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New Chapter President
Takes Responsibility for Goals

Nicsoras D’AmBrosio, CFP®

Horizon Planning, Inc.

212.427.7734

horizonfp@aol.com

s | begin my term as President of FPA-NY, I'd like to share

some of my thoughts and goals for the chapter. Most

importantly, | believe that the FPA exists primarily to support
our members in all facets of their business.

To accomplish this vision, we have 20 directors who work alone or with
committees to implement the activities required to achieve the
chapter’s mission and goals. This year we are pleased to welcome seven
new directors: Scott Brewster, Events Management; Robert Danzig,
Government Relations; Jeffrey Fisher, Education Programs; Stacy
Francis, Membership; David Frisch, Special Events; Jerry Palumberi,
Treasurer; and Kathleen Piaggesi, Public Relations.

Chapter’s Mission Highlighted

The directors met in early November to plan their work for 2005, using
the mission of the FPA-NY chapter as their guide.

The mission of the Financial Planning Association of New York is to
advance the ethics, skills and knowledge of its members and to
enhance the awareness of the financial planning process by the
general public.

Our mission is accomplished by creating opportunities to interact with
related professions and the community. The Chapter provides the
highest level of relevant continuing education for professionals
engaged in each aspect of financial planning, including, but not limited
to, CFP® designees.

With this in mind, | set the chapter’s general goals for the coming year
and the directors set specific goals for each of their functional areas.
President’s Goals Outlined

Here are my general goals as President for FPA-NY for 2005:

= Provide high quality, meaningful continuing education for the varied
experience levels of our members.

(Continued on page 3)

The Mission of the Financial Planning Association of New York is to advance

the skills, ethics and knowledge of its members-
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= Establish an operating budget that results in a financial
surplus.

= Increase the level of member participation in chapter
committees.

= |ncrease the total membership of CFP® designees and
allied professionals.

= Provide regular programs to increase public awareness of
the financial planning process, our ethical standards and
the CFP® designation.

= Support on-going efforts to reach out to those who
cannot afford professional financial planning.

= Implement programs to assist novices in the financial
planning profession.

= Increase the quantity and quality of communications
to our members regarding the benefits of the FPA and
FPA-NY.

| want us to do more for our members so that membership
will increase. This will lead to a stronger FPA-NY and a
stronger National FPA. The larger we are, the greater our
chances of having an impact on the overall financial well
being of the public. A larger membership base means that
local and national lawmakers will listen to us and will seek us
out regarding issues that impact consumers.

To do this, we need to communicate the benefits of
membership to those in the financial planning field. And we
need to communicate to the public that the FPA is
dedicated to ethical, competent advice.

Each of the FPA-NY directors is committed to achieving our
stated mission. Each has set goals, listed the activities
required to achieve those goals, and established criteria to
measure their success. We are making these goals available
to you in the form of an Annual Plan. Please review the plan
which will be distributed at our education meetings and
available on the website at www.fpany.org. Then, determine
where and how you would like to participate, and contact
the appropriate director. If you are not satisfied with what
you get for your membership, contact me.

Thanks and best wishes for a healthy, happy and prosperous
New Year.

Sincerely,

Nicholas D’Ambrosio, CFP®

Annual Plan Forthcoming

Each FPA-NY director is committed to achieving our
stated mission. Each has set goals, listed the activities
required to achieve those goals, and established criteria
to measure their success. We are making these goals
available to you in the form of an Annual Plan. Please
review the plan which will be distributed at our education
meetings and available on the website at www.fpany.org.
Then, determine where and how you would like to
participate, and contact the appropriate director. If you
are not satisfied with what you get for your membership,
contact Nicholas D’Ambrosio, President.

For example Jeffrey Fisher, Education Programs Director
described his Vision/Goal/Objective for Education as
follows:

Provide members with superior quality educational
experiences that meet the following criteria:

= Relevant, timely topics

= Expert/highly knowledgeable, engaging speakers

= Continuing education-eligible and approved

Fisher’s activities for these goals include:
= Select dates for education sessions

= |dentify five topical and pragmatic themes across
financial planning disciplines

= Offer two programs that satisfy the CFP® Board
requirement for Ethics education

= |dentify, obtain and confirm speakers

= Coordinate with Practitioners Director, Special Events
Education Director and Events Management Director

= Ensure programs qualify for CE credit

= Research the ideal of conducting formal surveys or
evaluations to determine member satisfaction

He identified that the Indicators of Success would be:

= \Were meetings held?

= Did topics span a range of disciplines?

= Attendance levels for members/non-members

= Results of informal feedback from attendees

= Results of formal surveys or evaluations, if appropriate.
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Skills Gap Large and Continuing to Grow
American Workforce Needs to Be Prepared

PeTER MCALINEY
AcaDEMIC DIRECTOR

Continuing and Professional Studies

Baruch College

peter_mcaliney@baruch.cuny.edu

he idea of a “skill gap” between what needs to be done in

jobs and what workers are able to do proficiently is a major
theme for Chief Learning Officers (individuals in companies
responsible for all aspects of worker training and education) from
small, medium, and large companies. They know that the
American workforce needs to continually update its skills to
compete successfully because of advances in technology,
increased globalization, an aging work force and the trend towards
small businesses.

Update Skills Frequently

While many in the workforce already have a BS or BA degree, a
study from Merrill Lynch reports that with the speed of change in
the job environment, the “shelf” life of these degrees is only four
years. To stay current, individuals need to constantly update their
skill sets to be attractive to employers—either in large companies or
the ever-increasing number of small companies working in our

economy. The expectation of hiring managers in both small and
large companies is that individuals come to these jobs with up-to-
date skills.

In the formative years of our education-through the first twelve
grades-most of our schooling was very organized. Teachers
“deposited” information into us and we, as empty containers,
“filled up.” In college, learning was more self-directed. Some
students had the benefit of attending full time and finished in four
years, while others took longer as part time learners. Learning was
still structured within the framework of a college or university.

In early or mid-career, however, there is no formalized structure
around learning. With the rapidly changing work environment, the
path is not organized or straightforward. We all need to take more
ownership for what we learn, how we learn, how much we learn
and where we learn. We need to embark upon our own journey as
a life long learner individually and, in many cases, independently.
For many, this appears to be a daunting task; we do not know
where to begin.

Refresh Skills as a Process

Whether you are currently in a satisfying career and want to grow
in that career, are in between careers and want to leverage skills
you already have to enter a new career or want to totally “retool”
and enter into a completely new career, you need a plan to be
successful. And this plan, to be consistent with the needs of life
longer learning, needs to be a process that is supported by an
underlying framework.

There are many frameworks you can draw upon to direct an update

Learners will he empowered to
shape learning experiences

» Learner-centric model
= Increased ownership

= greater flexibility in when, where
and how they learn

= Consumers and producers

Learner
Empowerment

IBM Learning Solutions
© 2004 Copyright IBM Corporation

ia - . -~
_~ ~ Organization ~
N

Manager

Project
Leader
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(Continued from page 4)

of your skill base, and you may already have one. If so, continue to
work it, refine it, and enhance it. If you do not, then there are many
frameworks available to help you facilitate your journey of life long
learning. One that is robust and easy to use was developed by
IBM’s Learning Solutions Group (see diagram page 4). This learner-
centric framework-referred to as Learner Empowerment-can help
direct individuals who want to enhance or change careers, take the
first step.

Implications of Learner Empowerment Model

The first premise of the Learner Empowerment model is that you,
as the learner, must be the driver of your own learning. This makes
sense when you look at current trends in the workforce-increased
job mobility, more jobs created by small businesses, and rapidly
changing technology. The work environment has become more
fragmented and the only way to stay abreast is by self-managing
your learning.

The second premise is that you learn from resources in your
organization. You can reach out to colleagues, mentors, managers,
project leaders, subject matter experts and instructors who are
embodied within your organization.

The third premise is that you look beyond your organization (if, you
even have one to draw upon) for learning opportunities. You need
to reach out to peers, academia (both traditional and non-
traditional), thought leaders, professional organizations and
relevant publications. If financial planning is your career, the FPA is
one professional organization within that industry where you will
find thought leaders and relevant publications.

The IBM Learner Empowerment model is a powerful model. It is
worthwhile to comment on some implications of this (and any)
learning model. First, you must recognize that you are the driver of
your own learning. Some individuals struggle with this because
they are uncomfortable managing their own learning path.
Proactively taking control of your own learning is a necessary first
step. Second, some (and a growing number of) individuals are not
part of an organization that can provide them with the resources
this model identifies in an organization-colleagues, mentors,
managers, project leaders, subject matter experts and instructors.

If you fall into this category, then you must access a substitute for
this body of resources by yourself. Continuing education at an
established university offers a cost-effective solution to substitute
for this organizational level of access. Third, individuals might not
know how to connect with resources beyond the organization.
Individuals need to become proficient in skills such as information

literacy, business intelligence, oral and written communications
and other professional development skills.

Put the Process to Work for You

The following five-step process can help focus and support you in
taking ownership of your career.

1. Decide to become a life learner and proactively manage your
learning, and hence, your career.

2. Begin to define your path to success by developing a five-year
plan.

3. Set goals and prioritize activities to accomplish these goals.
Develop short term, intermediate term and long-term goals. For
each set of goals, clearly articulate what they are and what
activities you will pursue to accomplish these goals. Be able to
answer the question for each goal, “I know | have accomplished
this goal because | will have (done what?).”

4. Determine the actions you will take to accomplish the goals you
have prioritized. For those in large organizations, you may be
able to work with Human Resources. For those between careers,
self-employed or working for small companies, look to see what
other options are available to you. Continuing education
certificates and courses at accredited colleges with extensive
alumni networks and a good reputation are often cost-effective
options to explore.

5. Evaluate the results of your actions. As manager of your life long
learning, you have to continually visit the skill set you have and
how it matches the needs of the marketplace. Only you can
determine what is right for you.

Take Control of Your Career

Due to a number of trends-advances in technology, increased
globalization, an aging work force and the trend towards small
businesses-there is an increasing skill gap in the workforce. Large
companies are playing a diminishing role in filling these skill gaps.
More and more, the responsibility for filling skill gaps at the
individual level needs to be owned by the individual. For you to
identify and fill these skill gaps, you must proactively manage your
own life long learning. You must look to affordable and accessible
resources inside your organization or resources available in your
community. A simple five step process can be employed to help
you direct your efforts to managing life long learning to yield a
successful and fulfilling career.

Don’t wait, respond to your own call for action!

LGk
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Ten Questions to Consider
When Changing Custodians

Catherine Ayers-Rigby, CFP®

Managing Director

Rydex Financial Services

ames “Jimmy” Bottoms!, president of Alpharetta,

Georgia-based JFB Planning was re-evaluating his

custodial platform as part of an annual bidding process to
ensure best quality execution. Although he knew that changing
custodians could be cumbersome, he believed his firm had an
obligation to seek out best value-taking into account trading
costs, execution quality and service.

“Finally, there were two basic reasons to switch,” said Bottoms.
“First, the allocation platform at the firm we selected was
directly integrated into the trading system-there was no need
to input trading data into a separate software program. And
second, we found the trading to be accurate and quick.”

Reasons to Change

According to Bottoms, the alternative he found allowed JFB to cut
trading costs by 30% on listed trades and 80% on OTC trades,
while benefiting from more sophisticated allocation software that is
directly integrated into the trading platform and dedicated service.
As an active manager employing short and margin strategies,
Bottoms was also interested in the platform’s support of hedging
strategies and the fact that there was no penalty for short-term
trading. Bottoms moved his company’s $100 million in assets to
the new custodial platform in a process that took only a few days.
All customer account applications were pre-filled with the
custodian’s help, so there was very little down time.

Bottoms’ experience is not unusual these days, when registered
investment advisors (RIAs), who its estimated will have
approximately $2 trillion in client assets by the end of 2004,2 are
seeking better, more sophisticated custodial services. Changes in

1 Mr. Bottoms’ experience may not be representative or indicative of others. The
opinions and forecasts expressed are those of Mr. Bottoms and may not actually
come to pass. This information is subject to change at any time, based on market
and other conditions and should not be construed as a recommendation of any
specific platform.

2 SOURCE: Celent Communications, May 2004
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the industry, from the entry of new custodial providers, to the
continuing emergence of new technology to the perception that
some custodial providers are competing with RIAs for business,
have driven an increasing number of financial professionals to
consider switching providers.

Advisors, however, often put off or avoid making a switch, even
when they are unhappy with their custodian. This process is rarely
entirely smooth or pain-free, and it usually makes sense only if an
advisor is somewhat convinced that a new provider will offer
significantly better service or more product offerings. If you're
considering changing custodians, you can help your chances of
obtaining the full suite of products and services you need by asking
custodial candidates the right questions, including these:

1. Does the custodial platform offer the kind of products to
allow me to execute my strategies?

Like RIAs, custodial providers may specialize in different types of
products. Make sure that their specialties line up appropriately with
yours. For instance, if your business is based largely on investing
for clients in mutual funds and ETFs, find out if the platform you're
considering offers a broad array of funds. Specialists in taxable or
tax-exempt bonds, international securities and currencies and
alternative assets should look for custodial providers with these
capabilities as well. If you employ short or margin strategies across
your accounts, find out how the new provider supports this. Most
larger providers offer access to a wide spectrum of products in all
major asset classes; smaller firms may have a limited menu.

2. Does the platform provide value commensurate with cost?

It's important to consider costs, but they should probably not drive
the decision process entirely. Remember, great pricing from a
platform that cannot provide adequate support is no bargain. You'll
save a little on the margins, but you may lose clients if there are
mistakes, unresolved issues and/or slow or unresponsive service.

3. Does the vendor's company have a similar or compatible
culture?

How flexible, resourceful or creative is the platform you’re
considering when it comes to solving problems or resolving issues?
Are they flexible in seeking solutions? All providers have rules and
common procedures, but the good ones will work to provide
responsive service within these guidelines.

4. Will they be around for the long haul?

Will the provider outgrow you? Will your firm outgrow them? Ask
about the provider’s long-term business strategy to make sure it’s
a good fit with your firm’s needs. Find out how the provider’s back
office, administration, trading and investment teams are directed

(Continued on page 7)
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(Continued from page 6)

to support firms like yours, both now and in the future. It's a good
idea to consider the long-range implications of your decision to
move to this platform.

5. How do they support their clients with service?

Ask whether the provider has a quality of service statement. It's one
thing to talk about service, and another to put it in writing. You may
also want to request recommendations from clients or see the
results of recent quality surveys. Good providers are proud of what
clients say about them and they’re willing to share this information.

You may also want to find out exactly who will be responsible for
serving you. Ask whether you will have a dedicated service person
to answer your questions and address your concerns. Are these
individuals proactive? Will they help you stay in touch with your
accounts in a forward-looking manner? Will they inform you when
money hits the account?

Finally, get a sense of how your provider resolves issues and
problems. Ask if they have set quality targets for answering
questions or addressing problems. Find out how long it usually takes
to correct common problems — like an incorrectly executed trade or
a faulty client statement — and how service representatives typically
follow up on client concerns. A good provider will have well-defined
processes in place to help solve problems and resolve issues.

6. What is the process for transitioning assets? Is there a sound,
rigorous program in place?

No one likes going through a custody transition, but it can help to
know, beforehand, exactly what the provider will be doing for you
and when. For example, does the custodian have the ability to pre-
fill applications for you, saving time during the actual transfer
process? Ask to see a detailed implementation checklist and
timetable so you can inform clients about what's happening with
their accounts. Also, access to regular updates on the transfer
process can be a valuable service. It is probably a good idea to find
out how many transitions your candidate has performed over the
past year. You may want to talk to some of these clients about their
experiences.

7. How does the provider implement trading strategies?

How much coverage will you have? How much time and attention
can you expect to receive from the trader? How quickly and
accurately can you access the marketplace? Does the trader
understand what you're trying to accomplish in your portfolios?
Your new custodian should have the allocation technology in place
to execute your trading and rebalancing across multiple accounts
quickly, easily and cost-effectively. Good providers should offer the

capability to trade your entire book of similarly managed accounts
with a single interface.

8. How flexible and robust is the technology supporting you?

Will you have web access? Can they give you data that will
integrate seamlessly into your current portfolio systems through
custodial link software? How flexible is the platform in aggregating
account information and performance results? Your provider
should be able to display account information at a variety of levels
— assets held at that platform, assets held outside it, by account
type, account holder or in customized configurations (such as
combining the accounts of all members of a family). Ask how you
can configure account information and performance reporting to
enhance your business. Can they support customized account
statements that help reinforce your brand/firm name with your
clients? A good custodian will be able to work with you to deliver
the solutions you need.

9. How much account information is available through the web?

A good web-based interface allows you to check on account
holdings and performance anywhere — from your office, home or
laptop during client meetings. It can also be a strong selling point
to your clients, who can monitor their accounts as well. Ask
potential providers what types of information can be accessed via
the web, how often it is updated, and how much is available to
your clients, in addition to yourself.

10. Does the provider seek out feedback from advisors and their
customers?

We've already talked about quality surveys and how they can be
useful in trying to predict what your experience with a given
provider can be. But at a more abstract level, these surveys convey
an even more important message: that the provider listens to and
values input from its customers. Find out how the custodians you're
considering process and respond to customer feedback, and
whether any features of their custodial platform has been designed
or altered to reflect this input.

Making the Right Choice

Changing custodians is never easy. Most advisors won’t make the
shift unless they are truly frustrated by their current provider.
However, if you do want or need to change providers, asking the
right questions will help you select a platform that will serve your
needs and minimize the difficulty of the transition process.

The opinions expressed here are those of Catherine Ayers-Rigby, CFA. The
information is intended to be general in nature and should not be construed as
advice. Ms. Ayers-Rigsby, has over 30 years broad experience in the financial
services industry in the U.S. and Europe, including asset management and the
development of domestic and international execution and custody platforms
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House Resolution Recognizes
Annual Financial Planning Week

Jeffrey Fisher, CFP®
DirecToOR, EDUCATION
Quadrant Capital Management, LLC
212.896.1621

jfisher@qcm.us

t the December 8, 2004 Education Meeting, we were
Aortunate to hear a presentation from Delos Smith, the

tatistics guru and media darling of the Conference
Board discussing trends in the global economy.

Smith gave an informative and entertaining presentation,
deconstructing the economic statistics on which Wall Street
depends. Through a carefully reasoned and wide-ranging
argument, he highlighted the limitations of the current state of
economic data and analysis, with its dependence on archaic
national income accounting methodologies and chronic
under-funding of the Bureau of Economic Analysis.

Key points included the globalization of firms, which has led
to corporations functioning as nation-states; the challenges
of culture in a world of deeply ingrained differences; and
profound structural imbalances in the trade and budget
deficits that are likely to span generations. Smith impressed
on the audience that there are no ready conclusions to be
drawn; the current global economy presents a very mixed
picture.

Education Calendar Set for 2005

Looking ahead to the New Year, we have put together a series
of programs that we hope will inform and challenge FPA-NY
members.We kick off the New Year with a presentation on
January 12th by Warren Bergstein, covering tax law changes for
2005. The focus will be on pro-active strategies planners and
advisors can utilize with their clients. Warren is a practicing CPA
at Adelman, Katz & Mond LLP, a university professor, and a past
president of the New York Chapter of the Financial Planning
Association of New York.

FPA-NY 2005 education calendar and its topics are highlighted
below.

'\iiil[

Date Area Topic Speaker

January 27 Tax Tax Planning Strategies for 2005 and Beyond Warren Bergstein, CPA
February 9 Investments | Strategies for a Weak-Dollar Economy

March TBA Retirement | The Good, the Bad, and the Ugly: Uses and Misuses of Annuities

April 6 Ethics

September 14 | Estate Flexibility and Flux: Top Ten Reasons to Review Estate Plans Now

October 12 Ethics

December 14 | Insurance Policy Policing: Assessing a Client’s Life Insurance Portfolio

DA[NY
[
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Note: Topics are subject to change. Check the website for surrent information. www.fpany.org
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Interactive Sessions, Case Study and
Bridge the Gap Mark Forum Agenda

Scort M. Kanan, CFP® |
Forum Project DiRECTOR

skahan@famcorporation.com

212.239.7777

Experience” is the theme of the 2005 FPA-NY Spring

Forum. The program promises to be informative and
interactive with the intent to interest all attendees. Most sessions
are being designed to enable you to actively participate. Panel
discussions will allow a free flow of interaction among panel
members and attendees.

The day will begin with the popular General Session, “Economic
Panel” discussion. Top economists and money managers will
express their thoughts about the state of the economy and how
to use this information to advise clients.

The remaining program will have three components.

1. Case Study A case study will develop throughout the day.
Participants will work in small groups to discuss the presented
case. Together they will identify planning concepts and determine
how to apply them to this situation. At the end of the day, each
group will present their concepts and recommendations to the
entire group. CE credit is available for this event.

“Dialogue with your Peers: A Sharing and Growing

2. Sessions There will be stand-alone sessions that are not part
of the case study. These will include sessions for credits along with
practice management topics designed for the experienced
planner. Some topics are:

= Reverse Mortgages- Learn about these mortgages, how best
to use them, the pros and cons.

= College Strategies— This will not be a talk about 529 plans or
Coverdell IRAs. A panel will present alternate strategies
intended for the more affluent client.

= Risk Tolerance-Defining and Using Results Effectively in
Your Practice— How do you define a client’s risk tolerance?
How do you relate risk back to the client’s planning needs and
goals? This panel will address the issues that arise when you try
to determine a portfolio model and the amount of risk a client
needs to take.

= Estate Planning for Non-Traditional Families—- What is the
best plan for domestic partners? What issues need to be
addressed? What new laws affect your clients? A panel of
experts will discuss a wide variety of similar issues to assist you
in properly advising your non-traditional family clients.

= Compliance: The Financial Planner and New Regulations-
With the onslaught of new regulations, hear how your peers are
dealing with compliance and what you can do to make sure
you are in compliance.

= The Paperless Office: Is It Really Possible?- Many firms are
attempting to go paperless. What's involved? What software
and hardware are needed? Is it really possible to be totally
paperless? What regulations do you need to be concerned
about? Hear from those who have gone in this direction.

= Donor Advised Funds- Learn how they work and if they right
for your client?

Additional topics will be added to the above list. A full agenda will
be sent to you by email and will be available on the website at
www.fpany.org

3. Bridge the Gap (BTG) The BTG program is a mini-
conference within a conference. This is a program that began in
1999 at National Conference and has been offered each year
since. Now many local chapters are adding it to their conferences.
The intended audience for BTG is the new or soon-to-be CFP
licensee. BTG attendees pay only $99 in recognition of their new
status and will also be able to attend Forum General Sessions.

If you have questions such as, “What are the career

opportunities?” or “How do | start a planning practice?” the BTG

program is designed to answer those and many other of your

questions. Sessions will cover some of the following topics:

= Industry Executives Outline Career Opportunities— A panel
representing larger firms (bank, brokerage, insurance) discuss
career opportunities for CFPs and CFP candidates in their type
of firms.

= Getting Started- Panels of newer CFP practitioners discuss
how they got started.

= Working for and Creating a Financial Planning Firm-
Designed for the person who wants to be independent. Hear
from experienced practitioners who have built their firms over
many years.

Register for Forum

In addition to the agenda outlined above the Malcolm Forbes
Award will be given. The 2005 recipient will be announced shortly.

The 2005 Forum promises to have something for everyone. Sign up
early for a great learning experience! Plus, get a break on the price.

Go to www.fpany.org for a registration form. If you're not already
a New York chapter member, check out the price differential. It
pays to have local membership for a discounted Forum
registration fee and free education events throughout the year. A
local membership application is also available on the website.

A
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MARKETING AND
COMMUNICATIONS

FPA-NY Scores a Silver Level In Chapter Recognition Program

FPA-NY took away a Silver Level Award in National’s Chapter Recognition Program for 2004. Here is our recent history in this program:

2004 Silver
2003 Bronze
2002 Bronze
2001 Gold

To qualify we submitted documentation showing our activities in five major areas. Only one item kept us short of gold,
“Membership Growth.” Help us reach gold in 2005. Talk to your colleagues about FPA-NY and join the Membership Committee.

m lill !: :! N
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Contact Judith Volkmann at judithvolkmann@yahoo.com and help us shine.

The major areas for qualification are:

Chapter Operations
= Officer List
= QOrganizational Chart
= Financial Statement
= Job Descriptions
= Meeting Attendance Records

Chapter Leadership
= Vision/Mission Statement
= Strategic Planning Meeting
= Strategic Plan
= Participation in FPA Leadership Training
= List of New Committee or New Board/Committee
Members
Community Outreach
= Promoting Value of Financial Planning
= Public Awareness Activities
= National Financial Planning Week

Member Outreach

15 Hours Education Per Year

Chapter Communications
Non-member CFP®/Prospective CFP®
Allied Professional Outreach

Chapter Web Site

Professional Development

Scholarship Programs

Membership Development

Membership Meetings

Membership Drive

Membership Growth

75 Percent Member Retention
Membership Development Committee

The requirements for the 2005 Chapter Recognition Program
have just been issued. If you have an interest in reviewing
them, go to www.fpanet.org.

FPA-NY Address Change

From now on, postal mail will be sent to:

FPANY
551 Valley Road #358
Upper Montclair, NJ 07043

Telephone continues to be 877.77.fpany
Fax continues to be 212.658.9890

To facilitate the timely receipt of mail that comes via the post office, the chapter has changed its mailing
address to that of our chapter executive whose office is in New Jersey.

Email remains editor@fpany.org and our web site remains fpany.org.

|
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MARKETING AND
COMMUNICATIONS

Overcoming Presentation Fear
Outlined at Public Speaking Seminar

Stacy Francis, CFP®

Francis Financial
212.374.9008

stacy@francisfinancial.com

education tools you have as a financial planner. However,

some planners are afraid to speak in front of an
audience. In fact, surveys show that public speaking is ranked as
fear number one, even over fear of dying.

Public speaking is one of the most useful marketing and

On Wednesday, November 3rd at Media Training Worldwide
Studios, 18 New York FPA members learned how to face their
fear of public speaking. According to TJ Walker, president of
Media Training Worldwide, overcoming the fear of public
speaking is neither mystical nor impossible. The proper public
speaking training, mixed with a dose of confidence and backed
by a valuable speech will have you speaking like a pro in no time.

Presentation Tips

Walker’s speaker training lecture described to FPA-NY members
some of the fundamental skills needed to make the most out of
every speaking opportunity. According to Walker, the biggest
presentation offense is the overuse of PowerPoint. Walker
explained that PowerPoint should be used to strengthen
presentations and training sessions, not detract from them.
Instead, slides should be visual, simple, memorable and devoid
of bullet points and words. Several top tips include:

[0 Standardize position, colors and styles
O Use colors that are easy on the eye

O Include only necessary information

00 Avoid long sentences

O Limit the number of slides as many slides can lose your
audience

O Explain a slide or concept before you show it to the audience

[J Know your material and don’t read from the screen

Practice Helps

Walker also believes that practice won't make you a perfect
speaker or presenter, but it sure will make you better. He
encourages clients to give presentations to a group of co-
workers or a spouse to see whether there are any points that are
confusing or in need of revision. The more you practice, the
better you'll feel about what you're saying and how you're
saying it. Too often, people spend weeks writing a presentation
and leave no time to practice it. The resulting presentation is
often poor at best.

Walker explained that you do not have to memorize your
speech. Even pros take a lot of notes to the lectern. Walker
shared that he takes a Post-It note to the stage. He places the
note on his computer screen, which is not visible to the
audience. Having notes gives you confidence because if you do
forget anything, your memory is as close as your sheet of paper.

Plan for the Worst

According to Walker, having a backup plan is a must for any
presenter. It is almost inevitable that at least once during your
presenting career you will have a projector failure at exactly the
wrong time. It is crucial to have a plan for delivering your
presentation without visual support.

Walker told the audience to always have a CD with your
presentation and a printout of your slides. He encourages
speakers to use handouts, which can also be used as a backup.
Walker cautioned that these printouts should be distributed at
the end of the seminar instead of at the beginning. Handouts
can distract the audience and you may have a difficult time
getting the listener’s full attention. Instead, tell the audience you
will be providing that material to them at the end to reinforce
the messages communicated in your presentation.

Finally, Walker encouraged FPA members to get out there and
start giving presentations. If you are new to public speaking, he
suggested you might want to take a course and read some
books on how to be effective.
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CAREER DEVELPMENT
AND MENTORING

Innovative Programs Planned for 2005

James J. MiLLingToNn CFP®

Director, Mentoring/Career Development
Wachovia
917.322.6665

jjmillington@aol.com

nother year is upon us and | am happy to be able to
A;ontinue my service as a director to the chapter. For
005 | hope to continue in the footsteps that James
Tissot has so successfully put forth. The main goal is to continue
our 100% pass rate on the CFP exam for our students. The
committee also wants to strive to help new designees with the
challenges they face when they break into a career in Financial
Planning. We also intend to have another terrific year filled with
great events.

Student Planners Sought

We hope to be a vital part of increasing the number of
members to the Chapter. Some of our efforts will focus on
reaching out to schools offering the Certified Financial Planner
curriculum to increase the number of new designees who
become members. Recently, we have been in contact with New
York University, Pace, Saint John’s and Baruch to come in to talk
in front of their students about the benefits of becoming a
student member of the FPA. Working closely with Membership,
which has developed a brochure for prospects, we have put
together a student package that includes a reprint of the article,
“Keys to Passing the CFP® Exam” from the November/
December 2004 issue of The New York Planner for distribution
when we visit colleges and universities.

Mentoring Meetings Scheduled

Other events we have planned for new members are Mentoring
meetings. Last year James Tissot started reaching out to
established practitioners who want to mentor new or soon to be
planners. We are going to continue formalizing the program.
So far, this year we have two meetings on the calendar. We are
currently looking for planners who are interested in sharing their
time and experiences to new planners. The program will be
more advanced than an internship so the mentored can learn
the ropes of financial planning. If you are interested in

Eamey

becoming a mentor, please contact me by e-mail at
JIMillington@AOL.COM.

Best Practices Seminars Planned

We are also going to start a program for new planners that will
be called the Best Practices seminars. We want to help recent
designees with the questions and challenges of starting a new
practice. Some of the seminar topics will cover choosing your
software, being in compliance with regulators, and marketing
your practice.

Reward Dinner on Tap

The last event for the year will be the Recognition Dinner. As a
reward for becoming a new member and passing the CFP
exam, we plan to hold a dinner this year.

Volunteers Requested

In closing, the Career Development Committee, which includes
Jeff Jones and myself are looking for anyone interested in
helping our efforts. We have a busy schedule of Case Studies
this year and we are looking for planners, especially anyone
who has recently passed the exam to help teach the Case
Studies classes. Please get in touch with me by e-mail.

Where Are You?
Is Anyone Listening?

James Tissor, CFP®

Director Sponsor Retention
Prism Planning Inc

212.354.7164

jtissot@prismplanning.com

frustration
n I: the feeling that accompanies an experience of being
thwarted in attaining your goals

as Director of Career Development on the Board of FPA-
NY. With the help of others, we have been able to
institute a supplemental review course for those sitting for
the CFP® Certification Examination. We have maintained a
pass rate between 80% and 85%, a good 25% to 30% above the
national level. The success of the program is not mine. It was

For the past three years it has been my pleasure to serve

(Continued on page 13)
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(Continued from page 12)

the help and support of the membership that made our
achievements possible.

Waning Member Enthusiasm

But, | have a growing sense of frustration as we start the New
Year. We haven't been as successful in our efforts with our
mentoring and intern programs and attendance for our review
classes has lately flagged. | believe the down turn in the
programs can be directly linked to the waning enthusiasm of
our membership to become involved in the activities of the
Association.

The mission of the Financial Planning Association of New York
is to advance the ethics, skill and knowledge of its members
and to enhance the awareness of the financial planning process
by the general public.

Our mission is accomplished by creating opportunities to
interact with related professions and the community. The
Chapter provides the highest level of relevant continuing
education for professionals engaged in each aspect of financial
planning including, but not limited to CFPs®.

Volunteers Vital to Association

These are lofty goals indeed, but completely unattainable
without the help of the membership. We must become active in
our organization if it is to remain a vital force in our community
and profession.

| am aware that everyone has a very busy schedule and has to
work hard to stay ahead. | can relate to that. | am a relatively
new CFP® and am struggling to get a practice up and running.
When Citigroup building was specifically identified as a terrorist
target last August, we lost our space to hold our review classes.
Appeals for possible alternatives both in the newsletter and at
education meetings produced no absolutely no response. A
week after a recent education meeting, entreaties for possible
sponsorship leads has generated nothing. Replies to queries
such as these take very little time. Surely we can squeeze them
into our busy schedules.

Help Attain Goals

As of January 1, 2005 | assume responsibilities as Director of
Sponsor Retention and leave behind my position at Career
Development. James Millington has taken over that position and

he will need your help to keep the Review Program active and
advance both the mentoring and intern programs. Sponsorship is
still waiting for committee volunteers or leads for possible
sponsors. In fact, every committee is looking for help. Get
involved. End the frustration and help the FPA-NY attain its goals.

Public Speaking Opportunities
Allow Members to Hone Skills

R "

e KATHLEEN Piaccesi, CFP®

K/A/P Planning Advisory
Kappa06@attglobal.net
914.472.5437

President-Elect, for the energy she expended in

developing our chapter’s public relations activities.
When the FPA was formed, there were three hard workers
for public relations—Karen, Kelly Welles and Hedda
Nadler of Mount & Nadler. As a result of their tireless
efforts, the Public Relations committee has grown and is
responsible for many activities on behalf of our chapter
and its members.

First, I'd like to thank Karen Altfest, our new

In the not too distant future, you will hear more from me
about what our committee will do and what new activities
we plan to make available to our members.

In the meantime, there are a number of public speaking
opportunities currently available to all our members via
FPA-NY’s Pro Bono committee which provides free
financial planning seminars to a number of organizations
on budgeting, debt counseling, how to open savings and
checking accounts and personal financial record keeping.

The committee is always looking for volunteers and this is
a great way for you to get in front of “friendly”” audiences
to gain more public speaking experience. You will be
provided with templates and PowerPoint presentations for
your use, Or you may use your own presentation after it’s
reviewed by the Pro Bono committee.

If you are interested in working on your public speaking
skills through Pro Bono, contact Clare Stenstrom at
clare@bscmi.com
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GOVERNMENT
RELATIONS

National Conference Call Summarized
Consent Letters, Tax Issues Covered

RoBerT Danzic, CFP®

Director, Government Relations
: Fiduciary Trust Company International
i == | 212.632.3051

rdanzi@ftci.com

y name is Rob Danzig, and | am a new member of the
MFinanciaI Planning Association of New York as well as

a new Board Member. | am Vice President, Planned
Giving Services at Fiduciary Trust Company International, a
wealth management firm that works with individual and
institutional wealth. | look forward to serving as your
Government Relations Director in 2005 and ask you to contact
me with any questions you may have. In addition, | am looking
for your input regarding Government Relations initiatives you
may wish the chapter to pursue.

Financial Planning Day on Capitol Hill

On December 1, 2004 the FPA National Office and the CFP
Board of Standards sponsored, in conjunction with CFP
practitioners from the National Capital Chapter, a Financial
Planning Day on Capitol Hill. It was a wonderful opportunity for
the Financial Planning Community to provide a public service to
Senate staffers. About 150 Senate staff people attended the
event that featured 12 planners from the Washington, DC
metropolitan area. Senate staffers ranged from recent college
graduates with student loans to more senior staff people.
Staffers learned about financial planning, and the FPA
generated good will for the CFP mark. CFP participants were
able to review staffers’ financial statements and provide general
advice about the financial planning process. In addition, public
awareness of the importance of Financial Planning was raised to
these important government employees.

Investor Surveys Support FPA Position

In the past, there had been an exemption to the Investment
Advisors Act of 1940 permitting broker-dealers to provide
investment advice provided that it was incidental to their
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practice as brokers-dealers and that they were not paid
compensation for this advice. More than nine out of ten
investors believe that brokers and financial planners who
provide investment advice should be subject to the same
investor protections rules, according to a new Opinion
Research Corporation survey of 1,000 U.S. investors released
on October 27, 2004 by the Zero Alpha Group and the
Consumer Federation of America. A separate survey by T.D.
Waterhouse found 87% of investors would not seek financial
advice from stockbrokers who were not required to disclose all
conflicts of interest.

The FPA continues to litigate this issue with the Securities and
Exchange Commission to ensure that broker-dealers provide
disclosure language to clients for whom they provide
investment advice. Currently, the FPA has a stay on this
litigation and is awaiting a favorable ruling by the SEC when
the Commission meets the final week of December to approve
this rule.

NASD Reconsiders Negative Consent Letters

FPA spoke with the NASD and the NASD has reversed an
October 2004 ruling that said that Registered Representatives
who changed their employment were not allowed to send
negative consent letters. NASD has clarified that negative
consent letters may be used to effect a transfer of these
accounts provided clients are provided adequate disclosure
and an opportunity to object.

Tax Issues

Tax issues are important in the upcoming Congress. Bill
DeReuter updated the conference call on these objectives.
Highlights include the following:

= Make previously enacted tax cuts permanent

= Replace the 30-year Treasury Bond with a new interest
rate formula as required by ERISA

= Recommendations in 2005 and action on tax reform in
2006 regarding Alternative Minimum Tax reform

= Personal accounts for Social Security
If you have any questions about this information, you may

contact Neil Simon at 800.647.6340, ext. 7194. | look forward to
working with you this upcoming year.



MEMBERSHIP

FPANY New Members
October, November, 2004

Last Name First Name City State
Anzalone Anthony R. Massapequa NY
Beranek Randy V., Esq. Brooklyn NY
Ferguson John T., CPA Bellmore NY
Fogarty Susan R Brooklyn NY
Forbes Wallace F. New York NY
Glassman Nancy D. Maplewood NJ
Goes David M. New York NY
Lunka Patricia P., CFP® New York NY
Martin Stevenson R. New York NY
Velasquez Cooper CM Vikktoria Pound Ridge NY
Vyas Victor, CFP Brooklyn NY
Walters Christopher R. Irvington NJ
Wilhelm Wayne F. New York NY
FPANY Renewing Members

Last Name First Name City State
Rubenstein Laurence M. Forest Hills NY

Network for FPA-NY; Attend Forum for Free

Do you have a good relationship with an investment management firm, a mutual fund company, an annuity
company or an insurance company? If you refer the company with your contact’s name and the company becomes
an FPA-NY sponsor, we would like to show our appreciation by providing you with one free Forum 2005

attendance.

Please send your suggestions to Cliff Michaels at stkoprator@aol.com and put “Sponsor referral” in the subject
line to identify the email. Alternatively, you may telephone Cliff at 212.869.7266. That's all you have to do. Cliff
will take it from there. See you at the Forum.
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MEMBERSHIP

Anniversaries

Congratulations to the following New York Chapter FPA members who are celebrating significant
FPA anniversaries in January and February.

20 years

Norman Dawidowicz New York NY February 1, 1984
Thomas Frankel New York NY January 1, 1984
Joel Isaacson New York NY January 1, 1984
Maxine Weiner New York NY January 1, 1984
15 years

J. NewtonNash New York NY February 1, 1989
10 years

Kathleen Boyle New York NY February 1, 1994
Nancy Kistner New York NY February 10, 1994
Michael Lane New York NY January 1, 1994
Gerard Mulligan Bellerose NY January 10, 1994
5 years

Joseph Anderson Somerset NJ February 3, 1999
Robert Borsody New York NY February 12, 1999
Evan Cooper New York NY January 26, 1999
Richard Howell New York NY January 15, 1999
Daniel Kramer New York NY January 18, 1999
Serge Saimpy New York NY January 14, 1999
David Samet Spring Valley NY February 1, 1999
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551 Valley Road
Upper Montclair, NJ 07043

Visit us on the WEB
WWW.FPANY.ORG
or write us an email at

EDITOR @FPANY.ORG
TEL 877.77.FPANY
FAX 212.658.9880

FPA-NY Newsletter

Gold Sponsors

Peter Siconolfi
Federated Investors
1001 Liberty Avenue
Pittsburgh, PA 15222
Phone: 800.543.3593 ext. 5175
psiconolfi@federatedinv.com

Mark Bentley
Rydex Investments
9601 Blackwell Road
Suite 500
Rockville, MD 20850
Phone: 800.258.4332 ext. 8103
Fax: 301.296.5109

Erez Rotem mbentley@rydexfunds.com

Integrity Life Settlements
350 5th Avenue
Suite 1816
New York, NY 10118
Phone: 212.868.3850
Fax: 212.868.3854
erez@ilifesettlements.com

Kendra Oden

Marketing Assistant

Thornburg Mortgage
150 Washington Avenue, Suite 302

Santa Fe, NM 87501
Phone: 505.954.5374

Fax: 505.989.8156

koden@thornburgmortgage.com

Ed“f)m.ll: ;‘?lenHAIppl?baum hrﬁlfz([@gm'(?om [ Thank you for your partnership in our Gold Sponsorship Program.
esign: - Hlise Hilpert e |ger verizon.ne The FPA-NY Board encourages the membership to take
Photos:  StephenA.0"Connor CFP advantage of their products and services.
s.0connor2@verizon.net
MEETING LOCATIONS
(check www.fpany.org for updates)
Education Meetings Practitioners Meetings
Baruch College MetLife Investors
151 East 25th Street 260 Madison Avenue, 11th floor
Library Building, 7th Floor, Room 750 38th-39th Streets, NYC
Members free/Non-members $50 1 CFP credit
2 CFP credits
Bring your CFP® license number for electronic crediting.
2005 Dates
Date Area Topic/Speaker Location
January 27 Taxes Tax Planning Strategies for 2005 and Beyond  Baruch
Warren Bergstein, CPA
February 9 Investments Strategies for a Weak Dollar Economy Baruch
February 16 Trusts Basics of Trusts MetlLife
Judith Volkmann, Esq., CFP®
March TBD Retirement The Good, The Bad and The Ugly: Baruch
Uses and Misuses of Annuities
March 16 Trusts Creditor Protection Strategies Using Trusts MetlLife
Gideon Rothschild, Esq.
April 20 Executive Compensation Executive Compensation Using Stock Options MetLife
and Restricted Stock
Sam Schecter, EA, CFP®
April 28 Investments, Insurance, The Forum Roosevelt
Estate Planning, Compliance, Dialogue With Your Peers Hotel
Practice Management
Note: Topics are subject to change. Check the website for surrent information. www.fpany.org
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