. 
The simple, straightforward yet 
thorough Code is easily and clearly 
understood by consumers as well as 
other advisors, and it sends a strong 
message of your professionalism.

Proudly Display your Code of 
Ethics Wall Plaque in the entrance of 
your office, waiting area, or in the room 
where you meet with clients.  The 
Code of Ethics is handsomely placed 
behind clear plastic on a walnut base.  
Wall or tabletop display. 

8.5” x 13” 
(with some assembly required)

Order your  
IARFC Code of Ethics plaque

$50 plus shipping

800 532 9060
info@IARFC.org

Enhance Your 
Professional 

Image with the

IARFC Code 
of Ethics
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The advisor MUST say/do/bring something unique and of 
high value to the business owner.  One item is their unique 
ability to put away unlimited sums of money for themselves 
with little or no impact to the current balance sheet.

Les Anderson, IARFC President, MBA, RFC®

Dacula, GA

Every business owner’s situation is different.  Take the time to understand their current situation 
and how they arrived at that point.  We then look at desired future situations up to and 

including potential exit strategies.  Most important in this step is to work through the potential 
results in a variety of business environments from best case to worst case.  Once you plot the 

landscape, it is then time to propose strategies that will result in the desired outcome.  An 
effective, structured business owner engagement tool is very useful for this process.

Ed Ledford, IARFC Treasurer, CLU, RFC® 
Carmel, IN

The key to working with business owners is to understand them, their 
business and their industry.  Once you take the time to listen and 
understand, you can them provide them with proper, timely and relevant 
advice that will help to mitigate their risks while maximizing their returns.

Inshan Meahjohn, BA Hons Mgt, MABE, RFC® 

Port of Spain, Trinidad

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 do you feel is the key to working with business owners?

Journal of Personal Finance

Call for Papers
Get Involved:  We welcome the submission of articles from IARFC 
practitioners.  This is a great way to contribute to the profession.

Professional Articles:  The Journal is seeking articles by 
practitioners that may deal with the application of financial planning 
techniques, marketing and practice management.  These are 
expected to be very high level papers and/or articles.  

Publicity Opportunities:  Naturally, we encourage published 
authors to advise their clients and the media of their published 
articles by sending a media release and copies.

Contact:  Dr. Michael S. Finke   P: 806 742 5050 x259   E:  michael.finke@ttu.edu

www.journalofpersonalfinance.com

Celebrating  
40 Years  
As Your  

Resource  
for  

Professional  
Study Media  
and Classes!

*CFP® Certification

*FINRA Securities

Licensing Exams

*CLU   *ChFC

*CFA   *CPCU

*AIC   *INS

*ARM

800-795-5347

www.KeirSuccess.com



Page 4 The Register  | August 2012

China 
www.iarfc.cn

Hong Kong 
www.iarfc-hk.org

India 
www.iarfcindia.org

Indonesia 
www.iarfcindonesia.com

Philippines 
www.iarfcphils.org

Taiwan 
www.iarfc.org.tw

Edwin P. Morrow,  
CLU, ChFC, CFP®, CEP, RFC® 

CEO & Editor-in-Chief  
edm@iarfc.org 

513 424 6395 ext. 311

Mark Terrett, CSA®,, RFC® 
Operations Manager 

mark@iarfc.org 
513 424 6395 ext. 310

James Lifter, MBA, RFC® 
Education Director  

jim@iarfc.org 
513 424 6395 ext. 312

Kathleen Ourant 
International Membership Services 

kathleen@iarfc.org 
513 424 6395 ext. 301

Amy Primeau 
Domestic Membership Services 

amy@iarfc.org 
513 424 6395 ext. 307

Wendy M. Kennedy  
Executive Assistant & Managing Editor 

editor@iarfc.org 
513 424 1656 ext. 308

Susan Cappa  
Program Coordinator 

susan@iarfc.org 
513 424 1656 ext. 306

INTERNATIONAL WEBSITES

Jeffrey Chiew 
DBA, CLU, ChFC, CFP®, RFC® 

Asia Chair 
jeffreychiew@gmail.com

Liang Tien Lung, RFC® 
China Development Organization (IMM) 

(China, Hong Kong, Macao & Taiwan) 
imm001@iarfc.org.tw

George Flack, CFP®, FPNA,  
AFAIM, RFC® 

Australia and New Zealand Chair 
george.flack@fasg.com.au

Janet Flack 
Secretary 

jan.flack@fasg.com.au

David Kippen 
Treasurer 

david.kippen@fasg.com.au

Antony Francis, RFC® 
Bermuda Chair 

diamond@ibl.bm

Choo Siak Leong, RFC® 
China Chair 

Beijing, Dailan, Guangzhou, Shanghai 
slchoo@immadviser.cn

Zheng Senyuan 
Executive Secretary

Demetre Katsabekis  
PhD, CiC, CiM, MCSI, RFC® 

Greece Chair 
eisxyshifas@gmail.com

Samuel W. K. Yung, MH, CFP®,  
MFP, FChFP, CMFA, CIAM, RFC® 

Hong Kong and Macao Chair 
chair@iarfc-hk.org

Teresa So  
Ph.D., MFP, RFP, FChFP, CMFA,  

CIAM, EDAM, RFC® 
Adviser, Hong Kong and Macao 

director@iarfc-hk.org

Alan Wan, RFC® 
Executive Director 

admin@iarfc-hk.org

Ralph Liew, RFC® 
India Chair 

ralphliew@yahoo.com

Vijay S. Wadagbalkar, RFC® 
India Deputy Chair 

vijay@intimefinance.com

Aidil Akbar Madjid, MBA, RFC® 
Indonesia Chair 

iarfc_indonesia@yahoo.com.id

Lisa Soemarto, MA, RFC® 
CEO 

lisa.soemarto@yahoo.com

Ng Jyi Vei, ChFC, CFP®, RFC® 
Malaysia Chair 

iarfc.malaysia@gmail.com

Benjamin Kan, FchFP, RFC® 
iarfc.malaysia@gmail.com

Simon Khor 
iarfc.malaysia@gmail.com

Zahid Khan, RFC® 
Pakistan Chair 

askzahid@gmail.com

Ralph Liew, RFC® 
Philippines Chair 

ralphliew@yahoo.com

Grace De Vera Escobar, RFC® 
Business Development Manager 

grace.escobar@iarfcphils.org

Arlene Baguyo 
Office Assistant 

arlene_baguyo@iarfcphils.org

Serene Ng 
Singapore Admin Assistant 

serene@iarfcsg.org

Richard Wu, RFC® 
Taiwan Chair 

richard@imm.com.tw

Carrier Wang 
Customer Service Representative 

carrier.wang@imm.com.tw

Raymond Lee 
Executive Secretary 

raymond.lee@iarfc.org.tw

Preecha Swasdpeera, MPA, MM, RFC® 
Thailand Chair 

preecha_sg@yahoo.com

Inshan Meahjohn, RFC® 
Trinidad Chair 

imeajohn@altuscompany.com

Nigel Salina 
nsalina@nsa-clico.com

Danielle Brennan, BA 
dbrennan@altuscompany.com

IARFC INTERNATIONAL DIRECTORY

US STAFF DIRECTORY
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Many consider the next election to be  
a critical, pivotal event in the history of  
our country.  

Supporters of Barack Obama believe he needs 
4 more years to achieve his dreams for 
America, and to distribute power, rights and 
privileges to his supporting groups.

Supporters of Romney believe he will lead a 
Republican Congress, and halt the leftist 
trends of the current administration and 
balance the budget.

Tea Party members are stronger than the 
media presents them to be, and they want to 
bring fiscal sanity back to the forefront; and 
they trust neither party.

Outraged skeptics believe Obama was not 
born in the U.S., registered for schools as a 
foreigner, accepts money from questionable 
sources, and consider him to be a fraud.

Many libertarians and conservatives are 
disgusted with both political parties.  They 
favor the positions of Ron and Rand Paul, but 
feel that no one can be elected that will satisfy 
their desires.

Many physicians and medical practitioners are 
very upset with the privacy invasions and the 
other elements of “Obamacare” such as 
medical review (or some say Death Panels) 
provisions.  They are investigating offshore 
medical services.

How do you migrate these political 
positions into framing the best financial 
advice for your clients?  Should you discuss 
politics with your clients, risking the fact some 
will violently disagree with you?  Do you feel 
that your view of patriotism outweighs your 
political views or those of your clients?

Is it proper for you to use the respect your 
clients have for you, to modify and shift their 
political opinions?

What do I believe?  First I am convinced  
that we will have many more domestic 
confrontations like the Tea Party events or the 
Occupy Wall Street demonstrators.  Imagine 
them both in the same town, in the same 
area, at the same time!  I believe there will be 

more physical conflict of a political nature in 
the U.S. and many average persons will  
be in danger.

I believe there will be far greater volatility of 
investments and currency.  Certainly Europe is 
in for very hard times and some countries are 
very angry at the impact; not just the Greeks 
or the 24% unemployed in Spain — but the 
hard working, savings-oriented Germans who 
say to other Euro nations, “We won’t finance 
your irresponsibility!”

U.S. banks and investment firms continue to 
speculate wildly in derivatives, hedges and 
options.  What’s a $2 billion loss when you are 
“too big to fail?”  Banks are rarely making 
loans to small businesses, which is one of the 
stated reasons they were bailed out.  This is 
stifling our growth opportunities and 
contributing to unemployment.

In the U.S. we continue to make mortgage 
loans of dubious nature to unqualified 
borrowers and packaging these loans as 
securities.  This is led by U.S. government 
agencies and sponsored by many banks.  We 
are headed toward another real estate 
conflagration; maybe sudden, maybe gradual, 
maybe just a downward spiral, maybe another 
huge drop in market values.  The U.S. 
continues deficit spending while the executive 
and legislative branches are frozen.

China faces different issues, both economic 
and social.  Their government must maintain 
growth and migration from rural areas to the 
coastal and manufacturing centers.  If China 
falters, the impact will devastate its supplier 
nations.  They are sitting on mountains of  
U.S. dollars and have fiercely defended their 
currency.  But if WalMart fails, China could be 
soon to follow.

All over the world we have conflicts centered 
around longevity.  Corporations and countries 
cannot keep the commitments made earlier 
to provide long-term increasing income and 
expensive medical care to an aging 
population.  The world faces generational 
conflict as middle-aged families respond to 
the needs of their elders.  

Dangerous men are running nations that have 
the capacity to cause monstrous damage to 

the economy of the world as they try to force 
other countries to their way of thinking.  Iran, 
North Korea, the Middle East, Pakistan and 
others could easily instigate events that 
escalate into major or even nuclear conflict.  If 
Israel is attacked, they would likely respond 
with nuclear retaliation, and soon the 
mushroom clouds could be seen in many 
continents. If the big bombs fall, it does not 
matter who started it!

When it comes to political or economic 
holocaust… How can you shelter your clients?  
How can you shelter your own family?  What 
steps are you taking?   

Are you talking or writing of these events to 
your clients?  Are you using consumer 
concerns to attract attendance at seminars?

Please share your thoughts with your fellow 
RFC readers of the Register.  Tell us: 

What you are doing?

What are your clients asking you?

What moves are you making personally?

Please Note:  The IARFC has no political 
agenda or position here.  Neither does the 
Board of Directors or any of the employees or 
officers.  Sure, we have our personal opinions, 
but that is not what we are writing about.  If 
you have a book or periodical that you value, 
share it.  IARFC members are sophisticated, 
intellectual, experienced business 
professionals — and our goal is to guide and 
protect our clients effectively and build our 
practices efficiently.
 
Please send your thoughts and your 
suggestions to:  editor@IARFC.org, or visit the 
IARFC LinkedIn and post your thoughts. 

Contact:  800 532 9060
edm@iarfc.org
www.iarfc.org

From the

Chairman’s Desk…
How Political Are You?  
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Too many taxpayers paying  
too little tax.  We should all  
be that lucky!  Well that’s  
what the alternative  
minimum tax (AMT)  
was designed to prevent.   
Enacted to close the gap that wealthier 
individuals were paying too little in tax to the 
IRS, the AMT has accomplished that and 
maybe more, unfortunately.  That’s because 
more and more of your clients will be 
thrown into the AMT mix in the future since 
the tax brackets are not adjusted for 
inflation.  What started out as a tax that 
affected about 1% of the population will 
extend to significant numbers of taxpayers 
in just a few years.  That’s why you need to 
know about AMT so you can help your 
clients minimize the likelihood of getting 
caught in the AMT trap.

Calculating AMT

The AMT is calculated by first determining 
the taxpayer’s regular taxable income  
as a starting point.  Then adjustments are 
made to reflect the impact of tax preference 
items.   This includes the elimination or 
reduction of certain deductions and/or 
credits, as well as the addition of certain 
items of income that are excludable for 
regular tax purposes.  A base amount 
results, called the alternative minimum 
taxable income (AMTI), and from there, an 
exemption amount is subtracted based 
upon your filing status.  For example, 
married individuals filing jointly can subtract 
out $74,450, while singles and head of 
households can subtract out $48,450.  
However, like anything worthwhile in the tax 
code, phase out thresholds exist, whereby 
25% of the amount over $150,000 for 
taxpayers filing married filing jointly, or 
$112,500 for a single or head of household 
is used to reduce the exemption amount.

For example, Richard and Cheryl Smith are 
married and file a joint tax return.  Their 
return is subject to AMT.  Their combined 
income is $200,000 per year.  Their 
exemption phase–out would be calculated 
as follows:  $200,000-$150,000 = $50,000 
x 25% - $12,500.  Therefore, their 
exemption amount would be $37,500 
($50,000 – 12,500).

for that year.  Likewise, clients who exercise 
many types of business deductions can get 
caught paying tax on something they never 
figured on.  

Expenses that are deductible in the AMT 
calculation include the following:

•	 	Charitable	contributions

•	 	Casualty	and	theft	losses	in	excess	of	
10%

•	 	Housing	interest	on	indebtedness	used	
to acquire or improve a qualified 
residence of the taxpayer

•	 	Investment	interest	not	in	excess	of	
qualified net income

•	 	Deduction	of	estate	taxes	attributable	to	
income with respect to a decedent

•	 	Medical	expenses	deductible	that	are	
greater than 10% of adjusted gross 
income (AGI) (as compared to 7.5% 
under the regular tax method). 

•	 Interest	up	to	net	investment	income

Other business-related items that initially 
were not a factor in calculating taxable 
income get added back in the calculation 
are not ones to recommend.  These include

•	 	Interest	on	nongovernmental	purpose	
bonds issued after August 7, 1986, that 
ordinarily must be excludable from gross 

Are Your Clients Subject To AMT?

AMT Rate

Once the taxpayer’s AMTI has been reduced 
by the applicable exemption amount, the 
amount of the remaining AMTI is multiplied 
by the applicable AMT rate.  For all taxpayers 
other than married filing separately, the rates 
are 26% of the first $175,000, and 28% of 
the excess over $175,000.  The taxpayer 
pays the higher of the regular tax liability or 
the liability computed through the AMT.  

For example, Doris Jones is a single 
taxpayer who has $275,000 of income.  
Her AMT liability is $ 73,500 {$45,500 (.26 
x $175,000) + $28,000 (.28 x $100,000)}. 
 
Tax Preference Items

This is where you can provide valuable 
support for your clients.  Notice that many 
of the tax preference items additions are 
business oriented.  These are item that 
typical taxpayers don’t get involved with, yet 
educated taxpayers who have significant 
funds find they can use to lower their tax 
liability.  The IRS doesn’t like sophisticated 
taxpayers who know “too much” to be able 
to lower their tax liability and pay a lower 
percentage of taxes than their “regular 
taxpaying counterparts”, and that’s the 
reason for the enactment of this tax.

Since certain expenses are allowable while 
others are not, you need to counsel your 
clients on what expenses should be taken 
prior to year end so they do not become 
lost in the AMT elimination process.  In 
other words, if your client may find him- or 
herself subject to AMT, you would caution 
them about not taking certain expenses 
since they would no longer be deductible 



stock option at the time the option holder’s 
rights become nonforfeitable and exceeds 
the price paid for the option.  As a result, 
the excess must be included in calculating 
taxable income.  I’ve seen clients having to 
pay AMT tax on ISOs only to see these 
stocks virtually become worthless. 

Tax Credits.  Credit may be used to reduce 
AMT liability too.  100% of the children’s tax 
credit and the adoption credit may be used, 
and 90 percent of the foreign tax credit can 
be used to reduce AMT liability.

Meet with your clients before year-end,  
say November, to do some tax planning.  
Calculating a pro-forma income statement 
will alert the client as to whether there could 
be AMT consequences.  Your client will 
need to make some hard decisions prior to 
the close of the year to ensure that specific 
tax strategies designed to lower taxable 
income doesn’t get resurrected in the form 
of additional tax due through the AMT.   

Jeffrey H. Rattiner, CPA, CFP®, MBA, RFC® 
has been a fixture in the personal financial 
planning profession for over 25 years.   
As a leading educator, author, practitioner, 
and industry organization executive, he  
has experienced financial planning from  
a perspective most of us have never seen 
up close.  He worked at three of the major 
membership and licensing organizations  
for our profession and runs a small tax  
and financial planning practice.  Jeff keeps 
himself very busy.  He has written many 
books, edited industry trade journals and 
newsletters, been featured as a columnist in 
various trade publications,  
and has been a featured speaker for many 
years on a host of very important topics in 
our profession.  

Contact: 720 529 1888
jeff@jrfinancialgroup.com
www.jrfinancialgroup.com

Jeffrey H. Rattiner, CPA, CFP, MBA, RFC®
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income for regular tax purposes must be 
included in the calculation of AMTI by 
both individuals and corporations.

•	 Incentive	stock	options.	

Other items worth noting include:

•	 	Completed	contract	method	for	
long-term contracts

•	 Passive	farm	losses

•	 	Accelerated	depreciation	in	excess	of	
straight line

•	 	Depletion	percentage	over	adjusted	
basis

•	 	Research	and	experimental	costs	along	
with rapid amortization

•	 Amortization	of	pollution-control	facilities

•	 Certain	intangible	drilling	costs

Corporate AMT

C Corporations are also subject to AMT.  
They can use a $40,000 exemption amount 
and a rate of 20% (compared to 26 or 
28% on individuals), after calculating AMTI.  
The exemption amount is reduced by 25% 
of the amount by which AMTI exceeds 
$150,000. 
 
Practical AMT planning applications for 
your clients

Private activity bonds.  With regard to the 
private activity bonds, your clients purchased 
these bonds to lower their overall tax-bill.  
So what started out as a reduction of 
taxable interest could end up as being 
taxable through AMT.  Calculate the amount 
of taxable interest vs. nontaxable interest 
with and without AMT.  This will help you 
determine whether to move client money 
into these tax-frees.

Net operating losses.  If your client  
has a net operating loss (NOL) from a 
business activity, the NOL may be used  
to eliminate up to 90 percent of your 
client’s AMTI.  The client’s NOL allowable  
for AMT purposes may be somewhat 
different from that calculated under the 
regular tax rules in that it is adjusted for  
any preference items that were used in 
determining the regular NOL. 

Incentive stock options.  Clients should 
not exercise incentive stock options (ISOs)  
if there is the slightest hint of AMT.  You’ll 
know when the actual value of an incentive 

COACHES
O
R
N
E
R
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.CriticalIllnessCoach.com
WilmaAnderson@q.com.com

720 344 0312

Max Bolka
Comprehensive Business Consulting

www.MaxBolka.com
Max@MaxBolka.com

800 472 3288

Connie S.P. Chen, RFC®

Chen Planning Consultants, Inc.
CPCinc@chenplanning.com

212 426 1910

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

Fred Ostermeyer, RFC®

Communicate with Congress
fred.ostermeyer@kmsfinancial.com

208 773 69245

The IARFC is 
pleased to 
provide contact 
information on 
persons who 
offer coaching, 
mentoring or 
tutoring services.
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Odds are, everything you know about 
marketing is outdated.  That’s because  
the world of marketing has seen radical 
improvements in recent years.  However, 
we see very little of the advanced  
marketing “know how” in the financial 
industry — at least at the street level.
So, with improvement in mind, let’s look  
at the advances in marketing that you  
might not know about.  

   Traditional Marketing.  First the baseline.  
Traditional marketing includes most of  
the advertising and marketing you see  
on a daily basis.  It’s built on three 
elements: product features, benefits  
and an “institutional” appeal in graphics 
and language.  

Traditional marketing also tends to be a 
one-way transmission of data, from the 
advisor to the target market.  In other 
words, it appeals to the rational side of 
the mind.  Unfortunately, the rational 
side of the mind is not where decisions 
are made.  Thus, traditional marketing is 
the least effective approach to advisor 
marketing.  But why?

Why is traditional marketing so 
ineffective?  Because it is produced  
with too many unknowns. If you don’t 
know your target market’s values or  
how they make decisions, then you’re 
working blind.  The result is, you’re 
reduced to pushing out data about  
your product, rather than attracting 
people who have a high probability of 
liking and trusting you.

   Psychological Marketing.  This is  
how we use skills, tools and processes  
in order to deliver a clearly defined 
message directly to the mind of a  
certain person or group.  It employs highly 
sophisticated techniques based  
in behavioral science.  Those include, 
neurolinguistic techniques, mental  
filters, decision strategies and heat  

maps research.  As you might  
guess, it’s highly effective.

Let’s look directly at what  
Psychological Marketing really is:

1.  A purposeful communication that 
employs the combination of content 
(linguistics), environment (contexts/
images/colors) and navigation (flow of 
ideas).  This communication is 
approached in such a way as to inspire 
or influence how target markets 
embrace it and engage with it.  

2.  The consideration and application  
of social and cognitive processes,  
logic, emotion and strategically  
directed language.  

Psychological Marketing is implemented 
on an ever-expanding set of theorems or 
rules.  Here is a partial list:

1.  If you know that the rational mind is the 
wrong target, you gain great insight into 
what NOT to do.  Hint — appeal to the 
target’s emotions.

2.  If you know that most people are 
looking for a professional who is  
relevant to them, you gain insight  
into what kind of information to give.  
Hint — not generic.

3.  If you know that people need certain 
types of information delivered in a 
specific order, you’ll know where to 
place specific content in your marketing.

4.  If you know that most financial marketing 
looks very similar, you’ll know to show 
yourself as distinct from all the rest.

5.  If you know people are typically stressed 
when looking for an advisor, you’ll 
understand how they need information 
delivered.  Hint – When people are 
stressed, they need a procedure in order 
to solve their problem.  

Mental Marketing 
How To Connect With Your  
Target Market’s Mind
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6.  If you know that people need to see 
faces in marketing, it’s simple to include 
faces.  But what kind of faces?  Hint — 
dramatic ones.

7.  If you know how people read websites, 
you’ll know how to structure your 
content.  Hint — Readability research has 
demonstrated people ignore generic 
images on websites.  

Bottom line — Psychological Marketing 
uses a highly scientific approach to discover 
and manage the elements that drive 
behaviors, attitudes, decisions and 
relationships.  

OK, knowing that psychology is a tool box 
full of powerful mental wrenches, let’s look 
at a map showing the order of objectives 
you want to achieve in your marketing.  We 
call this graphic, “The Psychological 
Marketing Engagement Process.”  We’re 
going to use a website as the example 
because it is probably the most important 
piece in your marketing arsenal.  And, for 
this article, let’s focus on the first point.  It’s 
the most important point, because if you 
drop this ball, none of the others matter.

Capture Attention.  How?  We’ve all seen 
some effective techniques used to capture 
our attention.  Let’s look first at how NOT to 
do it in the financial industry:

1.   Most financial sites show a smiling 
image or some peaceful scene.  Those 
are typically considered generic, and 
readability studies show that people 
ignore them.  In other words, if you use 
one of those “pretty” images at the top 
of your website, you’re demonstrating 
to your target market that some of your 
identity is generic.  At the very least, 
you’re demonstrating that there is a 
great deal of sameness between you 
and all those other sites with those 
same kinds of images.

It’s better to use a generic image than  
no image, but it’s easy to replace those 
generic images with dramatic ones.  For 
example, which of the two images above is 
more interesting:

The empty suit.  The image of the smiling 
couple has simply become boring.  This is 
not just a matter of opinion or personal 
taste.  The images you use should cause 
your mind to ask questions.  That particular 
image inspires a question as insignificant as, 
“What’s the logo on that guy’s cap?” or “Why 
is there a pole sticking out of her head?” 
You might imagine their conversation going 
something like this.  She says, “Good 

morning my honey man, what do you say 
we go shopping for a nice financial planner 
today?”  Both laugh and the man responds, 
“That makes me happy, my honey bun.”

The unfinished drama.  The other image is 
far more interesting because it’s a mystery, 
an unfinished drama.  “Why is that person 
so pensive?  What’s making him so 
intense?”  This is important because people 
who visit your website are likely in a state of 
mind that is closer to that pensive person 
than the smiling couple.  

The psychology is this — match the 
emotional state of the person visiting  
your website.  How?  By showing  
photos of people who depict that same 
emotional state.  

In future articles, we’ll look at other ways to 
capture attention in your marketing.  And, 
we’ll also look at how to achieve the other 
steps in the Psychological Marketing 
Engagement Process.

Your IARFC Reward.  

If you see the value in these ideas.  Send 
me an email, and I’ll give you a (free) 
psychological analysis of how well your 
website captures attention.   

Michael Lovas is the author of twelve 
books, mainly on Professional Credibility 
and Psychological Communication in the 
financial industry.  He has been published 
more than a thousand times since 1986.  
All of Michael’s work teaches professionals 
how to use simple, effective psychology to 
write more business and inspire their clients 
to love them.  He is also the cofounder  
and a principal of AboutPeople, a unique 
consultancy focused on helping advisors 
build credibility and relationships with thier 
chosen target.  

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

“Capture Attention”  
In our culture, people are programmed 
to start at the 1:00 o’clock position.  
That comes from two places.  The 
simple answer is — reading analog 
watches. The more interesting answer is 
- our top right corner represents the 
beginning of the future in our 
subconscious timeline.  

Point is — This is another simple  
example of how to use psychology in 
your marketing. 

Michael Lovas
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1.  Economic Rights — which are the rights 
to receive property from the LLC both 
during existence and upon liquidation, 
along with tax attributes and profit/
losses; and 

2.  Management Rights — the right to vote 
and participate in management and 
receive reports and accountings.  It is the 
latter category that can cause problems 
when transferring LLC interests by gift or 
at death. 

Members of an LLC usually establish an 
Operating Agreement to set the rules for 
transfer of interests.  State laws (such as the 
Uniform Limited Liability Company Act) 
often provide default rules where the 
document is silent.  

The problem occurs when an LLC member 
transfers a portion of his or her ownership 
interest in the LLC to another person, either 
during lifetime or at death, either through 
gift or sale.  There is a danger under many 
operating agreements that the transferee 
becomes a "mere assignee" of the LLC, and 
not a "substitute member."  

Under the laws of most states, unless the 
Operating Agreement otherwise provides, 
an assignee receives the transferor's 
economic rights in the LLC, but not the 
management rights.  In fact, some court 
cases require member consent even if the 
operating agreement seems to otherwise 
permit such transfers.  These state laws are 
intended to protect business owners from 
unwillingly becoming partners with 
someone they never intended or contracted 
to be partners with.  

Here is an issue for all of your clients that 
currently hold an interest in LLP/LLCs:  

Can standard boilerplate and default 
corporate law provisions inadvertently 
disinherit a family from controlling the 
business — or cost millions in additional 
estate tax?

Many of your clients use limited liability 
companies, limited liability partnerships or 
limited partnerships ("LLCs", “LLPs” and 
“LPs”) to operate a trade or business, to 
hold real estate, or to hold investment 
assets.  There are numerous business, asset 
protection and estate planning reasons for 
using these entities (hereinafter lumped 
together for simplicity as “LLCs”).  

For these same reasons, many traditional 
corporations should consider converting to 
LLCs for state law purposes (keeping the 
corporate status for tax purposes) in a 
tax-free exchange.

You must be very careful, however, when 
transferring LLC/LP shares during lifetime or 
at death, to a spouse, children, trusts or 
others.  This is due to a stark difference 
between LLC/partnership law and corporate 
law and the concept of “assignee interests”.  
Understanding this is even more crucial this 
year because of the demand and interest in 
transferring LLC/LP interests to irrevocable 
trusts to exploit the expiring $5.12 million 
gift tax exclusion.

LLC Member Rights

An LLC Member has two bundles of 
severable rights: 

This treatment is completely different from 
owning a C or S corporation stock – when 
you buy P&G stock, you get the same rights 
as the previous owner.  S Corporation stock 
is not allowed to have differing classes of 
ownership interests such as this – in fact, 
any attempts to do so may even disqualify 
the S Corporation election.  Usually, this 
quirk in the law has asset protection 
benefits to LLC owners, but it can cause 
havoc to one’s business planning in 
unforeseen circumstances.

Inadvertent Loss of Control

Example #1:  Able and Baker, unrelated 
parties, form and operate an LLC.  Able 
owns 49% and Baker owns 51%.  Baker 
has a controlling interest in the LLC.  Baker 
dies and his 51% interest in the LLC is 
transferred to his revocable living trust 
(same result if spouse, children or others 
named directly).  Now, the trust is a "mere 
assignee" and while the trust receives 
100% of Baker's economic rights in the LLC 
(51% of the total LLC economic rights), it 
has none of the management rights.  After 
Baker's death, Able will have 100% of the 
LLC's management rights.  The trustee may 
have serious difficulty even getting books 
and records of the LLC, much less have any 
say on reviewing Able’s business decisions 
(including new hire and new salary 
expectations).

Example #2:  Same ownership scenario as 
above, but Baker gifts half his membership 
interests during life to his spouse, children, 
UTMA account or an irrevocable grantor 
trust.  Similar result – Able now has a 
controlling interest.

Partnership

Hazards
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mere assignee, and because it has no 
voting control or management rights, it may 
be worth only $3.5 million in the hands of 
the spouse/trust.  Thus, Baker’s 51% 
interest is taxed at $4.5 million, but only 
gets a $3.5 million marital deduction!  

Did $1 million in value inadvertently pass to 
Able?  At best, this wastes Baker’s estate tax 
exemption.  At worst, it may lead to an 
additional 55% tax (and probably penalties, 
since it would unlikely be reported and 
caught on audit) on $1million, or $550,000 
additional tax that could easily be avoided.

In addition, gifting a mere “assignee” 
interest risks disqualifying any LLC/LP gifts 
for the “present interest” annual exclusion 
under IRC 2503(e) ($13,000 per donor per 
donee) pursuant to the recent IRS victories 
in the Hackl, Fisher and Price cases.
  
What Can LLC Owners Do?

If your clients want to transfer both economic 
rights and management rights in their LLCs, 
similar to shares of stock of a corporation, 
then the LLC's written Operating Agreement 
should be reviewed and/or revised to admit 
certain transferees or assignees (like a 
guardian/conservator, spouse, children, trust, 
sub-trusts, etc) as full "substitute members", 
while other transferees (like creditors, 
ex-spouses) can remain "mere assignees", 
with no management rights.  

LLC owners may decide on other variations 
on the above solution if desired.  For 
instance, some owners might prefer to 
exclude a surviving spouse or children from 
management rights, but be perfectly 
comfortable with having an independent or 
agreed upon trustee of a marital trust accede 
to those rights.  The key to good planning is 
to know the consequences of gifts/bequests 
beforehand to adequately plan.

An RFC’s Responsibility

The above issues are the responsibility of 
the client’s attorney — not yours as a 

Example #3:  Same scenario as above, but 
Baker simply transfers his shares to his 
revocable living trust via Schedule A attached 
to his trust or other assignment.  Same result.

Example #4:  Same scenario, but Baker got 
express permission of Able to transfer his 
LLC interest to his revocable living trust and 
have it remain a full substitute member.  No 
issue – until Baker dies and the LLC 
interests pass to a new sub-trust, such as a 
bypass, marital, QTIP, or other irrevocable 
trust, or to beneficiaries outright.  Able must 
have agreed to this subsequent transfer as 
well, otherwise the transfer to the new 
sub-trust will be a mere assignee interest 
and the Baker family loses control. 

Important Creditor Issues

Again, Able and Baker own 49%/51%.  
Baker has some creditor issues from a tort 
claim and co-signed loans unrelated to the 
LLC.  He files bankruptcy to get a clean start 
(or perhaps the creditor files bankruptcy).  
This is probably another trigger that causes 
Baker to lose all of his management rights 
in the LLC.

Incapacity Issues

Again, Able and Baker own 49% and  
51% economic and management rights 
respectively.  This time, Baker has a stroke 
or an accident and one of his family takes 
over as guardian or conservator.  Similar 
result.  Able now has 100% controlling 
management rights, even though Baker still 
keeps the same economic rights.

Estate/Gift Tax Issues

Able and Baker’s company is worth $10 
million.  Baker’s 51% interest gets 
marketability discount, but a controlling 
premium, so valuation experts and the IRS 
agree it is worth $4.5 million.  Able’s 49% 
interest gets a marketability and control 
discount, perhaps worth $3.5 million.  Yet 
when Baker dies, he leaves this 51% 
interest to his spouse (or marital trust) as a 

financial advisor.  However, many general 
attorneys may not be conversant in this 
area.  Forward this article to them or even 
recommend special counsel — don’t let 
yourself be trapped into the role of 
providing legal counsel for which you may 
be unqualified and uninsured.

Business succession plans are often 
thwarted by incomplete documents that  
did not anticipate all future contingencies.  
They are also endangered when a  
company has significant debt which is 
guaranteed by key participants.  The  
lender may request full and immediate 
payment, which is one reason the IARFC 
Business Owner Consultanting Workshop 
stresses the need for business owners to 
understand the extent of that risk, and 
recommends insurance to help resolve  
the issue.   

Edwin P. Morrow, III, J.D., LL.M. (tax), MBA, 
CFP®, RFC®.  He is a Certified Specialist, 
Estate Planning, Probate and Trust Law 
through the Ohio State Bar Association.  He 
is a Wealth Specialist and provides 
educational and consultative services for the 
financial advisors and clients of Key Private 
Bank.  His offices are in Dayton, Ohio. 

Contact:  937 285 5343 
edwin_p_morrow@keybank.com.

Ed Morrow, III, J.D., LL.M. (tax),  
MBA, CFP®, RFC®

To market your product and services to the IARFC membership,  
contact Wendy Kennedy 800.532.9060 x308

Make the best use of your advertising dollar...
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“Yeah”.  That’s how the lyric was written.  
The Who recorded the song ‘Won’t Get 
Fooled Again’ for their 1971 album, ‘Who’s 
Next’.  The song laments the optimism of 
the Vietnam War generation for a real 
change in societal leadership.  A leadership 
that wouldn’t embrace corruption.  One that 
wouldn’t offer absolute lies as a center-
piece of the political platform.  One with 
morals and at least a notion to represent 
the electorate.  One that stood for 
something good and decent.  

The leadership of the day had mired the 
world in a war that only the lenders to the 
military complex could love.  The leadership 
had lied, stolen, killed, suppressed, 
oppressed, and repressed liberties.  It was 
time for a change.  A new constitution.  A 
new revolution.  Smile and grin at the 
changes.  Bring forth leaders that actually 
represent the citizens in government.  Wow!  
What a revolutionary concept!

Today it seems that citizens all over the 
world are casting votes for candidates  
who say the right things.  The electorate  
can only hope that the new leaders follow 
through with constructive change.  Once 
elected, of course it’s a different story.  And 
we get on our knees and pray — ‘we won’t 
get fooled again!’ 

But we always are.  Maybe we are stupid.  
Maybe we are all eternal optimists.  Maybe 
we are all stupid enough to think that 
governments work for us.  Maybe we just 
pray for things that just cannot be. 

The summer of 2012 is setting up to be 
one of these moments in history in which 
we all know something is wrong.  
Something needs to dramatically change.  
Europe is struggling to keep the fantasy of 
sovereign member solvency alive.  Every 
day the financial casinos are buffeted with a 

determined to ‘sell’ their position at any 
cost, the U.S. economy has become nothing 
but a fraudulent casino with plasmatic rules 
that all serve to enrich the elite bankers.  At 
the top sits the Federal Reserve with now 
more than $3 trillion in assets and an 
absolute power surrendered to them by 
Congress to do anything they please to any 
currency or any economy.  Below them are 
the assassins of capitalism and liberty 
known as congressmen (the esteemed Dr. 
Paul from Texas and the esteemed Dr. Paul 
from Kentucky excluded).  

In one of the latest attempts to finish off  
the rest of us that Barney Frank couldn’t kill 
with ‘financial reform’, senator Spencer 
Bachus of Alabama has introduced a bill to 
force investment advisors to join an SRO 
(Stupid Regulatory Organization) at an 
estimated cost of $50k.  I care not which 
side of the aisle he sits.  Bachus obviously 
hates me and wants to drive me out of 
business.  In no way does a person like this 
‘represent’ me.  I no longer have any 
representation in the regime.  This much is 
clear.  But I digress. 

The current regime is focused on two 
things.  First, they blame predecessors  
for everything bad since the beginning  
of time.   Second, they are busy repeating 
big lies with the idea that if they are 
repeated often enough, they may become 
believable.  That only works for the  
brain-dead or the intellectually catatonic 
regime supporters.  Hey, if I have offended 
anyone, simmer down.  I am politically 
repuls-nostic (I am repulsed by ALL OF 
THEM).  I also have a few interesting charts 
that illustrate my point.

First, the Fed put out a little statistic last 
week that said that Americans had lost 
some 40% of their net worth since 2007.  
Remember, this goes back to the period in 

crisis from Spain, Italy, Greece, or even the 
US.  Greek voters just went to the polls in 
what seems to be a monthly exercise.  They 
are trying to democratically elect someone 
who can form a government.  The new 
government must accept European Bankster 
imposed austerity measures to continue 
their welfare payments or the new 
government must reject such proposals of 
austerity in favor of Eurozone exodus.  In 
the latter case, the European welfare 
payments would stop and Greece would 
feel the full effects of a new depression.  
Apparently this time, a new leader has 
emerged with 29% of the vote and a 
promise to succumb to Bankster demands. 

Spain’s borrowing costs are rising to a 
current 7% as this Euro-member struggles 
with excessive debt.  Ditto for Italy.  The 
rising debt loads were incurred in an 
attempt to continue the great lie.  Surely we 
can all live beyond our means as long as 
someone will loan us the money to do so. 
Surely we are all richer than we think.  
Surely the economy grows everyday like 
Jack’s Bean Stalk.  At least, our governments 
tell us so.  These lies are perpetuated to 
keep us subjects under control.  As 
governments push for more control, they 
have to lie about their reasons.  They also 
lie about our prosperity.  Else, we subjects 
might demand a change in leadership.  We 
are always optimistic that the next leader 
will be the one.  The next leaders won’t lie 
to us.  They won’t commit acts of treason 
and turn their back on us (see the US 
National Defense Act that was recently 
signed into law by Congress).  They won’t 
align their allegiances with the Bankster 
cartels.  We really will have a new 
constitution.  A new revolution.  A reason to 
smile.  A reason to pray.

But then there is the U.S.  Led by a regime 
void of conscience, antithetical to truth, and 

Won’t Get  
Fooled Again
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experiencing inflation?  Aren’t we spending 
more for a product of poorer quality?  We 
are getting less for our money.  Therefore, 
this is inflation.  Think about it. 

Let’s look at another chart.  Chart 2  
shows two lines.  The red line (highest  
line over the past three years) shows  
the ‘Replacement Cost Value of Structures’ 
and the blue line (lower of the two lines 
over the past three years) shows the 
‘Owners Equity in Household Real Estate’. 
Since the early 1950’s, both lines have 
been fairly close together until 2008.  That 
means that real estate structure costs have 
been rising over the years but so too has 
the percentage of ownership of such 
structures.  In other words, households have 
been keeping up with inflation in that they 
have been able to maintain their equity 
ownership percentage.  But since 2008, the 
equity is in rapid decline while costs of 
structures has remained high.  Clearly, this is 
not ‘recovery’.  And in my opinion, this is 
another example of inflation that cannot be 
statistically measured.

Very simply, my simple definition of inflation 
is prices rising to levels of unaffordability.   
All that matters is that prices rise relative  
to affordability.  For instance, if a person 
makes $100k per year and purchases a 
home for $100k, we establish a baseline.   
If the value of the home decreases to  
$50k, the purchaser still has a mortgage  
of $100k.  The home buyer has now lost 
equity, lost money in the asset, and yet  
at the same time, has not been able to 
overcome the loss of ownership with any 
increase in salary.  In other words, a real 

which the head of the Fed said he couldn’t 
see any chance that real estate was in a 
bubble nor would it be likely to lose value.  
This is the same man on whom we now 
depend to save the world from its plague of 
debt.  I know this gives readers great 
comfort that a real solution will be 
forthcoming any day now!  

Of course, during this same time period, the 
Fed was busy goosing up the Dow Jones 
Industrial Average so no one really paid 
much attention to the drastic net worth 
reduction statistic.  Why did net worth drop?  
Well, we all know the real estate story.  
Residential valuations have plummeted.  
How do we fix the problem?  We bring 
home values and home sales back up.  
How do we do that?  We give people more 
money so they can pay for their houses.  
What?  No, that doesn’t fit in to the plan of 
the Federal Reserve.  No, the plan is to give 
the Banksters their money back while 
leaving the oafs of the land destitute.  After 
all, the regime serves only one master and 
that is the Banksters and not us.  The 
regime can just say that housing is 
recovering and they can conjure up statistics 
to back up the lie. 

Okay.  Let’s look at Chart 1.  This is a chart 
of home sales and the statistics are 
compiled by the St. Louis Fed.  Yep, that  
tiny little blip way down at the bottom  
of the chart is the ‘recovery in home  
sales’.  This is like seeing an autonomic 
twitch in a dead man and then sending  
him in to guard LeBron James in the  
NBA finals.  He’s recovered — let’s put him 
in! Just look at the chart and ask yourself  
if this looks like ‘recovery’.  Only a person 
reading a teleprompter could repeat this 
refrain with a straight face.   

One of the other extraordinary lies the 
regime tells concerns inflation.  Or more 
accurately, they claim there is a lack of 
inflation.  Really?  We could look at a 
traditional measure of inflation like CPI but 
that is compiled by the government so we 
know it is a farce.  In their line of reasoning, 
if consumers buy a product that has gone 
up in price, the increase in price can be 
explained away in that the price didn’t rise 
but rather the quality of the product 
increased to account for the price rise.  
Therefore, there is no inflation in that 
product.  However, I’m a logical person.  
What if consumers buy a product at a higher 
price but the quality has decreased?  For 
instance, most of us know that the clothes 
that we buy today are not as good of quality 
as they were years ago.  Yet, today’s clothes 
are more expensive than they used to be. 
Using reverse hedonics, are we not now 

‘recovery’ in the buyers economic 
environment would be one in which the 
buyer received a 50% increase in salary.  
He could then theoretically match the  
50% drop in real estate equity by paying 
down the mortgage and thus keeping  
the equity percent ownership intact.   
But this is not ‘recovery’.  The buyer has 
over-paid for an asset and now has more 
debt and less assets.  This is classic inflation 
— paying too much ($100k) for a good or 
service (a house that the mortgager can 
only sell for $50k). This is how home 
owners have been losing their equity in  
real estate.  This translates into a decline of 
net worth.  This has been the case of the 
real estate bubble over the past few years.  
This is inflation.  Period.

Now, one would expect the 40% plunge  
in reported US net worth to force home 
sales due to foreclosure and so on to  
push prices down.  Brothers and sisters  
of the revolution gather around and read 
carefully.  This is only so the big banks  
can confiscate properties.  The replacement 
cost to rebuild these same properties has 
remained high (see Chart 2) no doubt  
due to the real inflation that exists in the 
economy.  That inflation is injected by the 
Federal Reserve and their policy of currency 
value destruction.  What is inflation?  It is a 
loss of purchasing power.  What is a loss of 
purchasing power?  Less equity and more 
leverage.  Thus, the truth is that we have 
massive inflation eating away our assets.  
Can this inflation be counted?  Well, 
certainly not by the very same people who 
want to convince us that said inflation does 
not exist!

Chart 1:  Source – St. Louis Federal Reserve



And so, the regime’s tall tale of economic 
recovery and low inflation is a perverse  
lie.  It is propaganda.  It is utter nonsense.  
What else would we expect from 
government? 

Indeed, the morals that government leaders 
and regulators worshipped are all gone.  We 
can elect new leaders and we can form new 
governments.  But will we be fooled again?

Pete Townsend’s synthesizer solo pulsates.  
Keith Moon’s drum fills explode with fury.  
Singer Roger Daltrey has to lyrically match 
the music’s frustration, anger, and 
disappointment.  He reaches into his soul 
and lets loose a scream that aliens living on 
the other side of Mars could hear.  It is the 
greatest primal scream in recorded history.  
“YEEEEAAAAAHHHH!!!!!!” (Readers must 
hear the song to truly understand.)  Meet 
the new boss.  Same as the old boss. 

Elect who we may.  Do any of them 
represent the electorate?  Or do they simply 
become pawns of the banking cartel?  
Recovery requires truth.  We must demand 
truth.  We must reject liars.  As long as 
governments and the governed surrender 
assets to the elite banks through bailouts or 
stimulus programs, our futures will only get 
bleaker.  Eventually stock indices will 
acknowledge the current insanity that 
emanates from central bankers/ 
governments and make the adjustment.  
Greece may have a new government.  Spain 
may sell more debt.  Bernanke’s Fed may 
offer more stimulus.  Stock indices might 

even rally.  We can only get on our knees 
and pray for the reincarnation of the central 
bank terminator, Andrew Jackson!   

Barry M. Ferguson, RFC® is the President 
and founder of BMF Investments, Inc. an 
independent SEC registered Investment 
Advisory fee-based money management 
firm located in Charlotte, North Carolina. 
Barry has more than a decade’s worth of 
experience in the financial services industry. 
He has a diverse background ranging from 
financial software consultant to registered 
representative of investment products  
to President of an Investment Advisory  
firm.  His strong technology background  
has been beneficial in today’s ‘information 
age’ market.

Contact: 704 563 2960
barry@bmfinvest.com

Page 14 The Register  | August 2012

Chart 2:  Source – St. Louis Federal Reserve 
Blue line – Owners Equity in Household Real Estate,  
Red line – Replacement Cost Value of Structures

Barry M. Ferguson, RFC®

Just for you.
Right now.

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

To order by phone IARFC Members  
can speak with an Account  
Representative at: 866.639.8354
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Charge ... non -investment fees
Sell... giant insurance policies
Diversify... practice revenue
Acquire... new affluent clients

Business Owner 
Consulting Workshop

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

Identi fy and Prospect a New Market
Leading fi nancial consultants and Top of the Table insurance 
producers have long reconized that the soluti on is to go where the 
money is!  The more successful the business, the greater the need 
for objecti ve assistance from a third party advisor - LIKE YOU!

Acquire All the Tools
PowerPoint presentati on, fact fi nder, lett ers, agendas, checklists, 
forms, moti vati ng arti cles, plan text and easy-to-use calculati on 
spreadsheet that moti vates business owners to immediate acti on.  
Approach local businesses using tested lett ers, arti cles, sample 
plans, certi fi cates, agreements and a proven professional system 
fully scripted. Also:  Why and how to insure all business debts.

Close the Sale
Maximize this workshop experience. Practi ce the initi al 
presentati on, business evaluati on and funding analysis — 
so you can immediately see revenue results.

Download Registration form at www.iarfc.org 
or call Amy at 800.532.9060 

Workshop Tuition:   $395
1-Day Special Workshop 

Financial Planning Building
2507 North Verity Parkway
P.O. Box 42506
Middletown, OH 45042-0506

Fax:  513 424 5752
Questi ons:  800 532 9060
www.IARFC.org
info@iarfc.org

Internati onal Associati on of Registered Financial Consultants

Indianapolis, IN - October 25-26
Smithtown, NY - September 12
Tampa, FL - December 6
Tampa, FL - February 7, 2013

        Venue Locations:  9am to 5pm  

IARFCIARFC
INTERNATIONAL ASSOCIATION OF

REGISTERED FINANCIAL CONSULTANTS

7 IARFC approved CE credits for workshop  att endance; 
15 additi onal with post workshop study and exam completi on.

Develop 

a New Market

Business  
made easy.
Staples saves you  
time and money

With Staples Business 
Advantage you achieve 
tremendous savings over time 
and so much more. We make 
things easy for you by providing:

•  Dedicated Account 
Management

•  J.D. Power Certified Customer 
Service

•  Spending and compliance 
programs

•  Access to more than 80,000 
products

•  Easy on-line ordering and 
unprecedented control

•  Fast and Free Delivery
•  Customized program to fit  

your needs

For further information,  
please contact Denise Frasier 
at 800.693.9900 X480 or 
Denise.Frasier@staples.com.
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Harlan Fischer is more than passionate 
about his work as president of Branch 
Financial Services, Inc.  Started in 1974 and 
located in Smithtown, New York, Branch 
Financial Services, Inc. has grown to be one 
of Long Island’s most respected financial 
services organizations.  Harlan is a 
Registered Investment Advisor with Branch 
Financial Services, Inc. as well as a 
Registered Representative and Investment 
Advisor Representative of Walnut Street 
Securities, Inc.  Throughout his career, 
Harlan has received numerous industry 

honors and accolades for his expertise.  He 
has taught courses on investments and 
insurance, financial strategies and estate 
planning.  More than 400 financial services 
professionals have attended his classes.  He 
is also a Walnut Street Securities Inner Circle 
member and was the Chairman of its 
Independent Advisory Board (which 
represents all of the broker dealer’s 
representatives) from 2005 to 2006.
During a steep recession following the Arab 
oil embargo, Harlan began his financial 
services career in October of 1974.  Since 

then he’s seen it all — changes in tax laws, 
bull markets, bear markets, terrorist attacks, 
defaults, Y2K, etc. — and the market volatility 
of today that has become the “new normal.”  
Because of all that, he has experienced 
from a financial markets perspective, finding 
solutions to address today’s volatility is just 
another day at the office.  “I’m not so 
certain this year is any different than any of 
the others.  I’m convinced that one of our 
jobs is to really minimize any financial 
mistakes our clients might make if they did 
everything themselves.  This is a challenge 

Profile Interview

Branch Financial Services, Inc.  
Smithtown, NY

Years in the business:  38

FINRA licenses and professional designations: 
Series 1, 63, ChFC, CLU, CRC, RFC

Support staff: Peter Gawreluk, Planning Assistant 
and CCO, Kelly Egan, Client Services

Awards and Recognition

Society of Financial Service Professionals  
(Suffolk Chapter), President (1990-1991)

Suffolk Association of Insurance and Financial 
Advisors, Rudolf Stegeman Total Professional 
Award, the organization’s highest honor (2000)

Smithtown Township Arts Council Board of 
Directors, President (1992−1997)

Smithtown Rotary Club, President (1997−1998)

Suffolk County Vanderbilt Museum and 
Planetarium Board of Trustees, Vice President 
(through 2000)

The Times Beacon Record newspapers  
Man of the Year in Business (2000)

Little Shelter Animal Rescue and Adoption Center 
Guardian Angel Award (2006)

Walnut Street Securities Distinguished Partner 
Award (2006)

Metropolitan Contemporary Glass Group,  
President (2002-2009)

Art Alliance for Contemporary Glass, President

UrbanGlass (Brooklyn, NY)  
Advisory Council Member

Village of Head of the Harbor, NY,  
Planning Board, Chairman

Harlan J. Fischer   Passion For Art

Olivia and Harlan Fischer at home
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every year,” says Harlan.  And with that, he 
plans to keep doing what he’s doing, and 
will make adjustments as needed to keep 
up with the myriad of changes that take 
place in our industry each year. 

Working an average of 45 hours and 
meeting with seven to twelve clients a 
week, Harlan enjoys the independent aspect 
of being in business for himself.  “One of 
the great features of this industry is that you 
can pretty much be yourself in your 
practice” states Harlan.  All appointments 
are held in his Smithtown office which 
provides a comfortable, professional setting 
for client meetings.  And, leveraging the 
services of Peter Gawreluk, Planning 
Assistant and CCO, and Kelly Egan, Client 
Services, allows Harlan to devote his spare 
time to another passion of his—he and wife 
Olivia’s contemporary art glass collection.

Contemporary Art Glass:  A Passion

Harlan and Olivia began collecting art in 
1993.  However, their interest in 
contemporary art glass was sparked in 1995 
after having dinner with a friend who had 
converted his garage into a gallery for his art 
glass collection.  It was an epiphany of sorts 
and they both fell in love with this particular 
type of art.  Within a month, they joined the 
Metropolitan Contemporary Glass Group 
(MCGG), a group of nearly 200 
contemporary art glass collectors and gallery 
owners from the New York/New Jersey area.  
They visited contemporary art glass studios 

Gallery display wall.

On offering advice to a new representative:

“Assume you’ll be around 20 to 30 years later so 
you can look that person in the eye and know 
that what you said was exactly the truth.”

Harlan Fischer
Great room looking up to 

the  master bedroom 
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Farewell reception for a Smithtown Rotary Group Study Exchange Team Visiting from Japan.  Olivia and 
Harlan host one of these whenever the Smithtown Rotary Club hosts a team from another country.

The Fischer’s home in the Village of Head of the 
Harbor, New York, houses an impressive 

collection of contemporary art glass.

throughout most of the country and 
participated in eight to ten meetings annually 
at various galleries and artists’ studios.  
Elected president of MCGG in 2002, Harlan 
served in that capacity through 2009.

In 1996, Harlan and Olivia joined the Art 
Alliance for Contemporary Glass (AACG), an 
international not-for-profit organization whose 
mission is “to further the development and 
appreciation of art made from glass.  The Art 
Alliance informs collectors, critics and curators 
by encouraging and supporting museum 
exhibitions, university glass departments and 
specialized teaching programs, regional 
collector groups, visits to private collections 
and public seminars.”  Harlan has served on 
the board of AACG for more than eight years.  
Most recently, at its annual board meeting in 
Chicago, IL, in November 2011, Harlan was 
elected president of the organization.

Harlan is proudly serving in this capacity for a 
two-year term and is thrilled about his tenure.  
He states, “This will be a very exciting time.  
The year 2012 marks the 50th anniversary 
of Studio Art Glass in the United States.  
Over 160 museums, art centers and 
galleries around the country will be having 
exhibitions in honor of this anniversary.”

A visit to their extensive art and art glass 
collection at their spectacular home on the 
north shore of Long Island, New York, would 
make it clear how much of a passion this is 
for the Fischers.  Striking paintings adorn the 
walls, larger-than-life art glass sculptures are 
strategically displayed and smaller, more 
intricate art glass pieces are exhibited 
throughout their home.  The Fischers love to 
host visits by collectors, either individually or 
by the busload.  They welcome both art and 
non-art groups providing them with a 
narrated grand tour, showing that they 
clearly enjoy sharing their passion with 
others.  In fact, for friends, neighbors, local 

Metropolitan Contemporary Glass Group (MCGG) meeting on the 
Fischer’s back deck.  (All members are not in attendance.)
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art groups, Rotary group study exchange 
teams, and even Yale University, Harlan and 
Olivia’s home has become somewhat of an 
art destination.  

Always on the lookout for a new piece to 
add to their collection, the Fischers enjoy 
seeking out talented artists — both well-
known and those who still may be obscure 
in the art world.  Each potential addition to 
their collection must pass a test — the 
question “do we both love it?” must be 
answered affirmatively by both.  The art of 
compromise has clearly been perfected by 
the Fischers, who will be celebrating their 
39th wedding anniversary this year.  

The arts have had such a positive influence 
on their lives that the Fischers have 
provided arts scholarships to students 
graduating from the Smithtown high schools 
for the past fifteen years.  So far, the 
scholarships, which are available to seniors 
who plan on having a career in the arts, 
have totaled over $50,000.

Harlan believes in “getting involved in things 
that have meaning to you” and that those 
who have a passion for what they do 
professionally can apply the same gusto to 
other aspects of their lives making them 
more well-rounded and complete.  
Embracing this philosophy has clearly 
worked for Harlan Fischer as he continues 
to make a difference in both the financial 
services and art worlds. To learn more about 
the AACG, visit www.contempglass.org.   

Contact: 631 979 6000
hfischer@branchfinancialsrvcs.com
www.branchfinancialsrvcs.com
Reprinted with permission, The Source magazine, 
Fourth Quarter 2011

Mystery of the Feminine 
Richard Jolley

Rams Headed Men 
Dan Dailey

Do you want to obtain RFC CE in the next 12 months?  

Are you interested in expanding to a MORE profitable target market?  

Do you sell life insurance on a commission basis?  

Would you like to increase and diversify your fee revenue?  

Bet your answer to those questions is Yes!   

Now here is the concluding question: 

Are you a certified SCUBA diver?

The IARFC is considering a CE & Scuba event in February.  Location 
would be Cozumel.  You can fly there directly from many U.S. cities, and 
the diving is world class. Hotel Fiesta Americana is within walking 
distance to boat pickup.

Tentative schedule, February 15-19, Friday-Tuesday
Day 1 – leave home, fly to Cozumel, join other RFC divers for dinner.
Day 2 – morning two tank boat dive, lunch, power nap, then CE. 
Day 3 - morning two tank boat dive, lunch, power nap, then CE.   
Optional Night dive.
Day 4 - morning two tank boat dive, lunch, power nap, then CE.
Day 5 – return home, relaxed and ready to earn more money.

Package costs:  4 nights hotel, meals and a 6 dive package.  All-
inclusive, meals and bar service.  The CE component includes Business 
Owner presentations, manual, spreadsheets and CD-Rom with all 
documentation.  $715 + $205 CE and Registration Fee.  Non-diving 
companion, $395.  

Plane fare depends on the departure city:  $600-900.  A great 
opportunity for your frequent flyer credits!  

Dive House 6 tank package – a 5 star PADI facility:  $225 ,  
(optional night dive $45), Gear rental available.

How to Get More Info.  
 Send an email:  Susan@IARFC.org

Hotel & Dive:  www.divetrip.com/fiesta_americana_cozumel.htm 
If we can assemble 10 – 20 for CE & Scuba this event will be confirmed.  

What if I don’t Scuba – I play golf, tennis, bicycle, or go rafting?   
Send an email, and we will see how many share your interest in a 

similar length CE and Sport event.
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The next question to ask is; “So would it be 
fair to say that you would sue for as much 
as you can get Mrs. Client?” 
 
Invariably, almost every spouse is going to 
answer; “Yes”.  

You know why the answer should be “yes”?  
It’s because that is the right answer.  That is 
what she deserves based on the loss of all 
of these aforementioned economic 
contributions to her family.  Therefore, in 
this situation, the surviving spouse has every 
right to be made whole for this terrible 
tragedy.  This just makes sense, doesn’t it?

You Never Know What Life Brings

Now, let’s continue this same hypothetical 
dialogue with the wife above.

The next important question you ask is; 
“Mrs. Client, let’s change the circumstances.  
Let’s hypothetically assume that - rather 
than your husband dying in an unexpected 
car accident - your husband goes to sleep 
one night and unfortunately never wakes 
up.  He died of an unexpected heart attack 
in his sleep.”

You then ask; “Mrs. Client, when your 
husband was killed in the previous car 
accident, we both agreed that you  
would sue for as much as you can get, 
right?  However, in this case, he died in  
his sleep of an unexpected heart attack.   
So in this situation — as compared to the 
car accident — how much life insurance 
would you want?

1. The same
2. More
3. Less

Invariably the spouse is going to say “The 
Same” or “More”.

Now of course, this does not mean you can 
simply buy as much life insurance as you 
want.  Usually a client owns 20, 15, or 10 
times their income, depending upon their 
age.

I have yet to have one single person  
dispute or provide any valid argument  
which contradicts this statement regarding 
the right amount of life insurance.  The 
reason why is because the following 
example speaks volumes.

A Deadly Car Accident

Let’s assume you are talking with a  
husband and a wife about life insurance.  
During this discussion, you ask the wife  
the following question:  “Mrs. Client,  
let’s hypothetically assume that your 
husband was killed by a drunk driver  
one evening while driving home from  
work.  Would you sue this person for  
the emotional and financial damages of 
losing your husband?”

Invariably, almost every spouse is going to 
answer; “Yes”.

The next question you ask the wife is; “How 
much would you sue for?”  My strong 
suggestion is that you remain silent until an 
answer is provided.

Regardless of a spouse’s answer, you  
can add a statement such as:  “Any  
lawyer would likely discuss the fact that  
you and your family have now lost 
approximately twenty years of future 
income (which could be more or less, 
depending on their age).  Also, other  
key factors a lawyer will consider are;  
lost salary increases and/or job promotions, 
lost retirement and college planning,  
pain and suffering, inflation, attorney’s  
fees, and much more.” 

For centuries there has been a great debate 
over the right amount of life insurance.  In 
fact, if you do a little bit of research on this 
topic, what you will find is a wide variety of 
professional opinions, books, studies, classes, 
and theories — all of which claim they have 
the answer to the million dollar question:

“How do you explain the ‘right amount’ of life 
insurance to an individual and/or family?”

For over twenty years, I have been very 
fortunate to work with several of the  
largest insurance carriers, as well as with 
some of the industry’s most experienced 
and successful insurance agents.  I have 
also spent a great deal of time studing, 
analyzing, and learning as much  
as I can about the key details surrounding 
this very complicated and all-important 
family protection.  

This great experience, training, and 
dedication provided me the opportunity to 
become a Member of the Million Dollar 
Round Table for seven consecutive years, 
including Court of the Table, Presidents Club, 
and Top of the Table (top 1% in the world).   

Am I boasting about my personal 
achievements?  Absolutely not.  I am simply 
trying to point out the fact that the large 
majority of my success in the insurance 
industry can be attributed to learning one 
key lesson:  When discussing life 
insurance, your top priority should be to 
focusing on owning the right amount of 
life insurance — rather than the right kind 
of life insurance.

What is the “Right Amount”?

Another great lesson I have learned is how 
to solve this great mystery.  Simply put, the 
right amount of life insurance is as much 
as you can get.  

Solve The Mystery 
What is the “Right Amount”  
of Life Insurance?
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NO Sales Gimmick

What I am not talking about here is some 
sort of “sales gimmick”.  Rather, I am trying 
to help you, your practice, and your clients/
prospects recognize:

1.  The invaluable role life insurance plays 
in a family’s life

2.  The importance of owning the right 
amount of life insurance

The Key Message

Whether your client dies in an unexpected 
car accident, or dies from any other 
unforeseen event, the harsh reality is that 
you can’t go back in time and buy life 
insurance.  In other words, it is critically 
important that you plan your client’s 
financial affairs before the fact — in the way 
they would want them to be after the fact.  

Rest assured that should that dreaded day 
ever occur, and your clients own as much 
life insurance as they could get, you will 
never regret hand–delivering that check.  
You can also rest assured knowing your 
clients will never regret the advice and 
protection you were able to deliver them — 
particularly at the time they needed it most.   


Christopher P. Hill, RFC®, started his career 
in financial services industry in 1986, 
working as a college intern assisting a 
veteran stockbroker.  Mr. Hill has more than 
24 years of experience as a top producer in 
the financial services industry as a 
nationally-recognized speaker, seminar 
expert, and MDRT Top of the Table 
Producer.  Mr. Hill is also the Founder of 
FuneralResource.com, the Internet’s leading 
educational Resource Center for families 
and Funeral Directors.  Mr. Hill received the 
IARFC Cato Award in 2008 for his 
contributions to the Register.

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

This offer is not available in conjunction with any other affiliate discounts, software renewals,  
and/or purchases prior to the promotion.

See why BUILDER Suite Leads  
Client Management Software  
for Financial Professionals!  

Interactive, Real-time, Personal Financial Planning System

Client Relationship Management Solutions for Financial Advisors

For a FREE Web Demo call: 800.325.5540
 or visit www.FinancialSoftware.com

 Suite
Software, Training and Support for Financial Advisors

20%Member Discount

Christopher Hill, RFC®
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•	 	What	if	you	could	lock	in	those	higher	
stock market type returns each year and 
with no risk to your investment principle? 
(No stock market losses!) 

•	 	If	you	become	disabled	would	you	like	
for someone to keep putting money into 
the retirement plan for you? 

•	 	If	you	die	would	you	like	for	someone	to	
pay your family what you meant to save 
during your lifetime? 

Here are what I would consider to be the 
best choices for investment vehicles — a 
401K with matching contributions, Tax-free 
Municipal Bonds, Roth IRAs, and something 
you may not have heard of: Investment 
Grade Life Insurance.

401k With Matching Contributions

In most cases you’ll want to take full 
advantage of your company’s 401k plan, if 
they offer any sort of matching contributions.  
It’s free money, so you’ll generally want to 
contribute to your 401K only up to the 
amount that your company matches.   
Why, only up to the amount the company 
matches?  Remember, in an earlier article 
we discussed the problems with tax 
deductible qualified retirement plans  
and the exorbitant income taxes you’ll  
pay in your retirement years.  So, you’ll  
want to contribute the amount necessary  
to receive all of the free money your 
company offers and then stop  
right there.

Exceptions:  If your company only offers 
their company stock inside of the 401K and 
all of your contributions, plus the matching 
contributions are required to be invested 
into company stock, then you may want to 
pass on the opportunity. 

Consider:  If your company has a financial 
problem, like ‘Enron’, then not only could 
you lose your job, you could lose the nest 
egg that you’ll need to survive until you find 
another job.  Investing most of your 
retirement savings in one company isn’t 
prudent: If your company collapses, both 
your paycheck and your retirement savings 
could evaporate.

I hope you’ll agree that saving for your 
family’s financial security and your 
retirement is critical.  And, it all starts with 
‘Paying Yourself First’!  The reality is that it 
doesn’t really matter where you save your 
money.  What matters most is that you start 
saving today.  Time and compounding 
interest is what makes your money grow.

However, once you start saving, you can 
help yourself to achieve financial freedom 
and generate more spendable income in 
retirement by selecting investment vehicles 
that offer more than just the promise of 
higher investment returns. 

What Would Your Ultimate Retirement 
Savings Vehicle Look Like?

If you could design your ultimate retirement 
savings vehicle, what benefits or features 
would you like to have in that retirement 
vehicle?  Let your imagination go wild!

•	 	Would	you	want	to	receive	an	income	
tax deduction for the money you put 
into the plan, similar to the deduction 
you get for many of the current qualified 
retirement plans? 

•	 	Would	you	want	to	be	able	to	put	in	as	
much money as you can without regards 
to how much money you make? No 
limits or caps. 

•	 	Would	you	like	to	have	the	money	
inside the plan accumulate tax deferred?  
You don’t pay any income taxes or 
capital gains taxes on the account while 
your money is building. 

•	 	Would	you	like	to	be	able	to	generate	a	
tax-free income during your retirement? 

•	 	Would	you	like	to	be	able	to	access	all	
of the money tax-free before retirement 
and without the early withdrawal 
penalties associated with traditional 
qualified retirement plans? 

•	 	Would	you	like	to	have	a	minimum	
interest rate guarantee each year? 

•	 	How	about	an	opportunity	for	the	higher	
stock market type returns? 

Tax-free Municipal Bonds

Many people today believe that tax-free 
municipal bonds are an exceptional 
retirement income vehicle:  regional and 
local agencies, towns and cities issue 
municipal bonds.  Most municipal bonds 
have lower interest rates than comparably 
rated corporate bonds and treasury securities.  
The minimum amount required for 
investment in municipal bonds is generally 
$5,000. Municipal bonds are sometimes 
issued at a discount to compensate investors 
for the additional risk that these bonds may 
have due to the financial difficulties of some 
local governments.

The most important feature of municipal 
bonds is their tax-exempt feature.  In 
subsequent judgments based on the 1819 
McCullough v. Maryland ruling, the Federal, 
state, and local governments don’t possess 
the power to tax each other.  Consequently, 
municipal bonds can’t be subject to Federal 
tax.  Additionally, income from state and 
local municipal bonds can’t be taxed if 
purchased within the geographic area.  For 
example, Georgia residents don’t pay state 
taxes on Georgia bonds.  However, 
residents of Florida are subject to state 
income taxes on their Georgia bonds.

Drawbacks Of ‘Tax Free’ Municipal Bonds

While municipal bonds do offer a tax-free 
income, that is very attractive, there are 
several ‘Hidden’ drawbacks.

•	 	Investors	(before	and	after	retirement)	
who generate substantial income from 
municipal bonds could be subject to 
paying the alternative minimum tax 
because the interest from those bonds 
is one of the indicators used to calculate 
who pays the tax.  If you start investing 
heavily in municipals, you‘ll need to 
keep a sharp eye to make sure you 
don’t hit the AMT, because as soon as 
you do, you lose all of the tax-free 
advantage of municipal bonds. 

•	 	Because	the	interest	rates	are	lower	on	
municipal bonds, there is also the risk of 

The Best Retirement 
Investment Options

Lew Nason, RTIA, LUTCF RFC®
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Roth IRAs offer some very distinct 
advantages over most other Qualified 
Retirement Plans (401K, 403B, SEP, etc.) 
and Municipal Bonds. 

•	 	The	biggest	advantage	obviously	is	the	
tax-free income they provide during 
retirement.  Consider if you were to put 
the maximum contribution into a Roth 
IRA and a Tax-deductible Qualified 
Retirement Plan, then you would be 
depositing the same amount each year, 
into each plan.  If you receive the same 
rate of return on both accounts, then 
won’t you have the same amount of 
money in each account when you retire?  
If you then withdraw the same amount 
out each year from both accounts, the 
Roth IRA will provide you with more 
spendable income, because you won’t 
have to pay taxes on that income. 

•	 	Unlike	the	Traditional	IRA	there	is	NO 
‘Required Minimum Distribution’ (RMD) 
at age 70 ½. 

•	 	Another	advantage	of	Roth	IRAs	is	that	
unlike tax-free municipal bonds and the 
taxable income from a qualified 
retirement plan — the Roth IRA’s income 
is NOT reported on your income tax 
returns to determine the taxability of you 
Social Security Income. 

•	 	Also,	unlike	tax-free	municipal	bonds,	
the tax-free income from a Roth IRA 
does NOT trigger the alternative 
minimum tax calculation. 

•	 	Roth	IRAs,	like	most	qualified	retirement	
plans, are generally NOT attachable  
by creditors! 

Drawbacks of A Roth IRA

•	 	There	is	cap	each	year	as	to	what	you	
can put into a Roth IRA and for the 
higher wage earner the eligibility to 
contribute to a Roth IRA phases out. 
(See IRS Publication 590) 

•	 	There	is	a	10%	early	withdrawal	penalty,	
if you with withdraw the accumulated 
interest prior to age 59 ½. (You can 
generally withdraw the investment 
principal as long as you’ve had a Roth 
IRA longer than 5 years.) 

One of the main concerns I have with Roth 
IRAs is that with all of the problems we face 
with Social Security, is that sometime in the 
future the federal government could lower 
the Social Security Retirement Income for 
the people who have accumulated a lot  
of money using qualified retirement plans.   

having your investment not keep up 
with inflation and taxes. 

•	 	Most	retirees	are	unaware	that	while	you	
generally won’t pay income taxes directly 
on municipal bond income (except if 
you hit the AMT), you do have to report 
the municipal bond income on your 
income tax return and it can cause up to 
85% of your Social Security Income to 
be taxable. 

•	 	There	is	‘Credit	Risk’	—	the	possibility	
that a municipal bond issuer’s credit 
rating may be downgraded or that it will 
default in payment of principal and 
interest on its bonds.  Lower-quality 
issues typically offer higher yields than 
those considered investment grade, but 
involve more risk. 

•	 	There	is	also	the	problem	of	‘Interest	
Rate Risk’.  As interest rates increase, you 
could see the value of your municipal 
bond portfolio decline. 

•	 	The	final	problem	is	that	municipal	
bonds are attachable by creditors. 

Because of the many hidden drawbacks of 
municipal bonds you have to be very careful 
when using them.  In most investment 
portfolios, there is a very limited amount 
that makes any sense. 

Roth IRAs

The Roth IRA is a type of Individual 
Retirement Account in which contributions 
are made with after-tax (nondeductible) 
dollars.  If certain requirements are met, 
then the earnings accumulate tax-free, and 
no federal income tax is levied when 
qualifying distributions are taken from the 
plan.  A Roth IRA allows for tax-free 
withdrawals as long as the contributions 
remain in the account for a minimum of five 
years, and the account holder meets one of 
the following criteria: age 59 ½, death, 
disability or first-time home purchase.

As with all IRAs, there are restrictions on 
your eligibility to contribute to a Roth IRA 
based on your income level and filing status.    
You can stay current with these rules and 
regulations with IRS Publication 590.  Note, 
if you are eligible to contribute to an IRA in 
a given year, then you have until the 
following April 15 to make a contribution.  
The current contribution limit is $5,000 per 
individual if you are under age 50 and the 
amount you can contribute phases out at 
higher incomes.  The rules for the Roth IRA 
are changing every year so I won’t go into 
the details about the Roth IRA in this article.

I think the federal government will be  
forced to find ways to lower Social Security 
Income payments. 

Investment Grade Life Insurance

Most people think of life insurance in terms 
of death benefit protection.  However, 
today’s cash value life insurance policies 
(because you can over fund them) also 
provide the vehicles for meeting other goals, 
such as saving for retirement and college 
education, paying estate taxes and providing 
liquidity.  It’s because life insurance now has 
some very competitive returns and is 
treated uniquely by the IRS.  Life insurance 
offers the added bonus that most goals can 
be achieved on a tax-free or tax-deferred 
basis.  In effect, life insurance is one of the 
few remaining tax shelters available.

Life Insurance is the investment the wealthy 
have used for decades to accumulate, protect, 
provide liquidity and pass on their safe money.  
We are talking about the investment money 
that a wealthy family needs and uses to cover 
their daily living expenses.  It’s the money that 
they can’t afford to put at risk. 

A recent survey by the Spectrum Group 
found that 84 percent of ultra-wealthy 
people own life insurance. 

Investment Grade Life Insurance offers 
some very distinct advantages over most 
other investments, even Roth IRAs and 
Municipal Bonds.

•	 	Like	the	Roth	IRA	your	money	grows	
tax-deferred and you can receive a 
tax-free retirement income. 

•	 	Also,	like	the	Roth	IRA	there	is	NO	
‘Required Minimum Distribution’ (RMD) 
at age 70 ½.  The income you receive is 
NOT reported on your income tax returns 
to determine the taxability of your Social 
Security Income and it does NOT trigger 
the alternative minimum tax calculation. 

•	 	Unlike	the	Roth	IRA	there	is	NO	cap	
each year as to what you can put into 
cash value life insurance.  (You can 
simply increase the death benefit to 
accommodate more cash) 

•	 	And,	unlike	the	Roth	IRA,	for	the	higher	
wage earners there is NO phase out of 
eligibility as there is with a Roth IRA. 

•	 	Unlike	the	Roth	IRA	you	can	access	your	
money tax-free prior to age 59 ½.  
There is also NO 10% early withdrawal 
penalty, if you with withdraw the 
accumulated interest prior to age 59 ½. 
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•	 	Life	insurance	cash	values	do	NOT	count	
against you when applying for college 
financial aid for your children. 

•	 	Life	insurance	is	generally	NOT	
attachable by creditors and has the 
added advantage of bypassing probate! 

Drawbacks of Investment Grade Life 
Insurance

•	 	Because	of	the	commissions,	expenses	
and surrender charges there is very little 
usable cash value in the early years  
(3-5 years) of the policy.  You should 
generally only use investment grade  
life insurance if you can leave the 
money there a minimum of 10 years. 
(15 years is preferable) 

•	 	You	are	buying	a	life	insurance	death	
benefit, so there is a charge for the death 
benefit each year.  (However, considering 
that most people need and are paying 
for life insurance anyway, this is a great 
way for you to get the life insurance you 
need at the lowest cost possible) 

•	 	Unfortunately,	unlike	other	investments	
your ability to purchase life insurance 
depends on your overall health.  (In 
many cases, even if you have a health 
problem, Investment Grade Life 
Insurance may actually work better  
for you.) 

•	 	Like	any	product	you	buy	there	are	good	
ones and bad ones.  Life insurance is  
no exception. 

Investment Grade Life Insurance works well 
in most circumstances and exceptionally 
well for those families who need and are 
paying for life insurance. 

We’ll discuss Investment Grade Life 
Insurance and its uses in greater detail in 
later articles…

“By failing to prepare, you are preparing 
to fail.” 
Benjamin Franklin   

Lew Nason, RFC®, RTIA, LUTCF, with  
his sons Jeremy Nason, RFC®, and  
Will Nason, are the creators of Found Money 
Management™, a complete ‘Turnkey’ 
marketing and sales success system 
dedicated to helping Middle Income Families 
to ‘Live Debt Free and Truly Wealthy.’ 

Contact:  877 297 4608
coach@insuranceproshop.com
www.insuranceproshop.com

You’ve probably heard of Copytalk – why not try it?

AUGUST SPECIAL: your 2nd month of Copytalk service will be free – contact Copytalk 
directly for this savings – you won’t find it on the IARFC web link!

Do you need an easier way to make your notes on client meetings? Do you want a better way to 
bullet-proof your business? Look no further — Copytalk Mobile Scribe is the solution.

When you use Copytalk, you’ll be able to spend more time talking with clients, and less on administrative 
chores, like typing notes yourself, or figuring out what your handwritten notes really meant!

Imagine you’ve just met with a client, you’re running late for your next appointment and there’s no time 
to write your notes, but you need to get it all down, while everything is fresh in your mind. Simply call 
Copytalk! You talk, we type.

How it works:
Using any telephone, anywhere, you dial up Copytalk and leave voice mail messages. Our 300+ human 
transcribers are located in secure, supervised facilities in the U.S. They type up your notes, and email 
them back to you within hours. You can have copies sent automatically to four team members or 
assistants, too. 

Use Copytalk for meeting notes, draft correspondence, follow-up action items, team communications, 
notes about prospects, required reports, daily business expenses – in fact, any time you need to capture 
an idea.

Your Copytalk-dictated client notes are assured of top-level confidentiality – the most reliable way to get 
your thoughts transcribed. In fact, the email Copytalk sends you is a verbatim transcript of your thoughts 
– and it is date and time-stamped, another “proof step” that you documented that conversation 
immediately after talking with your client. 

Why would I use Copytalk?
Bullet-proofing your business is our business! Now you’ve met the compliance requirement with less 
work than ever before.

Save time and frustration – you’ll talk far faster than you can hand write or type.

Communicate more easily with clients and your team.

And best of all, peace of mind, knowing you’ve got more time to talk with clients, & knowing you’ve 
efficiently taken care of your required documentation!

Is it complicated to use?
No more so than leaving any voice mail message. It takes a few minutes to set up your month-to-month 
subscription, and about 5 minutes to teach you to leave the voice mail message(s). Call Copytalk’s 
dictation line 24 hours a day. Unlimited usage!

What does it cost?
For IARFC members, a monthly subscription costs $49.95 – instead of our retail rate of $79.95. Over a 
year, that saves you $360!  What an easy way to find out if it truly helps you manage your business?

Contact Copytalk
IARFC members sign up here:  www.copytalk.com/iarfc or call Katherine Cobb, 866-267-9825 ext. 425
Katherine.cobb@copytalk.com

P.S. Do you have an Android cell phone or tablet?  Contact Katherine Cobb about Copytalk’s new app!
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it would cut about 3,500 jobs at its 
investment bank, citing volatile markets and 
the cost of new U.K. regulations. 

International Impact.  Will this “anti-
commission” trend be reflected in the US 
and other countries?  Certainly there will be 
an attempt on the part of some “public 
interest” groups, “friendly” members of 
Congress and a few “dedicated” regulators.  
Will the trend that has already affected 
Australia, Canada and Britain grab hold in 
the US?  If so, this will have a devastating 
effect on hundreds of thousands of financial 
advisors, including securities brokers, agents 
selling life and health products, and 
planners who may receive some fees, but 
primarily depend upon commissions.

What can you do?  Do not wait for the train 
to reach you, hoping that somewhere it will 
be switched and roar aside.  That would be 

the proverbial “Ostrich” approach — don’t 
see it and it won’t hit you!  Here are the 
protective steps that every person in 
financial services should be taking:

•	 	Start charging fees for written plans.  
These do not have to contain 
investment advice — they can focus on 
debt reduction, retirement plan 
alignment, education funding, and 
insurance needs analysis and other 
issues. 

•	 	Move toward the Business Owner 
market.  This group of prospects is 
dramatically under-served, and is already 
accustomed to paying fees for advice 
and service.  Business succession, loan 
cancellation, incentive and retention 
plans and owner estate planning are “big 
ticket” items.  They all justify a fee, plus 
they require ongoing service.

Royal Bank of Scotland Group (RBS), the 
U.K.’s biggest taxpayer-controlled lender, is 
eliminating 618 branch-based financial 
advisers this summer as regulators force all 
the lenders to charge clients for the service.  
RBS is also creating 351 financial-planning 
jobs as a result of the rule changes, the 
Edinburgh-based bank said in a statement 
today.  Question:  Why would a company 
eliminate jobs and hire some of them back?

Starting at the end of 2012, the Financial 
Services Authority’s Retail Distribution 
Review will prevent the payment of 
commissions to advisers, and lenders are 
now preparing to charge for the service.  But 
it is not clear who will get the fees – RBS or 
the financial advisors, or some split?  

What’s the difference between receiving a 
commission and part of a fee?  Disclosure 
and the total remuneration to the advisor.  
The amount of commissions and overrides 
were not previously disclosed.  When fees 
are mandatory, the total amount paid by the 
consumer may go down.  Institutions may 
still receive fees for distribution, but no 
commissions will be paid to agents.  
Furthermore, the institutions are likely to 
take the lion’s share of the fees, paying the 
advisors only a modest salary.

Other major institutions:  HSBC said in 
June last year it was cutting 700 employees 
offering face-to-face advice in branches.  
Barclays, Britain’s second-largest bank, said 
in January 2011, it would cut over 1,000 
employees as a result of the new “anti-
commission” regulations. 

“These latest RBS job losses are brutal,” said 
David Fleming, a Unite labor union national 
officer.  “Unite, for some time, has had 
major concerns about the appalling manner 
in which these workers at the bank have 
been treated.” 

RBS Chief Executive Officer Stephen Hester 
has shrunk assets by more than 700 billion 
pounds ($1.1 trillion) and cut about 36,000 
jobs at the bank since he took over from 
Fred Goodwin in 2008 during the financial 
crisis.  RBS announced in January 2012 that 

Problems In Britain:  
Are They Coming Here?



•	 	Professional	image	—	to	be	viewed	 
as a necessary intermediary to help 
clients perceive and achieve their 
financial goals.

Use Your Influence!  Every RFC knows 
other financial services persons who should 
be joining the IARFC.  A short message from 
you will move them quickly to join.  All you 
need is to tell them, “This organization really 
believes in the growth of our profession.  
The IARFC is not an advocate for any 
product line or any method of 
compensation.  Its programs all have strong 
marketing and practice management 
components.  You should become an RFC!”

Use Your Time!  Soon there will be 
pressure to reduce the compensation of 
financial professionals.  You can prepare for 
the future by registering for an IARFC 
Workshop on Business Owner Planning, 
Debt Cancellation, Advisor Branding, or how 
to Become More Fee-Based.

Use What Worked for Others!  The 
mission of the IARFC is to help consumers, 
by creating knowledgeable, ethical and  
wise financial consultants.  We’d like  
you to serve more customers, help them 
more effectively, and make more money.  
So give some thought to the workshops — 
and please hand the RFC application in the 
back of the Register to another high quality 
financial professional.   

Ed Morrow is the chairman and chief 
executive of the IARFC and has been a 
practicing financial advisor for forty years.   
As the CEO of the IARFC he is one of the 
developers of the Financial Planning 
Process™ course and a frequent instructor, 
both nationally and in many countries.

Contact:  800 532 9060
edm@iarfc.org
www.iarfc.org
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•	 	Add a retainer fee for all clients.  This 
can start out small and be increased 
later.  This modification will require you 
to install and collect ongoing fees and 
ramp up the level of your customer 
services.  The experience of advisors 
who have added retainer fees is that 
quality referrals actually increase!

•	 	Enhance your Memberships.  Which 
professional association aggressively 
touts that you should add advice-related 
fees – and offers tools and training?  The 
IARFC!  You should recommend to your 
professional friends and associates that 
they also join.  With greater numbers will 
come greater strength.

•	 	Polish your Image.  What is your brand?  
Are you perceived as a “commission 
hungry sales rep” or as a “fee-based 
financial advisor?”  Do you have a 
business name, motto, logo, literature, 
business cards and independent materials 
that distinguish you from the herd of 
tellers, clerks and product pushers?

•	 	Who will help you?  Do not expect 
product vendors to help you. They will 
continue to push you toward commission 
only sales — right up until the train runs 
over you.  Their institution may suffer 
when commissions are outlawed, but 
you can count on it – the executives will 
retire in comfort.

Branding becomes critical.  If you do not 
brand yourself and your services effectively, 
then the media and major institutions will 
create a brand for you — as an insignificant 
player in the financial services marketplace. 

The obstacle to your survival in the future is 
that you gradually leave your past behind.  
Only the fittest will survive and thrive.  What 
do you need?

•	 	Infrastructure	—	to	charge	and	collect	fees	
for consulting advice, planning and service.

•	 	Practice	management	—	tools	such	as	
procedures, forms, software and client 
presentations.

•	 	Marketing	systems	—	that	focus	on	your	
advice strengths and not just on product 
features.

•	 	Approach	techniques	—	that	introduce	
you effectively to a wider clientele with 
greater purchasing power.

•	 	Process	Charts	—	that	communicate	to	
prospects, clients and your staff that you 
offer a higher level of service.

Ed Morrow, CLU, ChFC, CFP®, RFC®

Only $39.95/month  
(regularly $44.95) 
$149 set-up fee

iarfcwebsites.com
1-800-593-9228

Powered by Smarsh Financial  
Visions Website Services

n	 Get a professional and 
attractive online  
presence

n		Attract new clients and 
service existing clients 
better

n	 Packaged with consul-
tative Internet market-
ing expertise

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

Create your 
own IARFC 

website 
NOW!
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3)  business owner funds life insurance in 
hopes of being able to borrow from the 
policy in retirement.  

Because the first loan was a business loan, 
the business is supposed to be able to take 
a 162 business deduction for the interest.  
Right?  Wrong!

This reminded me of the accounts 
receivable (A/R) financing structures that 
were pitched to doctors that are used to 
hammer in negative articles.  They too 
touted incorrectly that you could write off 
the interest on the loan.

Why can’t you write the interest off in 
this PFL structure?  Because the IRC 
specifically forbids it.  IRC 264(a)3 states 
that if “… any amount paid or accrued on 
indebtedness incurred or continued to 
purchase or carry a life insurance, 
endowment, or annuity contract (other than 
a single premium contract or a contract 
treated as a single premium contract) 
pursuant to a plan of purchase which 
contemplates the systematic direct or 
indirect borrowing of part or all of the 
increases in the cash value of such 
contract (either from the insurer or 
otherwise), the interest is NOT 
DEDUCTIBLE.  There are a few narrow 
exceptions to 264, but they are difficult to 
comply with.

But the loan was to the business which 
didn’t buy the policy and, therefore, should 
be able to write off the interest, right? 

Wrong!  This structure easily falls under the 
step-transaction doctrine that would prevent 
the deduction.  The step transaction 
doctrine treats a series of formally separate 
steps as a single transaction to determine 
what really was going on with the 
transaction.  In the PFL plan, the series is 
collapsed and it’s as though the individual 
owner borrowed the money instead of the 

It’s crazy, but this is the third different 
premium financed life insurance structure 
I’ve had to warn readers about in the last 
few years.  I suppose that makes sense 
since it’s about the greediest topic out there 
for advisors when it comes to making large 
commissions.

What is Premium Financed Life (PFL)?  
It’s simply borrowing usually large sums of 
money to fund life insurance.  In its 
traditional sense, PFL is usually used to buy 
a large death benefit so maximum wealth 
can be passed to the heirs’ income and 
estate tax free (typically in an ILIT).  Affluent 
clients use PFL so they don’t have to pay 
premiums out of pocket even though they 
have the money.

PFL for income — the sale that really 
bothers me is the one revolving around 
income.  The sales pitch is that you can 
borrow significant money, pour it into an 
indexed life policy, borrow from the policy to 
pay back the loan in retirement, and still 
have enough left to borrow millions more 
from the policy tax free in retirement.

Could that happen?  Maybe, but the risks 
are very high and usually the illustrations 
are pushed to the max to obtain a favorable 
output for sales purposes.

PFL run through a business and writing 
off the interest — I attended a webinar last 
week, and I was floored by what I heard.  
The lady doing the presentation said that 
90% of their clients write off the interest on 
the loan. 

The PFL structure the lady discussed was 
very simple: 

1)  business borrows money from the 
lender; 

2)  business turns around and lends money 
to business owner; 

business.  If that is the case there is no 
scenario where even the most creative 
accountant could find a rationale for 
deducting the interest payment. 

Bottom line — if anyone is telling you to 
start pitching PFL to your clients where the 
loan flows through a company and where 
the interest is “deductible,” take a pass and 
look for another vendor.  If you need a 
referral to a firm that does PFL correctly,  
feel free to e-mail me.  I know a few that  
do it right.   

Roccy M. DeFrancesco, Jr., JD, CWPP™, 
CAPP™, CMP™, is the Founder of The 
Wealth Preservation Institute, and the 
Co-Founder of the Asset Protection Society.  
Roccy is the Author of Bad Advisors: How to 
Identify Them; How to Avoid Them©, 
Retiring Without Risk©, The Home Equity 
Management Guidebook©, The Doctor’s 
Wealth Preservation Guide©, The Home 
Equity Acceleration Plan (H.E.A.P.)©, and 
the Editor of:  Wealth Preservation Planning:  
A “Team” Approach©, by The National 
Society of Accountants.

Contact:  269 216 9978
roccy@thewpi.org
www.thewpi.org

Another Premium Financed  
Life Program To AVOID!

Roccy DeFrancesco
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IARFCIARFC
INTERNATIONAL ASSOCIATION OF

REGISTERED FINANCIAL CONSULTANTS

Financial Planning Building
2507 North Verity Parkway
Post Office Box 42506
Middletown, OH 45042-0506

Fax:  513 424 5752
Phone:  800 532 9060

Website:  www.IARFC.org
E-mail:  info@IARFC.org

Annual Membership Dues: $150
Nonrefundable Application Fee (one time): $45
Total First Year: $195

Please Print
Your Name _______________________________________________________________________________________________________________
                       (Exactly as you want it to appear on your full-sized 16” x 20” RFC Membership Certificate, excluding degrees or other designations)

 Mr.    Mrs.    Ms.    Other__________   Your Preferred Salutation/Nickname (i.e., "Bill") ________________________________________

First Name____________________________   Middle____________________________   Last __________________________________________

 Check Enclosed  $_______________   or    Credit Card No._____________________________________________   Expires ____________

Name of Business _________________________________________________________________________________________________________

Business Address_________________________________________ Ste #_________   City____________________   State____   Zip ___________

Phone___________________________   Fax___________________________   Business E-Mail _________________________________________
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Residence Address______________________________________________   City________________________   State______   Zip ____________

Phone____________________________   Birthdate_________________   IARFC Sponsor, if any ________________________________________

Name and Address of Institution Location From Mo/Yr To Mo/Yr Course or Major Graduate? Degree

Your Educational Background (Since High School)

FINRA Member Firm (if any)____________________________________________________   FINRA CRD No. ____________________________

Securities Licenses:      Series 7      Series 6, 22 or 62      Series 24      Series 27      Series 65      Other _________________________

Insurance Licenses:      Life      Health      Variable Contracts      Prop. & Casualty      Other ___________________________________

Primary Insurance Company (if any) __________________________________________________________________________________________

Affiliated with an SEC Registered Investment Advisor (RIA)?      Yes      No     Name of RIA________________________________________

Designations:      AAMS    AEP    CFA    CFP    ChFC    CIMA    CLU    CPA    CPA/PFS    CRSA    EA    FSS    JD/LLB   

 LLM    LUTCF    MBA    MS    MSFS    MSFM    Ph.D.    RFP    Other ________________________________________________

Financial Services Education:    Financial Planning Process™ Course      CFP Prep Course at  ______________________________________

           Other Courses ____________________________________________________________________________________________________

Financial Services Experience:     Number of years as a practitioner in the field of financial planning:      Full time_____    Part time ____

Current Practice Mode (check those which apply):     Charge Plan Fees     Hourly or Modular Plan Fees     Portfolio Management Fees

           Insurance Products      Securities      Mutual Funds      Trust Services      Other ________________________________________

Other Qualifications _______________________________________________________________________________________________________

Please see the questions and signature requirements on the reverse side.



Questions relating to business and ethical conduct 

Have you ever been refused a surety bond or other form of employment security? .......................................................................     Yes   No
Have you ever been denied or enjoined from selling or dealing in securities or from functioning as an Investment Advisor? ....     Yes   No
Have you ever been arrested, indicted, or convicted for any felony or misdemeanor, except for minor traffic offenses? ..........     Yes   No
Have you ever been known personally by any other name, or have you ever conducted financial activities, 
     conducted businessor carried brokerage or bank accounts in any other name? ........................................................................     Yes   No
Have you ever become insolvent, failed in business or compromised with creditors?  
     If “Yes” – please provide the date name and location of court, disposition, liabilities, and assets. ..........................................     Yes   No
Have you ever had a license, permit, certificate, registration or membership denied, suspended, revoked or restricted, 
     or have you had an application of such type ever withdrawn for cause? .....................................................................................     Yes   No
Have you ever been the subject of any order, judgement, decree or other sanction of a foreign court, foreign exchange, 
     or have you ever been the subject of any action by a foreign or domestic governmental or regulatory agency? ..................     Yes   No

IF THE ANSWER TO ANY OF THE ABOVE QUESTIONS IS “YES” PLEASE ATTACH A WRITTEN EXPLANATION 

The following should be read carefully by the applicant:
 1.  I hereby certify that I have read and understand the foregoing statements and that my responses are true and complete to the best 

of my knowledge. 
 2.  I hereby apply for IARFC registration and, in consideration of my application, I submit myself to the jurisdiction of the organization and 

hereby verify that I agree to abide by all the provisions of the bylaws and regulations of the organization as they are and may be 
amended; and I agree to comply with all such requirements, subject to right of appeal as provided by law, and I agree that any decision 
as to the result of any examination(s) that I may be required to pass or annual CE requirements will be accepted by me as final. 

 3.   I further agree that neither the association nor its officers or employees shall be liable to me for action taken or omitted in official 
capacity or in the scope of employment, except as otherwise provided in the statutes, bylaws, or the association’s rules and regulations. 

 4.   I authorize the organization to make available to any federal, state or municipal agency, or any securities or commodities industry 
self-regulatory organization, any information they may have concerning me or to request confirmation of my status, and I release 
those organizations, employees and agents, from any and all liability of whatever nature by reason of furnishing such information.

 5.  I further agree that any part of the information contained in this application and any subsequent documents in my IARFC registration 
file may be divulged to interested parties as part of the referral system for the benefit of members and the public. 

 6.   I hereby certify that I have a sound record of business integrity with no suspension or revocation of any professional licenses, and I 
hereby subscribe to the IARFC Code of Ethics, a copy of which I have read and understand. 

 7.   It is agreed and understood that any material misrepresentation of facts or information given in this or subsequent application or 
renewal may be cause for immediate revocation of membership and all its privileges, without refund of any dues or fees paid. 

 8.   I understand that failure to disclose any regulatory event, including suspensions or revocations, may disqualify me.
 9.   I agree to maintain proficiency in my work by completing continuing education in the field of financial planning and counseling — 

which can include subjects relating to practice management, delivery of professional services, portfolio management or financial 
product application and service. 

10.  As an applicant for registration, I understand and agree that my RFC designation with the IARFC will not become effective until 
submission of all required documentation in proper order and upon written acceptance by the IARFC. 

11.  I understand that all IARFC Certificates of Registration remain the property of the Association and must be destroyed or returned to 
the Association should my membership or the right to display the designation certificate be suspended or terminated. 

12.  I understand that continuation of the RFC designation requires 40 hours of CE per year, which commences January of the year 
following acceptance.

_________________________________________________     __________________     _________________________________________________
        SIGNATURE OF THE APPLICANT (required)                       DATE                             SIGNATURE OF A WITNESS (required)

How did you learn about the RFC?      Advertisement      Article      Association_______________      Broker/Dealer _____________

 Direct Mail      E-mail      Exhibit      Forum      Insurance Co.__________________       Mailing       Partnership

 Presentation by______________________________      Referral by ______________________________      IARFC website      RFC class

 Other _________________________________________________________________________________________________________________

Please recommend associates or colleagues for the RFC designation — or the Financial Planning Process™ course:

Name ____________________________________________________  Name ____________________________________________________

Firm ______________________________________________________  Firm ______________________________________________________

Address __________________________________________________  Address ___________________________________________________

City/State/Zip _____________________________________________  City/State/Zip ______________________________________________

Phone__________________ Email ____________________________  Phone__________________ Email _____________________________

IMPORTANT:  Evidence of license, diploma or similar documents may be requested.   However, you need not submit evidence with 
the application.  The Association is compensation neutral regarding plan or portfolio fees, insurance, securities or real estate 
commissions, salary or bonus.  The $45 application fee is nonrefundable.

Please Mail this Application — or Fax to:   513 424 5752



the

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

IARFC Cruise Conference
Venice, Italy to the  

Divine Mediterranean

The IARFC CE @ Sea™ conference, the premier event for professionals 
in the Financial Services Industry will be held on MSC Luxury Cruise 

Lines,MSC Divina Saturday, May 25 – Saturday,  June 1, 2013.

Prepare for one of the most exciting and luxurious IARFC cruises  
in recent memory.  Our departure port is the Romantic City of  

Venice, Italy.  From here each port opens to even greater  
wonders:  Bari, Italy; Katakolon (Olympia Greece); Izmir (Ephesus), 

Turkey; Istanbul ,  Turkey; and Dubrovnik, Croatia.  Our home for  
this fabulous journey is MSC’s newest ship, MSC Divina.

™

Reserve your 
cabin now! 

423.741.8224

May 25 – June 1, 2013

A reduced deposit of $100.00 is available to IARFC  CE @ SEA™ cruisers for a limited period.    


