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IARFC Code of Ethics plaque
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Professional 

Image with the

IARFC Code 
of Ethics
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It is the start of a New Year, and time for 
you to reflect on the Resolutions you have 
made or should be making.  Personally, I 
have a typical list…  I intend to lose a few 
pounds, I want to make better progress on 
some book manuscripts and I want to 
spend more time with my granddaughters.  
You probably have a few items of that sort.

I would like to suggest that you consider 
some Resolutions for your practice as a 
Registered Financial Consultant.  Some of 
these will require attention, some can be 
semi-delegated to others, some will have a 
modest cost, some will be expensive and 
some will have the potential to dramatically 
increase your income for the year 2012.  
Now, if you are one of those fortunate 
persons who says, “I don’t need to increase 
my income!”, then you can increase your 
charitable deductions.

Use Your Time in the Car.  I am sure you 
have a CD player.  Buy or borrow some 
audio books.  Your local library probably has 
many business books available at no cost.  

Write an Article for the IARFC Register.  
We would like you to share something 
related to your practice.  It could be about a 
unique problem and a solution for one 
client.  It might be some technique you 
adopted to increase client service.  Then, 
after your article appears, send a copy to the 
local media, and to all your clients.

Prepare and Distribute Four Media 
Releases.  Yes, one each quarter.  Send 
them to the local radio, TV and print outlets.  
Especially send them to your clients.  If you 
should happen to attend the IARFC 
Business Owner Consulting Workshop, one 
of the files you will receive is a semi-
prepared media Release.  Just fill in the 
blank and send it out.

■  Build a local media list.  Be sure to get 
the email address of the business editor.

■  Have one or two professional photos. 

Get a Business Reply Mail Permit.  Let the 
US Postal Service make you money.  Order 
some imprinted Number 9 envelopes.  Use 
these whenever you are mailing something 
to a prospect or client.  

The IARFC has a memo on BRM permits, 
and we also designed service request cards 
and referral nomination cards for both 
individuals and businesses.  You can use 
ours, or re-design and print your own.  

Register for a Distance Learning Course.  
Consider those from the College for 
Financial Planning and the American 
College.  There are also many distance 
programs offered by traditional universities.

Increase Your Fees.  The cost of business is 
going up, and I bet you haven’t increased 
your fees.  Public opinion polling is 
overwhelming — financial planning is not 
Price Sensitive, it is Perception Sensitive.   
If your service is perceived to be of high 
quality and you are well organized, and 
especially if you offer a Satisfaction 
Assurance — then your would-be clients  
will pay you a higher fee.

Review Your Introduction Interview 
folders.  We have long recommended  
that you have two folders prepared, one  
for you, and one for your prospect.  They 
contain the agenda, notes form, disclosures, 
schedules and agreements.  Maybe you can 
enhance them a bit. 

You’re a Planner, So Plan.  Review your 
Marketing Plan and your Target Market 
Analysis.  These need not be too large.   
In fact, some consultants have limited  
their length to one concise page and  
they try to review it often, to refocus on 
building the practice. 

Emphasize Ethics.  Do you have a  
personal Code of Ethics?  If not, use that  
of the IARFC.  Have one mounted on  
your office wall, and hand a signed copy  
to all clients. 

Erase Some Words.  Improve your  
verbal and written vocabulary.  Brand 
yourself as a Consultant — which implies 
high status and that you charge a 
professional fee.  The term “agent” is 
identified with life insurance agents who  
are perceived as high pressure.  The term 
“broker” is identified with those selling 
questionable shares of securities that will 
plummet to zero.  The term “planner” has 
been used by many who have recently 
made the news for operating Ponzi 
schemes or investment frauds.  Please  
note the use of the word “perceived.”  
Branding is all about perception.  

Enter New, Profitable Markets.  Don’t  
just consider them, do something; take 
positive action.  A profitable market is  
one which is close by, approachable and 
easy to serve.  One such market is the 
closely held business owner.  The IARFC 
Business Owner Consulting Workshop 
includes the PowerPoint presentations,  
Excel files, outlines, articles, agendas,  
letters — and a fully tested Business 
Planning Process.  Your investment of  
time will be greater than the tuition —  
but your return from just one new client  
can pay for all the items listed above.   

Finally — Stay Optimistic about the US.   
We have had, in the last 300 years,  
many challenges — military conflicts, a 
divisive civil war, market collapses,  
runaway inflation, depression, and  
terrible meddling in our society by agents  
of foreign interests.  But we have survived 
and prospered.  Where would most  
people in the entire world like to live,  
and where would they send their family  
for schooling?  Where are the inventions 
and franchises created?

We Shall Overcome.  Want to rejuvenate 
your faith in America?  Remember (as 
financial consultants, parents, children, 
consumers and Americans) that great 
victories do not come easily nor are they 
obtained swiftly.   

From the

Chairman’s Desk…

Resolutions
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What Steve Jobs’ Death 
Teaches Us All About  
Our Own Health Care

knows that it’s one of the deadliest and 
demands swift, aggressive treatment.  
When, nine months after diagnosis, Jobs 
finally abandoned alternative treatment and 
agreed to surgery, his cancer had spread to 
the liver, dramatically reducing his survival 
chances.

His intuition-based decision-making process 
and consistent rejection of conventional 
thinking is why Jobs’ extraordinary life and 
career will be studied for decades.  But 
sadly, perhaps a more universal lesson has 

nothing to do with 
Apple:  Health care 
decisions are 
different from 

others.  What matters 
when you find yourself 

seriously ill isn’t how 
smart, decisive, and 

accomplished you are in your 
chosen field.  What matters is 

being smart enough to know 
that your judgment is 
compromised by emotions 
—and finding clarity through 
expert help.

That’s not as obvious as it 
sounds.  Newly diagnosed patients 

start down a predictable and 
understandable path.  

Typically, they develop an insatiable appetite 
for what might be called Google Medical 
School.  They network with family, friends, 
support groups and philanthropies.   
They consult with medical specialists and 
undergo batteries of diagnostic tests.   
This eventually leads to information 
overload and contradictory advice — not a 
good framework for making decisions.  
Unfortunately, most patients respond to this 
unbearable uncertainty by grouping along 
one of four paths, none of them optimal.

The first group religiously follows the  
advice of a single physician selected on  
the basis of stature or charisma, shutting out 
other guidance. 

The second is countercultural, rejecting 
conventional medicine at a visceral level 
and embracing a wide array of alternative 
interventions, often unproven or untested. 

The third suffers from paralysis of analysis, 
in a futile search for certainty. 

And the fourth manages medical decisions 
like business decisions, trying to generate 
consensus but among experts 
unaccustomed to defending their 
recommendations and uncomfortable 
challenging others’.

There is a better way

In my experience supporting hundreds of 
patients through life-threatening health 
issues, I’ve found that it’s important for 
patients to acknowledge first that serious 
illness produces overwhelming stress that 
alters their ability to reason.  And second, 
that the medical world operates differently 
from other professions. “When you’re a 
hammer, everything looks like a nail” holds 
true for medical specialists, who tend to 
advocate for their specialties.

Five Lessons to Learn From Steve 

First, get an accurate and complete 
diagnosis.  This sounds elementary, but 

Steve Jobs lived ahead of his time.  
Tragically, that is also how he died.

It’s impossible to know for certain, but his 
early death may have been avoidable.  Jobs 
likely hastened it significantly by making 
medical choices with the same decision-
making style that created the world’s most 
valuable company and its transformative 
products:  he went against the grain and 
trusted no one’s instincts but his own.

I have been helping executives navigate the 
health care system for decades and 
commonly see this pattern in high achievers  
— accomplished CEOs, investors, 
entrepreneurs, physicians, professors, 
attorneys, research scientists. Unfortunately  
I often see the pattern do them harm.   
Jobs, eventually, saw that too, but it  
was too late.  Walter Isaacson’s recently 
published biography reports that Jobs 
regretted disregarding medical guidance  
to have surgery immediately 
after diagnosis, choosing 
instead diet, meditation, 
and other interventions 
at a “natural healing 
clinic” he  
found online.

Steve Jobs:  
The Man  
Was Fallible   

Jobs’ malignancy had 
been discovered 
serendipitously and early, 
which put him ahead of the 
curve in treatment options.  It was 
also a rare, relatively treatable variety 
of pancreatic cancer.  But anyone 
who seriously studies this 
particular disease 



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

What is Copytalk?
•  You talk.  We type.  

(A mobile documentation service.)

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

What do I use it for?
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•  Comprehensive notes retained 
exposure reduced.

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

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

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

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

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

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

No Contracts.

Seasonal Promotion:
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http://www.copytalk.com/IARFC
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bear in mind that interpreting biopsies and 
imaging studies can be subjective.  Experts 
make errors.  Advanced tests like molecular 
diagnostics that lead to personalized 
treatment for certain cancers are 
commonplace in major academic centers, 
but not necessarily in community practices.  
Ask for them.

Then find specialists with experience in your 
precise condition.  As biomedical knowledge 
expands, physicians focus more narrowly on 
mastering a small number of conditions and 
treatments.  It makes sense to find those 
who deeply understand your case.

After getting an accurate, complete 
diagnosis and identifying the best  
specialists, the third, unconventional step 
patients should strongly consider is a 
daunting but differentiating one:  
orchestrating coordinated care among 
multiple physicians, specialists, and related 
support, such as nutritionists and 
psychologists.  This orchestration is a 
specialty niche I happen to occupy, but  
not all patients have access to such 
advocacy services.  Here’s what they can  
do on their own.

Like finding a godparent or guardian for your 
child, the key is forethought.

Prepare to communicate.  A lot.  Gather  
all medical history pertinent to your  
case and organize it chronologically in a 
master file that’s easily updated and 
distributed.  Include a list of your 
medications, results of tests, and names  
and contact information of all doctors, 
facilities and family members involved.  
Keep an updated written narrative from  
your perspective of your medical journey 
thus far.  This helps specialists operate at 
the top of their game and ensures that 
everyone has the same precise information.  
Too much work? Consider the stakes.  

Assemble a team.  Realize that you’re 
recruiting a medical orchestra that you, or 
someone you trust, will direct.  When 
consulting with a new physician, explain this 
concept of an integrated team.  Get a 
commitment to be a team player.  Some 
doctors are unwilling, because our 
compliance-oriented and privacy-bound 
medical culture carries enormous 
implications in the event of a legal misstep.  
Some are simply uncomfortable with the 
concept.  If they back off, that’s a red flag.

Assign a care coordinator.  Orchestrating 
multiple treatment efforts requires a 
particular personality type and skill.  
Overbearing, didactic — or indecisive —  

traits lead down the four unproductive paths 
described earlier.  The coordinator must be 
neutral, not an advocate of any particular 
approach or aligned with any hospital, 
physician group, or health plan (which 
typically won’t pay for this service) in any 
way that would limit their ability to engage 
with anyone on your behalf. 

The coordinator needs to be sensitive to the 
fact that all advice carries bias.  She or he 
also needs to consult the medical literature 
to ensure that your treatment is informed by 
the latest research findings.  Generally, 
sympathetic general practitioners or 
accomplished nurse practitioners are good 
choices, provided they accept the scope of 
the assignment.  A family member can 
sometimes be a good alternative.

Stay the course.  Medicine is still practiced 
largely by physicians working independently, 
coordinating with others by consultation 
correspondence and reviewing charts.  Your 
care needs to follow a new model, and your 
caretakers need to be reminded that they’re 
part of a single, integrated, coordinated 
team.  They may occasionally need to be 
herded. To encourage this, see step one.

Why Use this Process?

This highly structured framework offers 
many benefits.  It ensures that all relevant 
information is collected and the most 
capable physicians are engaged in a 
well-informed decision-making environment.  
As biomedical research induces more 
specialization, and as reimbursement 
becomes more of an issue, the need for 
this coordinated approach will only increase.

We can learn a great deal from Steve Jobs’ 
life, but there may be more to learn from 
his death.  Business schools will parse the 
former.  My hope is that medical schools 
and clinicians, policymakers, and patients 
— will spend at least as much time learning 
from the latter.   

Leslie D. Michelson is the chairman and 
chief executive of Private Health 
Management.  He is a former special 
assistant to the general counsel of the U.S. 
Department of Health and Human Services 
and former chief executive of the Prostate 
Cancer Foundation.  This article appeared in 
Forbes Magazine on November 18, and the 
author provides excellent counsel — for your 
benefit and that of your clients.  Please 
consider passing this message on to all of 
your clients.

Contact:  310 248 4004  
www.privatehealth.com
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you want to get prospects on your list and 
qualify them, turn prospects into clients, and 
nurture and educate clients for more assets, 
loyalty, and referrals.  

Advisor webinars can be organized to map 
roughly to those three categories:

Prospecting Webinars — one-to-many web 
seminar designed to get new prospects into 
the sales funnel, often targets a market 
segment like the soon to retire or business 
owners.

Educational Webinars — one-to-many web 
seminar educating clients and prospects on 
a specific financial, investment, or planning 
issue.

Client Update Webinars — one-to-many 
web seminar updating clients on the recent 
market activity, economic outlook, and any 
changes to portfolios as a result.

The one-to-many webinar uses the same 
technology principles as a simple web 
meeting, but often times attendees hear the 
voice side of the presentation through an 
audio bridge or through their computer 
speakers.  Attendees can see slides or 
applications on your desktop and interact 
through text Questions and Answers or 
Polls.  

At first glance, getting started with webinars 
may seem complex or overwhelming.  But 
those advisors who have done in-person 
educational talks, marketing seminars, or 
client updates will also have the skills to 
successfully navigate this type of meeting as 
well.  As the majority of advisors have 

significant experience talking to clients and 
prospects by phone, a webinar is a logical 
next step to simply present to a group via 
the phone and web.

Five Success Secrets for Advisors to 
Harvest the Potential of Webinars: 

Here are 5 secrets of success that advisors 
can leverage to begin to take advantage of 
the power of webinars to save time, get 
closer to current clients, and add new clients 
and assets under management. 

1.  Sharpen Your Focus for more ROI —  
Just as you would have your desired 
“next step” from a seminar or sales 
meeting, be clear on what you hope to 
achieve with your webinars.  For 
example, a webinar which focuses on 
either prospecting or nurturing current 
clients will get better results for your top 
objective than one which tries to be all 
things to all audiences.  And with the 
webinars being cheaper and easier to 
deliver than an in-person event, you can 
do multiple events over time to 
accomplish multiple objectives.     

2.  Select the Right Technologies —  
When it comes to selecting a  
webinar technology, consider a  
good Conferencing Service Provider  
who will be able to offer a range of 
full-service and assisted webinars.  
Skimping on a technology to try to save 
a few dollars is not recommended as 
they can have limited features, little to 
no company support, or lack 
compatibility with your prospect or 
client’s computers. 

A veteran advisor wants to update his large 
client base on volatile markets and report 
that his or her investment strategy is still right 
on, but does not want to spend 200 hours 
in meetings or on the phone with each one. 

A new financial advisor has built a list of  
87 prospects and wants to convert them  
to clients. 

An independent advisor wants to introduce 
his financial planning offerings to his 
prospects and clients spread over 10 states 
and needs an effective way to reach ALL  
his contacts. 

In each of these cases, these progressive 
financial advisors successfully deployed 
webinars.  These one-to-many web seminars 
given live (and recorded) can be an effective 
way to cut through the informational 
overload, reach and educate busy prospects 
and clients, and save time and money on 
your marketing and communications.   

Today’s busy lifestyle and communications 
revolution means most prospects and 
clients simply won’t attend an in-person 
seminar.  And a recent study by Quantum 
Leap Marketing and Osterman Research 
revealed that webinars are 6 times cheaper 
to produce than in-person events. 

So, what are some of the best ways to 
leverage webinars?    

The Basics of Client and Prospect 
Webinars

Webinars can be used in all stages of the 
advisory process.  In the marketing funnel, 

Secrets to  
Success with Client  
and Marketing Webinars



3.  Email Invitation is King – Even in  
this social media age, an email  
invitation drives over 80% of webinar 
attendees.  Email for marketing and 
communications is effective, intimate, 
cheap, and fast, so take advantage of 
this powerful medium.

4.   Pilot Your First Webinars to Prove  
Your ROI — Consider running small 
group webinars initially to get 
comfortable with the technology so  
you are taking advantage of its 
capabilities and don’t make basic 
webinar mistakes.  For example, one 
advisor tried his first webinar with a 
small group of prospects, and netted  
20 attendees and 4 clients.  Remember, 
you can always scale to LARGE  
events later. 

5.  Webinar Recordings — No longer is the 
excuse of “I’m busy” or “My partner/
spouse is unavailable” a legitimate one.  

Bob Hanson

If your prospect can’t spend 30 to 60 
minutes at their convenience watching 
an On Demand recording, they probably 
are not qualified to be a client.  No need 
to run multiple sessions with webinars 
due to the ability to record them once 
and market them many times.

The bottom-line is that prospects, clients, 
and advisors can all benefit from the value 
proposition of advisor webinars, so find your 
own way of leveraging them in your practice 
and start experiencing their benefits.   

Financial Planning Process™ course

Take the Next Step!
Acquire the skills and tools for a more profitable financial 
planning practice, developed by veteran financial planners, 
business consultants and practice management experts.

Self-study, or  
in the classroom

©2012 Financial Planning Process™ course developed by the IARFC  
www.IARFC.org

Effective training to help 
streamline your practice.  

Course Components

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

Call today  
for details:

800 532 9060

Bob Hanson of QLM and ConferencePlus are offering a complimentary webinar to all 
IARFC members on Wednesday January 25 at Noon CST, covering recommendations  
on webinar planning and execution.  To register for this live event, please go to  
www.IARFCwebinar.com. After registering you will receive a confirmation email with all 
pertinent event details and how to access the event. You can also contact:

Lori Teruel  ▪  888 301 0490  ▪  lteruel@conferenceplus.com, or 
Bob Hanson  ▪  267 323 2619  ▪  bhanson@marketingplanfinancialadvisor.com



Annuity Sales  
Secrets Revealed

www.InsuranceProShop.com

Are you wondering how the Top 1% 
of Annuity Producers are still able 
to consistently earn $50,000 or 
more of annuity commissions 
every month using annuity 
seminars, when everyone else is 
saying that annuity seminars are 
being overdone? (Even with all the 
Bad Publicity and the Current 
Economy) What is it that they know 
that you don’t? 

Get My Secrets NOW!

FREE E-book…  

‘10 Deadly Mistakes’ That 
Keep You From Collecting 
‘One Million Dollars’ Of 

Annuity Premiums  
Every Month!

Call Today… 877-297-4608

1. ‘Fill’ your seminars every  
month w/30 to 50 qualified 
senior leads!

2. Create immediate trust and 
confidence with your 
audience!

3. Set appointments with ‘9 out 
of 10’ of your attendees!

4. Collect $1,000,000 of annuity 
premiums each month!

Would you like to know their 
secrets and learn how to:

“Do this every day,” Lee went on.  “After 
you’ve convinced yourself of the value of 
this system, have your sales reps try it.  
Then send me your check for whatever 
you think the idea is worth.”

In a few weeks, Mr. Schwab sent Ivy Lee a 
check for $25,000 with a letter saying the 
lesson was the most profitable, from a 
money standpoint, that he had ever 
learned in his life.  It helped turn a then 
little known steel company into the biggest, 
independent producer in the world.  In 
sales, you’re an independent producer, too.  
By following this simple, but enormously 
effective “$25,000 idea,” you will 
guarantee the success of each day.  Plan 
productive days.   

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

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

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

A successful life, or a successful sales year, 
is nothing more than a collection of 
successful days.

We want to remind you of the simple 
planning idea for which a man was paid 
$25,000.  This idea helped build one of 
the country’s largest industries and has 
since been used profitably by hundreds of 
top-flight salespeople.

This story goes back to the time when 
Charles Schwab was President of the 
Bethlehem Steel Company.  He granted an 
interview to an efficiency expert named Ivy 
Lee.  Lee was telling him how his firm 
could help him do a better job of managing 
the company when Mr. Schwab broke in to 
say that he wasn’t managing as well as he 
knew how to.  “We know what to do.  If 
you can show us a better way of getting it 
done, I’ll listen — and pay you anything 
within reason you ask,” Mr. Schwab said.

Lee then told Schwab to take a piece of 
paper, and he’d show him how to increase 
his productivity by 50 percent.  Schwab 
looked as though he didn’t believe him, 
but he did as requested.

Lee said, “Now write on that paper the six 
most important things you should get 
done tomorrow.”  This took a couple of 
minutes.  “Now number them in the order 
of their importance.”  When this had been 
done, Lee said, “Now put that piece of 
paper in your pocket.  The first thing 
tomorrow morning, take it out and look at 
Number One.  Don’t look at the others, 
just Number One, and start working on it, 
and stay with it until it’s completed.  Then 
start on item Number Two.  Don’t let 
anything get you off the track, and handle 
it the same way.  Then Number Three, and 
so on until you have to quit for the day.  
Don’t worry if you’ve only finished one or 
two.  You’ll be working on the most 
important ones; the others can wait.  If you 
can’t finish them all by this method, you 
couldn’t have finished them with any other.

Plan Productive Days
“High-potential selling activities must always be 

concretely planned the day before.  This is how you make 
certain you wake up employed.  Make this a habit and 

you’ll find there will be few ‘unassigned moments’  
during your peak selling time.”  Robert Shook  
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Dr. William L. Moore, Sr., CLU, ChFC, RFC®
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The ethical/moral dilemma — because the 
federal and most state governments are 
broke, is it unethical, immoral, or flat out 
wrong to give proper Medicaid planning 
advice to clients so they can preserve their 
assets for other family members and receive 
financial assistance from the government? 

In short, not only is it not unethical, immoral, 
or wrong, an attorney is mandated by his/
her ethical code to provide the best 
Medicaid planning advice to clients no 
matter how it affects the society at large. 

Do financial planners or insurance agents 
have a different duty?  I don’t think so. The 
duty of any advisor is to do what’s in the 
client’s best interest, and any personal 
biases about the advice given needs to be 
left at home.

While Medicaid planning is offensive to 
some or even many advisors, those feelings 
are not relevant if such feelings prevent the 
client from receiving the best advice.  If 
advisors want to tell clients their personal 
feelings while still telling them how to 
properly shift assets to qualify for Medicaid 
planning, I’m okay with that.  The client then 
can make an informed decision.  It’s the 

I’ve written a few articles over the years that 
have elicited some pretty nasty hate mail.  
The article that created the most hate mail 
was: “Medicaid Planning Using Annuities is 
Viable Again!”

Why hate mail?  Because the article essentially 
told readers how to preserve a client’s assets 
for family members while at the same time 
getting the government to pay for their 
nursing home expenses. 

To many, you’d think I was literally evil  
for suggesting that advisors use the law  
to their client’s advantage.  The typical 
comment read like the following: “How can 
you live with yourself?  Telling clients how to 
retitle their assets so they can get the 
government to pay is immoral and bad for 
the society at large.”

It was the “bad for the society-at-large” 
comment that really bothered me.   

I will admit that when you help clients with 
Medicaid planning you save them money and 
cost the U.S. government and the state 
money.  In other words, you are using 
taxpayer dollars instead of the client’s own 
money to pay for their care. 

advisor who intentionally withholds the best 
advice from clients that is unacceptable 
and, ultimately, can get the advisor sued if 
their clients or their heirs find out.

For those who don’t like the laws of this 
land (like many who seem to take offense 
at proper Medicaid planning), take action to 
elect officials who will change the law.  But 
don’t punish your clients by not using the 
laws of this land to their advantage.

Summary — my bottom line with this article 
is that, if you are giving advice to seniors age 
60 or older, you MUST learn Medicaid 
planning in order to give them the best 
advice.  Don’t despise this topic; embrace it.  
If you don’t know Medicaid planning and you 
are selling life insurance, annuities, stocks, 
mutual funds, or bonds to senior clients, 
your advice could be putting their assets at 
risk to Medicaid spenddown (something that 
is not in your client’s best interest).  

If you want to learn this subject matter 
inside and out, you might consider getting a 
copy of The Medicaid Planning Guidebook. 
It is the most comprehensive book ever 
written on this subject matter, and RFC 
advisors can get a special member discount 
on the book.  It retails for $299 and RFC 
members can receive a $100 discount on 
the book.  If you are interested, please 
contact me, roccy@thewpi.org.   

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

Are You Giving Advice  
that is Best for Your Clients  
or the Society at Large?

by Roccy DeFrancesco



Many persons have read a bit about estate 
taxes — or are frightened that they might be 
the object of a lawsuit and the policy might 
be challenged by the IRS for estate taxes or 
by an aggressive plaintiff attorney attempting 
to seize the cash values.  So they simply 
designate their spouse as the owner.  Yes, 
that might work but it is not a good solution.  
What about divorce?  What if the spouse 
unexpectedly dies first?  Who owns the 
policy then?  Who pays the premiums?  If 
the estate administration is delayed, the 
policy could lapse for non-payment of 
premium, and then there is no coverage!

How about a trust as owner?  Well, that 
requires a trust agreement — and regardless 
of the qualifications of a corporate trustee 
such as a bank, the policy will be 
administered largely based on the language 
within the trust agreement.

You may think that having a life insurance 
policy owned by a trustee assures that it is 
now removed from the estate.  Possibly!  
Many trusts have “defective grantor 
provisions” and if not handled properly — 
the entire issue becomes a mess — with  
the IRS wishing to tax the trust and the  
life insurance.

Most trusts are drawn within the country 
of the insured.  That means the assets (life 
insurance cash values and death benefits) 
are subject to attachment — by a tax 
authority or even by a civil litigant.

Sorry to say it, but sometimes that litigant is 
a child or former spouse.  Dysfunctional 
family relationships often produce lawsuits 
— and lawyers have a standard practice, 
“Sue everyone for everything and do so 
every time you can.”

Trusts aren’t always perfect.  Despite the 
intention of the drafting attorney to produce 
an unchallengeable document, there is 
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Almost everyone owns some life insurance.  
Nearly all employed persons have group 
insurance and most prudent persons with 
family or business responsibilities have 
personal life coverage:  whole life, term 
coverage or combination policies.

Unfortunately, the life insurance issue isn’t 
resolved by simply owning a policy.  There 
are a series of steps that must be considered.

Who is the beneficiary?  Unbelievably,  
a lot of coverage is payable to the wrong 
party — a deceased parent, a divorced 
spouse, a seriously disabled child — or  
even a former business partner.  So the  
first issue to be addressed is whether or  
not the correct party has been properly 
named as beneficiary. 

Contingent beneficiary.  The person 
named to receive benefits might not be 
living now or, could have been disqualified 
(such as divorce) or not qualified by virtue 
of health changes.  There needs to be a 
second level of beneficiary designation.

Since there is always the possibility that the 
beneficiary may be in a common accident, 
or dies shortly before the insured, a 30 day 
wait clause should be considered.  (Payable 
to my wife, Margaret, if she survives me by 
30 days.)

A policy should also have a second 
beneficiary or beneficiaries. (Payable to my 
wife, Margaret, if living 30 days following my 
death, otherwise payable in equal shares to 
my children, Tom, Dick and Harry).

Who owns the policy?  That person is 
normally the insured.  A person buys a 
policy on their own life, names a beneficiary, 
pays the premium (or has it paid by a 
generous employer) and then puts the 
policy away — in the mistaken feeling that 
all has been settled.  But families change.

Insure Your 
Insurance

always new legislation, regulations and court 
decisions.  What worked perfectly at the 
time of execution may no longer be the 
most desirable.

Some trusts are revocable (and changeable) 
but others are irrevocable.  Most persons 
believe that an irrevocable trust cannot be 
altered.  Not so!  Administrative changes  
that do not alter the beneficial intent of  
the grantor can be made by a properly 
empowered Trust Protector.  The Protector 
must have been initially provided for in the 
Trust Agreement — and be the right party.   
It should not be one of the beneficiaries of 
the trust — which would destroy the 
objectivity of the Trust Protector.

Trust situs (location) can become 
ineffective.  Suppose Dr. Smith creates  
an Irrevocable Trust for his family and places 
a large policy in the trust.  Unfortunately  
Dr. Smith is sued by a patient whose 
aggressive attorney attempts to attach  
every asset connected with Dr. Smith.   
Such attachment might or might not be 
granted by a friendly judge, pending the 
outcome of the malpractice lawsuit  
which might take five years to go through 
trial and appeal.  Meanwhile Dr. Smith  
has no absolute assurance that his family 
would receive the death benefits if he died 
or the cash values he assumed would also 
be support for the family.

Trust Protector to the rescue.  Suppose 
that the trust agreement named Dr. Smith’s 
brother as Trust Protector.  As soon as he 
realized there might be a claim filed, Dr. 
Smith’s brother changes the trustee from 
the local bank to that of an independent 
trustee located on a Caribbean island.

It would be difficult if not impossible for a 
plaintiff attorney to locate that trustee.  
Furthermore, that Caribbean country would 
probably not accept a “Charging Order” 
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elected one for 30 or more years at a very 
negligible increase in initial premium.

The need for insurance review.  This 
article only begins to touch on all the 
different aspects of life insurance payment 
issues.  It is constantly changing — and the 
only solution is the services of a qualified 
financial consultant who is in possession of 
all the family, business and financial affairs 
of the interested parties, working in concert 
with an estate planning specialist attorney.

Increases in longevity have caused term 
coverage to decline and new policy provisions 
have been added, such as accelerated 
payments and critical illness coverage.  What 
was once quite adequate may no longer be 
appropriate or cost-effective.

But the issues are clear — just buying a life 
insurance policy is not enough — consumers 
need professional financial advice and often 
legal consultation to assure that the benefits 
actually go where they are intended without 
interruption or risk.   

IARFC Members:  Send this article to all 
your clients, perhaps with a response card, 
and to local media — with you as the 
author.  Perhaps insert a reference to your 
local city, county or state.  Visit the IARFC 
website for a copy of this article at:   
http://www.iarfc.org/consumer_articles.asp 
or email wendy@IARFC.org.

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

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

from a U.S. court attempting to attach and 
acquire the cash values or the death benefit.

Trust Financial Advisor.  Several years later 
Dr. Smith dies in an auto accident and a 
large amount is payable from the life 
insurance policy.  The new Caribbean 
trustee is located thousands of miles away 
and may not be knowledgeable about the 
U.S. investment market, which the family 
wishes to have.

So the trustee uses the services of the  
Trust Financial Advisor (TFA) named in  
the agreement.  This person can provide 
advice — or also deliver complete asset 
management services and insurance  
needs of the next generation.  In fact, the 
TFA was the U.S. based financial consultant 
who originally helped Dr. Smith set up his 
estate and asset protection plan.

Inflation Protection.  What starts out as 
effective coverage may not remain 
adequate. Green’s career started well, and 
he was covered by $200,000 group term 
life insurance.  Even before having children 
he decided to buy a one million dollar 
personal policy.  That seemed to be enough.  
The policy was a $200,000 whole life 
contract with an inexpensive $800,000 
20-year decreasing term rider. 

Ten years later Mr. Green’s situation has 
changed.  His group life has reached  
the ceiling offered by his employer — 
$250,000.  He still has the personal  
policy of $200,000.  The term rider has 
declined from $800,000 to $400,000.  
Meanwhile he and his wife have bought a 
large house with a $300,000 mortgage and 
he has borrowed $200,000 at the bank to 
buy some company stock.  Total debt 
$500,000.  Net life insurance is no longer 
$1,200,000; it is now $850,000.  The 
estate will now receive only:  $350,000.  
Not enough to protect a widow and two 
children plus their education.

Lack of coverage availability.  Green hears 
an ad on talk radio for cheap term coverage.  
But his elevated blood pressure and high 
sugar indicate he is not insurable, except at 
a very high premium.  Despite his financial 
progress during the past ten years, he is 
now woefully under-insured.  

What could he have done to avoid this 
collapse of protection?  First, he could have 
added an extra $1,000,000 of very low  
cost convertible term — as inflation 
protection.  It could have been gradually 
converted to whole life as his income 
increased.  Second, rather than having a  
20 year declining rider he should have 
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Profile Interview

How did you first enter financial services?

In the 1980s, I witnessed both sets of my 
grandparents struggle in retirement because 
they did not plan well.  I knew then that I 
wanted to be able to help others avoid 
those preventable mistakes.  

What was your educational background? 

I gained my greatest knowledge from the 
school of hard knocks.  I attribute personal 
experiences as well as my love of people and 
motivational books as my greatest teachers 
and sources of inspiration.  I started down the 
road of entrepreneurship as a teenager and 
haven’t stopped since.  I have attended many 
financial and estate planning courses and 
classes over the years and, of course have an 
insurance and securities license today.

What were your early job duties?

My first real sales experience was selling 
Kirby vacuums door to door.  Later, in my 
early 20s, I convinced my mother to invest 
her life savings in a Speedy Printing 
franchise business with me.  She put in the 
money, and I ran the business for just over 
two years before we sold it for a profit.  
Then, I entered the world of sales and 
marketing full-time.  I became an emcee for 
training events featuring the nation’s 
motivational “heavyweights” such as Zig 
Ziglar, Tommy Hopkins, Brian Tracey and 
more.  Sharing the stage with people of 
their caliber motivated me to want to be just 
like them, and I eventually wrote a seven-
week sales training course that I would give 
to classes of 25 to 30 people.  

In my 30s, I relocated my family to 
Nashville, Tennessee, and that is where I 
first entered the insurance and financial 
services industry.  I started in health 
insurance and was named the country’s top 
health insurance agent of the month more 
than half the months I worked for the 
provider.  From there, I took a natural leap 
into life insurance, fixed annuities and the 
many benefits living trusts could offer my 
clients.  I worked pre-set appointments, 
direct mail lead cards and eventually began 
conducting workshops in the mid-1990s.
 
Were you successful at first?

No, not very successful at all with pre-set 
appointments.  I found that half of my 

appointments were either no-shows, no 
money, not interested or one-legged 
appointments.  Needless to say, I needed a 
better way to prospect so I went to direct 
mail lead cards and did well for a couple of 
years, but when I conducted my first seminar 
I wrote more than $1 million in new business 
and was on my way to real success. 

What or who influenced you the most?

The greatest authors and motivational 
speakers are the figures who have 
influenced me the most.  Books such as 
Napoleon Hill’s “Think and Grow Rich” and 
W. Clement Stone’s “Success Through A 
Positive Mental Attitude” and Og Mandino’s 

Matthew J. Rettick

Finding a Path to  
Financial Freedom
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“The Greatest Salesman in the World” are 
just a few of my favorites. 

What were your major obstacles?

I was on my own at a very young age, and 
had to learn life’s lessons the hard way on 
many occasions.  I didn’t have any financial 
support from either parent as a young man, 
and I used this as the motivation to better 
my own life and eventually, the lives of my 
own family members. 

Tell us about your professional service:

My business has evolved quite a bit since 
first opening the doors to my personal 
practice, Cornerstone Retirement Group, in 
the mid-90s.  I was featured on the cover of 
Senior Market Advisor magazine as “The 
Man with the Plan,” and that propelled me 
to open the doors to Covenant Reliance 
Producers, or CRP, in 2002.  In 2009, I 
partnered with Dean Zayed of Brookstone 
Capital Management and J.R. Thacker of 
Center Street Securities to form Producers 
Equity Group, or PEG, a financial holding 
company to educate and train independent 
financial advisors on how to provide the 
universe of financial products and best serve 
their clientele.  And in my spare time, I work 
to bring financial truth and balanced advice 
to the nation each week through an Internet 
television program called Checks and 
Balances TV.  I wanted consumers to have 
access to all the information they need to 
financially succeed, not just one side to a 
financial story, so I created CBTV and 
launched the show in 2010 to help inspire 
people nationwide to get energized about 
their finances and find their own path to 
financial freedom and retirement success. 

How do you market now to acquire  
new clients?

While I still maintain my clients from my 
personal practice, I handed the Cornerstone 
brand over to my son Jeremy to run and 
grow, to which he’s done an exceptional 
job!  These days, rather than educating  
my community through workshops, I  
work to educate the nation on what the  
week’s financial headlines mean to them 
and their pocketbooks. 

What are your major frustrations?

First, I like to refer to “frustrations” as 
“challenges” because every challenge can 
be overcome.  Initially, when I began my 
personal practice, the challenges were 
mostly related to growing pains; moving 
from a home-based business to an office, 
hiring my first employees and training them, 

needing to constantly find qualified 
prospects; maintaining a balance between 
work and life; learning new and better ways 
to operate the business, and I could go on.  
I eventually got these “challenges” down to 
a science and have since been able to help 
many other advisors conquer similar issues.  
Today, the greatest challenges I see facing 
our industry involve the ongoing onslaught 
of regulatory changes.  You can no longer 
be an insurance-only licensed advisor and 
survive in this environment.  You really need 
to have your insurance and securities 
licenses to be successful.  Those advisors 
who don’t change their business model will 
end up being left behind.  

Tell us about your business  
continuation plan?

My son Jeremy will continue to run my 
personal practice while I continue to focus 
on CRP, PEG and CBTV.  I’m passionate 
about the financial services industry and 
have made it my personal mission to 
ensure that boomers and retirees have  
all the information and resources available 
to make smart financial decisions and 
succeed in retirement.  I will continue to 
create awareness about these topics either 
through training and educating advisors on 
how to best serve their aging clients or 
through the topics covered on Checks and 
Balances TV.  I’m not going anywhere for a 
very long time. 

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

The network of advisors is, in my opinion,  
one of the greatest assets of the IARFC.   
The IARFC continues to attract ethical and 
responsible advisors that believe in doing 
business the right way.  Not only have the 
members and the organization been great 
resources for me throughout my career, but I 
have also always been very proud to promote 
my affiliation with the organization in all I do. 

What do you see for the Association in 
the future?  

I think the IARFC will continue to grow and 
teach advisors how to grow their businesses 
in the current economic environment.  
Advisors must continue to be resourceful, 
compliant and on top of the marketplace.  
The IARFC will continue to lead the way in 
giving advisors these valuable resources.  

What should financial advisors be doing 
in this economy?

Advisors must become properly licensed.  
That’s where it all starts.  These licenses will 
give them the education required to 
understand how they can best serve their 
clients and teach them about the availability 
of products to help their clients meet their 
goals.  They also enable advisors to achieve 
the longevity needed to continue to serve the 
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same clients from the accumulation phases, 
to preservation all the way through the 
distribution of assets while living and at death.  
There really is no other way to become a 
“true advisor” than to have insurance, 
securities and investment advisor licenses.   

What will be the impact of technology on 
financial advisors?

Advisors need to embrace technology in 
order to stay on top because it’s not going 
away.  A 21st Century Advisor has to have 
an understanding on how the Internet, 
including a web presence, social media and 
Search Engine Optimization plug into their 
business to extend their reach.  For 
example, advisors need to have a plan to 
get “found” on the web through localized 
keyword searches.  This is going to become 
increasingly important as we continue 
through the technology era. 

What do you advise an RFC to 
concentrate on?

Keep following the teachings of the IARFC 
— continue to educate yourself, know and 
embrace regulatory changes, keep your 
licenses current, utilize all forums available 
to continue to communicate with your 
clients and prospects and keep tapping into 
the resources offered by the IARFC. 

Tell us about your interest in Asia or any 
particular region or country?

I’m focusing on the U.S. now, but CBTV 
does have a global audience, and many  
of its lessons do appeal to anyone, 
anywhere who is quickly approaching or 
already in retirement.  

What’s looming on the horizon for  
our profession?

I see more economic difficulties ahead for 
our nation, or at least a continuation of 
economic challenges that will likely last for a 
while.  This makes the need for safer 
financial products even more important, and 
financial professionals who understand how 
these types of products work and the 
benefits that can make a positive impact on 
the lives of others. 

What do you wish you had done, early in 
your career?

I would have learned more from those who 
walked before me.  I “reinvented” a lot of 
things throughout my career, and I think 
there is an absolute benefit to learning from 
others and adapting their past successes to 
work for you now and in the future.   

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

When I was in personal practice, I was on 
Nashville’s CBS affiliate regularly for nearly a 
decade.  In addition to industry media 
appearances and contributing articles, I also 
wrote a book with the late Jack LaLanne 
titled “Fiscal Fitness:  8 Steps to Wealth and 
Health from America’s Leaders in Fitness 
and Finance.”  We appeared in the media 
together, such as on The Today Show and 
Fox News, and worked together to create 
awareness about achieving health and 
wealth for the golden years. 

What inspired you to create Checks and 
Balances TV?

I have spent the greater part of my adult life 
educating others, and one thing that has 
always gotten me a little upset is when 
misinformation is taught.  I wanted to 
continue teaching consumers and advisors 
about personal finance and thought that 
giving them a platform for unbiased 
information and balanced advice seemed 
like my perfect calling.  

Why did you think that “now” was the 
right time for CBTV?

The turbulence of the American economy 
combined with the fact that more than  
$2 trillion was lost from retirement  
accounts in 2008 was really all the 
motivation I needed.  These people were 
banking on retirement and now have  
had to change their plans on the fly, and 
they need answers right now!  I’m here to 
help them make important financial 
decisions that will impact and hopefully 
improve, the rest of their lives.

What’s next for CBTV?

The site and show have been such a  
great success and received so well that 
we’re considering expanding even  
further.  We already have made financial 
checklists and free reports available for 
viewers online and are in the process  
of creating additional products to aid  
them in their own financial and retirement 
planning.  We’ve also started conversations 
with some major TV outlets, and some 
exciting things may be on the horizon  
there as well.  Be sure to visit us at 
ChecksandBalances.TV and sign up for our 
newsletter if you want to stay updated on 
our latest and greatest happenings!   

Contact:  615 340 0801
mrettick@crproducers.com
www.checksandbalances.tv

COACHES
O
R
N
E
R

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

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

Wilma Anderson, RFC®

Long Term Care & Critical Illness
www.CriticalIllnessCoach.com
WilmaAnderson@q.com.com

720 344 0312

Max Bolka
Comprehensive Business Consulting

www.MaxBolka.com
Max@MaxBolka.com

800 472 3288

Forrest Wallace Cato, RFMA, RFC®

Media Advocate & Publicist
www.CatoMakesYouFamous.com

ForrestCato01@BellSouth.net
770 516 9395

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
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“What’s your strategy for getting that 
expertise?” I asked.
“That’s why I called you.”

“Okay, with our help then, when do you 
think you could expect to develop the 
expertise you’ll need to close big cases?”
“Months, maybe years,” he answered.

“Can you afford to go years without 
approaching big clients?”
“No, but I can’t afford to go on blowing my 
chances.  You only get one chance with 
these prospects.”

“You spent your first couple of years ignoring 
large prospects because you weren’t ready,” 
I said.  “In that time, some of those 
prospects were picked up as clients by other 
advisors.  Prospects that are on your radar 
screen today might not be there tomorrow. 
You have a window of opportunity with 
some of these prospects, but you don’t 
know how large that window is.”

“So it’s a catch-22,” Stan said, “What do you 
recommend?”
“I recommend you get the expertise to go 
on those big cases.”

“But when would I be ready?” 
“Today, if you’re willing.”
“Willing to do what?”
“Play the Infinite Game.”
He looked perplexed.

“Most advisors play the Finite Game,” I said, 
“they work by themselves, serving their 
clients as solitary advisors.”

Stan said he didn’t like the idea of working 
with other advisors and sharing commissions.  
Since he had the connections, he felt the 
prospects were his alone.
“You’ve just expressed the mindset of the 
Finite Game player.  People who play the 

Special thanks to our client, Eric J. Miller, for 
providing the inspiring story included in this 
case study.

When we first met Stan Summers he  
had just blown two significant business 
cases and was concerned about making  
the same mistake with his other high-net 
worth prospects.  

Stan had been an advisor for three years.  
Prior to that he had been a consultant  
at a large firm.  Though successful as a 
consultant, he was attracted to the idea of 
being his own boss and setting his own 
income ceiling.  Furthermore, he knew he 
could bring an enviable asset to his advisory 
business — a large network of business 
contacts.  After two years, with dedicated 
study and hard work, he had managed to 
grow a sizeable clientele.  But he knew  
that he’d only scratched the surface of  
his potential.  He had always known  
that through his network he could access 
some extremely affluent individuals, but  
had decided not to approach them until  
he felt he was ready.  A year ago, he felt the 
time had come.

He arranged an appointment with the owner 
of a large import company, a prospect worth 
over $30 million.  He progressed through a 
series of appointments and eventually put 
together an insurance package for $5 million, 
but then the case started to unravel.  The 
client raised objections Stan couldn’t 
respond to and the deal fizzled out.  He 
found the loss devastating, but soon opened 
another large case, only to find that fall 
through as well.

When we sat down, I asked Stan why he 
thought he’d lost the big cases.  He 
admitted he’d felt a little out of his depth, 
didn’t know how to respond to the 
objections, and lacked expertise. 

Finite Game think that the opportunity with 
certain markets or prospects is limited, and 
that their best strategy is to ensure they get 
the ‘whole pie’.  However, the reality is far 
different — the limits advisors perceive are 
often based on their own limitations, not the 
limitations of the market or the client.  To 
get beyond your limitations, you need to 
play the Infinite Game — you need to 
expand what you bring to your clients by 
working with others.”

“Let me give you the example from a client 
of mine, Eric J. Miller of the Miller Consulting 
Group.  Eric is a large-case expert based out 
of New York.  Another agent, Henry, had 
come to Eric for help on a case he was 
having trouble with.  Henry had sold a 
$3-million insurance policy with a $33,000 
premium to Victor Winters, a wealthy 
entrepreneur.  Henry had called Eric for help 
on the case when the second premium was 
due, saying that Victor was ‘choking on the 
premium.’  Henry had drafted a proposal to 
rewrite the insurance for a premium of 
$18,000, almost half the original cost, 
thinking that that would save the deal.  

When Eric and Henry went to see Victor, 
Henry opened the meeting by referring to 
Victor’s feeling the pain of the premium 
costs.  Victor hotly denied that and clarified 
that he didn’t feel he was getting value for 
his money.  Eric felt that Henry was about to 
bungle the whole deal and waded in.  Eric 
began to talk about the value of the 
coverage and said he had a policy that 
represented tremendous value with a 
premium of $60,000.  By now Henry had 
the wherewithal to keep quiet and let Eric 
run the meeting.  Victor’s estate was worth 
$15 million, and growing.  The potential tax 
liability was in the $6-million range.  Eric 
relayed the benefits of having the insurance 
company pay the tax, rather than selling 
assets to do so.  Eric stated that the original 

Playing the Infinite Game
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for them to team with advisors who have 
valuable networks.  

Even though pooling resources means 
sharing commissions, each advisor benefits, 
because it’s better to have a smaller piece 
of a larger pie than a larger piece of a 
smaller pie — or, as is more often the case, 
no piece at all. And it’s infinitely better for 
your client if you bring in the needed 
expertise, otherwise you risk leaving your 
client exposed to the risks you were 
intending to minimize.  Most advisors have 
heard the advice about sharing the pie, but 
few heed it. Perhaps the largest barrier to 
adopting the practice of playing the Infinite 
Game, as Stan learned, is the perception of 
the size of the pie.  For many advisors, their 
perceived limitations of a case are based on 
their own feelings, and not on reality. As 
Eric’s story above has shown, the limits of 
the Victor deal far exceeded what Henry had 
ever entertained.  And as Stan learned, the 
best way to push through your own limits is 
to start playing the Infinite Game.   

Norm Trainor, NQA, CLU, RFC® is the 
President and CEO of The Covenant Group, 
referred by many as “The Business Builder.”  
His team has amassed and diagnosed 
research on top performing professionals, 
distilling that research into The 8 Best 
Practices & Business Builder concepts.  The 
Covenant Group (TCG) is in the business of 
performance.  TCG educates and coaches 
entrepreneurs, providing them with the 
necessary business tools to enhance their 
performance and achieve new levels of 
profit and productivity. 
 
Norm is an international speaker; the author 
of the best-selling books, The 8 Best 
Practices of High-Performing Salespeople & 
The Entrepreneurial Journey; and has written 
articles for various leading publications in 
North America and internationally.
 
Contact:  877 903 3878
tcg@covenantgroup.com
www.covenantgroup.com

premium wasn’t too high — it was too low.  
Victor agreed.  By the time the appointment 
was through Eric was proposing a solution 
with a $100,000 premium.”

Prior to the appointment, Henry had laid out 
his strategy to walk away with an $18,000 
premium.  We can clearly see that Eric 
moved the case from $18,000 to $100,000, 
but more importantly, Eric solved Victor’s tax 
liability problem.  Henry’s strategy to lower 
the premium because of a perceived 
objection was a disservice to the client.  
Henry was out of his element here.  Eric 
brought the necessary experience and 
expertise and was able to provide the advice 
Victor needed.

“It’s interesting to note that Henry’s 
perception of the size of the pie stemmed 
not at all from the reality of the client’s  
need but from his own personal feeling  
that a $33,000 premium was too much.   
It’s very difficult for inexperienced advisors 
to separate their emotions from a  
large case.  They’re not used to dealing  
with large, complex client needs and  
let their own personal biases get in the  
way of serving the client.  An experienced 
expert like Eric brings the necessary 
objectivity and cool-headedness to the 
table.  Eric knows to ask the questions that 
an inexperienced advisor is too frightened  
to ask. In the end, the case with Victor 
eventually grew well beyond the 
$100,000-premium mark, and Henry  
shared half the case.  That’s the value of 
playing the Infinite Game.”

Stan was blown away by the story.  I could 
see his mind shift from a Finite-Game to an 
Infinite-Game mentality.  I suggested Stan 
put together a plan for how he would 
approach his business from this point 
forward.  A week later we reviewed Stan’s 
plan in which he mapped out a strategy for 
approaching his big-case prospects, but this 
time jointly with a business-case expert from 
his firm.  At the time of writing, Stan and his 
partner have already closed one significant 
case, and are working on others.

Lessons Learned

Stan learned that his best strategy for 
tackling his high-net worth prospects was to 
play the Infinite Game — to team up with 
other professionals.  He learned that in the 
big-case market it’s difficult for one advisor 
to have all the necessary ingredients for 
serving the client.  While he had access to 
big prospects through his network, he 
lacked expertise.  And it works the other 
way around.  There are many advisors with 
expertise who lack access, so it’s essential 

Norm Trainor, NQA, CLU, RFC®
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Start helping your clients, friends and family 
to “Live Debt Free and Truly Wealthy.”
 
Isn’t it our responsibility, as Registered 
Financial Consultants, to help families to 
spend, save, invest, insure and plan wisely 
for the future, to achieve financial 
independence?  Then shouldn’t we be 
setting a good example, along with helping 
them to… Eliminate Consumer Debt.

What’s the first thing you should do to put 
your family and yourself on the road to 
financial freedom?  (Or, help put your 
clients on the road to financial freedom)  
I hope you said eliminate consumer debt.  
Because it is one of the biggest problems 
we all face today.  

Would you like to escape the chains of 
debt?

Don’t you wish credit cards contained a 
warning from the Attorney General, the 
same as other products considered 
dangerous to your health!  

Warning:  Credit card use could potentially 
destroy your good credit rating, devastate 
you financially, wreck your marriage and 
adversely affect your relationship with 
relatives, friends and associates.

Sometimes we can end up in debt through 
factors that are not within our control.  
Divorce, death of a spouse, medical 
problems, or a reduction of income can 
each lead to financial hardship.  Other-times 
it’s due to a lack of self-control.  We want 
what we want and we want it 
right now.  Whatever the cause, 
consumer debt, in most 
cases, is keeping us from 
achieving the secure 
financial future we want for 
our family and ourselves. 

Consider the following  
sobering statistics:

•	 	Average	credit	card	debt	per	household	
with credit card debt:  $14,743.

Eliminate Consumer Debt

•	 	609.8	million	credit	cards	held	by	U.S.	
consumers.  Source: “The Survey of Consumer 
Payment Choice,” Federal Reserve Bank of Boston, 1/10

•	 	Average	number	of	credit	cards	held	by	
cardholders: 3.5, as of year end 2008.  
Source: “The Survey of Consumer Payment Choice,” 
Federal Reserve Bank of Boston, 1/10 

•	 	Average	APR	on	new	credit	card	offer:	
14.83 percent.  Source:  CreditCards.com Weekly 
Rate Report, 5/11/11

•	 	Average	APR	on	credit	card	with	a	
balance on it: 13.44 percent, as of 
March 2011.  Source: Federal Reserve’s G.19 
report on consumer credit, released 5/11

•	 	Total	U.S.	revolving	debt	(98	percent	of	
which is made up of credit card debt): 
$796.1 billion, as of March 2011.  Source: 
Federal Reserve’s G.19 report on consumer credit, 
released 5/11

•	 	Total	U.S.	consumer	debt:	$2.43	trillion,	
as of March 2011.  Source: Federal Reserve’s 
G.19 report on consumer credit, released, 5/11

•	 	U.S.	credit	card	60-day	delinquency	rate:	
3.23 percent.  Source: Fitch Ratings, 5/11

•	 	Total	bankruptcy	filings	in	2009	reached	
1.4 million in 2009, up from 1.09 
million in 2008.  The vast majority were 
personal bankruptcies — Chapter 7 and 
Chapter 13.  Business bankruptcies 
made up 6 percent of all filings.  Source: 
AACER, the American Bankruptcy Institute, 1/10

And, here are the real kickers: 

•	 	If	your	credit	card	balance	is	$8,000,	
and you make the minimum monthly 
payment at 18.9% interest, ($127 per 
month) it will take you 25 years, 10 
months to pay off the debt.  You will 
also pay $31,368 in interest charges 
(almost four times the balance), 
bringing your total to $39,368. 

•	 	If,	for	example,	you	didn’t	have	your	
credit card payment of $127 a month, 
and instead you invested that money in 
a savings vehicle earning just an 8% 
return.  In 25 years 10 months you 
could have an additional $130,376 in 
retirement savings that could generate 
$10,963 per year of additional income 
during retirement. 

Your credit card payment is not only costing 
you thousands in interest, but is prohibiting 
you from saving for your family’s secure 
financial future and your retirement.

According to Harvard Law Professor 
Elizabeth Warren, the credit card companies 
are misleading consumers and making up 
their own rules.  “These guys have figured 
out the best way to compete is to put a 
smiley face in your commercials, a low 
introductory rate, and hire a team of 
MBAs to lay traps in the fine print,” 
Warren tells Frontline. 

Take charge of your financial future.

You might be tempted to throw up your 
hands and say there is nothing you 

can do about your debt.  But, 
we all know that won’t get us 
anywhere toward solving the 
problem.  The fact is that many 
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of the people who walk past us every day 
on the street were once debt-ravaged souls 
themselves.  And if they turned the corner, 
you can too.

To get out and stay out of debt.  Write 
down these two irrefutable facts and put 
them up where you can’t ignore them:

You are in debt because you spent more 
than you earned!

The only way to pay off your debts is to  
stop spending more than you take in! 
And, pay back what you owe!

Whatever the cause of your debt problems 
— lost your senses at the electronics store, 
or any of a hundred possibilities in between, 
you must pay the piper.

But first, take a deep breath and  
analyze exactly where you stand right  
now financially. 

Here are the best ways to get out and 
stay out of debt.

Determine where your money is going 
— (your personal spending habits).  Then 
develop a realistic spending plan (a budget).  
This is half the battle and critical to your 
future financial success.

Pay-off the principle.  Starting with the 
account with the highest interest rate, (or 
the lowest balance) start paying as much as 
you can to that account, until it is 
completely paid off.  Then go to next 
account and so on.

Cut up and cancel all your credit  
cards.  Except one!  And then ‘Pay It Off’ 
every month.

Use a debit card instead of a credit card.   
It gives you all the convenience of using a 
credit card but withdraws money only from 

your checking account and does so 
immediately, so you can’t dig yourself into  
a hole.

Don’t use credit to buy stuff that 
depreciates.  Or, doesn’t give you some 
income-producing potential. 

Be a Rate Shopper.  In the long run, even a 
small reduction in interest rate could save 
you a bundle of money. 

Don’t borrow money, if you can’t pay it 
back right away.  An exception is your 
home mortgage.  Other than that, credit 
payments should never exceed about 10% 
of your income.

Put money-saving tips into practice.  Cut 
back on home energy consumption.  Shop 
at outlet stores or wholesale clubs.  Bring 
your lunch to work more often.  Take 
advantage of free or low cost activities in 
your community.  

Consider increasing deductibles and 
removing unneeded or low priority riders 
on your insurance policies — to lower 
premiums.  Use the freed up money to pay 
off credit cards and then for savings.

Pay yourself first.  Start saving regularly.  
You can build up a nice reserve of cash, if 
you start today.  Just take out all your 
change and $1 bills at the end of each day 
and put it in a bucket.  Then put it into a 
savings account and by the end of the year, 
you’ll have a nice fund.  And establish a 
forced saving plan with automatic 
withdrawals from your payroll check or 
checking account.

Be very careful about using an 
investment to pay off debt.  If possible  
just keep nibbling away at your credit 
payments and keep your investments  
on track with your long-term goals by  
taking advantage of compounding  

interest.  Or, pay back your investment  
the principle and interest you would  
have paid to a finance company. (Infinite 
Banking Strategy).

Use home equity loans to consolidate 
your debts.  Again be very careful.   
What you save in monthly payments  
by consolidating debt, you may lose by 
paying more interest in the long run.   
If you don’t change you spending habits, 
you could end up in much worse trouble 
down the road.  

Refinance your home to consolidate  
your debts, lower interest and  
create your own family bank.  
(Infinite Banking Strategy)

For many people, credit abuse is the major 
cause of financial failure. 

“With personal savings rates at one of its 
lowest rates ever, not only are secure 
retirements in jeopardy but also many 
Americans are one medical emergency or 
layoff away from financial disaster.”  Many 
ways to boost U.S. personal savings, by 
Dar Haddix, 
UPI Deputy Business Editor 4/1/05.

“If you would know the value of money, 
go try to borrow some; for he that goes 
a-borrowing goes a-sorrowing.”
— 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

Lew Nason, RFC®, RTIA, LUTCF
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Globemaster up to 180,000 pounds, 5,000 
pounds below the max allowable.  It would 
be an easy, routine flight all the way. 

Halfway to the European mainland, the 
weather started getting bad.  I kept  
getting updates by high frequency radio.  
Our destination, a fighter base, went  
zero/zero.  Our two alternates followed 
shortly thereafter.  All of France was  
down.  We held for two hours, and the 
weather got worse.  Somewhere I heard  
a fighter pilot declare an emergency 
because of minimum fuel.  He shot two 
approaches and saw nothing.  On the  
third try, he flamed out and had to eject.  
We made a precision radar approach;  
there was nothing but fuzzy fog at 
minimums.  The sun was setting.  Now I 
started to sweat a little.  I turned on the 
instrument lights.  When I looked out to 
where the wings should be, I couldn’t even 
see the navigation lights 85 feet from my 
eyes.  I could barely make out a dull glow 
from the exhaust stacks of the closest 
engine, and then only on climb power. 

When we reduced power to maximum 
endurance, that friendly glow faded.  The 
pilot asked the engineer where we stood on 
fuel.  The reply was, “I don’t know — we’re 
so low that the book says the gauges are 
unreliable below this point.  The navigator 
became a little frantic.  We didn’t carry 
parachutes on regular MAC flights, so we 
couldn’t follow the fighter pilot’s example.  
We would land or crash with the airplane. 

The pilot then asked me which of the two 
nearby fighter bases had the widest runway. 
I looked it up and we declared an 
emergency as we headed for that field. 

The pilot then began his briefing.  “This will 
be for real.  No missed approach.  We’ll 
make an ILS and get precision radar to keep 
us honest.  Copilot, we’ll use half flaps.  
That’ll put the approach speed a little higher, 
but the pitch angle will be almost level, 
requiring less attitude change in the flare.”  
Why hadn’t I thought of that?  Where was 
my “feel” and “class” now?  The briefing 
continued, “I’ll lock on the gauges.  You get 

It happened sometime in 1965, in 
Germany.  I was a copilot, so I knew, 
everything there was to know about flying, 
and I was frustrated by pilots like my aircraft 
commander.  He was one of those 
by-the-numbers types, no class, no 
imagination, no “feel” for flying.  You have to 
be able to feel an airplane.  So what if your 
altitude is a little off, or if the glideslope 
indicator is off a hair?  If it feels okay then it 
is okay.  That’s what I believed. 

Every time he let me make an approach, 
even in VFR conditions, he demanded 
perfection. Not the slightest deviation was 
permitted.  “If you can’t do it when there is 
no pressure, you surely can’t do it when the 
pucker factor increases,” he would say.  
When he shot an approach, it was as if all 
the instruments were frozen - perfection, 
but no class. 

Then came that routine flight from the 
Azores to Germany.  The weather was okay; 
we had 45,000 pounds of fuel and enough 
cargo to bring the weight of our C-124 

Zero/Zero
One of our members, Al Dewar, RFC® 
of Doylestown PA recently sent us a 
very interesting article that originally 
appeared in the November 1976 
issue of Flying magazine.  Isn’t that 
amazing – an article still being read 
35 years after it appeared?  Certainly 
says a lot about the high quality of 
journalism with that publication.  

You will enjoy the article.  After  
you’ve read the article, we’d like  
to share with you exactly how  
this is relevant to the professional 
financial consultant. 



Page 22 The Register  |  January 2012

ready to take over and complete the landing 
if you see the runway — that way there will 
be less room for trouble with me trying to 
transition from instruments to visual with 
only a second or two before touchdown.”  
Hey, he’s even going to take advantage of 
his copilot, I thought.  He’s not so stupid, 
after all.  “Until we get the runway, you call 
off every 100 feet above touchdown; until 
we get down to 100 feet, use the pressure 
altimeter.  Then switch to the radar altimeter 
for the last 100 feet, and call off every 25 
feet.  Keep me honest on the airspeed, also.  
Engineer, when we touch down, I’ll cut the 
mixtures with the master control lever, and 
you cut all of the mags.  Are there any 
questions?  Let’s go!” 

All of a sudden, this unfeeling, by the 
numbers robot was making a lot of  
sense.  Maybe he really was a pilot and 
maybe I had something more to learn  
about flying.  We made a short procedure 
turn to save gas.  Radar helped us to get  
to the outer marker.  Half a mile away,  
we performed the Before Landing Checklist; 
gear down, flaps 20 degrees.  The course 
deviation indicator was locked in the middle, 
with the glideslope indicator beginning its 
trip down from the top of the case.  When 
the GSI centered, the pilot called for a small 
power reduction, lowered the nose slightly, 
and all of the instruments, except the 
altimeter, froze. 

My Lord, that man had a feel for that 
airplane!  He thought something, and  
the airplane, all 135,000 pounds of it,  
did what he thought.  “Five hundred feet,”  
I called out, “400 feet ........ 300 feet ........ 
200 feet, MATS minimums ........ 100 feet, 
Air Force minimums; I’m switching to  
the radar altimeter ........ 75 feet nothing  
in sight ........ 50 feet, still nothing ........  
25 feet, airspeed 100 knots,” The nose  
of the aircraft rotated just a couple of 
degrees, and the airspeed started down.  
The pilot then casually said, “Hang on,  
we’re landing.” ........ “Airspeed 90 knots ........ 
10 feet, here we go!”  The pilot reached  
up and cut the mixtures with the master 
control lever, without taking his eyes off  
the instruments.  He told the engineer to 
cut all the mags to reduce the chance of 
fire.  CONTACT!  I could barely feel it.  As 
smooth a landing as I have ever known,  
and I couldn’t even tell if we were on the 
runway, because we could only see the 
occasional blur of a light streaking by 
“Copilot, verify hydraulic boost is on, I’ll 
need it for brakes and steering.” I complied. 
“Hydraulic boost pump is on, pressure is 
up.”  The brakes came on slowly — we 
didn’t want to skid this big beast now.   
I looked over at the pilot.  He was still on 

seat-of-the-pants flying and glory.  It’s 
self-discipline, practice, study, analysis  
and preparation.  It’s precision.  If you  
can’t keep the gauges where you want 
them with everything free and easy, how 
can you keep them there when everything 
goes wrong? 

The author, the co-pilot had the typical 
attitude of a new entrant to a profession.  
He felt that his natural talents were 
sufficient.  All the routine training was 
unnecessary.  Procedures weren’t as 
important as skill and instinct.  And there  
is a sense that he didn’t place too  
much reliance on checklists.  The 
miraculous flight changed his attitude.   
He learned that successful flying is all  
about “self-discipline, practice, study, 
analysis and preparation. It’s precision.”

The same is true about being a financial 
consultant — and following the process.  You 
prepare reports and analysis often to 
discover what is NOT the problem, and this 
information is just as valuable as your 
suspecting what is the problem.  If the 
process says, “Send letters and agendas by 
mail” then you do not say, Well email is OK, 
and I really don’t need a detailed agenda, 
just an electronic message:  “See you 
Tuesday at 10 will suffice.”  If the process 
says, “Call the client to confirm key data and 
goals before preparing the plan” you do not 
skip over it because “I’m sure I got all the 
info straight.”

Pilots use checklists for takeoff and landing.  
Would you want to fly on a plane where the 
pilot announced, “Good morning folks, we 
are taking off early since we didn’t bother 
with that lengthy pre-flight checklist.”  Maybe 
you’d ask to get off the plane…

Even though you have studied financial 
planning for years, and now concentrate  
on investment allocation, how would  
you defend yourself when the process  
said “Use a risk management checklist in 
estate planning” and you skipped the 
mention of long term disability coverage  
or critical illness protection?  When  
queried in a court room by an aggressive 
attorney, would you respond, “The odds  
of Mr. Brown having that stroke at age 42 
and becoming permanently disabled were 
pretty small, and there were some great 
investment opportunities…” 

Professional pilots and financial consultants 
should be using checklists to avoid the “sins 
of omission.”  Good, like in good planning is 
not a matter of “seat of the pants” instinct 
— it is following a well-defined process, 
even when you think it is unnecessary.   

the instruments, steering to keep the course 
deviation indicator in the center, and that is 
exactly where it stayed.  “Airspeed, 50 
knots.”  We might make it yet.  “Airspeed, 25 
knots.”  We’ll make it if we don’t run off a 
cliff.  Then I heard a strange sound.  I could 
hear the whir of the gyros, the buzz of the 
inverters, and a low frequency thumping. 
Nothing else.  The thumping was my pulse, 
and I couldn’t hear anyone breathing.  We 
had made it!  We were standing still! 

The aircraft commander was still all pilot.  
“After-landing checklist, get all those motors, 
radar and un-necessary radios off while we 
still have batteries.  Copilot, tell them that 
we have arrived, to send a follow-me truck 
out to the runway because we can’t even 
see the edges.”  I left the VHF on and 
thanked GCA for the approach.  The guys in 
the tower didn’t believe we were there.  
They had walked outside and couldn’t hear 
or see anything.  We assured them that we 
were there, somewhere on the localizer 
centerline, with about half a mile showing 
on the DME.  We waited about 20 minutes 
for the truck. Not being in our customary 
hurry, just getting our breath back and letting 
our pulses diminish to a reasonable rate. 

Then I felt it.  The cockpit shuddered as if 
the nose gear had run over a bump.  I told 
the loadmaster to go out the crew entrance 
to see what happened.  He dropped the 
door (which is immediately in front of the 
nose gear), and it hit something with a loud, 
metallic bang.  He came on the interphone 
and said “Sir, you’ll never believe this.  The 
follow-me truck couldn’t see us and ran 
smack into our nose tire with his bumper, 
but he bounced off, and nothing is hurt.”  
The pilot then told the tower that we were 
parking the bird right where it was and that 
we would come in via the truck. It took a 
few minutes to get our clothing and to 
button up the airplane.  I climbed out and 
saw the nose tires straddling the runway 
centerline.  A few feet away was the truck 
with its embarrassed driver. 

Total damage — one dent in the hood of the 
follow me truck where the hatch had 
opened onto it.  Then I remembered the 
story from Fate Is the Hunter.  When Gann 
was an airline copilot making a simple night 
range approach, his captain kept lighting 
matches in front of his eyes.  It scarred and 
infuriated Gann.  When they landed, the 
captain said that Gann was ready to 
upgrade to captain.  If he could handle a 
night-range approach with all of that 
harassment, then he could handle anything. 

At last I understood what true 
professionalism is.  Being a pilot isn’t all 
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I am a joyful, recent U.S. naturalized citizen, 
originally from the country of Cameroon in 
Central Africa.  As part of a business-oriented 
family, I was groomed since the age of six on 
how to run a business using various 
engagement strategies.  These strategies 
were aimed at converting every stakeholder 
into a lifetime partner, including competitors!  
I learned many techniques without even 
knowing why… techniques that now are 
second nature.  

While in college, I unconsciously used some of 
these engagement strategies to help build a 
sustainable national chapter of a global, youth, 
nonprofit talent acquisition organization.  Later 
on, as a certified coach and trainer, I joined 
hands with a similar organization to help 
promote the creation, management, and 
leadership of small businesses.  I also became 
the CEO of a national, 800-member, trade 
and investment small business organization 
for four years where I successfully initiated and 
implemented a number of microfinance 
innovative projects.  In 2000, I ended up with 
my own consulting business focusing on 
training and coaching small businesses on 
how to accomplish their maximum potential. 

Before relocating to the U.S., I concluded 
that there can be no sustainable 
achievements for small businesses without a 
simple but comprehensive strategic business 
plan.  This plan includes what I call a 
‘passion-skill-money’ synergy.  If they love 
what they do for work, they feel retired!  
They also master the skills required as this is 
perceived as just being part of the ‘joyful 
retirement deal.’

Where most of my clients have failed is in 
making sure that their work pays enough.  
Even when they did, managing their earned 
money was usually a significant issue.  My 
estimate is that over 70 percent of their 
success depended entirely on their ability to 
manage money.  With ever-increasing 
sophistication of the financial markets that 
seem to rule the planet with an invisible 
hand, financial management will continue to 

become more and more complex.  This is 
how I came to realize that financial planning 
consulting skills were key to my small 
business consulting practice. 

After relocating to the U.S. in 2004, I  
have been networking consistently to  
build partnerships that serve my own 
passion — to help small business discover 
and/or accomplish their maximum potential 
through value oriented or passion oriented, 
comprehensive, updated, affordable  
and operational business planning solutions 
on demand. 

When it comes to the financial planning 
practical strategies I have found the 
International Association of Registered 
Financial Consultants (IARFC) to be my best 
partner through their ‘Business Owner 
Consulting Workshop’ held around the globe.    
I attended my first one-day presentation on 
October 13, 2011 at their world 

headquarters in Middletown Ohio.  It fit my 
needs, so gladly I attended a second one 
December 1, 2011.

Between the October and December 
sessions, there was great improvement - 
more case studies with greater complexity, 
more engaging different participants with 
different backgrounds, a more sophisticated 
exam and more.   

As a bonus, I have built strategic partnerships 
with fellow consultant workshop participants 
to better serve my clientele.  If you consult 
for small business in any capacity like a CPA, 
attorney, marketing consultant, HR 
consultant, but especially financial planning 
consulting or partner with financial planning 
consultants in any capacity, you may want to 
consider participating in one of these 
workshops.  You can find the workshop 
schedule on the IARFC website at  
www.iarfc.org.  Since I plan to attend every 

Workshop News:

Strategic Small Business Consultant, Attends 
the ‘Business Owner Consulting Workshop’  
twice within the last two months!
          Samuel Ticha, RFC®

Instructor, Ed Morrow and Samuel Ticha, RFC®
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year, we may meet and maybe 
become strategic partners.
Strategic Financial Planning Consulting, 
LLC is a team of business consultants 
and coaches, who operate globally from 
very diverse and synergistic backgrounds 
and all focusing on financial planning 
strategies.  Small businesses owners 
(attorneys, CPAs, nurses, doctors, IT 
contractors, nursing agencies, talent 
acquisition agencies, dry cleaners, 
schools, hospitals, associations, 
foundations, special groups like 
churches) and C-level executives (like 
CEOs, CFOs, CMOs and COOs), aged 
30-79; making between $99K and  
$499 million in gross income before tax 
or own net assets between $299K and 
$1.5 billion are our ideal clients.  

We start with the money (begin with the 
end in mind) and follow it from personal 
and family expenses to business 
expenses and income.  We then 
determine where most of the money is 
coming from and where it is going.  By 
building or rebuilding sustainable 
strategic relationships with key suppliers, 
key customers, key employees or 
partners, key family members, and other 
key stakeholders like the IRS, we will 
help our clients live a more joyful and 
passionate life.   

After two initial nonbinding 
complimentary consultations lasting 11 
minutes and 77 minutes respectively at 
our office location below or at the 
client’s office, we charge a 100 percent 
guaranteed flat fee between $1999 
and $99 K if we agree to work together.  
Guest speaker presentations, custom 
workshops, trainings and seminars like 
‘passion discovery’ seminars, as well as 
other services like being a strategic 
observer at your board/staff/partner 
meeting are quoted on an hourly or 
daily basis plus transportation cost.   

Contact:  202 556 1673
ticha@sfpc.tv
www.sfpc.tv 

Samuel Ticha, RFC®
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4.  Do you prefer to be buried or cremated?  
Is this documented anywhere?

5.  Where would you like your final resting 
place to be?

6.  What type of funeral home services 
would you like at your memorial service?

7.  Do you have plans to make sure your 
family can afford to pay for your funeral?

8.  Has your End of Life Plan been 
coordinated with your Estate Plan?

9.  Could your family, friends, and/or loved 
ones locate your important documents?

10.  Who is responsible for carrying out your 
estate and End of Life Plan?

Two Key Ingredients to a Smart  
End of Life Plan:

Preparing an Estate Plan

The sad truth is that approximately 70% of 
Americans die without even leaving behind 
as much as a Will, also known as a Last Will 
and Testament, which is designed to 
describe how they would like to distribute 
their wealth and other types of assets.  What 
this means is that most Wills and Living 
Trusts are lacking some of the most critical 
information a family or loved one will need, 
which are the details regarding their final 
plans and preferences.

So if you think about it, the large majority of 
families are forced to deal with some of the 
most difficult emotional and financial 
pressures of planning a funeral, as well as 
determining how to pay for all of the funeral 
costs and expenses.

The key foundation to a solid estate plan is 
learning, choosing, creating, and most 
importantly, completing a Will or Living Trust.  
By properly completing one of these 
all-important documents designed to 

distribute your assets, you have clearly taken 
a step in the right direction.  However, as 
you will see below, there are other equally, 
if not more important, estate planning 
matters that also need to be addressed.

Creating Your End of Life Plans  
and Preferences:

Similar to planning and preparing your estate 
plan, another extremely important task is 
creating an End of Life Plan.  An End of Life 
Plan is specifically designed to address, in 
advance, the immediate concerns of your 
family and your loved ones.  In other words, 
the main purpose is to be there at the time 
they need this type of advanced planning 
the most.  This End of Life Plan includes 
using funeral insurance and burial insurance 
as some of the most common ways you 
prepay funeral expenses.

Key Features of Pre Need Plans, Final 
Expense Plans, and Funeral Trusts:

Advantages of a Pre Need Plan: 
 
1.  A Pre Need Plan helps to itemize the 

exact costs of a funeral, including all the 
choices, such as a casket, burial vault, 
headstone, funeral director service, 
embalming, removal, transportation, 
preparation of remains, cremation and 
cremation urns, use of facilities for 
services and chapel, use of hearse, and 
many other options and preferences.

2.  Once you choose your final plans and 
preferences via a Pre Need Plan, you 
may also choose to prepay the costs 
such as a casket, cremation urn, funeral 
flowers, memorial service, etc.

3.  A Pre Need Plan is considered to be 
inflation-proof because it establishes a 
“price-freeze”.  This inflation protection 
allows a client to contractually guarantee 
the total costs of their prearranged plan, 

The Importance of an End of Life Plan:

Nobody likes talking about the fact that 
some day they will die.  However, not only 
is death a guaranteed outcome, but often 
times death occurs at an unexpected time 
much sooner than anyone anticipated.

So given the fact that death is inevitable, 
financial advisors simply cannot overlook or 
ignore this all-important piece of an overall 
financial or retirement plan.

Like so many families, when my family 
suffered the loss of a loved one, we faced 
the difficult decision of what to do next.  
Because we were never willing to accept 
this as a possible outcome, nor did we think 
about preplanning a funeral for this 
incomprehensible loss, we had no idea 
where to begin or who we could turn to.  

Another funeral planning challenge that 
nearly every family faces is being forced to 
make difficult decisions in a timely manner, 
usually within a matter of days after a loved 
one has passed.

Therefore, most financial advisors  
are beginning to see that a sound 
comprehensive financial and estate  
plan must include your final plans and 
preferences, funeral service details, as  
well as prepaying your funeral costs  
and expenses.

10 Important Questions Your  
Clients or Prospects Have Probably 
NEVER Been Asked:

1.  What do you want your funeral service 
and/or memorial service to be like?

2.  Where would you like your funeral and/
or memorial service to be held?

3.  Who would you want to be there, and 
who do you not want to attend?

Everything You  
Need to Know About 
End of Life Planning…

Pre Need Plans
Financial Expense Plans

Funeral Trusts
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likely that they will make more rational and 
logical decisions.  This helps to ensure their 
loved one’s memorial service and life tribute 
can be done in a meaningful way, and the 
way they would have wanted.

Although an End of Life Plan will not 
completely alleviate the emotional and 
financial stresses your clients will face,  
this will certainly help them reduce or 
eliminate many of the most stressful 
decisions, pressures, and expenses, and 
ultimately help ease the pain of a very 
difficult situation.

Whether using a Pre Need Plan, Final 
Expense Plan, or a Funeral Trust, the goal is 
to fully pre-arrange your End of Life plan.  A 
fully completed End of Life Plan includes 
both preplanning your funeral as well as 
prepaying your funeral expenses.  

This will offer your clients, their family, and 
loved ones the peace-of-mind of knowing 
they do not have to address any of these 
difficult questions, concerns, uncertainties, 
worries, or stresses at a time of such grief 
and loss… ultimately making a difficult 
situation a little easier.   

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

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

Christopher Hill, RFC®

regardless of any future inflation or 
funeral price increases.

Disadvantages of a Pre Need Plan:

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

2.  The total costs of a Pre Need Plan can 
vary greatly depending on your age, 
health, and the year in which you pass.

Advantages of a Final Expense Plan:

1.  With a Final Expense Plan, you can 
select a specific amount of insurance, 
regardless of the price of your end of life 
planning needs.

2.  Final Expense Insurance policies do not 
guarantee the price of the funeral costs, 
but rather guarantee a fixed amount of 
life insurance proceeds.

3.  When creating a Final Expense Plan,  
you have the flexibility to choose  
your beneficiary to be the Funeral 
Home, Cemetery, or your heirs…  
or any combination.

4.  If you choose a Funeral Home or 
Cemetery as your beneficiary, any  
excess funds are passed on to your  
heirs or estate.

5.  With a Final Expense Plan, if you have 
chosen the Funeral Home or Cemetery 
as your beneficiary, your family or heirs 
can use any excess funds for whatever 
they deem necessary.  This includes 
paying for any outstanding debts such  
as credit cards, mortgages, hospital bills, 
or any other use of the funds they feel 
are appropriate.

Disadvantages of a Final Expense Plan:

1.  If you choose your family or loved ones 
to be the beneficiary of a Final Expense 
Insurance Policy, they have the right to 
decide whether to carry out the funeral 
plan you created… or not.

2.  Since the amount of insurance is usually 
a fixed amount, it may not be enough to 

fully cover the total costs of your funeral 
costs and/or the costs related to the 
settlement of your estate.

Advantages of a Funeral Trust:

1.  By using a Funeral Trust, your total 
funeral costs can be guaranteed 
(depending on your form of payment as 
mentioned above).

2.  The Funeral Home or Cemetery can be 
named as the Irrevocable Beneficiary to 
ensure all funds are used for your 
funeral costs and/or burial.

3.  The monies can be invested over time, 
creating the potential for your heirs to 
receive an amount greater than the 
amount of insurance.

4.  Funeral Trusts are administered by the 
state, heavily overseen, and regulated by 
the state.

Disadvantages of the Funeral Trust:

1.  Should the investment results not keep 
pace with inflation and the potential 
price increases for the cost of your 
funeral or burial, additional monies may 
be required at the time of death.  (This 
can vary, depending on each individual 
state’s regulations.)

2.  Should your investment results be high, 
and the funeral home or cemetery is 
named as the Irrevocable Beneficiary, 
your family will not be entitled to any 
excess monies.

3.  You do not have any flexibility in 
choosing a beneficiary, as the proceeds 
must be made payable to the Funeral 
Home or Cemetery.

The financial industry is beginning to realize 
that an integral part of a sound financial and 
estate plan includes taking care of funeral 
plans, preferences, and even funeral costs…
ahead of time. 

An End of Life Plan gives your clients  
the ability to choose their method of 
disposition, the exact type of services they 
want, and can also take care of the large 
majority of their funeral expenses in 
advance.  This offers their family and loved 
ones significant advantages, since they can 
now eliminate or minimize the grieving 
process, tough choices, and unexpected 
funeral expenses.

Having an End of Life Plan also allows your 
clients to make extremely important 
decisions through a calm and clear thought 
process.  In other words, it is much more 



Do you remember that dream you had ten 
years ago.  You were going to leave that 
boiler room, cold calling, and annuity sweat 
shop.  You were going solo in order to 
control you own destiny.

So what happened?  It’s now ten years later.  
You still can’t sleep because of the gyrations 
in the stock market.  Your broker-dealer just 
reneged on his promise of legal support to 
help you prepare for the upcoming FINRA 
inquiry (that’s another reason you’re not 
sleeping).  Your clients are clamoring for you 
to invest their assets in low fee index funds.  
And those variable annuities have gotten so 
complex that you can’t convince even your 
best clients to buy one.

Please don’t start crying, it’s not too late to 
fulfill your dream.  Imagine owning a 
business that you can do from home; a 
business with a regular cash flow; a 
business where you can really tell people 
what’s on your mind; a business where  
you can take advantage of your keen sense 
of humor?

Have you ever read this column and thought 
I could do that and I could do it even better.  
I could be a syndicated business humor 
columnist if only given the chance. 

Well today you have that opportunity of a 
lifetime.  My column legally incorporated  
in the state of Delaware as:  Hesh Reinfeld’s 
syndicated business humor column, Inc,  
is for sale.

Sounds insane?  Take a minute to consider:  
I operate my business entirely via the 
internet.  None of the newspapers and 
magazines I write for has ever met me in 
person.  As the new owner, all you have to 
do is continue using my name and photo 
which are included in the sales price.

My readers won’t know I’ve left because 
we’re not going to tell them.  Are you 
worried that you’re misrepresenting yourself 
and the code of ethics of journalism by 
using my name and photo?

Stop worrying.  Remember this is a humor 
column.  Your readers expect laughter not 

ethics.  If you can keep your readers smiling 
they don’t care about anything else.

Let’s assume I have convinced 
you that this is a business 
worth buying.  Obviously the 
next question is: how much 
is it worth? 

I’ve hired an independent 
business valuation 
expert.  He has 
conducted an 
in-depth study of 
my business 
and projects 
22% per 
annum future revenue growth.  My current 
readers are very loyal and new opportunities 
abound via the web, pod casting, and 
satellite radio.

Included in the purchase price is an 
inventory of columns that have never been 
published.  You can use these columns as 
you work on your own style and delivery.  
And I’m willing to consider signing a formal 
contract to ghost write the column for the 
next three to five years. 

And don’t discount the intangibles.   
Imagine telling your friends that you are  
a syndicated columnist.  Now that’s real 
status (and it sounds a lot classier then 
owning a pizza franchise, the other option 
you were considering).

Against my better judgment my  
accountant has advised me to include  
the following due diligence comments  
as part of my offer: 

Receivables:  Magazines don’t pay on time 
(except this one)

Ancillary business opportunities:  Public 
speaking is out.

Difficulty in replication:  Most of the 
cynicism embedded in these columns 
comes from growing up as a latch key  
New Yorker who earned pocket money 
selling magazine subscriptions on  
the subway.

If a potential buyer was raised on a farm or 
anywhere west of New Jersey, he should 
consider offering a significant lower multiple 
of the EBITDA (Earnings before Interest, 
Taxes, Depreciation and Amortization).

P.S.:  Brokers’ inquiries encouraged & 
please note this is a cash only deal.   

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

Contact:  412 421 8379  
hesh@heshreinfeld.com 
www.heshreinfeld.com

Business Mirrors Life
Column for Sale… Caveat Emptor
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SPECIAL  

ONE-DAY WORKSHOP

7 IARFC approved CE credits for workshop attendance; 15 additional with post workshop study and exam completion. 

•	 Approach small to medium sized businesses and professional practices.
•	 Sell life insurance in large volumes — whole life, indexed, UL, dividend 

paying or term coverage.
•	 Cover bank debt and lease obligations, signed personally.
•	 Offer incentive compensation and retention plans.

Business Owner Consulting Workshop

Venue Locations:  9am to 5pm  
  Middletown , OH  (IARFC Offices) – February 9 

  Tampa, FL  (RME Offices) –  February 16

  St. George, UT (MBIG Offices) – March 22

•	 PowerPoint Presentation
•	 Presentation Script
•	 Meeting Agendas
•	 Marketing Letters
•	 Business Fact Finder
•	 Calculation Spreadsheet
•	 Sample Reports
•	 All Engagement Tools

REGISTER NOW

Please print or type information below.

   Mr.            Ms.           Mrs.

_________________________________________________________________ 
First Name                                    Last Name

_________________________________________________________________ 
Firm or B/D

_________________________________________________________________ 
Street Address

_________________________________________________________________ 
City                                                          State                     Zip Code

_________________________________________________________________ 
Phone

_________________________________________________________________ 
E-mail

    Mr.             Ms.           Mrs.

_________________________________________________________________ 
Associate First Name                      Last Name

Workshop Tuition:   Non-Member  $595
1-Day Special Workshop, including all the tools:

  Special — IARFC Member $395
  Cost for Each Associate $195

 Total: _________

   Credit Card                            Check made payable to IARFC

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

________________________________________________________  
Signature

Payment Information:

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

Fax:  513 424 5752
Questions:  800 532 9060

www.IARFC.org
info@iarfc.org

PLEASE MAIL OR FAX THIS COMPLETED FORM TO IARFC

IARFCIARFC
INTERNATIONAL ASSOCIATION OF

REGISTERED FINANCIAL CONSULTANTS

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

Deliverables for you:

For a complete list of dates visit the IARFC Calendar at:  
www.IARFC.org or call Amy at 800.532.9060 ext. 34

Sign Up Today or Call Us   
Find out why you cannot miss this opportunity! 



the

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

Approach... small to medium sized businesses and practices.

Sell... life insurance in large volumes.

Cover... bank debt and lease obligations, signed personally.

Offer... incentive compensation and retention plans.

Acquire... new affluent clients.

 

7 IARFC approved CE credits for workshop attendance  
15 additional with post workshop study and exam completion

Register Today:  800.532.9060

Identify and Prospect a New Market 
Go where the money is!  The more successful the business, the  
greater the need for objective assistance from a third party advisor — LIKE YOU!

Acquire All the Tools 
Approach businesses using proven professional system.  PowerPoint presentation, fact finder, letters, 
agendas, checklists, forms, motivating articles, plan text and easy-to-use calculation spreadsheet.   

Close the Sale 
See immediate revenue results!  Maximize this workshop experience.  Practice the initial presentation,  
business evaluation and funding analysis.  

IARFCIARFC
INTERNATIONAL ASSOCIATION OF

REGISTERED FINANCIAL CONSULTANTS

International Association of Registered Financial Consultants 
www.IARFC.org  ▪  800.532.9060  ▪  info@IARFC.org

Business Owner 
Consulting Workshop

Next Dates:  Middletown, OH – February 9, 2012  ▪  Tampa, FL – February 16, 2012 


