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Chairman’s Desk…
Discovering the IARFC® Home
This past quarter I paid a visit to the new
Home Offices of the IARFC in Middletown,
OH. It’s impressive to ride in from the
airport, turn into the parking lot and see a
distinctive IARFC sign on the top of the
building. Even though I felt our rented space
was inviting and professional, the new
offices on Breiel felt like we had found our
working home. I had inspected the building
when we were considering a purchase, so I
really could appreciate the work and design
that went into this comfortable and very
functional layout that I encountered this past
June. What a team effort to pull this off.
Hats off to Charlotte Isbell, our COO for
taking charge of the renovations.
What I really liked about the office was its
relatability. People spend a lot of time at
work, at their desk. I want them to enjoy
coming in and feeling at ease in their
workspace. As I toured through the offices, I
could tell our team was comfortable in their
personal surroundings. As Chair of our
Association and CEO of our amazing new
facility, I was happy they were happy.
Women in Financial Services
Our theme this month for the Register is
“Women in the Financial Services Industry”.
The women I know in the industry are
mostly there because of their fathers or
husbands. They have progressed by coming
up the ladder in the family business. A case
in point is my daughter Stephanie who has
observed me for over 20 years.
Coming from a background of mostly male
oriented consultants for the better part of
my career, I am pleased to report that
Stephanie is enlightening me in the role of
women in this profession and how they can
affect the industry. She relates in an entirely
different way than I do. Both ways are
effective yet different. It is with pride that I
observe HER now and how she handles
HER clients. I am now learning from her as
she did from me all those years.
The past three winners of the IARFC National
Financial Plan Competition have been
women. You will read more about the most
recent winner of our Nashville Competition,
Rebecca Boyle, in this issue. I feel truly
rewarded that our Competition has had an
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influence on these young ladies. I hope they
take their Competition and networking
experiences with the IARFC and run with it.
They will be a significant part of our future.
I think it is up to all of us to be supportive and
encourage women to consider a financial
services career. Overseas, the percentage of
women to men is 75% to 25% in financial
services — in contrast to the almost reverse
situation in the U.S. Does that reflect the
stereotype that a male consultant is more
competent? I hope not because the empathy
and patience these women profess is what is
needed to help the client. Perhaps it is the
DNA extension of women nurturing others.
And how many of our clients are women?
So, this is a request to all our IARFC female
RFCs and MRFCs – answer the call for a
Board position. In the next few months we
will be reorganizing the governance
structure of the IARFC and would like to
have more women on the Board of Trustees
and the U.S. Chapter Board. This is an
excellent opportunity to put your leadership
skills to good use, to help give back to our
non-profit Association, and bring a different
perspective in solving issues that the IARFC
will face in the future. Please, when the time
comes for nominations, consider serving.
Dues Increase
In October, the Association dues along with
designation and credential fees will be
increased. We are and continue to be a
value oriented membership Association.
These fees for designations and the MRFC
credential are typically less than other similar
organizations. These increases help us keep

pace with the CODB and expand IARFC
options for our members.
By now, I will have returned from my annual
vacation to the mountains where I sit on the
porch, in my rocker and ponder the future
for two weeks. From this inspirational vista
comes ideas on how to tackle the issues
facing the IARFC and move the Association
forward. The home team has been
forewarned and are expecting directives.
Stay tuned for more from the IARFC! 

H. Stephen Bailey,
CEBA, CEP®, MRFC®
H. Stephen “Steve” Bailey, CEBA, CEP®,
MRFC® started HB Financial almost 30 years
ago after already having a life insurance
career. Steve is the Chair and CEO of the
IARFC Board of Trustees. He is also the 2010
recipient of the Loren Dunton Memorial
Award. When not working with his clients,
Steve is on a golf course, spending time with
his grandson or traveling with his wife, Bobbi.
Contact: 704.563.6844
chairman@iarfc.org
www.iarfc.org
Page 1

In This ISSUE
Cover Story
Register Profile
8	Navigating the Evolving

Gender Bias — Hannah Swigert

18	Identifying the NextGen of

Women Financial Consultants —
Rebecca Boyle

Columns
Chairman’s Desk
1	Discovering the IARFC® Home
By H. Stephen Bailey

IARFC® News
7 Registration Mark Effective Immediately

Marketing Unplugged
14	Why Your Natural Market

26	IARFC International Women’s
Journies — Teresa So and
JJ Liang

Includes 600 Prospects
		
By Bryce M. Sanders

Consumer Focus
30	The Wake-Up Call

By Peter J. D’Arruda

Features
When to Start Talking to Kids About Money —
It’s Sooner Than You Think

IARFC – Viewpoint
32	An Insider’s Perspective
By Charlotte Isbell

12 By Jamie Bosse

Rethinking Dividend-Generating Stocks
16 By Michael Tove

The Glass Ceiling
19 By Michelle Blair

Having More Insurance Prospects
Is Only Part of the Answer
20 By Jeremy Nason

Choose To Rise To The Top
25 By Nicholas A. Royer

Page 2

Departments
IARFC Trustees, U.S. Directors, International
3	
Directors

5 New IARFC Members and Designees
5 Events Calendar
6 From the Editor

The Register | Summer 2019

BOARD OF TRUSTEES
Chairman and CEO, H. Stephen Bailey, MRFC®

Secretary, Michelle K. Blair, RFC®

Vice Chairman, Nicholas A. Royer, MRFC®

Chief Operating Officer, Charlotte Isbell

Treasurer, Michael Jay Markey, Jr., MRFC®

U.S. BOARD OF DIRECTORS
President, Peter J. D’Arruda, MRFC®

Director, James B. Moss, RFC®

Director, Bradley K. Maples, Sr., MRFC®

Director, Rick B. Stanzione, RFC®

Director, Frederick C. Ostermeyer, MRFC®

Director, Mayo M. Woodward, RFC®

Asia Chair, Jeffrey Chiew, RFC®
Greater China Chair
(China, Hong Kong, Macau & Taiwan),
Liang Tien Lung, RFC®
China Development Center CEO
Kai Yuan Tu, RFC®

Hong Kong and Macao, Chair, Teresa So,
RFC®
Hong Kong and Macao, Executive Director,
Allan Wan, RFC®
Philippines Chair, Ralph Liew, RFC®
Taiwan Chair, Kai Yuan Tu, RFC®

Australia and New Zealand Chair,
George Flack, RFC®

Trinidad Chair, Inshan Meahjohn, RFC®

Hong Kong and Macau Honorary Chair,
Samuel W. K. Yung, RFC®

MRFC CERTIFICATION BOARD
Chairman, Barry L. Dayley, MRFC

Director, Craig Lemoine, MRFC

Director, Julie Friend, Public Member

Director, Mickey Jordan, MRFC®

®

®

Director, Robert D. Lawson, MRFC®

WEBSITES

IARFC OFFICE ASSOCIATE TEAM

United States — www.iarfc.org

Editorial Coordinator, Wendy M. Kennedy

China — www.iarfc.cn

Public Relations, Susan M. Cappa

Hong Kong — www.iarfc-hk.org

Membership Services, Vicki Caplinger

Indonesia — www.iarfcindonesia.com
Philippines — www.iarfcphilippines.org

The Register | Summer 2019

Editor-in-Chief
Wendy M. Kennedy
editor@iarfc.org
Editor
Susan M. Cappa
susan@iarfc.org
Editorial Advisory Committee
Peter J. D’Arruda, MRFC®
Michelle Blair, RFC®

INTERNATIONAL DIRECTORS

Taiwan — www.iarfc.org.tw

www.iarfc.org/publications/register
146 N. Breiel Boulevard
Middletown, OH 45042-0506
800.532.9060

Membership Services, Judi Nelson
Information Technology, Randy Kriner

The Register is published by the
International Association of
Registered Financial Consultants ©2018,
It includes articles and advice on technical
subjects, economic events, regulatory
actions and practice management. The facts
and opinions in the IARFC’s Register articles
represent their author’s views and are not
endorsed by the publisher.
The IARFC makes no claim as to accuracy
and does not guarantee or endorse any
product or service that may be
advertised or featured.
Articles, comments and letters are
welcomed by email to:
Wendy M. Kennedy
editor@iarfc.org
Periodicals Postage Paid at Mansfield, Ohio.
POSTMASTER: Send address changes to:
P.O. Box 506, Middletown, Ohio 45042
ISSN 1556-4045 (print)
ISSN 2639-7374 (online)

Advertise
The Register reaches 4,000
financial professionals every issue.
Register advertising
is an easy and cost-effective way
to promote your company’s
products and services to this
dedicated audience.
To advertise contact:
513.261.6047
advertise@iarfc.org
www.iarfc.org
Page 3

IARFC
INTERNATIONAL ASSOCIATION OF
REGISTERED FINANCIAL CONSULTANTS

Member-Refer-AEnhance the Designation
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IARFC members, you offer them an opportunity to tap into the premier network of members who share best practices, strategies to help grow
businesses and techniques for better practice management.

Referring a member is easy!
Take a few minutes to grow our network of the RFAs, RFCs, and MRFCs. Enter the names, addresses and emails of your most qualified colleagues in
the fields below and return the form by fax or mail to the IARFC. This program is not available in conjunction with any other referral campaign and
applies to US members only. The qualifying first place winner will receive a trip to the Annual Meeting.
Details available on www.IARFC.org (Please print or type the information below. (program subject to change)
__________________________________________________________________________________________
First Name
Middle Name
Last Name
Prefix:

Mr.

Ms.

Mrs.

______________________________________
Referred by:

__________________________________________________________________________________________
Address
__________________________________________________________________________________________
City
State
Zip Code
__________________________________________________________________________________________
Phone
Email

__________________________________________________________________________________________
First Name
Middle Name
Last Name
Prefix:

Mr.

Ms.

Mrs.

__________________________________________________________________________________________
Address
__________________________________________________________________________________________
City
State
Zip Code
__________________________________________________________________________________________
Phone
Email

______________________________________
Phone

______________________________________
Email

International Association of
Registered Financial Consultants — IARFC
Attn: Membership Services
P.O. Box 506
Middletown, OH 45042
E: info@IARFC.org
P: 800.532.9060
W: IARFC.org
Fax to: 513.345.9479
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2019
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In Memoriam
In reverence we would like to remember our passing member(s):

2020

Andrew D. Brunhart, RFC®, Coronado, CA

Roy L. Fulton, RFC®, Murfreesboro, TN

April

Clifton J. Callahan, RFC®, Smithtown, NY

Andrew C. Levitt, RFC®, Long Grove, IL
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Annual Meeting
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Cincinnati, OH
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®

April, 2020
IARFC National Financial Plan
Competition & Awards Banquet
Cincinnati, OH
April 23, 2020
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From the EDITOR
I believe in the IARFC credentials and designations the Board has
established. They take our members to the next level of professionalism.
The leaders of our Association, have just reviewed and voted on an
updated By-laws. These new By-laws will help improve and expand the
operations. Each and every member, designee, and credential holder
should take a few moments to read this important document. You may
want to become involved, be part of the Association leadership and/or
committees, by sharing your perspective on current trends, best
practices, and more. Now is the time to give back to the Association
you believe in. Contact us about your gifts and volunteer today.
Visit: https://www.iarfc.org/about/governing-documents to read the IARFC By-laws.
The IARFC® registration of the trademarks are protected. Our COO, Charlotte Isbell, has
made sure the RFA® and RFC® continue to be registered with the U.S. Patent and Trademark
Office. Additionally, the IARFC® acronym along with the accredited credential MRFC®
are trademarked. Make sure you read up on the rules and use this important tool for your
credibility on (p. 7).
As part of the Association benefits we have an outstanding awards program. In 2020 we will
again have an Awards Banquet during our Annual Meeting. To recognize the Association’s leading
professionals we open the nominations for the Loren Dunton Memorial Award, which was
established in 2000 honoring substantial contributions to the financial services profession. The
nomination will close September 30. If you know a member or want to nominate yourself and
be added to the list of financial services professionals, like past recipients, Rosilyn Overton, Bill
Gustafson, Ric Edelman, Jack Walsh and more, fill out the nomination form on (p. 11).

Wendy M. Kennedy, Editor-in-Chief
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IARFC® News
Registration Mark Effective Immediately

IARFC
INTERNATIONAL ASSOCIATION OF
REGISTERED FINANCIAL CONSULTANTS

“Our hope is that members realize the value of protecting the
Association name and its designations/credential…
IARFC COO, Charlotte Isbell.”

The International Association of Registered
Financial Consultants (IARFC®) announces
the approved registration of the trademark
status for the:
IARFC®
RFA®
Registered Financial Associate®
RFC®
Registered Financial Consultant®
MRFC®
The United States Patent and Trademark
Office is a fee-funded agency of the U.S.
Department of Commerce. The role of the
USPTO is to grant patents for the protection
of inventions and to register trademarks and
service marks for products and services,
respectively. It serves the interests of small
and large businesses as well as consumers,
and helps strengthen the economy by
promoting the industrial and technological
progress of the nation.(1)
According to the USPTO, the trademark
registration process is a legal proceeding that
requires you to act within strict deadlines.
The information submitted is public record
and will permanently remain searchable in
the USPTO online databases, internet search
engines and other databases.
The use of the registered (®) items should
always be in context and use media
consistency when demonstrating
professional designations or credential,
including but not limited to: office signage,
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resumes, websites, business cards,
presentations, social media postings,
introductions, and electronic signatures.
These registered items may not be used to
endorse any product, service, company,
product or brand name.
“The continued registration of the RFA, RFC,
MRFC, and IARFC letters is a means of
‘protecting’ the importance of the
Association and it’s designations and
credential,” explains IARFC COO, Charlotte
Isbell. “It is a granted proprietary right that
signifies our commitment to the
accreditation program and its name.”
The Registered Financial Associate,
Registered Financial Consultant and the
Master Registered Financial Consultants
should use the registration mark (®) behind
their credential.
For more information on how to use the
registration mark properly, visit the trademark
policy page on the IARFC website: https://
www.iarfc.org/about/governing-documents/
trademark-usage-guidelines.
Any additional inquiries about how best to
use the trademarks can be directed to
info@iarfc.org. Visit store.iarfc.org to
download your Member logos today. 
Contact: 800.532.9060
info@iarfc.org
www.iarfc.org

RFA
RFC
MRFC
Display your RFA®, RFC®, or MRFC®
logo prominently. Utilize print ready
versions to set yourself apart as a
Professional Financial Consultant –
backed by the IARFC.
Suggestions on how to utilize these
valuable tools as an integral part of
your professional branding:
Stationery
Business Cards
Brochures
Newsletters, Electronic/Printed
Website
Social Media
Email Signature
A download of these print-ready
versions will be emailed to you from
the IARFC Store.
When using the RFA®, RFC®, or
MRFC® initials on stationery or
business cards, please use it without
any periods. It can be combined with
other designations or credentials such
as John Adams, MRFC®, ChFC or John
Adams, CPA, MRFC® in any order you
prefer. We encourage you to use the
registration mark with the RFA®, RFC®,
or MRFC® which adds credibility to the
designations and credentials and
protects our copyright.

(1) https://www.uspto.gov/sites/default/files/documents/BasicFacts.pdf
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Register Profile

Hannah E. Swigert, RFC®
When examining the role
of women in financial
services, the IARFC® turns
to someone who has
learned from the past and
uses it to make her way in
the future.

Hannah Swigert, RFC® of
Columbia Financial in
Centerville, OH reflects on
how things have evolved
for women as they rise in
the ranks of financial
services and her own
personal journey over
the years…

Navigating the
Evolving Gender Bias
Reflections of a Personal Journey
with Hannah Swigert, RFC®
Page 8

When she started her career over 20 years
ago, she was teaching financial planners
across the country who were predominately
men. At that time, depending on the area of
the country, basically men ruled the roost
— sometimes as much as 90%. And they
were mostly in their 50s and 60s. The
challenge at that time was to win their
approval and trust. “Youth and gender
were my two biggest obstacles — they
were skeptical that I could add value to
their practice. I often heard the comment
they had been in the business longer

The Register | Summer 2019

than I had been alive.” She had to
toughen up, and learn to listen… really
listen, to be able to provide a unique
perspective and to earn their respect.
Looking back, she feels she learned far
more from her students than the continuing
education she taught them.
As a practitioner not only did she face the
age/gender bias, she went up against
long-standing relationships. “I got a guy,”
was a phrase she heard often from
prospects. Hannah explained, even when I
knew I was a better choice, sometimes I
was battling with a decades-long
relationship with a broker.” At times her
planning strategies were undermined when
“that guy” held pieces of her client’s
financial puzzle and was making moves
also. This rarely ended in effective plan
implementation for the client, and resulted
in more stress and confusion for everyone.
Hannah says the hardest lesson she learned
in those early years was recognizing when
to move on. “There just isn’t enough room
at the table for advisors who don’t share
common values, and it isn’t good for the
client. Recognizing when to walk away has
been a most valuable lesson.”
Over and above the age/gender
challenges and long-standing relationships,
these days, time management is the
biggest hurdle. It’s hard to coordinate
both the client’s and the consultant’s busy
schedules. Hannah feels she is very
different from most of “the guys” out there,
and rarely runs into the challenges from
early in her career. She credits her team’s
approach for this, which she says is deeply
comprehensive and customizable. “Our
client’s investment and financial plan is like
a snowflake – there is only one of them.
When we are sitting at the table with
someone whose overall needs are not
being met, regardless of whether they’ve
“got a guy,” it is easy for them to make the
transition to our firm.”
According to Hannah, women consultants
are generally better communicators —
they pay more attention to detail. She
feels they can break things down in an
easy-to-understand fashion and that is
a big advantage. However, interestingly
enough she does face a bias from
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women — an ingrained tendency for
women to look to men for the answers and
take the leading role. “In older generations,
it’s difficult to break years of programming.
I find women, especially widows, hold to
the same gender bias their husbands did. I
take a strong position with them because
they need it and subconsciously want it, in
order to feel secure.”
Her client approach differs. With men
she is direct, to the point and respects
their time. Women, she feels, are not as
quick to make a decision which requires
more patience in getting to know them.
“With women it is harder to pull out
information, they are more guarded when
it comes to family and finances. I let them
drive the pace and the depth to which I can
probe. Sometimes you have to pose a
question and let them think about it on
their own terms for a while.”
For the future of women consultants in
general, Hannah feels that women mentors
are essential. In her early days, there were
very few women coaches to help dispel the
stereotypes. “In my experience, the industry
had been a men’s club for so long, I found
myself walking in a man’s shoes. In more
recent years, I’ve seen successful women
celebrate being financial consultants AND
mothers, wives, widows, divorcees and
realized this makes them uniquely qualified
to give advice about those same life
experiences. Because that’s what our clients
need — someone who’s been there. They
respect that.”
Statistically there are more women than
men. She saw women consultants
specializing early on more than men —
honing their skills in one particular area.
“Women are becoming experts in one field.
With as complicated as financial planning
has become, I think it benefits the industry
overall to expand on specialty areas of
financial advice. I think women embrace
that more than men.”
Her advice for marketing yourself is…
be relevant, cut the fluff, and less is more.
In an information overload, social media
society, a consultant has to be ready
with useful information…and TIMELY
information. You hear that word so

much you forget what it means. I’m
talking about being in the right place at
the right time with the right information.
This is hard to do unless you really are
specializing. “You have to know your
client and know what hurts… sometimes
even before they do.”
For her own future, she sees spending more
time with clients and less on running
day-to-day business operations. Cultivating a
successful team and successor is critical to
her plan. “The role of mentor is the best
continuing education. It keeps you sharp, it
helps you see things from a different
perspective, it keeps you from becoming
stale. Even though I am a teacher still, I
myself, continue to grow from interaction
with my team. It keeps me on the cutting
edge of learning.”
As a Registered Financial Consultant and a
member of the IARFC, she encourages the
Association to develop a substantiated
resource center for all its members. With the
myriad of options out there, it would be
helpful to access member rated tools and
information. “In my Utopian Financial
Services Association, I would love to see
member driven chapters formed by topic,
not by region. Small focus groups where
advisors could learn from experts in a
certain field. It would be advantageous for
those wanting to establish themselves in a
particular market, and also great for the
veterans to stay sharp and contribute to the
betterment of their field.”
It certainly bears notice that the last three
winners of the IARFC National Financial Plan
Competition have been females. Hannah
feels this underlines the fact that women
are detail oriented and poised to achieve
excellence in the financial planning arena.
“Women are planners by nature. Men often
just want the bottom line. A skillfully
delivered financial plan can satisfy both, but
the implementation itself is the real key.
Because above all else, our success is
measured by the success of our clients
— that is our litmus test.” 
Contact: 937.938.9610
hannah@columbiafinancialinc.com
www.columbiafinancialinc.com
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Loren Dunton Memorial Award
What Dunton Recognized… Having been a successful businessman,
although never a financial consultant, his comments were from the
heart. He used his experiences to frankly explain back then, what we
recognize now, that…
Planning is not separate from the “sale” of insurance and investment
products, but are different roots of the common tree.
Products are necessary elements in the implementation of the
financial plan.
Salesmanship should be taught by the managers and trainers of the
financial services industry.
The ethical sale of financial products and the delivery of competent
advice is a very noble calling.
Dunton continued to promote the value of the financial consultant as
a professional whose quest for knowledge should never cease. He
authored seven books that have helped to shape the careers and
services of financial consultants. Dunton’s commitment to these
principles was evidenced in the Institute for Consumer Financial
Education that he nurtured for many years, and which earned a
Presidential Citation for public service.
Criteria for the Dunton Award
1.	Must hold a professional designation (i.e. RFC®, MRFC®, ChFC,
CFP®, CLU, CPA/PFS, CEBS, MSFM, MSFS, or Doctoral degree, etc.)
Honoring the Recipient
The Loren Dunton Memorial Award is made, in honor of the founder
of the financial planning profession, Loren Dunton, to a person who
has made a substantial contribution to the financial services profession
and/or the financial interests of the public.
Father of Financial Planning
Loren Dunton, generally regarded as the “Father of Financial Planning”,
organized financial professionals in the late sixties.
In 1969 he convened a group of financial professionals in Chicago and
founded an industry of outstanding service and commitment. From
this event and from Dunton’s leadership and interactivity with many
persons now in the IARFC would come an educational institution, the
College for Financial Planning and the personal financial planning
curricula now taught on over one hundred campuses.
As the first editor of Financial Planning magazine, Dunton helped to
publicize an emerging profession, bringing various practitioners
together for a common cause, sharing practice and marketing
techniques and promoting ethical conduct. That respected magazine
has continued contributing to the profession for thirty years.
Two associations came initially from this effort, the International
Association for Financial Planning and after the first class of Certified
Financial Planners graduated in 1973, the Institute of Certified Financial
Planners. These organizations have since merged to become the
Financial Planning Association. Using Dunton’s model, more than forty
countries have formed similar organizations.
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2. Must have worked in a financial practice or firm more than 5 years.
3.	Must have been published on financial topics (articles, journals,
books, etc.)
4.	Must have provided outstanding service or leadership in the
financial services industry.
5.	Must have promoted or participated in some aspect of financial
education, either to the public or to members of the profession.
6.	Must have demonstrated effectiveness in carrying the message of
responsible financial stewardship to the public.
7.	Must be a member of the IARFC adhering to the IARFC’s Code of
Ethics, and/ have a sound record of business integrity with no
suspension or revocation of any professional license.
2019 Nomination Committee
H. Stephen Bailey, LUTCF, CEBA, CEP, CSA, MRFC® — (2010 Recipient)
Bill Carter, CFP®, ChFC, CLU, RFC® — (2006 Recipient)
Ric Edelman, RFC® — (2017 Recipient)
William Gustafson, Ph.D. — (2018 Recipient)
Jerry Mason, Ph.D. — (2016 Recipient)
Rosilyn Overton, Ph.D., CFP®, CRPS, LTCP, MRFC® — (2019 Recipient)
Jon M. Rogers, Ph.D., CLU, ChFC, MRFC® — (2015 Recipient)
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Nominees for the

2020 Loren Dunton Memorial Award
Use this form to nominate a recipient for the Loren Dunton Memorial Award, presented annually to a person who has made significant contributions
to the financial services profession and to the public. This form may be supplemented with additional information of your choosing. Nominations
close on September 30, 2019.
Nominee
Name: _____________________________________________________________________________________ Nickname: _____________________
Address/City/State/Zip ________________________________________________________________________________________________________
Phone and email: ___________________________________________________________________________________________________________
Professional designations: ____________________________________________________________________________________________________
Current position/title: ________________________________________________________________________________________________________
Firm/organization/institution: __________________________________________________________________________________________________
__________________________________________________________________________________________________________________________
Positions of responsibility in associations, etc: _____________________________________________________________________________________
__________________________________________________________________________________________________________________________
Speaking and/or teaching credentials: __________________________________________________________________________________________
__________________________________________________________________________________________________________________________
How has this person benefited the general public? ________________________________________________________________________________
___________________________________________________________________________________________________________________________
How has this person benefited the profession? ___________________________________________________________________________________
___________________________________________________________________________________________________________________________
Why do you think this person should be considered for the award? __________________________________________________________________
___________________________________________________________________________________________________________________________
Do you know the nominee personally?____________________________________________________________________________________________
Nominator
Name: ______________________________________________________________________________________ Nickname: ____________________
Address: ___________________________________________________________________________________________________________________
Phone and email: ___________________________________________________________________________________________________________

IARFC
INTERNATIONAL ASSOCIATION OF
REGISTERED FINANCIAL CONSULTANTS

The Register | Summer 2019

Email: wendy@iarfc.org or Mail this form to:
IARFC Loren Dunton Award Committee
c/o staff liaison, Wendy Kennedy
International Association of Registered Financial Consultants
P.O. Box 506
Middletown, OH 45042
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When to Start Talking to Kids
About Money —
It’s Sooner Than You Think
Being in the financial industry, we are
reminded daily of how financially troubled
our society is. Every year over 700,000
Americans file for bankruptcy, student loan
debt is astronomically high, and families are
just scraping by living paycheck to paycheck
trying to make ends meet. Even our clients
with great careers and six figure incomes
have trouble managing a monthly budget
and being prepared for emergencies. How
did we get here? Well, for starters, most
families don’t talk about money with their
kids. We were never taught about financial
education in school, so what we did learn
we picked up from our parents or friends
and the rest was learned through trial and
error. It turns out that most adults have
never really learned how to manage their
finances. For kids today, the same dynamic
exists, but it is even harder to navigate
because money has become almost
completely intangible.
I have 4 children and have found that young
kids today have a hard time grasping the
concept of money and how it works. All
they see is mom and dad swiping a card at
Target or pushing a button on their phone
and Amazon boxes full of stuff just magically
appear on their doorstep. Today’s kids rarely
ever SEE money or understand that a
financial transaction has taken place when
something is purchased. So how do we
teach kids about money when it is invisible?
It is now more important than ever to be
very intentional when we are talking about
money and teaching these lessons and
habits to our kids. We must look for
teachable moments and create them
where we can.
I participated in a training through Money
Quotient where I learned that the money
behaviors we observed as children stick with
us forever and shape how we view money as
adults. When it comes to talking about
money, you should start young, as early as
3-5. You shouldn’t teach them the time value
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of money at this age, but there are some
concepts you can discuss with them:
•

 ou need money to buy things.
Y
Identify things that cost money —
toys, ice cream, etc. Also understanding
that a lot of things that have value are
free – spending time playing with a
friend or cousin.

•

 oney is earned by working. You can
M
explain that some people work for
others and some start their own
businesses. Talk about your job and
what you like about it. You can talk with
them about ways they might think of to
make money.

•

 ometimes you must wait before you
S
can buy things you want and there is
a difference between what you want
and what you need. These concepts
are tricky for a lot of adults to
understand, so the sooner they start
hearing these messages, the better.

Kids are sponges that are eager to soak up
information. Kids want to know about
money, mainly because money can lead to
new stuff (they love stuff!) so use their
curiosity to your advantage to start the
conversation. In previous generations, the
topic of money has been taboo at best. It
wasn’t that long ago that husbands didn’t
even tell their wives how much they made,
much less discuss it with their children. If
your kids are asking questions about money,
don’t shy away from the conversation or
make it seem like they shouldn’t talk about
it. We want money to be a normal topic of
conversation. You want them to keep
coming to you with questions about money
(and other things in life), so it is important
that you address their questions and be
upfront and honest and have a conversation
about it. If you make it awkward, they will
likely stop coming to you with life questions
and get their information from other sources
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like kids on the playground or the internet
and you don’t want that to be their go to
place for information. It is also important to
be aware of gender stereotypes with
money. A study that Ron Lieber cited in
“The Opposite of Spoiled” noted that we still
gravitate towards having money
conversations with our sons and not our
daughters. It is so important not to foster
these stereotypes in your home. Everyone
needs to learn how to be smart with money.
Like with most things, the sooner you start
the better. If you can engrain a behavior
early on, the better it will stick. Kids who
grow up with a good education around
money and healthy spending habits will
grow into adults who are less likely get stuck
in a dangerous debt cycle, are better
prepared for emergencies, and have a
surplus to give to charity and support their
communities. Look for teachable moments
and fun ways to talk about these concepts.
Most kids love to read or have books read
to them, so using books and characters to
introduce these concepts can be a fun way
to start the discussion. In my book, “Milton
the Money Savvy Pup: Brings Home the
Bacon”, Milton learns a few very basic
financial concepts. He learns how to identify
coins and their value, understands that you
earn money by working and that sometimes
you must wait and save to get what you
really want. Check it out here: www.
MiltonTheMoneySavvyPup.com. 
Jamie Bosse, CFP®, RFC® is a financial
planner at Aspyre Wealth Partners, in
Overland Park, KS. Jamie works with clients
to help them “Master What’s Next” by
clarifying their goals, creating a financial
plan, and taking action. Jamie holds a
Bachelor’s Degree in Personal Financial
Planning from Kansas State University
(2004) with a minor in Business
Administration. Jamie enjoys writing financial
articles and has been featured in the Kansas
City Star, KC Parent, The Journal of Financial
Planning, the Register, Solutions, and
Investment Advisor Magazine. She has also
published a children’s book, Milton the
Money Savvy Pup.

printing

is OUR business

Let us handle the details
so you can focus on yours.
Yes, it’s a digital world, but direct mail has been proven to be the most effective
way to keep in contact with old customers and attract new ones. A welldesigned direct mail brochure or postcard can be a dynamic and memorable
tool to tell your story. It’s cost-effective, and an easy way to track your ROI.

Offering design, digital and traditional
printing and mailing
Brochures
Newsletters
Postcards
Booklets
Flyers
Stationery
Promotional Items
Retractable Banners
Calendars
Business Cards
Ask about our NeighborMail package. Our all-in pricing — less than
the cost of a first-class stamp per piece — includes design, oversized
postcard, mailing to a neighborhood of your choice and postage!
TM

Contact: 913.345.1881
jbosse@aspryewealth.com
www.aspyrewealth.com
References: “Smart Money, Smart Kids” by Dave Ramsey and Rachel Cruze
“Money Doesn’t Grow on Trees” by Neale Godfrey
www.AmericaSavesWeek.org, moneyasyougrow.org
Favorite kid’s books about money: “Milton the Money Savvy Pup: Brings
Home the Bacon” – Jamie A. Bosse; “The Bean is Not Green”, “Where Did the
Money Go”, and “The Cash in the Hat” – Mitch Anthony; “The Four Money
Bears” – Mac Gardner; “Storytime Series” – Dave Ramsey
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Marketing Unplugged
Why Your Natural Market Includes 600 Prospects
Go after your natural market. Everyone is
given that advice on their first day in the
business. You did. It got you started on the
road to success. Years have passed. You
wonder how to keep your prospecting
pipeline filled. Meanwhile, your natural
market has evolved. Back in 2013, the
New York Times reported the average
American knows 600 people.(1) You
know many more. Your book of business
might have 600 clients. Let’s assume
you know 600 more, many who aren’t
clients. Who are they?
The people we know are often organized
into silos. We often keep it that way. Let’s
explore those silos.
The consultant as a family member. Let’s
assume you are happily married and you
haven’t been married previously. Your family
unit includes your spouse and children. One
step away are your parents, your brothers
and sisters. Two steps away are your
grandparents, aunts, uncles, nieces and
nephews. Don’t forget your in-laws. Many
are clients, some are not. This group can
easily add up to 30 people.
The consultant as a neighbor. These
people fall into four categories. Current, past
and new neighbors are three. The officers
and members of the homeowners
association or block association are the last
category. Counting each person as an
individual, there are easily 30 people.
The consultant as a pet parent. You have
a dog or cat. Maybe both. They go to the
vet. They get groomed. You engage a pet
sitter when you travel. Our dog went to
“puppy camp” when we went on vacation.
You buy pet supplies. You support your local
animal shelter. There might be 10 people
on your pet’s support staff.
The consultant and their children. You
have several. They have lives too. You
employ baby sitters. You know their
teachers. As a sideline parent and parent
association member, you know many other
parents. The school has administrators.
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Don’t forget sports coaches. You know
people through scouting. Your children have
friends. You meet parents at play dates.
There must be 50 people.
The consultant as a patient. You visit
doctors regularly. Nothing’s wrong, but they
have you on a schedule. You have a family
doctor, specialists, eye doctor and a dentist.
You have a pharmacist. Your children have
doctors too. Don’t forget nurses and office
staff. Conservatively, there are 10 people.
The consultant and religion. You attend
church, temple or other religious services.
You know the pastor, ushers, lay ministers
and lectors. Most of the faces you see
weekly are familiar. There’s easily another
30 people.
The consultant and sports. You are not a
couch potato. You play basketball or hit a
few golf balls regularly. Maybe you have a
couch potato side too. You have a favorite
sports bar. You tailgate in the parking lot
before attending home games. Combined,
you know about 40 people.
The consultant as a homeowner.
Maintaining a property takes work. Some
you do, some you outsource. You might
have someone who cleans. Someone
mows the lawn. Someone else plows the

snow. Another guy regularly tops off your oil
tank. There’s the tree guy, the lawn
fertilization guy and the pest control guy.
You know contractors, electricians and
plumbers. Who doesn’t know at least five
realtors? This category can be 30 people.
The consultant as a customer. You spend
money all the time. Although supermarket
shopping might be an anonymous
experience, buying wine and liquor is not.
You have a florist. Don’t forget the dry
cleaner and laundry. You buy gas at several
places. You get your car repaired. You might
have a travel agent. You have a barber or
hair stylist. You are the customer for at
least 20 more people.
The consultant and dining. You eat
out a lot. Most Americans do. You frequent
the same places. This includes a couple
of fine dining establishments for date
nights. You have a few casual dining places
for nights out with the kids. You have a
couple of brunch places. You buy enough
fast food to be recognized by the staff.
There are at least 10 establishments.
Knowing an average of 3 people at
each, that’s 30 people.
The consultant as a commuter. You take
the train into the city. Maybe you carpool.
You see the same faces every day. You talk
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with them. You buy the paper at the station.
You buy coffee on the way to work. There
are at least 10 familiar faces.
The consultant at work. Here, you know
lots of people. You have many coworkers.
You keep in touch with people who used to
work there. They are friends. You know the
management team and the support staff.
You keep in touch with previous managers.
You never know. Assuming your office isn’t
tiny, you know at least 40 people.
The consultant at lunch. You get away
from your desk every day. You have a
favorite restaurant. You are a regular.
Maybe you sit at the counter. Half the
people are regulars. You know them by
name or face. You know, or at least
recognize 20 people.
The consultant and professional services.
You pay people to do stuff for you. You
have a CPA or someone who does your
taxes. You have a lawyer. You have an
insurance agent for auto, home, health
and liability. You can sell some, but not all
insurance products. You have a bank with
at least 5 familiar faces. You hire tutors
for your children. They take piano lessons.
You are paying at least 10 people to
do something.
The consultant as a former employee.
You had a life before you went into financial
services. Maybe you were an engineer. You
still know people from your old firm. You still
belong to the local chapter of your
professional organization. This can add
another 20 people.
The consultant as a friend. You make
friends easily. You still stay in touch with
people from high school and college. You
have a hobby like wine or classic cars.
You belong to a club. You meet people
on vacation and stay in touch. You stop
off for drinks after work. You know the
regulars. This category is good for
40 more people.
The consultant and prospects. You have
plenty of clients, but let’s not count them.
You have former clients. You have prospects.
Have you met the children and parents of
your clients? This category is good for at
least 60 people.
The consultant and fitness. You go to the
gym regularly. Maybe you run instead. You
take spin class. You see a group of people
almost daily. You know the names of some
of them. They all seem nice. You have a
personal trainer. You know the gym owner.
You know at least 30 people.
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The consultant and education. You are
involved with your alumni association from
college, maybe even high school. You
attend annual reunions. You try and get to
lunches. You stay in touch with some of
your teachers. You are approached by
fundraisers from the development office.
This category might total 30 people.
The consultant and CE credits. You attend
continuing education classes to keep current
or earn a new professional certification. You
meet the instructors. You know many of
your classmates. Maybe you are going to
graduate school. This category is good for
20 people.
The consultant in the community.
Religious services aren’t the only thing that
gets you out of the house. You give back to
the community. Maybe you serve on a local
board. You attend the symphony or local art
shows. You belong to the museum and
show up at openings. You support the
library. You know lots of locals. This
category may include 40 people.
These 21 categories add up to 600 people.
Some estimates will be on the low side – I
have lots more friends! Others won’t fit – I
have no pets. How much do these people
know about you? Do they know what you
do? The chances are a good many are on
LinkedIn. Are you connected with most of
them? That might be the first step to raising
your professional visibility. A face to face
chat is even better. 

IARFC’s
CAREER CENTER at

careers.iarfc.org
JOB SEEKERS,
YOUR NEXT
Financial Planning
CAREER OPPORTUNITY
COULD BE CLOSER
THAN YOU THINK.

Job Seeker Benefits
•

Access to high quality, relevant job postings.
No more wading through postings that aren’t
applicable to your expertise.

•

Personalized job alerts notify you of
relevant job opportunities.

•

Career management – you have complete
control over your passive or active job
search. Upload multiple resumes and cover
letters, add notes on employers and
communicate anonymously with employers.

Bryce M. Sanders

•

Anonymous resume bank protects your
confidential information. Your resume will be

Bryce Sanders is president of Perceptive
Business Solutions Inc. He provides HNW
client acquisition training for the financial
services industry. His book “Captivating the
Wealthy Investor” is available on Amazon.
Contact: 215.862.3607
brycesanders@msn.com
www.perceptivebusiness.com

displayed for employers to view EXCEPT
your identity and contact information which
will remain confidential until you are ready to
reveal it.
•

Value-added benefits of career coaching,
resume services, education/training, articles
and advice, resume critique, resume writing
and career assessment test services.
POWERED BY

(1) https://www.nytimes.com/2013/02/19/science/the-averageamerican-knows-how-many-people.html
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Rethinking
Dividend-Generating Stocks
“It ain’t what you don’t know that gets you into trouble. It’s what you know for sure that just ain’t so.” is a quote attributed to
Mark Twain — except he never actually said that, thereby proving the point.

entire picture. For example, assume an
investor owns 1000 shares of AT&T Stock.
On January 1, 2017, that investment would
have been worth $38,880. Assuming a
dividend was declared on that stock price,
the dividend payment would have been
$2460. But by year’s end, AT&T’s stock price
plunged to $28.54/share (26.6% loss).
That same investor’s holding (including
dividends if reinvested) was worth $31,000
for an aggregate loss of $7,880.

Investors and Advisors commonly tout
dividend-paying stock companies as
superior investments to those that
emphasize capital appreciation because of
the dividend. Unfortunately, this sentiment
may well be an example of “just ain’t so.”
A little background: Corporations issue
common stock to raise capital to fund
operations, including development of new
products, expansion into new markets, etc.
Ideally, investors purchase stock in the
company on the belief that those growth
operations will increase corporate
profitability, thereby allowing them to share
in the appreciation. Often, corporations pay
dividends which represent a portion of
corporate earnings that are passed on to
their shareholders. Dividend payments can
be made in cash, additional shares of stock,
or other property. But, when a corporation
pays a dividend, that payment reduces the
company’s available cash to fund
operations. Corporations that pay very high
dividends may be doing so to attract
short-term investors at the expense of
long-term profitability. Over the years, some
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researchers, particularly Nobel laureate
economists Franco Modigliani and Merton
Miller (“The Cost of Capital, Corporation
Finance and the Theory of Investment,”
American Economic Review, June 1958.),
have principally questioned the theoretical
value of corporate dividends. Subsequently,
their Dividend Irrelevance Theory has been
criticized as being overly simplistic. Economic
science debates notwithstanding, as an
investor, it’s critical to look at more than just
a declared dividend rate. None-the-less,
commonly accepted theory is that dividends
help stabilize stock prices because investors
who get cash are less likely to sell their
shares. In theory, this leads to price stability
which translates into reduced risk of a price
drop. Yogi Berra said: “In theory there is no
difference between theory and practice. In
practice there is.” He may be right.
According to a May 10, 2018 Kiplinger
article (“53 Best Dividend Stocks for 2018
and Beyond”), the highest paying dividend
stock was AT&T. It has paid a dividend every
single year since 1984 and presently pays
6.3%. However, that does not paint the

Not only did the investor LOSE $7,880, he
actually owes income tax on the $2460 he
earned in dividend payments. This is
because dividends generated in nonqualified accounts (meaning not IRA,
401(k), Roth, etc.) are reported as ordinary
taxable income in the year they were paid,
regardless of whether the investor took
physical possession of the money or not.
Therefore, to calculate the true value of the
dividend, the tax burden must be deducted.
Not fair you decry? Sorry, that’s the rules.
Now, let’s compare with a non-dividend
investment that returns exactly 6.3% by
only capital appreciation. Capital
appreciation is tax-deferred until received. If
the realized growth transpired over one year
or longer when liquidated, the gain is taxed
at the more favorable Long-term Capital
Gain rate. Moreover, if a couple’s Adjusted
Gross Income is not more than $77,200
(including the capital gain) the tax rate on
that gain is 0%. Moreover, no income tax is
due on the gain until the money is actually
withdrawn. And, if there is a market loss,
there is no tax insult on top of injury. Finally,
when the account owner passes and that
investment portfolio passes to anyone else,
those beneficiaries get a step-up in basis
meaning they report no taxable gain
regardless of how much total gain there
actually was prior to death. All this translates
to a realization that the tax liability of
dividend payments in any “regular”
(non-qualified) account (i.e., NOT IRA, Roth,
etc.) is greater to both the account owner
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and that person’s heirs than if identical gain
is realized through simple growth.
Now let’s include the specter of Social
Security. Assume a retired couple lives on
$35,000 in Social Security benefits plus
pension payments of $26,500. They have
no other income. Only $6000 of their Social
Security is included in their taxable income.
Now let’s assume they also have $12,000
in regular dividends that are reinvested. This
causes $16,500 of their Social Security
income to be included in their taxable
income, plus the additional $12,000 in
dividend payments that they did NOT
receive. In other words, the presence of
$12,000 in dividends increased their taxable
income by $22,500.

Experience
Education
Integrity

IARFC® Note Cards

IARFC®
Note Cards

To be sure, there are times when dividendpaying stocks are advantageous and make
sense for investors. But don’t be so in love
with dividends that your love is blinded by
the facts. Far too often, investors buy
dividend-generating stocks simply because
of the dividends themselves and never look
beyond to see if the investment is suitable
based on other factors, which are always
present. Without a careful consideration of
all relevant variables, buying a dividendgenerating stock for the sake of the dividend
may be a case of “What you know for sure
that just ain’t so.” 

Use the IARFC
Note Cards
for a quick
personal
Thank You
Order your IARFC
Note Cards,
packages of 25,
$30 plus s&h,
quantity pricing available

Michael Tove, Ph.D., CEP, RFC®
Michael Tove, Ph.D., CEP, RFC® president
and founder of AIN Services, is an insurance
licensed. A published author and guest
speaker on syndicated radio programs
regarding finance, he works with clients at
all levels of financial, estate and insurance
planning. Dr. Tove’s philosophy is that every
client, regardless of net worth, deserves the
best planning that can be had. Over the
years, he has developed a substantial
network of professionals to which he can
refer if clients’ specific needs are in areas
other than his personal expertise.
Contact: 919.462.6622
mtove@ain-services.com
www.ain-services.com
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Register Profile

Rebecca Boyle
It’s on record that the past three winners of the IARFC® National
Financial Plan Competition have been women – not just women
teams, but individual presenters. The most recent, in March of this
year at the IARFC Conference in Nashville, was Rebecca Boyle
from University of North Texas. She obtained her first place award
with a combination of a well thought out financial plan live finals
presentation to a “fictional” client couple.
Life after Nashville finds her in St. Louis, MO as a para planner. She
had not won the Competition at the time she was interviewed but
it was of interest to her future employer that she had made it to
the finals. At her position, she assists with different aspects of the
financial planning process like tax projections and preparing client
reviews, and researches topics as they are assigned to her. Her real
world experience is definitely a lot more of sitting down and getting
one thing accomplished vs college life of jumping around between
different jobs and classes. The work life is more structured.
Rebecca relates to growing up with a mom who listened to
financial programs on the radio whenever they were in the car.
Combined with parents who advised steering clear of mounting
debt and living within her means, she learned valuable financial
principles which are fundamental in the work she is doing today.

Identifying the
NextGen of Woman
Financial Consultants
Rebecca Boyle – Winner of the IARFC National Financial Plan
Competition in Nashville, TN at the IARFC Annual Conference.
From over 70 financial plans entered, Rebecca advanced
through the recorded presentation Semi-Finals round to a live
Finals presentation in front of experienced financial
consultant judges to achieve first place in the competition.
Rebecca is a graduate of the University of North Texas and
currently works in St. Louis, MO.

However, her first area of concentration was obtaining a major in
music with the goal of becoming a music teacher. Along the way,
she developed a passion for helping people and realized it could
be accomplished by helping others reach their financial goals. She
likes the results of seeing someone coming in confused or anxious
and stressed out, changing their demeanor to a calm and
confident individual excited about the future.
Rebecca has a vested interest in helping people figure out what
they want to achieve regarding their financial goals and align that
with how they think about money. She looks to take their vague
goals of “having enough for retirement” and “paying for my kid’s
college” and turn them into a workable plan of achievement. Their
values have to align with how they choose to spend or save and
her job is to help them figure out a workable financial plan.
To her, now is a perfect opportunity for women to enter into
financial services. There seems to be a push in the industry for
more women, so it is the right time to be thinking of it as a career
option. She has also benefited from the fact of having female
bosses and work environments. It seems like no big deal to her
for women to become the director of planning or have a higher
position in the firm - that’s the emerging norm.
Her advice for other young women entering a financial services
curriculum at a university is to not hesitate because of the
perception that it is going to be dominated by men. There are a
lot of wonderful work places that don’t care if you are a man or a
woman – so women really just have to go for it. The more women
who choose financial services as a viable career, the more
comfortable any new ones entering the field are going to be. 
Contact: rebeccaboyle@my.unt.edu
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The Glass Ceiling

Be Careful. Don’t walk around your office
without your shoes on. There is glass all
over the place. Guess why!!
Because women have broken through the
glass ceiling and are now reaching for the
stars in their career and business life. I am
sure that many of you remember back in
the 1970s when the TV show All in the
Family was on. This particular episode was
based on a riddle that no one could solve.
A boy is rushed into the ER and the doctor
jumps up and says, “I can’t operate on that
child—he is my son”. The question was
“Who is the doctor?” Everyone was
stumped. They all figured the doctor was
the child’s father. The answer was no—the
doctor is not the child’s father. Well, then
who could it be?? Maybe the stepfather or a
close uncle that raised the boy?? Who?? No
one on the show even guessed that the
doctor could be the child’s MOTHER!! Of
course, then Gloria chimes in with the right
answer and everyone goes crazy. The moral
is why hadn’t anyone guessed it
immediately? Everyone knows that a child
has two parents and if one is the father
then the other MUST be the mother. So the
correct answer was that the doctor was the
child’s MOTHER. In the 1970s, that answer
was so far out in left field that television
made an entire episode about it! Well, we
have come a long way BABY!!
Today, thankfully, that riddle would be
correctly answered in seconds by any man,
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woman or child. Women are in positions of
importance, authority, and considered to be
a perfect choice for careers that they would
not have even considered years ago. Maybe
some of you have heard of Barbara
Corcoran, Ruth Bader Ginsburg, Oprah
Winfrey, or Meg Whitman. All these
educated and powerful women have
opened the door for others to learn, grow
and strive to be at the top of their game.
Along with the hard work comes the
recognition and accolades that they deserve.
None of them are in it only for the high
income, but more for the euphoria that
comes with success. Each generation
follows in the footsteps of their
predecessors, giving way to more confident
and forward thinking women.
Many years ago in the financial industry,
women were thought of in the role of
secretary or assistant, but rarely as the
point person. All that has changed with
more women finding their passion and
voice in a career that is rewarding and
exciting to them at the same time. The
feeling of helping someone achieve their
financial goals and objectives is fulfilling
to both the men and women in the
industry. Today there is no question that a
woman in financial services can be just
as respected and highly thought of as any
man in the field.
On a personal note — I have 2 daughters.
Lori is a teacher and Robyn is a doctor.
When Robyn’s son was 6 years old, she

casually asked him what he wanted to be
when he grew up. He thought for a while
and when he didn’t answer, she suggested
— how about being a doctor? He looked at
her with a grin and said “NO — I am not a
GIRL!!” Why did he say that? Because all the
doctors in her office are women and he
thought that career was only for females —
wow — has the world changed from the
days of All in the Family and the mindset of
the 1970s!! 

Michelle K. Blair, RFC®
Michelle K. Blair, RFC® is an office
administrator specializing in management
and relationship building. She is a
Board of Trustees of the IARFC as well
as the Secretary of the Financial Planning
Association, Long Island Chapter.
Michelle devotes quite a bit of time
to promoting professional and personal
growth in the industry.
Contact: 516.639.5078
michelleblairrfc@gmail.com
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Having More Insurance Prospects
Is Only Part of the Answer
Ninety-nine percent of agents we speak
with think finding more insurance prospects
is the key to growing their business.
However, having more insurance prospects
is only a small part of the answer!
There are 2 areas killing your business.
1. Lead Generation — having a consistent
stream of life insurance prospects to see.
Marketing and Lead Generation is one of
your most important functions. Like my
father Lew has said in the past… You need
to stop focusing on being a salesperson…
Instead focus on becoming a Marketer!
2. The skills needed to convert your
insurance prospects/leads into
appointments and then into sales.
Most agents lack the fundamentals skills
needed to set high quality appointments. A
high-quality appointment is an appointment
set on a favorable basis, not pushing
someone to meet with you about a product
or following up on a lead card. It’s about
helping them to see a problem and why
they need to solve it.
Now, that you know the 2 areas killing your
business, would you like to learn our Six
Steps approach to finding the best
insurance prospects… then getting the
appointment and closing the sale?
6 Steps to earning 60k in 60 days!
Steps 1-3 are all about finding and getting
in front of your best insurance prospects.
Step #1 — You must be in front of the
best insurance prospects… the people
that you have the best chance of selling
right now! To begin with, people prefer to
work with a consultant they already know
and trust, or a consultant who is
recommended to them by someone they
know and trust. Accordingly, the people you
have the best chance of selling in the next
sixty days, are your current clients, friends,
family, relatives, client referrals, and insurance
prospects. So these are the people who
have already met you, and are members of
church groups and associations you belong
to… besides the people you do business
with and referrals from joint venture partners.
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Step #2 — Then you must address and be
able to solve a specific IMMEDIATE
PROBLEM these insurance prospects have
right now! Subsequently you must give
people a compelling reason to meet with
you right now! What problem(s) do they
have that you can solve today? How can you
help them to… eliminate debt, pay-off their
mortgage, save for retirement, fund a college
education, stop their stock market losses,
recoup stock market losses, reduce income
taxes, have the retirement income they need,
ensure they don’t outlive their money and
protect the people they love!
“Show your insurance prospects that you
understand them, their problems and
how you can help them!”
Step #3 — Finally you must make it as
non-threatening and easy as possible for
these insurance prospects to meet you
and see how you can help them! Would
most people prefer to meet one-on-one
with a salesperson? Or, would it be less
threatening and much easier to get them to
come to a… Free Educational Workshop?
At the workshop, it’s all about creating
curiosity and gaining their trust. The best
part of offering a free educational workshop
is you can be in front of 10 to 20 couples
within a week, for under $100. And, you

can offer an educational workshop every
week if you need to.
Bonus…You must have an educational
presentation that shows your insurance
prospects that you understand them, their
problems and how you can help them! If
you want people to set an appointment
with you, then you need to show them you
really do understand their situation and can
help… without them making any huge
sacrifices! If people don’t see and
understand the problems they are facing
today, and how you can help, is there any
reason for them to set an appointment with
you, let alone buy from you? You must learn
a specifically designed, scripted PowerPoint
presentation with all the questions to use, to
consistently set an appointment with each
couple, right at your educational workshop!
Steps 4-6 Are all about getting your
insurance prospect to say yes!
Step #4 – First you must do a complete
and thorough fact find! If you want your
insurance prospects to buy from you,
then you must get them emotionally
involved, people buy for many reasons,
but they all boil down to avoiding pain or
gaining pleasure, which are emotions.
To get people emotionally involved, you
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Sponsor the Collegiate
2020 IARFC National
Financial Plan Competition!
Take part in the IARFC National Financial Plan Competition
as a Corporate Sponsor. This is an opportunity to help the
NEXT GEN of collegiate undergraduates to develop the
skills they need to perform in the Financial Services industry.

learn more
www.iarfc.org
800.532.9060
plancomp@iarfc.org

must ask the who, what, where, when, why
and how questions, so they will see and
understand the immediate problems they
are facing. The more emotionally involved
they are in solving their own problems to
eliminate their pain or gain pleasure, the
more likely they are to take action! You
need to help them to talk about the
financial problems they are facing now
and in the future.
It’s about you helping them to re-think,
establish their financial priorities, and
deciding what’s really important to them
right now. If you help people to understand
and establish their financial priorities, then
they’ll want to take action.
Step #5 — Then You Must Find the
Money! Most of your insurance prospects
are looking for real help and immediate
solutions to their current financial problem.
But let’s face it, most people are not going
to spend money today unless it’s absolutely
necessary. Wouldn’t it be easier to get the
commitment from the prospect if there is
no extra money being spent? Help reposition money from Pocket A to Pocket B
without having them make a change to their
lifestyle or huge sacrifice. When you help
them to find the money it takes away the
objection “I cannot afford it.”
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“Make Them A Client First”
Step #6 – Finally you must find the
easiest and most pressing problem
you can solve right now to make
them a client! So, ‘You Must Keep the
Closing Presentation Simple and Logical!’
Remember, people buy based on
emotion, and then they justify their
decision based on logic. If you confuse
the prospect at all; give them too much
technical information; ask them to make
too many decisions; try to solve all of their
problems at once; you’ll have trouble
closing the sale. People want to know the
bottom line.
It’s about you…helping people to see
and truly understand their financial
problems. So, you get them emotionally
involved in the sales process and answer
their biggest question…“What’s In It For
Me and My Family?”
If you want to sell more life insurance
and annuities, then find the easiest and
most pressing problem you can solve
right now to make them a client. And
then use a summary to highlight the
end result of the program you are
recommending, compared to what
they’ve been currently doing.

sponsor today
Those are our 6 steps, 60 days for 60K. If
you want to dramatically improve your sales
in the next 60 days, then follow the steps,
Study and implement them. Don’t Over
Think It. It really is that easy! 

Jeremy B Nason, RFC®
Jeremy B. Nason, RFC® is the co-founder of
the Insurance Pro Shop™ – The first
affordable, full-service Insurance Marketing
and Sales Resource Center for today’s
Financial Pro, and Found Money
Management™, a life insurance sales system
dedicated to helping Middle-Income Families
to ‘Live Debt Free and Truly Wealthy!’
Contact: 877.297.4608
jeremy@insuranceproshop.com
www.insuranceproshop.com
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IARFC ®
Our Consultant Levels

Separate yourself from the crowd with the IARFC®. Show your commitment to excellence and
a continuing desire to provide your clients with the highest level of expertise.
Associate Membership

Associate Membership is for those participating in and sharing the goals and benefits of the Association, agreeing
to abide by IARFC Code of Ethics.

RFA® — Registered Financial Associate

The Registered Financial Associate, RFA® is for those new to the financial profession such as graduates of an
approved academic curriculum in financial services or those who do not have the three years of experience to be
awarded the RFC®.

RFC® — Registered Financial Consultant

The Registered Financial Consultant, RFC® is a professional designation awarded by the IARFC to financial
professionals who meet high standards of education, experience and integrity.

MRFC® — Master Registered Financial Consultant

The MRFC credential is accredited by the NCCA. Candidates are required to complete an in-depth application
requiring a strict level of education and experience — and to pass an exam. This comprehensive vetting process
supports our mission of giving consumers a way to qualify their potential consultant. The NCCA accreditation sets
the MRFC apart as a highly qualified professional. In a competitive industry, it will elevate a consultant’s status in the
eyes of their peers and the consumer.

Continuing Education
The IARFC recognizes that the delivery of financial analysis and service to consumers also encompasses ethical and
effective marketing, the use of tools and procedures, and the efficient administration of a financial practice.
Regardless of which professional consultant level fits, each must complete the professional Continuing Education
(CE) required for the certification or designation applicable. Annual renewal requires an assertation by members
that these units have been successfully completed with retained records.

IARFC
INTERNATIONAL ASSOCIATION OF
REGISTERED FINANCIAL CONSULTANTS

International Association of Registered Financial Consultants

Associate Member Application • RFA® • RFC®
Applicant Information		

(please print or type)

Membership Type

Choose one

®
®
RFC
General
• RFA
Membership
• General• Membership
RFA® • RFC®

Please provide your name exactly as you want it to appear on your Certificate, excluding degrees or designations

IARFC® Associate Member

Business Information
First Name		

M.I.

Last Name		

Suffix

Nickname

No		

$100

Total payment		

$200

Zip

Business Phone			Fax			Cell Phone
Yes

Membership Fee:

Annual Membership Fee

Street Address		Ste#/Apt		City		State

Primary

$100

Commence on anniversary of Membership

Business Name						

Business Email Address

Nonrefundable Application Fee:

RFA® — Registered Financial Consultant

Website

Home Information

Nonrefundable Application Fee:

$100

Designation/Membership Fee:

$150

Total payment		

$250

Commence on anniversary of Membership

Street Address		Ste#/Apt		City		State

Zip

RFA® Designation and Annual Membership Fee

Home Phone				Cell Phone
Home Email Address		

Birthdate MM/DD/YY

Please send all mail to my:
my 		
		

Business Address		

RFC® — Registered Financial Associate

Home Address

Experience (General Members (none), RFA® less than three years, RFC® minimum of three years)

Nonrefundable Application Fee:

$100

Designation/Membership Fee:

$250

Total payment		

$350

Years of experience as a full-time practitioner in the field of financial planning or financial services:
Full-time
Part time

Commence on anniversary of Membership

Education (Education criteria requires an applicant to assert and document achievement in any ONE
one ofofthe
theareas)

RFC® Designation and Annual Membership Fee

Education,
areas) Professional,
Professional
Designations,
Designations
Licensing,
or Licensing
or Education

Professional Designations:
Other

AAMS

CFA

CFP

ChFC

CLU

CPA

EA

LUTCF

1. Mail Application with payment to:

Licensing
Broker/Dealer
Securities Licenses:
Series 6 and 63
Series 65
Other
Insurance Licenses:
Life
Health

Payment Options

Series 7 and 63
Variable Contracts

(Personal) FINRA CRD No.
Series 6 and 66
Series 7 and 66

IARFC
P.O. Box 506, Middletown, OH 45042
2. Fax Application to:
513.345.9479 (credit card only)

Prop. & Casualty

3. Email Application to: info@iarfc.org

Other
Primary Insurance Company (if any)
Affiliated with an SEC Registered Investment Advisor (RIA)?
Name of RIA

Yes

Check payable to: IARFC

No

Credit Card: Visa, MC, Amex, or Discover

Educational Background
School, City, State (Since High School)

Graduated
Yes

No

Major

Degree

Credit Card#

Ex. Date.

Security Code

(Evidence of license, diploma or documents may be requested. You need not submit evidence with the application.)

Code of Ethics (Applicants must subscribe and adhere to the IARFC Code of Ethics)

Signature

I will at all times put my client’s interest above my own. I will maintain proficiency in my work through continuing education. When fee-based services
are involved, I will charge a fair and reasonable fee based on the amount of time and skill required. I will abide by both the spirit and the letter of the
laws and regulations applicable to financial planning services. I will give my clients the same service I would give myself in the same circumstances.

Questions relating to business and ethical conduct
(If you check “Yes” to any of the following questions please attach a written explanation)

Recommend a colleague.
Yes

No

Have you ever been refused a surety bond or other form of employment security?
Have you ever been denied or enjoined from selling or dealing in securities or from
functioning as an Investment Advisor?
Have you ever been arrested, indicted, or convicted for any felony or misdemeanor, except
for minor traffic offenses?
Have you ever been known personally by any other name, or have you ever conducted
financial activities, conducted business or carried brokerage or bank accounts in any other
name?

First Name

Address

Have you ever become insolvent, failed in business or compromised with creditors?
If “Yes” – please provide the date name and location of court, disposition, liabilities,
and assets.

City

Have you ever had a license, permit, certificate, registration or membership denied,
suspended, revoked or restricted, or have you had an application of such type ever
withdrawn for cause?

State, Zip

Have you ever been the subject of any order, judgement, decree or other sanction of
a foreign court, foreign exchange, or have you ever been the subject of any action by
a foreign or domestic governmental or regulatory agency?

Attestations (Applicants please read carefully)
1.
2.

3.

4.

5.

6.

7.

8.
9.

10.

11.

12.
13.

Phone

Email

I hereby certify that I have read and understand the foregoing statements and that my responses
are true and complete to the best of my knowledge.
I hereby apply for IARFC membership and, in consideration of my application, I submit myself to the
jurisdiction of the Association and hereby verify that I agree to abide by all the provisions of the
By-Laws and regulations of the Association as they are and may be amended; and I agree to comply
with all such requirements, subject to right of appeal as provided by law, and I agree that any
decision as to the result of any examination(s) that I may be required to pass or annual CE
requirements will be accepted by me as final.
I further agree that neither the Association nor its officers or employees shall be liable to me for
action taken or omitted in official capacity or in the scope of employment, except as otherwise
provided in the statutes, By-Laws, or the Association’s regulations.
I authorize the Association to make available to any federal, state or municipal agency, or any
securities or commodities industry self-regulatory organization, any information they may have
concerning me or to request confirmation of my status, and I release those organizations,
employees and agents, from any and all liability of whatever nature by reason of furnishing
such information.
I further agree that any part of the information contained in this application and any subsequent
documents in my IARFC file may be divulged to interested parties as part of the referral system
for the benefit of members and the public.
I hereby certify that I have a sound record of business integrity with no suspension or revocation of
any professional licenses, and I hereby subscribe to the IARFC Code of Ethics, a copy of which
I have read and understand.
It is agreed and understood that any material misrepresentation of facts or information given in this or
subsequent application or renewal may be cause for immediate revocation of membership and all
its privileges, without refund of any dues or fees paid.
I understand that failure to disclose any regulatory event, including suspensions or revocations, may
disqualify me.
I agree to maintain proficiency in my work by completing continuing education in the field of financial
planning and counseling — which can include subjects relating to practice management, delivery of
professional services, portfolio management or financial product application and service.
As an applicant for membership, I understand and agree that my RFA® or RFC® designation with the
IARFC will not become effective until submission of all required documentation in proper order and
upon written acceptance by the IARFC.
I understand that all IARFC Certificates of Designation remain the property of the Association and
must be destroyed or returned to the Association should my membership or the right to display the
certificate of designation be suspended or terminated.
I understand that continuation of the RFA® or RFC® designation requires 40 units of professional
Continuing Education, 4 hours related to ethical practices (CE) every two years.
I understand that if I do not meet the required professional experience of 3 years for the RFC®, the
IARFC will qualify and award me the RFA® designation. RFA® designation converts to the RFC® upon
completion of three years of experience.

I attest that I have read and understand the above, that the information I have provided is complete and
accurate to the best of my knowledge and belief, and I further understand that my IARFC membership
and/or designation may be revoked if I provided any false or incomplete information.

Signature of Applicant (required) 		

Last Name

Date

How did you learn about the IARFC?
Advertisement
Article
Association
Broker/Dealer
Direct Mail
Email
Exhibit
IARFC Website
Insurance Co.
Referral
Other

Referred by (if applicable)

Full Name

City, State

IARFC
INTERNATIONAL ASSOCIATION OF
REGISTERED FINANCIAL CONSULTANTS

International Association of
Registered Financial Consultants
P.O. Box 506
Middletown, OH 45042-0506
P: 800.532.9060
F: 513.345.9479
E: info@iarfc.org
W: iarfc.org

Choose To Rise To The Top
As you know, there are literally hundreds of
thousands of people who call themselves
financial planners across the country;
however, the term financial planner is a very
broad one. I've heard people who specialize
in debt consolidation call themselves financial
planners. I've heard people in the banking
industry who only sell CDs, call themselves
financial planners. I've heard people who only
help you buy and sell stocks call themselves
financial planners; when in fact, they are just
salespeople. So it’s tough for people to figure
out exactly what kind of financial person with
whom they are working, and more
importantly, which one is right for them.
Here’s a simple way to put this into
perspective. Imagine a pyramid that’s divided
into three different sections with the biggest
section at the bottom, the middle section
smaller than the bottom section, and the top
of the pyramid being the smallest. The first
section of this pyramid (at the bottom) is the
most common type of financial planner. You
could call this the entry level financial person
who generally helps carry out transactions.
An example may be a bank employee selling
you a CD or a salesperson or stockbroker
who helps you buy and sell mutual funds or
other types of investments. They generally
are not doing any real planning or advising
because they are focused on helping you
buy certain investments that they offer.
As we move up the pyramid to the middle,
there are fewer financial planners in this
section. We call this the enhanced section
because the planner that fits in this category
does more than just carry out transactions.
They may do some basic types of planning
around the area of the license they have. For
example, let’s say someone just has an
insurance license. They may go further than
the transactional salesperson who only sells a
product. What they may do is actually create
a written income plan for how those assets
will be invested, and then find the best
product from what they are able to use to
implement that plan. However, because they
only have an insurance license, they may be
limited to only the types of investments their
license allows them to use.
Another type of planner that fits in this middle
section are those that are fee-only planners.
This means they put together a plan that you
will take home and will have to implement on
your own. It’s not exactly like doing it yourself,
but it’s more like doing it with a little help.
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The Financial Planning Pyramid
Total
(Holistic Planning)

Enhanced
(Basic Planning)

Transactional
(Entry Level)

So we've talked about the entry level of The
Financial Planners Pyramid which is the
transactional planner. We have also talked
about the middle section. These are the
planners who take it a step further and do
some basic planning on top of the products
they sell such as simple income planning or
retirement planning. The top part of this
pyramid is where the fewest number of
financial consultants reside. This is what I call
the total holistic consultant who is completely
engaged in the financial planning process.
The people who fit in this category are like
financial coaches as they seek to find the red
flags that could derail your finances, and then
they put together a plan to fix those problems.
They are more like problem solvers and are
usually dually licensed. This means they may
have a securities license and an insurance
license which allows them to have access to a
much broader range of investment options
than if they were limited to only one type.
Here’s another thing to consider. If you’ve
ever been a homeowner, you know that the
work doesn’t stop as soon as the house is
built. You have to constantly keep the house
maintained. Sometimes you only have to do
something small like tighten a screw. Other
times it could be more major like replacing a
broken A/C unit. The same thing goes for
financial planning. A total holistic financial
coach will help you consistently monitor your
plan to make sure it stays relevant
throughout your financial life no matter
what life throws at you.
Another reason why there are fewer people
in the top of the pyramid is because they
usually focus on multiple areas of the
financial spectrum including Investment
Planning, Retirement Planning, Income
Planning, Healthcare and Long-Term Care
Planning, Tax Planning, and Estate Planning.

The Master Registered Financial Consultant
(MRFC) credential was really developed to
help differentiate elite financial consultants
from others who may call themselves
planners, but not have the experience or
expertise to actually qualify as a person at the
top of the pyramid. The number of people
who need financial advice and help is
skyrocketing each day. However, the number
of financial planners with the necessary level
of expertise to help them is dwindling at an
alarming rate. This is why financial planners
should work to become complete Total
Holistic Consultants so they can rise to the
call and help make a transformational
difference in the lives of the people who rely
on them. 

Nicholas A. Royer, MRFC®
Nicholas Royer, MRFC® President of Group
10 Financial, LLC and IARFC Vice Chairman.
Nick and his father Jerry co-host their radio
show on numerous radio stations.
Contact: 800.245.0546
nickroyer@group10financial.com
www.group10financial.com
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Management, LLC., an SEC Registered Investment Advisor
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International Women’s Journies
Our theme of Women in Financial Services continues as we look into the journey of our International Women
Teresa So Ph.D., RFC® Chairman, Hong Kong and Macau, IARFC
Hanying (JJ) Liang, RFC® Special Assistant to the Chairman Educational Program with IMM in Greater China
Register: How do you feel women excel in financial services? What
are their strengths when dealing with clients?
Dr. So: Compared to the opposite sex, women are usually more attentive
and more patient with details. They tend to be more empathetic and can
quickly develop close rapport with clients. It is therefore best for women
to at first build and maintain good communication with clients and then
gain their trust.
Register: What is the major change in the role of woman
from when you started in financial services to today’s
female consultant?
Dr. So: When I started my career in Financial Services in the 1980’s,
females in the industry were rare — almost all worked in the back office,
no frontline sales. Top executive positions were also dominated by males.
As Financial Services evolved over the past decades, more women joined
the industry as frontline sales and aspired to leadership positions. Female
consultants not only have greater access to career advancement
opportunities but can also enjoy flexible time management to strike an
optimal balance between career and family.
Register: What are the hurdles they need to overcome in today’s
financial world?
Dr. So: Practitioners, both men and women, should keep abreast of
the rapid and frequent changes in the financial world and keep up with
the market trend to identify potential risks and opportunities for clients.
They must therefore continuously devote their time to upkeep their
interest. For women, this is an issue of balancing commitments between
career and family.

Teresa So, PhD, RFC®

It is not uncommon for female financial consultants to meet clients
outside of office hours. If their spouses and families lack full
understanding, conflicts may occur.

Dr. Teresa So, Doctor of Philosophy, 36 years in the
Financial Services Industry, Chairman, Hong Kong and
Macau, IARFC

Register: What advice would you give women who are starting out in
the business?

Responsibilities: To prosper the Hong Kong and Macau
operation of IARFC by leading the growth of the RFC and
the RFA professional designations in both markets
Founder & Chief Financial Officer, General International
Agency Limited (GIA) — Resp, a Hong Kong-based
company establish in 2001 engaging in holistic consultancy
service — Responsibilities: To grow, manage and lead GIA.
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Dr. So: I would advise women practitioners to equip themselves and be
truly professional, embrace the change and excel in this highly competitive
and ever-changing industry. To reach that level, women must keep
updating their knowledge and surround themselves with smart people
and role models. One of the best ways to start with is by completing an
RFC program and pursuing an RFC professional designation. The program
not only delivers professional knowledge of the industry but also gives
practitioners access to valuable insights and experience of influential
industry leaders. Continuing Education is always an excellent supplement.
I would also advise women practitioners to exercise good time
management between business and family so that they can enjoy the
benefits of both worlds.
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Dr. So won the highest honor in AIA - Top Grand District of the Year 2018

For women practitioners who aspire for a
management path (versus a sales path), I
would advise them to start early to pick up
management knowledge and polish
management skills. In Financial Services and
many other industries as well, I believe the
“early bird” gets the worm.
Register: How has the IARFC helped you
in your own professional journey?
Dr. So: The IARFC Financial Planning
Framework has supplemented my
knowledge. The IARFC Continuation
Education activities, of which I have been
involved as a speaker or a participant, have
helped in refreshing my knowledge in
Financial Planning. In my own professional
journey as the Chief Executive of GIA, my
RFC professional designation ensures that
my up-to-standard education, experience
and integrity catalyzes my clients’ trust in
me. The designation serves as an
endorsement of my professionalism.
Register: What do you see the role of
women in the next 5-10 years?
Dr. So: In the next 5 to 10 years there will
be more women participating in Financial
Services, in both sales and management.
There will be more women elite producers
and management leaders. This will be the
situation not only in Hong Kong and Macau
but in Asian countries where Financial
Services is better developed, for example,
Singapore.
Register: How do you see the role of
women in China vs the role of women in
the US? How are they the same? How do
they differ?
Dr. So: The Financial Services market in the
U.S. is mature. A client’s engagement with a
financial consultant is based on the
professionalism of the latter. Personal
relationship counts less.
In China, the Financial Services market is still
emerging. In choosing a financial consultant,
a client often prioritizes personal connection
over other considerations.
There is one similarity — in both countries
there will be an enhanced population of
women entering into Financial Services.
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Register: Personally, what is the biggest
obstacle that you have had to overcome
in your financial services career?

Register: What is the best advice you
have ever received from a mentor
regarding your career.

Dr. So: There were situations where I was
the only woman in a crowd of men. In
those circumstances, I had to relax and
forget about the gender of the people
around me. I had to be mindful of not
letting my gender affect my career.

Dr. So: I have always lived with my
mentor’s words: “Money is good to have
but not devastating to be without.” This
message inspired me that in our lives, while
money is a useful tool, there are other
values of paramount importance. To me,
these are family, friendship and contribution
to society. I love my family members. I care
for my friends. I have made donations to
help the needy in society.

It did happen that a few downline agents
chose not to be headed by me, a woman.
They conservatively thought female leaders, as
compared to male leaders, were over critical
with something unimportant. Over time, I
dealt with my downline agents persuasively
and proved to them I am not a picky leader.
As the Chief Executive of
GIA, I have been facing
the challenge of
ever-increasing rent
and staff costs. I have
had to bring in
enough revenue to
meet company
expenses. Facing the
tightening regulations
and the Fintech
revolution, how to lead my
associates to evolve and excel
with industry trends and exceed
customers’ expectations has always been
my ultimate goal.

Register: What are your thoughts on
Continuing Education and how it
benefits the financial consultant?
Dr. So: Financial consultants
must keep pace with this
fast moving and competitive
market to serve clients
professionally. To provide
clients with relevant
professional advice,
they must update their
existing knowledge and
acquire new know how
from time to time. Continuing
Education helps financial
consultants in this direction. 

I have always lived
with my mentor’s words:
“Money is good to have
but not devastating
to be without.”

Contact: chair@iarfc-hk.org
www.iarfc-hk.org
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Hanying (JJ) Liang,
RFC®
Hanying (JJ) Liang, RFC®, 19 years in the
financial services industry.
Special Assistant to the Greater China
Development Chair Liang Tien Lung, RFC®
In charge of promoting RFC educational
programs with IMM in Greater China

I was an Independent Financial Adviser when I first joined this industry
in the U.S. in 2001, utilizing financial planning, and advising clients
especially on asset allocation, portfolio management, risk management
and trust accounts for pension, education and estate planning.
Then, after coming back to Taiwan, I worked for a European Wealth
Management Company and later joined the local Taiwan Financial
Group’s institutional department. I was in charge of asset allocation
and portfolio management for both private clients and financial
institution clients.
I serve life insurance companies in two ways. One is to give
presentations for investment proposals and trading global securities
across different asset classes, such as stocks, bonds, funds, private
equity, structure products, and derivatives. Two, is to assist with
investment link insurance product design and execute the product
once on the market for sale.
I am connected with IMM since their established year in 1983
because the founder Mr. Liang is my father. For 36 years, IMM has
been instrumental in raising the standard of Worldwide Chinese Life
Insurance professional social status and image. We interview the
role models in our industry and publish in our monthly magazine.
We promote life-long learning concepts, encourage life agents
systematically, and structure learning processes with international
certified qualifications. These altogether increase the ability to develop
and grow their careers in the long run.
In addition to the media and publication promotion for the
purpose of becoming an RFC, we have strict requirements for
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whomever comes to apply and register. We request candidates
with an ethical background, a qualified education, and certain
equivalent working experience. This ensures that once they go
through the learning process, they can apply what they have learned
in daily practice. For the outstanding certified RFCs, we will interview
and publish them in Advisers’ Magazine (now up to 362 issues).
Some extraordinary RFC practitioners will be invited to share their
cases and practices at the Worldwide Chinese Life Insurance
Conference and IDA Annual Conference. Since 1996, about
8,000 delegates join this event each year hosted in different cities
worldwide — for example, August of 2019 in Bangkok, Thailand and
August 2020 in Toronto, Canada.
While we promote the RFC program, we focus on the younger
generation, (through higher education degrees, study abroad,
and/or with certain years of working experience in financial industry),
who love continuous learning for professional career development
and who have become a role model of our industry. Both men
and women are balanced candidates and look at being holistic
international financial professionals.
Since we select strictly whomever can apply to the RFC program, we
build up professional reputations of those current RFC practitioners.
Gradually, RFCs acquire the reputation as quality candidates. At the
same time at IMM, three editing department in Taiwan, China, and
south east Asia, interview and publish those RFCs. Worldwide Chinese
Life Insurance, IDA, CE seminars, Greater China RFC Conferences and
other local city summits, all increase the exposure of public awareness
and professional image. This is a branding strategy we have applied
since year 2002. Members will find the meetings and gatherings
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I am connected with IMM since their established year in 1983
because the founder Mr. Liang is my father.

teams. We all pursue one mission - to provide a holistic financial plan
to help our clients fulfill their lives and dreams.
According to IRDC (Insurance Information Research and Development
Center, established by IMM in 2002) and PHBS RMIRC Beijing
University HSBC Risk Management and Insurance Research Center,
established in 2011, we conducted a survey in 2018 for the
ecosystem of China Insurance life agents. The samples are 13,884
from 18 provinces, 85 cities and 35 insurance agencies. The survey
indicated 71% of life agents are women in China. In the last 20 years
of life insurance development in China, they play important roles.
They are more compassionate, warm, caring, and sensational, which
are good traits for marketing and communication in a people service
oriented industry, making it easier to open up a primitive market. I
believe these characteristics apply to American women, too.
On the other hand, the U.S. is a much more matured financial market,
with more delicate segments of focus on market target groups and
specified demands of advanced clients. Therefore, women who work
in the U.S. financial market require much more expertise and logical
thinking to survive and outperform in the long run.

JJ and IMM founder and father Mr. Liang

The IARFC Evolves in the next 3-5 years…
First, global wealth has accelerated and clients are more and more
sophisticated and international. The awareness of having a financial
plan for each one and each family has been increasing more
and more. Obtaining the RFC is the career goal for every financial
practitioner who looks forward to being more professional and grow
in this industry. Since 1984, there has been an extraordinary increase
of RFC practitioners in our global financial industry. It will attract
more people who want to build up their brand and become more
professional to join the IARFC, and be part of a learning and sharing
organization and an international financial society. I think each RFC
cherishes their own reputation and contributes to the force of selfrespect and self-admiration to the public. In the future, there will be
more and younger and energetic international professionals who will
love to become RFCs and will lift the standard of our industry and
advance to a better and prosperous society.
Time changes, technology advances, every day is a new day. Our
clients are growing and thus we have to grow all lifelong. To be ahead
of our clients is being responsible. To be professional, we need to
continue to learn. Learning is like rolling a boat against the water flow,
if you don’t move forward, you will be pulled back. Being an RFC is
a starting point to open up a systematic and structured way to solve
problems. This method will guide our clients in the direction they
want to progress in their lifetime and continue to make it better. It is a
direction. It is a system. It is a guideline. Only with CE, we can lead and
manage the changing society and find the path to prepare ourselves.

are long term learning and growing platforms. It is a service we can
provide to the IARFC members.
With the RFC status, it represents a certain level of professional
knowledge and learning ability to be up to date. This group of people
is like a big family who are ethical, competitive, and holistic. The same
identity gives every RFC respect and the opportunity to share on a
similar level, across boundaries of countries, companies, agencies, and
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There was a senior business owner, one of my clients, who told me
that our role is like a gardener building a beautiful garden for a lifetime,
every day with discipline to take out bad plants and keep nurturing
beautiful seeds of flowers and trees. We design, we make, we adjust,
and we watch it grow to a beautiful garden. 
Contact: hanyingl@gmail.com
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Consumer Focus
The Wake-Up Call

It was a cold and rainy Monday morning in
January when “John” and his wife of 38
years, “Mary” failed to show for their
appointment. I had seen them two other
times in the last year, so they knew where
my office was. I didn’t think too much about
it as over the last eleven months they had
set and cancelled or postponed several
other appointments for various reasons they
felt were valid enough to delay the lifetime
plan I had set up for them. Various excuses
we all hear in the financial arena, from
having to babysit the grandchildren to
pointing to the fact that the market was up
and there was no need for a real lifetime
and retirement income plan.
Well, over the next few weeks, the reason
for them not showing soon appeared, just
as the sun finally did poke its head through
the storm clouds. John had a stroke the
morning of our meeting. Luckily, doctors
said it was just a “small” one and he would
make a full recovery. Not surprisingly, John
was now adamant about scheduling an
appointment and amazingly, had made a
180-degree turn as well. John now wanted
full details on Long-Term Care Insurance,
something he was almost violently against
hearing about on our previous two
appointments. Sound familiar?
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Let’s explore some Long-Term Care options.
Self Insurer i.e., Do Nothing (John’s
previous plan)
This option scares the heck out of me as a
person and as a financial consultant. In this
option, the person or couple elects to
gamble that they hopefully will never have a
lifetime health event and if they do, they
feel their assets will be able to pay for all
the health-related expenses. Overlooked
here is not only the true cost of 24/7 help
but also the emotional and physical cost of
family members that may be needed for
this plan to succeed. The cost goes well
beyond financial in this option and thus
would never be advised for someone under
$5 million in my opinion. Hey, I’m sure this
has worked for others but the chance of it
not working is far too great to be approved
as a viable strategy.
Traditional Long-Term Care Insurance
With well under 10% of Americans over 50
owning a traditional policy, traditional LTC
Insurance has been extremely disappointing.
There are many reasons for this and more
finger-pointing than a political argument, but
it’s safe to say that the product that was
originally designed to shift the burden of
paying for long-term care from the

consumer to the insurance company has
lots of catching up to do. Some of the
concerns that have been expressed in the
past are rate increases and policies that
weren’t designed for the tremendous
increases in health care costs. The basic
premise here is that the consumer buys
future care and pays a yearly premium to
get this benefit.
Many consumers in the past passed away
without using it and lost the money they
paid in. Others added a “return of premium
rider” for a fee to get the premiums back,
but many didn’t. Fairly or unfairly this type of
policy has been labeled “use it or lose it”.
Another disadvantage is that many who
signed up for these policies were never told
that there could be rate increases in the
future. Story after story exists of people who
had huge rate increases or had to cut
benefits to keep the premiums from
increasing. Just like any insurance, it is still
better to have something than nothing.
Annuity Funded Long-Term Care
This option has grown in popularity and
there are many variations of it. It’s a great
way to have modest growth with built in
long-term care windfalls. Some of these will
double the principal inside the annuity if
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needed for a long-term care event. Others
will not only double or triple the amount of
money available but also nearly double the
principal amount as a death benefit. Like
anything in the world today, the devil is in
the details so before selecting any of these
options the consumer should meet with a
competent fiduciary consultant.
Life Insurance with a Long-Term Care Rider
I am continually amazed with the types of
ingenuity I see in the life insurance industry.
This great invention lets the consumer add
on a long-term care rider to specific policies
which enable the consumer to take portions
of their death benefit out each year they
have a long-term care event. This money
comes out tax-free as well. Once the owner
passes away, the death benefit is paid out
just like any other life insurance policy
(minus the amounts that were already taken
out of course). This is my favorite option.
Again, like anything else, it is imperative that
the consumer understand all fine print before
signing anything or transferring any funds.
It’s easy to put off planning. Life events are
sometimes a wake-up call (it was for John).
Don’t let others talk you out of a very
important decision. Cost is always an issue
but don’t forget that your most valuable
equity is your health. Don’t let a health
event loot you of your future buying power
and decisions. 

IARFC
INTERNATIONAL ASSOCIATION OF
REGISTERED FINANCIAL CONSULTANTS

IARFC Member
Group Rate Insurance
L i f e A D & D LT D
K EY B E N E F I T S I N C L U D E :
•

Life, AD&D and LTD Insurance

•

Highly affordable premiums with core coverage

•

Guaranteed issue/no medical or financial underwriting

•

Competitive premiums designed for consultants

•

Travel benefits and employee assistance programs

Current members. No physical required, applicants must fill out an in
depth medical history questionnaire to be sent to underwriting to
make a determination. Medical questionnaires vary from state to state.
New members. Take advantage of 30 day Open Enrollment IARFC
Group Life or Group Long Term Disability plan guaranteed issue up
to $250,000.
Call plan administrator:
Michael Insurance Planning 800.932.4075
download brochure www.IARFC.org/Insurance

Peter J. “Coach Pete” D’Arruda, RICP, MRFC®
Peter J. “Coach Pete” D’Arruda, RICP,
MRFC® is a Financial and Tax Coach. He is
host of the nationally syndicated weekly
radio show, The Financial Safari, as well as
the author of four books, including “Fine
Print Fiasco”, “Financial Safari, 7 Financial
Baby Steps” and “Have you been talking to
Financial Aliens?” Themes of these easy
readers include helping others avoid being
taken advantage of and translating financial
jargon for any layperson.

Voluntary Benefit
partner program with
The Standard Insurance Company and
Michael Insurance Planning Company

Contact: 919.657.4201
pete@capitalfinancialusa.com
www.capitalfinancialusa.com
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Viewpoint

IARFC

We are covering our IARFC and MRFC Board Member’s philosophy of change, historically meaningful personal
changes and current changes trending in today’s economy as it relates to the client and to you as a consultant.

An Insider’s Perspective
Most of the “Viewpoints” from IARFC Board Members are expressed as consultants working in financial services.
Charlotte Isbell, IARFC’s Chief Operating Officer discusses the changes internally and how those changes
affect the membership.

Our Reason for Change
It seems like we have had more than our
share of changes these past three years.
Mainly, we are trying to build more
recognition…of the Association, of our
designations/credential, and of our benefits.
We want to step up our relationships with
Broker Dealers, not only for the MRFC® but
the RFC® as well. This increases our credibility
and strengthens us as an association.
Long time members can adjust to these
changes with increased confidence in the
IARFC — as a more relevant and credible
offering to Broker Dealers, their prospects
and their clients.
The Most Challenging
Accreditation has affected both the
membership and the team of the IARFC the
most. As a consultant, you are requested to
do more continuing education to validate
your credential. For the team, keeping pace
with accreditation tasks and providing more
marketing material to educate clients about
the MRFC has required time and effort. But
these changes were necessary to keep the
credential relevant and growing. Internally,
we set and met standards to ensure that all
member were treated fairly. For our member
consultants, it gave you a strong credential
validated by a third party. Hopefully your
perspective on the value of the MRFC has
been changed through our due diligence.
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Internally having to scrutinize and develop
strict policies and procedures has allowed us
to work more efficiently. We are better goal
setters. We are better at meeting deadlines.
We have become “standards” conscious.

Team and myself are working to better the
Association. I look back and think – WOW
how did we ever accomplish everything so
far with a six person team. I look ahead and
think that the future is promising. 

An environment change has really upped
our game. We have a wonderful new
office facility with the ability to organize
and expand. Having leadership that looks
out for employees makes for more
productive conditions. All of us enjoy
coming to work.
Future Change
We now are looking at a Board restructure
that will affect the management of the
Association. It calls for a Board of Trustees
that looks out for the welfare of the
Association as a whole. This leadership
group can oversee the weaknesses, work on
development, and make strategic changes.
Chapter Boards under these Trustees will set
up assigned regions within their own
chapter to increase membership and
enhance communication. This structure
promotes growth at the grass roots level.
Evolve with Us
Change can take place quickly or at a
steadier pace. I would suggest for members
to really connect with your Broker Dealers to
make them aware of the IARFC. However
you see us evolving, know that the IARFC

Charlotte Isbell
Charlotte Isbell, IARFC COO coordinates
the team. You will also find Charlotte,
working on the accounting, assisting the
Ethics Committee and coordinating the
MRFC program. As a long time team
member Charlotte enjoys talking with
members and non-members about
products and services available building
their knowledge of the Association.
Contact: 800.532.9060
coo@iarfc.org
www.iarfc.org
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I m p a c t Yo u r I m a g e
IARFC Partner Programs
Partnering with others strengthens the IARFC community of consultants. The Association continually seeks and forms alliances
with other organizations and businesses to provide members with discounts for services and products necessary to their
practice. For a complete list and details visit: www.iarfc.org/members/general/member-benefits

Connect to your Benefits
®

IARFC Home Office

Online

info@iarfc.org
800.532.9060
P.O. Box 506
Middletown, OH 45042

www.iarfc.org/members/
general/member-benefits

®

P.O. Box 506
Middletown, Ohio 45042

IARFC National Financial Plan Competition
The IARFC invites participation in the
National Financial Plan Competition
Spring 2020

To learn more call 800.532.9060 or visit www.IARFC.org

IARFC
INTERNATIONAL ASSOCIATION OF
REGISTERED FINANCIAL CONSULTANTS

