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Saturday, June 12 

9 a.m. -11 a.m. and 
12 p.m. - 2 p.m. 

Million Meal Challenge 
(MORT service project) 

CC - West, Exhibition Level, Hall B2 

12 p.m. - 5 p.m. 

MORT Power Center Store and 
MORT Foundation Booth Open 
CC - West, Exhibition Level , Halls A/B1 

I 

12 p.m. - 6 p.m. 

Registration and 
Interpretation Headset 
Booth Open 
CC - West, Exhibition Level, Halls A/B1 

4 p.m. - 5:30 p.m. 

PGA Volunteer 
Orientation Session 
CC - East, Convention Level, 

Ballroom A/B 

Name Badge 

Your personal meeting badge 
is required for entrance into all 
sessions and events, including 
Main Platform, Welcome 
Reception and Let's Party! 
This includes events that 
a/so require a ticket. 

Information in this book is correct at time of printing. Should any alterations to the 

program or overal l schedule be necessary, corrections will be made and added to 

your registration kit , which is distributed on site. 
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Sunday, June 13 

8 a.m. - 7 p.m. 

Registration and 
Interpretation Headset 
Booth Open 
CC - West , Exhibition Level, Halls A/B1 

10 a.m. - 5 p.m. 

MDRT Power Center Store, 
MDRT Foundation Booth 
and Exhibit Hall Open 
CC - West, Exhibition Level, Halls A/B1 

Don't Just Attend -
Participate! 

Volunteer for the Program General 
Arrangements Committee (PGA) 
at the PGA Meeting Information 
and Involvement Booth . Volunteer 
for the Million Meal Challenge at 
the MORT Foundation Booth . 

11 a.m. -1:30 p.m. 

Court of the Table-Top of the 
Table Program and Reception 

Program 
11 a.m. -12:30 p.m. 

FV - British Columbia Ballroom 

Reception 
12:30 p.m. - 1 :30 p .m. 

FV - Pacific Ballroom 

Possibilities in the Age 
of the Unthinkable 
Joshua Cooper Ramo 

Economist and author of "The Age of 

the Unthinkable: Why the New World 

Disorder Constantly Surprises Us 

and What We Can Do About It," 

Ramo provides insight into the 

world 's changing power structure 

and shares his new model for 

responding to - and thriving in -

th is unpredictable world. 

Ticket Required. Admission is restricted 

to badge-wearing Court of the Table and 

Top of the Table meeting attendees who 

have pre-registered and present a ticket. 

Present your ticket at the session and 

again at the reception for admittance. No 

admittance without your badge, ribbon 

and ticket. 

' 

12 p.m. - 2 p.m. 

Million Meal Challenge 
(MORT service project) 

CC - West, Exhibition Level, Hall B2 

2:30 p.m. - 3:30 p.m. 

Financial Literacy Workshop 
CC - West, Exhibition Level, Halls A/B1 

Walter E. Katz, CLU, CFP 

James Douglas Pittman, CLU, CFP 

Michael L. Weintraub, CLU 

We have all heard and seen the grow­

ing evidence that very few consumers 

have any financial acumen or financial 

wisdom. People may know how to 

make money, but they have no idea 

how to save it, and even fewer know 

how to invest it. How can you, as a 

member of MORT, help solve this 

problem and, in the process, improve 

your image and broaden your market? 

Learn why a growing number of 

MORT members have chosen to 

become financial advocates in their 

communities. MORT members wi ll 

share their stories about how teach­

ing financial literacy courses made 

a difference in their communities , 

enhanced their image and helped 

differentiate themselves from their 

competitors. 

3 p.m. - 5 p .m. 

Million Meal Challenge 
(MORT service project) 

CC - West, Exhibition Level, Hall B2 

3 
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Sunday, June 13 
(Continued} 

4 p.m. - 5:30 p.m. (Doors open at 3:30 p.m.) 

First Time Orientation 
and Reception 

Program 
4 p.m. - 4:30 p.m. 

Reception 
4:30 p.m. - 5:30 p.m. 

CC - East, Exhibit Hall A 

Cantonese 
CC - East, Meeting Level, Room 11 

Eliza Leung Chung King, LUTCF 

English 
CC - East, Convention Level, Ballroom A 

Caroline Kheng, ChFC 

Japanese 
CC - East, Meeting Level, Room 12 

Masahiro Yamamoto 

Korean 
CC- East, Convention Level, Ballroom C 

Seung Bong Lee 

Mandarin 
CC - East, Convention Level, Ballroom B 

Eun ice Ch en 

Spanish 
CC - East, Meeting Level, 

Parkview Terrace 2 

Thai 
CC - East, Meeting Level, Room 10 

Other languages 
CC - East, Meeting Level, 

Parkview Terrace 1 and 3 

Sharing ideas and networking with other 

top advisors are what draw attendees 

back to the MORT Annual Meeting year 

after year. This year's meeting offers 

many opportunities for both. If this is 

your first Annual Meeting, attend the 

First Time Orientation and Reception 

to learn what to expect and how to take 

advantage of all the meeting has to offer. 

During the program, MORT members 

wil l welcome you to the Annual Meeting 

and share why they keep coming back. 

Develop friendships with MORT mem­

bers from around the world, and get 

answers to your questions about Ann.ual 

Meeting activities. Immediately following 

the informational sessions, meet and 

mingle with MORT leaders and other 

first-time attendees in a private recep­

tion prior to the Welcome Reception. 

6 p.m. - 8 p.m. 

Welcome Reception 
CC - West, Level 1, Eng lish Bay 

Bal lroom and Terrace 

Join your fr iends and col leagues as 

we kick off the 201 O MORT Annual 

Meeting. Situated between the c ity 

and the mountains, this venue allows 

you to appreciate the beauty of 

Brit ish Columbia. MORT bands 

provide the entertainment, featuring 

various musical styles. Snacks and 

two complimentary beverages per 

person will be provided. Additional 

beverages are available on a cash 

basis (CAD only). 

Monday, June 14 

7 a.m. - 4 p.m. 

Registration and 
Interpretation Headset 
Booth Open 
CC - West, Exhibition Level, Hall s A/B1 

8 a.m. -11 :30 a.m. 

Main Platform 
CC - West, Exhibition Level, Hall C 

Presiders 

Flag Ceremony 

Challenging 

Limits 

Life in the 

Balance 

Scott's Perfect 

2020Vision 

Break 

The Value of 

MORT 

Mill ion Meal 

Challenge 

Playing for 

Change 

Guy E. Baker, 

MSFS, CLU 

Walton W. Rogers, 

CLU,ChFC 

John Foley* 

Marla Shapiro, 

M.D. 

Phillip C. Richards, 

CFP, CLU 

Guy E. Baker, 

MSFS, CLU 

James T. Morris 

Sally W. Munford, 

MSFS, CLU 

Mark Johnson 

'Speaker's presentation 

will not be recorded. 
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11:30 a.m. - 5:30 p.m. 

MDRT Power Center Store, 
MDRT Foundation Booth 
and Exhibit Hall Open 
CC - West, Exhibition Level , Halls A/B1 

11:45 a.m. -12:45 p.m. 

Exhibitor Product Workshop 

Innovative Products for 
Today's Generation of Clients 
Avi va 

CC - West, Exhibition Level , Halls A/B1 

Charles W. Van Devander, J .D., LL. M. 

Today's clients are looking for guar­

antees, but they also want higher 

returns than are offered by most tra­

ditional products. In this session, we 

explain why Aviva's market-leading 

index products, Wellness for Life rider 

and other product innovations are the 

future for cash accumulation, death 

benefit and secondary guarantee 

sales. Whether your client is a high­

net-worth family looking for efficient 

wealth transfer, a business owner 

searching for the best way to retain 

key employees or an individual need­

ing family protection, Aviva has an 

innovative solution to help distinguish 

you from the competition. 

12 p.m. -1 :30 p.m. 

Lunch Session 
(prepaid ticketed event) 

The Challenge is 
the Opportunity 
FW - Waterfront Ballroom 

Lewis Sch iff 

According to Schiff, there has never 

been an accumulation of wealth as 

great as the middle-class millionaire -

an individual with an earned 

net worth of USO 1 million to 

USO 10 million. Discover what differ­

entiates the middle-class mill ionaire 

from other clients, and learn how to 

gain access to this group. 

Note: Lunch service will begin at 12 p.m. 

and end promptly at 12:30 p.m. 

Prepaid Event: Ticket required for 

admission. Admission is restricted 

to badge-wearing meeting attendees 

who purchased a ticket at the time 

of registration . No admittance without 

your badge and ticket. 

12 p.m. - 2 p.m. 

Million Meal Challenge 
(MORT service project) 

CC - West, Exhibition Level, Hall B2 

1 p.m. - 2 p.m. 

Exhibitor Product Workshop 

The Great Retirement 
Challenge: Providing 
Solutions With No Regrets 
Symetra Financial 

CC - West, Exhibition Level, Halls A/B1 

Cu rt is V. Clo ke, CLTC, LUTCF 

Garth A. Bernard , MAAA, MMath 

John Warren, CLU , Ch FC 

In retirement, will your clients survive 

or thrive? Discover how to provide 

guaranteed income without mar-

ket risk, sequence of returns risk 

or volati lity - it may be the most 

powerful retirement income concept 

you 've never heard of. Learn how to 

get in shape for the Great Retirement 

Challenge. We won't make you twist 

into odd shapes on the floor, but we 

will stretch your mind by exploring 

cutting-edge products and present­

ing practical solutions for income 

and legacy growth. Th is session will 

change what you thought was pos­

sible. Discover the key to providing 

solutions with no regrets. 

Focus Sessions: 
2 p.m. - 3 p.m. 

What You Must Know 
About Your Boomer Clients 
CC - West, Level 1, 

English Bay Ballroom C 

Jan Cull inane, MS, ABO 

This informative and entertaining ses­

sion provides the wisdom to address 

your baby boomer clients holistically. 

Help your clients answer these lifestyle 

questions: Am I ready to retire? What 

are the seven secrets for a successful 

retirement? Where are the hot careers, 

and how do I find them? What's a KIP­

PER, FANBY and SKIER? I'm a female 

client - what makes me unique? This 

session also includes a fun boomer 

quiz to see what you know/remember 

about the good old days. 

mEJ •••m 
Best Sales Concepts 
to Motivate Action: Part 2 
CC - West, Level 1, 

English Bay Ballroom A 

Danie l 0 . Corrigan 

Corrigan's session at the 2009 MORT 

Annual Meeting in Indianapolis, Indiana, 

was so well received that he has 

been invited back to share more of 

his easily transferable sales ideas. 

In this session, he presents new 

concepts to help clients achieve their 

hopes and dreams using a unique 

artistic approach. 

DJ 8 tiBB B1 

Conti nued ~ 
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No More One-Night Stands: 
How to Build Long-Term 
Relationships and Your Business 
CC - East, Meeting Level, 

Parkview Terrace 

Karen Susman 

This lively session gives you rela­

tionship-building techniques you'll 

use immediately. Learn four ways to 

connect with anyone. Learn two ways 

to introduce yourself that won 't drive 

prospects away. Discover six ways 

to start, continue and end conversa­

tions . Determine when , if and how 

to hand out your business card. Dis­

cover how online networking builds 

relationships. Get nine ways to follow 

up and keep in touch so contacts 

become clients. Guarantee: You'll use 

these skills to maximize your MORT 

Annual Meeting experience. 

IJ E] Col4i lBI 

Handouts 

In an effort to be environmentally 
responsible, MORT is reducing 
the amount of paper we use at 
our meetings. Access electronic 
handouts for Focus Sessions 
online at www.mdrt.org . 

How to Package 
the Critical Illness Sale 
CC - East, Convention Level, 

Ballroom A/B 

Davi d Willi am Brow n, CLU , CH. F.C. 

Since the launch of the first critical 

illness insurance policy October 6, 

1983, products providing lump-sum 

cash payments upon diagnosis of a 

dreaded disease have experienced 

a roller-coaster ride around the world. 

This product speaks not only to the 

mind, but also to the heart. Why, 

then, are there so many insurance 

advisors concerned with offering 

these plans to their prospects and 

clients? Why have sales slowed in 

many countries, and why does the 

product face so many marketing 

challenges? This session unravels the 

chal lenges that face a critical il lness 

sale, including prospecting, present­

ing the p lan, underwriting issues, 

definition challenges and premium 

concerns. Brown discusses how to 

prepare the client for the underwrit­

ing process and how to deal with the 

feared rated or declined application. 

He also reviews some of the practi­

cal and emotional challenges to the 

critical illness sale and the integration 

of the product into the overall estate, 

retirement and financial plan. 

ll E!l CiBB lm 

Helping Your Clients Keep the 
"Gold" in Their Golden Years 
CC-West, Level 1, Room 109/110 

Joel A . Mendl er, J.D., LLM 

Older clients control 70 percent of this 

nation's wealth. Mendler discusses special 

wealth preservation strategies for older 

clients, including the impact of shorter 

life expectancies and estate tax reform, 

options to retain or maintain existing life 

insurance coverage, retirement plan distri­

bution choices, remarriage issues and the 

legal tools for preserving client autonomy in 

the event of incapacity. Also learn how to 

detect, prevent and report financial exploi­

tation of your older clients by scam artists, 

other professionals, caregivers and family. 

&J liil Im 

The MORT "How-To" Session: 
A Practice Management Guide 
CC - East, Convention Level, Ballroom C 

Bruce D. Peckover, CLU , CH .F.C. 

What is the next big decision you have 

to make about your business operation? 

You will either get the answer during 

this session or be introduced to tools 

you can use to find the answers to your 

most pressing questions, from business 

planning to business continuity, financial 

management to use of technology, 

and office efficiency to staffing and human 

resources. Learn tested MORT techniques 

proven throughout many years by many 

members across the globe. Whether 

you're a first-time attendee or a long­

standing Top of the Table member, attend 

this session to continue to grow your 

business. 

Producer vs. Business Owner: 
How Our Mindset Creates 
the Practice We Live in 
and How to Change It 
CC - West, Level 1, 

English Bay Ballroom B 

Gl enn Mattson 

This session is for producers who have 

both the potential and desire to grow 

their business and income to a higher 

level. Top producers aren't born. They're 

made - self-made - with external 

guidance and structure reflecting the 

best practices of other successful 

producers. In this session, you'll gain 

insights into the mindset, processes and 

practice infrastructure that are part and 

parcel of every top producer's success. 

Takeaways include techniques to move 

from producer to successful business 

owner and a road map for creating your 

ideal practice. 

&J D lftMtl lm 

Your Love Life: Sizzle or Fizzle? 
CC-West, Level 2, Room 211-214 

Kay Yerkovi ch, M .S., M.F.T. 

M ilan Yerkov ich , M.A. 

Is your love life warm, affectionate and 

nurturing, or are problems and tensions 

fizzling out the spark you used to feel? 

Do you need some strategies to achieve 

important breakthroughs in your personal, 

love relationships? Come discover your 

love style and learn the secrets of restor­

ing and deepening your most important 

relationships. Download and print the 

Yerkovichs' quiz at www.mdrt.org and 

bring it along to this session. 

m ,,,, C!D & Continued • 

9 
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New 7 Ups: Branding You as 
a " Myung-Poom (Premium 
Brand) Coach" for Generat ion 
X and Boomers 
(This session wil l be presented in 

Korean only.) 

CC- East, Meeting Level , Room 11/12 

Eun -young Ki m, Ph. D. 

Position yourself as a "Myung-poom 

(premium brand) coach" to reach higher 

levels of success. Throughout the 

years, the Korean insurance industry's 

focus has changed from savings to 

investments. Whi le these are important, 

experts predict that service will become 

the next focus. The most success-

ful advisors will be life architects or 

planners who can provide clients with 

comprehensive life planning in addition 

to financial services. Korean clients 

from Generation X to baby boomers 

are ready for financial coaches who 

can anticipate their changing needs 

and inspire them with the secrets for a 

good life by helping them balance their 

short-term and long-term goals. Based 

on her New 7 Ups paradigm, Kim pres­

ents authentic branding strategies and 

effective coaching skills to build your 

reputation as a premium brand coach. 

ma 

3-5 p.m. 

Mill ion Meal Challenge 
(MORT service project) 

CC - West, Exhibition Level, Hall B2 

IJ.m. - 4:30/5 IJ .m. 

Cash Balance: A Defined 
Benefit Plan in 401 (k) Clothing 
CC-West, Level 1, Room 109/110 

Mary Read , CPC, QPA 

How do you get large, tax-deductible 

contributions and steer them to 

benefit the people you choose? Cash 

balance plans give business owners 

the power to choose who they want 

to benefit most - and least. These 

new plans are find ing their way into 

the hearts and portfolios of smal l­

business owners and professionals 

because of their substantial deduct­

ible contributions, design flexibility 

and protection from creditors. Plus, 

cash-balance plans can be enhanced 

with life insurance, enabling insur­

ance premiums to be paid with 

tax-deductible dollars. If you have 

clients who own businesses with five 

to 200 employees, you will want to 

come to this session. 

. ~ I 

Peak Performance: 
How to Increase Your 
Business by 80% in 8 weeks 
CC - West, Level 1, 

English Bay Ballroom B 

Kerry Johnson , MBA, Ph .D. 

Seventy-five percent of seniors are 

going back to work. Eighty-two percent 

of prospects are looking for a new 

advisor. In this session, learn how to 

increase your closing ratio in three 

minutes, gain 50 referrals in only one 

evening, discover buying behavior 

using only two questions, and gain 

trust quickly and never lose it. This 

entertaining session provides you 

the most current research on how to 

dramatically increase your business. 

ll EJ CoMMl lB 

End Prospecting and 
Referral Challenges for 
the Rest of Your Career 
CC - West , Level 1, 

English Bay Ballroom A 

Dan Allison 

How can you gain more referrals from 

your top clients and referral relation­

ships? How can you get more face time 

with the prospects you really want to 

work with? How do you perfect your 

workshops and increase their effective­

ness? This session teaches you how 

one simple, inexpensive, straightforward 

process can solve most of your pros­

pecting and referrals challenges. You'll 

be surprised who has the answers to 

the challenges you face. 

&I E!l'I CilD Bt 

Make 2010 Your 
Top Disability Year Yet 
CC - East, Meeting Level, 

Park view Terrace 

Rebecca Largay Bast 

Geo rge G. Dav id son, CLU , ChFC 

Barry E. Lund quist, CLU 

This exciting session offers three 

experts' strategies for selling 

disability insurance. Lundquist, 

president of the Council for Disabi lity 

Awareness (CDA), explains the tools 

and resources CDA offers to help 

you educate your clients about the 

growing risk of disability. Bast dem­

onstrates how to effectively prepare, 

approach, and market to exist-

ing and new clients to ensure they 

evaluate the consequences of not 

having disability income insurance. 

Davidson explains the power of total 

income protection planning, which 

wil l change the way you communicate 

the economic risk of disability and 

provide greater opportunities to serve 

clients and earn more income by 

delivering an enhanced solution. 

*This session ends at 5 p.m . 

ll El rmR D 

Conti nued ~ 
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Win the "Second Sale" With 
New Underwriting Tools, 
Techniques and Technology 
CC- East, Meeting Level, Room 11/12 

Terri L. Getman, J.D. , CLU 

David L. Solie, MS, PA 

If you have ever been surprised by a 

negative underwriting offer, you will not 

want to miss this session. By under­

standing key medical tests, common 

financial underwriting guidelines and 

sophisticated blood studies, you can 

position your cases to win the second 

sale - the underwriter's approval. 

This session reviews technology 

surveillance tools, which monitor 

applicants' medication compliance, 

driving and criminal records, and 

financial history. Leave with a better 

understanding of the significance 

of these tests and tools, potential 

applicant concerns, and their impact 

on underwriting outcomes. 

*This session ends at 5 p.m. 

• I 

It's About FATE: The Financial 
Advisor as a True Entrepreneur 
CC - West, Level 1, 

English Bay Ballroom C 

Michael Bell 

We see ourselves as financial advisors; 

too few of us view ourselves as true 

entrepreneurs. This is a major hurdle to 

business success. Right now, could you 

sell your business? I know I can, and 

when the time is right, I wi ll because I 

set out to achieve this 10 years ago. You 

can, too. It 's never too late. I will show 

you how. 

II [il "'ro""M-W.'"':t• lill 

The 3 Strategies to 
Creating a Loyal, 
Passionate Business Team 
CC - East, Convention Level, 

Ballroom A/B 

Keith Abraham, CSP 

Every pusiness owner wants their 

people to be engaged, energized and 

enthused. For you to achieve your full 

potential, it is critical for your people 

to lead, embrace change, buy into 

your direction and think of new ways 

to capitalize on your opportunities. 

This presentation will focus in delivering 

time-tested tactics in three areas: 

Clarify - how to gain buy-in to your vision, 

direction and goals; Collaborate -

how to harness the power of people 

engagement; and Culture - how to 

create your own business DNA. 

mmr•M* IBI 

Build a Winning Team With 
the Power of Relationships 
CC - West, Level 2, Room 211-214 

Jon Gordon 

Based on his best-selling books, 

"The Energy Bus" and "Training 

Camp," Gordon shares five essen­

tial strategies to develop engaged 

relationships with your clients and 

grow your business. At the heart of 

his message is the truth that relation­

ships, commun ication, passion and 

trust are the foundation upon which 

successful careers and winning 

teams are built. 

ll Eil lftWIDI & 

The Power of Faith 
(This session will be presented in 

Mandarin only.) 

CC - West, Level 1, 

English Bay Ballroom D 

Bin Qi 

Bin draws on her own personal and 

professional experiences to help you 

discover your faith standpoint, which 

determines the choices you make in 

life. She also discusses a four-level 

process that can help you achieve 

significant change in your business 

and personal life. 

mm 

13 
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Monday, June 14 
(Continued) 

Quarter Century Club Session 

Trading the Golden Years 
for a Platinum Engagement 
CC - East, Convention Level, Ballroom C 

Larry Grypp, CLU , Ch FC 

Why are seven out of 1 O retired 

executives, business owners and 

professionals less satisfied following 

retirement from traditional careers? 

Along with a discussion of retirement 

trends during the last century, learn 

how to find purpose, joy, and content­

ment for yourself and your clients in 

this transition to the third quarter of 

adult life. 

This is an exclusive presentation for 

Quarter Century Club members only. 

ll mml &I 

Quarter Century Club 
(Quarter Century Club members only) 

FW - Waterfront Ballroom 

5:30 p.m. - 6:30 p.m. 

Top of the Table 
Waterfront Reception 
(Top of the Table members only) 

PP- Oceanview Suite 1-4 

' 

5:30 p.m. - 7 p.m. 

Young Advisors Reception 
(invitation only) 

5:30 p.m. - 7 p.m. 

2011 Annual Meeting 
Speaker Audit ions 
CC - East, Meeting Level, Parkview 

Terrace and Room 11 /12 

The Program Development Commit­

tee is holding auditions for members 

interested in speaking during the 

2011 MORT Annual Meeting. Come 

with a summary of your proposed 

presentation, and be prepared to give 

a short talk on your topic of choice. 

A maximum of three minutes per 

person will be allowed. On-site sign 

up will be available on a first-come, 

first-served basis for any audition 

openings that were not filled before 

the meeting. 

Tuesday, June 15 

Breakfast Session 
(prepaid ticketed event) 

Technology to Enhance 
Your Sales and Productivity 
FW - Waterfront Ballroom 

Mario Armstrong 

Special izing in translating technology 

for non-tech audiences, Armstrong 

shows you how to unlock the power 

of technology to increase business 

growth. Learn practical technology 

solutions to increase your productiv­

ity, uncover centers of influence and 

yield higher-quality sales. 

Note: Breakfast service will begin at 6 

a.m. and end promptly at 6:30 a.m. 

Prepaid Event: Ticket required for 

admission. Admission is restricted to 

badge-wearing meeting attendees who 

purchased a ticket at the time of registra­

tion. No admittance without your badge 

and ticket. 

Registration and 
Interpretation Headset 
Booth Open 
CC - West, Exhibition Level , Halls A/B1 

'Proceedings' 

Don't forget to request your 
complimentary copy of the 
2010 MORT Annual Meeting 
"Proceedings" by logging 
on to MDRT's Web site at 
www.mdrt.org and completing 
the new member profile. 

15 
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Main Platform 
CC - West, Exhibition Level, Hall C 

Presiders 

White Space: 

The Magic 

Ingredient for Your 

Technicolor Life 

This Is Our Time 

Paychecks and 

Playchecks 

What's a Girl Like 

Me Doing In 

a Place Like This? 

Break 

Generational 

Insights 

Living Proof 

Phoenix Rising 

Jennifer A. 

Borislow, CLU 

Julian H. Good Jr., 

CLU, ChFC 

Juliet Funt 

Julian H. Good Jr., 

CLU,ChFC 

Tom Hegna, 

CLU,ChFC 

Naomi L. Duke 

Cam Marston 

Philip E. Harriman, 

CLU,ChFC 

Jason and 

Tausha Black** 

** Music from speakers' presentation 

will not be recorded. 

MDRT Power Center Store, 
MDRT Foundation Booth 
and Exhibit Hall Open 
CC - West, Exhibitio n Level , Halls A/B1 

Exhibitor Product Workshop 

A New Global Approach: 
ING IUL-Global (Baseline) 
ING 

CC - West, Exhibition Level, Halls A/B1 

Joel Hummel , CLU, ChFC 

Learn about the new way ING is 

approaching indexed universal life 

(IUL) with ING !UL-Global . Find out 

how ING !UL-G lobal is positioned to 

be a leader in the IUL marketplace by 

using a global approach for its index 

strategy. You' ll want to see how ING 

I UL-Global can revital ize you r cash 

accumulation sales, such as execu­

tive benefits, retirement extra or your 

premium finance sales. 

Million Meal Challenge 
(MORT service project) 

CC - West, Exhibition Level , Hall B2 

Exhibitor Product Workshop 

Achieve a Breakthrough: 
Proven Strategies and 
Systems to Attract and 
Keep Great Clients 
Pareto Systems 

CC - West, Exhibition Level, Halls A /B1 

Duncan MacPherson 

Learn how client relationship man­

agement (CRM) can enhance your 

efficiency, help you identify untapped 

opportunities in your business and 

establish a stream of quality referrals. 

Visit the M DRT 
Power Center Store 
and Exhibit Hall! 

Discover the latest products 
and services available to today's 
advisor at the Power Center 
Store and Exhibit Hall. 
CC - West, Exhibition Level , 

Halls A/B1 

Tax Wise Distribution 
Strategy for Retirement 
CC - West, Level 1, Room 109/110 

Edward Dressel 

Taxes are not incidental in retirement. 

Any effective retirement distribution 

strategy shou ld help a cl ient plan to 

distribute income from their accounts 

to minimize the tax burden. The Tax 

Wise Distribution Strategy makes 

clear distinctions between accumu­

lation and distribution, and helps a 

client plan their retirement income. 

With an understanding of how income 

should be distributed, younger clients 

can plan on a proper balance in their 

accumulation years between pre-tax 

and after-tax accounts. 

Back to the Basics: 
Your "Secret" to Success 
CC - West, Level 1, 

English Bay Ballroom A 

Ian Freeman , CLU, ChFC 

The past two years have created an 

unprecedented opportunity to impact 

the lives of our clients, and they are 

eager for our help. The best way is 

still the basics. This fast-paced ses­

sion offers practical language and 

proven concepts that anyone can use 

the next day to enhance prospecting, 

referrals, case openings and closing. 

You will leave this session armed 

with knowledge, energy, motivation, 

inspiration and passion. 

DJ Elf] CoWl$1 111 
Continued ~ 
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Tuesday, June 15 
(Continued) 

Stand Out: Split-Dollar Is Alive and Well Producer vs. Business Owner: 12 Elements That 
Differentiate or Disappear CC - East, Meeting Level, Room 11/12 ~ How Our Mindset Creates the Will Transform You Into 
CC - West, Level 1, Jero me Weihs Practice We Live In and How to a Brilliant Planner 
English Bay Ballroom C In recent years, the split-dollar technique Change It (REPE AT sEss10 N1 (This session will be presented 

Larry Mersereau, CTC has fallen into relative disuse. There has CC - East, Meeting Level, in Cantonese only.) 

Why should I choose you? It's the been confusion about the taxation of the Parkview Terrace CC - West, Level 1, 

unspoken question on every pros- cost and benefits, and what the Internal Glenn Mattson English Bay Ballroom D 

pect's mind - even some of your Revenue Service's position would be. This session is for producers who Pecky Wong So Ping, FChFP, RF 

current clients' minds. If you can't The fog is now lifted. It's time to utilize have both the potential and desire to Wong began her career as a financial 

answer it confidently, in a few wel l- this exciting technique. Split-dollar grow their business and income to planner in 1986. Nearly 25 years 

chosen words , you 're leaving them to provides for the sharing in the cost and a higher level. Top producers aren't later, she has identified 12 "irresistib le 

come up with a good answer on their benefits of a cash-value life insurance born. They're made - self-made - elements" that occur during different 

own. This session gives you powerful policy. This presentation focuses on situ- with external guidance and structure stages of one's career. She explains 

tools to help you stand out from the ations where split-dollar techniques are reflecting the best practices of other how these elements brought her hap-

crowd of competing options, position employed to solve personal and busi- successful producers. In this session, piness and success, and she shares 

and entrench your brand securely in ness problems. They include business you'll gain insights to the mindset, pro- how they can do the same for you. 

your market, and sell from a posit ion succession and retirement planning, as cesses and practice infrastructure that m• 
of power. well as estate planning needs. You won't are part and parcel of every top pro-

m ~ Co1i1.11 ID regret the time spent in this session. ducer's success. Takeaways include 

11 El lm techniques to move from producer to 

The Business Protection Gap: successful business owner and a road 

Expert Advisors Be Productive and Thrive - map for creating your ideal practice. 

Urgently Required One Day at a Time &l ~ c;D IBI 
CC - East, Convention Level, CC - West, Level 1, Million Meal Challenge 
Ballroom A/B English Bay Ballroom B Success Is a State of Mind (MDRT service project) 

Caro line A. Banks, APFS Ann Max CC -West, Level 2, Room 211-214 CC - West, Exhibition Level, Hall B2 

A lack of understanding of the need Each year, we have 365 days or 8,760 Max Bolka 

for business protection has resulted hours or 525,600 minutes or 31,536,000 Before you can do something different, 

in a £1 trillion gap in coverage in the seconds. The difficult economy means you must think differently. Learn how 

United Kingdom. What cou ld the gap that it is imperative, more than ever, to dream big, using the power of your 

be in your country? By considering that we make the best use of every 

I 
mind and spirit to achieve what you may 

the problems and the solutions we second. Max explores the five facets have never thought possible. Use your 

provide with life insurance and critical of the Productivity Matrix: focus, flow, 
~ 

thoughts to create energy, implement a 

ill ness insurance, this how-to session behavior, discipline and motivation. simple four-step formula for success, 

demonstrates how we can develop Become energized and motivated and learn how to overcome any obstacle 

the expertise needed to benefit from to create a more efficient workflow in your way. Bolka teaches you how to 

the wonderful opportunities this process, prioritize and schedule more define and achieve your highest goals. 

exciting marketplace offers. efficiently, and effectively increase the By the end of th is presentation, you will 

m ~ ro1+1 1m bottom line - every day of the year. believe you can become a money magnet. 

m E ColNSl liJI mmro.++• m 
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Conduct ing 
Profitable Interviews 
CC - East, Meeting Level, 

Parkview Terrace 

Donald F. White J r., CLU , ChFC 

One producer has 10 interviews and 

never makes a sale. Another does 

business with virtually everyone. 

What's the difference? Join White, 

and learn the secrets of how to make 

your interviews rich ly profitable to 

both you and your client. No matter 

how long you have been in the busi­

ness or what country you reside in, 

this session wi ll help you transform 

your interview prowess the day you 

return home from Vancouver. 

End Prospecting and Referral 
Challenges for the Rest of Your 
Career (REPEAT s Ess 10N) 

CC - West, Level 1, 

English Bay Ballroom A 

Dan Alli son 

How can you gain more referrals 

from your top clients and refer-

ral relationships? How can you get 

more face time with the prospects 

you really want to work with? How 

do you perfect your workshops and 

increase their effectiveness? This 

session teaches you how one simple, 

inexpensive, straightforward process 

can solve most of your prospecting 

and referrals challenges. You'll be 

surprised who has the answers to the 

challenges you face. 

m B Co#l#l IJB 

6 Steps to a Fearless 
Referral Conversation 
CC - West, Level 1, 

English Bay Ballroom B 

Matt Anderson 

Are you sti ll looking for a way to 

ask for referrals that's comfortable 

for you? An approach that fits your 

values and personality? Wording that 

works in 2010 with today's savvy and 

cynical consumer? By identifying your 

obstacles, leveraging universal 

principles of social influence, and 

using non-threatening - yet 

specific and effective - language, 

referral coach Anderson walks you 

through the six fearless steps to 

get significantly more happy clients 

recommending you to high-quality 

prospects on a consistent basis. 

m o rn141 g 

Protecting for 
Different Stages of Life 
CC - West, Level 1, 

English Bay Ballroom C 

Jeffrey Scott 

Are the insurance needs of a baby 

boomer the same as a person from 

Generation X or Generation Y? What do 

they want, and how do you sell to them? 

As people move through life, what is 

the impact of divorce and children on 

their standard of living? In this session, 

Scott looks at the key needs and drivers 

that wil l cause individuals from each 

generation to purchase life insurance, 

permanent disablement, critical illness 

and disability income insurance. 

fl D Colll.1 mil 

Tested in the Trenches: 
A Roadmap to Successfully 
Selling Long-Term Care 
CC- East, Convention Level, Ballroom C 

Steve Cain 

Michae l J . Mc Neil , CLU , ChFC 

Ronald T. Staebell , CLU , MSFS 

Americans are living much longer and 

fuller lives, requiring better retirement 

planning. However, financial advisors 

and insurance agents are having diffi­

culty selling long-term care insurance 

(LTCI) to their clients. This session 

shares innovative and consultative 

LTCI sales techniques, and deals with 

the most common objections pre­

sented by your clients ' other advisors. 

Learn how a well-designed long-term 

care insurance plan will help your 

clients protect their wealth , leave a 

legacy for their family and keep peace 

among their family members. Don't 

miss this presentation if you want a 

better understanding of LTCI. 

*This session ends at 5 p.m. 

5 Secrets to Turn YOU Into 
a Top of t he Table Business 
CC - East, Convent ion Level, 

Ballroom A/B 

David Batchelo r, Dip PFS, CFP 

Dean Gareth Hobbs 

Last year, Hobbs and Batchelor 

together generated more than USO 

2 million of income during the worst 

United Kingdom recession in 20 

years. They believe there are five 

reasons people fail to be as success­

ful as they cou ld be in our business: 

commission re liance, not enough 

people to see, you don 't know 

what you don't know, you are your 

business, and the regulatory and 

compliance goalposts keep moving . 

This session offers you the solutions 

to these five problems and how the 

implementation of these strategies 

can lead to your success. 

&U'EHill IDI 

Continued ~ 

Twitter 

Get instant Annual Meeting 
highlights by following us at 
www.twitter.com/mdrtweet and 
post using hashtag #MORT 
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Tuesday, June 15 
(Continued) 

How to Break Through the 
"Plateauing Out Syndrome" 
CC - East, Meeting Level, Room 11/12 

Simon Rei lly 

Have you managed to maintain the 

same levels of production in "the new 

normal"? Are you struggling to figure 

out how to grow your business in real 

terms? The Plateauing Out Syndrome 

was coined by members of MORT. With 

the advent of the new normal contribut­

ing to clients taking longer and longer 

to make decisions, breaking through 

the plateau seems more daunting than 

ever. For some, the pace of business 

isn't what it used to be, contributing to 

thoughts like, Is this all there is? and 

What am I doing this for? Join Reilly to 

understand how to break through the 

plateauing out syndrome. 

*This session ends at 5 p.m. 

Your Love Life: Sizzle or Fizzle? 
(R EPEAT S ESS ION) 

CC-West, Level 2, Room 211-214 

Kay Yerkov ich, M.S. , M.F.T. 

M i lan Yerkovi ch, M .A . 

Is your love life warm, affectionate and 

nurturing, or are problems and tensions 

fizzling out the spark you use to feel? 

Do you need some strategies to achieve 

important breakthroughs in your personal, 

love relationships? Come discover your 

love style and learn the secrets of restor­

ing and deepening your most important 

relationships. Download and print the 

Yerkovichs' quiz at www.mdrt.org and 

bring it along to this session. 

II "" C!J!Bll Im 

MDRT/GAMA International 
Mentoring Program and Reception 

Mentoring: 
What's in It for Me? 

Program 
3:30 p .m. - 5 p .m. 

CC - West, Level 1, Room 109/110 

Reception 
5 p.m. - 6 p.m. 

CC - West, Level 3, Room 301-305 

Norman G. Lev ine, CLU , ChFC 

Todd D. Bramson , CFP, ChFC 

Anders T. Ramstad 

Michael F. Merrill 

Hear directly from practicing pro­

fessionals how the MD RT/GAMA 

International Mentoring Program ben­

efits mentors, while helping develop the 

next generation of MORT members. 

Gain insight into how to increase your 

own production and expand your 

markets in an atmosphere of success. 

Quarter Century Club 
(Quarter Century Club members only) 

FW - Waterfront Ballroom 

R.m. 

Top of the Table 
Waterfront Reception 
(Top of the Table members only) 

PP - Oceanview Suite 1-4 

Wednesday, June 16 

Breakfast Session 
(prepaid ticketed event) 

Visionary Thinking 
FW - Waterfront Ballroom 

Ant hony Gali e 

The ability to practice visionary th inking 

is what separates the truly exceptional -

those high achievers who set the bar 

for everyone else - apart from their 

peers. Combining his knowledge as a 

trained psychotherapist with his skill as 

a hypnot ist , Galie's presentation, filled 

with entertainment and insight, paves 

the way to understanding - and real­

izing - the power of this hidden talent. 

Note: Breakfast service will begin at 7 

a.m. and end promptly at 7:30 a.m. 

Prepaid Event: Ticket required for 

admission. Admission is restricted to 

badge-wearing meeting attendees 

who purchased a ticket at the time 

of registration. No admittance without 

your badge and ticket. 

New Wednesday 
Schedule! 

Focus Sessions begin 
at 9 a.m., and Main Platform 
begins at 1:30 p.m. 

7 a.m. -9 a.m. 

Million Meal Challenge 
(MORT service project) 

CC - West , Exhibition Level , Hall B2 

7 a.m. - 4 p.m. 

Registration Open 
CC - West, Exhibition Level, Hal ls A/B1 

Interpretation Headset 
Booth Open 
CC - West, Exhibition Level, 

Halls A/B1 
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Understanding the Value of 
Variable Annuities/Segregated 
Funds With Living Benefit Riders 
CC-West, Level 1, Room 109/110 

John P. Huggard , J .D., CFP 

As investors approach retirement, they 

are primarily concerned about two 

things: running out of money in retire­

ment, and being caught in another bear 

market that could force them to delay 

or radically change their retirement 

plans. Variable annuities/segregated 

funds with living benefit riders are the 

only equity-based investment that 

overcomes both of these concerns. 

This session concentrates on helping 

financial advisors understand living 

benefit riders so they can help their 

clients prepare for a secure and 

worry-free retirement. 

m~• 

Best Sales Concepts 
to Motivate Action: 
Part 2 (REPEAT sEss10N1 

CC - West, Level 1, 

English Bay Ballroom A 

Daniel 0 . Corrigan 

Corrigan's session at the 2009 

MORT Annual Meeting in Indianapolis, 

Indiana, was so well received that he 

has been invited back to share more 

of his easi ly transferable sales ideas. 

In this session, he presents new 

concepts to help clients achieve their 

hopes and dreams using a unique 

artistic approach. 

m 

Charitable Planning: 
What's in Your Wallet? 
CC- East, Meeting Level, Room 11/12 

Ronald D. Philgreen, CLU, ChFC 

There are more than 2 million 

nonprofit organizations in the United 

States, and it probably comes as 

no surprise that charitable giving 

is down the past couple of years. 

Donors not only need our help and 

encouragement to give, but to give 

in more productive ways. Now, more 

than ever before, you need to have all 

the tools and techniques of charitable 

tax planning in your practitioner's kit. 

Help your c lients give more to their 

favorite charities while providing for 

themselves, their families and their 

business interests. 

The Miracles of 
Income Protection 
CC - West, Level 1, 

English Bay Ballroom C 

John F. Nichols, CLU 

Learn the strategies, conversations 

and secrets of positioning disability 

income products that launched this 

producer to Top of the Table produc­

tion. Through personal storytelling 

and experience, Nichols shows you 

the psychology and strategies being 

used by successful disabi lity insurance 

producers. Additionally, Nichols shares 

how and why to position this valuable 

insurance product in your practice. 

DJ m Co1®~1 ml 

Why Your Clients Need Value 
Replacement Strategies Now 
CC - East, Convention Level, Ballroom C 

Robert C. Kievit, CLU , LUTCF 

We can't replace the money our clients 

lost in the market, but we can often 

replace the income it would have pro­

vided in retirement. Learn the process 

to follow, the questions to ask, and how 

to use value replacement strategies and 

permanent life insurance to dramatically 

increase a client's net, after-tax retirement 

income - at reduced levels of risk -

while providing added protection for 

their loved ones. With so many swings 

in the market lately, you do not want to 

miss this session. 

Be Productive and Thrive -
One Day at a Time 
(REPEAT SESSION) 

CC-West, Level 2, Room 211-214 

Ann Max 

Each year, we have 365 days or 

8,760 hours or 525,600 minutes or 

31 ,536,000 seconds. The difficult 

economy means that it is imperative, 

more than ever, that we make the best 

use of every second. Max explores the 

five facets of the Productivity Matrix: 

focus, flow, behavior, discipline and 

motivation. Become energized and 

motivated to create a more efficient 

workflow process, prioritize and 

schedule more efficiently, and 

effectively increase the bottom line -

every day of the year. 

11 1':1l C'!B lm 

Productivity Powered by People, 
Process and Technology 
CC - East, Convention Level, 

Ballroom A/B 

Peter Kaplan, CFP 

Does your business run at maximum 

efficiency? Join Kaplan as he shares 

how to run a highly efficient and pro­

ductive practice, where your people 

and workflows combine with the latest 

"hot" technology available internation­

ally. Learn effective time-management 

tips and tricks. Discover the do's and 

don'ts of technology selection. Receive 

documented workflows to streamline 

client management and service deliv­

ery. Implement these practical practice 

management solutions for an immedi­

ate and long-lasting positive impact on 

your productivity. 

IJ E CoWIMl lll 

Learning From 
Your Relationships 
CC - West, Level 1, 

English Bay Ballroom B 

Jay M. DeFinis 

Life lessons catapult you to greater 

productivity. Relationships and your 

life experiences are critical to your 

success . Learn how to develop strong 

relationships, using your listening skills 

and ability to adapt. You will be chal­

lenged to define and grow your best 

partnerships. DeFinis shares lessons 

he learned throughout his career, and 

shows you how your experiences can 

be a key factor in giving you the edge 

over your competition. 

m l':1l CilEI m Continued ~ 
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Secrets of a 
Top of the Table Practice 
(This session will be presented 

in Spanish only.) 

CC - West, Level 1, 

English Bay Ballroom D 

Frank lin A. Rocafort, LUTCF 

-. 

In this high-energy session , a Top of 

the Table producer teaches you 

how to run your practice, providing 

strategies to acquire and service 

your clients, and to sell and market 

your products successfully. 

mm 

Quarter Century Club 
(Quarter Century Club members only) 

FW - Waterfront Ballroom 

MORT Power Center Store, 
MORT Foundation Booth 
and Exhibit Hall Open 
CC - West, Exhibition Level, Halls A/B1 

Million Meal Challenge 
(MORT serv ice project) 

CC - West, Exhibition Level, Hall B2 

Living on a Nine-Figure Income: 
Maximizing Social Security 
CC- East, Convention Level, Ballroom C 

Richard C. Murphy, CLU, LUTCF 

Baby boomers' No. 1 retirement 

question remains: What's the best 

age to start taking Social Security? 

To answer that question, we first must 

deal with much of well-meaning - but 

poorly thought-out - advice, such as 

to always take it at 62. We'll become 

bridge builders, using cash-value life 

insurance, annuities and guaranteed 

lifetime income contracts to maximize 

eventual Social Security benefits by 

up to 32 percent. Sales opportunities 

abound for numerous products for 

producers who own this knowledge. 

11 1iil liDI 

The Secret Language 
of Influence 
CC - West, Level 1, 

English Bay Ballroom B 

Dan Se idman 

Got influence? How well do your words 

and phrases motivate others? Lan­

guage training is the most neglected 

piece of any management, leadership or 

business development program. Solid 

psychology can help us increase the 

potency of our conversations. Learn the 

top seven strategies that are most use­

ful for managing, motivating and, quite 

critically, selling. This fun, interactive 

experience will leave you wiser in your 

role as executive, manager, salesperson 

and within your personal relationships. 

11 B Cilll m 

Referrals - The Easy Way 
CC - West, Level 1, 

English Bay Ballroom A 

David Er ic Appel, CLU , ChFC 

You understand your products. You 

know you can sell them. Now you just 

need to get more prospects, especially 

the best ones - the ones that come 

through referrals. Struggle no more. In 

this session, receive numerous prospect­

ing tools that will allow you to market 

yourself and turn your civic, charitable, 

virtual networking and professional 

contacts into your own personal business 

ambassadors. This session provides you 

with the tools you need to successfully 

take your practice to the next level, with 

changes you can implement immediately. 

11 [ll'l L!W lm 

The Business Protection Gap: 
Expert Advisors Urgently 
Required (REPEAT sEss10N) 

CC - East, Meeting Level, 

Parkview Terrace 

Carol ine A. Banks, APFS 

A lack of understanding of the need 

for business protection has resulted 

in a £1 trillion gap in coverage in the 

United Kingdom. What could the gap 

be in your country? By considering 

the problems and the solutions we 

provide with life insurance and critical 

il lness insurance, this how-to session 

demonstrates how we can develop the 

expertise needed to benefit from the 

wonderful opportunities this exciting 

marketplace offers . 

&'I B BE! lm 

Avoid the Pending Tax 
Disaster Facing 
Employer-Owned Life Insurance 
CC - West, Level 1, 

English Bay Ballroom D 

Ri chard L. Olewnik, J .D., CLU 

Contrary to the common belief that life 

insurance death benefits are received 

income tax-free, the Internal Revenue 

Code now provides that life insurance 

death benefits paid to employers are 

generally taxable. (This applies to 

policies issued or subject to a material 

change after August 17, 2006.) Are 

you prepared to guide your clients 

through the steps necessary to qualify 

for available exceptions? Learn how to 

make your business clients aware of 

the threat and position them to 

qualify for the exceptions that exist. 

If you work in the business market, 

do not miss this session. 

Continued ~ 
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.. 
30 Years of MDRT Experience 
in One Hour 
CC - East, Convention Level, 

Ballroom A/B 

Richard H. Cook, FCll , Dip PFS 

During 30 consecutive years of attend­

ing MORT Annual Meetings, Cook has 

transitioned from barely qualifying to 

consistent Top of the Table member­

ship. His session shows you how 

to successfully combine increased 

personal production with building a 

long-term profitable and sustainable 

business. It's not just about sales 

ideas, client relationships and practice 

management. Whether you are in the 

early stages of your career or you 're a 

Top of the Table member running your 

own business, this session will help get 

you to your next level of success. 

Sensational, Innovative 
Strategies to Grow 
Your Business 
CC - West, Level 1, 

English Bay Ballroom C 

Peter Moyle, ADFS, FChFP 

Come discover sensational, innovative 

ideas and powerful strategies to help 

you grow your business. Moyle, a Top 

of the Table member, shares practice 

management concepts that wi ll create 

the "wow" factor that bui lds stronger 

relationships with your clients and 

centers of influence. Learn how dif­

ferentiation can work for you and how it 

can significantly increase your income 

and grow your business substantially. 

m El CiBDI m1 

Living Rich: Giving, 
Working and Leading 
for a Better Tomorrow 
CC - West, Level 2, Room 211-214 

Tim D. Richardson , CSP 

In this inspirational session , learn 

how to live rich as you hear inspiring 

stories of people making a difference 

throughout the world. Learn how 

giving impacts productivity, motiva­

tion, and success in business and life. 

You wi ll be challenged and encour­

aged to discover your true wealth by 

examining giving as a way to obtain 

real richness. 

IJ O CeM+I & 

Technical Skills and Inspiration 
Lead to a Successful 
Insurance Career 
(This session will be presented 

in Japanese only.) 

CC - West, Level 1, Room 109/110 

Keiji Kanai 

Kanai discusses why sharp technical 

skills are critical to success in the life 

insurance profession . Mistakes due 

to inexperience or lack of product 

knowledge can result in unhappy 

cl ients and lost business. He shares 

how he keeps his skill set and exper­

t ise current to keep his clients happy. 

BI BI 

Exhibitor Product Workshop 

How to Boost UL Sales 
in a Depressed Economy: 
The TransSecurity Solution 
Tran sameri ca Insurance 

& Investment Group 

CC - West, Exhibition Level , Halls A /B1 

Victor Sanc hez 

With projected slower economic 

growth, higher taxes and fewer oppor­

tunities facing future generations, clients 

want guarantees when it comes to life 

insurance protection. This presentation 

gives you exclusive access to: 

• A four-part program that can 

help you sell more universal life to 

mass-affluent clients 

• How to identify target clients and 

find the source for life insurance 

premiums 

• All the tools available to generate 

leads and c lose the sale 
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Main Platform 
CC - West, Exhibition Level, Hall C 

Presiders D. Scott Brennan 

Guy E. Baker, MSFS, CLU 

The Second Ian Morrison 

Curve Meets 

the Flat World 

Walking With Michelle L. Hoesly, 

the Trees CLU, ChFC 

A Window Patrick J . Ireland 

inTime 

Break 

True Success Tom Morris, Ph.D. 

Are You Ross Shafer 

Relevant? 

29 



30 

Wednesday, June 16 
(Continued) 

4 p.m. - 5:30 p.m. 

MDRT Power Center Store and 
Foundation Booth Open 
CC - West, Exhibition Level , Halls A/B1 

5:30 p.m. - 6:30 p.m. 

Top of the Table 
Waterfront Reception 
(Top of the Table members only) 

PP - Oceanview Suite 1- 4 

8 p.m. - 9:30 p.m. 

Let's Party! 
CC - West, Level 1, 

English Bay Ballroom CID 

Thursday, June 17 

7:30 a.m. - 9:30 a.m. 

Registration Open 
CC - West , Exhibition Level , Halls A/B1 

7:30 a.m. -11 a.m. 

MDRT Power Center Store and 
MDRT Foundation Booth Open 
CC - West , Exhibition Level , Halls A/B1 

7:30 a.m. -11:30 a.m. 

Interpretation Headset 
Booth Open 
CC - West , Exhibition Level , Halls A/B1 

- - --

New Programming: 
Annual Meeting 365 

Annual Meeting 365 provides you 

with more opportunities to share 

ideas, learn from experts and 

accelerate your career. This new 

programming has been developed to 

address your desire for more specific, 

participant-driven forums. To make 

the motivation of the Annual Meeting 

last 365 days a year, additional edu­

cational opportun ities wi ll be made 

available to Annual Meeting member 

attendees throughout the year at no 

add it ional cost. Visit www.mdrt.org 

for details. 

8 a.m. -10:30 a.m. 

YOU are the Value 
Coaching Session 
CC - West, Level 1, 

English Bay Ballroom A 

Leo Pusateri 

In this hands-on, practical workshop, 

Pusateri, a leading coach to the fi nan­

cial services industry, demonstrates 

the power of applying his seven-step 

Value Ladder in your practice and 

leads a discovery process of creating 

your Unique Value Proposition -

the second rung on the Value Ladder. 

Pusateri then helps you formulate 

your business beliefs to support your 

value proposition. 

Continued ~ 
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- rn:30 a.m. (Continued) 

Study Groups: A Lifeline for 
Your Business Life Span 
CC - West , Level 2, Room 220 -222 

Matthew T. Hoesly, CFP 

Chris Leach , Cert PFS 

Terence P. O' Halloran , FCll, AIFP 

Godfrey Phillips , FChFP, JP 

John L. Thomas, CLU , MSFS 

Robert A . Wright 

Facilitator: 

Steven L. Hammer, CLU , ChFC 

Learn how participation in a study 

group helps throughout your busi­

ness life span, early as you develop 

in your career, during mid-life 

transitions and, finally, with your 

succession plan. This Annual Meeting 

365 session addresses the benefits 

of participating in a study group for 

personal and business growth. 

Topics include: 

• Forming a study group 

• Join ing an existing study group 

• Reinvigorating your study group 

• Improving your personal and 

business life through study 

group participation 

• The role of a study group in 

business succession planning 

Sales Idea Exchange 
CC - East, Convent ion Level , 

Ballroom A/B 

Facilitator: Tony Gordon 

Participate in a member-to-member 

exchange of transferable sales ideas 

and strategies. 

Practice Management 
Idea Exchange 
CC- East, Convention Level , Ballroom C 

Facilitator: Michelle L. Hoesly, 

CLU , ChFC 

Participate in a member-to-member 

exchange of transferable practice 

management ideas and strategies. 

Participants are free to move 

between the idea exchanges and 

open-forum sessions. 

Annual Meeting 365 

Your Annual Meeting experience 
does not have to end in June. To 
make the motivation of the Annual 
Meeting last 365 days, additional 
educational opportunities will 
be made available throughout 
the year at no additional cost 
to members who attended the 
2010 Annual Meeting. Visit 
www.mdrt.org for details. 

-..!'' I I ·r=: 
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Open Forum on 
Protection Product 
Information and Utilization 
CC- East, Meeting Level, Room 11/12 

Faci l itators: 

Brian H. Ashe, CLU 

E. Dennis Zahrbock, CLU , CFP 

This is the place to get your protec­

tion products hot topics addressed. 

In open-forum sessions, content is 

developed by the participants, who 

know what they want and how they 

can contribute. To start the session, 

individual needs and contributions 

are solicited. Groups with similar 

topics are determined and assigned 

a discussion area in the session 

room. The remainder of the time is 

spent in smal l-group discussion of 

these specifically identified topics . 

Participants are free to move between 

discussion groups within the session and 

between the idea exchanges and open­

forum sessions. 

Open Forum on 
Retirement Planning 
CC - East , Meeting Level, 

Parkview Terrace 

Facilitators: 

Ralph Antolino Jr. , J .D., CLU 

Marc A. Silverman , CLU, ChFC 

This is the place to get your retire­

ment planning hot topics addressed. 

In open-forum sessions, content 

is developed by the participants, 

who know what they want now and 

how they can contribute. To start 

the session, individual needs and 

contributions are solicited. Groups 

with similar topics are determined and 

assigned a discussion area in theses­

sion room. The remainder of the time 

is spent in small-group discussion of 

these specifically identified topics. 

Participants are free to move between 

discussion groups within the session and 

between the idea exchanges and open­

forum sessions. 
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Thursday, June 17 
(Continued) 

Idea Exchanges 
(language specific) 
8 a.m. - 10:30 a.m. 

During language-specific sessions 

offered in Cantonese, Japanese, 

Korean, Mandarin and Spanish, 

top-producing MORT members share 

sales, practice management, product 

information and retirement planning 

ideas, followed by discussion. 

Cantonese 
CC - West, Level 2, Room 217-219 

Clara Lai Shuk Mei 

Anthony Hui Wing Wah, LUTCF, FChFP 

Frankie Ho Shiu Kuen, FLMI, LUTCF 

Japanese 
CC - West , Level 1, Room 109/110 

Kenichi lbuki 

Masataka Hayashi 

Hirohisa Kobayashi 

Korean 
CC - West, Level 2, Room 211-214 

Sang-Won Choi 

Im Hyun Cho 

Sin Bok Lee 

Yong II Kim 

Mandarin 
CC - West, Level 1, English Bay Ballroom B 

Carol Yu 

Huang Jih Ming 

Lancia Liu 

Spanish 
CC - West, Level 2, Room 223/224 

Franklin A. Rocafort , LUTCF 

Dorin Roxana lsraelian 

Octavio F. Ballesteros Navario 

Thank you to our 
Annual Meeting 
Partners 
(as of April 10, 2010) 

Platinum: 

Meeting Tote Bag 

MetLife 
Gold: 

Co-partner, Connection Zone 

COVENTRY 
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: :.I Mutual 
A better way of lip 

Silver: 
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and Medium Shopping Bags 
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President's Letter 

Dear MORT 
members and guests, 
Welcome to our 2010 Million Dollar 

Round Table Annual Meeting! 

Vancouver is a beautiful city and the 

perfect place for us to take some 

time to reflect on the past year and 

get re-energized for the future. We 

are glad you decided to join us for 

the MDRT's 83rd Annual Meeting . 

Now, more than ever, it is impor­

tant for our membership to come 

together to exchange ideas and best 

practices. This is what MORT is all 

about. For many, the past few years 

have been challenging, but I am 

sure we have all learned new ways 

to survive and thrive during these 

tumultuous times. Now is a great 

time to share what you have learned 

with another MORT member. With 

this in mind, the Annual Meeting 

Program Development Committee 

number of Focus Sessions and Special 

Sessions to keep you abreast of 

industry trends and help you learn 

how to better serve your clients. 

As always, Main Platform will delight 

you, inspire you and motivate you 

to attain new levels of success. 

This book is your guide to 

the Annual Meeting sessions and 

events. Inside, you will find the 

schedule for each day, a map to 

help you navigate the Vancouver 

Convention Centre, and detailed 

session and speaker information. 

On behalf of the Executive 

Committee, I want to extend a 

sincere thank you for coming to this 

year's Annual Meeting. The MORT 

leadership is dedicated to provid­

ing you with the best resources and 

ideas to help you accelerate your 

career and continue to succeed 

as a member of MORT, The Premier 

designed an exciting and informative Association of Financial Professionals. 
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Twitter 

program that provides members with Get instant Annual Meeting 

more opportunities to learn from one 

another. This new programming will 

help you get the most out of your 

Annual Meeting experience. 

In addition to a unique change 

in our format, we have planned a 

Sincerely, highlights by following us at 

www.twitter.com/mdrtweet 

and post using hashtag #MORT 
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Schedule at a Glance 

9 a.m. - 2 p.m. 

Mil lion Meal Challenge 

(MORT service project) 

12 p.m. - 5 p.m. 

MORT Power Center Store 

and MORT Foundation Booth 

12 p.m. - 6 p.m. 

Registration and Interpretation 

Headset Booth 

4 p.m. - 5:30 p.m. 

PGA Volunteer Orientation Session 

Don't Just Attend 
Participate! 

Volunteer for the Program General 

Arrangements (PGA) Committee at 

the PGA Meeting Information and 

Involvement Booth. Volunteer for the 

Million Meal Challenge at the MORT 

Foundation Booth. 

8 a.m. - 7 p.m. 

Registration and Interpretation 

Headset Booth 

10 a.m. - 5 p.m . 

MORT Power Center Store, 

MORT Foundation Booth 

and Exhibit Hall 

11 a.m. -1:30 p.m. 

Court of the Table-Top of the Table 

Program and Reception 

12 p.m. - 5 p.m. 

Mill ion Meal Challenge 

(MORT service project) 

2:30 p.m. - 3:30 p.m. 

Financial Literacy Workshop 

4 p.m. - 5:30 p.m. 

Fi rst Time Orientat ion and Reception 

6 p.m . - 8 p.m . 

Welcome Recept ion 

7 a.m. - 4 p.m. 

Registration and Interpretation 

Headset Booth 

8 a.m . -11 :30 a.m. 

Main Platform 

11 :30 a.m. - 5:30 p.m. 

MORT Power Center Store, 

MORT Foundation Booth 

and Exhibit Hall 

11 :45 a.m. -12:45 p.m. 

Exhibitor Product Workshop 

12 p.m. -1:30 p.m. 

Lunch Session 

(prepaid ticketed event) 

12 p.m. - 5 p.m. 

Million Meal Challenge 

(MORT service project) 

1 p.m. - 2 p.m. 

Exhibitor Product Workshop 

2 p.m. - 5 p.m. 

Focus Sessions 

3:30 p.m. - 4:30 p.m. 

Quarter Century Club Session 

(Quarter Century Club members only) 

4:30 p.m. - 5:30 p.m. 

Quarter Century Club 

(Quarter Century Club members only) 

5:30 p.m. - 6:30 p.m. 

Top of the Table Waterfront Reception 

(Top of the Table members only) 

5:30 p.m . - 7 p.m. 

Young Advisors Reception (invitation only) 



6 a.m. - 7:15 a.m . 

Breakfast Session 

(prepaid ticketed event) 

7 a.m. - 4 p .m. 

Registration and Interpretation 

Headset Booth 

8 a.m. -11 :30 a.m. 

Main Platform 

11 :30 a.m. - 5:30 p .m. 

MORT Power Center Store, 

MORT Foundation Booth 

and Exhibit Hall 

11 :45 a.m . - 12:45 p.m. 

Exhibitor Product Workshop 

12 p.m. - 5 p.m. 

Million Meal Challenge 

(MORT service project) 

1 p .m. - 2 p.m . 

Exhibitor Product Workshop 

2 p .m. - 5 p.m . 

Focus Sessions 

3:30 p.m. - 6 p.m. 

MORT/GAMA International 

Mentoring Program and Reception 

(invitation only) 

4:30 p.m. - 5:30 p.m. 

Quarter Century Club 

(Quarter Century Club members only) 

5:30 p.m. - 6:30 p.m. 

Top of the Table Waterfront Reception 

(Top of the Table members only) 

Wednesday 
June16 

NEW SCHEDULE 

7 a.m. - 8:30 a.m. 

Breakfast Session 

(prepaid ticketed event) 

7 a.m. -12 p.m. 

Million Meal Chal lenge 

(MORT service project) 

7 a.m. - 4 p.m. 

Registration 

7 a.m. - 6 p .m. 

Interpretation Headset Booth 

9 a.m. - 11 :30 a.m. 

Focus Sessions 

9:30 a.m. -10:30 a.m. 

Quarter Century Club 

(Quarter Century Club members only) 

9:30 a.m. -1 :30 p .m. 

MORT Power Center Store, 

MORT Foundation Booth 

and Exhibit Hall 

11 :45 a.m. -12:45 p.m . 

Exhibitor Product Workshop 

1 :30 p.m. - 4:45 p.m. 

Main Platform 

4 p.m. - 5:30 p.m . 

MORT Power Center Store 

5:30 p .m. - 6:30 p .m. 

Top of the Table Waterfront Reception 

(Top of the Table members only) 

7:30 a.m. - 9:30 a.m. 

Registration 

7:30 a.m. -11 a.m. 

MORT Power Center Store 

and MORT Foundation Booth 

7:30 a.m. -11:30 a.m. 

Interpretation Headset Booth 

8 a.m . - 10:30 a.m. 

YOU are the Value Coaching Session 

8 a.m. - 10:30 a.m . 

Study Groups: A Lifeline for Your 

Business Life Span 

8 a.m. -10:30 a.m. 

Sales Idea Exchange 

8 a.m. -10:30 a.m. 

Practice Management Idea Exchange 

8 a.m. -10 :30 a.m . 

Open Forum on Protection Product 

Information and Utilization 

8 a.m . -10:30 a.m . 

Open Forum on Retirement Planning 

8 a.m . -10:30 a.m . 

Idea Exchanges: 

Cantonese, Japanese, Korean, 

Mandarin and Spanish 
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Executive Committee 

Guy E. Baker, MSFS, 
CLU of Irvine, California, 

is MORT President. He is 

a 40-year MORT member 

with 32 Top of the Table 

qualifications. He has 

served in many leadership positions within 

MORT, including twice as a member of 

Management Council and as a member of the 

Top of the Table Advisory Board. In addition, he 

is an Excalibur Knight of the MORT Foundation 

and served as its President in 2000. Also 

an industry leader, he served as a member 

of the board of directors of the Association 

for Advanced Life Underwriting (AALU) 

and is a past president of the Orange County 

Association of Insurance and Financial 

Advisors. Baker has presented at the MORT 

Annual Meeting and Top of the Table Annual 

Meeting numerous times, and has written 

several books and hundreds of articles for 

industry publications. He has been selected 

by Worth magazine as one of the top 250 

advisors in America. As managing director of 

BTA Advisory Group, Baker manages a group 

of five financial services companies focused on 

the needs of wealthy business owners. 
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Walton W. Rogers, 
CLU, ChFC of Annapolis, 

Maryland, is MORT 

Immediate Past President 

and a 36-year MORT 

member with three Court 

of the Table qualifications. He has served 

as a member and Chair of numerous MORT 

committees and task forces, and has been 

an active volunteer for the MORT Foundation. 

A Platinum Knight-level donor to the Foundation, 

he has served as Vice President of the MORT 

Foundation and was a member of the Founda­

tion Board of Trustees for three years. He also 

has participated in several major activities of 

the MORT Foundation, including Habitat for 

Humanity home builds and many Phonathons. 

In the industry, Rogers has served twice as 

president of the Annapolis Association of 

Insurance and Financial Advisors, and he is a 

15-time recipient of Baltimore's Agency Leader 

Award. Rogers is active in his community as 

a past president of the Annapolis Rotary Club 

and the Annapolis Woodworkers Guild. He 

also is a six-year veteran of the Maryland Air 

National Guard. Rogers manages W. Rogers & 

Associates, a five-person financial services 

firm located in Annapolis. 

Julian H. Good Jr., 
CLU, ChFC of New 

Orleans, Louisiana, is MORT 

First Vice President and a 

27-year MORT member with 

three Court of the Table and 

three Top of the Table honors. He has served 

in many leadership positions within MORT, 

including as Divisional Vice President of 

Communications, Membership Administration, 

and Business and Educational Services. 

Good has also spoken at several MORT 

Annual Meetings and is a Diamond Knight 

and Steward of the MORT Foundation. Locally, 

he is past president of the New Orleans Estate 

Planning Council and a member of AALU. 

He is also past president of the Greater New 

Orleans Association of Insurance and Financial 

Advisors and the New Orleans chapter of the 

Society of Financial Service Professionals. 

Good's practice focuses on estate and 

retirement planning, business insurance, and 

nonqualified and qualified retirement plans. 

Jennifer A. Borislow, 
CLU of Methuen, Massa­

chusetts, is MORT Second 

Vice President and a 

22-year MORT member. Her 

commitment to the Round 

Table is evident in numerous distinctions and 

volunteer positions. A qualifier of one Court of 

the Table and 12 Top of the Table honors, in 

2005, she became the first woman to serve at 

the helm of Top of the Table. She is a frequent 

MORT Annual Meeting speaker, and has 

served as Divisional Vice President of Finance 

and Communications . Other distinctions 

include past Chair positions of the Media Task 

Force and Public Relations Committee. 

In addition , she is a Platinum Knight of the 

MORT Foundation. Borislow is also a recognized 

industry expert and well-known speaker, 

addressing audiences throughout the world. 

Borislow is the founder and principal of 

Borislow Insurance Agency Inc. The agency 

specializes in employee benefits, serving 

more than 400 corporate clients. 

D. Scott Brennan 
of South Bend, Indiana, 

is MORT Secretary and a 

27-year MORT member with 

six Court of the Table and 

one Top of the Table 

qualifications. A dedicated MORT leader, 

Brennan has twice served as Divisional Vice 

President and five times as a committee Chair. 

Brennan has never missed an MORT Annual 

Meeting, and has spoken at eight Annual 

Meetings. A Platinum Knight of the MORT 

Foundation, he served on its board 2004-

2006. In the industry, he is a member of the 

Association for Advanced Life Underwriting, 

a past board member of the Life and Health 

Insurance Foundation for Education (LIFE) 

and past president of the International Forum. 

Brennan is also an active community volunteer, 

serving as president of several local organiza­

tions, including the St. Anthony Parish Council, 

the Rotary Club of South Bend and the 

Scholarship Foundation of St. Joseph County. 

Brennan's industry awards include the South 

Bend Association of Life Underwriters 1994 

Life Underwriter of the Year, the Indiana 

Association 1998 Hoosier Life Underwriter of 

the Year, and the 2002 and 2003 MassMutual 

Indiana Agent of the Year. 



General Information 

Vancouver Convention Centre 

1055 Canada Place 

Vancouver, BC, Canada V6C OC3 

1. The Fairmont Waterfront Hotel 

(co-headquarter hotel) 

900 Canada Place Way 

Vancouver, BC, Canada V6C 3L5 

Phone:+ 1 604.691.1991 

2. Pan Pacific Vancouver 

(co-headquarter hotel) 

300-999 Canada Place 

Vancouver, BC, Canada V6C 3B5 

Phone:+ 1 604.662.8111 

3. Hyatt Regency Vancouver 

655 Burrard St. 

Vancouver, BC, Canada V6C 2R7 

Phone: +1 604.683.1234 

4. Marriott Vancouver 

Pinnacle Downtown 

11 28 W. Hastings St. 

Vancouver, BC, Canada V6E 4R5 

Phone: +1 604.684.1128 

5. Renaissance Vancouver 

Harbourside Hotel 

1133 West Hastings St. 

Vancouver, BC, Canada V6E 3T3 

Phone: +1 604.689.921 1 

Vancouver 
Convention Centre 

West Building 

6. The Fairmont Hotel Vancouver 

900 West Georgia St. 

Vancouver, BC, Canada V6C 2W6 

Phone: + 1 604.684.3131 

7. The Sutton Place Hotel 

845 Burrard St. 

Vancouver, BC, Canada V6Z 2K6 

Phone: + 1 604.682.5511 

8. The Westin Bayshore, Vancouver 

1601 Bayshore Drive 

Vancouver, BC, Canada V6G 2V4 

Phone: +1 604.682.3377 

Vancouver 
Convention Centre 

East Building 

5 
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General Information (Continued) 

2011 Annual Meeting 

Speaker Auditions 

The Program Development 

Committee (PDC) is holding 

auditions for members interested 

in speaking at the 2011 Annual 

Meeting in Atlanta, Georgia. 

Auditions take place 5:30 to 

7 p.m. Monday, June 14, in the 

Vancouver Convention Centre 

(East Building, Meeting Level, 

Rooms 11/12 and Parkview 

Terrace). Come with a summary of 

your proposed presentation and be 

prepared to give a short talk on your 

topic of choice. A maximum 

of three minutes per person will 

be allowed. On-site sign up is avail­

able on a first-come, first-served 

basis for any audition openings that 

were not filled before the meeting. 

YOU 
+ 
2 

(HOURS I 

--
400 

(MEALS I 

Annual Meeting 365 - NEW! 

The MORT Annual Meeting 

experience does not end in 

June. To make the motivation 

of the Annual Meeting last all 

365 days of the year, additional 

educational opportunities will be 

made available after the meeting 

at no additional cost to meeting 

attendees. Visit www.mdrt.org 

for details. (Annual Meeting 365 is 

sponsored by the MORT Foundation.) 

MDRT 
FOUNDATION 
l·i11<1111·1al Pn1f1·.~,.ii111;1I ... 

f :ha ngin:,:: I iw ... \\ 11rlrl'' 1111' 

Badges 

Your personal meeting badge is 

required for entrance into all 

sessions and events, including 

Main Platform, the Welcome 

Reception and Let 's Party (this 

includes events which also 

require a ticket). First-time meet­

ing attendees can be identified 

by their green badge. Please 

extend a warm welcome and a 

helping hand to them . 

Do not lose your badge! 

There will be a USO 895 fee for each 

replacement badge issued. For lost 

or misplaced badges, go to the 

On-Site Registration Counter, 

located in West Halls A/81 of the 

Vancouver Convention Centre. 



Connection Zone 

Looking to get away, check e-mail 

or tweet about your Annual 

Meeting experiences on Twitter 

(at www.twitter.com/mdrtweet 

using #MORT). Stop by the 

Connection Zone, located in the 

MORT Exhibit Hall (co -sponsored by 

Coventry and Penn Mutual). 

Consent to Use 

of Photographic Images 

Registration and attendance at or 

participation in MORT meetings 

and other activities constitutes 

an agreement by the registrant 

to MORT's use and distribution 

(both now and in the future) of the 

registrant or attendee's image or 

voice in photographs, videotapes, 

electronic reproductions and 

audio recordings of such events 

and activities. 

Electronics 

Audio and video recording and 

photography are prohibited in ALL 

sessions, including Main Platform. 

To avoid any disturbance to the 

speakers and other attendees, 

please ensure all sound-emitting 

electronic devices are either 

switched off or set in silent mode 

during sessions. It is considered 

impolite to answer your phone 

during any session. Thank you for 

observing this courtesy. 

First Time Attendee Booth 

First-time meeting attendees 

should stop by the First Time 

Attendee Booth, located in the 

Registration area in West Halls 

A/ B1 of the Vancouver 

Convention Centre, to learn 

firsthand from fellow members 

how to get the most out of the 

meeting. The booth is open 

12 to 4 p.m. Saturday and 

8 a.m. to 4 p.m. Sunday. 

First Aid/Emergency Assistance 

Should you need medical 

assistance of any kind , contact 

hotel staff or the First Aid Office 

located in the West Building on 

the first level of the Vancouver 

Convention Centre. 

Global Gift Fund Booth 

Global Gift Fund is a donor­

advised fund offered through the 

MORT Foundation that provides 

you with an opportunity to 

meet your clients' philanthropic 

needs, while providing a money­

management opportunity for 

you. Through Global Gift Fund, 

you can help your clients create 

their own family foundations 

without any administrative 

hassles. Stop by the Global Gift 

Fund Booth 215 in the Exhibit 

Hall to learn how Global Gift 

Fund can fit charitable planning 

into your practice and increase 

your earning potential. 

Exhibit Hall and 

Industry Associations 

The MORT Exhibit Hall is located 

in West Halls A/ B1 of the 

Vancouver Convention Centre. 

The exh ibits offer four productive 

days to interact with companies 

and other industry associations. 

Products and services designed 

to enhance your productivity 

and the quality of your services 

wi ll be displayed. Don't miss this 

valuable opportunity to obtain 

information on the latest and 

best equipment, services and 

educational opportunities avail­

able in today's marketplace. 

The Exhibit Hall is open Sunday 

through Wednesday. Please 

refer to the Schedule at a Glance 

for daily hours. Refer to the 

Exhibitor List (accurate at time of 

printing) for additional exhibitor 

information . 

7 
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Group Photo Service 

If you wish to have a group 

photograph taken, request 

forms are available in the MORT 

Press Room , located in Room 

101 of the Vancouver Convention 

Centre. A form also may be 

obtained from one of the official 

Annual Meeting photographers. 

The form should be completed 

and returned as outlined. Spe­

cial arrangements for photos 

must be made between you and 

the photographer. MORT encour­

ages attending members to use 

group photos for local public-

ity. The group photo platform is 

located in West Halls A/61 of the 

Vancouver Convention Centre. 

Handouts 

MORT is reducing the amount 

of paper we use at our meetings 

in an effort to be environmentally 

responsible. Access electronic 

handouts for Focus Sessions 

online at www.mdrt.org. 

Hearing-Impaired Headsets 

Headsets for hearing-impaired 

attendees are available to 

members who requested the 

service on their advance 

registration forms. Please refer 

to the simultaneous interpretation 

requirements located on Page 13 

for further details on how to 

obtain a headset. 

Help Desk 

For the benefit of all attendees, 

a central help and information 

desk is located in the 

Registration area, West Halls 

A/61 , of the Vancouver 

Convention Centre. Attendees 

can get information about the 

Annual Meeting, as well as 

information about Vancouver 

and the surrounding area. 

Housing/Accommodations 

Please refer all housing 

reservation questions to the 

Housing Booth in the Registra­

tion area, located in West 

Halls A/ 61 of the Vancouver 

Convention Centre. 

Housing Booth hours are: 
Saturday June 12 12 p.m. - 6 p.m . 

Sunday June 13 8 a.m. - 7 p.m. 

Monday June 14 7 a.m. - 4 p.m. 

Tuesday June 15 7 a.m . - 4 p.m. 

Wednesday June 16 7 a.m. - 4 p.m. 

Be sure to note the check-out time and 

early departure fee at your respective hotel. 

Important Tax 

and Legal Information 

Some presentations contain refer­

ences to tax and legal matters. 

Although efforts have been made 

to ensure the accuracy of those 

references, MORT does not 

warrant accuracy, and is not liable 

for errors and omissions. You 

are strongly urged to check with 

tax and legal professionals in 

your state, province or country. 

MORT also suggests you consult 

local insurance and securities . 

regulations and your company's 

compliance department 

pertaining to the use of any new 

sales materials with your clients. 



MORT 
SALES 
IDEAS 
THAT 
WORK 

8730 
MORT Sa les 
Ideas That 
Work 

Instant Audio CDs and DVDs 

Instant audio recordings of most 

sessions will be available on CD 

for purchase in the MORT Power 

Center Store. Video recordings 

of most of the Main Platform 

presentations will also be available 

in DVD format for purchase. 

Lost and Found 

Lost and Found is located at the 

On-Site Registration Counter, 

located in West Halls A/ 61 of the 

Vancouver Convention Centre. 

M5515 
MORT 
Marketing & 
Promotions: 
A RoundTable 
Discussion 

Main Platform 

Main Platform sessions will 

begin Monday morning in West 

Hall C of the Vancouver Con­

vention Centre. Admittance is 

by badge, and seating is on a 

first-come, first-served basis . 

Doors open 30 minutes prior to 

the session start time. In consid­

eration of all attendees, please 

do not save seats. Food , bever­

ages, smoking, cell phones, 

photography, and audio and 

video recording are not permit­

ted in the auditorium. Please 

silence or turn off electronic 

devices. As a courtesy, do not 

use your mobile phone during a 

speaker's presentation . 

Main Platform Schedule: 
Monday June 14 8 a.m. - 11 :30 a.m. 

Tuesday June 15 8 a.m. -11 :30 a.m. 

Wednesday June 16 1 :30 p.m. - 4:45 p.m. 

85517 
The MORT 
Objections 
Handbook 

Manuscripts 

8731 
The MORT 
Guide to Top 
of the Table 
Performance 

Manuscripts of the Focus Ses­

sions are great reference tools 

and are available for purchase in 

an Adobe Acrobat PDF file in the 

MORT Power Center Store. You 

may choose either a CD-ROM 

format , which contains multiple 

manuscripts categorized by 

topic, or complete an order form 

to have individual manuscripts 

e-mailed to you. (Note: Printed 

copies of manuscripts are not available 

for sale.) 

9 
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General Information (Continued) 

MORT Foundation Booth 

The MORT Foundation provides 

hope and opportunities to children 

and families in need around the 

world . Through the generous 

donations of MORT members, the 

MORT Foundation has awarded 

more than USO 26 million in grants 

to fund medical research and 

educational and social services, 

along with many other worthy 

charitable causes. The MORT 

Foundation encourages all Annual 

Meeting attendees to participate 

in the Million Meal Challenge -

MDRT's largest-ever volunteer event 

to package more than 1 million 

MORT/GAMA International 

Mentoring Program 

• Increase your productivity. 

• Develop a business successor. 

• Help new producers achieve 

MORT-level production. 

• Discover new markets. 

• Renew your passion 

for the business. 
For more information, contact 

Debra Martin at dmartin@mdrt.org 

or +1 (847) 993-4920. 

meals for people suffering from 

severe malnutrition . In addition, 

contributions to this year's appeal 

will provide additional meals to 

children and families worldwide. 

Stop by the MORT Foundation 

Booth located in the Power Center 

Store and the Million Meal Challenge 

packaging room in West Hall B2 of 

the Vancouver Convention Centre 

to see how you can help make a 

world of difference. 

MORT Power Center Store 

Prestige, Professional Growth, 

Personal Growth ... Power Center 

The MORT Power Center Store, 

located in West Halls A/ B1 of the 

Vancouver Convention Centre, has 

the best educational resources in 

the industry. These resources -

most created by MORT members 

- are vital stepping stones in your 

career. Everything in the Power 

Center can be used to sustain 

your position as a member of the 

most elite financial services organi­

zation in the world . Our inventory 

includes products on prospecting, 

sales ideas, overcoming objections 

and closing. 

Located just steps from Main 

Platform, the Power Center enables 

you to purchase many of the inspi­

rational messages you just heard, 

and meet many of the speakers who 

motivated you. Find educational 

MORT Experience Booth 

Register now for the 2011 MORT 

Experience meeting at the MORT 

Experience Booth, #125, located 

in the Vancouver Convention 

Centre Exhibit Hall. Held February 

24- 26 in Singapore, the meeting 

brings the ideas and inspiration 

of MORT directly to Asia. New for 

the 2011 Experience meeting, 

MORT will offer a half day of Main 

Platform for MORT members only. 

Visit the MORT Experience Booth 

to register and take advantage of 

the early registration discounted 

rate, as well as to learn more 

about this fantastic destination in 

Southeast Asia. 

products on CD-ROM, DVD, CD 

and in print; a beautiful collection of 

insignia/ recognition items, including 

Annual Meeting mementos; and 

Internet access to MDRT's online 

store, www.mdrtpowercenter.org. 

Refer to the Schedule at a Glance 

for daily hours. 
Any individual removing merchandise from 

the MORT Power Center Store without first 

paying for the merchandise will be asked to 

surrender their badge, thereby preventing 

them from attending the remainder of the 

meeting. The individual and incident will also 

be reported to the MORT Ethics Commit-

tee for further action, possibly resulting in 

revocation of membership. 



MORT Power Center Spotlight 

Throughout the history of MORT, 

small groups of members have 

spontaneously gathered to 

share ideas and learn from the 

most successful advisors 

in the industry. In an effort to 

recreate these gatherings, the 

Power Center is holding Member 

Spotlights on some of the 

MORT members who are known 

for sharing and documenting 

their ideas: 

Sunday, June 13 

2:15 p.m. - 2:45 p.m. 

Alessandro M. Forte, Cert PFS 

Taking Your Business to the Next Level 

3 p.m. - 3:30 p.m. 

Tony Gordon 

Road to Sales Success 

Monday, June 14 

11:45 a.m. -12:45 p.m 

Bruce W. Etherington, CLU, CH.F.C. 

Prospecting and Sales Techniques 

12:30 pm -1 p.m. 

Stephen Abramson, CLU, ChFC 

Everything You Wanted to Know 

About Qualified Plans 

1:15 p.m. -1:45 p.m. 

Mark S. Guanya 

Business Insurance 

Tuesday, June 15 

11:45 a.m. -12:15 p.m. 

Marvin H. Feldman, CLU, ChFC 

How to Use the Mil lion Dollar Bucks 

12:30 pm -1 p.m. 

Marc A. Silverman, CLU, ChFC 

Prospecting and Sales Techniques 

1 :15 p.m. -1 :45 p.m. 

Norman G. Levine, CLU, ChFC 

Formula for Success 

Wednesday, June 16 

12 p.m. -12:30 p.m. 

Diane L. McCurdy, CLU, EPC 

Retirement and Ways to Identify 

Saving and Spending Styles 

Million Meal Challenge 

Join fellow MORT members in an 

effort to help end world hunger. 

The Million Meal Challenge is 

MDRT's largest-ever volunteer 

event to package and send 

1 million meals to children 

and families in impoverished 

communities around the globe. 

Each packaged bag contains a 

rice-based meal that will provide 

nutrition to six people suffering 

from malnutrition. Volunteers can 

sign up for one or more two-hour 

shifts Saturday through Thursday. 

MORT and the MORT 

Foundation are partnering with 

Kids Against Hunger (KAH) and 

Kids Around the World (KIDS) to 

facilitate the volunteer packaging 

event and shipment of the food . 

KAH is a nonprofit organization 

based in Minnesota that is 

dedicated to feeding children 

and families suffering from 

severe malnutrition worldwide. 

KAH packages rice-based 

meals at food packaging satellites 

throughout the United States. 

To sign up for the event, visit 

the MORT Foundation Booth, 

located in the Power Center 

Store, or visit the Million Meal 

Challenge packaging room in 

West Hall B2 of the Vancouver 

Convention Centre . 

PGA Meeting Information 

and Involvement Booth 

The PGA Meeting Information and 

Involvement Booth is located in the 

Registration area of the Vancouver 

Convention Centre. Here, meeting 

attendees can volunteer to work 

on a PGA task force and find a list 

of people registered for the meet­

ing. Volunteering is one of the 

most rewarding parts of MORT 

membership. Join PGA today! 

PGA Volunteer Orientation 

PGA volunteers are required 

to attend an orientation session 

4 p.m. Saturday, June 12, 

in East Bal lroom A/ B of the 

Vancouver Convention Centre. 

11 
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General Information (Continued) 

'Proceedings' 

Approved 2010 MORT members 

can request a complimentary 

copy of the 2010 MORT Annual 

Meeting "Proceedings" by logging 

on to MDRT's Web site and com­

pleting the new Member Profile. 

Requests must be completed by 

August 1, 2010. MORT members 

also have access to the 

"Proceedings" in the Members 

Only section of www.mdrt.org. 

Quarter Century Club 

A special meeting place has been 

reserved for 25-year-plus MORT 

members. The Quarter Century 

Club is located at the Fairmont 

Waterfront Hotel Waterfront 

Ballroom (Quarter Century Club 

members only). 

Recruiting 

Recruiting or attempted recruiting 

of personnel or agents of one 

company or firm by another is not 

permitted during the meeting or in 

connection therewith. Individuals 

or companies not complying with 

this requirement will be asked to 

leave the meeting. 

Registration Hours: 

The On-Site Registration Coun­

ter, located in West Halls A/ B1 , is 

available the following times. 
Saturday June 12 12 p.m. -6p.m. 

Sunday June 13 8 a.m. - 7 p.m. 

Monday June14 7 a.m. - 4 p.m. 

Tuesday June 15 7 a.m. -4 p.m. 

Wednesday June 16 7 a.m. -4 p.m. 

Thursday June 17 7:30 a.m. -9:30 a.m. 

Responsible Drinking Policy 

Because MORT supports a 

responsible drinking policy, al l 

MORT-sponsored receptions wi ll 

include a choice of nonalcoholic 

beverages. Alcohol will not be 

served to anyone under age 21 . 

Seating 

Seating for all sessions, exclud ­

ing Main Platform reserved 

seating, will be on a first-come, 

first-served basis. In consider­

ation of your fellow attendees, 

please remember that saving 

seats is prohibited. Also, please 

do not leave any personal 

belong ings in any session rooms. 

Due to fire marshal codes, no 

one may be admitted once 

Focus Session rooms are filled 

to capacity. Please be respectful 

of MORT and PGA Traffic Task 

Force volunteers if you 

arrive too late to be admitted 

to the session. 

Tickets 

Tickets are required to attend 

the Court of the Table-Top of the 

Table Program, Breakfast and 

Lunch Programs. Members who 

registered in advance wi ll find 

these tickets with their registra­

tion information. Lost tickets will 

not be replaced, and you will not 

be admitted into sessions without 

them. Tickets are not available 

for sale on site. Focus Sessions 

are not ticketed, but plan to 

arrive early, as seating is on a 

first-come, first-served basis . 

Special Needs Seating 

For Main Platform sessions, a 

section of Hall C has been 

reserved for members with spe­

cial needs who have indicated 

this on their meeting registration. 

Vancouver Information 

and Restaurant Reservations 

Visit the Tourism Vancouver 

booth in the Registration area, 

West Halls A/ B1, for informa­

tion about Vancouver. Tourism 

Vancouver has maps of the city 

available and can assist with 

restaurant reservations. 



Simultaneous Interpretation 

English is the official language of the 

2010 MORT Annual Meeting. MORT 

provides simultaneous interpretation 

of Main Platform presentations and 

selected Focus Sessions when at 

least 100 registrants request the 

same language. Requests for 

simultaneous interpretation must 

have been clearly marked on the 

Annual Meeting Registration and 

Housing form and received on or 

before May 3, 2010. 

MORT will provide simultaneous 

interpretation for a maximum 

of 12 languages. If more than 

12 languages are requested, simul­

taneous interpretation is provided in 

the first 12 languages that meet the 

100-person minimum, as entered 

into the registration system. Please 

refer to on-site signage for all 

languages interpreted. 

MORT provides interpretation 

headsets and receivers to all reg ­

istered members who requested 

simultaneous interpretation by May 

3, 2010. The availability of headsets 

and receivers is not guaranteed 

to members who did not request 

simultaneous interpretation when 

registering in advance, or to those 

who register for the meeting on site. 

A security deposit of USO 400 

will be required via personal credit 

card (American Express, Visa or 

MasterCard) to obtain a headset 

and receiver. When the equipment 

is returned undamaged at the end of 

the meeting, the credit card voucher 

will be returned, and no charge wi ll 

have been made. 

Interpretation service is being pro­

vided by Conference Systems Inc., 

which will maintain service counters 

in the Registration area during the 

following hours: 
Saturday June12 12 p.m. - 6 p.m. 

Sunday June13 8 a.m. - 7 p.m. 

Monday June 14 7 a.m. - 4 p.m. 

Tuesday June 15 7 a.m. - 4 p.m. 

Wednesday June 16 7 a.m. - 6 p.m. 

Thursday June17 7:30 a.m. - 11 :30 a.m. 

13 
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Annual Meeting Rules of Conduct 

1. Spouses, family members and friends 

of attendees may not be present at 

officially designated MORT functions and 

events during the Annual Meeting, with 

the exception of family/spouse meetings, 

or with an exception voted on by the 

Executive Committee. 

2. To receive Annual Meeting materials, 

all members and special guests 

must register at the MORT Meeting 

Registration Desk. 

3. Giving your badge to another person 

for purposes of admission to any Annual 

Meeting function is not permitted. 

4. Promotion by members or nonmembers of 

any goods and services, except member 

exhibitors under provisions of a signed 

Exhibitors Agreement and, other than with 

the expressed written permission of the 

Executive Committee, is not permitted. 

MORT Code of Ethics 

Members of the Million Dollar Round Table 

should be ever mindful that complete 

compliance with and observance of the 

Code of Ethics of the Million Dollar Round 

Table shall serve to promote the highest 

quality standards of membership. These 

standards will be beneficial to the public and 

insurance and financial services profession. 

Therefore, members shall: 

1. Always place the best interests 

of your clients above your own direct 

or indirect interests. 

2. Maintain the highest standards 

of professional competence and 

give the best possible advice to clients 

by seeking to maintain and improve 

professional knowledge, skills and 

competence. 

5. Members who furnish MORT membership 

lists may be placing their membership 

in jeopardy. Likewise, the MORT 

Membership Directory is not to be used 

or loaned for any commercial purpose 

or other reasons, nor is any portion of it to 

be reproduced without the expressed prior 

written permission of the MORT. 

6. Recruiting or attempted recruiting of 

personnel or agents of one company 

or firm by persons of another company 

or firm is not permitted during the 

meeting or in connection therewith. 

7. Audio or videotape recording or sti ll 

photography, including Main Platform, 

is not permitted. 

8. Members who wish to use credit privi­

leges at official MORT hotels shall make 

such arrangements directly with the hotel. 

Where credit privileges are granted 

and used, full payment shall be made 

within 60 days from the first of the month 

following the Annual Meeting. 

3. Hold in strictest confidence, and 

consider as privileged, all business and 

personal information pertaining to your 

clients' affairs . 

4. Make full and adequate disclosures of all 

facts necessary to enable their cl ients to 

make informed decisions. 

5. Maintain personal conduct wh ich will 

reflect favorab ly on the insurance 

and financial services industry and the 

Million Dollar Round Table. 

6. Determine that any replacement of an 

insurance or financial product must be 

benefi cial for the client. 

7. Abide by and conform to all provisions of 

the laws and regulations in the 

juri sdictions in which you do business. 

9. Any individual removing merchandise 

from the MORT Power Center Store 

without first paying for the merchandise 

wil l be asked to surrender their badge, 

thereby preventing them from attending 

the remainder of the meeting. The 

individual and incident will also be 

reported to the MORT Ethics Committee 

for further action, possibly resulting in 

revocation of membership. 

Members shall accept and conform to the 

Code of Ethics and to those rules of conduct 

which the Executive Committee may deter­

mine and publish for the conduct of those 

attending any such meeting. Adherence to 

these rules shall be required of members 

at all such meetings, including all functions, 

both formal and informal, during and in 

connection with official MORT meetings. 

Statement of Antitrust 
and Legal Compliance 

There shall be no negative discussions 

of commercial companies or products. 

There shal l be no discussion or activity 

for the purpose of any legal compli­

ance preventing any person or persons 

from gaining access to any market or 

customer for goods or services, not any 

agreement or understanding to refrain 

from purchasing or using any material , 

equipment, services or supplies. There 

shall be no discussion or activity that 

may be construed as forestalling or 

limiting research and development. We, 

of course, expect your consideration 

and full compliance with these 

guidelines, both whi le in attendance 

at this meeting and at all times in 

your business. 



Your MORT Membership Benefits 

Your MORT membership not only signifies 

achievement and prestige - MORT helps 

you become a better producer by connect­

ing you to the greatest resources, solutions 

and minds in the business. Some of the many 

member advantages and benefits include: 

Online tools 

Visit www.mdrt.org to find ideas, methods and 

tools you can use to promote your practice and 

your MORT membership. 

Fact-finder 

A fact-finder is available in the Members Only 

section under Tools to help you give your 

clients the best possible advice. 

Podcasts 

Visit the Members Only section and click on 

Sales Ideas to listen to podcasts of fellow 

members sharing their best ideas and advice. 

Web seminars 

Read the MORT e-Newsletter for details about 

upcoming free, educational Web seminars, 

and check out the library of archived seminars 

in the Members Only section under Tools. 

MDRTV 

Member testimonials, Annual Meeting high­

lights, members sharing ideas and MORT 

programs are among the videos featured 

on MDRT's video-based Web site, which can 

be accessed from the MORT home page. 

MORT Power Center Store 

The Power Center Store at the Annual Meeting 

and www.mdrtpowercenter.org provide 

products and resources to help 

you succeed. 

Boomertirement 

The Boomertirement program provides tools 

to help you better serve your baby boomer 

clients. Strategy briefs, podcasts, client fact 

sheets and outreach tools are available on 

www.boomertirement.com. 

Publications 

'Proceedings' 

Relive your favorite Annual Meeting speakers 

or learn more about the topics you might 

have missed. Search the "Proceedings" from 

2002 to present at www.mdrt.org. 

Round the Table magazine 

MDRT's official publication offers sales ideas, 

member profiles, practice management tips, 

business solutions, news about MORT events 

and more. 

MDRT e-Newsl~Ueraffd-tde~Ne~ 

The MORT e-Newsletter provides MORT 

news monthly in your e-mail in box. The~ 
e-Newsletter is filled with sales and practice 

management ideas, and is e-mailed monthly 

to r:pembe~9':1t>sc rlbEH{ 

Networking 

MORT meetings 

The MORT Annual Meet ing, Top of the Table 

Annual Meet ing and MORT Experience meet­

ing are all opportunities to share ideas and 

develop lasting personal and professional 

friendships with peers from around the world. 

Membership Directory search 

Connect with other members by visiting 

www.mdrt.org and cl ick ing on Membership 

Directory in the Members Only section. 

Blog 

The MORT Member Blog is an online forum 

for members to connect with one another. 

Visit MORT Community in the Members 

Only section of www.mdrt.org to read fellow 

members' comments, and join them in the 

conversation by post ing comments. 

Personal Development and Leadership 

Committees 

Begin your service to MORT by volunteering 

for the Annual Meeting Program General 

Arrangements (PGA) Committee. 

Whole Person 

The Whole Person concept was established 

to remind you to keep balance in your life. 

MORT Foundation 

MDRT's philanthropic arm provides a vehicle 

for members to combine their philanthropic 

activities with their fe llow professionals '. 

Mentoring 

As a member, you have the capacity to help 

others attain MORT membership. Mentoring 

not only helps the aspirant, but has also been 

shown to boost the mentor's productivity. 

Speakers Bureau 

The MORT Speakers Bureau is an online 

listing of MORT member speakers used by 

companies and associations to find speakers 

for upcoming meetings. 

Recognition 

Power Center Store 

Purchase member plaques, insignia, apparel 

and other items that al low you to display your 

MORT membership proudly. 

Membership Opportunities 

Membership opportunities for Top of the Table 

and Court of the Table encourage members to 

reach even higher levels of success. 

For more information on these and other 

MORT member benefits, visit www.mdrt.org 

or contact Debra Martin at dmartin@mdrt.org 

or at +1 (847) 993-4920. 
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Speakers 

Keith Abraham, CSP 
has built a reputation as 

one of Australia's most 

in-demand conference 

speakers, business growth 

catalysts and innovation 

facilitators, working directly with some of the 

world's leading brands, including Toyota, 

Lexus, Asteron Insurance, Toshiba and 

Westpac Banking Corp. In addition, Abraham 

has worked with more than 200 high-profile 

financial advisors, helping them increase their 

business growth an average of 35 percent 

during a 12-month timeframe. He has written 

three best-selling books and is a Nevin Award 

winner, the highest honor given to a profes­

sional speaker in Australia. 

People Pursuing A Passion 

2 Ryder Court, Robina, Queensland, 4226, Australia 

Phone: 61 411 648080 

E-mail: keithabraham@keithabraham.com.au 

Dan Allison is the 

founder and president 

of the Feedback Marketing 

Group, a consulting firm 

helping large organizations 

and individual professionals 

implement a system to duplicate their 

top clients and attract more quality prospects. 

An accomplished author in both the mental 

health field and the financial services industry, 

Allison shows advisors a step-by-step 

process to engage their top clients in the 

referral process without compromising their 

relationships. This process is also very 

effective for getting quality face time with 

qualified prospects. 

Feedback Marketing Group 

7417 S. 168th Ave. 

Omaha, NE 68136 

Phone: 402.350.2532 

E-mail: dan@feedbackmarketinggroup.com 
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Matt Anderson of the 

Referral Authority has grown 

his business exclusively 

by referrals and now 

speaksandcoachesontwo 

continents. He specializes in 

coaching insurance and financial professionals 

on how to get more referrals from happy clients 

and centers of influence. Referral coaching 

clients come from companies including 

Northwestern Mutual, Woodbury Financial, State 

Farm and MetLife. He is an active member of the 

National Association of Insurance and Financial 

Advisors and he currently serves on the national 

sub-committee of the Young Advisors Team. 

He is author of "Fearless Referrals" and a regular 

contributing author to Horsesmouth.com. 

The Referral Authority 

7207 Old Sauk Road, Suite A 

Madison, WI 53717 

Phone: 608.843.3827 

E-mail: matt@thereferralauthority.com 

David Eric Appel, 
CLU, ChFC is a 14-year 

MORT member with seven 

Court of the Table and one 

Top of the Table honors. 

A longtime volunteer within 

MORT, he is a member of the Marketing and 

Promotion Committee and is a Gold Knight of the 

MORT Foundation. He was highlighted in the 

National Association of Insurance and Financial 

Advisors (NAIFA) publication, Advisor Today, in the 

2004 cover story "Four under Forty," about four 

top advisors and community leaders in the United 

States under age 40. Appel was the 2005-2006 

president of NAIFA Boston, and serves on the 

NAIFA-Massachusetts state board . He is a 

member of the Boston Estate Planning Council 

and serves on their board. 

Goldwasser-Appel Insurance Advisors LLC 

One Gateway Center, Suite 901 

Newton, MA 02458 

Phone: 617.332.6600 

E-mail: david@goldwasserappel.com 

Mario Armstrong 
has worked in the tech 

industry for more than 

12 years and heads Mario 

Armstrong Media LLC, a 

technology-media company 

that creates content for traditional , mobile and 

online media outlets for syndication. Armstrong 

translates technology for non-tech audiences 

through his radio shows, TV segments, public 

speaking, and print and online programs. 

Armstrong delivers national television 

segments for Comcast's "Your Morning" and 

"Money Matters." He is also a technology 

correspondent for National Public Radio and 

has appeared on CNN, CNBC, TV-One, PBS 

and C-Span. 

Mario Armstrong Media LLC 

Attn: Nicole Hunter 

33 Turnbrook Court, Baltimore, MD 21234 

Phone: 443.625.8920 

E-mail: nicole@marioarmstrong.com 

Octavio F. Ballesteros 
Navario is a 10-year 

MORT member with three 

Court of the Table qualifica­

tions. A partner of Ballesteros 

and Associates in Hermosillo, 

Sonora, Mexico, he specializes in retirement 

planning for business owners. He writes a weekly 

column in a local newspaper and appears weekly 

on a television news program. An industry leader, 

he is a member of the Atlantis Group, an 

elite group of Seguros Monterrey New York Life 

agents. He is also a member of the board of 

directors of a school for boys and speaks to 

industry audiences on financial services and 

personal development topics. 

Seguros Monterrey New York Life SA de CV, Americas 

No. 65, Colonia La Huerta, Hermosillo, 83208, Mexico 

Phone: 52 55 6622601999 

E-mail: octavio@ballesterosyasociados.com.mx 



Caroline A. Banks, 
APFS is a 21-year MORT 

member with one Court of 

the Table and 16 Top of the 

Table honors. She has 

served in various MORT 

leadership positions and has spoken at three 

MORT Annual Meetings, as well as speaking at 

a Top of the Table Annual Meeting and the 

MORT Experience in Bangkok, Thailand. She is 

a Gold Knight of the MORT Foundation. Banks, 

who runs an independent financial planning firm 

in Central London, won the Independent 

Financial Adviser of the Year title in the United 

Kingdom in 1994 and she served as a director 

of the Life Insurance Association and was a 

board member of the Personal Finance Society. 

Caroline Banks & Associates Ltd. 

36 Seymour St. 

London, W1H 7JF, England, UK 

Phone: 44 207 2587754 

E-mail: caroline@carolinebanks.com 

Rebecca Largay Bast 
is a nine-year MORT 

member with two Court 

of the Table qualifications. 

She began her career with 

Northwestern Mutual in 

1994 as an intern while attending the University 

of South Florida. In 1996, she became a 

ful l-time financial representative and is 

currently the disability income specialist for 

her agency. Bast is a member of the National 

Association of Insurance and Financial 

Advisors , as well as the Tampa Association 

of Insurance and Financial Advisors . 

Northwestern Mutual 

1511 N. Westshore Blvd. , #500 

Tampa, FL 33607 

Phone: 813.875.2005 

E-mail: rebecca.bast@nmfn.com 

David Batchelor, 
DipPFS,CFP 
is a 13-year member of 

MORT with two Court of the 

Table and 11 Top of the 

Table qualifications, and 

is a member of the Sales and Service Commit­

tee. Batchelor established Wills & Trusts 

Independent Financial Planning in 1996, 

and the company has developed into one of 

the most successful firms of financial advisors 

in the United Kingdom. In 2000-2001, he was 

the president of the Life Insurance Association 

and continued as a board member with the 

Personal Finance Society. Batchelor is 

the author of two books, including "How to 

Charge Fees the Right Way." 

Wills & Trusts IFP Ltd. 

16 Prebendal Court, Oxford Road 

Aylesbury Bucks, HP19 BEY, England, UK 

Phone: 44 207 2587754 

E-mail: dsbatchelor@aol.com 

Michael Bell is a 15-year 

MORT member who began 

his working life as a motor 

mechanic with the Kennings 

Motor Group. He joined the 

financial services industry 

in 1977 and became a top sales producer and 

manager in record time. He started his own 

company, Results Financial, in 1998. The 

company now has 20 advisors and seven 

administrators. Bell is also a member of the 

Personal Finance Society and has spoken at 

conventions around the world. 

Results Financial Ltd. 

656 Chesterfield Road 

South Yorkshire, Sheffield, S80 SB, England, UK 

Phone: 44 14 255 8609 

E-mail: mbell@resultsfinancial.co.uk 

Jason and 
Tausha Black 
are opera singers who 

fell in love while earning 

degrees in vocal perfor­

mance at San Jose State 

University, California. As a budding young opera 

singer, Jason was involved in two catastrophic 

accidents that nearly took his life and left him with 

no voice. With support from his wife, Tausha, he 

defied the odds with a will that would not accept 

a devastating prognosis from doctors. Tausha is 

a vocal coach through her company, Black Voice 

Studio, and has produced several large-scale 

elementary school productions. The couple 

share their story with audiences worldwide. 

6514 Keokuk Ave. 

Winnetka, CA 91306 

Phone: 818.281.8647 

E-mail: jasonblackmusic@live.com 

Max Bolka is a 28-year 

veteran of the financial 

services industry. After 

three years in the invest­

ment banking business, he 

started his own nationwide 

financial consulting and investment services 

firm , conducting hundreds of financial seminars 

throughout the world . One of his marketing 

methods was voted the No. 1 strategy in 

Financial Planning magazine's February 2004 

cover story. In addition, Bolka serves as an 

industry consultant to institutions such as 

mutual funds, broker-dealers, insurance 

companies and banks. He has worked with 

Chase, Franklin Templeton, Fidelity and Calvert, 

among a long list of others. He also works 

directly with planners, investment advisors, 

CPAs and bankers. 

Comprehensive Business Consulting 

P.O. Box 15765 

Asheville, NC 28813 

Phone: 800.472.3288 

E-mail: max@maxbolka.com 
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David William Brown, 
CLU, CH.F.C 
is a 28-year MORT member 

with four Court of the Table 

and 19 Top of the Table 

honors. He is a partner, 

together with his sister and father, in Al G. 

Brown and Associates , an independent 

finanical estate planning firm founded by his 

father in 1943. He has written and spoken 

extensively on employee benefits, practice 

management, charitable giving insurance, and 

succession, financial and retirement planning. 

In 2008, Brown was awarded the Professional 

Advisory Committee's Award of Excellence by 

the Jewish Foundation of Greater Toronto. 

He is a member of the Conference for 

Advanced Life Underwriting and is president 

of Associated Hebrew Schools of Toronto. 

Brown also served on the national board 

of the Canadian Association of Gift Planners. 

Al G. Brown & Associates 

970 Lawrence Ave. W., #501 

Toronto, ON, M6A 3B6, Canada 

Phone: 416.787.6176 ext. 237 

E-mail: dwbrown@algbrown.com 

Steve Cain is executive 

vice president and national 

sales leader for LTCI 

Partners, one of the nation's 

largest long-term care insur­

ance wholesalers . In that 

capacity, Cain is responsib le for increasing the 

fi rm's sales revenue - from the development of 

existing client relationships to acquisition of new 

institutional accounts. Cain brings more than 12 

years' experience in the insurance brokerage 

market, most recently as senior vice president 

and national sales leader for long-term care at 

Marsh Private Client Services, a division of 

Marsh USA Inc. Cain helped build Marsh into a 

leading wholesale and retail distributor of 

long-term care insurance, working with banks, 

independent broker-dealers, wire houses and 

employee/executive benefit brokers. 

LTCI Partners LLC (an NFP company) 

23840 Albers St. 

Woodland Hills, CA 91367 

Phone: 818.645.9894 

E-mail: steve.cain@ltcipartners.com 
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Im Hyun Cho is a 

27-year MORT member 

with nine Court of the Table 

qual ifications. She has 

served as a volunteer at the 

MORT Annual Meetings and 

is a contributor to the MORT Foundation. She 

immigrated to the United States from Korea in 

1978, and joined AXA Equitable in 1981. Since 

then, she has earned numerous company and 

industry awards, including from GAMA 

International. Also a leader in her community, 

she is a board member and director of several 

organizations, including the Korean American 

Federation of Los Angeles and the Korean 

American Economic Development Center. 

AXA Advisors LLC 

3435 Wilshire Blvd., Suite 2500 

Los Angeles, CA 90010 

Phone: 213.487.3253 

E-mail: imhyuncho@aol.com 

Sang-Won Choi 
is a 10-year MORT mem­

ber with three Court of the 

Table qualifications. He has 

volunteered at the MORT 

Annual Meeting and served 

as a Local Chair within the Korea Zone of the 

Membership Communications Committee. 

He currently serves as Vice Chair of the MORT 

Korea chapter. He has earned several com­

pany honors for excel lence in life insurance 

sales, and speaks to industry audiences about 

finance and consult ing. 

ING Life Insurance Co. Ltd. Korea 

679-4 Yeoksam-dong Kangnam-ku 

Noble Agency 

9/F Rodamko Bldg. 

Seoul, 135080, South Korea 

Phone: 82 25696785 

E-mail: csw3111@chollian.net 

Richard H. Cook, 
FCll, Dip PFS is a 

31-year MORT member with 

12 Court of the Table and 

nine Top of the Table 

honors. He is joint 

managing director of the Haven Partnership, 

an independent financial planning practice in 

Cheltenham, England, with four registered 

advisors. The practice specializes in the 

financial planning needs of business owners, 

professionals and wealthy individuals. Cook's 

previous speaking engagements include 

several MORT Annual Meeting Focus Sessions, 

as well as presentations in Singapore, Israel, 

Ireland, Holland and Greece. 

The Haven Partnership Ltd. 

29 Rodney Road 

Cheltenham, GL501HX, England, UK 

Phone: 44 1242 577966 

E-mail: advice@haven-partnership.co.uk 

Daniel 0. Corrigan 
is a 40-year MORT member 

who has spoken at nine 

MORT Annual Meetings. 

He has presented at more 

than 2,500 other industry 

meetings since 1961 . In May 2007, Corrigan 

received the Harold G. "Bud" Horn Award from 

the National Association of Insurance and 

Financial Advisors for outstanding contribu­

tions to the life insurance industry in Oregon. 

He was also Oregon Life Underwriter's Senior 

Agent of the Year. A concept salesman, 

Corrigan asks questions and then presents a 

response in the form of a pictorial story. 

Corrigan Wickman Advisory LLC 

400 N.E. 2nd St. 

McMinnville, OR 97128 

Phone: 503.472.4631 ext. 12 

E-mail: dan@well-thplanning.com 



Jan Cullinane, MS, 
AB D is the co-author of the 

best-selling book, "The New 

Retirement: The Ultimate 

Guide to the Rest of Your 

Life." The first edition 

reached the No. 2 ranking on both Amazon.com 

and BarnesandNoble.com. In addition, 'The 

New Retirement" was chosen as a book club 

selection by The Washington Post's "Color of 

Money" columnist Michelle Singletary. Through 

her company, Retirement Living From A to Z, 

Cullinane conducts retirement seminars on the 

nonfinancial aspects of retirement. Clients 

include AARP, Ford Motor Co .. the Smithsonian 

and Wells Fargo Advisors. 

Retirement Living From A to Z 

27 Ocean Ridge Blvd. S 

Palm Coast, FL 32137 

Phone: 386.585.4684 

E-mail: jancullinane@gmail.com 

George G. Davidson, 
CLU, ChFC is a nationally 

recognized expert on 

disability income and 

long-term care insurance. 

He is a founding partner and 

current board member of the only national 

organization of independent disability and 

long-term care brokerage specialists, the Plus 

Group. He has authored articles and been 

referenced in magazines such as Broker World 

and National Underwriter. Davidson has 

presented at numerous industry meetings, 

including the John Hewitt & Associates 

Dynamics of Disability Strategic Management 

Seminar, and the Society of Financial Service 

Professionals Annual Forum. He has served as 

the meeting chair for the International Disability 

Income Society Annual Conference and is 

founder of the Twin Cities DI Day. 

SecuraD/ Consultants 

5353 Gamble Drive, Suite 300 

Minneapolis, MN 55416 

Phone: 952.224.5400 ext. 209 

E-mail: george@sdiconline.com 

Jay M. DeFinis 
is a nine-year MORT 

member with one Court 

of the Table qualification. 

He served on the Program 

General Arrangements 

Committee during the 2009 MORT Annual 

Meeting. DeFinis is a member of the 

National Association of Insurance and 

Financial Advisors, and is a board member 

of Northwestern Mutual 's Financial 

Representatives Association. 

Northwestern Mutual Financial Network 

1801 E. 9th St., Suite 800 

Cleveland, OH 44114 

Phone: 216.241-5854 

E-mail: jay.definis@nmfn.com 

Edward Dressel is 

president and owner of 

Trust Builders Inc. After 

holding various develop­

ment and marketing 

positions with the company 

since 1988, Dressel purchased Trust Builders 

in January 2007. Trust Builders helps advisors 

educate clients about financial issues, with a 

focus on retirement. Trust Builders software is 

used by various broker-dealers, independent 

financial professionals and registered 

representatives. 

Trust Builders Inc. 

P.O. Box 1088 

Dallas, OR 97338 

Phone: 503.831.1111 

E-mail: dressel@tbinc.com 

Naomi L. Duke is a 

three-year MORT member 

with two Court of the Table 

qualifications. She is also a 

member of the 2010 

Financial Literacy Task 

Force. Duke is a financial planner at the 

K Corporation, a financial strategies firm. 

Specializing in estate and financial planning for 

special needs individuals and their families, 

she is known for her exceptional ability to 

connect with both clients and professional 

advisors as they weave through the complex 

maze of financial, legal and government 

planning. Through her work with MORT and 

other local financial literacy initiatives, she 

advocates and provides education tailored to the 

unique needs of the disabled community. Duke's 

passion for her work and the value she brings to 

her clients' lives are a direct result of her unique 

upbringing and the influences of her mentors. 

1401 Richmond Ave., Suite 200 

Houston, TX 77006 

Phone: 713.840.7300 

E-mail: nduke@borntoretire.com 

John Foley is founder of 

Centerpoint Companies and 

a former lead solo pilot of 

the Blue Angels, the U.S. 

Navy Flight Demonstration 

Squadron. As a Blue Angels 

pi lot, Foley had to perform consistently as a 

part of a team in an intense, high-stakes 

environment. IJsing insight from his experience 

with the Blue Angels and his education in 

business , Foley developed an effective model 

for closing the performance gap. As leader of 

Centerpoint. Foley has advised Fortune 500 

companies, professional athletic teams, 

venture capital companies, professional 

associations and educational institutions. 

Foley has earned three master's degrees and , 

during his service as a Navy carrier pilot, won 

numerous awards. He has extensive media 

experience, with more than 500 appearances 

on ABC, NBC, CBS and other television 

networks. 

Convention Connection 

Attn: Kie/a Hine 

18133 Coastline Drive, Suite A3 

Malibu, CA 90265 

Phone: 310.454.2518 

E-mail: kiela@conventionconnection.net 
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Ian Freeman, CLU, 
ChFC is a 19-year MORT 

member with 10 Court of 

the Table and three Top of 

the Table honors. Freeman 

became a banker before 

joining the Northwestern Mutual Financial 

Network in 1987. He ranks in the top 75 in career 

production in the history of Northwestern Mutual 

and serves as president of the company's 

Financial Representative Association. He is one 

of only 42 representatives who have qualified for 

the Northwestern Forum, the highest measure 

of production at that company, every year since 

its inception. Freeman is a member of the 

National Association of Insurance and Financial 

Advisors and the Association for Advanced 

Life Underwriting. 

Northwestern Mutual/The Freeman Group 

1525 Hamilton Ave. 

Waterbury, CT 06706 

Phone: 203.753.9071 

E-mail: ian.freeman@nmfn.com 

Juliet Funt is a motiva­

tional speaker and stress 

expert. As daughter of the 

"Candid Camera" television 

show's creator, Funt has 

spent her life observing the 

hidden truths behind our social selves. Her 

diverse work history has taken her through a 

myriad of roles, including as project manager for 

a live events company, human relations trainer for 

the Los Angeles Police Department in Californ ia 

and liaison for a Palestinian/Israeli peace project. 

Funt has served as a weekly columnist for the 

Womenof.com Internet community and is 

co-author of "The Communication Path" and 

'The Wellness Path" in the Path Training Series. 

A well-known speaker, Funt is a member of the 

National Speakers Association. 

Five Star Speakers and Trainers LLC 

Attn: Nancy Lauterbach 

7500 College Boulevard, Suite 775 

Overland Park, KS 66210 

Phone: 973. 754.3402 

E-mail: nlauterbach@fivestarspeakers.com 
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Anthony Galie is a 

trainer, author and lecturer 

on the subconscious 

aspects of business. For 

nearly 30 years, he has 

regularly presented to the 

country's leading corporations and financial 

groups, including LI MRA International, GAMA 

International and at three previous MORT 

Annual Meetings. In addition to his own practice 

as a psychotherapist, he is author of numerous 

trade publ ication articles and the book "Take 

Control of Your Subconscious Mind," which 

offers a practical approach for creating focus and 

becoming more successful. Galie's clients 

include Federal Express, Sears and Merril l Lynch . 

Spectacular Speakers 

Attn: Jessica Sigur 

1329 Tipperary Drive 

Melbourne, FL 32940 

Phone: 888.674.4331 

E-mail: spectacularspeakers@hotmail.com 

Terri L. Getman, J.D., 
CLU is vice president of 

advanced market ing for 

Prudential. Since joining 

Prudential in 1994, Getman 

has worked with the 

underwriting team on difficult financial under­

writing cases, as she is strategically located in 

the operations unit. Getman has served on the 

Society of Financial Service Professionals' 

national board of directors, and is currently 

serving on a number of its national committees. 

She also is a member of the LIMRA advanced 

sales committee and Association for Advanced 

Life Underwriting's business insurance and 

estate planning committee. Getman frequently 

speaks to industry groups and is a contributor 

to insurance industry publ ications. 

Prudential 

13001 Bass Lake Road, Floor 4C 

Plymouth, MN 55442 

Phone: 800.286.7745 ext. 2446 

E-mail: terri.getman@prudential.com 

Jon Gordon is a 

consultant who is called in 

to inspire teams within 

businesses, athletics and 

schools. He is author of the 

international best-seller 

"The Energy Bus: 10 Rules to Fuel Your Life, 

Work and Team with Positive Energy" and 

"The Shark and the Goldfish: Positive Ways to 

Thrive During Waves of Change." Gordon has 

been featured on CNN, Fox News, NBC's 

"Today" show and in Forbes, Fast Company, 

0 Magazine, The Wall Street Journal and The 

New York Times. Gordon's principles have 

been put to the test by numerous NFL coaches 

and teams, Fortune 500 companies such as 

Campbell Soup, Northwestern Mutual and 

JPMorgan Chase, and countless leaders in 

business and education . 

The Jon Gordon Companies Inc. 

830-13A1A N., Suite 111 

Ponte Vedra Beach, FL 32082 

Phone: 904.285.6842 

E-mail: jongordon@jongordon.com 

Larry Grypp, CLU, 
ChFC is president of the 

Goering Center for Family & 

Private Business, located in 

the College of Business at 

the University of Cincinnati. 

A nonprofit organization, the Goering Center 

is a leading educational and informational 

resource center for family and closely held 

businesses. In this ro le, he combines his desire 

to make a significant community contribution 

and to be involved with business. He is also 

co-founder of the Center for Executive 

Transitions, an advisory firm for executives, 

business owners and professionals who are 

approaching retirement or have recently left 

their traditional careers . Grypp served for 38 

years in the financial services industry and in 

March 2008, he retired as CEO of Lafayette 

Life Insurance Co. and chairman of Capital 

Analysts Incorporated, both members 

of Western & Southern Financial Group. 

The Center for Executive Transitions 

7223 Andersonwoods Drive 

Cincinnati, OH 45244 

Phone: 513.232.1010 

E-mail: lgrypp@cet.us.com 



Philip E. Harriman, 
CLU, ChFC served as 

2007 MORT President and is a 

27-year member of the Round 

Table with four Court of the 

Table and 10 Top of the Table 

qualifications. In 2007, he served as a member of 

the Boomertirement Task Force and has served as 

the spokesperson for the program. Harriman has 

served as a Divisional Vice President, Chair and 

member of numerous committees. He is also an 

Excalibur Knight of the MORT Foundation. 

Harriman is a member of the Association for 

Advanced Life Underwriting, the National 

Association of Securities Dealers and the Golden 

Key Society of Financial Service Professionals. 

He is a past executive committee member of the 

Maine Estate Planning Council and was the 2000 

recipient of the J. Putnam Stevens Award for his 

outstanding contributions to the life insurance 

profession. His civic involvement includes four 

consecutive terms (1992-2000) representing the 

23rd District in the Maine Senate, as well as 

service on numerous community boards. 

Lebel & Harriman LLP 

366 U.S. Route 7 

Falmouth, ME04105 

Phone: 207773.5390 

E-mail: philipharriman@msn.com 

Masataka Hayashi 
is a 13-year MORT member 

with three Court of the Table 

and one Top of the Table 

qualifications. He special izes 

in business succession and 

estate planning for business owners. A mentor 

to others, he is sponsoring a seminar for young 

entrepreneurs and is author of three books. 

Sony Life Insurance Co. 

Minami-Aoyama Minato-Ku 

6th Floor East Shin-Aoyama Bldg. 1-1-1 

Tokyo, 1078585, Japan 

Phone: 81 334758896 

E-mail: masataka_hayashi@sonylife.co.jp 

Tom Hegna, CLU, 
ChFC vice president of 

New York Life, has given 

more than 2,000 annuity 

seminars across the United 

States, including at the 

2009 MORT Boomertirement Road Shows and 

2009 Top of the Table Annual Meeting. Before 

joining New York Life, he was the national 

marketing manager for variable life products 

and an agent for MetLife, qualifying for MORT in 

each of his first three years in the business. In 

1992, he placed 430 policies and received six 

company multiline awards for annuities, mutual 

funds, and property and casualty insurance. In 

1994, Hegna was named agency manager for 

the Chandler, Arizona, agency and qualified for 

Metlife's manager's council. In 1996, he joined 

New York Life and was named director of 

annuity sales for the West Central Zone. 

16931 E. Jacklin Drive 

Fountain Hills, AZ 85268 

Phone: 602.549.6653 

E-mail: thegna@ft.newyorklife.com 

Huang Jih Ming is a 

13-year MORT member 

with six Court of the Table 

and four Top of the Table 

qualifications. He has 

volunteered at several 

MORT Annual Meetings. A 16-year veteran of 

the industry, he serves more than 1,000 clients 

and has earned company awards for his 

professional ach ievements. He also earned 

Business Weekly magazine's Gold Medal 

Award for the Life Insurance Industry. 

He is author of "The CEO Agent," which was 

published in 2002. 

Prudential Life Insurance Co. of Taiwan Inc. 

Nan Jing Agency, 15/F 108 Sec 5 Nanjing E Rd 

Taipei, 10597, Taiwan 

Phone: 886 225288698 

E-mail: alex.huang@prudential.com 

Frankie Ho Shiu 
Kuen, FLMI, LUTCF 
is a 19-year MORT member 

who has served as an 

MORT Annual Meeting and 

MORT Experience meeting 

volunteer. He has remained with one insurance 

company since he began his career in financial 

services in 1979. A highly regarded industry 

leader, Ho Shiu Kuen is involved in several local 

and regional industry associations, including 

as past president of his local Life Underwriters 

Association. He is a frequent speaker and 

trainer at company and association meetings 

in countries throughout Southeast Asia. Also a 

leader in his community, Ho Shiu Kuen has 

volunteered for the charitable organization 

Hong Kong St. John Ambulance for more than 

40 years, and was honored as Officer Brother 

of St. John. 

Manulife International Ltd. Hong Kong 

33 Hysan Ave., Manulife Plaza 

24/ F The Lee Gardens 

Causeway Bay, Hong Kong 

Phone: 825 25104348 

E-mail: frankie_ho@manulife.com.hk 

Dean Gareth Hobbs 

I 
is a five-year MORT member 

with four Court of the Table 

qualifications. He is a 

committee member for the 

regional Personal Finance 

Society and has also worked on the United 

Kingdom MORT committee for the develop­

ment and creation of the 2009 MORT UK Day. 

Hobbs is a fee-only financial advisor with 

Wills & Trusts Independent Financial Planning 

Ltd. He is pursuing the chartered financial 

advisor designation. 

Wills & Trusts IFP Ltd. 

16 Prebendal Court, Oxford Road 

Aylesbury Bucks, HP19 BEY, England, UK 

Phone: 44 1296 398307 

E-mail: dean@willsandtrusts-uk.com 
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Matthew T. Hoesly, 
CFP a two-year MORT 

member, entered the financial 

services industry in 2004 

after graduating with honors 

from St. Norbert College, 

De Pere, Wisconsin. He relocated to Virginia to 

join Resource 1 Inc., where he focuses on personal 

financial advice, retirement planning and asset 

management. Hoesly is active in the Heritage 

Group, a national study group of young financial 

professionals who are being mentored in their 

career by successful relatives. He also serves on 

the board of his local National Association of 

Insurance and Financial Advisors (NAIFA) chapter 

and is involved in NAIFA's Young Advisor Team. 

Resource 1 Inc. 

370 World Trade Center 

Norfolk, VA 23510 

Phone: 757.616.0600 

E-mail: matt@r1advisor.com 

Michelle L. Hoesly, 
CLU, ChFC is the 

Nominee to the MORT 

Executive Committee. She is a 

31 -year MORT member with 

three Court of the Table and 

seven Top of the Table qualifications. Her 

commitment as a volunteer with the Round Table 

began in 1983, and is highlighted by her leadership 

in three Divisional Vice President roles: 1996 Annual 

Meeting Program Development Committee, 2003 

Communications and, most recently, 2009 Top of 

the Table Chair. She has attended 30 Annual 

Meetings and is a Platinum Knight-level donor of 

the MORT Foundation, serving as a member of its 

Board of Trustees 2005- 2007. Hoesly is an 

internationally recognized speaker who has spoken 

at several MORT Annual Meetings, as well as 

MDRT's Boomertirement Industry Summit in 2007, 

and has appeared on CNN. She is frequently 

quoted on financial issues by major publications, 

including The Wall Street Journal, Kiplinger's and 

the Financial Times. In 1985, she joined three other 

MORT members in establishing the Make-A-Wish 

Foundation of Eastern Virginia and served as 

president of the founding board. Hoesly is 

president of Resource 1 Inc., a registered 

investment advisory firm providing tactical and 

strategic money management. 

Resource 1 Inc. 

370 World Trade Center 

Norfolk, VA 23510 

Phone: 757.616.0600 

E-mail: micki@r1advisor.com 
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John P. Huggard, 
J.D., CFP is a board 

certified special ist in estate 

planning and probate law, 

and he limits his practice to 

consultation in the areas of 

estate planning and financial litigation. He is a 

retired university professor who taught law and 

finance courses at North Carol ina State 

University for 32 years. Huggard was a member 

of the University's Academy of Outstanding 

Teachers and was named an Alumni 

Distinguished Professor in 1994. He continues to 

write and do research on topics that deal with 

variable annuities. Huggard is the author of 

several financial magazine articles and books. 

His two most recent books discuss investing with 

variable annuities and debunking the myths 

surrounding the product. 

Huggard, Obiol & Blake PLLC 

124 St. Mary's St. 

Raleigh, NC 27605 

Phone: 919.832.2687 

E-mail: johnphuggard@aol.com 

Anthony Hui Wing 
Wah, LUTCF, FChFP 
is a 13-year MORT mem­

ber who has served on the 

Membership Communica­

t ions Committee as a Local 

and Area Chair within the Hong Kong and 

Macau Zone. An award-winning agency leader 

within his company for more than two decades, 

he has spoken at numerous conferences and 

seminars about client service. He dedicates 

the majority of his commu nity involvement to 

enriching the lives of mentally and physically 

challenged individuals through fundraising 

activities and education. 

Sun Life Hong Kong Ltd. 

The Gateway 15 Canton Road 

7/F Sun Life Tower 

Kowloon, Hong Kong 

Phone: 852 31835282 

E-mail: anthony.ww.hui@sunlife.com.hk 

Kenichi lbuki is a 

16-year MORT member with 

1 O Court of the Table and 

three Top of the Table 

qualifications. An active 

volunteer on MDRT's 

committees and task forces, lbuki currently 

serves as a member of the Mentoring Task 

Force. In 2009, he served as Chair of the Sales 

and Service Committee and as Chair of the task 

force overseeing the 2008 MORT Experience in 

Japan. In addition, he is past chair of MORT 

Japan and past Japan Zone Chair within the 

Membership Communications Committee. 

Nippon Life Insurance Co. 

2-14-21 Nishiki Naka-ku 

Nagoya,4600003,Japan 

Phone: 81 522229346 

E-mail: kenibuki@plum.ocn.ne.Jp 

Patrick J. Ireland is a 

one-year MORT member 

and a managing director for 

the Northwestern Mutual 

Financial Network in Denver, 

Colorado. He began a 

career in financial services whi le earning his 

bachelor's degree at Colorado State 

University. Immediately after graduating 

magna cum laude in May 2004, he became 

a ful l-time financial services professional. 

Today, he manages a district office in 

Broomfield, a suburb of Denver. 

Northwestern Mutual 

350 lnterlocken Blvd., Suite 280 

Broomfield, CO 80021 

Phone: 720.382.5001 

E-mail: patrick.ireland@nmfn.com 
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Dorin Roxana lsraelian 
is a 10-year MORT member 

with three Court of the Table 

and one Top of the Table 

qualifications. An active 

MORT volunteer, she 

currently serves as Regional Chair of the 

Caribbean and Lat in America within the 

Membership Communications Committee. 

An attorney who joined the insurance industry 

in 2000, lsraelian specializes in both individual 

and business insurance. She has been 

interviewed and written articles for numerous 

industry publications in Argentina. 

Prudential Seguros-Argentina 

Av Leandro NA/em 855-Piso 5 

Buenos Aires, C1001 AAD, Argentina 

Phone: 54 11 47175088 

E-mail: dorin.israelian@prudential.com 

Kerry Johnson, MBA, 
Ph.D. is an internationally 

known author who speaks 

on such topics as "How to 

Read Your Client's Mind" 

and "Peak Performance: 

How to Increase Your Business by 80% in 8 

Weeks." He has also been a guest lecturer at 

Harvard, Oxford and Purdue universities. 

Johnson currently writes on a monthly basis for 

15 national sales and management magazines 

whose editors have dubbed him "The Nation's 

Sales Psychologist." His company promises 

clients an 80 percent increase in sales in eight 

weeks through one-on-one personal coaching. 

P.O. Box 3665 

Tustin, CA 92705 

Phone: 714.368.3650 

E-mail: kerry@kerryjohnson.com 

Mark Johnson is 

founder of Playing for 

Change (PFC), a movement 

promoting global unity 

through music. The project 

arose from the idea that 

music has the power to break down boundar­

ies and transcend geographic, political, 

economic, spiritual and ideological back­

grounds. Johnson and his team have been on 

a journey to record and tape performers from 

more than 100 countries around the world -

from blues singers in post-Hurricane Katrina 

New Orleans, Louisiana, to chamber groups in 

Moscow, Russia. PFC holds benefit concerts 

to help build music and art schools in commu­

nities in need. PFC has been featured in a 

Public Broadcasting Service documentary 

and on television shows such as "The Colbert 

Report " and "Larry King Live." 

The Agency Group Ltd. 

Attn: Erica Langston 

1880 Century Park E., Suite 711 

Los Angeles, CA 90067 

Phone: 310.385.2800 

E-mail: ericalangston@theagencygroup.com 

Keiji Kanai is an 

eight-year MORT member 

with one Court of the Table 

qualification. He has served 

within the Membership 

Communications Committee 

and has volunteered at the MORT Annual 

Meeting. He has also been active in the MORT 

Japan chapter since 2006. With a background in 

banking, Kanai began his career in insurance in 

1986. Throughout the years, he has built strong 

relationships with business owners and runs a 

referral-only practice. In the industry, Kanai is 

chair of the Nagano chapter of the Japan 

Association of Insurance and Financial Advisors. 

AIG Tower 11/FKinshi 

1-2-4 Sumida-ku, Tokyo, 1308-561, Japan 

Phone: 81356111346 

E-mail: kokure@aig.co.jp 

Peter Kaplan, CFP 
is the chief executive officer 

of the practice management 

consulting firm Financial 

Productivity Group. With 

19 years of experience 

as a successful financial advisor, he is sought 

after as a speaker and practice management 

consultant. Kaplan blends process consulting 

with technology to deliver an effective, 

results-driven answer to challenges faced by 

advisors in today's financial services environ­

ment. He completed a commerce degree at 

the University of Cape Town, South Africa, 

before entering the financial services industry. 

He also was very active in the Life Underwriters 

Association of South Africa, serving on the 

regional council as its chairman, as well as on 

the executive council. 

Financial Productivity Group 

P.O. Box 142 

Sharon, MA 02067 

Phone: 781.989.2000 

E-mail: peter. kaplan@thefpg.com 

Robert C. Kievit, 
CLU, LUTCF is a 30-year 

veteran of the financial 

services industry, and serves 

as senior vice president at 

National Financial Network 

LLC. He has a long-standing reputation within 

the industry as both a successful producer and a 

high-level development specialist, helping 

experienced and inexperienced producers to 

organize, systematize, professionalize and grow 

their operations. Before leaving personal 

production in 2003, Kievit was an MORT member 

who achieved Court of the Table status. He is a 

frequent guest speaker at Guardian's training 

programs for new agents and new managers, 

as wel l as at various field offices and industry 

association events. Kievit is a charter member 

of GAMA International and a recipient of its 

Platinum Career Development Award. 

National Financial Network LLC 

7 Hanover Square, 8-A 

New York, NY 10004 

Phone: 973.216.9700 

E-mail: robert_kievit@glic.com 
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Eun-young Kim, 
Ph.D. is president and 

chief executive officer of 

CEO International , a global 

leadership and happiness 

consulting firm. As an expert 

in global leadership, cultural intelligence, 

executive image and intercultural communica­

tion, Kim has designed and conducted global 

talent development programs for multinational 

corporations and has helped more than 50,000 

leaders in six continents. Kim is a popular 

keynote speaker who has presented to media 

outlets and at numerous conferences. She is 

also author of several books and guides on 

business and cross-cultural communication, 

including "Managing Self for Success and 

Significance," the Korean best-seller "Image­

Making" and, most recently, "Seven Ups: 

A Young Boomer's Guide to the Good Life." 

CEO International 

8924 Wimberley Cove 

Austin, TX 78735 

Phone: 512.343.0472 

E-mail: ceointl@aol.com 

Yong II Kim is a 
seven-year MORT member 

with four Court of the Table 

and three Top of the Table 

qualifications. He joined 

MetLife in 2002, and was 

named MetLife International Champion in 

2005. He is author of "Selling Happiness." 

MetLife Korea Star Agency 

Gangnamgu 141, 61F Sungwong BID Samsungdong, 

Seoul, 135716, South Korea 

Phone: 82 234699769 

E-mail: subry9999@hanmail.net 

24 

Hirohisa Kobayashi 
is a 14-year MORT member 

with seven Court of the 

Table and two Top of the 

Table qualifications. He has 

served in many leadership 

positions within the MORT Japan chapter and 

has volunteered at several MORT Annual 

Meetings. He provides consulting to more than 

300 businesses and is known for his unique 

sales ideas. In his community, he has held 

various leadership positions, includ ing as chair 

of the Hitachi Junior Chamber of Commerce 

and the lbaraki Prefecture Employer's 

Association. He is also an active member of 

Hitachi Rotary Club and a sponsor of Special 

Olympics Japan. 

Office Kobayashi Co. Ltd. 

1-4-26 Chikoku Hitachi-shi 

lbaraki, 3160013, Japan 

Phone: 81 294256166 

E-mail: hiro@kobajimu.co.jp 

Clara Lai Shuk Mei 
is a 17-year MORT 

member with three Court 

of the Table and one Top of 

the Table qualifications. She 

has served as a member of 

the Membership Communications Committee 

within the Hong Kong and Macau Zone, and 

she has spoken twice at MORT Days in Hong 

Kong. Also a member of the Life Underwriters 

Association of Hong Kong (LUAHK), she won 

the LUA Distinguished Agent award for four 

years, among other industry awards. 

Fortis Insurance Co. (Asia) Ltd. 

111 Connaught Road, 2603 Wing On Centre 

Central, Hong Kong 

Phone: 852 28640280 

E-mail: clara.lai@fortisagents.com 

Chris Leach, Cert PFS 
is a 32-year MORT member 

wi th 12 Court of the Table 

and six Top of the Table 

qualifications. Active in the 

MORT committee system 

since 1982, Leach has spoken at several MORT 

Annual Meetings and served on numerous 

committees and task forces. In 1983, she 

founded Chris Leach and Associates Ltd. , now 

a leading independent financial planning firm in 

Cardiff, Wales , with five full-time staff mem­

bers. Leach was the first woman to sit on the 

Life Insurance Association's executive 

committee, and was elected president in 1986. 

She has addressed audiences throughout the 

world, has appeared on radio and te levision, 

and has been quoted in trade magazines, 

national newspapers and the House of Lords. 

Chris Leach & Associates Ltd. 

Telynfa Main Road, Gwaelod-Y-Garth 

Cardiff, CF159HJ, Wales, United Kingdom 

Phone: 011 44 29 20 814070 

E-mail: chris@cla-ifa.co.uk 

Sin Bok Lee is a 

four-year MORT member 

with one Court of the Table 

and one Top of the Table 

qualifications. He has a 

degree in business 

administration from Dankook University in 

South Korea. He spent 17 years as assistant 

team leader at Woori Bank in Seoul, Korea. As 

an advisor, he has earned a number of financ ial 

designations, writes a newspaper column and 

has won several awards for client service. 

Kyobo Life Insurance Co. Ltd. 

1 Jongno-1Ga Jongno-Gu, 5F Kyobo BID 

Seoul, 110714, South Korea 

Phone: 82 27213574 



Lancia Liu is an 11-year 

MORT member with two 

Court of the Table qualifica­

tions. She is a member of 

the Sales and Service 

Committee and served 

within the Membership Communications 

Committee as Taiwan Zone Chair in 2008 and 

2009. Liu has earned her company's Presi­

dent's Trophy Award for the past 15 years. Her 

commitment to her work and the industry is 

exemplified by her Kiyo Sakaguchi Memorial 

Golden Heart Award for client service, 

expertise and high moral standards. She 

shares her ideas with industry audiences in 

China, Malaysia and Taiwan, and has been 

featured in numerous media outlets. 

Prudential Life Insurance Co. of Taiwan Inc. 

12/F 1201 88 Sec 2 Jhongsiao E Road 

Taipei, 70050, Taiwan 

Phone: 886 223512926 

E-mail: lancia88@ms21.hinet.net 

Barry E. Lundquist, 
CLU has spent 35 years in 

the insurance industry in 

underwriting, sales and 

sales leadership, and senior 

executive management and 

consulting roles . In 2000, he founded the 

Easport Marketing Group, a consulting and 

marketing services company that works with 

top insurance companies and distributors to 

design and implement customized solutions 

focused on growth and improving results. 

In 2009, Lundquist was appointed interim 

president of the Council for Disability 

Awareness (CDA), a nonprofit corporation 

dedicated to educating the American work­

force about the risks and consequences of 

disability. CDA provides informat ion and tools 

to workers, employers, financial advisors, 

insurance agents and brokers, the media, and 

other parties interested in learning about and 

planning for the risk of disability. 

Council for Disability Awareness 

75 Pearl St., Suite 205 

Portland, ME 04105 

Phone: 207.774.2634 

E-mail: barrylundquist@disabilitycouncil.org 

Cam Marston is an 

author, speaker and expert 

dedicated to conquering the 

generational divide. Marston 

has spent more than a 

decade studying workforce 

dynamics, with a keen focus on the effects of 

generational bias in the workforce. Marston 

delivers his insight through large group 

presentations, intimate workshops and publ ic 

works. His book, "Motivating the 'What's in it 

for me?' Workforce: Managing Across the Gen­

erational Divide," demonstrates the 

characteristics and motivating factors each 

generation brings to the workforce and 

strategies for navigating a multi-generational 

business world. His clients include General 

Electric, American Express and the U.S. Army. 

Generational Insights 

P.O. Box81118 

Mobile, AL 36608 

Phone: 251.479.1990 

E-mail: cam@generationalinsight.com 

Glenn Mattson is 

president of Mattson 

Enterprise Inc., a consulting 

and training firm specializing 

in sales, management and 

leadership development. 

Mattson Enterprise is one of the largest affi liates 

of Sandler Sales Institute, which Mattson joined 

in 1992. He quickly became the top associate at 

Sandler in the United States, and escalated his 

position to No. 1 worldwide. Starting his own 

Sandler franchise in 2008 was a logical next 

step. Mattson focuses on working with 

salespeople, managers, business owners and 

corporate executives who want to attain an 

increase in efficiency and effectiveness through 

development that evokes lasting change. 

Sandler Training-Mattson Enterprises 

1727 Veterans Highway, Suite 207 

Islandia, NY11749 

Phone: 631.726.3537 

E-mail: glennm@sandler.com 

Ann Max is known for her 

lively, engaging and 

performance-driven 

approach to productivity 

and performance enhance­

ment. Her information­

packed presentations are grounded on solid 

experience in organizational development, 

human resources and administration, and she 

delivers skills, techniques and concrete actions 

that can be direct ly put to use. Max publishes a 

monthly e-newsletter, MaxTips!, which is 

distributed free to thousands of subscribers. 

She is the author of a time management guide 

for physicians (through the Royal College of 

Physic ians and Surgeons), which will be 

distributed to every physician in Canada and 

forms the basis of a professional learning 

program. She is a national member of the 

Canadian Association of Professional 

Speakers and the International Federation of 

Professional Speakers. She is currently 

working on a series of Webinars and e-learning 

strategies soon to be offered online. 

Productive to the Max 

513 Westminster Ave. 

Ottawa, ON, K2A 2T9, Canada 

Phone: 613.594.4533 

E-mail: info@productivetothemax.com 

Michael J. McNeil, 
CLU, ChFC is a 32-year 

MORT member with three 

Court of the Table and two 

Top of the Table qualifica­

tions. In practice for the last 

33 years, he concentrates on personal and 

estate planning for individuals and owners of 

closely held businesses. This work includes 

securing appropriate life, disability and 

long-term care insurance to create liquidity for 

risk management, business continuation and 

investments for retirement. Active in the 

industry, he has served on many MORT commit­

tees for more than two decades, including as a 

Director within the Annual Meeting Program 

General Arrangements Committee. He currently 

is serving on the Corporate Giving Committee of 

the MORT Foundation and is a Diamond Knight. 

Northwestern Mutual Financial Network 

1 Eliot Place, Suite 200 

Fairfield, CT06824-5174 

Phone: 203.256.2155 

E-mail: michael.mcneil@nmfn.com 
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Joel A. Mendler, J.D., 
LL. M. is an attorney with 

the law firm of Si rote & 

Permutt P.C. in Birmingham, 

Alabama. He counsels 

clients on wealth preserva­

tion, business succession planning, asset 

protection, estate planning and elder care law. 

Mendler is a member of the National Associa­

tion of Elder Law Attorneys, the Special Needs 

Alliance, a national network of attorneys 

dealing with planning for persons with 

disabilities, and is a fellow of the American 

College of Trust and Estate Counsel. He is past 

president of the Louisiana Advocacy Center and 

past president of Wolden berg Retirement 

Village in New Orleans, Louisiana. He has been 

listed in "The Best Lawyers in America," and 

Alabama Super Lawyers for many years in the 

areas of elder law and trusts and estates, and 

was listed by Worth magazine in December 

2005 in its "Top 100 Lawyers in Estate Planning." 

Sirote and Permutt P.C. 

2311 Highland Ave. S. 

Birmingham, AL 35205 

Phone: 205.930.5243 

E-mail: jmendler@sirote.com 

Larry Mersereau, 
CTC president of Promo­

Power LLC, is a business 

growth expert and has 

authored four books on this 

topic. He speaks to dozens of 

audiences every year and shares his unique twist 

on the latest sales and marketing techniques 

available. The first of his four books, small­

business classic "Shoestring Marketing," was 

published in 1995. His books published since 

then have all focused on the needs of the 

small-business owner. He also has created 

online and print marketing communications for 

clients in a broad range of industries. 

PromoPower LLC 

2200 N. W. 159 St., Suite 400 

Clive, IA 50325-7990 

Phone: 515.987.6071 

E-mail: larry@promopower.com 
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James T. Morris 
president of Pacers Sports 

and Entertainment, served 

2002-2007 as executive 

director of the United 

Nations (U .N.) World Food 

Programme (WFP), the world's largest 

humanitarian agency. In recent years, WFP has 

successfully cut levels of malnutrition among 

North Korean children in half and brought 

much-needed aid to victims of violence in 

Darfur, Angola, northern Uganda, West Africa 

and Lebanon. In 2004 alone, WFP and its 

partners provided food for 114 million people in 

83 countries. Morris has spoken about the 

issue of chi ld hunger at numerous international 

meetings - including the U.N. Security 

Council - and has traveled to most of the 80 

countries where WFP is operational. In addition 

to his work for WFP, he has served as the 

U.N. Secretary General's Special Envoy for 

Southern Africa. Morris also serves on the 

boards of several organizations and has 

received numerous awards, such as the Ellis 

Island Medal of Freedom. 

Pacers Sports & Entertainment 

One Conseco Court 

125 South Pennsylvania St. 

Indianapolis, IN 46204 

Phone: 317.917.2520 

Email: blawson@pacers.com 

Tom Morris, Ph.D. 
is chairman of the Morris 

Institute for Human Values. 

An active public philosopher 

known for bringing the 

wisdom of the past into 

challenges of the present, Morris has spoken to 

corporate audiences such as Toyota, Verizon and 

MassMutual, and his work has been covered by 

a wide array of media outlets, including CNN, 

The Economist and The New York Times. Morris 

is author of several books, including "True 

Success: A New Philosophy of Excellence." He 

holds a Ph.D. in both philosophy and religious 

studies from Yale University, and served for 

15 years as a philosophy professor at the 

University of Notre Dame. 

Washington Speakers Bureau 

Attn: Kristin Downey 

1663 Prince St. 

Alexandria, VA 22314 

Phone: 703.684.0555 

E-mail: kristind@washingtonspeakers.com 

Ian Morrison is an 

internationally known 

author, consultant, and 

futurist specializing in 

long-term forecasting and 

planning with an emphasis 

on health care and the changing business 

environment. Morrison has written, lectured 

and consulted on a wide variety of forecasting, 

strategy and health care topics for govern­

ment, industry, and a variety of nonprofit 

organizations around the globe. He has 

worked with more than 100 Fortune 500 

companies in health care, manufacturing, 

information technology and financial services. 

Recent client sponsors include XL Capital, 

Pfizer and Kaiser Permanente. His book, 

"The Second Curve - Managing the Velocity 

of Change" was a New York Times business 

best-seller and Business Week best-seller. 

Eagles Talent Connection Inc. 

Attn: Esther Eagles 

57 West South Orange Ave. 

South Orange, NJ 07079 

Phone: 973.313.9800 ext. 101 

E-mail: eeagles@eaglestalent.com 

Peter Moyle, ADFS, 
FChFP is a 26-year MDRT 

member with six Court of 

the Table and seven Top of 

the Table qualifications. 

He is the managing director 

of Integrated Financial, which he established 

in 1985. Moyle has served in several MORT 

leadership positions, most recently as an 

Assistant Director within the Annual Meeting 

Program General Arrangements Committee. 

He also served as Australian Zone Chair for the 

Membership Communications Committee from 

2003 to 2005. He has spoken at several 

industry meetings, including the 2009 World 

Critical Illness Insurance Conference, the 2008 

MORT Annual Meeting and the 2006 MDRT Top 

of the Table Annual Meeting. Moyle also 

regularly comments on financial protection in 

the Australian media. 

Integrated Financial 

10 Greenhill Road 

Wayville, Adelaide, SA, 5034, Australia 

Phone: 61 8 8279 3333 

E-mail: peter@integratedfinancial.com.au 



Sally Munford, 
MSFS, CLU is a 23-year 

member of MORT with two 

Court of the Table qualifica­

tions. The current MORT 

Foundation President, she is 

also a Platinum Knight of the Foundation and 

has been a member of its Inner Circle Society 

for five consecutive years. An active MORT 

member, Munford has held many volunteer 

positions within MORT as a Divisional Vice 

President, Chair and member. She most 

recently served as Divisional Vice President of 

Finance. In the industry, she is past president 

of the San Antonio Association of Insurance 

and Financial Advisors and the local Estate 

Planning Counci l. 

i'financial 

1901 N.W Military Highway, Suite 222 

San Antonio, TX 78213 

Phone: 210.342.4346 

E-mail: smunford@sbcglobal.net 

Richard C. Murphy, 
CLU, LUTCF is a 27-year 

MORT member and an 

MORT Foundation Gold 

Knight. He has served on 

many MORT committees 

and has spoken at four previous MORT Annual 

Meetings. In collaboration with the MORT 

Power Center Store, Murphy authored and 

produced a best-selling CD, "Murphy's Million 

Dollar Sales Ideas," now in its sixth year of 

publication. After suffering from a serious 

illness in 2006, Murphy began extensive 

research on the U.S. Social Security system to 

examine his retirement options. It has since 

become his passion and a personal mission to 

teach Americans how to select the correct age 

to begin receiving Social Security retirement 

benefits, and how to maximize them by using 

unique planning strategies and the products 

MORT members use every day. 

Richard C. Murphy Insurance and Financial Services 

3969 Griffin Road 

Syracuse, NY 13215-9533 

Phone: 315.492.4071 

E-mail: rcm4ideas@aol.com 

John F. Nichols, CLU 
is a 10-year MORT member 

with two Court of the Table 

and three Top of the Table 

honors. He is a nationally 

recognized disability 

benefits consultant, the creator of disability 

products, administration systems and an 

expert wi tness in disabi lity proceedings. 

Nichols is founder and president of Disability 

Resource Group Inc., a retail and brokerage 

provider of disability products and services. 

He has been an active member of the National 

Association of Insurance and Financial 

Advisors since 1985 and currently serves as a 

national board trustee. He has spoken at an 

array of national meetings, including a Focus 

Session at the 2004 MORT Annual Meeting. An 

MORT Foundation Diamond Knight, Nichols 

serves as president of Disability Resource 

Group Foundation, a not-for-profit group that 

provides people with disabilities the equipment 

and education needed to improve their lives. 

He is the 2010 industry spokesperson for the Life 

and Health Insurance Foundation for Education 

Disability Insurance Awareness Month. 

Disability Resource Group 

2625 W Peterson Ave. 

Chicago, IL 60659 

Phone: 800.945.9719 ext. 301 

E-mail: jfn@drgdi.com 

Terence P. O'Halloran, 
FCll, AIFP is a 30-year 

MORT member with 16 

Court of the Table and one 

Top of the Table honors. He, 

along with several other 

MORT members, formed the Russell Study 

Group in 1984, which became the first of 

several study groups in the United Kingdom to 

provide and encourage best practices. 

O' Halloran is an author of several how-to 

books and he has devoted much of his 40-year 

career to exchanging knowledge in various 

ways. 

O'Halloran & Co. 

88 Newland, St. James Terrace 

Lincoln, LN1 1 YA, England 

Phone: 44 1522 537491 

E-mail: tpohalloran@btinternet.com 

Richard L. Olewnik, 
J.D., CLU assistant vice 

president of advanced sales 

at AXA Equitable, joined the 

company in 2005, and 

provides broad experience 

in the design and application of life insurance 

and annuity products, frequently consulting on 

complex technical product issues. His 

wide-ranging expertise includes the use of life 

insurance in a qualified plan, and in developing 

marketing programs that support the 

advanced sales department. In addition to 

technical expertise developed during the years 

supporting home office marketing and sales 

activities, he has the added advantage of 

having practical field experience. Olewnik is a 

former captain of the U.S. Army Judge 

Advocate General's Corps defense counsel. 

AXA Equitable 

80 Scott Swamp Road 

Farmington, CT06032 

Phone: 860. 409. 1172 

E-mail: rich .olewnik@axa-equitable.com 

Bruce D. Peckover, 
CLU, CH.F.C. is a 

30-year MORT member. 

He has served on numerous 

MDRT committees and task 

forces and twice held the 

position of Divisional Vice President. He was a 

speaker at the 2000 and 2003 MORT Annual 

Meetings and is a past president of the 

Canadian MORT Foundation. He also chaired 

the Toronto Life Underwriters Association and is 

a member of the Toronto Estate Planning 

Council and Advocis, the financial advisors 

association of Canada. 

Peckover Financial 

3080 Yonge St., Box 86 

Toronto, ON, M4N 3N1, Canada 

Phone: 416.362.3080 

E-mail: bruce@peckoverfinancial.com 
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Ronald D. Philgreen, 
CLU, ChFC is a 38-year 

MORT member with three 

Court of the Table qualifica­

tions. As founder and 

executive director of the 

Charitable Tax Planning Center Inc., Philgreen 

has produced hundreds of charitable tax 

planning cases, and, in the process, raised 

several hundred million dollars for charity. He has 

spoken at eight MORT Annual Meetings and one 

Top of the Table Annual Meeting. Philgreen is an 

MORT Foundation Bronze Knight, and has 

served on numerous MORT committees and task 

forces since 1979, including as Chair of the 2002 

Global Gift Fund Committee. Philgreen is the 

author and publisher of the Charitable Bucket 

software program and has written numerous 

articles on charitable tax planning and lectured 

extensively throughout the industry during the 

last 40 years. 

The Charitable Tax Planning Center Inc. 

3604 IN. 153rd St. 

Leawood, KS 66224-3694 

Phone: 913.402.8900 

E-mail: ronphilgreen@aol.com 

Godfrey Phillips, 
FChFP, JP is a 26-year 

MORT member with fi ve 

Court of the Table honors. 

In 1994, he was presented 

with the Lifewriter of the 

Year Award for outstanding service to the 

Australian Association of Financial Advisers. 

For nearly two decades, Phillips has partici­

pated in a study group that focuses on 

business insurance. Also a former hockey 

player, Phillips has been honored for hockey 

excellence as an international player, coach 

and Olympic commentator, and in 2008 was 

inducted into the Hockey Hall of Fame in 

Sydney, Australia. 

Godfrey Phillips & Associates 

P.O. Box 201, Caringbah, NSW 1 495 Australia 

Phone: 61295315445 

E-mail: gap41ife@bigpond.net.au 
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Leo Pusateri is 

president and chief 

executive officer of Pusateri 

Consulting and Training, a 

company that provides 

counsel based on the 

philosophy of competition and value in the 

financial services industry. Pusateri's client list 

includes international private wealth consul­

tants, national and regional brokerage firms, 

mutual fund companies, money management 

firms, insurance companies and banks. Known 

in the industry as the "value man," Pusateri has 

spoken to numerous industry audiences, 

including 2003 Top of the Table Annual 

Meeting attendees. He is author of "Mirror 

Mirror on the Wall Am I the Most Valued of 

Them All?" - a book to help financial entrepre­

neurs explore the concept of discovering their 

value. Pusateri is widely quoted in industry 

publications and was a columnist for Financial 

Advisor Magazine. 

Pusateri Consulting and Training 

6255 Sheridan Drive, Suite 100 

Williamsville, NY 14221 

Phone: 716.631.9860 

E-mail: leo@pusatericonsulting.com 

Bin Qi is a nine-year 

MORT member with four 

Court of the Table and one 

Top of the Table qualifica­

tions. She serves as 2010 

Membership Communica­

tions Committee Zone Chair for China. She 

joined the American International Assurance 

(AIA) Shenzhen, China, branch in 2001. In 2002, 

she earned a Ph.D. in psychology. She is a 

highly regarded conference speaker on topics 

related to MORT and insurance sales, and is 

author of a book about insurance marketing. 

Dongmen Agency 

2016 Jianshe Road Luohu District AB Unit 73/F 

Southern Securities Bldg, Shenzhen, 51800-1, PRC 

Phone: 86 1380 2277182 

E-mail: qi-b@sz.aia.com.cn 

Joshua Cooper 
Ramo is managing 

director at Kissinger 

Associates, a strategic 

advisory firm. Prior to 

entering the advisory 

business, Ramo was a journalist, serving as 

the youngest senior editor and foreign editor of 

Time magazine. The World Economic Forum 

has called Ramo "one of China's leading 

foreign-born scholars." He is author of "The 

Age of the Unthinkable: Why the New World 

Disorder Constantly Surprises Us and What 

We Can Do About It." Trained as an economist, 

Ramo has been a term member of the Council 

on Foreign Relations and a member of the 

World Economic Forum's Young Global 

Leaders and Global Leaders for Tomorrow. 

Royce Carlton 

Attn: Helen Churko 

866 United Nations Plaza 

New York, NY 10017-1880 

Phone: 212.355.7700 ext. 981 

E-mail: helen@roycecarlton.com 

Mary Read, CPC, 
QPA is vice president of 

qualified plan marketing for 

National Life Group. Read is 

a leading authority in 

qualified retirement plans 

with 30 years' experience. Prior to joining 

National Life, Read was a pension consultant 

with Feldman Benefit Services, an actuarial 

consulting firm. She also was assistant vice 

president of marketing and retirement planning 

for MONY Life Insurance Co. of New York, 

where her department supported 3,500 

financial professionals . Read is a frequent 

speaker on qualified plans and contributor to 

industry publications such as National 

Underwriter and the Pension Newsletter of the 

Society of Financial Service Professionals . 

She also has taught pension classes across 

the country for major financial institutions. 

National Life Group 

One National Life Drive 

Montpelier, VT 05604 

Phone: 802.477.2017 

E-mail: mread@nationallife.com 



Simon Reilly is the 

founder of Leading Advisor 

Inc. and is an expert 

business coach, speaker, 

writer, and values and 

behaviors analyst. For more 

than 15 years, he has worked exclusively with 

successful financial advisors and their teams to 

achieve sustainable business results. During 

the last four years, he has spoken to nearly 

14,000 advisors across Canada, which 

includes more than 20 Advocis chapters . Reilly 

was also featured in a profile in The Insurance 

Journal and his work has been published in 

FORUM magazine. He is author of "Curing the 

Unmet Needs Disease," a book and workbook 

that provides the missing link to breaking 

through the plateauing-out syndrome, building 

a bigger vision , delegating more and attracting 

high-net-worth clients. 

Leading Advisor Inc. 

Box 507, Parksville, BC, V9P 2G6, Canada 

Phone: 250.248.6012 

E-mail: sreilly@leadingadvisor.com 

Phillip C. Richards, 
CFP, CLU is chief 

executive officer of North 

Star Resource Group. He 

began his career in the 

insurance industry in 1962 

and, in 1969, acquired North Star Consultants 

Inc., the insurance component of North Star 

Resource Group. Richards has spoken in more 

than a dozen countries on topics such as 

strategic planning and leadership, and 

alternate distribution systems in the financial 

services industry. He is the 2005 inductee into 

the GAMA International Hall of Fame and, in 

2007, he received the John Newton Russell 

Memorial Award, the highest industry honor 

from the National Association of Insurance and 

Financial Advisors. Richards is author of "25 

Secrets for Sustainable Success" and is past 

president of GAMA International. He serves on 

the board of trustees of the American College, 

the Life and Health Insurance Foundation 

for Education and his alma mater, Temple 

University, Philadelphia, Pennsylvlania, among 

other organizations. 

North Star Resource Group 

2701 University Ave. S.E. 

Minneapolis, MN 55414 

Phone. 612.617.6000 

E-mail: phi/. richards@northstarfinancial.com 

Tim D. Richardson, 
CSP is president ofTotal 

Development Resources 

Inc. and has been a 

full-time professional 

speaker for more than 

20 years. His sales, motivation and service 

programs have been delivered to several 

National Association of Insurance and Advisors 

(NAIFA) groups and for corporate clients like 

BlueCross BlueShield , Prudential , State Farm 

Insurance and U.S. Bank. He is the author of 

"Jump Starts: Wit and Wisdom to Super Charge 

Your Day," co-author of "Transformation 

Thinking : Tools and Techniques That Open the 

Door to Powerful New Thinking" and contributor 

to "Meditations for Road Warriors." He's been 

interviewed on regional and national television 

and radio shows, and has published articles in 

numerous magazines, journals and business 

publications. Richardson's newest project 

is identifying a list of the real richest people -

those who are rich because they give. 

Total Development Resources Inc. 

Phone: 865.984.2700 

E-mail: tim@timrichardson.com 

via Twitter at http:// twitter.com/ timrichardson and on 

Facebook 

Franklin A. Rocafort, 
LUTCF is an eight-year 

MORT member with one 

Court of the Table and two 

Top of the Table qualifica­

tions. He has mentored 

financial services professionals in his commu­

nity since 2000 through the MORT/GAMA 

International Mentoring Program. A 29-year 

v(lteran of the industry, Rocafort is founder and 

president of Rocafort Financial Group and 

Pension Plus Inc. He is also a leader in the 

industry, serving as a member and past 

president of the Puerto Rico Association of 

Insurance and Financial Advisors. He speaks on 

financial planning and investments at his local 

university and at various industry meetings. 

MetLife Investors 

P.O. Box 366281 

San Juan, Puerto Rico 00936-6281, United States 

Phone: 787.771.0005 

E-mail: rocafort@prtc.net 

Lewis Schiff is a senior 

managing principal for 

Advanced Planning Group, 

where he leads a team of 

private wealth experts who 

develop custom financial 

solutions for high-net-worth clients globally. 

Prior to founding Advanced Planning Group in 

2007, Schiff was a founder of CEG Worldwide, 

a performance-coaching firm serving financial 

advisors. Schiff has developed custom 

education programs for financial firms 

such as Charles Schwab, Fidelity, E-Trade, 

TheStreet.com and Intuit. He is a contributor to 

Investment Advisor magazine and TheStreet.com, 

and maintains a blog about the affluent for 

lnvestmentAdvisor.com and Inc.com. Schiff 

was the founding editor of Worth Online, the 

electronic version of Worth magazine, which 

launched in 1996. The frequently published 

author most recently co-wrote "The Middle­

Class Millionaire: The New Rich and How They 

Are Changing America." 

Advanced Planning Group 

Attn: Nam Bui 

P.O. Box 96503 #38215 

Washington, O.C. 20090-6503 

Phone: 646.833.8331 

E-mail: nam. bui@advancedplanning.org 

Jeffrey Scott, CFP 
is executive manager of 

business growth services 

for Commlnsure, where he 

manages a team that 

provides technical support 

to insurance advisors in the area of legislation, 

taxation , product knowledge and strategies. 

Scott has been in the insurance industry for 

21 years. His experience spans actuarial, 

underwriting, product design, compliance, and 

sales at both the retail and corporate level. At 

age 20, Scott designed the first terminal illness 

benefit in Australia, which is now a standard 

feature on all term life products. He has 

conducted more than 800 presentations 

across Australia, New Zealand, Malaysia, Fiji 

and Canada. 

Commlnsure, Level 1 

48 Martin Place 

Sydney, NSW, 2000, Australia 

Phone: 61 02 937 83443 ext. 83443 

E-mail: jeffrey. scott@cba.com. au 
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Dan Seidman is the 

author of the Barnes and 

Noble No. 1 business 

best-seller "Sales Autopsy," 

which reveals the top seven 

traits that distinguish 

world-class sales professionals from the rest of 

the selling world. Seidman was selected as one 

of the "Top 12 Sales Coaches in America" in 

"Ultimate Selling Power" and runs the award­

winning Web site SalesAutopsy.com, which the 

American Marketing Association recently 

featured as one of marketing's best Web sites. 

His columns reach 1.5 million readers a month, 

both online and in print. Seidman's "The Secret 

Language of Influence: Your Passport to 

Powerful Persuasion" is being released as a book 

and training program this year. 

Sales Autopsy Inc. 

190 E. Dundee Road 

Barrington, IL 60010 

Phone: 847.359.7860, 

E-mail: dan@salesautopsy.com 

Ross Shafer is an 

award-winning television 

host, writer, comedian and 

speaker. An entrepreneur 

whose first major venture 

was as owner/ manager of a 

pet shop, he went on to create and host the 

comedy talk show "Almost Live!" in the 

mid-1980s, for which he and his team collected 

36 Emmy Awards. Shafer has hosted and 

co-hosted a number of other television shows, 

and has headlined leading night clubs and 

casinos as a standup comedian. Shafer is now 

a keynote speaker on customer empathy, 

personal motivation and business relevance, 

producing 14 human resource training films. 

He is also author of several business books, 

including "Nobody Moved Your Cheese!" and , 

most recently, "Are You Relevant? 12 Reasons 

Smart Organizations Thrive in Any Economy." 

National Speakers Bureau 

Attn: Don Jenkins 

14047 Petronella Drive, Suite 102 

Libertyville, IL 60048-9429 

Phone: 847.295.1122 

E-mail: don@nationalspeakers.com 
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Marla Shapiro, M.D. 
known as "Canada's Doctor," 

is host of the highly rated 

"Balance: Television for Living 

Well," a talk show on CTV 

News Channel, Canada's 

largest private broadcaster. A wife, mother and 

doctor with her own family practice, Shapiro 

teaches people how to achieve work/life balance 

and manage stress. In 2004, Shapiro's life was 

turned upside down with the news that she had an 

invasive form of breast cancer. Today, she 

discusses her life-threatening condition and shares 

her positive outlook with the public. Shapiro is an 

associate professor at the University ofToronto, 

Ontario, Canada, and has a bi-weekly column in 

The Globe and Mail newspaper. She produced the 

award-winning documentary "Run Your Own 

Race" and is recipient of the 2005 Media Award 

from the North American Menopause Society. 

Brickenden Speakers Bureau Inc. 

Attn: Carol Brickenden 

14 Simmons Crescent 

Aurora, ON, L4G 6B4, Canada 

Phone: 905. 713. 3222 

E-mail: carol@brickenden.com 

David Solie, MS, PA 
is a managing director and 

the medical director of 

Marsh Private Client Life 

Insurance Services. With 

25 years of medical and life 

insurance underwriting experience, Solie is an 

expert in the assessment, packaging and 

negotiation of life insurance programs for 

high-net-worth clients. Today, he is a recog­

nized leader in the integration and evaluation of 

medical issues as a key element in the health 

and wealth planning process. Solie pioneered 

a new risk management protocol in the 

underwriting of life insurance, which has 

become the hallmark of his approach and 

success with his clients and their advisors. 

With special interest in lifestyle issues and the 

health and wealth of families, Solie is also a 

recognized expert in geriatric psychology, 

intergenerational communication and 

extended life expectancy. He is the author of 

the book, "How to Say It to Seniors: Closing 

the Communication Gap With Our Elders." 

Marsh Private Client Life Insurance Services 

20750 Ventura Blvd., Suite 300 

Woodland Hills, CA 91364 

Phone: 818.932.7132 

E-mail: david.solie@marshpclis.com 

Ronald T. Staebell, 
CLU, MSFS is a 27-year 

MORT member with one 

Court of the Table and one 

Top of the Table honors. He 

is a senior financial services 

representative with Principal Financial Group 

and has many years of experience in long-term 

care, special needs and business planning. He 

is a member of the National Association of 

Insurance and Financial Advisors, Society of 

Financial Service Professionals and is a board 

member of the Sioux Falls Estate Planning 

Council. He currently serves as president of 

the REACH Foundation, board member of the 

South Dakota Guardianship Program and 

trustee of the South Dakota Guardianship 

Program Trust. 

Principal Financial Group 

2520 River Ridge Place, Suite 100 

Sioux Falls, SD 57103 

Phone: 605.331.2908 

E-mail: staebell.ron@principal.com 



Karen Susman is an 

expert on networking, 

communication skil ls and 

wellness. She has worked 

with thousands of high 

achievers who want to 

improve the qual ity of their professional and 

personal lives. Susman is the author of four 

guidebooks on networking, time management, 

humor and building community involvement. 

The Wall Street Journal recently cited Susman 

in an article on networking, and her cl ients 

include New York Life, Marriott, American 

Express, Internat ional Association of Business 

Communicators, American Health Care 

Association and Burger King. 

The Networking Toolbox 

3352 S. Magnolia St. 

Denver, CO 80224 

Phone: 888.678.8818 

E-mail: karen@karensusman.com 

John L. Thomas, CLU, 
MSFS is a 32-year MORT 

member with seven Court of 

the Table honors. He is also 

a Si lver Knight of the MORT 

Foundation. Thomas is a 

founding partner of Pacific Benefit Consultants 

Inc. , a financial services and benefit consulting 

firm. He has been actively involved in a study 

group for more than 30 years and offers a 

unique perspective on his experiences and 

value of MORT membership. He is past 

president of his local Estate 

Planning Council and has spoken at numerous 

industry events regarding life insurance 

as a critical financial instrument in the estate 

planning process. 

Pacific Benefit Consultants 

450 Country Club Road, Suite 330 

Eugene, OR 97401-6053 

Phone: 800.588.8688 

E-mail: jthomas@pbcins.com 

Jerome Weihs brings 

25 years of experience 

in advanced sales to Sun 

Life Financial. He has a 

diversified background, 

combining degrees in law, 

business administration, and economics wi th 

experience in public account ing and business, 

estate and pension planning . Weihs is effective 

at communicating technical, financial, legal 

and tax information in an understandable 

manner with st rong expertise in estate 

planning, as wel l as benefit and business 

planning issues for small-business owners. 

He is a frequent speaker before professional 

groups on advanced planning topics. 

Sun Life Financial 

One Sun Life Executive Park 

Wellesley Hills, MA 02481 

Phone: 781.446.1756 

E-mail: jerry.weihs@sunlife.com 

Donald F. White Jr., 
CLU, ChFC is a 21-year 

MORT member with 11 

Court of the Table and nine 

Top of the Table designa­

tions. He is chief executive 

officer of Treasure Coast Financial, a multi ­

discipline financial services organization. He 

is the author of two audio series: "Legacy 

Planning" and "Building a Great Business." His 

daily radio broadcast, "God's Money," is heard 

three times daily in southeast Florida and can 

also be heard over the Internet on TCFin.com . 

White has served on numerous MORT 

committees and is an Excalibur Knight and 

Inner Circ le member of the MORT Foundation. 

Treasure Coast Financial Services Inc. 

1803 S. Kanner Highway 

Stuart, FL 34994 

Phone: 772.283.6342 ext. 101 

E-mail: donaldfwhite@gmail.com 

Pecky Wong So Ping, 
FChFP, RFC is an 

18-year MORT member 

with one Court of the Table 

qualification. She is also a 

Bronze Knight of the MORT 

Foundation. She is a member of the Whole 

Person Task Force and an Assistant Director 

within the Annual Meeting Program General 

Arrangements Committee. She is a frequent 

volunteer at the MORT Annual Meetings and 

served twice as a Chair of the Hong Kong , 

China, South Korea Zone with in the Member­

ship Communications Committee. Her 

volunteerism extends to other industry 

organizations, as well, including GAMA 

Internat ional and the Life Underwriters 

Association. She presents to numerous 

industry audiences each year; one of her 

recent presentations was ti t led "MDRThol ic." 

AIA Hong Kong 

Grand Millennium Plaza 183 Queen S Rd., #3503 

Cosco Twr Sup Dyn Pecky Agency, Hong Kong 

Phone: 852.31873187 

E-mail: peckywong@aiab.com.hk 

Robert A. Wright is 

a 38-year MORT member 

wi th three Court of the Table 

and six Top of the Table 

qualifications. He is also a 

Gold Knight of the MORT 

Foundation. Wright's firm focuses on business 

and estate planning. At the 2008 MORT Annual 

Meeting in Toronto, Ontario, Canada, Wright 

spoke about his unique process of working 

with business owners, called "The Wright 

Approach." He is a member of the International 

Forum and co-founder of the Pinnacle Group, 

a study group of 18 members. 

Wright& Co. 

P.O. Box 4819 

Lafayette, IN 47903-4819 

Phone: 765.449.1775 

E-mail: wrightco@nlci.com 

31 



Speakers (Cont inued) 

Kay Yerkovich, M.S., 
M.F.T., and Milan 
Yerkovich, M.A. 
are co-authors of "How We 

Love," a book and work­

book on attachment and 

bonding. Milan is a pastoral counselor and 

ordained minister. Kay is a licensed marriage 

and family therapist. Milan worked for the 

Center for Individual and Fami ly Therapy as 

a marriage counselor for three years and is 

now the full-time director of Relationship180, 

a nonprofit organizat ion devoted to counseling 

individuals and families toward healthy rela­

tionships. The couple also speaks national ly 

and international ly, helping people understand 

their re lationship difficulties and inspiring them 

to fo llow a defined path of growth. 

Milan and Kay Resources Inc. 

24211 Puerta De Luz 

Mission Viejo, CA 92691 

Phone: 949.830.2836 

E-mail: yerkovich@cox.net 

Carol Yu is a 12-year 

MORT member with four 

Court of the Table qual ifica­

tions. She has served as a 

volunteer at MORT Annual 

Meetings and as Member­

ship Communications Committee (MCC) Area 

Chair and Local Chair within the Taiwan Zone. 

She currently serves as an MCC Area Chair of 

the Taiwan Zone, and has hosted an MORT Day 

in Taiwan. Specializing in risk management 

and property protection planning, her scholarly 

research in this area has been published. 

She is often invited to speak at industry 

conferences, has appeared on television 

and is featured in newspaper and magazine 

articles, including twice on the cover of 

Business Weekly magazine. 

Prudential Life Insurance Co. of Taiwan Inc. 

10/F 161 Sec 5 Nanjing E Rd, Taipei, 10570, Taiwan 

Phone: 886 227678866 

E-mail: carol.yu@prudential.com 

Thank you to our Annual Meeting Partners (as of April 10, 2010) 
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Exhibitors (By category) 

Exhibitors as of April 10, 2010 

Associations 

Agents for Change . . .......... . .... 410 

Association for Advanced 

Life Underwriting . . . . . . . . . . . . . 322 

GAMA International ........... . . .. . . . 320 

International Association of 

Registered Financial Consultants .... . . 408 

National Association 

of Insurance and Financial Advisors .... 313 

Broker-Dealer 

DIBroker ... . ............... . . . . 

Disability Insurance Services 

First Heartland Capital Inc .. 

International Medical Group 

Mutual Trust Financial Group 

Producers Equity Group . 

Regal Financial Group LLC 

ValMark Securities .. . ...... . .. . 

Woodbury Financial 

. .. 11 3 

....... 514 

.. 415 

214 

... . 207 

.. 301 

518 

. ..... . 206 

..... 414 

Client Building/Management Services 

Advisors Assistant . . . ............ . 211 

Astonish Results.. . . . 106 

Etherington & Vukets .. . . 314 

EZ Data Inc. . .. 307 

Guzzardo Leadership Group .... 

Identity Branding/e-Relationship . 

Pareto Systems .... . .... . . . ... . 

Computer/Internet Technology 

.. . 318 

... 418 

. .. 308 

Advisors Assistant ........ . ......... . ..... 211 

Astonish Results. . . . . . . . . . . . . . .. 106 

EZLifeSales.com .. 526 

Pareto Systems . .... .. .. . . ... . .. . . ... 308 

Financial Services 

Allianz Life .................... . . 

Allstate Insurance Co. 

Ash Brokerage Corp . ......... . . 

Columbus Life Insurance 

EZ Data Inc. 

Lincoln Financial Group .. 

MassMutual Financial Group. 

MetLife . 

Ohio National Financial Services . 

OneAmerica Financial Partners . 

Partners Advantage 

Insurance Services LLC. 

Principal Financial Group .. .... .. . . 

Producers Equity Group . 

. 200 

. . 506 

. 218 

. . . 226 

. 307 

...... . 223 

319 

300 

407 

100 

.. .. 419 

... . 306 

. ... 301 

Prudential ... . ...... . ...... ... .... . . . ..... 101 

Symetra Financial 

The Hartford . 

Transamerica Insurance 

& Investment Group. 

.... 427 

. . 326 

208 

Trust Builders Inc . .. . ..... .. . .. ... . . . .... . 209 

UNIFI Companies . 

Woodbury Financial 

Insurance Company 

... . . 115 

.... 414 

Allianz Li fe.. .... . . . ....... . . . ..... . 200 

Allstate Insurance Co. . .. 506 

Aviva . .... . . . ...... . ...... . ... .. . . . ...... . 401 

Columbus Life Insurance .... . . 226 

Disability Insurance Services . . 514 

First Heartland Capital Inc. . . . . 415 

ING. . . 213 

International Medical Group . . 214 

LIFE Foundation ................. . ...... . . 311 

Lincoln Financial Group ................... 223 

MassMutual Financial Group. . .. . 319 

MetLife . ...... ... .... . ...... . ...... . .... . . 300 

Mutual Trust Financial Group .. . . 207 

Prudential . . . . . . . . . . . . . . . . . . . . . . . . .. . . . . 101 

Symetra Financial 

The Hartford .. . ...... . ........ . . 

Transamerica Insurance 

& Investment Group. 

UNIFI Compan ies 

. . . . 427 

.. . 326 

. . . 208 

. . 11 5 

It is MDRT's intention, through its exhibitors, to provide attendees with 

access to products/services that are useful and may enhance the quality of 

their businesses. However, MORT does not guarantee the quality or value 

of any of the products/services offered by exhibitors. Attendees are advised 

that they deal with exhibitors at their own risk. 

Life Settlement Company 

Coventry . 

Integrity Life Settlements LLC . 

315 

107 

Regal Settlement Group ................... 111 

Other Valued Products and Services 

Agents for Change ....................... 410 

Coventry . . ....... . .. . .. . .. . ...... 315 

ExamOne .............. . .. . ... . 

Global Gift Fund . . ...... . ....... . 

Paramedical/Exam Services 

ExamOne. 

Hooper Holmes .. 

Productivity/Motivation 

. ... 309 

... 215 

.... 309 

. 219 

EZLifeSales.com ......................... 526 

IPS Dr. Kerry Johnson . 

Guzzardo Leadership Group. 

.. .. 210 

.... 318 

Mobile Assistant. ............... .. .. . ..... 109 

Regal Financial Group LLC 

The Covenant Group . 

..... 518 

. .. 406 

Publications/Newsletters/Rating Services 

Ed Slott & Company LLC . .. ... . ..... 108 

Summit Business Media . . . . . . . . . . . . 500 

Sales Ideas/Marketing Ads 

Creative Marketing .......... . ... . .. . ..... 325 

Ed Slott & Company LLC ... . . .. . .. . .. . .... 108 

Etherington & Vukets . . . 314 

Integrity Life Settlements LLC ............. 107 

The Critical Il lness Insurance Centre . . 225 

Training/Education 

Brokers Choice of America . . . .. 119 

Creative Marketing ..... . ........ . .. . ..... 325 

IPS Dr. Kerry Johnson . . . .. . 210 

GAMA International . 

Partners Advantage 

.... 320 

Insurance Services LLC . . .. . . . . .. . . 419 

Strategic Coach . . . . . . . . . . . . .... 201 

The American College . . . . . . . . . . . . . . . . . . . 222 

The Covenant Group . . .. 406 

The Critical Illness Insurance Centre . 225 

Trust Builders Inc. . 209 
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Exhibitors (Alphabetical Listing) 

529 College Savings Plans 

6811 S. 27th St. 

Lincoln, NE 68512 USA 

Phone: +1 888.993.3746 

Toll Free: + 1 866. 722. 7283 

Fax: +1402.323.1797 

Web site: www.529csp.com 

Learn more about three highly regarded 

low-cost, multi-managed 529 plans. Choose 

from solid investment funds including PIMCO, 

Fidelity, Vanguard, T. Rowe Price and a number 

of other quality fund families. These plans offer 

maximum flexibility with age-based , target and 

individual fund portfolios. 

212 

Advisors Assistant 

880 Price St. 

Pismo Beach, CA 93449 USA 

Phone: +1 805.773.7981 

Toll Free: + 1 800. 799.4267 

Fax: +1 805.773.7985 

Web site: www.advisorsassistant.com 

Advisors Assistant - the leader in client 

relationship management (CRM) software 

- increases sales, helps retain clients and 

streamlines office efficiency. Features include 

client, insurance and portfolio management, 

and free support and updates. 

211 

Agents for Change 

1001 Pennsylvania Ave., NW, Suite 500 S 

Washington, DC 20004 USA 

Phone: +1 202.589.1929 

Fax: +1 202.628.2507 

Web site: www.agents4change.net 

Agents for Change is a grassroots trade 

association of agents and brokers across all 

lines of insurance that support an optional 

federal charter. We are working to provide 

producers a choice of being licensed and 

regulated at either the federal or state level. 

410 

34 

Allianz Life 

5707 Golden Hills Drive 

Minneapolis, MN 55447 USA 

Phone: +1 763.765.5333 

Toll Free: +1 800.950.5872 

Fax: +1 763.582.6407 

Web site: www.allianzlife.com 

Allianz Life Insurance Co. of North America is part 

of the world's largest integrated group of financial 

services organizations. All ianz is a premier com­

pany offering annuity and life insurance products. 

200 

Allstate Insurance Co. 

3100 Sanders Road, Suite M4A 

Northbrook, IL 60062 USA 

Phone: +1 847.402.6581 

Fax: +1 847.402.4201 

Web site: www.allstate.com 

Allstate helps individuals and families in 

approximately 17 mill ion households protect 

what they have today and better prepare 

for tomorrow with a wide variety of insurance 

and financial products . 

506 

Ash Brokerage Corp. 

7609 W Jefferson Blvd. 

Fort Wayne, IN 46804 USA 

Phone: +1 260.478.0600 

Toll Free: +1 800.589.3000 

Web site: www.ashbrokerage.com 

Nationwide, Ash Brokerage specializes in life, 

long-term care and disability insurance, as well 

as annuities and advanced markets. We take 

your business to the next level through our 

consultat ive approaches to product solutions, 

concept evaluation, underwriting negotiation 

and business development. 

218 

Association for 

Advanced Life Underwriting (AALU) 

2901 Telestar Ct., 4th Floor 

Falls Church, VA 22042 USA 

Phone: +1 703.641.9400 

Toll Free: +1 888.275.0092 

Fax: +7 703.647.9885 

Web site: www.aalu.org 

AALU represents approximately 2,000 life 

insurance agents engaged in the sophisticated 

use of life insurance and related products in 

the fields of business continuation planning, 

estate planning, retirement planning, deferred 

compensation and employee benefits. 

322 

Astonish Results 

300 Centerville Road, Suite 320E 

Warwick, RI 02886 USA 

Phone: +1 401.921.6222 

Fax: +1 401.921.6225 

Web site: www.astonishresults.com 

Astonish Results is a digital marketing company 

that helps insurance agents find , sell and keep 

more customers profitably utilizing the Internet. 

106 

Aviva 

4216 162nd St. 

Des Moines, IA 50309 USA 

Phone: +1 515.241.3158 

Fax: +1 515.242.4523 

Web site: www.avivausa.com 

We're building insurance around YOU. In 

a world of "me first " thinking, we're putting 

customers at the center of everything we do in 

order to better understand and deliver on your 

unique needs. If this doesn't sound like an insur­

ance company, then we're already succeeding! 

401 

Brokers Choice of America 

10350 E. Easter Ave. 

Englewood, CO 80112 USA 

Toll Free: +1 800.661.4292 

Fax: +1 303.991.0792 

Web site: www.brokerschoice.com 

Brokers Choice of America is an organization 

that is committed to serving the independent 

advisor. The core foundation of our organiza­

tion was built on three principles: education, 

commitment and integrity. 

119 

Columbus Life Insurance 

400 E. Fourth St. 

Cincinnati, OH 45202 USA 

Phone: +1 513.361.6744 

Toll Free: +1 866.299.8715 

Fax: +1 513.361.6717 

Web site: www.columbuslife.com 

Columbus Life , a highly rated life insurance 

company, offers products through indepen­

dent producers - tailored to the affluent 

markets - with programs for wealth transfer, 

retirement income management and business 

planning strategies. 

226 



Coventry 

7111 Valley Green Road 

Fort Washington, PA 19034 USA 

Phone: +1 215.836.8300 

Toll Free: +1 877.836.8300 

Fax: +1 215.402.8384 

Web site: www.coventry.com 

Coventry created the secondary market for 

life insurance in the United States. We have 

delivered USO 3 billion to policy owners and 

established a new class of consumer-driven 

secondary market transactions. Coventry is 

making life insurance more flexib le, powerful 

and valuable than ever before. 
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Creative Marketing 

11460 Tomahawk Creek Pkwy. 

Leawood, KS 66211 USA 

Phone: +1 913.814.0510 

Toll Free: +1 800.992.2642 

Fax: +1 913.814.0512 

Web site: www.creativemarketing.net 

Creative, the industry's premier independent 

marketing organization for annuities and life 

insurance, provides agents with multiple 

options, including 35-plus carriers, superior 

education, marketing systems, back-office sup­

port 24 hours a day, seven days a week, 

and unparalleled expertise. 
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DI Broker 

16325 S.W. Boones Ferry Road, Suite 101 

Lake Oswego, OR 97035 USA 

Phone: +1 503.636.2112 

Toll Free: +1 877.636.2112 

Fax: +1 503.636.2144 

Web site: www.dibroker.com 

If you give expert advice, get expert advice 

from the professionals at DIBroker, the nation's 

leading individual disability, long-term care and 

critical illness insurance brokerage agency. 
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Disability Insurance Services 

4444 Zion Ave., Suite B 

San Diego, CA 92120 USA 

Phone: +1 619.284.8444 

To ll Free: +1 800.898.9641 

Fax: +1 619.284.8474 

Web site: www.diservices.com 

Disability Insurance Services is a wholesale 

operation that offers real solutions for individual 

disability income, business overhead expense 

and buy/sell products of the nation's leading 

carriers. Earn more and work less with the pro­

fessionals at Disability Insurance Services. 
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Ed Slott & Company LLC 

100 Merrick Road, Suite 200 E 

Rockville Centre, NY 11570 USA 

Phone: +1 516.536.8282 

Toll Free: +1 800.663.1340 

Fax: +1 516.836.8852 

Web site: www.irahelp.com 

Ed Slott's IRA Advisor is a monthly newsletter to 

expand your knowledge and increase earning 

capacity. We also offer two-day "Instant IRA Suc­

cess" workshops and provide information about 

membership in Ed Slott 's IRA Advisor Group. 
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Etherington & Vukets 

12 Madison Ave. 

Toronto, ON M5R 2S1 Canada 

Phone: +1 416.351.1464 

Toll Free: +1 888.633.6744 

Fax: +1 416.351.9535 

Web site: www.etheringtonvukets.com 

Find the client-building systems of longtime 

MORT member Bruce W. Etherington, CLU, 

CH.F.C., including his international best-seller, 

"See the People" (available in English, Spanish 

and Chinese), and CD sets "Acorns to Oak 

Trees" and "Lifeboats and Legacies." 
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Exam One 

10101 Renner Blvd. 

Lenexa, KS 66219 USA 

Phone: +1 877.933.9261 

Toll Free: +1 877.933.9261 

Fax: +1 913.859.6992 

Web site: www.examone.com 

ExamOne, a Quest Diagnostics company, is 

the nation's leading provider of risk assess­

ment information for the life insurance industry. 

Our integrated supply chain includes paramed­

ical exams, lab testing, attend ing physician 

statements, tele-underwriting and inspections. 
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EZ Data Inc. 

918 E. Green St. 

Pasadena, CA 91106 USA 

Toll Free: +1 800. 777. 9188 

Fax: +1 800.777.7620 

Web site: www.ez-data. com 

Ebix CRM's (formerly EZ Data) Web-based 

SmartOffice software is the financial services 

solution for cl ient relationship, practice and 

agency management. SmartOffice is used by top 

MORT producers, along with more than 125,000 

advisors throughout North America. SmartOffice 

helps financial professionals deliver high-touch 

service - without additional staff - generate 

more referrals and ensure client retention. 
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EZLifeSales.com 

2266 Lava Ridge Ct. 

Roseville, CA 95661 USA 

Phone: +1 916.773.2800 

Toll Free: +1 800.823.4852 

Fax: +1 916. 773.1344 

Web site: ww w. pinneyinsurance.com 

EZLifeSales.com eliminates paper applica­

tions. One single, online application works with 

more than 30 carriers. A built-in health analyzer 

guarantees accurate quotes, and we do the 

rest. The best part: It's free! 
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First Heartland Capital Inc. 

1839 Lake St. Louis Blvd. 

Lake St. Louis, MO 63367 USA 

Phone: +1 636. 625.0900 

Fax: +1 636.625.0990 

Web site: www. firstheartland.com 

First Heartland Capital Inc. is an independent 

broker-dealer offering a highly competitive 

payout agreement. Advanced case design is 

available for both variable and general account 

products. Underwriting case management 

and Web-based reporting is also provided. 
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GAMA International 

2901 Telestar Ct., Suite 140 

Falls Church, VA 22042 USA 

Phone: +1 571.499.4300 

Toll Free: +1 800.345.2687 

Fax: +1 571.499.4302 

Web site: www.gamaweb.com 

GAMA International builds the leaders who 

build the financial services industry. Our 

members look to us for world-class educa­

tion and training resources, a neutral venue 

for networking with peers, and opportunities 

for leadership roles and certified recognition 

programs. 
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Global Gift Fund 

6100 W. 96th Street, Suite 105 

Indianapolis, IN 46278 USA 

Phone: +1 866.301.0845 

Fax: +1 877.736.4624 

Web site: www.globalgiftfund.org 

Global Gift Fund is a donor-advised fund 

offered through the Renaissance Charitable 

Foundation that provides you with an opportu­

nity to meet your clients' phi lanthropic needs, 

while providing a money-management oppor­

tunity for you. Through Global Gift Fund, you 

can help your clients create their own family 

foundation without any administrative hassles. 

Stop by the Global Gift Fund, Booth 215 in the 

Exhibit Hal l, to learn how Global Gift Fund can 

fit charitable planning into your U.S. practice 

and increase your earning potential. 
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Guzzardo Leadership Group 

109 Holly Ridge Road 

Stockbridge, GA 30281 USA 

Phone: +1 770.474.1889 

Fax: +1 770.474.0442 

Web site: www.tomguzzardo.com 

Guzzardo Leadership Group provides break­

through business mastery training , with sales 

and marketing strategies for financial advisors. 
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Hooper Holmes 

170 Mt. Airy Road 

Basking Ridge, NJ 07920 USA 

Phone: +1 908.953.6314 

Toll Free: + 1 800. 782. 7373 

Fax: +1 908.953.6304 

Web site: www.hooperholmes.com 

Portamedic provides the coverage, consistency 

and compliance you and your clients demand. 

We do it right the first t ime, with true managed 

scheduling, expanded quality assurance and a 

nationwide imaging network. Portamedic helps 

you get from application to offer fast. 
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International Association of Registered 

Financial Consultants 

2507 N. Verity Pkwy. 

Middletown, OH 45042 USA 

Phone: +1 513.424.6395 

Toll Free: +1 800.532.9060 

Fax: +1 513.424.5752 

Web site: www.iarfc.org 

The International Association of Registered 

Financial Consultants (IARFC) is a nonprofit orga­

nization of financial consultants committed to 

promoting and upholding high professional and 

ethical standards in the industry. IARFC awards 

the Registered Financial Consultant (RFC) desig­

nation to those who meet the high standards. 
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Identity Branding/e-Relationship 

3300 Battleground Ave., Suite 250 

Greensboro, NC 27405 USA 

Phone: +1 336.303.1000 

Toll Free: +1 800.851.8169 

Fax: +1 336.303.7318 

Web site: www.identitybranding.com 

An extra USO 10,000 in commissions: Would 

that affect your bottom line? The average 

increase for an advisor using e-Relationship is 

higher - much higher. Get details on the finan­

cial industry's leading, compliance-approved, 

e-connection tool, now featuring an enhanced 

referral module! 
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ING 

20 Washington Ave. S 

Minneapolis, MN 55401 USA 

Phone: +1 612.342.7039 

Toll Free: +1 866.464.7355 

Fax: +1 612.342. 7634 

Web site: www.inglifeinsurance.com 

ING offers banking , insurance and asset 

management to more than 85 million private, 

corporate and institutional clients in more than 

40 countries. 
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IPS Dr. Kerry Johnson 

11151 Cherry Hill Drive 

Santa Ana, CA 92705 USA 

Phone: +1 714.368.3650 

Fax: +1 714.368.3485 

Web site: www.kerryjohnson.com 

Kerry L. Johnson, MBA, Ph.D., of Peak 

Performance Coaching promises an 

80 percent increase in sales production 

in eight weeks. Professionals around the 

world use Johnson and his coaches to 

increase business more quickly than they 

could on their own. This one-on-one coaching 

program will increase your sales without 

working more hours. 
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Integrity Life Settlements 

515 Valley St., Suite 140 

Maplewood, NJ 07040 USA 

Phone: + 1 973. 275.1110 

Fax: +1 973.275.1145 

Web site: www. ilifesettlements.com 

Integrity Life Settlements LLC offers turn-key 

marketing and educational programs tailored for 

expert, high-end producers, general agencies, 

insurance marketing organizations and broker­

dealers. Integrity - it 's more than just a name. 
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International Medical Group 

2960 N. Meridian St. 

Indianapolis, IN 46208 USA 

Phone: +1 317.655.4500 

Toll Free: +1 866.368.3724 

Fax: +1 317.655.4505 

Web site: www.imglobal.com 

Founded in 1990, International Medical Group 

provides medical and related international insur­

ance products to individuals, families and groups 

in more than 170 countries. With an extensive 

product line, International Medical Group has 

served more than a million cl ients worldwide. 
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LIFE Foundation 

1655 N. Fort Myer Drive, Suite 610 

Arlington, VA 22209 USA 

Phone: +1 847.864.8334 

Fax: +1 202.464.5011 

Web site: www.lifehappens.org 

The Life and Health Insurance Foundation for 

Education (LI FE) is a nonprofit organization 

established to address the public's growing 

need for information and education on life, 

health , disability and long-term care insurance. 
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Lincoln Financ ial Group 

100 N. Greene St. 

Greensboro, NC 27401 USA 

Phone: +1 336.691.4266 

Toll Free: +1 800.458.5299 

Fax: +1 336.335.2210 

Web site: www.lfg.com 

Lincoln Financial Group (the marketing name 

for Lincoln National Corp.) provides annuities , 

life insurance, 401 (k) and 403(b) plans, mutual 

funds, managed accounts, and financial plan­

ning and advisory services. 
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MassMut ual Financial Group 

1295 State St. 

Springfield, MA 01111 USA 

Phone: +1 860.562.3001 

Toll Free: + 1 800. 767.1000 

Fax: +1 413.226.4428 

Web site: www.massmutual.com 

MassMutual Financial Group is a marketing 

name for Massachusetts Mutual Life Insurance 

Co. (MassMutual). MassMutual and its subsid­

iaries had more than USO 363 billion in assets 

under management at year-end 2008. 
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MORT Experience Booth 

325 West Touhy Avenue 

Park Ridge, IL 60068 USA 

Phone: +1 847.692.6378 

Fax: +1 847.518.8921 

Web site: www.mdrt.org 

Register now for the 2011 MORT Experience 

meeting, held February 24-26 in Singapore. 

This meeting brings the ideas and inspiration of 

MORT directly to Asia. New for the 2011 Experi­

ence meeting, MORT will offer a half day of Main 

Platform for MORT members only. Visit the MORT 

Experience Booth in the Exhibit Hall to take 

advantage of the early registration discounted rate 

and learn more about th is fantastic destination in 

Southeast Asia. 
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MetLife 

1 Financial Center 

Boston, MA 02111 USA 

Toll Free: +1 800.638.5433 

Web site: www.metlife.com 

MetLife Inc. is a leading provider of insurance, 

employee benefits and financial services, with 

operations throughout the United States and the 

Latin America, Europe and Asia-Pacific regions. 
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Mobile Assistant 

2728 Asbury Road, Suite 650 

Dubuque, IA 52001 USA 

Phone: +1 608.347.2254 

Toll Free: +1 888.373.1916 

Fax: +1 563.583.2147 

Web site: www.mobileassistant.us 

Mobile Assistant is a tool designed to increase effi­

ciencies to improve profits by providing an efficient 

way of documenting client meeting notes, letters, 

e-mail or other correspondence. Get unlimited 

dictation for a low monthly subscription. 
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Mutual Trust Financial Group 

1200 Jorie Blvd. 

Oak Brook, IL 60523 USA 

Phone: +1 630.684.5477 

Toll Free: + 1 800. 323. 7320 

Fax: +1 630.684.5495 

Web site: www.mutualtrust.com 

Mutual Trust Financial Group offers a comprehen­

sive collection of financial products and services 

for estate, reti rement and business planning. 

Specializing in participating whole life insurance 

since 1904, we provide personal service, selling 

systems and advanced marketing expertise. 
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National Association of Insurance and 

Financial Advisors (NAIFA) 

2901 Telestar Ct. 

Falls Church, VA 22042 USA 

Phone: +1 703.770.8100 

Toll Free: +1 877.866.2432 

Fax: +1 703.770.8499 

Web site: www.naifa.org 

NAIFA protects and promotes the critical role 

of insurance in a sound financial plan and the 

essential role provided by our professional 

agents and advisors. 
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Ohio National Financial Services 

One Financial Way 

Cincinnati, OH 45242 USA 

Phone: +1 513.794.6100 

Toll Free: +1 800.242. 1894 

Fax: +1 513.794.4799 

Web site: www.ohionational.com 

Among the highest rated companies in the indus­

try, Ohio National delivers more with financial 

strength, a competitive contract and a compre­

hensive product portfolio. Discover opportunity 

and independence with Ohio National. 
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OneAmerica Financial Partners 

One American Square 

Indianapolis, IN 46237 USA 

Phone: +1317. 285.1764 

Fax: +1 317.285.1781 

Web site: www.oneamerica.com 

The companies of OneAmerica offer life insur­

ance, annuities, retirement plans , long-term 

care solutions and employee benefits . At 

OneAmerica, our vision is to deliver on our 

promises when customers need us most. 
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Pareto Systems 

300-1634 Harvey Ave. 

Kelowna, BC VJ Y 6G2 Canada 

Phone: +1 250.469.4757 

Toll Free: +1 866.593.8020 

Fax: +1 250. 469.7454 

Web site: www.paretosystems.com 

Pareto Platform is a Web-based client relation­

ship management (CRM) solution designed 

exclusively for financial advisors. 
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Exhibitors (Alphabetical Listing) 

Partners Advantage Insurance Services 

944 Via Lata 

Colton, CA 92324 USA 

Toll Free: +1 888.251.5525 

Web site: www.partnersadvantage.com 

Partners Advantage is a national insurance 

marketing organization offering expertise in 

the life/annuity/health markets, advanced case 

marketplace, services for registered represen­

tatives, top-tier technology, and unique lead 

and agency-building programs. 
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Principal Financial Group 

711 High St. 

Des Moines, IA 50392 USA 

Phone: +1 515.362.0055 

Toll Free: +1 800.654.4278 

Fax: +1 866.673.7995 

Web site: www.principal.com 

The Principal is a leader in offering 

businesses, individuals and institutional clients 

a wide range of financial products and services, 

including retirement and investment services 

and life and health insurance through its diverse 

family of financial services companies. 
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Prudential 

200 Wood Ave. S. 

lselin, NJ 08830 USA 

Phone: +1 732.482.6988 

Toll Free: +1 800.353.2847 

Fax: +1 732.482.8031 

Web site: www.prudential.com 

Security. Brand . Strength. It all adds up 

to one thing . Prudential. We are the Rock. 

We are Prudential . 
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Regal Financial Group LLC 

2687 44th St. SE 

Kentwood, Ml 49512 USA 

Phone: +1 616.224.2204 

Toll Free: +1 800.357.4757 

Fax: +1 616.458.7402 

Web site: www.regalfin.com 

Regal Financial Group is a producer group with 

integrity, outstanding technology, camaraderie, 

equity ownership and synergy. We couple 

Midwest values with straightforward thinking. 
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38 

Regal Settlement Group 

18932 N. Dale Mabry Hwy., Suite 102 

Lutz, FL 33548 USA 

Phone: +1 813.948.0019 

Toll Free: +1 888.734.2555 

Fax: +1 813.948.0010 

Web site: www.regalsettlementgroup.com 

Regal Settlement Group is a fu ll-service broker 

with the experience, professionalism and 

dedicated team that provides the best option 

for the financial professional in the life settle­

ment business. Trust is earned. Let Regal 

Settlement Group earn your trust. 

111 

Strategic Coach 

33 Fraser Ave., Suite 201 

Toronto, ON M6K 3J9 Canada 

Phone: +1 416.531.7399 

Toll Free: +1 800.387.3206 

Fax: +1416.531.1135 

Web site: www.strategiccoach.com 

Strategic Coach offers a lifetime focusing 

program for successful and highly motivated 

business owners. Currently, more than 3,000 

business owners from more than 60 industries 

worldwide attend the Strategic Coach Program. 
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Summit Business Media 

5081 Olympic Blvd. 

Erlanger, KY 41018 USA 

Phone: +1 859.692.2100 

Toll Free: +1 800.544.0622 

Fax: +1 859.692.2246 

Web site: www.sbmedia.com 

With more than 113 years of publishing experi­

ence in the life insurance category, Summit 

Business Media delivers the industry news and 

analysis insurance agents need in print , online 

and in person. 
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Symetra Financial 

777 108th Ave. N.E., Suite 1200 

Bellevue, WA 98004 USA 

Phone: +1 425.256.6043 

Toll Free: +1 800.706.0700 

Web site: www.symetra.com 

Symetra Financial Corp. and its subsidiaries 

provide employee benefits, annuities and life 

insurance through a national network of benefit 

consultants , financial institutions and indepen­

dent agents and advisors. 
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The American College 

270 S. Bryn Mawr Ave. 

Bryn Mawr, PA 19010 USA 

Phone: +1 610.526.1456 

Fax: +1 610.526.1400 

Web site: www.theamericancollege.edu 

The American College, devoted exclusively to 

financial services , offers an array of specialized 

designation programs, a Master of Science in 

financial services and customized cont inuing 

education programs. 
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The Covenant Group 

372 Bay St., Suite 1201 

Toronto, ON M5H 2W9 Canada 

Phone: +1416.304.1766 

Toll Free: +1 877.903.3878 

Fax: +1 416.304.0252 

Web site: www.covenantgroup.com 

We educate and coach entrepreneurs and 

provide business tools to enhance their per­

formance. We help organizations grow and 

increase productivity by improving the practice 

development capabi lity of owners and advisors. 
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The Critical Illness Insurance Centre 

301-1111 Blanshard St. 

Victoria, BC V8W 2H7 Canada 

Phone: +1 250.995.2269 

Fax: +1 250.995.2254 

Web site: www.criticalinsurance.org 

The Critical Illness Insurance Centre, home of 

the RCIS designation, is the only internation­

al ly focused professional resource center 

dedicated to delivering world-class education 

on critical illness for the discerning insurance 

professional. 
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The Hartford 

1125 Sanctuary Pkwy., S450 

Alpharetta, GA 30009 USA 

Phone: +1 404.316.5577 

Fax: +1 860.380.3220 

Web site: www.hartfordlife.com 

Celebrating 200 years, The Hartford is an 

insurance-based financial services company 

that serves households, businesses and 

employees by helping to protect their assets 

and income from risks , by managing wealth 

and retirement needs. 
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The Legacy Network 

980-A Pier View Drive 

P.O. Box 51448 

Idaho Falls, ID 83405 USA 

Phone: +1 208.356.3189 

Fax: +1 208.356.3328 

Web site: www.toleavealegacy.com 

The Legacy Network is a life brokerage com­

pany specializing in agent training , case design 

and high compensation . We work with the 

largest names in the industry. 
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Transamerica Insurance & Investment Group 

1150 S. Olive St. 

Los Angeles, CA 90015 USA 

Toll Free: +1 866.545.9058 

Web site: www.transamerica.com 

Transamerica offers an array of innovative 

financial services and products designed to 

help individuals, families and businesses bui ld, 

protect, and preserve their assets. Leverage 

our experience to grow your business. 
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Trust Builders Inc. 

P.O. Box 1088 

Dallas, OR 97338 USA 

Phone: +1 503.831.1111 

Toll Free: +1 800.773.1138 

Fax: +1 877.718.2693 

Web site: www.TBlnc.com 

Trust Builders Inc. is the creator of The Retire­

ment Analysis Kit (TRAK). TRAK software has 

been quickly and effectively educating clients 

about their retirement for more than 25 years. 
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Unibind Inc. 

11820 Wills Road, Suite 100 

Alpharetta, GA 30009 USA 

Phone: +1 770.674.6000 

Toll Free: +1 800.864.2463 

Fax: +1 770.674.6007 

Web site: www.unibind.com 

Unibind provides bind ing and presenta-

tion products to a variety of industries and 

institutions, including financial, real estate, 

photography, government, education, copy 

and print shops, and large corporations. 
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UNIFI Cos. 

59000St. 

P.O. Box 81889 

Lincoln, NE 68501 USA 

Phone: +1 402.467.7447 

Toll Free: +1 800.444.1889 

Fax: +1 402.325.4258 

Web site: www.unificompanies.com 

UNIFI Companies: Ameritas Life, Acacia Life, 

Union Central Life and affi liated companies. 

Offering relationship-focused service, compet­

itive rewards and versatile products, including 

life insurance, annuities, disability income 

insurance, retirement plans and investments. 
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Val Mark Securities 

1020 Stradshire Drive 

Raleigh, NC 27614 USA 

Phone: +1 919.676.6398 

Toll Free: +1 800.532.1006 

Fax: +1 919.846.5381 

Web site: www.valmarksecurities.com 

Val Mark Securities is a broker-dealer that pro­

vides a single, independent distribution system 

of investment and insurance products to elite 

independent wealth transfer firms. 
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Woodbury Financial 

500 Bielenberg Drive 

Woodbury, MN 55125 USA 

Toll Free: +1 800.800.2638 

Fax: +1860.380.1733 

Web site: www.woodburyfinancial.com 

Woodbury Financial Services is an independent 

broker-dealer. We were named the 2006 and 

2009 Division IV Broker-Dealer of the Year by 

Investment Advisor magazine. We exist to help 

the best independent advisors succeed in serv­

ing the financial planning needs of their clients. 
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Special Recognition 

2010 Management Council 

Guy E. Baker, MSFS, CLU 

President 

Walton W. Rogers, CLU, ChFC 

Immediate Past President 

Julian H. Good Jr., CLU, ChFC 

First Vice President 

Jennifer A. Borislow, CLU 

Second Vice President 

D. Scott Brennan 

Secretary 

Brian D. Heckert, ChFC 

Divisional Vice President, Annual Meeting PDC 

James M. McEvoy, CLU, AEP 

Divisional Vice President, Annual Meeting PGA 

Walter E. Katz, CLU, CFP 

Divisional Vice President, External Relations 

H. Larry Fortenberry, CLU, ChFC 

Divisional Vice President, Finance 

Gilbert A. Haggart , CLU, LUTCF 

Divisional Vice President, Member Services 

Frank William Andreoli 

Divisional Vice President, 

Membership Standards 

Alessandro M. Forte, Cert PFS 

Divisional Vice President, Practice Management 

W. Luther Pierce IV, CLU 

Divisional Vice President, Top of the Table 

2010 MORT Foundation Officers 

Sally W. Munford, MSFS, CLU 

President 

Robelynn H. Abadie, LUTCF, RFC 

Vice President 

Gilbert A. Haggart, CLU, LUTCF 

Treasurer 

Barbara A. Pietrangelo, CFP, ChFC 

Secretary 

2010 Program Development Committee 

Brian D. Heckert, ChFC 

Divisional Vice President 

Anthony J. Carlyon, FAFA, F Fin 

Chair, Focus Sessions 

Corry Collins, CLU 

Chair, Main Platform/Special Sessions 

Heather M. Courneya, CLU, CH.F.C. 

Assistant Chair, Focus Sessions 

Roger A. Seim, MSFS, CLU 

Assistant Chair, Focus Sessions 

Regina Bedoya, CLU, ChFC 

Assistant Chair, Main Platform/Special Sessions 

Sarah J . Kaelberer, CFP, ChFC 

Assistant Chair, Main Platform/Special Sessions 

Steven A. Plewes, CLU, ChFC 

Assistant Chair, Main Platform/Special Sessions 
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Kathleen R. Benjamin, CFP, CPA 

Captain 

Gregory B. Gagne, ChFC 

Captain 

Ian James Green 

Captain 

Laurie A. Leja, CLTC 

Captain 

Peter R. Magni, LUTCF 

Captain 

Hidenori Miki, TLC 

Captain 

Adam A. Solano Jr. 

Captain 

Ross Vanderwolf, CFP 

Captain 

2010 Program General Arrangements 

James M. McEvoy, CLU, AEP 

Divisional Vice President 

Ava Diane Smith, CLU, ChFC 

Chair, Member Logistics 

Robert L. Avery II, CLU, ChFC 

Chair, Member Enhancement 

Tsutomu Inagaki, CFP 

Chair, Member Services 

Brad J. Myers 

Task Force Director, Traffic General 

Todd D. Hruby, LUTCF 

Task Force Director, Traffic Main Platform 

Scott Roger Lebin , RFC 

Task Force Director, Traffic Sessions 

William M. McNamara, CLU, ChFC 

Task Force Director, Entertainment 

Caroline Kheng , ChFC 

Task Force Director, First Time Orientation 

Andrew James Brook, Cert PFS 

Task Force Director, Meeting Information and Involvement 

David R. Wi lson, CLU 

Task Force Director, Power Center 

Don Clay Hall II , CLU, ChFC 

Task Force Director, Speaker Relations - Main Platform 

Jennifer P. Mann, MBA, LUTCF 

Task Force Director, Registration 

Jerry Maier, CLU, ChFC 

Assistant Director, Traffic General 

Thomas R. McCoy 

Assistant Director, Traffic General 

Devang Patel 

Assistant Director, Traffic General 

Gary P. Ruchin , CLU, CFP 

Assistant Director, Traffic General 

Junji Yamaguchi 

Assistant Director, Traffic General 

Anthony G. Engrassia, LUTCF, ChFC 

Assistant Director, Traffic Main Platform 

Colin R. Parkin, Cert PFS, Cert CllMP 

Assistant Director, Traffic Main Platform 

Godfried Wouters 

Assistant Director, Traffic Main Platform 

Emmette F. Albritton, LUTCF, FSS 

Assistant Director, Traffic Sessions 

David W. Andreoli 

Assistant Director, Traffic Sessions 

Misao Kajinami 

Assistant Director, Traffic Sessions 

Caroline Louise Rearick, CLTC 

Assistant Director, Traffic Sessions 

Aurora Saenz 

Assistant Director, Traffic Sessions 

Nima Tousi, CFP, CLU 

Assistant Director, Traffic Sessions 

Niraj P. Baxi , CLU, ChFC 

Assistant Director, Entertainment 

Daniel C. Caswell 

Assistant Director, Entertainment 

Rina Cipparrone, CFP, CLU 

Assistant Director, Entertainment 

Scott S. Paterick, CLU, ChFC 

Assistant Director, Entertainment 

Terrell L. Calhoun 

Assistant Director, First Time Orientation 

Thomas E. McGregor, CLU, ChFC 

Assistant Director, First Time Orientation 

Pecky Wong So Ping, FChFP, RFC 

Assistant Director, First Time Orientation 

Will iam P. Chiu, CLTC, Ph.D. 

Assistant Director, Meeting Information and Involvement 

Lynne S. Crow, CLU, ChFC 

Assistant Director, Meeting Information and Involvement 

Serge Morel 

Assistant Director, Meeting Information and Involvement 

Angela Fok Ying 

Assistant Director, Power Center 

ShirleyAnn Robertson, CLTC 

Assistant Director, Power Center 

John A. Shumski, RFC, LUTCF 

Assistant Director, Power Center 

Mary Taylor, Cert PFS, B Ed(Hons) 

Assistant Director, Power Center 

Bev Carlyon, FChFP, CFP 

Assistant Director, Speaker Relations - Main Platform 

Gary S. Chard 

Assistant Director, Speaker Relations - Main Platform 

John L. Gilfoil , CLU, ChFC 

Assistant Director, Speaker Relations - Main Platform 

Craig Alan Lilley, CFP, CLU 

Assistant Director, Speaker Relations - Main Platform 

David Pritchard, Cert PFS 

Assistant Director, Speaker Relations - Main Platform 

Aaron Lee Hammer, LUTCF 

Assistant Director, Registration 

Keila Honda 

Assistant Director, Registration 

Peter Moyle, ADFS, FChFP 

Assistant Director, Registration 

EuniceC. Wu 

Assistant Director, Registration 



In Memoriam 

We pay tribute to the following 

members who have passed 

away during the past year 

(as of April 12, 2010): 

Elliott Adler 

Jupiter. FL 

Richard G. Ainslie, RHU 

Glendale, CA 

Betty Q. Alejandro 

Mandaluyong City, Philippines 

Lon Skinner Bond, CLU 

Milwaukee, WI 

Richard L. Brady, CLU 

Portland, OR 

Thomas M. Brinker, CLU, ChFC 

Havertown, PA 

George E. Burnette, CLU, ChFC 

Mayfield, KY 

Francis R. Caplan 

West Hartford, CT 

James Cardwell Jr. 

South Charleston, WV 

Shailesh S. Chokshi, LUTCF 

SugarLand, TX 

Wayne R. Cimeley, CLU 

Paducah, KY 

William M. Claytor, CLU 

Roanoke, VA 

Victor Cotovitchi 

Bucharest, Romania 

Wayne Cunningham, CLU 

Mooreland, OK 

Ken Cutting 

Worcester, MA 

Sidney De Young, CLU 

Worcester, MA 

John R. Diamond 

Cumberland, MO 

Albert J. Farrington 

Albany, NY 

James H. Fine 

Tucson, AZ 

Donald Patrick Foster 

Virginia Beach, VA 

Frank Friedler Jr., CLU, ChFC 

New Orleans, LA 

Jack B. Frohman, CLU 

Cincinnati, OH 

G. Lawrence Gadsby Jr. , CLU 

Newport, Rf 

W. Jacques Gibbs 

Minneapolis, MN 

P. Kevin Gilman 

Oswego, NY 

Joseph A. Godfray, CLU 

Dracut, MA 

Eugene M. Goldberg, CLU, ChFC 

Charlotte, NC 

Setsuko Hamano, AFP 

Chiba, Japan 

Evan Lee Horne 

Ada, OK 

Sago Ishikawa 

Tokyo, Japan 

Berry Holland Johnson 

Cornelius, NC 

Clifton I. Johnson 

Bountiful, UT 

WayneS. Jun 

Brea, CA 

Arnold A. Kanter, CLU 

Chicago, IL 

John G. Kantner, RFC, CLTC 

Brookfield, WI 

William L. Kline, CLU, ChFC 

Nashville, TN 

Grace Wynn Knopfelmacher, CLU 

Mequon, WI 

Masaru Koshu 

Tokyo, Japan 

Barry H. Kurtz, CLU 

Anthem, AZ 

Arline Maher Lozier 

Des Moines, IA 

W. Bryan Lumpkin 

Lake Charles, LA 

David Alexander Marley, CSA, ChFC 

Coral Gables, FL 

Henry T. Martin 

San Antonio, TX 

Dean H. McBride 

Phoenix, AZ 

Jack L. McKewen, CLU 

Birmingham, AL 

William J. Mclaughlin 

Amherst, NY 

1. B. Meisel , CLU, ChFC 

Farmington Hills, Ml 

Richard G. Miko 

Lake in the Hills, IL 

Keith Miller, CLU, ChFC 

Mequon, WI 

J. Stan Montgomery, CLU, ChFC 

Montgomery, AL 

Kyle M. Morton, LUTCF, CSA 

Fort Worth, TX 

George T. Murnane, CLU 

Minneapolis, MN 

Kevin J. Murphy 

Jacksonville, FL 

Hiroe Nishiuchi 

Tokyo, Japan 

Paul L. Oliver Jr., CLU 

Elk Grove, CA 

Max W. Padgett 

Logansport, IN 

G. Clair Plank, CLU, ChFC 

Springfield, MO 

William H. Plummer 

Silver Spring, MO 

Todd D. Pontius, CLU, ChFC 

Powell, OH 

Kiran Raj 

Bengaluru, India 

Herbert Rome, CLU 

Mission, KS 

Sherwin H. Rosen, LUTCF, CLU 

Lakewood, CO 

Fred M. Rosenbaum 

Portland, OR 

Alan M. Rosenbloom, RHU 

Sherman Oaks, CA 

Ronald F. Russell, CLU, ChFC 

Kelowna, BC, Canada 

C. Gordon Scull, CLU, CSA 

North Lima, OH 

Robert D. Sills, CLU, ChFC 

Thornville, OH 

Sam S. Sloan Jr. 

Paducah, KY 

Gary D. Smith 

North Canton, OH 

Thomas H. Smoot II , CLU, ChFC 

St. Simons Island, GA 

Brett D. Townley 

Syracuse, NY 

Ralph G. Trimborn, CLU 

Dayton, OH 

Roger J . Warrum 

Beachwood, OH 

S. Miller Weisman 

Troy, Ml 

Jack M. Williams, CLU, ChFC 

Oklahoma City, OK 

Frank J. Willms, CLU 

Windsor. ON, Canada 

G.W. Woof, CLU 

Greenwood, ON. Canada 

Clare Wong Mo Lan, LUTCF 

Causeway Bay, Hong Kong 
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Past Presidents 

Year Total Membership 1956 *Arthur F. Priebe, CLU, Penn Mutual, Rockford, IL ... 2,013 

1927 ' Paul F. Clark, CLU, John Hancock, Boston, MA. . .... 32 Meeting on the Kungsholm to Bermuda 

Meeting at the Peabody, Memphis, TN 1957 *Howard D. Goldman, CLU, Northwestern Mutual , Richmond, VA. . 2,438 

1928 *Wi lliam M. Duff, CLU, Equitable-New York, Pittsburgh, PA. .39 Meeting at the Greenbrier, White Sulphur Springs, WV 

Meeting at the Book-Cadillac, Detroit, Ml 1958 *Will iam D. Davidson, CLU, Equitable-New York, Chicago, IL. 2,987 

1929 'George E. Lackey, CLU, MassMutual, Detroit, Ml . . ... 64 Meeting at the Banff Hotel, Banff, Alberta, Canada 

Meeting at the Mayflower, Washington, D.C. 1959 *Adon N. Smith II , CLU, Northwestern Mutual, Charlotte, NC . ....... 2,688 

1930 ' Earl G. Manning, John Hancock, Boston, MA. . . ...... . .. ..... 118 Meeting at the Americana, Bal Harbour, FL 

Meeting at the Royal York, Toronto, Ontario, Canada 1960 *Robert S. Albritton, CLU, Provident Mutual, Los Angeles, CA. . .. 3,040 

1931 *Theodore M. Riehle, CLU, Equitable-New York, New York, NY ....... 168 Meeting at the Hilton Hlan Village, Honolulu, HI 

Meeting at the William Penn. Pittsburgh, PA 1961 *James B. Irvine Jr. , CLU, Northwestern Mutual, Chattanooga, TN . . 2,932 

1932 *Robert A. Brown, Pacific Mutual, Los Angeles, CA. .. 125 Meeting at the Americana, Bal Harbour, FL 

Meeting at the Fairmont, San Francisco, CA 

1933 ' M. J. Donnelly, Equitable- New York, New Castle, PA . . .101 

Meeting at the Stevens, Chicago, IL 

1934 *Thomas M. Scott, Penn Mutual, Philadelphia, PA. . .. . .. 118 

Meeting at the Schroeder, Milwaukee, WI 

1935 *Caleb R. Smith, MassMutual, Ft. Lauderdale, FL . . ..... 124 

Meeting at the Savery, Des Moines, IA 

1936 *HarryT. Wright, Equitable-New York, Chicago, IL. . ..... 143 

Meeting at the Ritz Carlton, Boston, MA 

1937 *Grant Taggart, CA-Western States, Cowley, WY ... . .......... 158 

Meeting at the Brown Palace, Denver, CO 

1938 *Jack Lauer, Penn Mutual, Cincinnati, OH ............ . 

Meeting at the Rice, Houston, TX 

1939 *Paul C. Sanborn, Connecticut Mutual, Boston, MA 

Meeting at the Jefferson, St. Louis, MO 

1940 *Henry G. Mosler, MassMutual , Los Angeles, CA 

Meeting at the Bellevue-Stratford, Philadelphia, PA 

1941 ' H. Kennedy Nickell, CLU, Connecticut General, Chicago, IL ... 

Meeting at the Netherland Plaza, Cincinnati, OH 

1942 *Robert P. Burroughs, National Life-Vermont, Manchester, NH. 

No meeting due to war. 

. . 162 

...... 163 

.. 154 

. . 171 

. .. 223 

1943 ' Ron Stever, CLU, Equitable- New York, Los Angeles, CA ... . ... . .. . . 232 

Meeting at the William Penn, Pittsburgh, PA 

1944 *A.J. Ostheimer Ill , Northwestern Mutual, Honolulu, HI . . .. 408 

Meeting at the Statler, Detroit, Ml 

1945 *John E. Clayton, MassMutual, Newark, NJ .. . .. .. . . .. . .. . .. . . . .468 

No meeting due to war. 

1946 *Louis Behr, CLU, Equitable-New York, Chicago, IL .... .. . .. . . . .... 525 

Meeting at French Lick Springs, French Lick, IN 

1947 ' Harold S. Parsons, The Travelers, Corona Del Mar, CA ... ....... 726 

Meeting at the New Ocean House, Swampscott, MA 

1948 *Paul H. Dunnavan, CLU, Canada Life, Minneapolis, MN. ....... 829 

Meeting at French Lick Springs, French Lick, IN 

1949 *Paul W. Cook, CLU, Mutual Benefit Life, Chicago, IL. ... 824 

Meeting at the Netherland Plaza, Cincinnati, OH 

1950 *Theodore Wid ing, CLU, Provident Mutual , Philadelphia, PA ........ . . 790 

Meeting at Haddon Hall, Atlantic City, NJ 

1951 *John 0. Todd, CLU, Northwestern Mutual, Evanston , IL. 

Meeting at the Hotel Del Coronado, Coronado, CA 

1952 *Walter N. Hiller, CLU, Penn Mutual, Chicago, IL 

Meeting at the Mt. Washington, Bretton Woods, NH 

1953 *Wi lliam T. Earls, CLU, Mutual Benefit Life, Cincinnati, OH. 

Meeting at the Greenbrier, White Sulphur Springs, WV 

1954 'G. Nolan Bearden, New England Life, Atlanta, GA ....... . . . . . . 

Meeting at the Hotel Del Coronado, Coronado, CA 

1955 'George B. Byrnes, CLU, New England Life, Palos Verdes, CA 

Meeting at the Greenbrier, White Sulphur Springs, WV 
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. .. 949 

1,065 

1,240 

1,492 

1,557 

1962 *Lester A. Rosen, CLU, Union Central, Memphis, TN ............. . . 3,122 

Meeting at the Queen Elizabeth, Montreal, Quebec, Canada 

1963 *Daniel H. Coakley, New York Life, Boston, MA . . . 

Meeting on the Kungsholm to Bermuda 

3,420 

1964 *Alfred J. Lewallen, CLU, Mutual Benefit Life, Miami, FL ... . .. . ... .. 3,202 

Meeting at the Diplomat, Hollywood, FL 

1965 *lram H. Brewster, Phoenix Mutual, Pittsburgh, PA ...... . .. ...... 3,636 

Meeting at the Broadmoor, Colorado Springs, CO 

1966 ' Donald Shepherd, John Hancock, Boston, MA .... .. . . . ..... . 4,076 

1967 

1968 

1969 

Meeting at the Statler Hilton, Boston, MA 

' Frank E. Sullivan, CLU, Mutual Benefit Life, Newark, NJ . 

Meeting at Congress Hall, Lucerne, Switzerland 

'Sadler Hayes, Penn Mutual, New York, New York. 

Meeting at the Masonic Memorial Temple, San Francisco, CA 

'Stanley S. Watts, CLU, Equitable - New York, Miami, FL 

Meeting at the Diplomat, Hollywood, FL 

4,616 

5,078 

5,689 

1970 John H. Ames, CLU, Mutual Benefit Life, Morristown , NJ ......... . 6,675 

1971 

1972 

Meeting at the Hilton Hlan Village, Honolulu, Hf 

Richard G. Bowers, CLU, New York Life, Keokuk, IA . 

Meeting at the Washington Hilton, Washington, D.C. 

•James B. Longley, CLU, New England Life, Lewiston, ME 

Meeting at the Queen Elizabeth, Montreal, Quebec, Canada 

1973 Henry F. McCamish Jr., CLU, MassMutual, Atlanta, GA. 

Meeting at the Seattle Center, Seattle, WA 

1974 C. Robinson Fish Ill, CLU, Northwestern Mutual, Boston, MA 

Meeting at the Fountainbleau, Miami Beach, FL 

7,589 

... 8,361 

. .. 9,587 

10,987 

1975 Jack Peckinpaugh, CLU, ChFC, Indianapolis Life, Muncie, IN .. . .12,422 

Meeting at the Masonic Memorial Temple, San Francisco, CA 

1976 Rulon E. Rasmussen, CLU, New York Life, Phoenix, Arizona .. 

1977 

1978 

Meeting at the Hynes Auditorium, Boston, MA 

*Marshall I. Wolper, CLU, Equitable - New York, Miami, FL 

Meeting at the Atlanta Civic Center, Atlanta, GA 

'Jack L. McKewen, CLU, Fidelity Mutual, Birmingham, AL. 

Meeting at the Blaisdell Center, Honolulu, HI 

. .11 ,804 

.. 12,757 

. .14,742 

1979 ' Paul L. Oliver Jr., CLU, Prudential of America, San Francisco, CA . ... 17,205 

Meeting at McCormick Place, Chicago, IL 

1980 Millard J. Grauer, CLU, Equitable- New York, Chicago, IL . ...... ... 17,406 

Meeting at The Rivergate, New Orleans, LA 

1981 Clune J. Walsh Jr. , CLU, Home Life, Detroit, Ml . 

Meeting at Radio City Music Hall, New York, NY 

1982 'Stanley Liss, CLU, New York Life, New York, NY 

Meeting at the Atlanta Civic Center, Atlanta, GA 

. ..... 17,581 

.. 17,737 

1983 Jack B. Turner, CLU, ChFC, General American Life, Clarksville, TN ... 17,679 

Meeting at the Dallas Convention Center, Dallas, TX 

1984 Paul R. Buckley, CLU, New England Life, Lewiston, ME ........ . . 18,964 

Meeting at Radio City Music Hall, New York, New York 



1985 Ron D. Barbaro, North American Life, Toronto, Ontario, Canada ..... 21,722 

Meeting at the San Francisco Civic Auditorium, San Francisco, CA 

1986 *Frank Friedler Jr., CLU, Home Life, New Orleans, LA .......... . . 20,598 

Meeting at the Orange County Convention/Civic Center. Orlando, FL 

1987 Wilmer S. Poynor Il l, CLU, ChFC, New York Life, Birmingham, AL . . . 17,051 

Meeting at McCormick Place, Chicago, IL 

1988 Arlen I. Prentice, CLU, ChFC, Seattle, WA ........ . . .. . 16,944 

Meeting at the Atlanta Civic Center, Atlanta, GA 

1989 G. Carey Hauenstein , CLU, State Mutual of America, Laurel , MS. 16,792 

Meeting at the Metro Toronto Convention Centre, Toronto, Ontario, Canada 

1990 *David H. Hilton, CLU, ChFC, Northwestern Mutual Life, Chicago, IL . . 16,393 

Meeting at the San Francisco Civic Auditorium, San Francisco, CA 

1991 Seymour Petrovsky, CLU, Business Men's Assurance, Phoenix, AZ . 16,297 

Meeting at the New Orleans Convention Center, New Orleans, LA 

1992 William T. O'Donnell, MassMutual, Chicago, IL .... ...... . . 15,957 

Meeting at McCormick Place, Chicago, IL 

1993 Charles D. Marks, CLU, ChFC, Prudential of America, New Orleans, LA .. 15,721 

Meeting at the Hynes Convention Center, Boston, MA 

1994 Lyle L. Blessman, Northwestern Mutual, Englewood, CO 

Meeting at the Dallas Convention Center, Dallas, TX 

15,686 

1995 Robert B. Plybon, CLU, ChFC, Phoenix Home Life, Greensboro, NC .. 15,703 

Meeting at the Metro Toronto Convention Centre, Toronto, Ontario, Canada 

1996 Walter G. Schnee Ill , Phoenix Home Life, Pasadena, CA ... . .. 18,784 

Meeting at the Anaheim Convention Center, Anaheim, CA 

1997 John W. Cruikshank Ill , CLU, Northwestern Mutual, Deerfield, IL .... . 18,815 

Meeting at the Atlanta Civic Center, Atlanta, GA 

1998 Gene L. Mahn, CLU, ChFC, MassMutual, Thousand Oaks, CA .. .... 19,182 

Meeting at McCormick Place, Chicago, IL 

1999 Reginald N. Rabjohns, CLU, ChFC, New England Financial , Chicago, IL .. 21,262 

Meeting at Ernest N. Moria/ Convention Center, New Orleans, LA 

2000 Brian H. Ashe, CLU, Independent, Lisle, IL . . 

Meeting at Bill Graham Civic Auditorium, San Francisco, CA 

2001 Tony Gordon, Independent, Bristol, England, United Kingdom 

Meeting at Metro Toronto Convention Centre, Toronto, Canada 

23,341 

25,037 

2002 Marvin H. Feldman, CLU, ChFC, New York Life, East Liverpool , OH . . 28,282 

Meeting at Gaylord Opryland Resort and Convention Center, Nashville, TN 

2003 Richard H. Sullenger, GenAmerica Financial, Bakersfie ld, CA . . .. 27,665 

Meeting at Paris and Bally's Hotel and Casino, Las Vegas, NV 

2004 George B. Pickett, J.D. , CLU, Valmark Securities, Jackson, MS. 29,652 

Meeting at the Anaheim Convention Center, Anaheim, CA 

2005 Adelia C. Chung, CLU, ChFC, Chung Insurance and Investment Group, 

Honolulu, HI . . ........... 33,297 

Meeting at the Ernest N. Moria/ Convention Center, New Orleans, LA 

2006 Stephen 0. Rothschild, CLU, ChFC, Rothschild & Sale, St. Louis, MO . 35,781 

Meeting at the San Diego Convention Center, San Diego, CA 

2007 Philip E. Harriman, CLU, ChFC, Lebel and Harriman, Falmouth, ME ... 35,662 

Meeting at Colorado Convention Center. Denver, CO 

2008 James E. Rogers, CLU, CFP, Rogers Group Financial Ltd., 

Vancouver, British Columbia, Canada. . ........ 39,340 

Meeting at Metro Toronto Convention Centre, Toronto, Ontario, Canada 

2009 Walton W. Rogers, CLU, ChFC, W. Rogers and Associates, 

Annapolis, MD 31,857 

Meeting at Indiana Convention Center, Indianapolis, IN 

•Deceased 
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Special Guests (Registered as of April 8 , 2010) 

Larry Adams 

Senior Vice President 

Ohio National Financial Services 

Michael Adderley 

Vice President, Sales 

Family Guardian Insurance 

Janice Advani, CLU, ChFC 

Corporate Vice President 

New York Life 

Luis Alvarado 

Vice President Mercadeo 

Compania Internacional de Seguros SA 

Michael Austin 

Vice President, Sales 

Guardian Life of the Caribbean 

Vicente Ayllon 

Chairman of the Board and CEO 

The Insular Life Assurance Co. Ltd. 

John T. Baier, CLU, ChFC 

President-Elect 

GAMA International 

William Beaty 

Vice Chairman, CEO Latin America 

New York Life International 

Chad Benjamin 

Agency Sales Integration 

State Farm 

Douglas Bennett 

Sounding Board Consulting 

R. Clifford Berg, CLU, ChFC 

President 

Society of Financial Service Professionals 

Tip Bertram 

Neil Borthwick 

Executive Manager of Claims 

Asteron 

Edward Boyce, CLU, ChFC 

Vice President 

New York Life International 

Warren Campbell , CFP, CLU 

President 

Advocis Greater Vancouver 

Fabian Carew 

President 

Trinidad & Tobago Association of Insurance and 

Financial Advisors 

Jason Cavalier 

Chief Marketing Officer 

Advantage Insurance Network 

David Cave 

Agency Manager 

CL/CO International Life 

Taejin Cha 

Chief Marketing Officer 

MetLife Korea 

Jacky Chan 

Chief Executive Officer 

A/A Hong Kong 
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Jean Chang 

Manager 

Fubon Life Insurance Co. 

Jack Chiasson, CMP, GAE 

Executive Director 

National Association of Independent 

Life Brokerage Agencies 

Dean Connor 

Chief Operat ing Officer 

Sun Life Financial Canada 

Peter Coyiuto, CLU 

President and CEO 

First Life Financial Company Inc. 

Thomas D. Currey, CLU, ChFC 

President 

National Association of Insurance and 

Financial Advisors 

Pat Dalton 

Vice President, Administration 

Financial Performance Group Inc. Canada 

Michael C. Davidson, CLU 

Chai rman, Board ofTrustees 

The American College 

Jack Dewald, CLU, RHU 

Chair 

Life and Health Insurance Foundation for Education 

Kevin Dougherty 

President 

Sun Life Financial/Global Investments 

John Favaloro, CLU 

Managing Director 

MetLife/Creative Financial Services 

Marvin Feldman, CLU , ChFC 

President and CEO 

Life and Health Insurance Foundation for Education 

Joseph E. Frack, CPA 

Chief Executive Officer 

Society of Financial Service Professionals 

Martin Glennon 

President 

LIA Ireland 

Roberto Gonzalez Galindo 

Executive Director, Business Lines 

MetLife Mexico 

Carlton A. Gordon, BA, CLU 

President 

Jamaica Association of Insurance and 

Financial Advisors 

Eleni Grypari s, LUTCF 

President 

Panhellenic Association of Insurance Advisors 

Rajiv Kumar Gupta 

Execut ive Director, Marketing 

SB/ Life Insurance 

Tom Hannigan 

Head of Training and Development 

Acorn Life 

Jesus Alfonso Hofilena 

Executive Vice President 

Insular Life Assurance 

Haidi Huang, CLU, ChFC 

President 

Asian American Insurance & 

Financial Professional Association 

Gary Huffman, CLU, ChFC 

Vice Chairman and COO 

Ohio National Financial Services 

Jeffrey R. Hughes 

Chief Executive Officer 

GAMA International 

Nelly Husnayati 

Executive Vice President and Chief Agency Officer 

Pt Asuransi Jiwa Manulife Indonesia 

Yun Sung Hwang 

F2F Agency Vice President 

A/A Life Korea 

Todd Janower, J.D., ChFC 

Senior Manager, Planning 

Allstate 

Gregg Johnson 

Senior Vice President 

Securities America Inc. 

Joseph Jordan 

Senior Vice President 

MetLife 

Antonios Karpasitis 

General Manager 

Allico 

Diarmuid Kelly 

Chief Executive 

Professional Insurance Broker Association Ltd. 

John J.W. Kim 

Deputy Chief Execut ive Officer 

ING Life Insurance Korea Ltd. 

Jong Woon Kim 

Chief Executive Officer 

MetLife Korea 

Hue Hun Koa 

President 

Life Underwriters Association of the Philippines 

Heidi Krzeminski 

Senior Product Manager 

State Farm Life 

Anand S. Kulkarni 

Vice President and Zonal Head 

TATA A/G Life Insurance Co. Ltd. 

Mitsuo Kurashige 

President and CEO 

The Gibraltar Life Insurance Co. Ltd. 

Le Thi Ngoc Diep 

Senior Manager 

Prudential Vietnam Assurance 

Sang Hui Lee 

President and CEO 

AIA Life 

George F. Lengvari Sr. 

Lengvari & Associates Inc. 



Lin Tien Szu 

President 

Insurance and Financial Practitioners 

Association of Taiwan 

Cam Macintosh 

Cam Mac Coaching Ltd. 

Patricio Margain 

Executive Director, 

Government Business 

MetLife Mexico 

Phil Marsillo 

Vice President, Individual Insurance 

Canada Life 

JoAnn Martin, CPA, FLMA 

President and CEO 

The UNIFI Companies 

Nirmala Menon 

President 

ING Insurance Berhad 

Dayton Molendorp 

President and CEO 

OneAmerica Financial Partners 

Greg Morabito 

Chief Executive Officer 

Alpine Brokerage Services 

Rinaldi Mudahar 

Chief Agency Officer 

Prudential Life Assurance Indonesia 

lndren Naidoo 

President and CEO 

Manulife Philippines 

Gregory Ostergren 

Chairman, President and CEO 

American National 

Patrick O'Sullivan 

Chief Executive Officer 

LIA Ireland 

Chrysostomos Paraskevopoulos 

Sales Manager 

Laiki Cyprialife Ltd. 

Anand K. Pejawar 

Executive Director, Marketing 

SB/ Life Insurance Co. Ltd. 

Nathan M. Perlmutter, CLU, ChFC 

President-Elect 

Association for Advanced Life Underwriting 

David Pierce 

Senior Vice President and 

Chief Marketing Officer 

Farmers New World Life 

Althea Poitier 

Acting President 

LUA of the Bahamas 

Greg Pollock 

President and CEO 

Advocis 

Nick Pszeniczny 

Executive Vice President 

London Life 

Paul Rayson 

Managing Director 

Comm Insure 

Mark D. Rosen, CLU 

Chairman 

National Association of Independent 

Life Brokerage Agencies 

Rick Ruckdashel, CLU, ChFC 

Vice President 

Thrivent Financial for Lutherans 

Larry Rybka, J.D., CFP 

President 

Va/Mark Securities 

Adam Sankowski 

President 

Polish Chamber of Insurance 

& Financial Intermediaries 

Antonis Savva Mouros 

EuroLife 

Blaine Schultz, CFP, CLU 

President 

Financial Performance Group Inc. Canada 

Scott Schutte 

Vice President of Financial Planning 

Commonwealth Financial Network 

Jerry Semler, CLU 

Chairman Emeritus 

OneAmerica 

Debu Seth 

General Manager, Core Agency 

MetLife India Insurance Co. Ltd. 

Munish Sharda 

Director, Sales and Distribution 

Aviva Life Insurance Company India Ltd. 

Stuart Solomon 

Chairman 

MetLife Korea 

P. Srinivasan 

President 

LUG/ 

David Stertzer, FLMI 

Chief Executive Officer 

Association for Advanced Life 

Underwriting 

Ralph Stewart 

Chief Executive Officer 

AXA New Zealand 

Rajender Sud 

Director and Head Agency Distribution 

MAX New York Life Insurance Co. Ltd. 

Hisakazu Takeuchi 

Senior Executive Vice President 

Sony Life Insurance Co. Ltd. 

Jeavelyn Tan, LUTCF 

Vice President and Director of Agencies 

The Philippine American Life and 

General Insurance Company 

Suee Chieh Tan 

Chief Executive Officer 

NTUC/ncome 

Ben Tan 

Head of Customer Acqu isition 

Great Eastern Life Assurance Co. Ltd. 

David Ti lley 

National Dealership Manager 

AIA Australia Ltd. 

Maria Umbach, CLU 

Vice President of Financial Services Innovation 

Maddock Douglas Inc. 

John Vaccaro 

Senior Vice President 

MassMutual 

Steven Valerius 

President, UNIFI Distribution 

The UNIFI Companies 

Hans Visser 

Chief Agency Officer 

ING Life Ltd. 

Jon Voegele 

Regional Vice President, Agency 

Country Financial 

Timothy Walsh 

President and CEO 

Farm Family 

Robert Wasky 

Vice President, Field Support 

Prudential Financial 

Susan Waters, EDM , GAE 

Acting Chief Executive Officer 

National Association of Insurance and 

Financial Advisors 

Robert Weissman, CLU 

Senior Vice President and COO 

Prudential International Insurance 

Craig Welch, CFP, CLU 

Director, Insurance Services 

Va/Mark Securities 

Scott Whitehead 

National Sales Director 

Allianz Life Insurance Co. 

Linda Witham, CFP, ChFC 

Managing Partner 

Thrivent Financial for Lutherans 

Bucky Wright 

Chief Sales Officer 

AXA Advisors 

Andrew Yeo 

Deputy Chief Executive Officer 

Prudential Vietnam Assurance 

Jeom Sik Yoon 

Executive Vice President 

Prudential Korea 

Theresa J. Zavitz, CFP, CLU 

Chair 

Advocis National 




