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Investing News

»

Is Technology Forcing You Out Of Business?
This morning when I read the tech article about
Financial Engines that Andy posted to the
Advisors4 Advisors web site, it reminded me of a
trip I made in October 1999 to interview Bil
Sharpe, the Noble laureate and founder of
Financial Engines, and his team just as the web
site was going up.

Technology

Eill Winterberg

Want To Boost Productivity? Try This $9 Fix
Interruptions force you to reboot your thought
process. This one simple solution can help you
rmaintain your focus throughout your workday.

Compliance

Christopher E.
Winn

401(k)s

Charlie Epstein

Attention RIAs: SEC Passes New Changes to
ADV 2

0on July 21, 2010, the Securities and
Exchange Commission unanimously voted to
adopt changes to Form ADV Part 2, which is
referred to as the "Disclosure Brochure”.
Changes to Disclosure Brochure have been in
discussion for nearly 10 years, with the
shortcomings of duplicate  information  to
ADV Part 1, a lmiting “check-the-box"
format, and inconsistency  between

It's The Experience That Counts!

In their ground breaking book, The Experience
Economy: Work Is Theatre & Every Busingss 3
Stage, the authors Joseph Pine II and James
Gilmore make a tremendous argument for the
benefits of creating a2 compeling experience
around what normally would be considered a
commodity as a means to “charge more.”

Practice Management

.
Andrew Gluck

Should You Use A Livescribe "Smartpen” At
Client Meetings?

Financial advisor Karl Hicks is using a
Livescribe “smartpen” to take notes at his
client meetings. Livescribe records your
conversations and digitizes your handwritten
notes, automatically synching your notes
with the audio. Does it really work?

Succession Planning

David Grau Sr.,

v

Building 3 Business That Can Outlive You
Independent financil service practices that are
set up as entities (C-corporation, S-corporation,
or a Limited Liabiity Company) have some
powerful advantages over a basic sole
proprietorship model.

Equity Compensation — A Powerful Weapaon
The Truth about Succession Planning in this

Industry
How to A

a Minority Discount

Financial Planning

@
Kristen M.
Jankowski

Financial Planning: In Good Times And Bad
Times

MNow's the time to be updating financial plans
for your clients, given the loss of porfolio
values across the board. Many advisors focus
on the initial financial plan, but reviewing a
client's situation pericdically is just as
essential. Client communication is a key
component to client retention, and reaching
out to them should occur all the time.

Practice Management

\
-

George Tamer

Don't Have An Exit Plan? You're Not Alone
There is an old saying that the cobbler’s chidren
have no shoes, which is an apt metaphor for the
financial planning profession.

Advisors spend their entire careers crafting
financial plans for their clients, yet many haven't
made plans for the future of their businesses.
This has become a theme I have witnessed
many times in my work wth advisors, and has
now been documented. According to a recent

- Tax Efficient Investing

Sharyl Rowiing

Mznage Households, Mot Accounts, Or Risk
Getting Fired!

If you are managing portfolics on the
account level instead of the household
level, you are risking getting fired. Even
waorse, when your clients discover that
you are potentially doubling their taxes,
getting fired might be the least of your
womries!

~ Client Communications

Story is the Key to Client Connection

Story is the key to 2 truby dient-centened

actice, As professionz] advisors, we acusly

gin to make the transition from wansactionzl
to relational when we become willing to mest
clients on this commeon ground of sharing and
listening to stories about what the chient has
besn through, what events shaped and
influenced their vales, and what mattess
most.

Fired Advisor Loses Access To 20 Years Of
Client Datz And £3M In Revenus

Your client data is the lifeblood of your
business, If it gets cut off, it can be fatal wo
wiour business, That's exacthy what happened
& couple of weeks ago to an advisor we work
with who was terminated and unable to
aocess her chient data,

Operations & Processes

Blane Warrene

Social Research Tools?

Research and analysis are buit directly into the
DNA of working in financial services and 1 would
venture that you have received a solictation to
evaluate a research tool in the last 30 days.
Over the vyears of buiding, buying and
supporting advisory technology platforms -
research has been the cornerstone. However, it
has not always just been about Advisory World
or Mormingstar or Thomson Reuters (though
portfolio analysis s a key component of the

L =

Estate Planning

Still Stuck in Estate Tax "Purgatory
Here's an conundrum for you—as
advisors we're often forced to
share an "update” with our clients
regarding the estate tax “repeal”

[ PRt gibyation, but there's stifnothing
solid to report! We're all still stuck
in "estate tax purgatory.”

Insurance

Life Insurance Guarantesd Walues Are 3 Big,
Fst Idiot

One of my pet peeves is that sales
illustrations for life insurance policies
show the guaranteed cash values and
death benefits on the same page, side
by side, using the same formatting, as
the non-goaranteed values. This leads
many life nsurance buyers to think
that the guaranteed values are an
important factor in choosing a policy.

Industry Hews

Sooft Mariin

Joanne Day

Clock Ticking On The Estate Tax

If you blinked, you probably missed the
Senate’s short-lived deal on the federal
estate tax. Mow that it's fallen apart,
gdvisors probably won't get any new
guidance before Movember.

Document Management

Get Real — Accepting Advisors’ Natural
Tendencies (And What To Do About It)

Having worked within a planning firm and with
planners for over a decade, here’s what I
observed about advisors’ tendencies.
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A reference guide and business plan for designing and testing y
refer

fikely nor
beneficial
Run the
numbers

numbers

Business Continuity Planner

RIA Business Continuity Plan.

Does client anticipate being in a miuch
lower marginal tax bracket jnr future?

Will client die with 5 substantial
charitable bequest?

Does client need the IRA funds to
meet annual living expenses?

Yes

Does client have outside funds to
pay tax on the conversion?

Will the client incyr an estate tay

upon death?

Does client have a long time
horizon to let the funds grow?

Bob’s Roth
Conversion
Observations™

« Every incremental dolfar

converted is sfightly less
advantageous than the doliar
before it yntil deductions are
phased out and the top tax
Bracket is reacheq,

- Abways convert mora than the

initial numbers suggest and
recharacterize if warranted,

. Recharacterize depressed

sccounts in November of the
¥year of conversion and
feconvert in fanuary,

- The Roth 1RA is the mst

powerful asset with which tg
funda GsT exempt trust,

. There is ng bright line rute of

“optimum™ COTVErsion amount
for ali ndividuats, tonsidering
that each individual's financial,
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Suspension of the mitimum distribution rules at age 701 Provides considerable
advantage to the Roth IRA holder

Taxpayers benefit from Raying income tax before estate tax (when a Roth IRa
election is made} compared to the incoma tax deduction obtained when 5
traditional IRA & subjece 1o estate tax,

Taxpayers who <an pay the income tax en the IRA frem non IRA funds benefit
greatly from the Roth ira because of the ability to enjay greater tax-free yields,

Taxpayers whe need 1o use |RA assats te fund their Unified Credit bypass trust are
well advised to consider making a Roth IRA election for that portion of their
overall IRA funds.

Taxpayers making the Roth IR& election during their fifetime reduce their overall
ectate, thereby loweting the effect of higher estate tax rates
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# 1 Business Continuity Planner

A reference guide and business plan for designing and testing your
RIA Business Continuity Plan.

* mAdvi sorAssist™

Where Advisors turn for Advice.

98 advisors4advisors
*

11 1 0
+, Y% -
, The Business Contimity Plammer (fhe “Curide™) is template to assist prospective advisors with developing their own customized business continuity
plan for their regisered mvestment advisor (RIA™) mYnﬁmanmmwﬂmmmﬂh spedific opertions
$ * and modal for your business. The Guide shall not be lemal advice as is mot a law firm. The Guide and all other information

provided in conjunction with it are meant to prowide a guideline for common and standard sitsations and do Dot represent specific advice for your

firm_ AdvisorAssist can only provide specific advice by knowing all relevant facts regarding the operation, stochmre and history of the advisor. The
Guide is provided “as is™ and “as-available.” with all fmalts, and without warmanty of any kind. AdvisorAssist disciaim all warmanties, express and
implied, incloding, but not Hmited to, the implied waranties of merchantability, fitness for a particular purpose, quist enjoyment, quality of
information, and ttle/on-miTingement Use of the Guide s at your sole risk. mmmmm&mmmmmuu
ﬂle{hnielswl'.hhnﬁmw@xlﬁmhuﬂhmﬂﬁe{hﬂendmﬁh@lmmwﬂ
officers or attorney. Furthermore, we do not warmnt or maki the resulis of the use of Guide in terms of its
Comreciness, accumacy, quality, reliability, secumty, mmN:uﬂxmm:radmgimhjm or o awtherized
representatives shall create 3 WaTTaNty O i any Wiy inc
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MAdvi sorAssist™

Where Advisors turn for Advice.
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ﬂAdvisorAssist Difference
Experience

* Industry Leaders

* Depth of Knowledge
Service

* Personalized Solutions

* Hands-on Approach
Results
)*

* Innovative Strategies
* Complete Solutions

* Flawless Execution
Where Advisors turn for Advice.
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