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F r o m  t h e  E D I T O R
The Register needs your help. In searching for 
content for this great magazine we often reach out 
to the IARFC membership. As the 2018 Editorial 
Calendar is underway, it is time to take advantage 
of your phenomenal success and hard work. We 
are looking for articles in several areas:
• Sustainable prospecting systems
• Customer-retention systems
• Business building activities
•  Either Mentoring or were mentored by other 

consultants
•   How to make most of your most valuable 

asset—time 

Share what works and doesn’t, contact me at: 
513.261.6047

Wendy M. Kennedy, Editor-in-Chief
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Rush orders are available for an additional charge.
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For more information or a price quote contact:  
Wendy M. Kennedy, Editorial Coordinator 
at 513.261.6047 or editor@iarfc.org

Bill Spilman, President
Innovative Media Solutions
320 W. Chestnut St., P.O. Box 399
Oneida, IL 61467
P: 309.483.6467 
F: 309.483.2371 
advertise@iarfc.org

Advertising Representative

Journal of Personal Finance

Advertise in the

Advertise in the Register, published by the 
IARFC since 1999 and circulated in print and 
electronically around the world. 
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Marketing Unplugged
How Continuously Learning Works For You

Abraham Lincoln. We can admire him as not 
only a great president, but also as a 
champion of continuing education. Why? 
Because he said: “Give me six hours to 
chop down a tree and I will spend the first 
four sharpening the ax.” (1)

Let’s look at how continuously learning 
works to your benefit. There are at least four 
ways dedicating the time can improve your 
bottom line.

Strategy #1 –  
Earning Continuing Education Credits
Earning CE credits is not a punishment 
inflicted on financial advisors. Doctors, 
dentists, lawyers, accountants, architects and 
engineers are only a few of the professions 
where CE is required. (2) Continuous 
learning usually falls in two categories. You 
are either meeting your CE requirement to 
keep your license current or you are 
planning to add a few more letters after 
your name. There are more out there than 
you think, as this FINRA listing shows. (3)

Here’s an Idea:  First, get your credits 
earned early to avoid a last minute panic. 
Next, look at some of those other 
professions requiring CE credits. Does your 
firm offer any CE credit topics that would be 
suitable for CPAs? Other fields? This could 
be an opportunity to make a good 
impression on people who could be 
potential referral sources.
 
Strategy #2 –  
Telling Your Clients About It
Often we think of attending class as 
punishment. (Can’t think why!) You return 
to the office and discover emails and phone 
messages have piled up. Any enthusiasm 
you had for changing the way you do 
business is swept away by the tide of work 
that’s backed up.

Here’s an Idea: When you call your clients 
back, tell them why you were out of the 
office. Ideally you can say: “I was out of the 
office at classes because I’m studying for an 
additional professional certification.” (I credit 
a West Coast FA for that answer!)

This would align with attending classes for 
your MRFC or something similar. Clients 



Experience 
Education 
Integrity  

including the IARFC’s the Register which you 
are reading right now.

Many publications also feature websites.  
Some consultants publications like www.
horsesmouth.com are exclusively web 
based. A web based format has several 
advantages, notably the depth of their 
online article archives.

Here’s an Idea: You want to cultivate CPAs 
as referral sources. You ask around the 
office. Some consultants willingly share 
ideas. Others are cagy. A few discourage 
you with their tales of personal tragedy.

But you are comfortable with technology.  
You find a few favorite sites. You enter “CPA” 
in the search field. For example, a search on 
Horsesmouth for articles yields 1,022 
articles beginning with one titled “How to 
Market to CPAs”. You don’t need to reinvent 
the wheel! You can learn from your peers. 

Continuing education helps you keep current 
with new developments in the industry. It 
also provides an opportunity to showcase 
yourself in front of potential prospects and 
current clients. It’s also a way of avoiding the 
trap of reinventing the wheel.   

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

Bryce M. Sanders

often speak the same language because 
expertise in their field involves gaining more 
letters after their name. They might ask: 
“What sort of certification? Tell me more.” It’s 
an opportunity to differentiate yourself.

Strategy #3 –  
Learning from Your Peers
When I was in production, I worked in New 
York City at our firm’s flagship office. 180 
advisors on 100,000 square feet of floor 
space! 2 ½ acres of financial professionals! 
There was no problem finding an answer to 
any question about building your business.

You might work in a rural office. You might 
be a one person shop in a small town. In 
this case the parent company usually tries to 
bring everyone together a few times a year. 
You know the four components by heart:

•  The complex manager reviews firm 
strategy and hands out awards

•  Home office people talk about  
new products

•  A couple of speakers address  
client acquisition from the platform  
or in workshops

• Sponsors talk about their products

Those speakers talking about client 
acquisition can have great value because 
they are helping you find new clients. You 
want to take plenty of notes. Fortunately, the 
IARFC Board recognizes 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. The desire to get credits often gets 
advisors hurrying to other rooms.

Here’s an Idea:  When you are developing 
your business plan, let your manager know 
the specific areas of client acquisition where 
you want help. (i.e.: Getting the most from 
LinkedIn or transforming social connections 
into business prospects.) Attend the 
conference. Encourage your friends to attend 
the session. Interact with the presenter.  
Afterwards, exchange business cards. Ask if 
it’s OK for you to contact them with 
follow-up questions. Many are glad to help.

Strategy #4 –  
Keeping Current through Industry 
Publications and Websites
Every industry has its trade magazines.  
These are published and read by people 
working in the same industry and doing  
the same job. Few fields are immune:   
Undertakers can pages through American 
Funeral Director. (5) Airline pilots might read 
Professional Pilot. (6) Financial advisors and 
insurance professionals have many choices 

IARFC Brochures – a well mapped 
informational flow for a successful 
and lasting relationship between 
You and Your Clients/Prospects.

Order your IARFC brochures at: 
www.IARFC.org/Store  

or call 800.532.9060, info@iarfc.org

IARFCIARFC
INTERNATIONAL ASSOCIATION OF

REGISTERED FINANCIAL CONSULTANTS

(1)   http://www.clairenewton.co.za/my-articles/ 
the-wood-cutter-stories.html

(2)   http://study.com/articles/ 
Continuing_Education_Do_You_Need_It.html 

(3)  https://www.finra.org/investors/professional-designations 

(4)  http://www.pathtomrfc.org/mrfc-qualifications.html

(5)  http://www.katesboylston.com/AmericanFuneralDirector.aspx

(6)  http://www.propilotmag.com/subscriptions.html
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Signing off the Past
It has been a year since the IARFC moved 
and settled into a routine. I am pleased to 
see how this change of address has affected 
the employees. The positive working 
environment was evident immediately as I 
entered the offices on my first visit. Working 
in a pleasant, clean space uplifts the spirit. 
After all, we spend a huge chunk of time at 
our desk. I know I like my place of business 
and look forward to coming to work.

I am encouraged by the increased 
cooperation of the Board of Directors. They 
are evolving into a dynamic, cohesive group. 
Our recent Board meeting showed 
enthusiasm mixed with fun and hard work. 

I enjoy the Board, I enjoy the IARFC Team 
and I get tremendous satisfaction looking 
back and seeing this past year of 
achievement. It has not been easy folks. I 
AM PROUD OF OUR EFFORTS!

Monitoring the Present
I have learned a lot during this accreditation 
process. It is a major step, but knowing that 
the MRFC credential will be held in high 
esteem by our colleagues and the public is 
rewarding. I can’t wait for the accreditation 
to be approved and we can all start 
redefining ourselves as accredited Master 
Registered Financial Consultants. Our 
financial world keeps changing and we need 
to keep up and continually improve. Once 
this accreditation becomes “official”, I gave 
strict orders for the Team to CELEBRATE!

Insurance Inclusion is probably the most 
misunderstood requirement addition that 
we have enacted. We need to realize that 
15 or 25 years ago for most life insurances, 
you had maybe four or five pages front and 
back to memorize. It’s not that way now. 
There is a full battery of tests and training. 
The insurance license is on par with licenses 
you take for the FINRA exam or other 
exams. All the tests are difficult. By bringing 
the insurance into the fold with us, we are 
recognizing another sector of financial 
consultants — a change that should have 
been made years ago. If your client’s 

insurance is not set up properly, they can 
lose their biggest assets.

Planning the Future
The IARFC Biltmore Conference is the 
coming out of our improved Association 
showing the public and our peers who we 
really are. Going to the Biltmore Estate and 
being encased in the Vanderbilt legacy is a 
recognition of successful people building 
successful dreams. You will have the 
opportunity to be part of the events by 
attending CE sessions and the Finals of the 
National Financial Plan Competition as a 
spectator or judge.

For our 2018 National Financial Plan 
Competition, I encourage all of you to 
become an individual sponsor. Remember 
this about the Plan Competition – it 
highlights young, new people coming into 
financial services. If we do not have the 
ability to entice, they will go into other 
associations or drop out of our business.  
We are mentors for the younger people  
and should be supporting their efforts.  
I encourage all members to be an  
individual sponsor.  

International travel is on the schedule.  
Give credit to the IARFC Team who is 
regularly communicating with the leaders 
offshore. We currently feature their events  
in the Register thus promoting the fact that 
we are, indeed, an International Association. 
Our goal is to know these groups better  
and find out their needs — not what we 
think they need.  

Our future will look a little different. We are 
saying goodbye to Ed Morrow as he moves 
into another phase of his life and career. As 
an ardent supporter of financial planning 
professionalism, we wish him well as he 
continues to be of service to the industry. 
You can read more about Ed’s retirement 
from the IARFC and his focus for his own 
future on the next page.

Hindsight — Is It Underrated?
If I had known then what I know now, I still 
would not have changed my actions. The 

From the

Chairman’s Desk…

IARFC needed an overhaul which, took 
tremendous time and energy. Probably 
more attention to updating the By-Laws 
earlier would have been a good focus. We 
need to have consistent, but up-to-date 
structure with a three, five, and ten year 
plan. I think we are about ready to start 
addressing these issues and moving 
forward. Everything has its time.

To quote Thomas Jefferson —“I like the 
dreams of the future better than the history 
of the past.” My feeling is if you don’t dream 
you don’t advance, you don’t improve. 
Hindsight is instructive. I have a better idea 
where we are headed from the successes 
and mistakes of the past year. I know our 
future looks promising.

To sum up everything relying on my best 
North Carolina Vernacular… You Ain’t Seen 
Nuttin’ Yet!   

H. Stephen Bailey, “Steve” Bailey, CEBA, 
LUTCF, CEP®, MRFC started HB Financial 
almost 30 years ago after already having a 
life insurance career. Steve is an elected 
member of the IARFC Board. He is also the 
2010 recipient of the prestigious Loren 
Dunton Memorial Award. When not working 
with his clients you will find Steve 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

A Year of Experience

H. Stephen Bailey,  
CEBA, LUTCF, CEP®, MRFC

“I like the dreams of the future better than the history of the past.” – Thomas Jefferson 



Awards over the past 15 years have been 
secondary to the satisfaction Ed has gained 
from heading the IARFC, helping consultants 
obtain their RFC®, and lecturing around the 
world. He received the Loren Dunton 
Memorial Award in 2005, multiple 
International Dragon Awards, plus the 
Lifetime Achievement Award in 2016 in 
Macau. He was previously elected President 
of Ohio’s Association of Life Underwriters. 
As a lifetime member of the MDRT for 40 
years, Morrow has spoken at their events in 
the U.S., Japan, Korea and Bangkok.    

His accomplishments for the IARFC have 
been many, but not limited to books and 
numerous marketing manuals. 

Many RFCs around the world proudly wear 
the RFC® Gold lapel key which Ed designed.  

When asked about retirement plans in a 
2007 article, Morrow replied, “I have none! I 
hope to continue good health, of course, and 
I enjoy being of service. Today, 10 years later, 
Morrow still feels the same. But his mission 
has changed. By helping to spread financial 
planning professionalism across the world, 
and making a lot of great friends around the 
globe, I am constantly fulfilled. I enjoy the 
speaking and writing, especially knowing that 
there are thousands of financial consultants, 
delivering economic success to perhaps 
millions of consumers — in which I‘ve had a 
role. What could be better than that?”

In 2015, the Association welcomed  
H. Stephen Bailey from Charlotte, NC, as the 
Chairman of the IARFC. Bailey has stated 
that he is “determined to stay on track with 
the mission of the IARFC by adhering to our 
roots,” (Register, Vol. 17, Issue 6).   

No, Ed Morrow is still not retiring… he  
is merely changing his focus which will 
allow more time for his wife, family and 
wonderful grandchildren.   

Edwin P. Morrow II took over the 
International Association of Registered 
Financial Consultants in 1999, moving its 
headquarters from Missouri to Ohio. This 
required new documents and changing the 
tax status to a non-profit 501(c)6.  

It was obvious from the outset that Ed 
believed in the success of the IARFC. He 
traveled throughout the U.S. promoting this 
“new kids on the block of professional 
financial designation” by initiating educational 
events to include training, workshops, 
conferences and an annual cruise conference 
offering Continuing Education classes. He 
was able to secure strong support from the 
senior officers of the MDRT and NAIFA 
including personal memberships of many 
prominent executives. 

Ed was instrumental in the development of 
the Register magazine and the Journal of 
Personal Finance. Both publications deliver 
to financial consultants relevant and helpful 
articles. The Register and Journal of 
Personal Finance continue to be highly 
respected publications with growing 
circulation, a major membership benefit.

Once the IARFC was on solid ground and 
had gained national attention in the U.S., Ed 
turned his focus abroad making it a truly 
international association. He has presented 
many workshops in various countries such 
as China, Taiwan, Hong Kong, Philippines, 
India, Greece, Trinidad, and Australia. 
Participants included Mehdi Fakharzadeh, 
Stephen Rothschild, Marv Feldman, Bill 
Moore, and Jack Kinder, who all became 
RFCs and travelled with Ed.   
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Man With A Mission  
     Retires From IARFC

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. The publisher reserves the right to edit your 
copy or to not print it.  

Ed Morrow, receiving the 2016 Lifetime Achievement 
Award 11th Annual Worldwide Chinese  

Life Insurance Congress

Ed Morrow, II, CLU, ChFC
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CE Presentations Available
As I think back about my education and then 
forward about continuing education, I realize 
that an article that I wrote several years ago 
for the Register, titled Education is Always a 
Work in Progress, still holds true today. What 
I wrote in the 2012 issues was about my 
journey from a business owner of an 
electronics company to an entirely new 
field—the field of Financial Services. We all 
learn from every step of our lives and grow 
both mentally and emotionally from the 
many experiences we deal with. In 2012, I 
took the entire 6 course curriculum that the 
IARFC offered, called The Financial Planning 
Process Course. That led me to obtain my 
RFC® designation. Those six courses, while 
completely detailed and totally brain 
consuming, taught me so much that I felt I 
had made a major move in my life by going 
through that educational process. Of course 
with that, came the need for continuing 
education. The article went through my 
experiences in changing my field of 
business, learning new things, meeting new 
people and the after effects of such a major 
business direction change.  

One thing that always stands out 
to me is the need for 
continued education. 
When you speak to 
people on any level, 
whether it be 
personal or 
professional, you 
always learn 
something. The 
real question is, are 
you putting it to use? 

Education is a valuable tool and applying it 
correctly and in your best interest is the trick. 
Taking courses on a regular basis to assist in 
keeping updated with new ideas, will 
fundamentally contribute to your growth. 
Without even realizing it, I find that I exceed 
my required 15 insurance credits, as well as 
my 40 IARFC credits.  

As part of IARFC, we learn so much from 
each other and the writings every individual 
puts forth in the Register.  The magazine has 
a wealth of information from extremely 
knowledgeable professionals, so don’t just 
breeze through it — actually read it and you 
will be very impressed with the variety of 
topics and points of view. Take the 
opportunity to get new and fresh ideas. Ideas 
that have helped others and may help you, 
as well. Think outside the box — learn how to 
do things that stand out and make you 
special. Personally, I have learned so much 
from IARFC, the Register, and all the people 
that I have met through IARFC. As an IARFC 
Board member, I spend time on phone 
conferences and our in person Board 
meetings. Each one rejuvenates me. I walk 

away with the knowledge that I have 
learned something from each 

and every person I have 
spoken to. Education is a 

cornerstone to success, 
personally and 
professionally. Take 
what you hear,  
see and read and 
run with it. In your 
own way, apply it  

to your life, your job, 
or to others.

In 2018, the IARFC will be having their annual 
Board meeting, in conjunction with the Biltmore 
Conference and National Financial Plan 
Competition. Wouldn’t attending that be a great 
way for you to learn and to also meet other 
professionals? That in itself, is an educational 
opportunity. This 2018 Conference will be held 
at the Biltmore Estate in Asheville, NC, a grand 
and massive estate with interesting history. 
What could be better than about combining 
history, CE credit, meeting new people and 
watching our next generation of financial 
consultants come together? Who knows, you 
may find your next employee or the right 
person to consider for your succession planning 
sitting across from you at dinner.

I look forward to seeing new faces next April  
in Asheville.  

Michelle K. Blair, RFC® is an office administrator 
specializing in management and relationship 
building. She is a Board member 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

Michelle Blair, RFC®



By 2025, it’s estimated that 40 percent of the Fortune 500 
companies will no longer exist, due to artificial intelligence and 
robotics. In a world like that, how should we advise our clients to 
save, invest, and plan for the future? 

Award-winning financial advisor1 and #1 New York Times bestselling 
author Ric Edelman provides the answers in his new bestseller, The 
Truth About Your Future: The Money Guide You Need Now, Later, 
and Much Later.2 He illustrates how discoveries in nanotechnology, 
3D printing, solar energy, machine learning, biotechnology and 
medicine will redefine our life expectancies, careers, and retirements. 
As we live and work longer, Edelman explains, we need to recalibrate 
the way our clients save for college, invest during their careers, and 
plan for a world in which “retirement” has become obsolete. He thus 
radically upends traditional financial planning, showing that you need 
not just one financial plan, but three—one for now, one for later, and 
one for much later. 

Divided into two sections, the book first explores the rapid advances 
that have enhanced our ability to communicate, learn, work, and 
manage our health. In the second part, Edelman invokes his signature 
financial expertise to reveal how you can use technology to maximize 
savings, protect your privacy, and invest. This is the first book of its 
kind—one that explains how exponential technologies will impact 
personal finances.

Among the surprises you’ll find in this book: 
•  Why you’re likely to live much longer, and enjoy good health 

much longer, than you realize—and the impact on your financial 
future.

•  How you must alter your plans to shift from the familiar linear 
lifeline (school-job-retirement-death) to the new cyclical lifeline.

•  The importance of Career Planning—even if you’re in your 50s or 
60s—and how to manage this transition without damaging your 
savings and investments or incurring debt.

•  The one investment strategy you need in the 21st century, including 
how to invest in companies that are leaders in exponential 
technologies and how to generate income from your investments.

•  Why nursing homes are becoming obsolete—and with them, 
long-term care insurance policies, and what this means for you.

•  How to deal with new complexity in estate planning—including 
the handling of such new issues as protection of digital assets.

•  How you’ll spend your time—and money—in retirement, and why 
the future will be the happiest time of your life.

The Truth About Your Future is a timely guide, filled with Edelman’s 
trademark humor and sage financial wisdom that you need to help 
you plan and secure your future.

Advisory services offered through Edelman Financial Services, LLC. 
Securities offered through EF Legacy Securities, LLC, an affiliated 
broker/dealer, member FINRA/SIPC.

1Throughout the firm’s 30-year history, EFS and Ric Edelman have 
been presented with numerous business, advisory, communication 
and community service awards. More information on these awards 
can be found at EdelmanFinancial.com/awards.

2The New York Times Book Review Advice, How-To and 
Miscellaneous. April 16, 2017.

It is available at Amazon or direct at:  
703.251.0114 
http://www.edelmanfinancial.com/TAYF

Book Review

Author
Ric Edelman, RFC®

THE MONEY GUIDE 
YOU NEED NOW,
LATER, AND MUCH LATER

THE TRUTH ABOUT

YOUR
FUTURE

Simon & Schuster 
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Register Cover Profile

Properly Educating the Client is a 
Commitment to Excellence of Service

Ron Pullman, RFC®

Register: Tell us the story of Ron Pullman, RFC®. Describe your journey in 
the financial services profession?

Ron: My journey started with General American Insurance Company and a 
Pittsburgh based financial company, Luttner Financial Group.

It was the perfect time to begin a career in the financial services industry. It 
was a time in our industry when companies like General American educated 
agents on Estate Planning with actual legal courses, spending thousands of 
dollars with the belief that if the agents were better educated they would 
provide more sales and see more opportunities to assist clients with their 
financial needs. Earl Luttner, (Luttner Financial Group) also believed in that 
process, so I started in the industry learning everything possible about my craft. 
Earl Luttner was a very perspicacious businessman. I learned how to run a 
successful business just shadowing Earl for many years.

Register: Who were some of your most influential mentors along the way?

Ron: There were many mentors. Some are still with me as mentors today.

The first mentor was my father Bill Pullman who taught me the importance of 
the spiritual disciplines that a leader and businessman must possess. Though 
my father died while I was in my early 20’s, he left me with a lifetime of 
knowledge that I would need and call on regularly to be successful, which 
meant having meaningful personal and business relationships. He would 
always say to me “You can make more friends in two months by becoming 
interested in other people than you can in two years by trying to get other 
people interested in you. Always speak to everyone in the same way, whether 
he is the garbage man or the president of the university. Remember we are all 
carrying some kind of burden”— Bill Pullman Sr. He was the master of respect 
and the understanding of surrendering as an empowerment. I wrote songs 
about his teachings.

Then there was Bill Smith a farmer and businessman that I worked for during 
my teens. Bill taught me how read the stock market section in the newspaper 
and would allow me to invest in corn and soybeans futures with him using 
some of my weekly pay combined with his trades. Along with opening my 
mind to the NY Stock exchange and then the Mercantile exchange. Bill was a 
great communicator, who would always say to me “Communication is the 
solvent of all problems, therefore communication skills are the foundation for 
personal development.”

This month the Register focuses on continuing 
education. While it is one of the foundations of  
the IARFC designations, it also is of critical importance 
within the client/consultant relationship. Properly 
educating the client is a commitment to excellence  
of service.  

Ron Pullman, of the Pullman Financial Corporation in 
Carnegie, PA is our Register cover story. Pullman 
Financial is a full service firm committed to helping 
people pursue their financial goals with a wide range of 
creative financial products and services for individuals 
and business owners. 

His website maintains a client portal as a financial  
resource center that endeavors to instruct clients  
on financial issues. Gone are the days when the  
public had to go to the library to find information  
on financial topics. Today’s technology put articles, 
videos, opinions, reviews and customer complaints  
at their fingertips. Helping the client navigate and 
make sense of this vast amount of instant information  
is vital to understanding their goals and creating a 
financial strategy. 

Ron takes advantage of client interaction opportunities 
by maintaining an extensive Client Resources section 
that touches on relevant topics regarding today’s 
money concerns. Providing this easy to understand 
gateway to financial education is one of the reasons 
that Pullman Financial Corporation has been able to 
service clients efficiently for over 25 years. 

Interestingly enough, strip away some of the corporate 
financial consultant layers and we find Ron Pullman’s 
alter ego — the musician, songwriter and performer 
who sings of Island getaways, Broken Love and Going 
Fishing. Here’s “their” story…
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Continuing education must 

be a way of life, but I think 

learning through collaboration 

is the best. When I started out 

in the business, we shared 

cases with other reps. It’s 

great to learn from others 

such as your mentor and by 

just working cases with others.
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As I mentioned prior to this question, Earl 
Luttner taught me how to run a business in 
the financial industry. Through his mentoring 
or understanding of business, it brought me 
to working closely with the business sector 
in the financial industry. One of my passions 
today is helping businesses large or small 
run more efficiently and effectively using 
new tax laws and products designed for the 
business application, which inspired me to 
writing my first book that sold over 15,000 
copies at last check. The book Private Split 
Dollar Strategies for Tax Busting 
Solutions helps businesses identify new 
concepts of asset protection by loaning 

assets to IDGIT’s for protection and tax 
savings. It is a must read and available for all 
financial representatives. It will create many 
sales and help your clients immensely.

Henry Patrick “Hank” Egan Jr., undisputedly 
one of the best National Basketball 
Association (defensive specialist) coaches to 
play the game, is and will always be one of 
my influencers and life coaches. The 
following is a quote from Hank when asked, 
why all the players such as Shaquille O’Neal, 
LeBron James, Tim Duncan and coaches 
such as Gregg Popovich, Eric Musselman, 
Mike Brown, (all Egan disciples) that he  
has worked with in the past regard Hank 

with such great admiration and integrity. 
“You can sum up all the things I think I am, 
but what I really am is a teacher. And my 
field is basketball.”  

I personally have witnessed the admiration 
from all in the NBA stars at many “All Star” 
functions with Hank in the past. I can only 
say that having the opportunity to work for 
Hank and Judy his wife and to be able to 
say they are “Great Friends” is a blessing. 

I asked Mr. Musselman what he felt was 
one of Hank’s best attributes. His response 
was “Honesty, brutally honest, to a fault”. 
Musselman still marvels at how they’d be in 

I have been able to take 

my experiences and 

talents and combine  

them into a valuable 

business service for select 

clients. My background  

in finance was well 

established and I’m  

the creative type, always 

looking for different  

ways to achieve my 

client’s goals. 

It was my love of music 

and performing that 

provided me with the 

opportunity to serve my 

financial clients, especially 

those in the entertainment 

field, with a fresh, 

understanding approach 

to their particular needs. 
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staff meetings with the Warriors and here 
was Egan, the assistant coach, telling the 
head coach something he suggested was a 
“dumb idea” and would never work.

“He could kind of predict the future,” 
Musselman says. “He’d see something and, 
sure enough, it would happen 10 days later.   

Another mentor in my life is Denny Laine, 
Legendary Song writer and Musician, 
co-founder of the Moody Blues and the Paul 
McCartney Wings band. He taught me the 
understanding of truth and living in what I 
call practicing in the “Pure”. The following is 
a statement that I gave to the press 
regarding the release of our new music 
co-written by Denny and me. When asked 
“what it’s like to have a mentor like Denny 
Laine “Denny is a song writing and musical 
virtuoso in his ability to create diverse 
inspirational settings, unusual aural 
environments that begin with a purity or 
honesty every time. Denny also shared with 
me that ‘every collaboration helps you 
grow.’” Denny is one of the true musical 
angels walking this earth. I’ve been blessed 
to have him as a mentor and brother.  
(for more info on Ron’s music visit 
RonPullmanMusic.com)

Ron Kaiser is my publicist, creative director 
and influencer. Ron has taught me so much 
about relationships and how they relate to 
your image and marketing. Ron is brilliant 
and will always be part of my “Life Team”.

There are many others who have taught me 
and many that I am continually learning 
from today. “I live with the daily practice and 
belief that the people who develop the 
ability to continuously acquire new and 
better forms of knowledge that they can 
apply to their craft and to their personal lives 
and relationships, while applying the 
spiritual disciplines needed as a leader, will 
become the movers and shakers in our 
society for the indefinite future.” Read the 
back cover of my book to get a better 
understanding of my direction here. 

Register: What is your process in 
developing client relationships?  
Define your goal-identification to 
goal-strategy roadmap.

Ron: Great question regarding roadmaps, as 
Dr. Scott Peck said in The Road Less 
Traveled, The Dedication to reality section 
where he states, “Truth is reality. That which 
is false is unreality.” The more clearly we see 
the world, the better equipped we are to 
deal with it. Only a fortunate few continue 
until the moment of death exploring the 
mystery of reality, ever enlarging, refining, 
and redefining their understanding of the 
world and what is true. Most feel that their 
maps are complete and accurate. Even if this 

Register: What is your secret to providing 
clear, and easily understood explanations 
of complex financial strategies?

Ron: Learning about how the client receives 
information best, it might be through verbal 
explanation or perhaps through additional 
reading materials. I like to educate the client 
on the laws or rules that we are working 
with in the case. Then I apply their situation 
to the laws. Once, I see that they 
understand, I deliver the answer to the 
problem. Again, find where they are on their 
map, finding out where they want to go, 
then designing the case using efficiency to 
get them to their destination.

Register: Technology-wise, how have  
you seen the education process change 
throughout your career both for you and 
your clients?

Ron: Yes, I think sometimes there is just  
too much information flooding the client’s 
education process. We see that today, when 
companies are gathering information for 
analysis on a certain matter. Two different 
companies come up with two different 
answers on the same calculation. What 
chance does the client have to find the 
correct solution when looking for the right 
answer and are many out there?

That was one of the problems cited  
when the analyst were looking at the  
market correction in 2008. They were 
attempting to find solutions for the amount 
of stimulus needed to be applied but the 
analyst continually came up with different 
answers because of too much data flooding 
the market. That is a big part of our 
challenges we face as consultants today.

Register: For Financial Professionals, 
what is the key to continuing education?

Ron: Continuing education must be a way 
of life, but I think learning through 
collaboration is the best. When I started  
out in the business, we shared cases with 
other reps. It’s great to learn from others 
such as your mentor and by just working 
cases with others.

Register: How much time and  
effort do you personally give to 
continuing education?

Ron: I try to learn something new about  
my craft daily. I am always looking, creating 
new ideas or approaches to cases that I  
am working on if for nothing else to keep  
it fresh and different. 

Register: How do you see the Register 
and Journal of Personal Finance in the 
scope of continuing education?

Ron: The Register is an excellent publication 
that helps so many reps like me. I love this 

were once true, the world is forever 
changing and we must continually revise our 
views. Yet it is so very difficult to give up our 
maps, behaviors that have worked in the 
past, that we have been positively rewarded/
reinforced for continuing to use them.

We must always hold the truth to be more 
important, more vital to our self-interest, 
than our comfort. Life must be a continuous 
and never-ending stringent self-examination. 
We only know the world through our 
relationship to it. Therefore, to know the 
world we examine both it and the examiner.

The only way we can be certain that  
our map of reality is valid is to expose  
it to the criticism and challenge of other 
mapmakers. In other words, live a life willing 
to be personally challenged. Entering 
psychotherapy is an act of the greatest 
courage because by doing so we deliberately 
lay ourselves open to the deepest challenge 
from another human being.

A life of total honesty (clearly seeing reality, 
the better to deal with the world, for how can 
we make correct decisions/choices based on 
faulty data?) demands that we seek out 
opportunities to risk openness. (NOT to run 
from problems, though that is a very natural 
human reaction to what is perceived — and 
sometimes intended — as an attack, yet it 
also is an opportunity to test — not defend 
— our maps. “How we perceive the problem 
is often part of the problem.” If we see it as 
an opportunity to grow, we will learn. If we 
see it as an attack to be defeated, we 
regress. Value the differences!)”

That might seem the long way to the answer 
to your question but it sums it up quickly in 
that you must know where you are and 
where you want to go on your road map. 
Then list out things and people who will help 
you arrive at your chosen destination. For me 
it’s meeting and creating new relationships 
and helping those relationship find their 
destination on their map, simultaneously you 
will arrive at your chosen destination.

Register: The Resources link on your 
website is extensive. What are the key 
factors in educating your clients?

Ron: Being fully transparent of who you are 
and always attempting to understand what 
the client is asking for us to do. You have to 
be a good listener but many times what 
your new relationship is asking and what 
they are trying to understand from us as 
advisors are two different things. That is 
where communication, understanding the 
current situation of emotion, many of the 
external factors affecting the task at hand 
and all the other disciplines that I have 
learned in the past and present come into 
play with being the best at what you do.
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magazine. It shares so many different views 
and learning opportunities with the reader. 
It’s one of the few I still read because of the 
fresh approach and the knowledgeable 
honesty of information being delivered.

Register: So let’s talk about Ron Pullman 
– the “Infotainer” — where Music, Money 
and Entertainment Management 
converge. Relate how the financial 
professional and the entertainer 
complement each other?

Ron: I didn’t set out to be an Infotainer,  
but it is what I have become. I have  
been able to take my experiences and 
talents and combine them into a valuable 
business service for select clients. My 
background in finance was well established 
and I’m the creative type, always looking  
for different ways to achieve my client’s 
goals. It was my love of music and 
performing that provided me with the 
opportunity to serve my financial clients, 
especially those in the entertainment field, 
with a fresh, understanding approach to 
their particular needs. Because I am a 
songwriter, I understand the complexities  
of that profession; because I am a musician 
I understand the music industry; and as a 
performer I am well aware of the pitfalls  
and needs of those wonderful folks.  
So, I brought my financial and business 
experience, combined it with my on the 
scene musical/entertainment knowledge 
and now I can advise those clients with 
information from the best of both worlds.  
I now offer entertainment management as 
another service because of my natural 
experience and first-hand involvement in 
those categories.

Register: Moneterics… Discuss your 
innovative concept that shows people 
how to keep more of their personal 
wealth through philanthropy.

Ron: I created a new financial category that I 
call Moneterics. The concept is relatively 
simple, but the process can be very complex. 
Basically, it’s finding ways for people to keep 
more of their hard-earned money through 
philanthropy. I understand that people want 
to keep as much of their money as they can. 
What if I could find a way for them to do that 
by helping those less fortunate? It was a 
challenge but we’ve managed to do it for 
some high-wealth clients utilizing a series of 
complicated trusts and tax laws. It’s a way for 
people to share their wealth, leave an 
important legacy, and still keep their money 
for their families. Moneterics is a continuing 
work in progress and we’re pleased with the 
response that we’re getting to this innovative 
financial approach.

Register: And does Ron’s retirement plan 
include going “Back to the Island” for real 
or is that just your musical album 
“dream” creation?

Ron: I love the question! Creativity is  
the childlike part of your soul. I go to 
Islamorada, Florida Keys to recharge and 
think through things perhaps a problem or 
solution needed for a case. Sometimes you 
have to step back from a problem to see it 
clearly   

Contact: 412.849.1144
ronpullman@rpullman.com
www.ronpullman.com

Member-Refer-A-Member

Enhance the Designation

“The only way that an Association grows 
is by attracting new members,” confirms 
IARFC Chairman H. Stephen Bailey.

Encouraging your peers to join is the  
best recruiting effort an Association  
can utilize. We salute your pride in  
being a Registered Financial Consultant 
and are proud to have an award 
recognition program dedicated to 
members who have contributed to  
the growth of the Association. The 
Member’s Award is presented annually  
in appreciation to top IARFC members 
who have sponsored the most  
qualified professional consultants  
that subsequently joined the ranks of  
the Association.

An Ongoing Opportunity

The IARFC is looking to enrich the careers 
of your professional peers with the same 
membership benefits you enjoy. By 
referring potential 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 Registered Financial Consultants. Fill 
out the Referral form by going to:

www.IARFC.org/ReferMember 
Call: 800.532.9060 
Email: info@iarfc.org

For details go to:  
www.IARFC.org/ReferMember 

IARFCIARFC
INTERNATIONAL ASSOCIATION OF

REGISTERED FINANCIAL CONSULTANTS

I am a songwriter,  

I understand the 

complexities of that 

profession; because  

I am a musician I 

understand the music 

industry; and as a 

performer I am well 

aware of the pitfalls 

and needs of those 

wonderful folks. 
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Does the conclusion made in the previous 
paragraph make sense to you? I posit  
that this conclusion would strike most as 
illogical. Especially if it was followed by a 
lecture about my poor investing behavior 
because I sat out of the market in the  
years before 1995. 

Unfortunately, the conclusion reached in the 
first paragraph is only a slightly exaggerated 
version of the basis for why the annual 
“Quantitative Analysis of Investor Behavior” 
study by DALBAR concludes that investor 
returns fall short of investment returns. Their 
report is widely lauded by the financial 
services industry as demonstration about 
how investors perform poorly. Over different 
periods of time, they compare the total 
wealth accumulated if an entire investment 
was made at the beginning of the time 
period to the total wealth accumulated 
based on inflows and outflows of investor 
funds over time. Because markets tend to 
rise on average, it is very difficult for an 
investor gradually adding funds over time to 
do better than having an entire lump-sum 
investment made at the beginning of the 
time period. Their funds don’t have as much 
opportunity to grow. So the study concludes 
that investor returns lag investment returns. 

For instance, in their 2016 study they 
investigated the twenty-year period through 
the end of 2015. They report that the S&P 
500 earned an annualized return of 8.19% 
over this time frame. But from the 
perspective of the average equity mutual 
fund investor, the Renualized returns from 
the start of the twenty-year period only 
amounted to 4.67%. They report that 
investors lagged the market by an 
annualized 3.52%. They attribute this 
underperformance to four factors: the lack 
of cash to invest accounts for 0.54%, the 

$10,000 into large-capitalization U.S. stocks 
in January 1995. This investment would 
have grown to $75,423 by the end of 
2016. From the perspective of the 1926 
starting point, the growth of my $10,000 to 
$75,423 represents an annualized return of 
2.25%. The market earned an annualized 
10.04%, but I only earned 2.25%. I 
underperformed the market by 7.79% on 
an annualized basis. My investor return did 
not match the market’s investment return. I 
didn’t enter the market at the right time. 
How unfortunate for me.

If I had invested $10,000 into large-
capitalization U.S. stocks in January 1926, I 
would have a portfolio worth $60,351,158 
at the end of 2016. Very impressive. This 
represents an annualized return of 10.04%. 
Of course, an unfortunate reality that would 
have prevented me from becoming a 
multi-millionaire in this way is that I was 
even not born in 1926; I could not have 
made this investment. Let’s keep the 
example as simple as possible and 
suppose that based on when I was alive 
and working, I was instead able to invest 

Quantifying Investor 
Underperformance and 
Demonstrating Consultant Value 
Are we calculating investor  
underperformance in the right way?



time. Real world accumulators do not get 
the benefit of being full invested over the 
full time period. They add new contributions 
when they can. The DALBAR methodology 
seeks to identify voluntary poor 
performance as being the primary cause 
when it is mostly just the lack of available 
cash to invest.  

Demonstrating the Value of Advisors
Countless financial consulting firms rely on 
the DALBAR study as a part of their 
marketing presentations to demonstrate  
to clients and prospects about how investor 
returns lag behind overall market 
performance. Consultants cite DALBAR as 
an empirical demonstration of poor investor 
performance. When I first began writing 
about this issue, DALBAR President and CEO 
Louis Harvey indicated that, “The assertion 
that the study is meant to serve as a tool for 
financial advisors is patently false” (see 
Pfau, 2017). Indeed, I also urge consultants 
to stop using the study in this way. 

There are viable alternatives for consultants 
to use in place of the DALBAR study  
which can better show how good financial 
decision making can improve the outcomes 
for clients. 

For instance, David Blanchett and Paul 
Kaplan at Morningstar created a study  
about the value of good decision making 
called, “Alpha, Beta, and Now… Gamma,” 
published in the Fall 2013 issue of the 
Journal of Retirement. They compared 
outcomes for a “naïve investor” that 
followed basic planning heuristics against 
the outcomes for more optimal decision 
making that financial advisors can provide. 
By looking at withdrawal strategies, wealth 
allocation, tax efficiency, liability relative 
optimization, annuity allocation, and Social 
Security claiming, they found that good 
decision making can result in 32% more 
risk-adjusted retirement income, which is 
equivalent to additional annualized portfolio 
returns of 2.34%. 

As well, Vanguard developed their Advisor 
Alpha concept in 2001 as a way to show 
the potential value of working with a 
financial advisor. Their overall estimate  
for Advisor Alpha as 3% on a net basis  
(4% less an assumed 1% advisory fee). 
These best practices for improvement are 
separated into several categories that focus 
on tax efficiency, costs, risk management, 
and making good investment decisions. 
They identify “behavior coaching” as the 
most important factor that can add upwards 
of 1.5% in the annualized returns earned by 
clients by helping them to stay the course in 
times of market stress. 

need for cash accounts for 0.68%, fund 
expenses account for 0.79%, and voluntary 
poor behaviors account for 1.5%. The study 
does not clarify how these numbers were 
calculated, but it identifies poor behavior as 
the most important factor.

We need to take a step back. Wouldn’t it 
make more sense to calculate annualized 
returns based on the period I was actually 
able to invest? For that earlier simple 
example, the growth to $75,423 represents 
an annualized return of 9.62% since the 
start of 1995. This is still a bit less than 
10.04%, but that is not because of poor 
investing behavior on my part. It was just 
that market returns were less in this more 
recent period. And that underperformance 
relative to a 1926 start date can be  
fully explained by a lack of cash to invest. 
Voluntary poor behavior had nothing  
to do with it.

There are two ways that DALBAR could 
improve its study so that the results were 
more meaningful in terms of actually 
identifying voluntary poor behavior. One 
option is to calculate an internal rate of 
return using the investor cash flows. That 
would at least provide a number that is 
comparable to the accumulated wealth 
derived by making the full investment at the 
start of the time period. In the case of the 
simple example, this would mean comparing 
10.04% to 9.62%, not to 2.25%. 

The other alternative would be to change 
the benchmark for comparison to a 
systematic investor that automatically invests 
the same amount into the market each 
month without concern for recent market 
movements. With this benchmark, if the 
investor’s accumulated wealth based on 
actual cash inflows outflows was less than 
the systematic investor, then we could 
conclude that voluntarily poor behavior may 
be a culprit for any underperformance. 
Actually, for that twenty year period ending 
in 2015, DALBAR did report the result  
for a systematic investor: It was an 
annualized 3.99%, falling short of the 
investor return of 4.67%. The systematic 
investor accumulated $21,884 while the 
average investor accumulated $24,894. In 
this regard, the average investor 
outperformed a systematic strategy during 
this time period. That sounds like good 
timing decisions were made in the 
aggregate, not poor decisions.

As it stands, the way the DALBAR study 
presents its results unfairly compares 
wealth accumulations by making a lump-
sum investment at the beginning against 
making ongoing inflows and outflows over 

For the average equity fund investor, the 
3.52% gap that DALBAR identified in the 
twenty years through 2015 was relatively 
tame. At the other extreme, DALBAR 
identified gaps exceeding 10% for 1998-
2001, and exceeding 9% for 2002-2004. 
The numbers from Morningstar and 
Vanguard seem more reasonable. In 
thinking about this, Alex Murguia, Ph.D., 
managing principal at McLean Asset 
Management opines, “It’s human nature  
to run with something, and we as 
consultants sometimes succumb to the 
same motivations and behavioral biases.  
We have confirmation biases also. We know 
directionally that the DALBAR study is right, 
and the big numbers that show up in their 
study potentially give all consultants 
something to grab onto in our 
presentations.” In turns out that these 
numbers do not stand up to scrutiny.   
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2014. “Putting a Value on Your Value: 
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Pfau, Wade D. 2017. “A Warning to the 
Advisory Profession: DALBAR’s Math is 
Wrong.” Advisor Perspectives (March 7).   
“Quantitative Analysis of Investor Behavior, 
2016” DALBAR, Inc. www.dalbar.com 

Wade D. Pfau, Ph.D., CFA, RFC® is a 
professor of retirement income at The 
American College in Bryn Mawr, PA, and  
a principal at McLean Asset Management. 
He is also a co-editor of the Journal of 
Personal Finance.

Contact:  wadepfau@gmail.com
www.retirementresearcher.com

Wade D. Pfau, Ph.D., CFA, RFC® 
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Malcolm Gladwell, in his book David and 
Goliath, reasons that we often overlook the 
obvious to make assumptions that 
ultimately prove to be incorrect. He uses the 
biblical story of David and Goliath, along 
with other examples, to show that 
unexpected and often nontraditional 
methods can be employed to overcome 
seemingly insurmountable odds. In the 
biblical story, David used a stone from his 
slingshot propelled at 150 miles per hour to 
strike Goliath in the forehead, dazing him 
enough to finish the battle at close quarters. 
Everyone believed small David had no 
chance against large Goliath—an expectation 
built on faulty reasoning. In this case, the 
slingshot is a nontraditional method used to 
overcome a seemingly overwhelming foe.

Gladwell shows that people in society have 
many preconceived expectations that are 
built on faulty reasoning. He relates the story 
of a California girls basketball team that uses 
a non-traditional method—a perpetual 
full-court press—to win against seemingly 
unbeatable teams and to achieve a “dream 
season.” Again, this is an example of an 
underdog using a nontraditional approach to 
solve a difficult problem and achieve an 
outcome that conflicts with societal 
expectations. Gladwell also points out that 
society generally expects that having more 
money equates to happiness. However, with 
respect to raising well-adjusted children, he 
believes more money only brings happiness 
to a certain point. He makes reference to the 
research of Dr. James Grubman, who has 
studied the amount of “difficulty” involved in 
raising well-adjusted children in a wealthy 
family. Grubman’s research indicates that 
“more is not always better” (going against 
societal expectations). And why is this? 
According to Grubman, it is due to the fact 
that we live in an inverted U-shaped world. 

Gladwell describes an individual who 
struggles financially as he grows up. He 
comes from a family that closely watches 
how they spend every penny. He learns that 

the family must make value judgments 
about how to allocate resources. The impact 
of these struggles during his developmental 
years is seared into his attitude and 
behavior patterns. He thus learns the value 
of money and the virtue of independence 
and hard work. Yes, we all agree that money 
is necessary for a “better” life, so he seeks 
riches to make life easier for his children. 
Consider the graph in Chart 1,Figure 3-1, 
which is derived from a similar graph in 
David and Goliath. 

This represents the traditional way of thinking, 
i.e. that “the more money one has, the easier 
it will be to raise children.” But according to 
the research of James Grubman, such 
thinking is based on incorrect data. In fact, 
the curve should not be linear at all; rather, it 
should be an inverted U. See Figure 3-2, also 

derived from David and Goliath, per the 
ideas of Dr. Grubman. This implies there is a 
point of diminishing returns — a point where 
wealth is no longer helpful and ironically 
becomes hurtful in raising children.

We can use the excellent work of Dr. 
Grubman, and the insight provided by 
Malcolm Gladwell in David and Goliath as a 
foundation to build on. According to 
Grubman, raising children gets more difficult 
when wealth reaches a certain level. Note 
that the scale of “difficulty” changes subtly 
here since the difficulty of not having enough 
money is different than the difficulty of 
having too much money. In the former, 
“difficulty” relates to the inability to provide 
food and shelter while in the latter, “difficulty” 
is a measure of something that relates to 
values (certainly not to an excess of food and 

More Than Money  
Wealth Management
Living in an Inverted U-Shaped World
Excerpt from A Better Way: Using Purposeful Trusts To Preserve Values & Valuables In Perpetuity – Diefendorf 2014

Chart 1



shelter, the other extreme). In any case, too 
much money does create difficulties, and this 
inverted U-shaped curve illustrates that 
traditional thinking about wealth creation only 
works to a certain point. Once one reaches 
the apex of the curve, “more becomes less.” 
Grubman points out that a family with 
modest wealth and in the creation stage of 
their journey, can say “No, we can’t” to their 
children due to lack of resources. However, a 
family with abundance cannot say “No, we 
can’t” to their children based on a lack of 
resources; rather, they must say, “No, we 
won’t,” and this requires a conversation with 
children. Grubman writes that the children 
need to be taught this message: “Yes, I can 
buy that for you. But I choose not to. It’s not 
consistent with our values,” and this message 
requires that the parent has a set of values 
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Chart 2

they can articulate and make 
plausible to the child—very 
difficult, as Grubman puts it, 
“under any circumstances and 
especially if you have a Ferrari 
in the driveway, a private jet, 
and a house in Beverly Hills the 
size of an airplane hangar.”  

This kind of planning — values-
based planning via a 
purposeful trust — goes far 
beyond the traditional estate 
planning and wealth 
management. It requires that 
“values” becomes part of the 
conversation, not simply 
“valuables.” Based on my 

experience, would suggest that in addition 
to the apex on the inverted Ucurve, there 
are two additional points that need to be 
addressed see Chart 2, Figure 3-3.

Point B is the point in time when the family 
realizes that (1) their abundance of wealth 
has become a problem and (2) that it takes 
away from the health and “total” wealth of 
the family. My experience indicates that 
when a situation reaches this point, it’s 
usually too late— the damage has been 
done. Point A, on the other hand, occurs 
when the family has amassed enough 
wealth and there is still a positive effect on 
the family from creating more, but the 
positives come at a diminishing rate. This is 
the optimal time to initiate values-based 
planning. Although many would expect that 

such planning should begin at the apex, for 
maximum benefit, values- based planning 
should begin at point A.

The strategies described in this book are 
designed to help you avoid the pitfalls of 
traditional planning, which all too often lead 
a family to point B. These strategies will help 
you plan and implement a new trajectory, 
one that will allow you to perpetuate values 
into the next generation. By protecting your 
values—i.e., by putting these values first 
(before your valuables, in contrast to 
traditional planning)—the inverted U-shaped 
curve becomes the curve you see in Chart 
2, Figure 3-4, and the negative 
consequence are avoided.  

For the consultant who can look beyond the 
Traditional One-Dimensional approach to 
wealth management there is an expanded 
operating space that will give you new 
meaning, purpose to your work and a better 
way to help families navigate the potholes 
that are created by money which can 
profoundly hurt families.

For consultants who can operate “above the 
line” from generation to generation, this 
space “belongs” to you. No fear of being 
robo-ized out of a position.    

Monroe “Roey” Diefendorf, Jr. CLU, ChFC, 
CFP®, CIMA, CAP, RFC® active since 1970, 
Roey is the 4th generation of his family in 
the business. He has authored over a dozen 
books, including 3 Dimensional Wealth:  
A Radically Sane Perspective On Wealth 
Management. Roey, in conjunction with 
Shawn Barberis, JD, has introduced 
“MoreThanMoneyVault.com” a technology 
tool to deliver “total” wealth management. 
This platform is the nuts & bolts that  
make 3 Dimensional Wealth consulting 
transformational for clients who wish to 
become “legacy” families.

Contact: 516.759.3900
roey@3dwealthadvisory.com 
www.3dwealthadvisory.com

Monroe “Roey” Diefendorf, Jr.  
CLU, ChFC, CFP®, CIMA, CAP, RFC®

Chart 3
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National Financial Plan 
Competition is ON!

The 2018

Who better to acquaint students how to 
compete in and win a financial plan 
competition than Molly Funk from Bryant 
University Smithfield, RI, the winner of the 
2016 Competition Finals in Charlotte, NC.

Her interest in the field of financial services 
was piqued through her instructor Mara 
Derderian at Bryant University who 
encouraged her to enter. The National Plan 
Competition exposed her to aspects of 
financial planning that she admits someone 
her age does not consider — like 401(k)s, 
insurance and future healthcare issues. The 
main takeaway from competing was 
exposing oneself to something not offered 
at her school at the time. She enjoyed 
meeting other competitors and was shocked 
that for some students, these issues were 
more a part of their course work.

What really helped Molly was utilizing  
the experiences of her professor and a  
prior student who had competed. She 
worked with him to get a sense of what  
it would be like and how to best present  
her plan material.

Molly’s advice to other participants is to 
prepare and review your plan. Instead of 
explaining the plan piecemeal, do it as a 
complete overview that is fluid and 
connected. Talking to the group of judges as 
if they were the client couple makes for a 
more personal experience between 
consultant and client. Don’t hide behind a 
podium, rehearse, and have a conversation 
without getting too nervous.

For sure, Molly felt it was an educational 
couple of days at the Motor Speedway in 
Charlotte, NC to be able to participate in the 
finals. It was an experience definitely 
different and fun from other the  opportunity 
for experienced consultants to connect to 
younger talent and to understand the habits 
of inexperienced financial professionals. 
Another added benefit — polishing up public 
speaking techniques.

Currently Molly is working in the field  
of financial services as a Financial Analyst 
with Fidelity Investments — though  
not in a financial consultant position  
but more of a corporate business 

performance type role involving plans.  
She has not ruled out financial consulting 
but feels her current responsibilities  
offer her a unique lens into the industry  
and understanding of how the DOL  
rulings will impact consultants. She works  
in a group of about thirty people who 
support the sales team — a couple who 
recently just graduated like herself. In 
addition, Molly is pursuing her MBA at 
Bryant University.

Through the IARFC National Financial Plan 
Competition and while working at Fidelity, 
she has met more people and is constantly 
exploring her options in the financial area. 
Out on her own now, she has adopted a 
puppy, continues as Technical Advisor of a 
newspaper and enjoys kick boxing, school 
and work.

For 2018 Competition, Molly is the IARFC 
“Student Mentor” as the students prepare 
for the finals. For more details on how to 
enter the 2018 National Financial Plan 
Competition or to be a sponsor, visit www.
iarfc.org/events.    

Advice and Updates, from National Financial Plan Competition Winner – Molly Funk



Please print or type information below.

      Mr.             Ms.            Mrs.

First Name                                    Last Name

Firm or B/D

Street Address

City                                                          State                     Zip Code

Phone

E-mail 

Become a 2018 Sponsor

The IARFC has extended its invitation to students  
to participate in the 2018 National Financial Plan 
Competition. The finalists and their faculty advisor 
will present their comprehensive financial plans to 
a live audience. We invite the IARFC members to 
join the competition at the Biltmore in Asheville, 
NC and become part of the judging process.  

International Association of Registered Financial Consultants

Fax:  513.345.9479 
Phone:  800.532.9060
Email: info@iarfc.org

PLEASE MAIL OR FAX THIS COMPLETED FORM TO IARFC

   Credit Card                        Check made payable to IARFC

 
CC # (Discover, MasterCard, Visa, AmEx)  /   Exp. date   /  CCV code  

Signature

Payment Information:

The National Financial Plan Competition is 
organized through the IARFC for undergraduate 
students in a curriculum related to Financial 
Services. Participants are given a case study of a 
fictional family with an overview of their financial 
picture. A financial plan is then produced with 
recommendations for current and future action. 
These plans are sent to the IARFC headquarters 
for an initial round of judging. From this group 
of entries, six are chosen to be presented 
electronically with the three semi-final winners 
going forward to present their plans in person  
at an IARFC event.

Send more information on Corporate Sponsorship.

Sponsorship levels Silver Gold Platinum Diamond

Individual $50 $100 $250 $500

Corporate $1,000 $5,000 $7,500 $10,000

Expenses incurred by participating in the judging of the  National 
Financial Plan Competition are not the responsibility of the IARFC.   

Interested in judging the Financial Plan Competition.

P.O. Box 42506
Middletown, OH 45042-0506

National Financial  
Plan Competition

2018

Bring the 
Classroom to  
the Conference Table

Molly Funk, student competitor and 2016 Winner from Bryant University 

Used with permission from The Biltmore Company, Asheville, North Carolina



The Register  | July-August 2017 Page 23

Privileged Work with No Regrets

Register International Profile

Chris Ma

Mr. Chris Ma has been supportive of the IARFC since the introduction 
of the RFC® designation in Macau in 2006. He approved the 
promotion of RFC® designation and related educational programs to 
AIA agents and planners at AIA information sessions. Today most of 
the current members in Macau come from AIA. It is expected that 
AIA, the largest insurance player in Macau, will continue to be the 
main source of IARFC members in the years ahead. As Mr. Ma gets 
settled into retirement, we find out more about his background and 
his contribution to the mission of IARFC International.

Register: What is your educational background?

Chris: I have had close to 30 years of experience in the life insurance 
industry. I hold a BA (Hons) degree from the Chinese University of 
Hong Kong and a Post-Graduate Diploma in Personnel Management 
from the London School of Economics and Political Science, 
University of London. I am a Certified Financial Planner (CFP), having 
obtained the qualification in Canada and a Fellow of the Life 
Management Institute (FLMI). My experience in the life insurance 
industry is wide-ranging, from front-line sales to agency management 
to corporate management. 

Register: How did you enter financial services?

Chris: I graduated from university in 1976 and worked as a civil 
servant specializing in Human Resources in Hong Kong until 1990 
when I emigrated to Canada. As a new immigrant, finding a job in 
Human Resources was not easy. At that time, a job in sales was an 
option. I considered whether I wanted to sell houses, cars or 
insurance policies which involved long-term client-adviser 
relationships. After careful consideration, I joined Sun Life in 
Vancouver in 1990 and stayed until 2000 when I returned to Hong 
Kong I joined AIA.

Register: Were you successful at first?

Chris: My main clientele in Canada were the Chinese people, 
especially immigrants from Hong Kong. As a Sun Life agent, my 
performance was satisfactory and I helped a number of families to 
plan for their financial future.

Though many years have gone by, my first death claim remains 
unforgettable. In 1995, I had a new good-sized Whole Life Plan. Just 



two years after his entry into the plan, he 
was diagnosed with liver cancer and died 
three months later. As the wife was rather 
uneducated, it was not easy for her to make 
it in Canada with three children. The funds 
from the deceased father’s insurance policy 
gave a good hand to support the family’s 
living. To me, this first death claim of mine 
re-affirmed my commitment to the 
insurance industry. 

Register: What were your major obstacles?

Chris: I still remember the unpleasant 
situation I faced when I first landed in Canada. 
I did not have many friends or acquaintances. 
My work experience in Human Resources 
was not recognized. For a period, I was out of 
job and became frustrated. Not much later, I 
joined insurance. As a new agent, I tried 
everything to sell — making cold calls and 
knocking on the doors of households, 
factories and small businesses. My efforts 
worked well for me. I was soon able to make 
a living by being an insurance professional. 
Due to my origin, 70% of my clientele was 
Chinese and the rest was non-Chinese.

Register: Judging from your past job 
positions, what are the differences in 
Financial Planning between Canada and 
Hong Kong/Macau?

Chris: The public’s awareness for Financial 
Planning in Canada is higher. Most 
Canadians, if not all, see insurance protection 
as one of the necessities. Discussions on 
death between clients and advisers are not 
taboo. Selling of insurance is easier. Though 
the market is more mature, there is no 
demand for health insurance because in 
Canada, people’s medical insurance is 
centrally provided by the government. 
Canada is more advanced in technology.

To some people in Honk Kong and  
Macau, mentioning death is still taboo even 
today. The social welfare systems are not 
sufficient. People go for self-purchased 
health and medical plans and so there is  
an obvious market.

Register: What or who influenced you  
the most?

Chris: I met Mr. Alwin Lam in charge of AIA 
Hong Kong, Macau and South China in 
2000. He persuaded me to return to Hong 
Kong to join AIA with the prospect of going 
to AIA China the wholly-owned foreign 
investment insurance company in China at 
that time. I have had many bosses in my 
more than 40 years of experience in the job 
market, Mr. Lam is the one I respect the 
most. He is a mentor who has influenced 

my management of my business. As a 
member of AIA, I had great opportunities to 
advance my career. I served AIA Macau from 
2000 up to my retirement in 2017, with a 
period of 18 months when I was the Chief 
Agency Officer in Hong Kong. Working for 
AIA Macau, I have known colleagues and 
business associates — many of whom have 
become my personal friends. And, the food 
in Macau is delicious.

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

Chris: When I first came to AIA Macau it 
was already the largest life insurance 
company in the market with about 450 
agents. At the time the focus was more on 
quantity and quality, with emphasis on the 
latter. Being the premier agency was the 
direction for development. Currently there 
are about 1,300 agents. Quality of the 
agency is reflected in the fact that close to 
30% of them are MDRT qualifiers. I am 
proud of this MDRT ratio, which is hard to 
be achieved by most market players.

Register: How did you enjoy being the 
CEO of AIA Macau?

Chris: Being the CEO, I was a leader who 
decided the direction of the company and 
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AIA, is the largest independent public 

listed Pan-Asian insurance group.  

It has a presence in 18 markets in Asia-

Pacific, with wholly owned branches  

and subsidiaries in Hong Kong, 

Thailand, Singapore, Malaysia, China, 

Korea, the Philippines, Australia, 

Indonesia, Taiwan, Vietnam, New 

Zealand, Macau, Brunei, Sri Lanka, 

India, Cambodia and a representative 

office in Myanmar.
Sharing casual moments of joy with colleagues



receive i-contracts, not paper contracts. Life 
insurance sales still requires the human 
touch. Agent-client relationships cannot be 
replaced by computers

Register: Why do you feel RFC® 
educational programs are a fit for AIA?

Chris: AIA Macau provides basic in-house 
training to all agents — mostly on product 
knowledge and selling techniques, without 
in-depth coverage of Financial Planning.

The RFC® educational programs are good 
complements that facilitate our agents with 
financial planning knowledge and pave their 
way to the RFC® professional designation. Our 
agents are equipped with financial planning 
knowledge and the RFC® designation and in 
most cases are more capable of gaining 
clients’ confidence and trust.

It is not cost effective and commercially 
worthwhile for AIA Macau to organize 
self-run financial planning programs. The 
RFC® training programs complement AIA’s 
in-house training neatly. To further enhance 
the professionalism of the agency, I would 
like to see IARFC develop more advanced 
level programs to better equip the agent to 
deal with increasingly complicated financial 
planning scenarios.

Register: What is your advice to  
young practitioners? 

had the opportunities to set, execute and 
fulfill my visions. Over the years, AIA Macau 
has evolved into a profitable, branded and 
respected insurance company. 

In any organization, including AIA Macau, 
older people retire and are succeeded by 
younger people. I was successful in 
developing young agency leaders, making 
AIA Macau a relatively young, energetic and 
lively company – an accomplished mission 
of which I am proud. I wish I had started 
implementing a “young agency leader” 
campaign sooner. 

I also implemented the “Premier Agency 
Journey” six to seven years ago encouraging 
competent and dedicated leaders to build 
high quality agencies, targeting high 
potential young people with college 
degrees. This has proven to be a great 
success contributing directly to the large 
number of MDRT qualifiers in the agency.

Register: What has been the main impact 
of technology on financial consultant 
during your career?

Chris: AIA Macau has been and will 
increasingly be “paperless”. Clients complete 
and sign insurance applications on tablets 
using an in-house application called 
Interactive Point of Sales (IPOS). 
Straightforward applications are processed 
through computerized underwriting. Clients 

Chris: Most young practitioners aim at 
honors, recognitions, commissions and 
bonuses. There is nothing wrong with it, as 
these are the fair rewards for doing their 
work.  However, I would rather they focus on 
clients and their families. My honest advice 
is: “Focus on helping the largest number of 
families secure their financial future.” If this 
task is achieved, all the honors, recognitions, 
and financial rewards with be there.

Register: What do you think will be the 
major trends in the financial services field 
in the next five years — and how should 
RFCs be positioning themselves? 

Chris: I see the major trends in the next five 
years are:  First — tighter regulatory control 
on insurance agents by the Macau 
government and maybe other governments 
in the world due to the focus on consumer 
protection. Entry requirements, license 
renewal conditions and continuing 
education applicable to insurance agent 
licensing will be enhanced. More regulations 
governing insurance agents’ behavior will  
be imposed.

Second — an increase in purchase of 
insurance through the internet. The internet 
will continue to be competition. Already  
it has been a distribution channel for simple 
products. On one hand, the role of 
insurance agents will not be replaced for 
more sophisticated products, such as Whole 
Life Plans and Investment-Linked Schemes.

Register: How do you plan on enjoying 
retirement?

Chris: Stepping out from the position of 
CEO of AIA Macau does not mean cessation 
of my association with the company for 
which I served for 17 years. Presently, I am 
a Corporate Adviser and prepared to 
continue to contribute to the development 
of the business as long as I am needed.

I believe I am in good health and do not 
want to retire in the sense of not working at 
all. My working life instead of coming to a 
halt will certainly go on, just with a shift to 
teaching. I always like to educate, sharpen 
and motivate young practitioners with my 
usable knowledge and experience. Now, I 
have more time to do it. 

I remain an active participant in the Macau 
Insurers’ Association. Same as before, I am 
a passionate advocate of the East Asian 
Insurance Congress.

My “To-Do” list includes travel, learning 
Chinese calligraphy and drawing, picking up 
French and reading more literature.  
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“Having memorable times at one of my retirement parties.” — Chris Ma
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When I was little, maybe third grade or so, 
the idea of going to Fenway Park to watch a 
Boston Red Sox baseball game was thrilling. 
The noise of the crowd, the excitement of 
the game, the hot dogs, popcorn, soda pop 
and souvenirs. But all that cost money, so it 
was a rare treat, and one we only got when 
we visited my grandparents who lived right 
outside Boston, Massachusetts.  

One summer my grandfather surprised me 
and my brothers, Jeff and Bob, with tickets to 
see the Red Sox play. He even gave us each 
a few dollars extra to spend on anything we 
wanted to eat or drink at the game. I had 
enough left over to buy a Red Sox baseball 
cap with the Boston “B” on the front. 

At that age, I didn’t understand the concept 
of money. I had no idea what it had cost 
Grandpa to send us to the game. Maybe 
not much by today’s standards, but back 
then, it probably represented a week’s 
wages to my grandfather who was a 
self-employed carpenter. He and my 
grandmother had to watch their money 
carefully just to make ends meet. 

Later, when I fully understood the expense 
to which he had gone to give my brothers 

and me such a treat, I would smile with 
appreciation. He was a wonderful and 
fascinating man – the best grandpa any kid 
could ever have. He did everything for us. 
So did our grandmother. When we went to 
their house, Grandma would serve us pizza 
for lunch. It may seem like a small thing but 
remember, he was a self-employed laborer 
and she didn’t work. To say they pinched 
their pennies was an understatement. They 
led simple lives. They didn’t travel. She did 
the laundry in her kitchen sink and dried the 
clothes outside on a wire clothesline. 

As bored young boys, we didn’t appreciate  
it all. Not really. But I would realize later  
in life how they placed a greater value on 
their grandson’s smiles than they did 
money. I will never know what comforts 
they had to forego to send us boys to 
Fenway twice each year.  

Dreams and Values
We all have unique dreams and values. I 
talk to people every day about what they 
see themselves doing in their golden years, 
and no two individuals are alike.

Some want to travel. One couple I met with 
told me of their plans to tour Europe and 

Mapping Out Your Financial Future

visit the Holy Land when they retired. The 
wife showed me a well-worn expanding file 
folder full of brochures and maps of the 
countries they intended to visit. That was 
their dream. 

Another couple with whom I met had a 
small farm. Their ideal retirement was 
spending as much time with their eight 
grandchildren as possible. 

Everyone is different. I have often heard that 
there are no two snowflakes exactly alike. 
While I dispute this as a proven fact (no one 
has ever seen every single snowflake), I do 
not argue that each individual is unique. 
What about identical twins, you ask? Well, 
they may look alike and even share the 
same DNA, but even identical twins have 
unique fingerprints. 

We each have our own dreams, goals  
and visions of the future. The purpose of 
putting together a proper retirement plan  
is so we can peer into that future and then 
do what I call “backfill.” In other words, firmly 
establish just what it is you want to do in 
the years to come, and then figure out a 
way to build up enough money to make 
that dream a reality. 

Consumer Focus

“It’s better to hang out with people better than you. Pick out associates whose behavior is better than yours and 
you’ll drift in that direction.” — Warren Buffett



The Register  | July-August 2017 Page 27

Write It Down
I ask people to take a pen and piece  
of paper or notepad and write down  
their goals. Why? Because something 
unique happens when you do this. A  
sort of metaphysical energy is created 
between the brain and the hand that,  
as unexplainable as it is, becomes a  
force capable of propelling you to success.  
I am as certain of this as I am that 
somewhere, somehow, there are two 
snowflakes alike.  

Okay, I may be exaggerating a little,  
but there is no denying that we are much 
more likely to achieve our goals if we  
can clearly visualize them. One of my 
favorite axioms from the all the inspirational 
and motivational books I have read is a 
quote from Napoleon Hill: “Whatever the 
mind of man can conceive and believe, it 
can achieve.”  

“The first step to creating a goal is to figure 
out what you want. If you don’t know what 
you want, you don’t know what you need to 
achieve to get there,” writes Ashley Feinstein 
of Forbes magazine. She cites a study by 
Gail Matthews of Dominican University that 
proved scientifically that people who wrote 
down their goals accomplished significantly 
more than those who did not write them 
down. (Source: Ashley Feinstein, “Why  
You Should Be Writing Down Your Goals; 
April 8, 2014, Forbes)  

Visualize, Visualize, Visualize
Conceiving your goals usually starts with 
closing your eyes and visualizing what you 
want to be doing in retirement. Hey, as 
soon as you collect that last paycheck from 
the company and leave the office for the 
last time, you will have that feeling of 
immense freedom that comes from 
realizing you can finally do whatever  
you want to do on your time. But if  
you don’t have anything in mind, the  
next wave of emotions that will come  
over you will be a feeling of being lost in 
time with no direction. That’s why writing 
down your vision now forces you to 
crystallize and fully understand just what  
it is you want your money to do, not that 
you are on your own time.

So, what is it? What do you see yourself 
doing more of? Is it traveling? Visiting 
relatives? Playing golf? Spending time  
with the grandchildren? Enjoying the  
beach? Turning your lifelong hobby into  
a side business?

“We intend to buy a motor home and 
spend two years visiting every national park 
in the country,” one couple said. 

Not a bad idea. Did you know that anyone 
over the age of 62 can obtain a Senior  
Pass that will give them free admission  
to all National Parks and Federal 
Recreational Lands? Getting there is,  
of course, up to you. 

Take it a step further. As you write down 
your specific goals for how you want to 
spend your retirement, write down the 
yearly costs involved with each activity. 
Begin putting money aside in advance so 
you can afford to accomplish it. 

Have an Exit Strategy   
Whether we are in the stock market, or  
any financial vehicle, even real estate,  
we must have an exit strategy. Soon or  
later, during our lives, or after we are  
gone, we, or someone we leave behind,  
will withdraw the money we have put into 
those investments. Hopefully, that individual 
will be you. And hopefully, you will have 
locked in the gains you accrued in the 
 stock market, or the real estate market.  
The only way to really lock in a gain in either 
of those two investment categories is to 
liquidate those investments. If you leave  
the money there, there is a chance the 
value of the investment could go down  
and you could lose.   

Peter J. “Coach Pete” D’Arruda, CTC, 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.

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

Peter J. “Coach Pete” D’Arruda, CTC, MRFC

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.

• Anonymous resume bank protects your 
confidential information. Your resume will be 
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
Consumer Focus articles are available to IARFC members.  
You may  view and reprint Consumer Focus articles at: 
 iarfc.org/consumer_articles.asp



Visit the IARFC store for these valuable branding tools

www.IARFC.org/Store or contact 800.532.9060, info@iarfc.org IARFCIARFC
INTERNATIONAL ASSOCIATION OF

REGISTERED FINANCIAL CONSULTANTS

Brand Your Ethics Approved Status
Set yourself apart from other consultants
Order your Ethics Approved  desk plaque today $10 plus s&h

IARFC Ethics Approved Status

Visit the IARFC store for these valuable branding tools

www.IARFC.org/Store or contact 800.532.9060, info@iarfc.org
IARFCIARFC

INTERNATIONAL ASSOCIATION OF
REGISTERED FINANCIAL CONSULTANTS

Ethics Approved Status 
means adherence to the 
IARFC Code of Ethics  
with a clear record for the 
past five years. 

Members are biennially  
verified through FINRA, 
State licensing records  
and internet searches.

(6”w x 4”h)



CBOE. Most people monitor the VIX 
because it helps to identify periods of 
extreme optimism and fear.  

The VIX Chart illustrates the fact that the  
VIX virtually always experiences its lowest 
levels of volatility at Bull Markets tops 
(optimistic investors in action), and its 
highest levels at Bear Market bottoms 
(fearful investors in action).   

As you can see, at times when a Bull Market 
has been underway for many years (such 
1999, 2007, and today), the VIX’s historically 
low levels support the fact that most investors 
are confident, complacent, and calm.

Aggressive Investment 1: “Buying Cash”
I believe one of the most aggressive 
investments we can make as investment 
professionals is “buying cash”. In other 
words, advising our clients to sell all their 
investments and transition to a fully (or 

Two Most Aggressive Investments

If we reflect upon the most recent multi-
year Bull Markets, here are their 
approximate time frames and overall 
performance (using the S&P 500):

• From 1995-1999 – over 100% growth
• From 2003-2007 – over 100% growth
• From 2010-2016 – over 200% growth

When you study the final stages of Bull 
Markets, you will find elevated levels of 
investor confidence, complacency, and 
calmness. In fact, many attitudes are 
dangerously cocky and cavalier — lacking  
the necessary regard for risk.  

The VIX — The Calm Before the Storm
To support my findings, see the chart of the 
Chicago Board Options Exchange (CBOE’s) 
Volatility Index, known by its ticker symbol 
VIX. The VIX is a very popular measurement 
of the “implied volatility” of S&P 500 index 
options, calculated and published by the 

I have found there are two prevailing 
mindsets regarding long-term investing;

1.  Wealth is accumulated by time in the 
market, versus timing the market

2.  There is more risk being out of the stock 
market, versus being in the market

I understand and agree that, historically, 
“safe money” rates of return will not offer 
the kind of growth potentials our clients 
need to achieve their long-term retirement 
goals and objectives. I also understand and 
agree that, historically, the stock market is 
the appropriate and suitable investment 
medium for achieving long-term growth.  

However, as we seek to invest our client’s 
hard-earned wealth, I believe a better 
strategy for long-term wealth accumulation is 
described in Kenny Roger’s legendary song, 

The Gambler;  
“You’ve got to know when to, hold’em.  

Know when to fold’em.
Know when to walk away.

Know when to run.”

What are the riskiest times to be invested 
in the stock market? Historically, the highest 
levels of risk exist after prolonged periods of 
rising prices, also known as Bull Markets. In 
other words, the highest risk of large losses, 
and the lowest potential for growth, begin to 
coexist as old Bull Markets run out of gas.

Is Confident, Complacent, and Calm 
Investing Good? Throughout my career, I 
have gained tremendous benefits from 
extensively studying and analyzing over 100 
years of the most common behavioral 
patterns of investors. In addition, I have 
personally enjoyed being a full-time student 
of investors in action for over 22 years. In 
doing so, I have derived great value from 
watching and learning from investors and 
their psychological responses to stimuli. 

One of the best lessons I have learned is 
that, when the stock market has risen for 
many years (aka a multi-year Bull Market), 
the most common investor attitudes are:

1. Confidence
2. Complacency
3. Calmness
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Buying Cash and Staying on the Sidelines
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I think we can all agree the best opportunity 
for investing occurs when there are:

• Low prices
• Low values
• Low risks
• High growth potentials

Question: When does the stock market 
deal investors such an “investment Royal 
Flush”?  

Answer: At Bear Market bottoms.  

As investment professionals, we cannot 
promise or guarantee any client “the perfect 
investment combination” of minimal risk 
and maximum growth potential.  But as 
previously stated, there is one time when 
low risk and high growth potentials do 
actually coexist - at Bear Market bottoms. 

Of course, no investment professional can 
accurately predict market tops or bottoms. 
Nonetheless, part of our job is providing our 
“big picture” stock market outlook and 
investment recommendations. This means 
there should be times to suggest buying 
stocks and being in the market, as well as 
times to “buy cash” and/or “stay on the 
sidelines”.  

What Do I Recommend Now?
I firmly believe maintaining a very 
conservative allocation is the most 
appropriate recommendation. My  
long-term “big picture” outlook is based 
upon the following:

largely) safe and secure allocation is, in my 
opinion, an extremely aggressive move.

Why is buying safety such an aggressive 
decision? Because it defies the logic of the 
widely-recognized investment mindset of 
needing time in the market.  

Let’s think back to periods such as late 
1999, 2007, and today. During times like 
these, the stock market has been climbing 
for many years and reaching new all-time 
highs.  In addition, our client’s accounts are 
growing and their portfolio statements are 
looking better and brighter.  Furthermore, 
the news background and future market 
outlook are largely positive. And our 
suggestion is to “buy cash”? 

In my experience, when our clients are the 
most confident, complacent, and calm, 
recommending “buying cash” can be viewed 
as the equivalent of investment suicide.  

However, a very important part of our job as 
wealth managers is protecting and 
preserving our client’s wealth.  This requires 
us to be ready, willing, and able, at times, to 
guide our clients to implement a new 
strategy focused on securing their wealth 
– rather than growing and risking it. 

Aggressive Investment 2:  
“Staying on the Sidelines”
The stock market offers great growth 
potentials, but also offers the potential for 
large losses.  With that in mind, what would 
the ideal investment opportunity look like?  

1.  Given today’s historically prolonged Bull 
Market, I believe equity prices and 
values are much higher than preferred.

2.  Accordingly, I believe the potential  
for large losses are much higher  
than preferred.

3.  Going forward, I fully anticipate a far 
better investment opportunity.

In my experience, many clients are 
uncomfortable, unhappy, and even  
opposed to “buying cash and/or staying  
on the sidelines”. Nobody likes to feel  
as if their money “isn’t doing anything”.  
I have also learned that being out of the 
market for prolonged periods can cause 
clients to feel uncertain, and even doubt  
our investment expertise.  

All of this is perfectly ok and to be expected. 
Our job is not to perfectly time the market, 
since that is impossible. Rather, our job is to 
identify and recommend times when we are 
perfectly comfortable being in the market, as 
well as perfectly comfortable being out.  

Sometimes “doing nothing” can be the 
most aggressive, and best, investment 
advice we can offer. This is especially true if 
our recommendations result in avoiding 
large losses, and properly positioning 
ourselves for a better long-term investment 
opportunity…later.   

Christopher P. Hill, RFC®, is the President of 
Wealth and Income Group LLC, with multiple 
branch offices in Virginia. Chris began his 
28-year career in the financial services 
industry by spending his summers as a 
college intern for a major stockbrokerage 
firm. After graduating college with a B.S. in 
Finance, he spent over a decade working 
with the Senior Portfolio Manager of a 
leading money management firm. In 2001 
Chris formed his own company with a 
primary focus on wealth management.

Contact: 540.685.4321 
chris@wealthandincome.com 
www.wealthandincome.com

Christopher P. Hill, RFC®

Chart
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As an IARFC member, your average annual investment is $225. What you will get back will be worth many times the 
small investment in your practice. In return for your membership, the IARFC provides you with a variety of exclusive 
and free member benefits and savings: industry-related product discounts, professional development opportunities, 
practice management tools and resources. Your membership and investment in the IARFC quickly pays for itself — if 
you take advantage of it. Along these lines your membership dues are a drop in the bucket compared to the potential 
impact of being a member will have on your career. Not only will you recoup your annual membership dues, but you 
significantly increase your bottom line.

Professional Designations MRFC/RFC®/RFA®

Continuing Education 2018 IARFC Biltmore Conference 

Publications — academic and 
practice management

Journal of Personal Finance 
Register

Programs

Ethics Approved Status

Group Life/ADD/LTD

Advisors Launchpad, Copytalk, Social Security Timing, Tax Clarity, RME, VSA

Visibility

IARFC.org Member Listing 
Media Releases 

Social Media:  Facebook, LinkedIn, Twitter, Blog 
Register opportunities:  Cover Profile, New Member listing, Members in the News

Professional Branding Logos, Binders, brochures, certificates, Code of Ethics plaque, Insignia Items

Practice Management Tools Presentations, Checklists, White Papers, Plan Building Supplies

Awards Loren Dunton Memorial Award, Founders Award, Membership Recognition Award
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International News
2017 Event and Education  
Program Highlights 

IARFC Greater China Conference
March 19-21,2017
RFC® Forum
Hong Kong

The conference was held in Hong Kong with more than 
150 members from China, Taiwan, Hong Kong and 
Macao, it was a great moment for members to get 
together and to explore. The 2018 Hong Kong conference 
will be held in Sanya, Hainan China. 

IARFC China
April 15, 2017
RFC® Forum
Chengdu, China

IARFC Hong Kong and Macau 
May 1 , 2017, 2017 
IARFC Member Development Committee

The IARFC Member Development Committee has been 
formed to further boost the growth of the Hong Kong and 
Macau operation. Dr. Teresa So, Chairman, Hong Kong 
and Macau, IARFC has appointed the following current 
IARFC members to take up positions in the Committee:

Mr. Alex Shum, RFC® (committee Chairman)

Mr. David Lai, RFC® (committee Vice-Chairman)

Ms. Rosanna Yu, RFC® (committee Vice-Chairman)

Ms. Anita Yiu, RFC® (committee member)

Ms. Wai-san Hui, RFC® (committee member)

Ms. Eugene Lam, RFC® (committee member)

IARFC China
May 6, 2017
RFC® Forum
Hangzhou, China 

Highlights

IARFC Greater China Conference, March 19-21,2017,  
RFC® Forum, Hong Kong, greeting from China Chair, Mr Kai Tu Yuan

IARFC Greater China Conference, March 19-21,2017,  
RFC® Forum, Hong Kong, break session.

(Middle) IARFC Greater China Conference, March 19-21,2017, Greater China Development 
Chair, Mr. Liang Tien Lung

IARFC Greater China Conference, March 19-21,2017,  
RFC® Forum, Hong Kong, session.



RFC® Forum, Hangzhou, China, May 6

RFC® Forum, Chengdu, 
China, April 15
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IARFC Hong Kong and Macau

June 20, 2017  
IARFC Member Development
RFC® Day

Kowloon, Hong Kong, Royal Plaza Hotel
The RFC® Day attended by Financial Planning 
practitioners, IARFC members and non-
members, for knowledge enhancement. A 
leading newspaper in finance, Hong Kong 
Economic Times, supports the event by being 
the Media Sponsor. General Agents and 
Managers Association of Hong Kong, The Life 
Underwriters Association of Hong Kong and 
Executive Development Centre of Hang Seng 
Management College act as Supporting 
Organizations of the event.

Speakers of the RFC® Day are high caliber 
professionals. They include Mr, Benny Mau, 
Chairman, Hong Kong Securities Association; 
Dr, Haksin Chan, Head and Associate 
Professor, Department of Marketing, Hang 
Seng Management College and Ms. Susan Li, 
Principal Consultant, Macro Learning 
Company Limited, a professional training and 
consultancy organization.

IARFC Philippines

August 18, 2017

IARFC Annual Forum and Graduation
Makati City, Philippines

The RFC® Day attended by Financial Planning 
practitioners, IARFC members and non-
members, for knowledge enhancement. A 
leading newspaper in finance, Hong Kong 
Economic Times, supports the event by being 
the Media Sponsor. General Agents and 
Managers Association of Hong Kong, The Life 
Underwriters Association of Hong Kong and 
Executive Development Centre of Hang Seng 
Management College act as Supporting 
Organizations of the event.

Upcoming Events

Taiwan & China Chapter, article contest poster; best Financial Planning Practices, 
best article to be published in IMM magazine and RFC® quarterly. 

IARFC Greater China Conference, March 19-21,2017, Speakers Group with appreciation plaque



though it can be an information overload, the 
Millennial can quickly dissect their research. 
The laws and regulations being considered 
are more to protect the Baby Boomer 
generation who become easy targets of 
unethical behavior. When you are watching 
the news and reading google news, you see 
them targeted through internet and credit 
card scams. Millennials are more apt to see 
the writing on the wall and the red flags.

Are these viewpoints Obstacles or 
Opportunities for the consultant? —  
you decide.   

Justin Martin, RFC® of Paradigm Life, Salt 
Lake City, UT specializes in the Cash Flow 
Banking concept through Life Insurance. He 
has previously worked as a financial planner 
for a large brokerage firm holding several 
key positions. Of Mexican-American heritage 
and thus bilingual, he has spent many years 
assisting and educating within the Hispanic 
community. Justin currently stands on the 
MRFC Board.

Contact: 801.210.1878
jmartin@paradigmlife.net
www.paradigmlife.net

Baby Boomers vs Millennials
I absolutely deal with both generations. The 
Millennials have not had to experience a 
recession yet. We all talk about recession but 
that was a decade ago. The Baby Boomers 
because of having gone through the 
recession are a lot more hesitant about where 
we are in the market, interest rates and the 
economy. Their scope is narrower. Millennials 
are more willing to take a risk and are privy to 
alternative ways of investing. For them, the 
recession is just a historical period – much 
like Baby Boomers felt about their parents 
who went through the Depression or WWII.

I have an unwritten rule for consultants and 
agents. If you have perspective clients in the  
80s or 90s, you have to talk to their children 
before you sell them on any product or 
service. You can’t always judge the mental 
capacity or maturity of that individual. It is 
important we do that because the millennial 
generation as consultants, agents and 
producers use online resources to interact 
with their clients. There aren’t a lot of 
consultants who use the coffee table / in 
person meeting scenario. When you are 
doing online meetings with Boomers, you 
have to bring in other family members. 

Generation-Relevant Ethics
I believe both Baby Boomers and Millennials 
are in search for the person, the consultant 
and the financial firm that they can trust 
(though their search method differs). Baby 
Boomers are very open to word of mouth 
from friends and relatives. Millennials are 
reliant on reviews and what they find through 
social media and online print as their source 
of determining ethical behavior. Although 
younger in years and in maturity, they are 
able to research more quickly if there are 
issues with a financial consultant. Even 

DOL Regulations  
First, the DOL is not even in place — 
 yet it WILL affect my practice. It affects 
everyone’s practice. We need to stay  
current with potential rulings and how  
they piece together. Not easy when the 
President keeps changing what the 
regulations are and how they are 
implemented. In preparation for the DOL 
changes, I am making sure myself and my 
employees (1) are current on their 
registrations, series licensing and 
designations they need (2) have a succinct 
way of tracking any client interaction through 
some kind of CRM and (3) clearly 
understand the products we are selling. 

Healthcare and Tax Reforms
President Trump views healthcare and  
taxes in a very different light than the 
Obama administration. Due to reforms, 
there will be challenges and opportunities.  
I think our number one responsibility  
is to stay apprised of these changes 
because our clients will be coming to  
us to understand how it affects them  
and their financial planning. I think  
however due to the bipartisanship that  
we have in Congress, any change is a  
slow change.

Information and Opinions 
Deciphering what are facts and whose 
opinion I should listen can lead to “I&O 
Overload”. Weekly I have clients and 
prospective clients come to me after having 
read or watched a doomsday report. I stand 
in my beliefs that we live in a global 
economy where for the most part, people 
care about one another. There are going to 
be trials and tribulations but we are all 
human and in the end, humans will prevail 
and we are going to be OK.

IARFC

The Register tap’s into the experience and viewpoints of the IARFC and MRFC Board. They come together from different backgrounds, with different  
goals and expressing different opinions. The constant is the respect and dedication given to their commitment to the IARFC. 

Viewpoint

Obstacles or Opportunities?

Justin Martin RFC®
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Join the IARFC
What you need to become a Member

General Member for those participating in and sharing the goals and benefits of the association, agreeing to 
abide by IARFC Code of Ethics yet not practicing as financial consultants. A full membership without 
designation or licensing for those serving the industry while not practicing or servicing clients.  

To be considered for an RFC® or RFA® designated member you must meet the following requirements: 

Experience
A minimum of four years of experience as a full-time practitioner in the field of financial planning or financial 
services.

Education
(ONE) of the following to satisfy the education requirement: 

   Bachelors’ or advanced degree in Business, Finance, Economics, or a related field
   One of the following professional designation: AAMS, CFA, CFP, ChFC, CLU, CPA, EA, LUTCF;
   Series 65 Securities license or one of the following combinations: Series 6 & 63, Series 6 & 66, Series 7 

& 63, Series 7 & 66;
   Life Insurance license.

Examination
Complete a proctored exam (MRFC designation only).  

Licensing
Applicant must have the required licenses necessary for their mode of practice. 

Conduct
Applicant must have a sound record of business integrity with no suspension or revocation of any 
professional designations or licenses. Must be in good standing with all licensing bodies and organizations.

Ethics
Applicant must subscribe and adhere to the IARFC Code of Ethics.

Application and Fees  
Complete the application in its entirety and submit appropriate application fee.

Continuing Education
All members must agree to devote a minimum of 40 hours per year of professional Continuing Education in 
the field of personal finance and professional practice management. Four hours every two years must be 
devoted to ethics.

Re-Certification   Annually provide assurance of continued compliance and operation.



IARFCIARFC
International Association of Registered Financial Consultants

RFC® • RFA® • General Membership Application

Payment Options

1.  Mail Application with payment to:  

IARFC  

P.O. Box 506, Middletown, OH 45042

2.  Fax Application to:  

513.345.9479 (credit card only)

3.  Email Application to: info@iarfc.org

Check payable to: IARFC

Credit Card: Visa, MC, Amex, or Discover

Credit Card#

Ex. Date.  Security Code

Signature

Membership Type

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

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.  

Applicant Information  (please print or type)

School, City, State (Since High School)
Graduated

Major Degree
Yes No

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

Prefix First Name       Middle Initial  Last Name  Suffix

Business Name      Preferred Salutation

Street Address  Ste#/Apt  City  State Zip

Business Phone   Fax   Cell Phone

Business Email Address Primary     Yes  No  Website 

Business Information

Home Information

Street Address  Ste#/Apt  City  State Zip

Home Phone    Cell Phone

Home Email Address           Birthdate  MM/DD/YY 

Please send all mail to my   Business Address  Home Address

Educational Background

Experience
Must have a minimum of four years of experience as a full-time practitioner in the field of financial 
planning or financial services:        Full-time                       Part time

Education (Education criteria requires an applicant to assert and document achievement in any one of the areas) 
Education, Professional Designations or Licensing

Professional Designations:    AAMS    CFA   CFP   ChFC   CLU   CPA   EA   LUTCF 

     Other

Licensing 

Broker/Dealer                                                                            (Personal) FINRA CRD No.
Securities Licenses:   Series 6 and 63   Series 7 and 63    Series 6 and 66   Series 7 and 66   
     Series 65    Other 
Insurance Licenses:   Life   Health   Variable Contracts   Prop. & Casualty    

     Other

Primary Insurance Company (if any)

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

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

Nonrefundable Application Fee: $75

Designation/Membership Fee:  $225

                            Total payment  $300
Commence on anniversary of  Membership

 RFC® Designation and Annual Fee  $225

RFC® — Registered Financial Consultant

Choose one

Nonrefundable Application Fee: $50

Designation/Membership Fee:  $120

                            Total payment  $170
Commence on anniversary of  Membership

 RFA®  Designation and Annual Fee   $120

RFA® — Registered Financial Associate

Nonrefundable Application Fee: $75

Membership Fee:  $75

                            Total payment  $150
Commence on anniversary of  Membership

 Annual Membership Fee   $75

IARFC General Membership

RFC® • RFA® • General Membership



IARFCIARFC

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

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. 

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?

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.  I hereby certify that I have read and understand the foregoing statements and that my responses  
are true and complete to the best of my knowledge. 

2.  I hereby apply for IARFC 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 
ByLaws 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. 

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

4.  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.

5.  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. 

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

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

8.  I understand that failure to disclose any regulatory event, including suspensions or revocations, may 
disqualify me.

9.  I agree to maintain proficiency in my work by completing continuing education in the field of financial 
planning and counseling — which can include subjects relating to practice management, delivery of 
professional services, portfolio management or financial product application and service. 

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

11.  I understand that all IARFC Certificates of 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. 

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

13. I understand that if I do not meet the required professional experience of 4 years for the RFC®,  the 
IARFC will qualify and award me the RFA® designation. RFA® designation converts to the RFC® upon 
completion of four years of experience.

Signature of Applicant (required)   Date                       

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.

1046 Summit Drive, P.O. Box 506 
Middletown, OH 45042-0506

P: 800.532.9060
F: 513.345.9479

E: info@IARFC.org
W: IARFC.org

Recommend a colleague.

Full Name

Address

City

State, Zip

Phone

Email

Referred by (if applicable)

Full Name

City, State

How did you learn about the IARFC?

    Advertisement       Article       Association   

     Broker/Dealer

     Direct Mail       Email       Exhibit        

     IARFC Website        Insurance Co.  Referral  

 Other

International Association of  
Registered Financial Consultants



P.O. Box 42506 
Middletown, Ohio 45042

IARFCIARFC
INTERNATIONAL ASSOCIATION OF

REGISTERED FINANCIAL CONSULTANTS

The IARFC BILTMORE Conference  
& National Financial Plan Competition, Asheville, NC April 17-19, 2018

To learn more call 800.532.9060 or visit www.IARFC.org
Image used with permission from The Biltmore Company, Asheville, North Carolina


