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Meetings and Events
Special Events

June 15
Southern California FPA
Technology Day:
Trends for 2011 and Beyond
All Day Event: 8AM to 5PM

Chapter Meetings

July 20
“‘Emerging Markets”
Jack Dzierwa, Portfolio Mgr.
U.S. Global Investors

August 17
“Estate Planning Session”
Specific Topic and Speaker TBA

September 21
Speaker and Topic TBA

October 19
Insurance Day

Pro Bono Events

WISE & Healthy Aging
1st Wednesdays of each month

FPA National
September 15-18
FPA Experience
San Diego, CA

Please visit: www.fpala.org for
registration information

The Presidents

Message
Don Hance, CFP ®

Dear Fellow FPA/LA Members:

| can still remember his words: “If you are
going to be in the business of providing
financial advice, you really ought to look into becoming a
financial planner”. He went on to tell me about the College
of Financial Planning in Denver, and how you could take a
series of courses on the various aspects of financial planning
— such as investments, estate planning, taxes and insurance.
Once you passed all the courses, you become a “certified”
financial planner.

The year was 1983. And the person giving me this ad-
vice was Bill McMurry. Bill worked with a group of insurance
representatives from Mutual Benefit Life, but his primary job
was to provide nationwide training for a system known as
Financial Profiles. Financial Profiles was one of the very first
programs — later to become one of the first software pro-
grams - that helped integrate all of a client’s financial aspects
into a “financial plan”.

At the time | was the manager of a bank in the mid-
Wilshire area of Los Angeles, and Bill was a customer. A
few times a month, Bill and | shared a cup of coffee together
at the nearby diner. We talked about all sorts of things, but
mostly about business and careers. He was about 30 years
my senior, and in many ways, was a mentor to me. | could
relate to Bill because he had started his career in banking,
though he later switched to insurance sales. | always en-
joyed my discussions with Bill, and over time, | came to val-
ue and appreciate Bill’'s insights.

When Bill told me about this new financial planning des-
ignation, | recall how well it resonated with me. It sounded,
then, like a great idea: having someone who would oversee
all of a person'’s financial affairs, rather than the traditional
version where everything was specialized - you went to an
accountant for your taxes, to a stock broker for your invest-
ments, to various insurance agents for your life or casualty
insurance needs, and so on. No one was making sure eve-

Continued on page 2

MISSION STATEMENT

To be the forum for the professional growth and success of every FPALA member
To make a positive difference in our local communities through advancing
financial literacy and pro bono activity
To build a strong FPALA community, and ensure the continuity of chapter leadership
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2011 Board of Directors

Chairperson
Eric Bruck, CFP®
ebruck@silveroakwa.com

President
Donald Hance, MBA, EA, CFP®
don@glenmorefinancial.com

President-Elect
Lara Lamb, CFP®
lara@lambfinancialplanning.com

Director - Pro Bono Outreach
Melanie Jocson

mela-
nie@virtualpartnersgroup.com

Director - Programs
Glenn Yasukochi, CFP®, CRPC®
gfis.glenn@speakeasy.net

Director - Membership
Eric Toya, CFP®
eric.toya@trovena.com

Director - Corporate Sponsors
Amanda Asherson
aasherson@polycomp.net

Director - Regulatory Affairs
Marcus Ranger
d.m.ranger@ampf.com

Director - Public Relations
David Zuckerman, CFP®
dzucker-
man@zuckermancapital.com

Director of Career Development
Richard Burnes
rburnes@uclaextension.edu

Director - Communications
Ed Clare, MBA
edclare@roadrunner.com

Director at Large
Greg Fong, CFP®
gregpf@earthlink.net

Director at Large
Lisa Tepper, CFP®
Lisa.).Tepper@wellsfargo.com

rything was integrated toward the client’s goals, and it sounded like that
“financial planner” person would do that. | liked this new concept.

But, the timing wasn’t right for me. | had recently completed my MBA, as
well as a 3-year bank training program. | was burned out on going to school.
Plus, my career was doing well, and my wife and | were just starting a family.
So, while Bill continued to occasionally bring up the subject, and the concept
of comprehensive financial planning continued to sound very intriguing, | just
wasn'’t interested then.

A few years went by and | received a promotion. My new office was in
downtown LA. Bill eventually moved his office to Solana Beach near San
Diego, and we gradually lost touch with each other. Our only connection
came down to exchanging annual Christmas cards, until that eventually end-
ed as well.

For many years, my focus was on my banking career and raising a family.
The significance of Bill’s financial planning admonition gradually faded. That
was until | read an article in Fortune Magazine. It was around 1997 and it
talked about the enormous growth and success of the business of financial
planning. As | read it, Bill McMurry’s words came back to me with a rush. |
was surprised how the article described what had now become the makings
of a solid “profession”. There was a CFP Board that established and main-
tained the rigorous criteria for becoming a Certified Financial Planner. There
were various practice models for providing financial planning services, not just
the commission based compensation of the 1980’s. There were financial
planning firms ranging from sole proprietors to multi-planner firms. Trade or-
ganizations, including the predecessors to the Financial Planning Association,
now existed. Over the years, that early “concept” of financial planning had
quietly become a reality.

To make a long story short, | finally followed up on that long ago advice
and signed up for the financial planning courses. The timing was now right. |
finished the curriculum and passed the CFP exam in 2000. | continued in
banking until 2007, when | took advantage of an early retirement opportunity
and started my own financial planning firm. | now feel | have returned to a
key aspect that | enjoyed in my early banking days — being able to provide the
personal attention and quality advice to my clients.

To bring everything full circle, at an FPA conference not long ago |
learned, through a mutual colleague, that Bill McMurry had passed away in
2004. | have to think if Bill knew today how far the profession has come since
he first began promoting it over 25 years ago, he would be pleasantly sur-
prised. And if he knew that, not only had | earned the CFP® designation, the
one he long ago recommended, but also had my own financial planning prac-
tice, he would have a big, satisfied smile on his face.
| feel fortunate to have gotten a glimpse of financial planning when it was still
just a concept, promoted by early pioneers like Bill McMurry, and now see it
having blossomed into a full profession. To be sure, it is a young profession
still, one that will likely go through continued growth and change in the years
ahead.

If you are coming along for the ride for the next 25 years, there is no better
place than the Financial Planning Association. FPA continues to be at the
forefront of all the changes and developments going on within the industry.
At the chapter level, it is our goal for our monthly luncheon meetings to bring
you topics of interest, relevance and personal growth. Our upcoming June
“Technology Day” is a prime example. And, we are working hard this year to
foster more interaction amongst our members, with mixers and other interest-
ing events outside of our regular meetings.

To those who are new to the profession, | encourage you to take ad-
vantage of these networking events as an opportunity to meet some of those

early pioneers, the “Bill McMurry’s”, that are still active in our chapter today.
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2011 Corporate Partners

Special Thanks to our corporate partners
Jfor their continued support!

Platinum

Metlife

Financial Planning Division

REAL ESTATE
INVESTMENT
SECURITIES
REISA ASSOCIATION
J:J ver

(3" AmeriCal Advanced Insurance Solutions, LLC

Wih/

p Spcilizng inLong-Tom Care nsurance Strateges

MetlLife

MetLife Bank, N.A.

E=Lcomp

We Deliver Performance

Ameritrade
Institutional

Please contact Amanda Asherson at
(818) 716-0111 or

Talk to them about how they got started, built their businesses and what
their insights are toward the profession they helped develop. Think about
searching one of them out as a possible mentor.

And, lastly, think about how you can help in shaping the future by being
involved today with FPA/LA. Any of our Board members would be happy to
discuss with you those opportunities. Your “new” and exciting profession of
Financial Planning needs you — your active participation as the next wave of
pioneers who will solidify this profession for the future.

Best regards,

Donald W. Hance, EA, CFP®

President
FPA/LA

FPA Retreat 2011:
Again, A One of
A Kind Event

Eric Bruck, CFP®
Chairman of the Board

Retreat is always billed as something special and unique among the
multiple conferences in the financial services (and indeed, FPA) world. It is
my “do not miss” conference each year, and once again lived up to it’s bill-
ing.

Retreat is built around a commitment to high level knowledge sharing
and deep conversation. Therefore, the program structure of the program-
ming reflects that intent. Educational sessions are longer than your usual
50 minutes, typically 75; and the space between sessions encourages the
kind of serious networking and follow-on conversations that simply heighten
the personal and educational experience for each attendee.

This was my eighth Retreat, and it did not disappoint.

The educational sessions are always cutting edge. This year, “cutting
edge” is defined as integrating human capital considerations into the plan-
ning process — how to quantify human capital for forward planning purposes
and how to translate and integrate a client’s core values around decisions
involving both hard and soft capital into the planning process.

There were also cutting edge presentations on the harder side of finan-
cial planning and analysis. Monte Carlo is coming more and more under
scrutiny for our tendency as planners to rely on it as an accurate measure
of the potential success or failure of a plan. We were treated to a convinc-
ing and eye-opening analysis on how all Monte Carlo calculators are not
created equal, and how black swan events (steeply negative declines creat-
ing “fat tails”) are typically ignored by most calculators — yet they are be-
coming more and more common. It was also pointed out that most of the
calculation methodologies are inadequate in adding value to the financial
planning conclusions.

Surprisingly, | did not see anyone from the Los Angeles Chapter in attend-
ance with me. All | could think of was: “What a missed opportunity!”
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Pro Bono Committee

Melanie Jocson, Director—Pro Bono

Linda Cao Linda Clayton Peter Collins Jim Corbett

Daniel Greene Mitchell Krause Lara Lamb Leighann Miko

Greetings from the Pro Bono Committee

Pro Bono: Mid Year Report

The first part of 2011 has blown by fast and furious. One moment | was greeting you Happy New Year, and now
suddenly I'm telling you what the Pro Bono committee has accomplished so far and what we’ve got planned for you the
rest of the year.

This year our goals are clear. We strive to:

1. Continue to provide opportunities for members to make a positive difference in our local communities through pro
bono activities.

2. Develop and broaden FPA/LA'’s partner relationships with existing and potential community organizations.
Amazingly, we have accomplished a lot over the last few months and we plan on accomplishing more as we head into
the second half of the year. As you know, two organizations we work with came to our monthly meetings in February
(Operation Hope) and in March (Wise and Healthy Aging) to introduce the their organizations to you and help everyone
understand what they do. As a result, more members have volunteered for the various events.

YOUTH - Operation Hope

As of the end of April, we've had 4 members attend their web training. A few have volunteered and another member’s
13 year old son taught a class. He was actually featured in one of Operations Hope’s blog posts. That member was
Daniel Oschin, who between him and his wife, shadowed their son’s workshop. The workshop was a success and an
inspiration to the kids who attended Zachary’s class. You can check out the blog post about it here: http://
blog.operationhope.org/2011/04/13-year-old-zachary-oshin-teaches-banking-on-our-future-to-fellow-students/

SENIORS - Wise and Healthy

We started the one-on-one counseling sessions on May 4 as our first volunteer counselors, Linda Cao and Elliot
Goldberg, met with 3 pro bono clients for about an hour each. The counseling sessions are currently scheduled the first
Wednesday of every month and we’d like to enlist 3 or 4 volunteers for each session. As part of their advance planning,
Wise asks each participant the general topics they would like to discuss during the session. Then, prior to the actual
sessions, volunteers meet briefly for training. During that training volunteers discuss the participants and the topics they
notified Wise about and then the participants are divided up according to the volunteers’ expertise. Some topics
discussed at the May event were: unemployment, health benefits, basic budgeting and cash flow management. In
addition, to the monthly counseling sessions, on May 17th, Mitchell Krause presented FPA National's Estate Planning
presentation to about 35 attendees. And finally we are developing a series of five workshops for August specifically
targeting pre-retirees and educating them about Medicare, Social Security, Long Term Care planning, Estate Planning,
and finally a complete review of expected costs and whether attendees can afford to retire.

In addition to the organizations we have worked with, we were asked by the Boys and Girls Club of Los Angeles to talk
about financial literacy to parents. On May 27, Lara Lamb presented, while Jim Corbett and Daniel Greene help answer
questions after the presentation. We hope this spearheads into future collaborations with the organization. We are
also meeting with other organizations that have approached us for presentations and Q&A sessions. If you are
interested in being part of our list of potential volunteers so that you are notified of opportunities well in advance, please
email the committee at the contact info below. | will put you on our contact list and email you as events are scheduled.
We currently have a list of 50 people and even with that extensive number we often find it difficult to find volunteers for
various events. Being on this list doesn’t commit you to anything. | will only email you as events and opportunities
come up so that you are aware of them as soon as possible. And have the opportunity to volunteer if the event fits
within your schedule.

| would like to thank everyone who has participated in our events throughout the year. It is because of you that we are
able to provide the programs that we have provided as well as work with organizations to provide future events. Thank
you to the committee members and volunteers, listed above.

** Please email melanie@virtualpartnersgroup.com if you are interested in participating at an event or being a part of
the Pro Bono Committee.

If you are interested in participating in these volunteer opportunities, please email Melanie Jocson,
Melanie@virtualpartnersgroup.com



FPA Los Angeles Chapter Meetings

Spring 2011

The Olympic Collection 11310 Olympic Boulevard Los Angeles, CA 90064

Wednesday June 15, 2011

The Southern California Financial Planning
Associations present Technology Day: Trends for
2011 and Beyond

Key Speakers: Joel Bruckenstein and David Drucker,

the dynamic technology/practice management duo of

Technology Tools for Today (T3 Fame)

Additional Speakers and Exhibitors: Please see our
web site www.fpala.org/index.php Calendar of
Events, June meeting, for a full schedule.

Wednesday July 20, 2011
Emerging Markets

Speaker:
Jack Dzierwa, Portfolio Manager, Global
Strategist—U.S. Global Investors

Our speaker will provide insights and education
into global growth opportunities for investors by
exploring the methodology involved in making
global investment decisions. Attendees will gain
knowledge into the opportunities investors can
gain by investing in the emerging markets as well
as the challenges these economies face during
their rapid growth.

Attendees will also learn the importance of
traveling the globe to find underfollowed
opportunities in unique places, and what one can
expect when investing in these global regions
over the long term.

Dalton Education CFP® Certification Examination in LA

June 15, 2011 Schedule

7:45am
8:00am
10:05am
10:45am
12:20pm
1:15pm
2:55pm
3:35pm
5:00pm

Registration & Networking
Conference Welcome, sessions begin
Break with exhibitors

Breakout sessions resume

Lunch in the Exhibit Hall

Sessions resume

Break with Exhibitors

Breakout sessions resume

Adjournment

July 20, 2011 Schedule

11:30am
11:45
12:00
12:15
1:30
1:50pm

Registration & Networking

Lunch

Announcements & Chapter Business
Speaker Program

Q&A

Adjournment

Dalton Education, LLC is a leading provider of innovative education solutions in financial planning. In conjunction
with our university partners, Dalton Education offers both Live Online and Self Paced Online CFP® education pro-
grams to satisfy the education requirement for the CFP® Certification Examination. Dalton Education also offers
The Dalton Review® which consistently has pass rates of 70-75% on the CFP® Certification Examination. Please
visit www.dalton-education.com or call (877) 426-2373 for more information. See the Dalton ad in this publication

for the FPA LA members discount.
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Career Development
Committee

Rich Burnes, Chairman

Celebrating
Membership

Milestones

10 YEARS

)

Joseph Mandelbaum

The newly launched Career Development com-

Dr. Ogden C. Page

mittee is committed to providing career resources

and support to chapter members who are either new to the profession or

Debra A. Posada

early in their financial planning career. The committee is currently work-

ing closely to support the New Professional Group as they continue to

Ronald L. Levenson

gain awareness and grow membership. Another exciting initiative is the

launching of the Coaching Program where veteran members will have the
opportunity to share their expertise and wisdom with newer members.
The program will require as few as two hours per month, allow the parties
to determine the length of the mentoring engagement, and there will be

no expectations or pressure to hire.

Please email FPALA.NewProfessionals@gmail.com to request more in-

formation.

5 YEARS
Brett J. Bissell

Josette Hewitt

For all members, also remember to visit http:/iwww.fpanet.org/professionals/
CareerPractice/ to view FPA's Career and Practice web pages where a variety of

career and practice management resources are available.

Rgcomp

We Deliver Performance

We design. We advise. We answer the phone.

The shoe fit, so | ordered more.

YOUR CLIENTS ARE UNIQUE... —

DON'T YOU THINK THEIR RETIREMENT SOLUTIONS
SHOULD FIT JUST RIGHT?

With over 35 years experience, Polycomp has the
expertise to custom-fit an attractive, well-designed
retirement program.

Qualified Retirement Plans
Self-directed IRAs

Association Trust Plans

CALL ME FOR A CUSTOM FITTING

Amanda Asherson

Woodland Hills, CA Office
800.736.7090 | AAsherson@Polycomp.net

www.polycomp.net

Flat-fee administrative services only - No investment sales or advice.

THE DALTON REVIEW®

o

SFF#-426-2373

THE DALT

Our exam pass rates are 70
national average

. §
weoeo Zhedaltonreview com

[z] Pre-study boo
exam questions
Board of Examiners

The CFP Board does not endorse, support, res
materials of any review course provider for
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4 The New Professionals A

Leighann Miko, President,
New Professionals

- /

As promised, the New Pros Group has many projects in the works.
Working with Rich Burnes and the Career Development Committee, we aim
to formally launch the FPA LA Coaching Program as soon as this summer. The goal of the program is to
match new professionals with experienced planners. As Don Hance pointed out in his President’s re-
marks, there is a great opportunity for people new to the profession to gain industry and practice man-
agement insights from some of the more experienced FPA LA chapter members.

Our next educational meeting will be a panel discussion in late August, (exact date and location to
be determined) focusing on how to get hired as a new planner. We will have panelists from all facets of
the industry including recruiters and experienced planners, providing tips and techniques for interviews,
insights as to where the jobs are and guidance on setting reasonable expectations while on the hunt.

In the meantime, we will be hosting our quarterly social networking event in late June or early July to
help members make connections with fellow new professionals as well as the movers and shakers in
the Los Angeles area. Please come out and support the New Pros Group and encourage others who
are new to the profession to attend as well.

FPA News and Updates

Eandadod ]
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Sy The FPA Capital Update, which can be found at the FPA web-
site provides “a members-only summary of the most important
professional and legislative issues for financial planners”. You

EI— 3 can download the latest edition as well as prior editions.
. Among the National and State topics in the May issue:
SR e Planner petition calls for SEC Fiduciary Rules

A Dodd-Frank Progress

SRR P SEC delays the switch

. : Among the Tax issues:

LA PRI FPA Testifies before Congress on Taxes
vomery T W e Pt ot it e Congress returns to Budget and Deficit Issues

Are you aware that your membership in FPA entitles you to discounts on a range of products and
services? In the Membership area you can find the Discount Programs.

Have you visited http://www.fpanet.org/professionals/Membership/DiscountinsurancePrograms ?

FPA membership entitles you to discounts on educational programs, select shipping services,
insurance programs, office supplies wireless services and yes, when you’ve earned it vacations.

The FPA Experience ‘11, our national conference and expo will be held in nearby San Diego,
September 15-18. Early bird registration ends on August 5th so why wait to register. Early registration
rates include discounts for full and student members as well as special package pricing for Join and
Go: Join FPA now and Attend the FPA Experience.
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Corporate Partners

Special Thanks to onr corporate partners for their continued support!

Met Life of Southern California
Financial Planning Division
11766 Wilshire Blvd. Ste 1100

Los Angeles, CA 90025

Ph: 310-689-3348

Tiffany Yee tmyee@metlife.com
www.metlifesoutherncalifornia.com

Laserfiche

3545 Long Beach Blvd

Long Beach CA 90807

Ph: 562-968-1688 x191

Marcel Tsai marcel.tsai@laserfiche.com
www.laserfiche.com

AmeriCal Advanced Insurance Solutions
1964 Westwood Blvd., Suite 420

Los Angeles, CA 90025

Ph: 310-441-5699 ext 169

Gene Tapper gtapper@americalLTC.com
www.ltc411.com

Polycomp Administrative Services

6400 Canoga Ave Ste 250

Woodland Hills CA 91367

Ph: 818-716-1000

Amanda Asherson aasherson@polycomp.net
www.polycomp.net

Platinum

U.S. Global Investors

7900 Callaghen Rd.
San Antonio, TX 78229
Ph: 210-348-2644

May Porterfield mporterfield@usfunds.com

www.usfunds.com

Real Estate Investment Securities Assn
RESIA

10401 N. Meridian St. Ste 202
Indianapolis IN 46290

Ph: 317-663-4180

Brandon Balkman bbalkman@reisa.org
www.reisa.org

TD Ameritrade Institutional

11218 John Galt Bl Ste 300

Omaha, NE 68137

Ph: 402-970-4581

Kerry Harris kerry.harris@tdameritrade.com
www.tdainstitutional.com

MetLife Bank, N.A.

11601 Wilshire Blvd. Ste. 2400

Los Angeles, CA 90025

Ph: 310-920-7610

Brad Dela Cruz, bdelacruz@metlife.com
www.reverseprofessional.com

Please contact Amanda Asherson at (818) 716-0111 or AAsherson@polycomp.net to learn more about the

benefits of the partnership!




About Laserfiche

Broker-Dealers

Automate operations, reduce overhead and improve rep recruitment and retentions.

RIAs

Gain efficiency, improve profitability and increase productivity, all while reducing the cost of
compliance.

Community Banks

Ensure that staff spend time on customer-facing activities, instead of on back-office activities.

Laserfiche® solutions help numerous registered representatives, investment advisors and financial planners to
better manage their documents, records and workflow. By digitizing paper archives, Laserfiche enables you to
find what you need in seconds, quickly prepare for audits and deliver better client service. Secure Web access
makes it simple to share information with remote offices, business partners and clients, while comprehensive
security measures ensure compliance with government- and industry-mandated standards. Engineered for rapid
deployment, Laserfiche integrates easily with the CRM and portfolio management applications you use every day.

Contact: Info Laserfiche
Marcel Tsai 3545 Long Beach Blvd
Financial Marketing Analyst Long Beach CA 90807

Laserfich

www.laserfiche.com

Marcel.tsai@laserfiche.com

M 1

(9 Y) AmeriCal Advanced Insurance Solutions, LLC
> Specializing in Long-Term Care Insurance Strategies

Avoid a Potential
Malpractice Lawsuit Nightmare

Ph: 562 988 1688 x191 Fax: 562-424-2118

A reverse mortgage could
help your customers

Against You!!! live more

e  Over 50% of your Clients’ assets may be destroyed Cl}lnfﬂ rta bl}’l

because of a Long-Term Care Disability.

. Wh1l'e the general population perceives the risk of Call me to leam mare about
needing Long-Term Care services to be less than s finandial
25%, the actual risk for needing Long-Term Care 'Sf Important |na_|'||:|a
is greater than 50%. option from MetLife Bank.

e  We have the best way to avoid the hemorrhaging of
your Clients’ assets when they experience the need Brad Dela Cruz
for Long-Term Care. MetLife Bank Raverse Mortgage Consultant

) 310-920-7610

e  We are Long-Term Care insurance experts who are

able to provide solutions that will help your clients.

Please Contact me:

Gene Tapper

AmeriCal Advanced Insurance Solutions
Phone: (310) 441-5699 ext. 169

gtapper@americal LTC.com
www.LTC411.com

Metlife

Al loans are subject to property approval. Certain mnditions. and
fees apply. Morigage financing provided by Metlife Bank, BLA,
Equal Housing Lender. © 2000 METLIFE, INC.

RO5111B262 fexp = 120 A StatesPDC]
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Global Resources Fund (PSPFX)

Lipper rankings for Global Natural Resources Funds as of 03/31/11, based on total return:

Past performance does not guarantee futura results.

Sign up for the Advisor Alert!

Our investment team provides an analysis of the week’s market events in all of the sactors
that matter to our investors—gold, natural resources, emerging markets and the domestic
economy. The award-winning Advisor Alert is delivered free by email each Friday.

Subscribe now at www.usfunds.com/advisors-top/advisors

Interested in more information? Please contact us.

Jennifer Alberding, Vice President, Institutional Services
210.308.1277
jalberding@usfunds.com

Please consider carefully a fund’s investment objectives, nsks, charges and expenses.
For this and other important information, obtain a fund praspectus by wisiting www.usfunds.com
or by calling 1-800-US-FUNDS (1-800-873-8637). Read it carefully before ivesting. Distrbuted
by U.S. Global Brokerage, Inc.

disclosure, as well 25 economic and pokScal risk. Bacsuse the Global Resources Fund concentrates its
investments in & specific industry, $e fund may be subject to greater risks and fluctuations than a portfolio
representng a brosder range of industries. 11-377
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Every Affluent
Financial Adviser
L EEGERGH

Learn new practice managoment stratogies

Haar the latest on current regulatory
updates on the new FINRA Notice to
Mambears, SEC accreditation rules and
potential fiduciary rules

Discover new products in advanced
educational sessions on non-traded REITs,
oil and gas, alternative enargy, TICs, DSTs,
debt and equity funds and notes

Gain exclusive knowledge on how to
overcome liquidity objections of real estate

Earn continuing education credits [CEs)
Join 1,000 industry leaders at
REISA's Annual Conference...

Find your next opporbunity
Build your professional network and
Advance your business

2011 Annual Conference

MOVING
Alternative
Investments

FORWARD / Sl

October 16-18, 20711
Tha Mirage .Flﬂsorf... Las 'I.fﬂyﬂs i

Reglster online at
www.relsa.org

Call 866.353.8422
FPA mambers receive a special
discounted rate of 5148

{for advisers and reps only).

Usa the promo code: FRAmember

This newsletter is produced by the
Financial Planning Association of
Los Angeles, at www.fpala.org.

Please contact Ed Clare,
edclare@roadrunner.com for more
information about advertising and
article content.

WHO'S
GOING TO
LISTEN
TO ME

AS WELL
AS I LISTEN
TO MY
CLIENTS?

E Ameritrade

Institutional

Get answers. Get more.
800-934-6124
tdainstitutional.com/getanswers

TD Ameritrade Institutional, Division of TD Ameritrade, Inc, member
FINRA/SIPC/NFA. TD Ameritrade is a trademark jointly owned by
TD Ameritrade IP Company, Inc. and The Toronto-Dominion Bank.
©2011 TD Ameritrade IP Company, Inc. All rights reserved.

Used with permission

BRT:::::::.:: INCREASE SALES NOW!

¥ | 10 REASONS WHY BRT...

1. 11 Goals-based Analyses

| 2. 600+ Educational Reports, Charts, Graphs
3. 50+ Motivating Calculators
4. Compelling Presentation Templates
5.  Web Based

6. FREE Technical and Product Support

7. Powerful Search Features
8. Current, Accurate, Concise
| 9.  FINRA Reviewed

- 10. Affordable
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Be treated with the respect & support you
deserve, backed by the strength and stability

MetlLife

Below are just a few of the reasons that more and more experienced producers are not
only transitiening to MetLife of Southern California, but why they are staying:

Products
- 2"’IargEtIndqm:thmk!DH]ninﬂ!U5A1
- A Comprehensive line-up of propristary and non-propristary products
- “Open Archifectura™
- Best in class Brokerapge acoounts, Fee-Based Investment Manapesment, and Insurance Products
Snppnrt
Class A locations thooupghout Southern California
- Topnotch back office supparnt
- Prvate Offices
- Conference facilities
- Difice equipment
Environment
- A mendly, upbeat, energized, suppertive, and professioml emviroament n which to prow your practice
- Bauild your business in an atmosphere of sacoess!
Marketing
- Chmmimgﬂmtmngm}eglﬁ

Cnmpensa’hun
Grid up ta 73%: of gross reveme — PLUS BENEFITS"
- Prodoction from ATI predact lines is agerepated for determining your payoat AND benefits. (Financial
Plarming Fees, Investment Advisory Fees, Ratirement Plans, CDs, Lifs, Anmity, DL LTC, efc...)
-  Hiph Gross Bevemis Factors
Mo product-specific production requirements
FmanmlPlann.mg

- Bs mummmapum.unlsalapusm
- Additioral fees to supplement your

- Iﬁmmtlmniﬁnmmlplamluu]lrhyand-trmam

Benefits
- Medical Dental Life, Disability Income, LTC, 400(E) match, Pension, Flexible Spending Account, ete. ..
- Stamtory Employes status.

We have a private office for you! Please call us at 1-877-480-9384 TODATY!
All conwersations are CONFIDEMTIAL

Metlife

1. Invesiment News, January 2000 Eamion.
2 Bee cwrertt Compensafion Plan for tetais.

Matropolitan Life Inseramce Compamy{(MLIC), Mew Yok, NY 10166, Securities products and imsstment sdvisory sarvices offared by Betl.ife

Socuritis, Inc. (MST{Mansber FINEA/SIPC) & a registornd imesetmont séhivar. Branch address 11766 Wikdkivs Blvd  Suits 1100. Los Angsles, CA
90025 MLIC and MST ars MofLifs compamies. MatLifi is am Fqml Oppartmity Frployer. LOE10133055[zxp0B11)[CA]
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“The financial seminar was
truiy life changing for me. My
planner's advice was 50 solid.
I know it i=n't going to be
easy, but neither is poverly”
—FPA pro bono client

£18.558.3603
B18.843.7423
fpa@emacfiice.com
www fpala.org

Melanie Jocson
Chapter Pro Bono Director

FPA:

v Bone

Do You Feel the Desire
To Give Back
To Your Community?

Join the FPA Pro Bono Team!

Use your skills to help
people in need in times of need

Across the country, FPA members are helping people who need financial
planning assistance but cannot access it. They may be fleeing a domestic
abuse situation. Or struggling to escape from homelessness or addiction.
Or striving to emerge from a low income paycheck-to-paycheck memy-go-
round by saving toward an education or a business.

FPA pro bono financial planning volunteers can help by providing sound,
objective advice that iz free of charge and not linked to any =ales or
promotion of products or services. They do it to help the less fortunate.
They do it out of pride in their profession. They do it because it's the right
thing fo do.

Yolunteering as an FPA® pro bono volunteer is a great way for financial
planners to give back fo their communities. It's alzo a great way to help
ourselves. Pro bono activities increase public awareness of financial
planning, build bridges with community leaders, strengthen a chapter's
esprit de corps and attract new members. |t alzo helps individual planners
develop their own planning knowledge and =kills.

Im our chapier, we are working on establizhing a number of events over
the next several months. Some of these events are:

= presentations at Seniors at Wise and Healthy Aging in Santa
Monica.

+ individual consultations at United Way's “Tax Days®.

=  manning booths to answer questions from attendees at
government sponsored events.

If you are interested in volunteering in any capacity, please contact FPA.
Presentations and training will be provided by FPA.

February 17, 2010
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Financial Planning Association of Los Angeles
New Professionals Group

FPA LA 2011
Coaching Program

Do you have a desire to help? Are you an FPA Member who is
interested in helping others in the financial planning profession?
Sharing your expertise and wisdom is a greaf way fo make a
difference in another person’s life and in your profession.

‘.-rh. #* Mo expectation or pressure to hire
» Commit to as few as 2 hours per month
# Face-to-face meetings, telephone calls,

a_’ emails or a combination
I » The right to end the relationship if it is not
’ working for you
' # You decide the length of your commitment
| * FPA LA does the leg work and provides
' the structure & guidelines

Tio beam meore about the program or to request

Did you ever feel like a i Sication, ph email

this person? FPALA MewProfessionals@@gmail com
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