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Welcome to Philadelphia
and the 2013 MDRT Annual Meeting!

Dear MDRT Members and Guests,

During the next few days, you will find out why | have
never missed an Annual Meeting in the 30 years |

have been lucky enough to be an MDRT member. This
meeting will inspire, motivate and educate you. It will
change your perspective on how you do business,
work with clients and live your life.

| have never gone to the Annual Meeting as a
spectator. | encourage you to get involved and
volunteer for PGA, introduce yourself to other
members and attend the many social events that are
planned for the meeting. If you sit on the sidelines,
you will miss the camaraderie that is unique to MDRT.

Use this program book to learn more about sessions
and events so you can create your own personal
meeting schedule. Inside, you will find an agenda
for each day, a map to help you locate key areas
throughout the convention center, and detailed
information on presentations and speakers.

Be sure to check out a few new things on this year's
schedule, including the Out of the Box Sessions.
True to their name, these unique sessions include
everything from learning how to use your iPad to
participating in a run to the famous Rocky statue.

Don’t miss the ConneXion Zone™, located in

Hall B. Here, you will have a chance to interact with
sponsors and exhibitors, learn more about new
technologies, preview Focus Session speakers and
participate in Q-and-A sessions with Main Platform
speakers. Refer to the ConneXion Zone booklet for
more information.

And, if you have any questions, one of the meeting
PGA volunteers can assist you. Just look for the
members wearing hats and PGA ribbons.

On behalf of the Executive Committee, thank you for
attending this year’s MDRT Annual Meeting. It has
been my honor to serve as your president.

With best regards,
|
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D. Scott Brennan

2013 President
Million Dollar Round Table
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MDRT Executive Gommittee

D. Scott Brennan of south Bend, indiana, is the 2012-2013 MDRT
President and a 30-year MDRT member, with nine Court of the Table
honors and one Top of the Table honor. A dedicated MDRT leader,
Brennan served as Divisional Vice President of Business and Educational
Services and Membership Services (1998). He has also Chaired five MDRT
committees and task forces. Brennan has never missed an MDRT Annual
Meeting, and he is a highly regarded industry speaker. An Excalibur
Knight of the MDRT Foundation, Brennan served on its board from 2004
to 2006. He is also an active community volunteer, serving as president
of several organizations. Brennan’s industry awards include the 2003
and 2004 MassMutual Indiana Agent of the Year, and the 1998 National
Association of Insurance and Financial Advisors Indiana Life Underwriter
of the Year.

]Eﬂﬂlf&f A. BU"SIGW, [:|.|.| of Methuen, Massachusetts, is MDRT's

Immediate Past President and a 25-year MDRT member. Her commitment
to the Round Table is evident in numerous distinctions and volunteer
positions. A qualifier of one Court of the Table and 15 Top of the Table
honors, she became the first woman to serve at the helm of Top of the
Table in 2005. She is a frequent MDRT 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 an Excalibur Knight
of the MDRT Foundation, a recognized industry expert and well-known
speaker, addressing audiences throughout the world.

MIGhE“E I.. HUESIV, BI.U, [:hl:[:, of Norfolk, Virginia, is MDRT's First
Vice President and a 34-year MDRT member, with three Court of the
Table and 10 Top of the Table honors. 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 33 Annual Meetings and
is an Excalibur Knight of the MDRT Foundation, serving as a member of
its Board of Trustees from 2005 to 2007. An internationally recognized
speaker, Hoesly has spoken at several MDRT 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 MDRT members in establishing the Make-
A-Wish Foundation of Eastern Virginia and served as president of the
founding board.



ﬂﬂl’ﬂ"ﬂe A. Baﬂks, APFS, Chartered Financial Planner, of London's
West End, is MDRT's Second Vice President and a 24-year member

with 19 Top of the Table qualifications. She is active in the "New Model
Adviser" movement in the U.K. and is Director of Caroline Banks and
Associates, one of the first firms in the U.K. to be recognized with the
prestigious Chartered Financial Planning companies' designation. Banks
shows her commitment to MDRT through presentations at Annual
Meetings, as well as Top of the Table and MDRT Experience meetings.
But her commitment extends beyond these meetings to countries
throughout the world, where she's visited and worked with advisors

as a committee member for various divisions of the association. While
Banks aims to share the benefits of MDRT with advisors worldwide, she
was instrumental in introducing the association to Poland. Through her
travels, she works to promote ethical financial practices and industry
improvements worldwide. Banks is an active volunteer for the MDRT
Foundation, achieving Diamond Knight status, and was presented with
the Quiality of Life Award for her work in assisting the PSP Association in
battling Progressive Supranuclear Palsy (PSP).

BI'IEII] I]. HEGkEﬂ, Glu, ﬂhfﬂ of Nashville, Illinois, is the Secretary
of the MDRT Executive Committee. He is a 25-year MDRT member with
seven Court of the Table and six Top of the Table qualifications. He is

a Platinum Knight of the MDRT Foundation and a member of its Inner
Circle Society. His Round Table volunteerism includes speaking at the
MDRT Annual Meeting and MDRT Experience meeting, as well as service
on multiple MDRT committees and task forces. Highlighted leadership
roles include serving for three years on the MDRT Foundation Board of
Trustees and three times as Divisional Vice President: 2012 Membership
and Leadership, 2010 Annual Meeting Program Development
Committee and 2000 Annual Meeting Program General Arrangements.
Heckert is founder and managing member of Financial Solutions
Midwest, LLC, a financial planning firm in southern Illinois, where he
offers Securities through NFP Securities Inc., Member FINRA/SIPC.
Since 1985, he has focused his practice on creative retirement plan
design and income distribution planning. Heckert is a frequent industry
speaker and has been quoted in numerous business, industry and
association publications.



.........................................................

@ No Translation
B& Ticket Event

% Admission is restricted to badge-wearing
meeting attendees who purchased a ticket
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Schedule at a Glance

Saturday, June 8
1lam.-5p.m. MDRT Power Center Store
1lam.-6p.m. Registration
2p.m.-4pm. Pre-Meeting Workshop “Know More! Relationships” Sam Richter, Speaker #%&
4:30p.m.-5:30 p.m. Program General Arrangements (PGA) Volunteer Orientation
7p.m.-9p.m. In the Round with Roundabout X
Sunday, June 9
Gam.-6:45a.m. Run to Rocky $&
1:30a.m.-7p.m. Registration
T:45a.m.-10a.m. Top of the Table Connect in the ConneXion Zone (Open to all members)
10a.m.-5pm. ConneXion Zone™
10a.m.-5pm. MDRT Power Center Store
11am.-1.30 p.m. Court of the Table and Top of the Table Program and Reception
(Court of the Table and Top of the Table members only)
2p.m.-4p.m. Pre-Meeting Workshop “Conscious Listening” Julian Treasure, Speaker &
4:30p.m.-6p.m. First-Time Experience
1:30 p.m.-9:30 p.m. Welcome Reception
Monday, June 10
VBie;.m.—B:AE am. Zumba #X
6:30 a.m.-7:30 a.m. Top of the Table Meet and Greet (Invitation only)
Tam.-4pm. Registration
8am.-1:30am. Main Platform
1130 a.m.-5:30 p.m. ConneXion Zone
11:30 a.m. - 5:30 p.m. MDRT Power Center Store
12 p.m.-1:30 p.m. Lunch Session “Successfully Navigating Change” Ariane de Bonvoisin, Speaker #%&
2p.m.-5p.m. Focus Sessions
3p.m.-3:30 p.m. Relaxation Break &
4:30 p.m.-5:30 p.m. Quarter Century Club (Invitation only)
5:30 p.m.-6:30 p.m. Top of the Table Reception (Invitation only)
6p.m.-8p.m. Wine Uncorked #&

$& Prepaid ticketed event



Tuesday, June 11

Gam.-6:40am. Zumba #X 4
Gam.-T15a.m. Breakfast Session “Total Mental Makeover” Michael Anthony, Speaker B& g
8am.-1:30am. Main Platform g
1:30am.- 5:30 p.m. ConneXion Zone ®
11:30am.-5:30pm. MDRT Power Center Store =
12p.m.-1:30 p.m. Lunch Session “The Power of Passion and Personality” Connie Podesta, Speaker B%& g
2p.m.-5p.m. Focus Sessions
3p.m.-3:30 p.m. Relaxation Break &

3:30p.m.- 5 p.m. Women's Networking Event

4:30 p.m.-5:30 p.m. Quarter Century Club (Invitation only)

5:30 p.m. - 6:30 p.m. Top of the Table Reception (Invitation only)

0:30-7:30 p.m. Brew Master's Delight #X

Wednesday, June 12

7am.-6pm. Interpretation Headset Return
gam.-11:30a.m. Focus Sessions

9:30am.-1:30 p.m. MDRT Power Center Store

1:30p.m.-5p.m. Main Platform

3p.m.-5:30 p.m. MDRT Power Center Store

8p.m.-10:30 p.m. Party on the Platform Closing Celebration

Your personal meeting name badge is required for entrance into all sessions and events,

including Main Platform, the Welcome Reception and the Party on the Platform Closing

Celebration. This also includes events that require a ticket.

Information in this book is correct at the time of printing. Should any alterations to the program or overall
schedule be necessary, corrections will be made and added to your registration kit, which is distributed on-site.

~



Saturday, June 8, 2013

1la.m.-5p.m.

MDRT Power Genter Store
PCC Hall B

11a.m.-6p.m.

Registration and Interpretation Headsets
PCC Hall B

2p.m.-4p.m.

Pre-Meeting Workshop: Know More! Relationships @ s= %
Sam Richter / PCC, 204

Business and sales is all about personal relationships. When you know more about your prospects and clients,
you are better able to relate on a personal level, build more meaningful connections, identify triggering events,
tailor offerings, and ensure relevancy. Most important, studies show that when you practice sales intelligence,
you'll win two times more business!

Richter, sales marketing expert, shows you how to use social networks and "hidden" websites as sales and
competitive "intelligence agents" to know more than you ever thought you could about your prospects, clients
and competition. Participants are encouraged to bring their laptops and iPads to this session.

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

PGA Volunteer Orientation Session
Marriott Grand Ballroom, Salon E

All PGA volunteers should plan to attend this helpful session.

Tp.m.-9p.m.

In the Round with Roundabout == %
Field House Sports Bar

This informal jam session by Roundabout, one of the MDRT member bands, provides an opportunity for you to
enjoy time connecting with other members in a casual setting. This event takes place at the Field House Sports
Bar. Each ticket entry includes two drinks (beer, wine, or soft drinks) and appetizers.



sunday, June 9, 2013

6am.-7am.

Run to Rocky ==

Join fellow members for a run or walk beginning at the Rocky steps and winding throughout the park along the
Delaware River. Busses will depart at 6 a.m. from the Convention Center and then depart the Rocky steps at
7:00 a.m. for the trip back to the Convention Center. Be sure to leave time to take your photo with the famous

Rocky statue.

71:30 a.m.- 7 p.m.
Registration and Interpretation Headsets

T:45am. -10a.m.
Top of the Table Connect in the GonneXion Zone

This session is your chance to meet and learn from MDRT's very successful Top of the Table members and gain
valuable insight into their achievements. Continental breakfast will be served between 7:45 a.m. and 8:15 a.m.

Open to all members.

See ConneXion Zone schedule for speaker details.

MDRT Dinner Connect
Saturday to Tuesday, June 8-11

Would you rather eat dinner with other MDRT members instead of
going solo? Try MDRT Dinner Connect. Members looking for dinner
partners are encouraged to meet between 6:30 p.m. and 7 p.m. at the
MDRT Dinner Connect signs in the lobby of one of the official Annual
Meeting hotels listed below to pick up a list of Philadelphia’s most

popular restaurants. This is a “member-organized” event. Decide
among those gathered whether to go to dinner in one large group or
split into smaller groups based on restaurant or food preferences. Get
a taste of everything the city has to offer while enjoying the company
of other MDRT members.

Official Annual Meeting Hotels: Marriott Downtown Hotel,
Courtyard Marriott, Hampton Inn City Center, Hilton Garden Inn




10a.m.-5p.m.

MDRT Power Genter Store
PCC Hall B

10a.m.-5p.m.

ConneXion Zone
PCC Hall B

See ConneXion Zone booklet for session schedules and speaker information.

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

Court of the Table and Top of the Table Program and Reception
Marriott Grand Ballroom

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

Program: The Language of Trust
Michael Maslansky /

Marriott Grand Ballroom, Salon E

12:30 p.m.-1:30 p.m.
Reception
Marriott Grand Ballroom, Salon H

*Ticket required. This event is open to 2013

i Court of the Table and Top of the Table

+ members. Court of the Table or Top of the Table
'\ name badge, ribbon and ticket are required for
entry. Present your ticket at the session and again

How we communicate often means the

difference between success and failure. What |
we say is not always what the client hears. -
Using his in-depth understanding of hot-button

: . . o ; _ i atthe reception for admittance. No admittance
issues in many industries, including banking and 0

) ) ; i without your badge, ribbon and ticket.
financial services, Maslansky, one of corporate |

America’s leading communication and research
strategists, advises organizations on what to
say, how to say it and, most importantly, why it
matters. In his presentation, he addresses how
to be credible in this age of mistrust. Reception
immediately following the session.

2p.m.-4pm.

Pre-Meeting Workshop: Gonscious Listening @ s= %
Julian Treasure / PCC, 204

We are losing our listening skills. We spend 60 percent of our time listening but only retain 25 percent of
what we hear. Multiple filters determine what we pay attention to. Conscious listening creates understanding.
Treasure, author and international expert on the impact of sound on business, believes we need to listen
consciously in order to live fully. In this workshop, Treasure shares how sound affects productivity, health,
communication and the image we project, and offers simple and easy methods for enhancing our conscious
listening skills.



Grab a friend and head out to enjoy the sunshine
and discover the history of Philadelphia, the
birthplace of the United States. Attendees will
need a mobile device to download an MP3
audio-guided walking tour of this historic city.
Visit http://tourz2go.com/mdrt13/ to make

a reservation.

Ad(ditional cost: USD 8 per download

@ Open to all attendees

4:30 p.m.-6p.m.

First-Time Experience: 0ff Balance on Purpose
Dan Thurmon / Marriott Grand Ballroom

Experience this unique presentation for first-time attendees. Speaker Dan Thurmon will provide business
concepts and performance skills to help you achieve your personal and professional objectives. You will come
away from this session with a taste of the excitement and energy that is the MDRT Annual Meeting.

Open to all registered 2013 First-Time meeting attendees. Translation available in Cantonese, Greek, Hindi,
Bahasa Indonesia, Japanese, Korean, Mandarin, Polish, Portuguese, Spanish, Thai and Vietnamese.

7:30 p.m.-9:30 p.m.

Welcome Reception %
PCC Grand Hall

The Reading Railroad, one of the first railroads constructed in the United States, was also one of four railroads
serving Atlantic City in the early 1900s and was incorporated in to the popular game Monopoly, which was first
copyrighted and sold in Philadelphia in the 1930s. The Grand Hall, originally the train shed for the Reading
Railroad, is a magnificent space crowned by the last remaining free-span arch in the country and will host the
Welcome Reception on Sunday evening. Other memorabilia of the famous board game will fill the hall to create
a fun-filled, colorful event. Look for “Mr. Monopoly” amid your friends and colleagues at this festive party. Once
again, the sounds of the MDRT bands will fill the hall. Snacks and drinks will be served. Two complimentary drink
tickets are attached to your meeting name badge.

Because MDRT supports a responsible drinking policy, all MDRT-sponsored receptions will include a choice of
nonalcoholic beverages. Alcohol will not be served to anyone under age 21.

AVANOW



Monday, June 10, 2013

6a.m.-6:45a.m.

lumba ==
Marriott Franklin Hall 1-2

Missing your regular Zumba class while at the Annual Meeting — or just want to give it a try? Attend Zumba
classes exclusively for MDRT members and lead by a professional Zumba instructor Monday and Tuesday mornings.

6:30 a.m.-7:30 a.m.

Top of the Table Meet and Greet (Invitation only)
Marriott Independence Ballroom

7Ta.m.-4p.m.

Registration and Interpretation Headsets
PCC Hall B

MONDAY

gam.-11:30a.m.

Main Platform
PGE HH”A / Doors open: 7:15 a.m. / Entertainment begins: 7:25 a.m.

Presiders D. Scott Brennan and Caroline A. Banks, APFS
OPeNINg
Flag Ceremony
Moment of Reflection ¢ Charles C. Gleason, CLU,MSFS
Age of Abundance | Peter Diamandis
Labels, Lessonsand Love | Brad Elman,CLU
The 8th Wonder of theWorld | MaxMoyo
Together We CanDolt ¢ Gilbert A. Haggart, CLU, LUTCF
Freethe Children ¢ Craig Kielourger*
ACurious Situation | D.ScottBrennan
SandStories Joe Castillo
Dream Big Emmanuel Kelly**

*Due to copyright restrictions, this presentation is not being recorded.
**Due to copyright restrictions, the musical performances in this presentation are not being recorded.



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

ConneXion Zone
PCC Hall B

See ConneXion Zone booklet for session schedules and speaker information.

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

MDRT Power Genter Store
PCC Hall B

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

Lunch Session: Successfully Navigating Change == 6
Ariane de Bonvoisin / Marriott Grand Ballroom, Salon H

Change is the word of the year and the decade. It is one of the most important business skills right now. It is a
competitive advantage. Those who successfully navigate change will thrive. Come away from this session with a
better understanding of the barriers to change and strategies for changing past behavior patterns and achieving
the life changes you desire.

Note: Lunch service will begin at 12 p.m. and end promptly at 12:30 p.m.

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

Life Insurance for the Long-Run
sun Chan Hwang / Session Room: PCC 113 BC

Life insurance expert Hwang discusses life insurance in terms of understanding diversified clients' needs while
introducing easy-to-implement and interesting sales strategies. Using vivid personal experiences that led him
to MDRT membership, including a hiking trip he made through the Himalayan Mountains, he shares how to
demystify life insurance for customers, focusing on its core values. His unique perspective introduces the topic
of selling life insurance in a new light.

This session is presented in Korean language only.

Risk & Protection Products

Double Your AUM and Increase Your Revenue by 50 Percent in One Year
Robert Berman and David Marc Rosell / Session Room: PCC 201

In early 2011, Rosell's firm went through a new strategic planning process that resulted in a unique business
development and strategic marketing plan. Under Berman's direction, Rosell doubled his firm's AUM and
increased its revenue by 68 percent in one year. The campaign later won the top national award for excellence
in direct marketing. Learn how to do the same for your business, and how to diversify your revenue streams,
market to get the specific type of clientele you can serve most effectively and profitably, how to differentiate
your firm — and have fun doing it all.

Marketing/Branding



Focus Sessions: 2 p.m. - 3 p.m. (continued)

The PraxMax Project: How the Super-Producers Become Great and Stay Great
Michael Roby / Session Room: PCC 114 Auditorium

Financial advisors are always looking for an edge. Elite advisors — those grossing USD 1 million per year or more —
utilize specific strategies that provide it. Many advisors missing this type of production lack a few essential strategies
and tactics to take their business to a stratospheric level. They just don't know what are often simple keys to mega-
production. Hear Roby’s findings in The PraxMax Project, which stands for "Practice Maximization" — maximizing
every aspect of your business without creating a black hole of complexity and problems for the advisor.

Practice Management

How to Double Your Revenue and Increase Your Free Time
John Infanti, CLU, ChFC / Session Room: PCC 204

In today’s competitive environment, the successful owner of a financial services firm needs to run their practice like
a business. Infanti explains how to develop a bottom-up firm structure that creates specialized silos, concentrating
on specific practice areas with team members that drive customer acquisition, retention and revenue growth. Gain
an understanding of the importance of developing a personal strategic plan forgrowing your assets — and how to
defeat the “paralysis of analysis” by teaching team members to transfer their best ideas into action.

Practice Management

Thriving While Surviving
George B. Sigurdson, CLU / Session Room: PCC 113 A

A cancer diagnosis changes a life, but does it change the business you have built? In Sigurdson'’s case, the
business thrived while he battled cancer throughout 2012. He shares his business philosophy, practice and the
importance of critical illness insurance that allowed his business to thrive while he took a year off and survived.

Risk & Protection Products

The Missing Pieces of the Financial Planning Puzzle
Kevin Lynch, CLU, ChFC / Session Room: Marrioft Grand Ballroom, Salon E

Are you a true financial planning professional? Or are you one of the thousands of practitioners who call
themselves financial planners, yet prepare plans with missing pieces? As kids, we all put together jigsaw puzzles.
Sometimes we received a puzzle with missing pieces, which was very frustrating. Unlike child’s play, however,
when you are designing a financial plan, you cannot afford to have any missing pieces. Lynch explains the most
important piece missing from most financial plans and why you can’t leave it out.

@ Spanish Risk & Protection Products

Mature Simplicity — Ahead to the Past
Russell Colling, Dip LI / Session Room: PCC 103

Life insurance has to be sold, and the key to this sale, Collins says, is communication skills. People buy what they
understand — not what they don't. They buy your advice first, and your product last. The fact-finding meeting is
not about gathering facts — it's about building relationships by asking questions that build trust and eliminate
competition. Collins discusses questions guaranteed to produce insurance sales and how to transfer the answers to
these questions into a one-page sales solution that will dramatically increase your closing rate into successful sales.

Sales Ideas/Strategies



Billions for Charity
Bruce W. Etherington, CLU, ChFC / Session Room: PCC Ballroom A

If you're looking to expand or diversify your services, a charitable or philanthropic line of business can be
extremely successful and rewarding. Etherington shows how he maximizes his clients’ abilities to contribute to
their favorite causes, enabling them to give more than they thought they could and leave even more when they
die. His presentation covers capital preservation, explains how to incorporate philanthropic services into your
practice and shows you how to acquire higher-net-worth clients who will use your new services.

Top of the Tabls | [ Gpen to all attendess |

Economic and Gapital Markets Update
George Cook / Session Room: PCC 111 AB

Cook reviews the current state of the economic landscape, both domestically and globally. He also shares

insights into challenges or "headwinds” facing our country and global markets — along with promising signs of
improvements or “tailwinds” that can offer potential investment opportunities, with time allotted for a Q-and-A
and discussion session.

Top of the Table | Open to all attendees |

The Washington Update: A Political Overview for Investors and Financial Advisors
Andrew Friedman, J.D. / Session Room: PCC 108 AB

At the beginning of 2012, Friedman predicted the Supreme Court would uphold President Barack Obama’s
health care reform law, that Obama would win re-election, and that the country would face four more years of
divided government. In 2013, among other areas, Washington is likely to consider a deficit reduction plan that
could involve major changes to entitlement programs such as Social Security and Medicare and a reform of the
tax code. Tax reform, if successful, would have a significant impact on investors. Friedman provides strategies
investors and financial advisors can consider to take advantage of (or protect against) potential changes arising
from these federal initiatives, including specific tips for investment, wealth transfer and retirement planning.

Wealth Management/Retirement Planning

Finding Balance With Work, Life and Success
Richard W. Sawyer, CLU, ChFC / Session Room: PCC Ballroom B

The Whole Person concept encourages us to achieve balance in all aspects of our lives; and for most, if not
all of us, itis a challenge. Using lessons learned from more than 37 years in the business, Sawyer provides
specific steps you can take to help balance the personal aspects of your life with your business, techniques to
differentiate yourself from the competition in your work, as well as specific ways to deal with challenges we
all face in both our personal and business life. Gain better insight into who you are and how others see you to
balance your life for success.

GETEE hole person

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

Relaxation Break == 6
Marriott Franklin Hall 11-13 or PCC 112 AB

Need a break from the hustle and bustle of the meeting? Take advantage of the relaxation breaks offered
between Focus Sessions on Monday and Tuesday afternoons. The sessions, lead by a professional yoga
instructor, include light stretching and chair exercises to re-energize you for the rest of the day.

Note: No special clothing required. Come as you are. Space is available on a first-come, first-served basis.



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

Profitable Transition From Commissions to Fee-Based
Asvin Chauhan, Dip FA, MIFS / Session Room: PCC 111 AB

Moving from traditional commissions to a fee-based system can seem daunting. Chauhan shares the successful
strategies he used on his six-year journey to engage existing clients, move up market with new prospects and to
make his business cash flow more predicable and profitable.

Practice Management

The Formula for Success
Eunice Chen / Session Room: PCC 114

Want to grow your prospective client list from 30 to 3,000? Learn how to build your personal networks with
quality leads. Chen shares her disciplined working techniques to help you achieve your next production level.

This session presented in Mandarin language only.

Sales Ideas/Strategies

How to Use the Low-Interest Environment to Drive Life Sales
Tom Hegna, CLU, ChFC / Session Room: PCC Ballroom B

Think this low-interest rate environment is a negative to your business? Think again! Learn exciting and dynamic
life insurance sales ideas from Hegna, a past Main Platform speaker and expert in life insurance, annuities,
retirement and financial planning. His ideas are specifically designed for the current rate environment. Have
your best year ever using these practical and simple concepts. Find out how to use life insurance with senior
citizens; why life insurance is really a women'’s issue; the importance of tax diversification; simple estate planning
concepts and much more.

Picking up the Paper Clips: It’s the Little Things That Count
Sarah J. Kaelberer, CFP, ChFC and E. Dennis Zahrbock, CLU, CFP / Session Room: PCC Ballroom A

Kaelberer and Zahrbock walk you throught their sales prcoess, step by step, to share how by paying attention
to the little things and knowing how it is all connected, you can build a sales and service process that leads to
consistent referrals. Learn how to properly set the stage for increased sales, note small details that will wow the
client and wrap it all up with an action-oriented checklist you can use in your business immediately.

@ spanish Sales deas/Strategies

A Tale of Two Minds*
Paul Santoro / Session Room: PCC 204

Santoro explains how to better engage the emotional side of the brain to help financial professionals engage
effectively with worried clients and prospects, move cash into longer term investments and help clients stay on
course. Look beyond the “what” of behavioral finance to uncover some of the primal reasons investors make
bad decisions. Discover tools and strategies to help manage and influence emotion-driven client behavior with
the goal of achieving improved investor outcomes.

*Due to copyright restrictions, this presentation will not be recorded.

Wealth Management/Retirement Planning



Increase Your Influence With a Fully Invested Brain
Phyllis T. Strupp, MBA / Session Room: PCC 103

You can boost production without sacrificing your personal life if you take charge of your most important

asset — your brain. Personal strengths use brain areas unevenly, causing active areas to become exhausted and
less-active areas to get sluggish. Strupp offers a fun, interactive look at the practical Brain Portfolio Tool™ to
identify underinvested brain areas and rebalance your brain portfolio. By building a fully invested brain, you will
improve self-awareness and increase your influence on others to get more done with less effort.

[OFEHM Whole Person

Focus Sessions: 3:30 p.m.- 5 p.m.

Ensure Your Web Marketing Brands, Builds and Boosts Your Practice
Lorrie Thomas Ross, MA / Session Room: PCC 113 A

Websites and social media tools don’t make marketing magic — it's how they’re used that will elevate your
business. Learn from Ross, a nationally recognized marketing expert and author, five factors for Web and social
marketing success, including the basics of what a website should communicate and making it look its best.
Then, explore a strategic framework model to help you develop a powerful Web marketing strategy, explaining
marketing buzzwords and statistics. After developing a plan, discover ways to critically evaluate what to manage
in-house versus outsource.

Marketing/Branding

The Rules of 8 to Be (and Stay) Gr8!
James W. Ruta, BA, RHU / Session Room: PCC 113 BC

In 2011, Ruta realized he needed to set an example for his children by losing weight. But after shedding about
30 pounds, he collapsed from a cardiac anomaly that stopped his heart for one minute, helping him gain a
new perspective. Coming so close to death helped him realize just how tremendous a value life insurance

and the right perspective can provide. Learn his specific tips that are “simple, but not necessarily easy” for
taking advantage of “The Art of High Performance.” Ruta explains how to rearrange your ideas, resources and
behaviors to consistently maximize your value and results.

Practice Management

The Top 22 Overlooked Uses of Life Insurance in 2013
Philip Kavesh, J.0., LLM. / Session Room: PCC 201

Would you like to sell one more big life insurance case each month? With the coming estate tax law changes,
2013 presents numerous tax and non-tax opportunities to sell life insurance that you may overlook. Learn these
— and how to specifically present them to prospects — from Kavesh, one of the nation’s leading estate planning
attorneys. He explains how to use the new 2013 estate tax laws to motivate prospects to purchase life insurance,
how to identify other, non-estate tax related insurance sales opportunities, how to "script" the presentation of
these opportunities and more.

Risk & Protection Products



Focus Sessions: 3:30 p.m.- 5 p.m. (continued)

The 10x Mind Expander®
Dan Sullivan / Session Room: Marriott Grand Ballroom, Salon E

Highly successful financial advisors in the 21st century have a huge advantage because they can transform their
results by changing their vision of the future to one that's even bigger — 10 times bigger. In this interactive
"mind-expander" session, Sullivan explains how to create a “10x" future framework for looking at your present
capabilities, resources and opportunities, so you can immediately become more productive and profitable.
Learn to adopt a new way of thinking, communicating and taking action that makes everything you've previously
achieved in your career seem like just a warm-up.

Top of the Table | Open to all attendees |

| Bought an iPad. Now What?
JimD'Amico / Session Room: PCC 108 AB

Using your iPad just to check email and watch YouTube videos? iPad and notebook users are discovering this

new technology is also a great business tool. Learn how to navigate the iPad’s many features, and discover apps
to make you more productive and your life easier.

Out of the Box

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

Quarter Century Glub (Quarter Century Glub members only)
Marriott Liberty Ballroom

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

Top of the Table Reception (Top of the Table members only)
Marriott Independence Ballroom

6p.m.-8p.m.

Wine Uncorked == %
Bus will depart between 5:30p.m.- 5:45 p.m. from PCC, corner of 12th Street and Arch Street East
(located directly across from Reading Terminal Market)

Learn how to tune in your senses and turn on your palate at Ristorante Panorama — home of the Guinness
World Records’ "World's Largest Cruvinet/Winekeeper.” Taste six of the most popular white and red grape
varieties, along with light food bites, to enjoy the world of wine without fuss or pretension. Ticket includes six
wine tastings per person, light food bites and transportation.



Freedom is having access to a clean and dependable source

of water. When you support the MDRT Foundation’s Promise
Appeal, you are part of an MDRT movement to assist Free The
Children’s global Adopt a Village program. Stop by the MDRT
Foundation Booth in the MDRT Power Center Store to donate
USD 200 to provide education, health care, clean water, food and
income opportunities for children and families in need supported
by our global grant programs. Help break the cycle of poverty by
creating sustainable change. www.mdrtfoundation.org
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free @ we
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Tuesday, June 11, 2013

6a.m.-6:45a.m.

lumba ==
Marriott Franklin Hall 1-2

Refer to page 12 for description

6am.-715am.

Breakfast Session: Totally Mental Makeover @ s= 6
Michael C. Anthony / Marriott Grand Ballroom, Salon H

Get ready for great content and a whole lot of fun. Michael C. Anthony’s “Totally Mental Makeover” is an
inspiring program that will both entertain and motivate you to reach for the next level. How does this happen?
Anthony uses his unique style of comedy mind-reading to extend the reach of his message. He can tell you what
word you are thinking of, the amount of change in your pocket and so much more. Your mind will be blown and
inspired at the same time!

Note: breakfast service will begin at 6 a.m. and end promptly at 6:30 a.m.

Ta.m.-4p.m.

Registration and Interpretation Headsets
PCC Center Hall B

TUESDAY

ga.m.-11:30 a.m.

Main Platform
PCC Hall A / Doors open: 7:15a.m. / Entertainment begins: 7:25 a.m.

Presiders Jennifer A. Borislow, CLU, and Michelle L. Hoesly, CLU, ChFC
Un-Marketing Scott Stratten

A Call Against Complacency Dambisa Moyo, Ph.D., and Phillip E. Harriman, CLU, ChFC
The Master Glass Blower Michelle L. Hoesly, CLU, ChFC

Take the Stairs Rory Vaden

Intentional Happiness Allison Massari

No Such Word as “Can’t” Tony Gordon

Sand Stories Joe Castillo*

Moments of Destiny Wintley Phipps**

*Due to copyright restrictions, this presentation is not being recorded.
**Due to copyright restrictions, the musical performances in this presentation are not being recorded.

20



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

ConneXion Zone
PCC Hall B

See ConneXion Zone booklet for session schedules and speaker information.

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

MDRT Power Genter Store
PCC Hall B

12 p.m.-1:30 p.m.
Lunch Session: The Power of Passion and Personality * s= 6
Connie Podesta / Marriott Grand Ballroom, SalonH

Today's new breed of customers are bargain-hunting, demanding, indecisive, Internet-savvy, overwhelmed and
very selective about with whom they do business. Knowing how to sell yourself and connecting immediately

to each customer's individual buying style is way more important than price, product, marketing or territory.
Podesta, award-winning speaker, author and executive career/life coach, delivers powerhouse strategies to help
you increase sales, profits, good will and your customer base.

*Due to copyright restrictions, this session is not being recorded.

Note: Lunch service will begin at 12 p.m. and end promptly at 12:30 p.m.

Focus Sessions: 2 p.m.— 3 p.m.

Active Listening for Effective Communication
Gabriela Farb [ Session Room: PCC 108 AB

Your clients have a lot to tell you — effective listening is key to improving your long-term relationship with
them and boosting your performance. Farb, a renowned sales coach, discusses ways to develop good listening
skills and techniques for communicating effectively to get the most out of your partnership with clients and
prospects.

This session presented in Spanish language only.

Practice Management

Your Attitude Determines Your Performance — Principles to Succeed
Nobuhiro Otsuka / Session Room: PCC 113 BC

There are clear principles to succeed, according to Otsuka. Two core attributes are consistency and balance.
The basis of your life, he says, must be your “philosophy of life” and “vision for life.” Based on this foundation,
he explains how to set goals, develop plans and execute daily. Learn how Otsuka manages his activities, reaches
toward higher goals, and gains knowledge and skill, all while fostering balance through his private life, per the
Whole Person concept.

This session presented in Japanese language only.

Whole Person
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Focus Sessions: 2 p.m.- 3 p.m. (continued)

Branding Yourself for Success
William J. Rossi, CFP, ChFC / Session Room: PCC Ballroom B

What is branding? Think of Porsche ... speed and style. Think of Volvo ... safety. Neither is right nor wrong —
they are different, but they are both recognizable brands based on the credibility of what they deliver to their
clients. Rossi explains how to set yourself apart from the rest — and be perceived as the best. Learn how to
identify your brand, and how to build a process to deliver, support and reinforce it.

EETIEIN vorketing/Branding

The Untapped Frontier — Professional Partnerships with Financial Advisors
Anthony A. Martin, CFP, MBA / Session Room: PCC 113 A

As a successful financial advisor, significant marketing efforts are typically devoted to accountants and
attorneys, but overlook the target audience that potentially has the highest return on investment. That audience
is other financial advisors. Learn how the best in the business leverage their relationships and expertise to
create mutually beneficial opportunities driving more business more efficiently. Martin uses real-life examples to
illustrate the potential of these relationships, problem areas to avoid and the best way to structure them.

Practice Management

Closing the Performance Gap
Charles Hollander / Session Room: PCC 111 AB

Every advisor’s mission is to grow their practice, but some clearly do a better job than others. Most advisors are
playing the most important game of their life with yesterday’s playbook, and it no longer works. Learn the four
factors leading to the advisor's business productivity crisis, why advisors should respond to the factors now,
and how to respond through a four-stage strategic planning framework you can implement immediately. Leave
practicing new levels of focus, commitment and accountability to make your vision of your business a reality.

Practice Management

The Art and Science of Selling Disability Insurance Protection
Irwin C. Cohen / Session Room: PCC 204

Cohen provides a complete and comprehensive guide to everything you need to know to succeed in selling
disability income protection insurance. Whether you are a new advisor or a veteran agent, Cohen helps you
discover sound and substantive ideas on how to find people to sell to, how to get appointments with them, how
to qualify, present, close and place large amounts of income protection insurance into an agreement.

Risk & Protection Products

Life Insurance as an Asset Class
Richard M. Weber, MBA, CLU / Session Room: PCC Ballroom A

By defaulting to popular myths and clichés, non-insurance advisors may obstruct their client’s need to address
their genuine needs and uses for life insurance. Weber shifts the focus and terminology by showing how basic
and advanced life insurance concepts can be explained in the language of financial and investment planning.
This reduces advisor resistance while differentiating the agent. The result is advisors who encourage their clients
to make smart decisions around life insurance properly acquired — and actively managed.

Risk & Protection Products



Boomer Retirement Tsunami; Windfall Profits for MDRT Members Who Catch the Wave
James P. Ruth, CFP, ChFC / Session Room: PCC 201

The baby boomer generation will deliver “windfall profits” to members who successfully differentiate their
retirement-planning practice. Ruth briefly discusses some of the demographics driving the opportunity and

the common thread that virtually all boomers share. Learn how to create and use concept guides that establish
you as a retirement expert, produce referral events that create a buzz, leaving clients eager to introduce you to
friends and business associates, and generate a unique wealth and retirement report that establishes you as the
go-to retirement advisor in your community.

Sales Ideas/Strategies

Transitioning Your Business Model Over Time
Marvin H. Feldman , CLU, ChFC, Jim E. Rogers, LU, CFP, Marc A. Silverman, GLU, ChFC,
Michael L. Weintraub, CLU / Session Room: PCC 114 Auditorium

This brand-new, interactive question-and-answer session features a panel of past Top of the Table Divisional
Vice Presidents discussing subjects of importance to the audience’s practices and clients. Moderated by Marc
Silverman, the current Top of the Table member panelists share their wisdom and guidance on a variety of
topics — including succession planning, how high-end producers can benefit from the succession planning
transition and more.

Top of the Table | Open to all attendees |

The Absolute Way to Top of the Tahle
Karl Fredrick Frank, GFP, MBA / Session Room: Marriott Grand Ballroom, Salon E

Hear Frank, a perennial Top of the Table producer, explain how a family tragedy brought him into the business
and lead to his success. He shows you how he eliminates sales pressure and objections from the start by telling
the "absolute" truths about retirement in the United States. This paradigm shift in thinking reveals the "hidden-
in-plain-sight" costs of Uncle Sam's plans to pay for unfunded liabilities, and he presents Roth IRAs and life
insurance in a manner both serious and fun.

Wealth Management/Retirement Planning

| Can Handle It
Rachael Alexander, M.D. / Session Room: PCC 103

Being human means we experience emotions such as frustration, anger, worry and resentment. When we
struggle to handle these emotions, they can have a negative effect on how productive we are in the workplace.
These emotions are driven by our fearful, Childlike Self. Alexander discusses practical ways to handle these
emotions, allowing us to regain our power and move into our Adult-Self. When we do this, we can take
responsibility to ensure we are a success in the workplace benefiting ourselves, our team and the organization
as a whole.

Whole Person
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3p.m.-3:30p.m.

Relaxation Break == %
Marriott Franklin Hall 11-13 or PGC 112 AB

Need a break from the hustle and bustle of the meeting? Take advantage of the relaxation breaks offered
between Focus Sessions on Monday and Tuesday afternoons. The sessions, lead by a professional yoga
instructor, include light stretching and chair exercises to re-energize you for the rest of the day.

No special clothing required. Come as you are. Space available on a first-come, first-served basis.

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

Business-0Owner Marketplace Made Easy
Jeffrey M. Wadsworth, MBA, CFP / Session Room: PCC 114 Audiforium

Learn how to ask for USD 10,000, USD 50,000 and USD 100,000 life insurance premiums in an easy and effective
manner. Wadsworth shares powerful sales concepts within the context of the inspirational story he gave on the
Main Platform last year about the tragic death of one of his best clients. Leave this dynamic presentation with
many powerful ideas you can use the minute you get back home to help you achieve Court of the Table and Top
of the Table.

Marketing/Branding

The Stronger Your Team, the More Successful Your Company
Fred Matulka / Session Room: PCC 201

Matulka, whose approach to the issue of employee productivity comes from an experiential standpoint,
provides participants with specific, objective data, allowing them to understand how to improve employee
productivity and performance — while also improving the ROl on employee costs. Discover how to identify and
recognize personality traits that impact the different responsibilities within your company, and how to apply
them to real people. Matulka explains what you can do as a manager to motivate and ensure the success of your
staff by recognizing how their profiles match up to the job.

Practice Management

How to Go From Zero to USD 200 Million of AUM in 10 Years
Devang Patel / Session Room: PCC 103

With no prior financial experience and without a natural market, Patel built a thriving financial advisory practice
in just 10 years, with more than USD 200,000,000 in assets under management. He explains the three items
that allowed him to achieve this: Mastering the science of behavioral finance, developing skills to overcome
objections to investment fees and return expectations, and how to create a unique client service experience for
endless referrals.

Wealth Management/Retirement Planning



Measuring What Matters
Ralph Antolino Jr,, .0, CLU / Session Room: PCC Ballroom B

Antolino delivers an impactful message to MDRT members on developing and measuring customer satisfaction.
He believes customer happiness is the ultimate benefit or measure of the work he does for his clients, and this
concept has helped him achieve and maintain his production beyond Top of the Table levels for many years.
This idea is transferrable and beneficial to MDRT members and their clients around the world. By incorporating
these thoughts and tools into their lives, MDRT members and their clients can develop stronger bonds, better
business and personal relationships — all culminating in a greater sense of happiness.

Whole Person

Focus Sessions: 3:30 p.m.- 5 p.m.

Make Every Moment Gount
John Cremer, FSPA | Session Room: Marriott Grand Ballroom, Salon E

Imagine if you could determine the type of client you are dealing with as easily as identifying the color of their
clothes. Cremer examines the six types of people and teaches you how to turbocharge your communication
with each one. This skill enables you to build trust and rapport rapidly by using the specific trigger words and
concepts guaranteed to appeal to each type.

() Spanish Practice Management

Digilogue: The Gonvergence of Digital and Analogue Marketing
Anders Sorman-Nilsson, LLB (Hons), MBA / Session Room: PCC 113 A

Do you feel digitally disrupted? Are you wondering how you can maintain face-to-face interactions and nurture
profitable client relationship in a future that seems increasingly dehumanized and digitized? Stop choosing, and
find the translational sweet spot between the digital and the analogue — the “digilogue.” Join Sorman-Nilsson
as he provides you with a one-page, tailored digilogue strategy map to implement in your unique business, a
strategic understanding of the constantly shifting digital landscape, and concrete, practical knowledge on how
to market your thought leadership expertise.

Practice Management

What You Need to Know NOW to Stay in the LTG Insurance Market
Phyllis Shelfon / Session Room: PCC 113 BC

Shelton explains why opportunities with long-term care insurance are greater than ever, despite rate increases,
carriers exiting the market and tighter underwriting and repricing strategies. She also shares the latest
happenings in long-term care insurance compared to the overall picture of health care reform. Learn how to sell
more long-term care insurance in a cost-effective way; how to explain the need for long-term care insurance as
part of the solution to health care reform (and how to replace lost commissions for the producer); and how to
customize benefits in today's traditional and combination life/LTC or annuity/LTC products to the client's specific
needs.

Risk & Protection Products
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Focus Sessions: 3:30 p.m.- 5 p.m. (continued)

Achieve Your Dream and Leave Your Legacy
Norman G. Levine, CLU, ChFC / Session Room: PCC 108 AB

Frequent Main Platform speaker Levine provides a step-by-step process for leaving a legacy that makes a
positive impact on your personal world. Learn how to effectively help clients achieve their personal aspirations
through financial advising, thus helping you achieve your own.

Sales Ideas/Strategies

The Pathway to Freedom
Wayne Cotton, CLU / Session Room: PCC Ballroom A

Are you overworked, overloaded or overwhelmed? Is your practice personality or process-driven? Is your
business model built on labor or leverage? Have you made the transition from complicated sophistication

to mature simplicity? Cotton offers practical advice drawn from his years of living in the House of Pain. He'll
discuss ADD (advisor diversion and distraction), the “busy mind” syndrome, his “Principles of Growth,” precision
marketing and the value of a tandem team approach to building a sustainable, scalable, sale-able business.

(ORI EW M Top of the Table | Open to all attendees |

Retire-EASE: A Process to Ease Glients Into Retirement
Briggs A. Matsko, CFP, CRPC / Session Room: PCC 204

Matsko demonstrates a uniquely defined process for guiding advisors and their clients through the income
distribution phase of the retirement planning process, called "EASE.” EASE consists of four steps that help
people define their priorities through interactive technology in order to develop a customized financially
sound retirement plan. The result instills a sense of confidence, defines economic freedoms and helps maintain
financial independence and dignity throughout retirement.

Risk & Protection Products

Women's Networking Event
Chris Leach, Dip PFS, Anne-Marie Lee Li Mei, ChFC, CLU, Diane L. McGurdy, GFP, EPC,
Ana Sofia Rodriguez / Session Room: PCC 111 AB

In the time-honored MDRT tradition of sharing our best ideas, MDRT Court of the Table and Top of the Table
female members discuss the obstacles they have encountered and share the strategies they have developed to
help them perform at the highest levels. This question-and-answer session, moderated by Sarah J. Kaelberer,
CFP, ChFC, provides an opportunity to pick up tips for achieving professional and personal success from some
of MDRT's top-producing female members.



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

Quarter Century Glub (Quarter Century Club members only)
Marriott Liberty Ballroom

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

Top of the Table Reception (Top of the Table members only)
Marriott Independence Ballroom

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

Brewmaster’s Delight == %
Fieldhouse Sports Bar

Guided by a beer master, learn about the art of brewing beer and food pairings. Then, enjoy sample beers from
several of Philadelphia’s breweries at the Field House Sports Bar, located just steps away from the convention
center. Each ticket includes six beer tastings and appetizers.
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Wednesday, June 12, 2013

Ta.m.-2p.m.

Registration
PCC, Hall B

Tam.-6pm.

Interpretation Headsets
PCC, Hall B

Focus Sessions: 9 a.m.- 10 a.m.

|dea Exchange

English / Session Room: PCC 103

Cantonese / Session Room: PCC 108 AB
Japanese / Session Room: PCC 201

Korean / Session Room: PCC 113 BC

Mandarin / Session Room: PCC 114 Audiforium
Spanish / Session Room: PCC 204

In these interactive sessions, participants are invited to share ideas that have helped them increase productivity
and generated professional and personal improvement.

Sixty Sales Ideas That Work — in 60 Minutes
David Batchelor, Dip PFS, CFP and Simon John Gibson, Dip PFS /
Session Room: PCC Ballroom B

In this fast-paced world, where technology is changing what we do so quickly, it helps to arm yourself with

as many quick, easy-to-implement sales techniques as possible. Join Batchelor and Gibson as they present a
series of 60 tips in 60 minutes — really! Whether you are new to the financial services industry or a seasoned
professional, Batchelor and Gibson promise to deliver at least three ideas to every attendee. Listen as they
share their best sales advice from others, from each other and from MDRT, to show how doing things just a little
differently can have a big impact.

Sales Ideas/Strategies



Making Public Speaking Fun
Brian H. Ashe, CLU / Session Room: Marriott Grand Ballroom, Salon E

Research has shown public speaking ranks higher than fear of death on the pain scale. MDRT past President
Ashe provides practical suggestions for increasing the effectiveness of presentations and decreasing the stress
of making them, whether for a boardroom presentation, the kitchen table or a meeting. Covered topics include:
knowing your audience and topic, timing and speech organization concerns, use of humor, voice and cadence,
personal appearance and effective use of speaking area, podium and teleprompter.

Out of the Box

Focus Sessions: 10:30 a.m.- 11:30 a.m.

From Group fo Great
Stanley Tse Lap Yee / Session Room: PCC 108 AB

Think big, work different — this is Yee's key to success. Join him as he shares his secret to gaining trust and
maintaining a long-term relationship with corporate clients. He later explores the protection gap between basic
employee benefits and personal goals and expectations, then goes on to demonstrate the skill of cross-selling
other insurance and financial products to group members, further extending to their family members.

This session presented in Cantonese language only.

From Survive to Thrive — Highly Efficient Practice Marketing
Corey A. Metz, CLU / Session Room: PCC 103

Running your business like an entrepreneur requires finesse. Metz reviews all of his marketing systems, including
how he gets in front of prospects and referrals ideas that work. Learn his unique process of tracking calls,
appointments, meetings and sales. If you've hit your ceiling or continue to have the same results in overall
production/revenue, you can easily add five to 10 concrete and practical marketing ideas from this session to
your practice immediately to propel you to the next level.

Marketing/Branding

The Actual Secret to Soft Selling in a Virtual World
Colin R. Parkin, DipFA, Cert CIl (MP) / Session Room: PCC 113 BC

Parkin discusses how to thrive in a virtual office environment running night school classes for clients, liability
audit and company will. The eight-year Top of the Table member uses sales ideas built on the backs of these
practices and provides ideas you can implement in your practice immediately, boosting your production level
and making you more virtually savvy. Learn how to go from a basic to sophisticated investor in no time.

Practice Management
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Using Annual Review Planning to Solidify Client Relationships
Keith M. Gillies, CFP, ChFC / Session Room: PCC 114 Auditorium

Learn how to engage your clients by sending them checklists and a concerns sheet for their consideration as you
set year-end appointments to review their insurance and financial strategies. Gillies explains how to familiarize
yourself with key financial and tax return documents to discuss with your clients for an effective year-end review.
He also reviews other financial considerations for longer-term planning, including medical, education, estate and
retirement funding strategies.

Practice Management

Sales Secrets: How to Sell Less Term and More Perm
Jeffrey Ranz, CFP, CLU / Session Room: PCC 204

Many clients come into offices asking for term life insurance. Ranz points out that often it is due to a lack of
knowledge about how term really works and the other choices and options available to them. Using his tips daily
will have your clients asking for permanent insurance — the “when” — versus term insurance — the “if.” Drive
your sales by learning simple, client-friendly ways to illustrate universal life versus whole life, as well as mortgage
life insurance.

Risk & Protection Products

Anatomy of Disability Insurance: Opportunities, Landmines and Deficiencies
Lawrence Schneider / Session Room: PCC 113 A

Schneider explains how to stay competitive and get more than your share by building fences around your
clients with products, knowledge and ideas to protect you and your clients if they become disabled. Learn
about group disability insurance and its deficiencies/shortcomings in order to make sure your client is
sufficiently covered. Will your client be happy with LESS than 60 percent of income being protected (reverse
discrimination)? What can you do to make sure ALL facets of your client’s concerns are covered? Discover
how to boost your disability sales with business applications of disability insurance, which will improve your
relationship with your client and more.

Risk & Protection Products

Sixty Sales Ideas That Work — in 60 Minutes
David Batchelor, Dip PFS, CFP and Simon John Gibson, Dip PFS /
Session Room: PCC Ballroom B

In this fast-paced world, where technology is changing what we do so quickly, it helps to arm yourself with

as many quick, easy-to-implement sales techniques as possible. Join Batchelor and Gibson as they present a
series of 60 tips in 60 minutes — really! Whether you are new to the financial services industry or a seasoned
professional, Batchelor and Gibson promise to deliver at least three ideas to every attendee. Listen as they
share their best sales advice from others, from each other and from MDRT, to show how doing things just a little
differently can have a big impact.

() Spanish Sales Ideas/Strategies

The Very Best of MDRT
Anthony S. Bongiorno, CFP, FCPA / Session Room: Marriott Grand Ballroom, Salon E

Learn what Bongiorno has learned from 38 years of MDRT membership that has enabled him to sell more life
insurance than anyone in Australia’s history. Hear his tips from the very best speakers he has heard in 45 years of
selling life insurance.

@ Spanish Top of the Table |Opentoa|lattendees|




What Do You Say After You Say Hello?
Angus Donald McQueen, Dip CIl, Dip PFS / Session Room: PCC Ballroom A

What you say and do next after meeting someone increases or decreases the likelihood of them doing business
with you. Twelve-time Top of the Table member McQueen demonstrates a simple engagement process and a
fresh approach to the first meeting, which has moved him to bigger and bigger fee-paying clients. His insight
into goal setting and engagement techniques is sure to position you differently from your competition.

Wealth Management/Retirement Planning

Living a More Powerful Life
Caroline New / Session Room: PGC 201

Your ability to succeed in life can be measured by the way you handle the challenges life throws at you. Do
you allow problems to overwhelm you, or do you use them as an opportunity to step out of your comfort
zone and grow? Learn how to connect more deeply with your personal power by living more intentionally
and authentically. New helps you develop your leadership and communication skills in ways that will radically
empower you to succeed in every area of your life.

Whole Person

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

Quarter Century Glub (Quarter Century Glub members only)
Marriott Liberty Ballroom

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

MDRT Power Genter Store
PCC Hall B
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1:30 p.m.- 5 p.m.

Main Platform
PCC, Hall A / Doors open: 12:45 p.m. / Entertainment begins: 1:00 p.m.

Presiders Brian D. Heckert CLU, ChFC
D. Scott Brennan

Livingin the Fourthlane | Matt Oeschsli
Horizons . ] Mark J. Hanna, CLU, ChFC
Allowing Dreams to Come True Robert S. Blood, CLU, CFP
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Sarah Thissell .
The Water Coolers  TheComedyGroup thatSings
People Need Your Advice ~~ AlanParisse
Spirit of Commitment | Derek A. Dingwall
Create Distinction Through the Scott McKain

Ultimate Customer Experience®
SandStories  JoeCastilo*
Now Never Happens Again Joe Castillo*

*Due to copyright restrictions, this presentation is not being recorded.

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

MDRT Power Genter Store
PCC Hall B

8 p.m.-10:30 p.m.

Party on the Platform Glosing Gelebration
PCC Hall A

This combination concert and dance party has rapidly become an MDRT tradition. In just three hours, the
Main Platform hall is transformed from a meeting room into a dance club featuring live entertainment. Enjoy
celebrating with friends as the 2013 MDRT Annual Meeting comes to a close. A cash bar and light snacks are
available for purchase.

Note: Cash bar. Because MDRT supports a responsible drinking policy, all MDRT-sponsored receptions will
include a choice of nonalcoholic beverages. Alcohol will not be served to anyone under age 21.
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Ral}hﬂﬂ| A|EX3I1[|EI', M.D., is a professional psychologist and founder of | Can Handle It! —

a training company which promotes and facilitates employee behavioral change to create
"higher-self” workplaces. Having 15 years of corporate training experience and as a board
member of various National Mental Health organizations, she became the first U.K. training
director of Feel the Fear and Do It Anyway (16 million copies sold). Her many qualifications
led her to create a set of practical behavioral strategies designed to teach staff and directors
how to handle destructive emotions that restrict profit and growth.

I Can Handle It
88 Davenport Ave., Apt. 6, Hessle, East Yorkshire HU13 ORW, U.K.
L 07 966 523781 X Rachael@icanhandleit.co.uk

MIGhaE| [:. Aﬂ"]l]ﬂv is the speaker "You Can't Keep Out Of Your Mind.” He was born in
New York and raised near Toronto, Canada. He attended Canada’s Niagara College and has
a background in neurolinguistic programming and Ericksonian suggestion. Anthony is the
recipient of CAT Magazine's Entertainer of the Year and the creator of the popular program
“The Totally Mental Makeover.”

T.C.O. Speakers Management
808 Van Buren Ave., St. Charles, IL 60174, USA
L 630.945.3428 X donna@tcospeakers.com { www.tcospeakers.com

Ra"]h Amﬂ"ﬂﬂ Jf., J.D., El.u, has years of experience in financial planning, investments

and insurance. He is president of Antolino & Associates, a registered representative with
NFP Securities Inc. and an investment advisor representative with AA Financial Advisors
LLC. Antolino is also a member of various industry associations, and his organizational
memberships include a 32-year member of MDRT with 13 Top of the Table qualifications,
and member and past president of the International Forum, an invitation-only organization
representing the top advisors in the financial industry.

The UltraVision System
150 E. Broad Street, Suite 100, Columbus, OH 43215, USA
& 614.442.3355 X rjantolino@antolino.com

B"an H. AShE, [:I.U, is a 42-year MDRT member with four Top of the Table and 12 Court of
the Table qualifications. He is a past President of MDRT whose work is concentrated in estate
conservation, retirement planning, employee benefits and business insurance strategies. A
popular speaker, Ashe has addressed groups around the world. He currently writes the “Back
Page” column for Advisor Today magazine, and his comments have appeared in the Wall
Street Journal, Money Magazine, the Chicago Tribune, Crains Chicago Business and more —
as well as on more than 60 radio stations and 95 TV stations.

Brian Ashe & Associates Ltd.
1440 Maple Ave., Suite 9B, Lisle, IL 60532, USA
L 630.964.0966 X bashe29843@aol.com



ﬂﬂVId Batchemr, D“] PFS, GFP is managing director of the U.K.-based Wills & Trusts

Group, a fee-only practice. He is a 16-year MDRT member, and besides achieving 14 Top
of the Table and two Court of the Table qualifications, he also holds his Certified Financial
Planner licence and is a previous Focus Session speaker.

Wills & Trusts IFP Ltd.
16 Prebendal Court Oxford Road, Aylesbury, HP19 8EY, England, U.K.
& 44 1296 398307 X dsbatchelor@aol.com

RUhEﬂ BEfmaﬂ is a business development, sales and marketing guru. With a diversified
background, he brings a powerful and unique approach to business development strategies
for the wealth management industry. Berman has received nine awards for the most creative
and successful direct marketing campaigns in the nation. He brings more than 20 years'’
experience in managing and implementing sales, marketing and business development
initiatives for several corporations. His client list reads like a “who’s who" in business,
including 3M, Bank of America, Boeing and many more.

Jackalope Consulting, LLC
23315 NE Novelty Hill Road, Suite B221 #189, Redmond, WA 98053, USA
$ 541.408.6510 X BermanBizDev@gmail.com {1 www.JackalopeConsulting.com

RDI]E" s. B|l]0[|, GI.U, [:hl:[:, is a 23 -year MDRT member and has been a financial

advisor with Northwestern Mutual Life since 1980 with his wife, Jeannine. He is a Past
President of both local and state NAIFA Associations, and a longtime member of both the
New Hampshire Estate Planning Council and Financial Service Professionals. Blood is also a
Past President and has served as a board member of the Concord Rotary Club.

Northwestern Mutual Life
The Professional Building, 194 Pleasant Street, Suite 11, Concord, NH 03301, USA
L 603.224.3691 X robert.blood@nmfn.com ¥ www.robert-blood.com

AI]"'II]I]V S. BUHQIUI’HU, GFP, F[:PA, is a founding partner in the Bongiorno Group of

Companies (Australia’s first financial planning group — founded in December 1964 by his
brother Joe). He holds a Bachelor of Commerce degree from Melbourne University and is
a Fellow of CPA Australia with a CFP designation. Bongiorno is a 38-year member of MDRT
and is Australia’s second-longest serving Top of the Table member. The Bongiorno Group
deals almost exclusively with doctors and dentists. Bongiorno is one of the most highly
sought-after speakers in Australia, presenting between 60 and 80 talks each year.

Bongiorno Group

431 St. Kilda Road, Melbourne, VIC 3004, Australia

L 61398633111 X tbongiorno@bongiorno.com.au
{ www.bongiorno.com.au

85



36

I
F I

JI]E GHSTIHU is a bestselling author, an artist and storyteller who has developed new way
of telling stories with his hands. He calls this latest innovation “SandStory.” These stories
have become a worldwide sensation, and he has performed for presidents, royalty, CEOs,
international corporations and as a finalist on “America’s Got Talent.” Castillo’s performances
entertain, inspire and leave people with a sense of awe.

The Grable Group
1412 Mayberry Lane, Franklin, TN 37064, USA
L 615.283.0039 X tim@thegrablegroup.com

ASVII] ﬂhallhaﬂ, DID FA, M":S is a 15-year member with six Court of the Table

qualifications and a Gold Knight of the MDRT Foundation. He has served on the Young
Advisers Committee as both a member and Chair, and he currently serves as MCC Zone
Chair for Southern and Western Europe. He also served as the Youngest Regional Chairman
of the LIA (National Professional Body) in 1995. Chauhan is managing director of Ashleigh
Court Private Client Wealth Management Ltd. and advises his clients on wealth creation,
investment management and estate planning.

Ashleigh Court Private Client Wealth Management Ltd.
Sovereign House, 12 Warwick St. Earlsdon, Coventry, England CV5 6 - ET, U.K.
L 4424 7626-6495 K ac@ashleighcourt.com ) www.ashleighcourt.com

Ellﬂlﬂe GhEI'I is a 18-year MDRT member with one Top of the Table and five Court

of the Table qualifications. She has been an active participant in MDRT for years, serving
on several committees and as a five-time Taiwan Zone Chair. Outside the organization,
Chen is a bestselling author and frequent columnist, and she currently serves as an
executive life planner for Prudential — Taiwan, where she brings more than 20 years of
industry experience.

Prudential Life Ins. Co. of Taiwan Inc.
10/F 161 Sec 5 Nanjing E Road, Taipei, 10570, Taiwan
L 886225011868 X eunicecy@ms4é.hinet.net

|rWIrI ﬂ. ﬂ[lhEﬂ president of Affiliated Financial Specialists Inc., is a 35-year veteran of the
insurance and financial services industry. Cohen specializes in disability income protection,
long-term care and critical illness insurance. He is a 22-year member of the MDRT with five
Court of the Table and three Top of the Table qualifications. Author of the bestselling MDRT
audio disc "How to Make Top of the Table Selling Long Term Care,” Irwin is known for his
strong work ethic, exceptional sales skills and always doing what’s best for his clients.

Affiliated Financial Specialists Inc.
217 N. Mclean Blvd., Suite 2C, Elgin, IL 60123, USA
L 847.608.7443 X icohen@afsgoldengoose.com



RUSSE“ [:I]"IHS, I]“] I.I, retired as a financial advisor in 2010 after 40 years of selling life
insurance. A 41-year member of MDRT, he has spoken at three previous Annual Meetings on
the subject of business insurance and one with his son, Matthew, on succession planning.

He has established a consultancy business for mentoring and training advisors how to sell
insurance in either the personal market or business owner market. A number of his mentoring
aspirants have qualified for and attended MDRT meetings, and he has been an active
member of the Association of Financial Advisers (Australia) throughout his career.

Risk Insurance Communication Skills
Level 1, 9 Waratah Street, Mona Vale, NSW 2 103, Australia
L 61299137387 X russell@rics.com.au

GEUI’QE Gﬂﬂk is an institutional consulting director for Graystone Consulting, a

division of Morgan Stanley LLC. He is responsible for strategic policy, portfolio optimization
and investment manager selection for the clients that he serves. He has over 31 years

of investment experience, and is a frequent guest speaker for a variety of associations,
including Property Casualty Insurers Association of America, Association of Professional
Investment Consultants, and the Investment Management Consultant Association, to name
a few. Cook also volunteers for a number of nonprofit agencies.

Graystone Consulting

760 W. Main St., Barrington, IL 60010, USA

L 847.382.6608 X George.t.cook@morganstanleygraystone.com
{) www.institutionalconsulting.citi.com/thegcookgroup

WaVIlE GU"U", [:I.U has been a qualifying member of MDRT, Court of the Table or Top
of the Table for 21 of his 28 years as a financial advisor. He built a process-driven business
that allowed him to run his practice 65 business afternoons a year. After a serious motorcycle
accident in 1995, Cotton implemented his succession plan for his financial practice. He also
built a successful speaking and publishing business. He has given over 1,000 industry talks
and workshops covering 16 countries worldwide.

Cotton Systems Ltd.

3121 Hill Road, Suite 120, Lake Country, BC V4V 1G1, Canada
& 250.766.1555 X wcotton@cottonsystems.com

{7 www.CottonSystems.com

Jﬂhﬂ GI’EITIEI', FSPA, is a speaker and trainer with 25 years of experience in personal
development. He helps financial advisors blend expertise in reading people with training in
improvisation skills to sharpen teamwork and deepen client relationships. He is founder of
the award-winning Maydays Improvisation Company and author of “Improv” and “Reading
People.” He was voted Speaker of the Decade by the Academy for Chief Executives, and in
October 2012, gave the opening keynote speech at the Institute of Financial Planners.

John Cremer Ltd.

1 Dyke Cottages, Poynings, West Sussex BN45 7AT, U.K.
L 447949837882 X creative@johncremer.co.uk

{ www.johncremer.co.uk & @johncremer
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Jlm D'AmIGU is a consultant with MacSERYV, a firm that provides Mac-focused IT consulting
and support. MacSERV prides itself in intently listening to clients to determine what they

do and how technology can help them to work smarter and more efficiently. D’Amico loves
working with Apple products and has been training groups on iOS device usage for more
than two years.

MacSERV
440 Benigno Blvd., Bellmawr, NJ 08031, USA
L 888.818. MACS X info@macserv.com ¥ www.macserv.com

A"ane ﬂE BI]IIV[IISIII is an author, speaker and founder of The First 30 Days, her website
for helping people make changes in their lives. De Bonvoisin has also hosted Change Nation,
a weekly podcast where she interviewed change experts, authors, celebrities and everyday
people about getting through change in their lives. She is a certified trainer for the Anthony
Robbins Companies and is also featured in the documentary “The Highest Pass,” a spiritual
motorcycle journey through the Himalayas, released in 2012. Her latest endeavor, an iPhone
app called Mindful365, focuses on helping people live consciously a day at a time.

Speakers Network Worldwide

2233 Park Road, Charlotte, NC 28203, USA

L 704.342.0095 ext. 101 X Missy@SNWSpeakers.com
{7 www.ArianedeBonvoisin.com & @clickariane

PETET Dlﬂmandls, M.I]., is chairman and CEO of the X PRIZE Foundation, a nonprofit
organization focused on designing and launching large incentive prizes to drive radical
breakthroughs for the benefit of humanity. Diamandis is an international leader in the
commercial space arena, having founded and run many of the leading entrepreneurial
companies in this sector. Diamandis attended the Massachusetts Institute of Technology
(MIT), where he received his undergraduate degree in molecular genetics and graduate
degree in aerospace engineering. After MIT, he attended Harvard Medical School, where he
received his M.D. In 2005, he was also awarded an honorary doctorate from the International
Space University.

PHD Ventures Inc.
5510 Lincoln Blvd., Suite 100, Playa Vista, CA 90094, USA
L 310.741.4880 X Connie.Fox@xprize.org {1 www.xprize.org

DEI'EI( A. Dlﬂgwa" has been a senior executive financial planner with Momentum South
Africa for the last 36 years. He is a 32-year MDRT member and with 23 Top of the Table
qualifications and he is a frequent MDRT speaker. Dingwall has also spoken to industry
audiences in London, Sydney Australia, Tasmania, New Zealand, Scotland and Ireland.

He has addressed service clubs and schools in his area on the subject of goal setting and
was awarded the Paul Harris Fellow Award from Rotary International for his work in the
community in 2011. Dingwall is still extremely active in his financial planning business in
Johannesburg South Africa.

Momentum
Unit 2, Barlett Lake Office Park, Cnr Dr Vosloo and Trichardt Roads, Boksburg, South Africa
L +27 11 918 4522 X Derek.dingwall@momentum.co.za



Brad Elman, EI.U is a 21-year MDRT member with 11 Court of the Table qualifications.

He is a four-time MDRT Annual Meeting speaker and a two-time MDRT Divisional Vice
President. Elman is regularly sought out by the media for information on consumer finance. A
frequent guest on the NBC Bay Area News, he writes and is regularly quoted in many media
outlets, both inside and outside the financial services industry. In 2003, Elman was one of
the youngest recipients of the Jack Richter Award for Career Achievement, NAIFA Silicon
Valley’s highest honor. His true passion is volunteering in the community, where he focuses
the majority of his time working with children with developmental disabilities.

Nine Dots Benefits

745 Distel Dr., Suite 104, Los Altos, CA 94022

L 650-209-5754 X brad@9dotsbenefits.com
{n www.9dotsbenefits.com & @bradelman

BTU[}E W. E"]Eflﬂgmﬂ, Gl.u, GH.F.G., is a 44-year MDRT member. He has qualified for
Top of the Table 35 times and is a former Top of the Table Chair. Named one of MDRT's 12
“greatest living members” in “The Greatest Insurance Stories Ever Told,” Etherington has
spoken to major insurance and financial planning organizations around the world — including
16 Main Platform appearances. His books “See the People” and “Reflect and Prepare” are
international bestsellers, as are his CDs. Etherington’s firm specializes in family harmony and
philanthropy, and it created USD 1 billion for charities and nonprofits during the 2000s.

Bruce Etherington & Associates
90 Burnhamthorpe Road, W. Suite 1402, Mississauga, ON L5B 3C3, Canada
& 905.270.3126 X bruce@etheringtons.com

Gﬂhfiﬂ|ﬂ Fal'h is a four-year MDRT member. She has 11 years of experience as a consultant
life planner, delivering personalized advice based on life insurance needs with high standards
of productivity. She has coached several high-performing producers and executives,
specializing in individual and corporate advisory.

Prudential Seguros — Argentina
Leandro N Alem 855 Piso 5 Capital Federal, Buenos Aires, 1001, Argentina
& 5411 48915028 X gabriela.farb@prudential.com

MﬂfVIﬂ H. FEIdman, [:I.u, BhFG, is president of the Feldman Financial Group, and
president and CEO of the LIFE Foundation. He is a 39-year MDRT member, past Top of the
Table Chair and 2002 MDRT President, with 31 Top of the Table qualifications. He received
the Circle of Life award in 2004 and the John Newton Russell award in 2011, the highest
honor for an individual by the insurance industry. Feldman was also named to Insurance
Newscast's list of the 100 Most Powerful People in the Insurance Industry, North America,
and is listed in “Who's Who in Business and Finance” and “Who's Who in the World.”

Feldman Financial Group
28050 U.S. Hwy. 19N, Suite 205, Clearwater, FL 33761, USA
L 727.723.9020 X marv@feldmanfinancialgroup.com
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Kﬂl’| FrEdﬂGk Fl'aﬂk, BFP, MBA, is a six-year MDRT member with six Top of the Table

qualifications. He has spoken to thousands of people for many years and won awards for
public speaking, appearing regularly both on television and in print media. Frank is the
incoming president of the Colorado Financial Planning Association and the founding leader
of the nonprofit Denver Financial Planning Day. He earned a CFP, MFS and MBA, but started
his education with a master's degree in English. According to Frank, his innate respect for
the power of stories and language permeates all of the work he does.

A & | Financial Services LLC
9800 Mt. Pyramid Court, Suite 450, Englewood, CO 80112, USA
L 303.690.5070 X karl@assetsandincome.com

AI][II'EW F"Edma“, J.I]., is known for predicting the outcomes of Washington

deliberations and providing investors strategies for the changing political landscape. He
was a senior partner with law firm Covington & Burling LLP, where he practiced for almost
30 years as head of the tax and corporate groups. He also served as tax counsel to Major
League Baseball, the National Football League, the National Basketball Association and the
National Hockey League. Friedman also appears on CNBC's “Squawk Box" as “Wall Street’s
Tax Expert,” and he has been quoted in publications from The Wall Street Journal to USA
Today.

The Washington Update LLC
6481 Birch Grove Court, McLean, VA 22101, USA
L 202.441.5100 X Andrew.Friedman@thewashingtonupdate.com

SIIHUII J[lhll GIl]SI]ﬂ, Dil] PFS, is a 14-year MDRT member with seven Top of the Table
and four Court of the Table qualifications. He is the co-founder of the ABC Charitable Trust
(East Anglia), a charity established to benefit children and young people in his area, and

he speaks frequently around the world. Gibson loves to share, and says he has only a few
original thoughts, but many brilliant ideas he's tailored thanks to the generosity of his peers.

Atkinson Bolton Consulting Ltd.
Cheveley House, Fordham Road, Newmarket, Suffolk, CB8 7XN, England, U.K.
44 1638 564230 X simon@atkinsonbolton.co.uk & @1966SJG

KE"h M. BI"IES, GFP, GhFG, devotes tireless service to our industry, including as a two-
term NAIFA National Trustee and NAIFA president of the Greater New Orleans and Louisiana
chapters, earning the highest honors of each. After Hurricane Katrina, he chaired the
NAIFA—MDRT Agent/Advisor Relief Fund. He is a 10-year MDRT member with four Court

of the Table and five Top of the Table qualifications. Gillies’ leadership roles include chairing
the prestigious Ameritas Field Advisory Cabinet, and serving his community as chair of the
Planning and Zoning Commission and the Strategic Planning Committee for Finance.

River Parishes Advisor Group
610 Belle Terre Blvd., La Place, LA 70068, USA
L 985.652.7702 X kgillies@rpagllc.com {7 www.rpaglic.com



TUHV BUI'[IUI'I is a 35-year MDRT member with 34 Top of the Table qualifications and a past
President of MDRT. Gordon, one of the best-known names in the financial services industry,
is a past Top of the Table Divisional Vice President and author of the bestselling book "It
Can Only Get Better: Tony Gordon's Route to Sales Success." He now focuses his time on
speaking, mentoring and a variety of business interests, coaching attendees on how to grow
their financial services practice and realize their true potential.

6B North View, Bristol, BS6 7QB, England, U.K.
$ 44117974 1177 R tg@tonygordon.biz

GI"]B” A. Hﬂgga", [:I.U, I.UT[:F, is a 43-year member of the Round Table currently
serving as President of the MDRT Foundation. In his time at MDRT, he has Chaired and
served on many committees, including the Program Development, Program General
Arrangements and Foundation Grants committees. A Platinum Knight of the Foundation,
Haggart has participated in several Phonathons to raise funds for its grant programs. He was
also on the volunteer leadership team for the Million Meal Challenge.

Meeker-Magner
2200 E. Devon Ave., Suite 340, Des Plaines, IL 60018, USA
L 847.699.1400 X gilh@meekermagner.com

Mal'k J. Haﬂﬂa, GI.U, ﬂhFﬂ is the Nominee to the MDRT Executive Committee. He is a
25-year MDRT member with three Court of the Table and 14 Top of the Table qualifications.
An Excalibur Knight of the MDRT Foundation and a member of its Inner Circle Society,
Hanna is also the CEO of Hanna Global Solutions, an employee benefits advisory and
administration firm providing global human resource management solutions. His Round
Table service is extensive, with service on multiple committees and task forces, as well as
presentations at several Round Table meetings. He has served on many local, state and
national boards of directors, including the Society of Financial Service Professionals (FSP)
and the National Association of Insurance and Financial Advisors (NAIFA)—California.

Hanna Global Solutions
1390 Willow Pass Road, Suite 940, Concord, CA 94520, USA
L 925.956.0300 X hanna.markmdrt@gmail.com

Phllm E. Hﬂ"lman, GI.U, Ghl:n, of Falmouth, Maine, served as President of MDRT in
2007. Harriman is a 31-year member of MDRT with 14 Top of the Table and four Court of the
Table honors. He is an Excalibur Knight of the MDRT Foundation and has served on more
than 30 Round Table committees. A Partner in Lebel & Harriman, LLP, his firm specializes

in retirement, investment and estate planning. He was the 2000 recipient of the J. Putnam
Stevens Award for his outstanding contributions to the life insurance profession. Harriman'’s
civic involvement includes four terms as a Senator in Maine representing the 23rd District.

Lebel and Harriman, LLP
336 US Rt. One, Falmouth, MA 02760 USA
& 207.773.5390 X philipharriman@msn.com
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TI]TI'I Heg"a, BI.U, EhFG has spoken, at the Top of the Table meeting and the MDRT

Experience meeting in Singapore. He is author of the bestselling book “Paychecks and
Playchecks.” Nobody knows retirement income better than Hegna — he has dominated the
top main platforms of the insurance industry. A former first vice president of New York Life
Insurance Company, he helped drive sales in annuities, mutual funds and life insurance to
record levels. He now speaks for Fortune 500 companies around the world to educate and
motivate their producers and employees.

TomHegna.com and PaychecksAndPlaychecks.com

P.O. Box 20589, Fountain Hills, AZ 85269, USA

& 855.866.4346 X tom@tomhegna.com

{7 www.tomhegna.com and www.paychecksandplaychecks.com & @TomHegnaSpeaks

Ghaﬂes H[l"ﬂl'l[lﬂf is an eight-year MDRT member with eight Top of the Table
qualifications. A 26-year veteran of the life insurance business, he has had the fortune to
work closely with and be personally mentored by one of the industry’s most respected
leaders, Sidney Friedman, for 18 years. For seven years, Hollander has served on the
board of directors of one of the life insurance industry’s leading member organizations,
the Forum 400.

M21 Consulting
19745 N. Grayhawk Drive, 1065, Scottsdale, AZ 85255, USA
L 480.216.2116 X chollander@m21consulting.com

Slll'l Eha" HWEII'I!], a 12-year MDRT member, has been with Prudential Life Insurance
Company of Korea for 12 years. Prior, he worked at Korea Exchange Bank and delivered the
keynote speech at the MDRT Korea convention in 2009, becoming an MDRT Life member

in 2011. Hwang specializes in life insurance, actively shares his experiences, and leads and
mentors colleagues. Aside from his involvement in Habitat for Humanity and other social
contribution activities, Hwang enjoys archery, playing the saxophone and running marathons.
He has trekked through the Himalayan Mountains and is planning to participate in the Sahara
Marathon.

Prudential Life of Korea

Hongik Agency 18/F Prudential Bldg. 838,

Yeoksam-Dong Kangnam-Gu, Seoul, 1359 82, Republic of Korea
L 8215448426 X hwangsun@mylp.com

JUh" |I1faml, EI.“, BhFG was a top divisional vice president for Woodbury Financial

for five years before establishing an individual clinic in practice management. Prior to his
role at Woodbury, he was a highly awarded general manager with Phoenix Home Life,
where he worked for 30 years. During his 16 years as general manager, his representatives
were consistently were ranked as the top agents in the company. Specializing in producing
customized revenue growth plans, Infanti’s “Buy Back Your Time"” program has helped
numerous producers increase both quality family time and achieve revenue growth.

6509 Pleasure Ave., Sea Isle City, NJ 08243, USA
L 609.792.0780 K jfi412@yahoo.com



sarah J. KHE"JEI'ET, [:FP, GhF[:, is a 13-year MDRT member and a nine-time Top of the

Table qualifier. She has conducted Focus Sessions at MDRT and participated in a business
succession panel on the Top of the Table Main Platform. She is a partner and vice president
of Business & Estate Advisors Inc., which is known for strong knowledge of pension law and
creativity in plan design and communication, as well as strong client relationships. Kaelberer
has also authored articles in Round the Table, Advisor Today, National Underwriter, Life
Insurance Selling, Senior Advisor and Minnesota Law and Politics.

Business & Estate Advisors Inc.

282 E. Wayzata Blvd., Box 679, Wayzata, MN 55391, USA
& 952.475.0440 X sarahk@business-estate.com

{1 www.business-estate.com

Phllm KHVESh, j.D., I.I..M. (TEIX), is the active principal of the law firm of Kavesh,

Minor & Otis, and president of The Ultimate Estate Planner Inc. He has earned significant
recognition and accolades over his approximately 32 years of practice as an estate planning
attorney. Regularly quoted in The Wall Street Journal, he has created or co-created
numerous technical advances in estate planning, including the Personal Asset Trust and the
IRA Inheritance Trust. Through his company, Kavesh has helped improve the practices of
attorneys and financial advisors across the country.

The Ultimate Estate Planner Inc.

212 Yacht Club Way, Suite A-7, Redondo Beach, CA 90277, USA
& 866.754.6477 X phil@ultimateestateplanner.com

) www.ultimateestateplanner.com and www.kaveshlaw.com

t @ultimateestate and @kaveshlaw

EITIITIaI'IlIE| KE"V was born into a war zone and found abandoned shortly after. While
living in an orphanage, he was selected to receive life-changing surgery in Australia 12 years
ago. Kelly has always dreamed of becoming a professional recording artist. Within days of
his audition for "The X Factor" in Australia, Kelly’s YouTube video received over two million
views, and within a year, he has captured the hearts of over 30 million people. Kelly continues
to sing and record music, and inspire people with his story and his song.

Profile Corporate (Attn: Jessy Edwards)
323 Montague St., Albert Park, VIC 3206, Australia
L 61385987819 X slevin@profiletalent.com.au {7 www.profiletalent.com.au
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Bralg KIE"]UT!]ET is a social entrepreneur, New York Times bestselling author and
syndicated columnist. He co-founded Free The Children in 1995 when he was 12 years old.
Today, more than 1.7 million young people are involved in its programs. In North America,
the organization provides comprehensive service-learning programs, including its We Day
celebrations, attended annually by more than 100,000 students from 3,000 participating
schools. Internationally, the organization works in eight developing countries providing a
holistic and sustainable development model, including education, health care, food security,
clean water and alternative income programs. Alongside his brother Marc, Kielburger is also
co-founder of Me to We, an innovative social enterprise that seeks to support the work of
Free The Children by providing socially conscious products and experiences.

Me to We Speakers

225 Carlton St., Toronto, Ontario M5A 2L2, Canada

& 647.259.3455 — Marianne Woods, Director X Marianne@metowe.com
& www.metowe.com & @craigkielburger

Bh"s lea[}h, I]"] PFS is a 34-year MDRT member with 12 Court of the Table and eight
Top of the Table qualifications. Active in the MDRT committee system since 1982, Leach has
spoken at several MDRT 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 members. Leach was the first
woman to sit on the Life Insurance Association’s executive committee, and she was elected
president in 1986. A well-known industry speaker, she has addressed audiences throughout
the world, has appeared on radio and television, 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, Wales, CF15 - 9HJ, U.K.
& 44 2920 814070 X chris@cla-ifa.co.uk

AIII]E-MHTIE |.EE I.l ME', [:I.u, ﬂhFG is a 16-year MDRT member and a master

financial consultant with the Prudential Assurance Company Singapore. She is an active
MDRT volunteer who has served in many committees including the Program Development
Committee for the MDRT Annual Meeting in New Orleans, Louisiana, in 2005 and Denver,
Colorado, in 2007. She has served several terms on the MDRT Membership Communications
Committee (MCC), most recently as Divisional Vice President. Besides MDRT, Lee has also
been active as a volunteer in her local association, the Insurance and Financial Practitioners
Association of Singapore (IFPAS).

Prudential Assurance Company Singapore (Pte) Ltd.
51 Scotts Road, #02-03 Prudential at Scotts, Singapore 228241
L 6596871942 X amarieleelm@gmail.com



NUTITIHH G. lEVIHE, GI.U, Bhl:[: is a 41-year MDRT member with one Court of the Table

and two Top of the Table qualifications. He has served as a Divisional Vice President, Chair
and member of many MDRT committees and task forces. Levine has also spoken at several
Annual Meetings and is a Gold Knight of the MDRT Foundation. Internationally recognized,
he has addressed audiences in 50 states and 31 countries. Levine is a past president of
numerous organizations, including the National Association of Insurance and Financial
Advisors, and his awards include the John Newton Russell Memorial Award and induction
into GAMA International’s Hall of Fame.

Levine Enterprises
75330 14th Green Drive, Indian Wells, CA 92210, USA
L 760.674.1926 X levineente@aol.com

KEVII'I lVﬂth, [:I.U, chl:[:, is an assistant professor of insurance at The American College.

Prior to joining the faculty at the college in 2009, Kevin spent over 25 years in financial
services and 10 in the insurance industry, both as an agency owner in the P&C arena, and a
regional management associate and financial consultant in the life and financial arena. Lynch
has authored three texts and added a fourth earlier this year. His areas of expertise include
business development and prospecting, insurance planning, disability income insurance and
long-term care insurance.

The American College
270 S. Bryn Mawr Ave., Bryn Mawr, PA 19010, USA
L 610.526.1328 X kevin.lynch@theamericancollege.edu

AI]"I[IIIV A. Maﬂlﬂ, EI:P, MBA is an 11-year MDRT member with two Top of the Table

and four Court of the Table qualifications, and he has qualified for MDRT every year in the
business. He is a partner in Martin Financial Group (MFG), where he is fortunate to work
with his father and brother, who are both MDRT members. Martin specializes in working
with privately held businesses to integrate their business, tax and financial strategies. He
and MFG have created multiple professional partnerships with financial advisors that have
resulted in 30 to 50 percent of their firm’s revenue.

Martin Financial Group, LLC
315 Commercial Drive, Suite A4, Savannah, GA 31406, USA
L 912.352.9644 X tony@mfg-llc.com

MIGhﬂEl MHS|3I]S|(V is an author and CEO of Maslansky + Partners. At Maslansky +
Partners, Maslansky challenges companies and organizations to use the principles of
credible communication to build or rebuild trust with their audiences. The firm specializes in
helping clients find the right language and messaging to meet reputational, brand and issue
communication challenges. His clients include Toyota, Johnson & Johnson, Bank of America,
AT&T and Metlife, as well as a range of industry associations in Washington. Maslansky has
helped clients address communication challenges in more than 20 countries using his firm'’s
proprietary research methodology, which has been lauded by The New York Times, “60
Minutes,” and PBS's “Frontline,” among others.

Leading Authorities Inc. (Attn: Ned Jovanovich)
1990 M St., NW, Suite 800, Washington, D.C. 20036, USA
L 312.822.0300 X ned@lauthorities.com {7 www.leadingauthorities.com & @m_mas
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A"ISI]I] MHSSHI'I was voted by Meetings and Conventions magazine as one of the 2012
top 10 motivational speakers in North America. Massari teaches the secrets to triumphing
despite tragedies, thriving in turbulent times, and forging your own path to success. An
award-winning entrepreneur and international speaker, Massari is now a fiery voice for the
potent power of compassion, kindness and indestructible perseverance. As a sought-after
private coach, her highly effective methods have enabled her to form bonds as a trusted
confidante to CEOs, executives and entrepreneurs.

For speaking engagements: Gold Stars Speakers Bureau
7478 N. La Cholla Blvd., Tucson, AZ 85741, USA
& 520.742.4384 x100 X teri@goldstars.com {7 www.goldstars.com

For coaching:
C 415.789.1369 X CS@AllisonMassari.com & @AllisonMassari

BI'IQQS A. MaISk[l, BFP, GHPG, is a senior financial planner who provides comprehensive,

fee-based, financial planning as well as other financial services to individual and institutional
clients, which include some of the nation’s largest health care systems. While he works with
clients of all ages, his passion is retirement income distribution, and he is recognized nationally
for his expertise in the area. He has been featured in Research Magazine and Boomer Market
Advisor, in addition to speaking at MDRT, the Retirement Income Industry Association, NAVA
and more. Matsko is a 23-year MDRT member with 21 Top of the Table qualifications.

8880 Cal Center Dr., Suite 220, Sacramento, CA 95826, USA
L 916.868.3900 X briggs.matsko@Ifg.com

Ff&[l Mﬂfll“(a has been associated with the Culture Index Program for more than 25 years.
He has started and built many successful companies from the ground up, using the Culture
Index Program to recognize the talents and traits of people, maximizing those talents and
matching them to teams to ensure their success. Recognizing the success of the program, he
joined the Culture Index team as a consultant in 2005, and he has assisted many of his client
companies design and build their teams by identifying, hiring, managing and retaining the
right people for the right jobs.

Culture Index Nebraska
5700 Cuthills Court, Lincoln, NE 68526, USA
L 402.540.8225 X fmatulka@cindexinc.com {7 cindexinc.com

ﬂlaﬂE I.. M[}Gllrﬂv, GFP is a long-standing MDRT member with 16 Court of the Table

and five Top of the Table achievements and has served on many MDRT committees. She

is a Canadian pioneer of financial planning, past chair of the Conference for Advance Life
Underwriting (CALU), and she authored the book “How Much Is Enough?,” which became a
bestseller and was published in Canada and the U.S., with a third edition released in January.
McCurdy is a recognized speaker, commentator and author, having given countless radio,
television, newspaper and magazine interviews, and addressed audiences as a keynote speaker
throughout the Americas, including The New York Times, MoneySense magazine, Family
Circle, Reader’s Digest, CNN, NBC, ABC, “Good Day New York,” and many more.

McCurdy Financial Planning Inc.
Cathedral Place, 925 West Georgia St., Suite 1128, Vancouver, BC V6C 3L2, Canada
L 604.685.7928 X diane@mccurdyfinancial.com {7 www.howmuchisenough.ca



SGI]" MGKHIH an internationally known business expert and author, helps organizations
create distinction in every phase of business and teaches them how to deliver an “ultimate
customer experience.” McKain takes a revolutionary approach by showing how organizations
and individual professionals create differentiation in the marketplace. He has appeared
multiple times as a commentator on Fox News to discuss business, politics and American
culture.

McKain Performance Group Inc.
11650 Olio Road, Suite 1000-323, Fishers, IN 46037, USA
¢ 800.838.6980 X scott@scottmckain.com {7 http://ScottMcKain.com & @scottmckain

Aﬂglls DI]IIEI|[| MGUUEEH, Dll] [:", Dm PFS, is a 15-year MDRT member with one
Court of the Table and 12 Top of the Table honors, the first of which he received at age 26.
He has served on six MDRT committees and is chairman of McQueen Wealth Management,
which has 15 staff members operating in the provision of holistic financial advice, financial
modeling, estate planning, product innovation, protection strategies, and business
succession plans for business owners. In 1999, McQueen and a group of other advisors set
up TFS, which grew to 90 financial advisors, and was merged and floated onto the Australian
Securities Exchange in 2010.

McQueen Wealth Management
Level 4, 437 St. Kilda Road, Melbourne, VIC 3004, Australia
L 61398658111 X amcqueen@mcqueenwm.com.au

ﬂl]rev A. METZ, [:I.U is a 14-year MDRT member with five Court of the Table and two Top
of the Table qualifications. He works with business owners and higher-income individuals,
and he works solely with life, disability and long-term care products. Metz served on the
Dallas — NAIFA board from 2007 to 2009 and is a member of the Dallas Estate Planning
Council. He was highlighted in Advisor Today's “Four Under Forty” in 2011. Metz's articles
about prospecting, referral and underwriting have been published numerous times in industry
magazines, and he was the main kickoff speaker at the NYL Dallas office this past year.

Metz Insurance & Financial
12201 Merit Drive, Suite 1000, Dallas, TX 75251, USA
S 972.774.2477 X corey@metzinsurance.com

I]amhlsa MUVU, Ph.l]., analyzes the global macro economy, focusing on investment
opportunities and risks around the world. She serves on the boards of Barclays Bank,
SABMiller and Barrick Gold, and she has worked at Goldman Sachs and the World Bank.
Author of three New York Times bestsellers, Moyo was named to Time magazine’s “100 Most
Influential People in the World.” She is a contributor to CNBC and has been published in the
Financial Times and The Wall Street Journal. She completed a Ph.D. in economics at Oxford
University and a Masters at Harvard.

2 Eaton Gate, London, SW1W 9BJ, England, U.K.
L 212.271.4870 X office@Dambisamoyo.com
) www.dambisamoyo.com & @dambisamoyo
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MHX MUVU is an executive coach with 15 years’ experience in financial services and has
been affiliated with a number of blue chip companies throughout South Africa. A highly
regarded speaker, he is in demand as a life transformation coach, newspaper columnist
and public speaker. Moyo believes people need to embrace their purpose and identity to
succeed in life. His extensive use of the African cultural identity utilizing traditional values,
symbols and metaphors to illustrate his points are a unique feature of his presentations.

Ignite My Potential
P.O. Box 31491, Kyalami, 1684 South Africa
& +27 824617779 X max@ignitemypotential.com & @OfficialMaxMoyo

Gﬂl’ﬂ"ﬂe NEW is a trainer, executive coach, and associate director with integrity

and values. Her more than 20 years in consulting has given her practical insights into

what enables individuals and teams to perform at their best. A master practitioner in
neurolinguistic programming and senior leader with the Anthony Robbins Companies, she
is a highly respected trainer and presenter on professional and personal development,
business communications, business integrity and values-based leadership.

Integrity and Values

P.O. Box 6109, Alexandria, NSW 2015, Australia

& 6129667 1277 K carolinenew@integrityandvalues.com
{ http://www.integrityandvalues.com & @BeTru2Yu

Mﬂ" UEGhS" president of the Oechsli Institute, is one of the leading authorities regarding
marketing, selling, servicing and developing loyalty with affluent clients. His firm conducts
ongoing research projects on the affluent and has been able to determine (with statistical
significance) how the affluent make major purchase decisions, the criteria they use in
selecting a "go-to" financial advisor, what they look for in a personal banking relationship
and more. Oechsli has authored 11 books and is also the longest-standing columnist for
WealthManagement.com.

CBA Speakers Bureau
19 South Golden Key Drive, Gilbert, AZ 85233, USA
& 480.330.3918 X carole@cbaspeakersbureau.com

N[lhllhll'[l ﬂlSlIkﬂ, an eight-year MDRT member, began his career in the industry in 2005.
A mere six months later, he qualified for MDRT. He has achieved for Court of the Table every
year since 2009 and qualified for Top of the Table this year for the first time. Otsuka has also
served in MDRT Japan and Prudential of Japan MDRT Club leadership roles. His specialties
include chartered small and medium enterprise management consulting, registered real-
estate transactions, total life consulting, DC planning and life insurance. He is currently
studying neurolinguistic programming and consulting.

Prudential Life Ins. Co. Ltd.
Prudential Tower 22F, 2-13-10 Nagatacho Chiyoda-ku, Tokyo, 100 0 - 014, Japan
L 81355015134 X nobuhiro.otsuka@prudential.co.jp



A|aﬂ PHTISSE, GSP, GPAE is a seasoned financial executive and author whose insightful

ideas have inspired agents and advisors around the world to enhance client service and
expand their practices. A Hall of Fame speaker, he was named “One of the Top 21 Speakers
for 21st Century” by Successful Meetings magazine. No stranger to MDRT, Parisse has
spoken for the Top of the Table, Court of the Table and is a return guest on the Main
Platform. He has been a guest lecturer at the Stanford Business School, UC Berkeley
Graduate School of Business, UCLA Graduate School of Management and the University of
Pennsylvania Wharton School of Business.

CBA Speakers Bureau

19 South Golden Key Drive, Gilbert, AZ 85233, USA

& 480.330.3918 X carole@cbaspeakersbureau.com
{7 www.parisse.com & @alanparisse

ﬂl]|||1 R. Pafklﬂ, I]m FA, GE” G" (MP), is a 35-year MDRT member with eight Top of

the Table and seven Court of the Table qualifications. He has served as a PGA volunteer
for many years, as well as on a number of committees. Parkin has over 35 years of industry
experience and is managing director of his own firm, Ample Financial Services. He became
involved in the wealth management industry six years ago.

Ample Financial Services

Ample House, 76A South Park, Lincoln, England LN5 8ES, U.K.
L 441522 510999 X colin@ampleholdings.co.uk

) www.ampleholdings.co.uk & @colin_parkin

ﬂEVﬂﬂg PaTE| is a 10-year MDRT member with four Court of the Table and two Top of the
Table qualifications. He believes in understanding every client’s individual situation before
making any recommendations to them, as well as keeping informing them of the latest
market conditions and financial and insurance information via frequent communication. He
is a representative of Metropolitan Life Insurance Company and MetLife Securities Inc., an
investment advisor representative of MetLife Securities, and a member of NAIFA (Middlesex
County chapter) outside MDRT.

MetLife
1 Betty Ann Drive, Edison, NJ 08820, USA
L 908.497.2615 X dpatel2@metlife.com

WIH“EV PhIDDS is internationally known as a man with great musical talent and a
powerful message. He is a speaker and singer who specializes in messages of hope, faith
and possibility thinking. In 2010, he received the Master of Influence Award of the National
Speakers Association. He has performed for every U.S. president since Jimmy Carter, and
he delivered the inspirational address for the opening of the Oprah Winfrey Leadership
Academy for Girls in South Africa. For more than 25 years, he has traveled the world
delivering messages of hope, advocacy and equality to thousands of people.

Gold Stars Speakers Bureau
7478 N. La Cholla Blvd., Tucson, AZ 85741, USA
L 520.742.4384 x100 X teri@goldstars.com {7 www.goldstars.com
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GDHHIE PI][IESTH is a game-changing, money-making, sales-generating, idea innovator
whose rare blend of laugh-out-loud humor, out-of-the-box strategies and tell-it-like-it-is
delivery style has made her one of the most talked-about entertaining business motivational
speakers in the marketplace today, as well as an award-winning author of seven books. The
topics she addresses in her many speaking engagements focus on change, leadership, sales,

branding and diversity.

Eagles Talent Speakers Bureau
57 W. Orange Ave., South Orange, NJ 07079, USA
L 973.313.9800 www.conniepodesta.com & @Connie_Podesta

JEﬂI’EV RHHZ, [:I:P, [:I.U, is an eight-year MDRT member who came to the insurance

business like many others — after trying his hand a number of careers. He eventually

followed his broadcasting dreams and did stints as an on-air personality playing music on
radio stations up and down the east coast. In later years, he hosted a financial advice talk
show on a local Business Radio Network affiliate station and began his insurance career in

1984 with Prudential. He has won numerous awards during the time at his current company,
and he regularly sells more than 150 lives yearly.

Ranz Agency
P. O. Box 100, Neffs, PA 18065-011, USA
L 610.779.6566 K jeffrey.ranz@allstate.com

Sﬂm HIGhIET is one of the world’s foremost experts on sales intelligence. An
internationally sought-after speaker and award-winning author and marketing/sales coach,
Richter has created innovative technology, sales and marketing programs for startup
companies and some of the world’s most famous brands. His powerful Know More! program
teaches valuable tools and tricks to improve organizations’ marketing and sales strategies in

our increasingly technological world. Richter is founder and CEO of SBR Worldwide and the
award-winning author named the 2012 Sales Book of the Year. In both 2011 and 2012, he was
named one of the nation’s Top 25 Most Influential Sales Leaders by Insideview.

Speaker Exchange Agency, LLC (Attn: Brittanny Kreutzer)
119 N. Parker, Suite 273, Olathe, KS 66061, USA

¢ 888.316.4800 ™ Kreutzer@speakerexchange.com ) www.samrichter.com
& @SamRichter

MIGhﬂE| HUbv is a top sales and marketing strategist, writer, author, business coach

and professional speaker. Since 1975, his success as a leading financial advisor and sales
manager, award-winning wholesaler and consultant helped him build a unique expertise

in helping professional service providers grow their businesses. In 2008, Roby wrote “The
Ultimate Small Cap Business: Building a Financial Advisory Practice.” In the book'’s forward,

investment icon Don Connelly wrote, “I cannot think of a time over the years when | have
listened to Mike and not walked out of the room with an actionable ‘takeaway.”

Michael Roby Associates

8160 Egan Drive, Suite 300, Savage, MN 55378, USA

L 612.309.8346 X mike@michaelroby.com ) www.michaelroby.com
& @michaelroby



A"a S[]fla Hl]drlglIEZ, MBA is a seven-year MDRT member with one Court of the

Table qualification. She qualified for the first time at age 25, becoming the youngest female
member to qualify from Latin America. Rodriguez currently serves as MDRT's Chair for the
NextGen Committee. She is an associate director at Grupo Inverseguros and represents the
second generation working in the family-owned insurance firm. Rodriguez has served as a

board member of the Panama chapter of the National Association of Insurance and Financial
Adbvisors (NAIFA) for four consecutive years, and she is past president of Kiwanis Las Perlas, a
nonprofit volunteer organization comprised entirely of female professionals.

Grupo Inverseguros

P.O. Box 0819-06048, Panama, Republic of Panama

& 507 2230922 X asrodriguez@inversionesenseguros.com
W www.inversionesenseguros.com

JamES E. RU!]ETS, Gl.u, BFP is a 40-year MDRT member with 32 years of Top of the Table
membership. He is the 2008 MDRT President and 1988 Top of the Table Chair. Rogers has
served on numerous MDRT committees and task forces, and he is the founder of Rogers
Group Financial, a 51-person, professional financial advisory firm.

James E. Rogers Ltd.
6333 Cedarhurst St., Vancouver, BC V6N 1H9, Canada
L 604.266.2348 X jim@jimrogers.ca

ﬂﬂ\lld Maf[} HUSE" has been a successful wealth advisor for more than 10 years. He
is a seven-year MDRT member, achieving Court of the Table qualification in 2012. Rosell
is president of Rosell Wealth Management, which was a select finalist in 2008 for the
management of the USD 500 million Oregon 529 College Fund. He has served as the
chairman of the board of the Bend Chamber of Commerce, as well as the City Club of

Central Oregon and the Bend Business Association. Passionate about meeting people from
different cultures, his travels have taken him to 65 countries around the world.

Rosell Wealth Management

384 SW Upper Terrace Dr., Suite 200, Bend, OR 97702, USA
& 541.385.8831 X david@rosellwealthmanagement.com
{) www.RosellWealthManagement.com

WI"IHI“ J. HUSSL [:Fp, [:hl:[:, is a partner at Koss Olinger. He has 15 years of financial

services experience, and is a 10-year MDRT member with one Court of the Table and seven
Top of the Table qualifications. He also serves as 2013 Top of the Table Program Committee
Chair. Rossi uses the firm's time-tested planning process, the Wealth Navigator System, to
help clients gain confidence, clarity and direction regarding their financial wealth. His insights
have appeared in local and national publications, including Money Magazine. He has spoken

at broker-dealer conferences as well as the Top of the Table Annual Meeting.

Koss Olinger Financial Group
2700 NW 43rd St., Suite A, Gainesville, FL 32606, USA
L 352.373.3337 X WJR@KossOlinger.com {7 www.kossolinger.com
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JEIITIES W. Rllta, BA, RHU helps advisors who want to improve master “the art of

high performance.” His practical advice rearranges business to maximize results. Starting
his career at age 22, he led one of Canada’s largest insurance agencies by age 40. Ruta
has written four books and has appeared in MDRT’s Round the Table magazine, Canada's
Insurance and Investment Journal, ProducersESource.com and India’s Premium
magazine. He is a 2007 MDRT Main Platform alumnus and has spoken at several top
conferences worldwide.

Expert Institute
4075 Hilton Ave., Burlington, ON L7L 1G4, Canada
& 905.333.8882 X jr@jimruta.com ) www.JimRuta.com & @JimRuta

]EIIHES P. Rll“l, [:FP, [:hl:[:, is a 41-year MDRT member with one Top of the Table and

seven Court of the Table qualifications. Over the last decade, he has focused his fee-based,
recurring revenue financial planning practice on helping clients retire comfortably with
sustainable lifetime income. He is a nationally recognized speaker and author of nearly 100
articles appearing in industry and consumer publications on retirement planning, insurance
and investments.

Potomac Financial Group
18310 Montgomery Village Ave., Suite 420, Gaithersburg, MD 20879-3551, USA
L 301.948.3900 X jruth@pfgroup.org

Pal“ Samﬂﬂl is a senior vice president of sales development for American Funds
Distributors, covering the Northeast division. More recently, he was director of European
Distribution, based in London, where he led a sales force that worked with private bankers
and financial advisers throughout Europe. Prior to joining American Funds in 2000, Santoro
was a Regional Manager at Lord Abbett and Company. He applies his 18 years of broad
experience in the investment industry to the development of key business relationships, as
well as directing sales in the Northeast and mid-Atlantic regions.

American Funds Distributors Inc.
333 S. Hope St., Los Angeles, CA 90071, USA
¢ 800.421.7913 X pggs@capgroup.com

Rlﬁhal'd W. SHWVEI', [:I.u, [:hl:c, is a 35-year MDRT member with 14 Court of the Table

qualifications. He started his financial services career in 1976 and is past president of Norton
Financial Services, a firm he founded with the Norton Insurance Agency. Still active with

the firm, his work is now primarily focused on financial and retirement planning with clients.
He served as President of the MDRT Foundation in 1995, and in 2001, he received the J.
Putnam Stevens Award, granted annually by his peers in Maine. Sawyer has served on several
community boards, most recently with the Institute for Civic Leadership.

Norton Financial Services
275 U.S. Route One, Cumberland Forside, ME 04110, USA
& 207.829.3450 X rsawyer@nortonne.com



laWTEﬂGE SﬂhﬂEIﬂEf owns and operates the largest brokerage exclusively specializing
in disability insurance (DI) since 1976. Selling over USD 500,000 in his first three years as

a rookie, he is a consultant and expert witness for inappropriately denied DI claims. His

50 Dl articles have been published in several major trade magazines, and he has created
three DI sales manuals. He helped the American College rewrite its training manual and has
conducted seminars for many associations. Prior, Schneider headed up a department for one
of the "Big 8" CPA firms.

Disability Insurance Resource Center

P.O. Box 21243, Albuquerque, NM 87154, USA

& 800.551.6211 X info@di-resource-center.com
{1 www.di-resource-center.com

PhV"IS ShB"l]ﬂ is a two-year MDRT member who founded LTC Consultants in 1991 to
specialize in long-term care insurance sales training, consumer education and marketing
materials. More than 75,000 producers have participated in her sales training, and she

has blazed the trail in worksite LTCI. An author of three successful LTCI books, she speaks
nationally on the role of long-term care insurance as part of the private sector’s solution by
making Medicaid payer of last resort for long-term care, which will save jobs by rescuing
state budgets and keep families together by providing caregivers when most needed.

LTC Consultants

108 Rhoades Lane, Hendersonville, TN 37075, USA
L 615.590.0306 X phyllis@ltcconsultants.com
{) www.ltcconsultants.com & @phyllisshelton

GEUI’!.]E B. SIQUH]SI]I], GI.U, is a 39-year MDRT member with six Court of the Table and

12 Top of the Table qualifications. He has been an active MDRT member and volunteer,
serving on various committees, and he is president of Sigurdson Financial Group and

a partner in Sigurdson McFadden & Associates. With 42 years in the business, he has
consistently produced in the 20 top advisors every year with his parent company while
servicing over 2,000 clients and over CDN150,000,000 in assets. Sigurdson has also spoken
in more than 10 countries and published a book for new advisors, “In Search of Friends.”

Sigurdson Financial Group Inc.

135 Lombard Ave.

Winnipeg, MB R3B OT4, Canada

L 204.953.1667 X george@sigurdsonfinancial.com

Mar[} A. 3I|\IETITIHI], [}I.U, GhF[:, is a 29-year member with 19 Top of the Table

qualifications who began his financial planning career in 1983 and formed Silverman Financial
in 1989. A former Top of the Table Chair, he has a diversified client base, including public
corporations, closely held businesses, individuals, trusts and estates. His motto is “promise

a lot, and deliver more.” Silverman is also a past president and board member of the Miami
Chapter of the Society of Financial Service Professionals, as well a past member of the Board
of Shaare Zedek Medical Center and the Florida Bar Grievance Committee. An acclaimed
speaker, he has addressed audiences all over the world.

Silverman Financial
9100 S. Dadeland Blvd., Suite 1603, Miami, FL 33156 USA
L 305.670.7088 X marc@sfinancial.com

58



54

AII[IETS SOTITIHH-N“SSUH, I.I.B (HGHS), MBA is founder of Thinque, a strategy think

tank that consults on the digital future with Fortune 500 and SME leaders globally. He is
an active member of TED, a published author of “Thinque Funky: Upgrade Your Thinking,”
and is on the advisory board of one of the world’s top airlines’ innovation programs. He
has advised the financial services industry across three continents on digital disruption and
has lectured to tens of thousands across the globe as an international keynoter and guest
lecturer at Sydney University.

Thinque LLC

8/50-54 Ann St., Surry Hills, Sydney, NSW 2010, Australia
& 61280062196 X anders@thinque.com.au

) www.thinquetank.com & @asormannilsson

SGI]" SII’H"E“ is an expert in viral, social and authentic marketing, which he calls
“UnMarketing.” His book, “UnMarketing: Stop Marketing. Start Engaging,” became a
national bestseller before it was released — and recently became an Amazon.com bestseller.
His clients' viral marketing videos have been viewed over 60 million times, and he has
appeared in The Wall Street Journal, Huffington Post, USA Today, Entrepreneur Magazine,
CNN.com, Inc.com and Fast Company, and he was just named one of "America's 10
Marketing Gurus" by Business Review USA.

Speakers' Spotlight (Attn: Cathy Hirst)
179 John Street, Suite 302, Toronto, Ontario M5T 1X4, Canada
L 877.290.2999 X Cathy@speakers.ca {7 www.unmarketing.com & @unmarketing

P|'IV||IS T. STTUDIJ, MBA is founder of Brain Wealth, which equips leaders to improve

personal and group productivity by building fully invested brains. Her applied, often
humorous style is influenced by a 30-year business career, including an MBA in finance from
Columbia University, six years at Dun & Bradstreet and Equitable Life in New York, and 20
years as a financial representative with Northwestern Mutual. She is a former CLU, ChFC and
MDRT member. An award-winning author, Strupp will release her next book, “Brain Wealth:
Building a Fully Invested Brain,” in 2013.

Brain Wealth

8912 E. Pinnacle Peak Road, Suite 604, Scottsdale, AZ 85255, USA
L 480.488.5858 X phyllis@brainwealth.org

& www.brainwealth.org & @brainwealth

ﬂﬂll Sll"lvaﬂ is founder and president of the Strategic Coach Inc. and creator of the
Strategic Coach Program. Since its inception in 1988, this lifetime-focusing program has
helped accomplished entrepreneurs reach new heights of success and happiness. Sullivan
has more than 30 years of experience as a highly regarded speaker, consultant, strategic
planner and coach to entrepreneurial individuals and groups.

The Strategic Coach
33 Fraser Ave., Suite 201, Toronto, ON M6K 3J9, Canada
L 800.387.3206; 647.588.1135 X babs.smith@strategiccoach.com



Sarah ThISSE" received a bachelor’s degree from Middlebury College. She is a stay-at-
home mom to three children. She also serves on the board of a family company in St. Louis
and volunteers for Middlebury as an alumni admissions representative.

X sthissel@comcast.net

|.IJHIB Thl]ITIHS HUSS, MA, is CEO of Web Marketing Therapy Inc., a marketing

advisory, training and management company. Known as “The Marketing Therapist” for

her relationship-centric marketing expertise, she empowers organizations with scalable
Web-marketing solutions that brand, build and boost business. She was on the founding
team at ValueClick Media, and she has been featured in the media as a marketing expert in
publications including INC Magazine, The Wall Street Journal, Forbes, SUCCESS Magazine,
The Associated Press and Direct Marketing News. She is author of “The McGraw-Hill 36-
Hour Course to Online Marketing.”

Web Marketing Therapy Inc.

315 Meigs Road, Suite A358, Santa Barbara, CA 93109, USA

L 805.452.2615 X lorrie@webmarketingtherapy.com

) www.webmarketingtherapy.com and www.lorriethomas.com
t @webtherapist

ﬂaﬂ T|'II.||'|TII]I1 is the author of two books, a renowned speaker, and a recognized expert in
delivering peak performances — on stage and in the workplace. As president of Motivation
Works Inc., he has worked with hundreds of clients and delivered thousands of presentations
worldwide. Thurmon helps organizations and individuals implement actions plans and move
confidently through transitions.

Speak Inc. (Attn: Holly Vosnos)
10680 Treena St., Suite 230, San Diego, CA 92131, USA
L 847.548.2114 X hvosnos@speakinc.com { www.danthurmon.com

Jl|||'t1|1 TTEHS[II'E is an expert on sound and its conscious use in business and personal life.
He is author of the book “Sound Business,” and he has been widely featured in the media.
His four TED Talks on sound have been viewed an estimated four million times. Treasure is
chairman of The Sound Agency, a U.K.-based consultancy that helps clients like BBC, BP,
Coca-Cola, Harrods and Waldorf Astoria achieve better results by optimizing the sound they
make — for example, by auditing, defining and creating BrandSound™, or by designing

and installing effective and appropriate soundscapes in spaces such as shops, offices and
corporate receptions.

Julian Treasure Ltd.

19 Meadow Way, Surrey, GU24 9JD, England, U.K.

& 447973 442200 X julian.treasure@thesoundagency.com
{) www.thesoundagency.com & @juliantreasure
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SIHI“EV TSE I.aﬂ YEE, RFP, EFB is a 17-year MDRT member with two Court of the

Table qualifications — as well as the 2012-13 MDRT Member Communication Committee
Zone Chair for Hong Kong and Macau. He has 20 years in insurance and financial services
and specializes in not only personal business, but also employee benefits and corporate
pensions. He has shared his cross-selling ideas, from group business to individuals, at MDRT
events in China, Hong Kong, Macau and Taiwan, helping thousands of financial advisors
dramatically increase their production.

AlA—Hong Kong
Rm. 1801, 18/F Manhattan Pl Bc Iwin (G4), 23 Wang Tai Road Kowloon Bay, Kowloon, Hong Kong
& 852 27373888 X stanley.tse@aia.com.hk

RDI’V Vﬂﬂﬂl’l, MBA, is a self-discipline strategist, co-founder of the multimillion dollar
international sales training company Southwestern Consulting, and New York Times
bestselling author of “Take the Stairs: 7 Steps to Achieving True Success.” His insights on
improving self-discipline, overcoming procrastination and enhancing productivity have
been shared on Oprah radio, Fox News, CNN, CNBC, CBS, in Businessweek, Entrepreneur,
Fast Company, USA Today, The Wall Street Journal and in SUCCESS Magazine. In addition
to being a thought leader and entrepreneur, Vaden is a two-time world champion of public
speaking finalist for Toastmasters International.

GDA Speakers
3500 Oak Lawn, Suite 740, Dallas, TX 75219, USA
L 214.420.1999 X julie@edgespeakers.com {7 www.roryvaden.com & @rory_vaden

JEffrEV M. WE](ISW[IT"'I, MBA, [:I:P is president and CEO of Wadsworth Financial

Consulting LLC, a firm that specializes in retirement planning, money management, and
creative insurance and tax strategies for business owners. He is a 15-year MDRT member
with six Court of the Table and three Top of the Table qualifications. Wadsworth always
enjoys sharing ideas and concepts with audiences throughout the country to inspire advisors
to achieve the next level in their practices, and he was privileged to speak on the MDRT Main
Platform in 2012.

Wadsworth Financial Consulting LLC
518 S. Camp Meade Road, Suite 5, Linthicum, MD 21090, USA
L 410.850.4121 X wadsworthfc@comcast.net

ThE Wﬂlﬂl’ Gl][“ErS have been making both corporate and theatrical audiences laugh
since 2000 with its unique blend of music and comedy performed by top Broadway singers
and comedians. The Water Coolers writing team is made up of professional comedy writers
and people working in the “real world,” and is headed by one of the creators and co-authors
behind New York’s longest running comedy hit ever, Tony ‘n’ Tina's Wedding.

Speak Inc. (Attn: Holly Vosnos)
10680 Treena St., Suite. 230, San Diego, CA 92131, USA
L 847.548.2114 X hvosnos@speakinc.com {7 www.seethewatercoolers.com



Rlﬂhard M. WEhET, MBA, [:I.U, heads the consulting firm The Ethical Edge Inc. With 45

years of experience in sales, training, product design, marketing, compliance and insurance
company senior management, his firm provides training and consulting services that
empower life insurance agents, financial planners, advisors and their clients to explore and
view life insurance in the broader context of financial planning. Weber is also the 2012-2013
national president of the Society of Financial Service Professionals.

The Ethical Edge Inc.
25A Crescent Drive, Suite 415, Pleasant Hill, CA 94523, USA
¢ 510.868.8804 X Dick@EthicalEdgeConsulting.com

MIGhﬂE| I.. WEII“I'HUI], ﬂlu, is a 38-year MDRT member with two Court of the Table

and 17 Top of the Table qualifications. He is a Life and Qualifying member, and he has
Chaired committees for many of MDRT'’s Annual Meetings — giving speeches at three of
them. He has served as Divisional Vice President for many years, spoke at six past Top of the
Table Annual Meetings and was emcee for a day at the 2012 Annual Meeting. Weintraub

is also immediate past chair of the Board of Directors of the Life Insurance Foundation for
Education (LIFE).

Ascension Benefits & Insurance Solutions
1277 Treat Blvd., Suite 650, Walnut Creek, CA 94597, USA
L 925.407.0412 X mweintraub@ascensionins.com

E. DEHI]IS Zahl'hll[}k, Gl.u, BFP is a 41-year MDRT member with seven Court of the
Table and 18 Top of the Table qualifications, and he is the 2013 Top of the Table Chair.

He has spoken at MDRT, NAIFA, The Forum and AALU. He is founder and president of
Business & Estate Advisers Inc., which provides comprehensive financial planning services,
401(k) design, administration and funding services, and transition planning services. The
organization manages more than USD 200,000,000 of client assets, administers more than 75
401(k) plans, and has more than a half billion dollars of life insurance in force on its clients.

Business & Estate Advisers Inc.

738 N. Wilson Ave., Rice Lake, WI 54868, USA

& 715.434.0440 X edennis@business-estate.com
{7 www.business-estate.com
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General Information

Primary Annual Meeting Venue
Pennsylvania Convention Center (PCC)
1101 Arch St.

Philadelphia, PA 19107, USA

Official Accommodations

Philadelphia Marriott Downtown
(Headquarter Hotel)

1201 Market St.

Philadelphia, PA 19107, USA

Courtyard Marriott Philadelphia Hotel
21 N. Juniper St.
Philadelphia, PA 19107, USA

Embassy Suites Center City
1776 Benjamin Franklin Parkway
Philadelphia, PA 19103 USA

Hampton Inn Center City Philadelphia Hotel
1301 Race St.
Philadelphia, PA 19107, USA

Hilton Garden Inn Philadelphia Center City Hotel
1100 Arch St.
Philadelphia, PA 19107, USA

Admission: Name Badges and Tickets

Name Badge: Your personal meeting badge is
required for entrance into all sessions and events,
including Main Platform, the Welcome Reception
and Wednesday's Closing Celebration. (This includes
events that also require a ticket.) First-time meeting
attendees can be identified by their green badge.
Please extend a warm welcome and a helping hand
to them.

Tickets: Tickets are required to attend the Court of
the Table, Top of the Table Program, and Breakfast
and Lunch sessions. Members who registered in
advance will find these tickets with their registration
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.

Philadelphia Information and
Restaurant Reservations

Visit the Philadelphia Convention and Visitors Bureau
booth, located in Hall B in the Philadelphia Convention
Center, for information about Philadelphia, maps of
the city and assistance with restaurant reservations.

Assisted-Listening Devices

Headsets for hearing-impaired attendees are available
to members who requested the service on their
advanced registration forms. Please refer to the
simultaneous interpretation requirements located on
Page 64 for further details.

ConneXion Zone

MDRT's rejuvenated, interactive ConneXion Zone
(exhibit hall) is located in Hall B of the Pennsylvania
Convention Center. ConneXion Zone will offer three
days to network with fellow members, interact with
sponsors and exhibitors, attend Main Platform
Question and Answers, Focus Session preview
presentations, and learn about the newest technology
to improve productivity in the Technology Zone. This
dynamic space captures the energy and excitement of
MDRT's Annual Meeting!

Don’t miss this valuable opportunity to obtain
information on the latest equipment and services as
well as tons of bite-size sessions on industry-related
topics. Visit the Speaker Zone, Big Idea Theater and
Technology Zone. Have an intimate discussion with
top industry leaders in the Great Conversation Zone,
and take time to relax in the Fun Zone. ConneXion
Zone is open Sunday through Tuesday. Please refer
to the Schedule at a Glance for daily hours and the
ConneXion Zone booklet for sponsor and exhibitor
information and a list of ConneXion Zone activities.

It is MDRT's intention, through its sponsor and
exhibitors, to provide attendees with access to
products/services that are useful and may enhance the
quality of their businesses. However, MDRT does not
guarantee the quality or value of any of the products/
services offered by exhibitors. Attendees are advised
that they deal with sponsors and exhibitors at their
own risk.



Continuing Education Electronics

Continuing education credits are not offered at the Audio and video recording and photography are

2013 MDRT Annual Meeting. prohibited in ALL sessions, including Main Platform.
To avoid any disturbance to the speakers and other

[][] nof |USE V[]Uf hﬂdgﬂ' attendees, please ensure all sound-emitting electronic

There will be a USD 995 fee for each replacement devices are either switched off or set in silent mode

badge issued. Treat your badge as you would your during sessions. It is considered impolite to answer

passport. It is a valuable document that represents your phone during any session. Thank you for

your registration investment. For lost or misplaced observing this courtesy.

badges, go to the On-Site Registration Counter, —
located in PCC Hall B. @ @ |@

Download Your Own Audio Library - _
All 2013 MDRT members attending the 2013 Annual  FIIST Ai0/EMErgency Assistance

Meeting will have free access to an online audio Should you need medical assistance of any kind,
recording library of the 2013 meeting’s Focus and contact hotel staff or visit the First Aid Office located
Special Sessions, including the ability to download in PCC, Lobby area outside of Hall A and Hall B.

MP3 audio files. Access to the online library will be

available at www.mdrt.org beginning July 1, 2013.

GONNEXION

LONE

For more information see
the GonneXion Zone booklet.




First-Time Attendee Booth

If this is your first MDRT Annual Meeting, welcome! Be
sure to visit the First-Time Attendee booth, located

in the Registration area in Hall B of the Pennsylvania
Convention Center. You will learn firsthand from fellow
members how to get the most out of your meeting
experience, including the events not to be missed!
This booth is open Saturday, 11 a.m. -4 p.m., and
Sunday, 8 a.m. — 4:30 p.m.

Global Gift Fund

The Global Gift Fund is a donor-advised service of
the Renaissance Charitable Foundation and endorsed
by the MDRT Foundation. The Global Gift Fund is

a charitable planning tool that provides you with an
opportunity to meet your clients’ philanthropic needs
while providing a money-management opportunity
for you. Stop by the Global Gift Fund Booth L in the
ConneXion Zone to learn how Global Gift Fund can
fit charitable planning into your practice and increase
your earning potential.

Group Photo Service

If you wish to have a group photograph taken, request
forms are available in the MDRT Press Room, located
in Room 302 of the Pennsylvania Convention Center.
A form also may be obtained from one of the official
Annual Meeting photographers. The form should

be completed and returned as outlined. Special
arrangements for photos must be made between you
and the photographer. MDRT encourages attending

MDRT is tweeting live, and we want

you fojoin us. Be sure fo follow MDRT at
@MDRTweet and use #MDRT2013

when you fweet about the Annual Meefing.

If you don't have a Twitter account and need
help setting one up, look for members wearing
an “MDRTweet Team” ribbon. They will

be happy to assist you and show you how to

search, start and follow conversations.

members to use group photos for local publicity.
The group photo platform is located in Hall B of the
Pennsylvania Convention Center.

Handouts

MDRT is reducing the amount of paper we use at
our meetings in an effort to be environmentally
responsible. Access electronic handouts online at
www.mdrt.org/2013am.

Housing Accommodations

Please refer all questions related to housing
reservations to the Housing Booth in the Registration
area, located in Hall B of the Pennsylvania
Convention Center.

Housing Booth hours are:

Be sure to note the checkout time and early departure
fees at your respective hotel.

#MDRT2013

With Twitter, you can:

Connect with speakers and have the opportunity
to ask questions.

Take a picture with your smartphone and
post it to Twitter.

Search #MDRT2013 to see what people are saying
and to find out about special events and giveaways.



Important Tax and Legal Information

Some presentations contain references to tax and
legal matters. Although efforts have been made

to ensure the accuracy of those references, MDRT
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. MDRT 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.

Instant Recordings

Instant audio CD, MP3 and DVD recordings of most
Main Platform sessions will be available for purchase
in the MDRT Power Center Store. Audio CDs of the
meeting'’s Focus and Special Sessions will also be
available for purchase for those members who want
immediate access to these recordings.

Lost and Found

Lost and Found is located at the on-site registration
counter located in Hall B of the Philadelphia
Convention Center.

Lunch Options

The Pennsylvania Convention Center has concession
areas located throughout the facility. A food court will
be located in the back of the ConneXion Zone in Hall B.
Beverages, light snacks and lunch may be purchased.

Main Platform

Main Platform sessions will begin Monday morning
in Hall A of the Pennsylvania Convention Center. The
official 2013 MDRT meeting name badge is required
for admittance, and seating is on a first-come, first-
served basis. Doors will open 45 minutes prior to the
session start time. In consideration of all attendees,
please do not save seats. Food, beverages, smoking,
cell phones, photography, and audio and video
recording are not permitted in the Main Platform.
Please silence or turn off electronic devices. As a
courtesy, do not use your mobile phone during a
speaker’s presentation.

Main Platform Schedule:

Manuscripts

Manuscripts of the Focus Sessions are great reference
tools and are available for purchase as an Adobe
Acrobat PDF file in the MDRT Power Center Store.
You may choose either a CD-ROM format, which
contains multiple manuscripts categorized by topic.
Manuscripts will not be translated. (Note: Printed
copies of manuscripts are not available for sale.)

MDRT Foundation Booth

The MDRT Foundation enriches the lives of both
MDRT supporters and people in need worldwide
supported by our life-changing grant programs. As a
result of generous contributions from MDRT members
and our corporate sponsors, the MDRT Foundation
has awarded more than USD 28 million in grants to
fund community development, medical research,
educational and social services, along with many other
charitable causes. This year, the MDRT Foundation is
partnering with Free The Children — an international
charitable organization that provides sustainable
solutions to break the cycle of poverty for children and
families around the globe. You can make a donation to
the Foundation’s Promise Appeal, which will support
Free The Children and other charitable organizations
funded by our global grant programs. Learn how

you can assist a charitable organization in your own
community through your MDRT Foundation.

New this year! It is now easier for you to make

a donation to the MDRT Foundation’s Promise
Appeal. You'll find a personalized donor card in

your registration packet. Just check the gift amount
box to make your donation, then stop by the MDRT
Foundation Booth, located in the MDRT Power
Center Store, and join your fellow MDRT members to
empower people in need worldwide.

MDRT Mentoring Program

» Participate in a completely revised program.

» Increase your productivity.

» Develop a business successor.

» Help new producers achieve MDRT-level production.
» Discover new markets.

» Renew your passion for the business.

For more information, contact Patti Pereyra at
ppererya@mdrt.org or +1 847. 993.4936.
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MDRT Power Center Store

The MDRT Power Center Store, located in Hall B

of the Philadelphia Convention Center, has the
best educational resources in the industry. These
resources — most created by MDRT members — are
vital stepping stones in your career. Everything in
the Power Center Store can be used to sustain your
position as a member of the most elite financial
services organization in the world. Our inventory
includes products on prospecting, sales ideas,
overcoming objections and closing the sale.

Located just steps from the Main Platform, the Power
Center Store enables you to purchase many of the
inspirational messages you just heard. Meet many of
the speakers who motivated you in the Power Center
Speaker’s Corner. Find educational products on DVD,
CD, print and a beautiful collection of insignia/
recognition items, including Annual Meeting mementos.
Refer to the Schedule at a Glance for daily hours.

Any individual removing merchandise from the
MDRT Power Center Store without first paying for
the merchandise will be asked to surrender his or her
2013 MDRT Annual Meeting name badge, thereby
preventing them from attending the remainder of
the meeting. The individual and incident will also be
reported to the MDRT Ethics Committee for further

action, possibly resulting in revocation of membership.

Power Center open hours:

PLEASE NOTE: In order to provide for the
safety of our attendees, any personal items
left unattended in any session room will be
confiscated by Security. Also, luggage will
not be allowed to be brought into any session
room at any time. Your understanding and

cooperation is appreciated.

Meeting Information Desk

For the benefit of all attendees, a central meeting
information desk is located in the Registration area,

in Hall B of the Pennsylvania Convention Center.
Attendees can get information about the Annual
Meeting, as well as information about Philadelphia and
the surrounding area.

PGA Meeting Involvement Booth

Volunteering is one of the most rewarding parts of
MDRT membership. Join PGA today! Enhance your
meeting experience, network with colleagues and
make new friends by becoming a Program General
Arrangement (PGA) volunteer. PGA volunteers greet
fellow members, check badges, direct attendees and
assist in other vital roles during the Annual Meeting.
The MDRT Annual Meeting is like no other — become
an integral part of it! The PGA Meeting Involvement
Booth is located in the Registration area of the PCC,
Hall B.

PGA Volunteer Orientation

PGA volunteers are required to attend an orientation
session at 4:30 p.m. on Saturday, June 8, in the
Marriott Grand Ballroom, Salon E.

Quarter Century Club

A special meeting place has been reserved for MDRT
members with 25 years or more of MDRT membership.
The Quarter Century Club is located at the Marriott
Hotel in the Liberty Ballroom (by invitation 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.

Reaistration Hours
The registration desk, located in the PCC Hall B, will
be available the following times:

Monday, June 10 7a.m.—4p.m
Tuesday, June 11 7am.-4pm
Wednesday, June 12 7a.m.-2p.m



MDRT would like to thank the
2013 Annual Meeting sponsors

ME'l' I-ife :PPennMutual

PLATINUM SPONSOR BRONZE SPONSOR

Sponsors as of April 15, 2013

DISPLAY YOUR MDRT MEMBERSHIP WITH PRIDE

VISIT THE MDRT POWER CENTER STORE TO PICK UP YOUR 2013 MDRT INSIGNIA ITEMS

Member Lapel Pin Shadowbox Plaque Leather Briefcase Men’s Sea Blue Polo
L480 P401 L629 L768

Million Dollar Round Table Phone: +1 847.692.6378 Download a free QR
325 West Touhy Avenue Fax: +1 847.692.4615 Code reader by visiting

Park Ridge, IL 60068 USA www.mdrtpowercenter.org www. 2dscan.com
on your mobile device.
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Responsible Drinking Policy

Because MDRT supports a responsible drinking policy,
all MDRT-sponsored receptions will include a choice of
nonalcoholic beverages. Alcohol will not be served to
anyone under the age of 21.

Seating

Seating for all sessions, excluding Main Platform
reserved seating, will be on a first-come, first-served
basis. In consideration of your fellow attendees,
please remember that saving seats is prohibited.

Also, please do not leave any personal belongings 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 MDRT and PGA
Traffic Task Force volunteers if you arrive too late to be
admitted to the session.

Simultaneous Interpretation

English is the official language of the 2013 MDRT
Annual Meeting. MDRT has provided simultaneous
interpretation of the Main Platform presentations and
selected Focus Sessions in the following 12 languages:
Bahasa Indonesia, Cantonese, Greek, Hindi, Japanese,
Korean, Mandarin, Polish, Portuguese, Spanish, Thai
and Vietnamese. Language-specific Focus Sessions
will be offered in Cantonese, Japanese, Korean,
Mandarin and Spanish. See the daily Focus Session
descriptions for details and schedules.

MDRT provides interpretation headsets and
receivers to all registered members who meet the
above requirements. 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 USD 400 is required for all
headset rentals via personal credit card (American
Express, Visa or MasterCard) in order 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 will have
been made.

Interpretation service is being provided by Conference
Systems Inc., which will maintain service counters in
the Registration area during the following hours:

Monday, June 10 7a.m.—-4p.m
Tuesday, June 11 7am.-4pm
Wednesday, June 12 7 a.m.-6p.m

Special-Needs Seating

For Main Platform sessions, a section of Hall A has
been reserved for members with special needs who
have indicated this via their meeting registration.

Annual Meeting Rules of Conduct

1. Spouses, family members and friends of attendees
may not be present at officially designated MDRT
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 MDRT 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 sponsors and
exhibitors under provisions of a signed Sponsors
and Exhibitors Agreement and other than with

the expressed written permission of the Executive
Committee, is not permitted.

5. Members who furnish MDRT membership lists may
be placing their membership in jeopardy. Likewise,
the MDRT 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 MDRT.

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 still photography,
including Main Platform, is not permitted.



8. Members who wish to use credit privileges at
official MDRT 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.

9. Any individual removing merchandise from

the MDRT Power Center 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 MDRT 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 determine 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 MDRT meetings.

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 to the insurance and
financial services profession. Therefore, as members
you 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.

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 your clients to make informed
decisions.

5. Maintain personal conduct that will reflect favorably
on the insurance and financial services profession
and MDRT.

6. Determine that any replacement of an insurance or
financial product must be beneficial for the client.

7. Abide by and conform to all provisions of the
laws and regulations in the jurisdictions in which you
do business.

Statement of Anfitrust and Legal Compliance

There shall be no negative discussions of commercial
companies or products. There shall be no discussion
or activity for the purpose of any legal compliance
preventing any person or persons from gaining access
to any market or customer for goods and services,
not any agreement or understanding to refrain from
purchasing or using any material, equipment, services
or supplies. There should 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 while in attendance at this meeting
and at all times in your business.

Gonsent for Use of Photographic Images

Registration and attendance at or participation in
MDRT meetings or other activities constitutes an
agreement by the registrant to MDRT's or it licensees’
use and distribution (both now and in the future)

of the registrant’s or attendee’s image and voice in
photographs, videotapes, electronic reproductions
and audio recordings of such events or activities.

Anti-Harassment

MDRT is committed to providing a positive
environment for its employees, members and other
guests at all MDRT functions. It has been and remains
MDRT's policy to maintain an environment where
every employee, member and guest is treated with
respect and which is free from all forms of harassment
based upon or related to sex, race, color, religion,
national origin, ancestry, physical or mental disability,
age, sexual orientation, marital status, veteran status,
military status, genetic information and any other
characteristic protected by applicable law. This
includes conduct that creates a hostile, intimidating or
offensive environment based on these characteristics.
Harassment of any employee, member or guest is
strictly prohibited and will not be tolerated. Any
individual who violates these requirements will be
subject to appropriate remedial action which may
include removal from the premises, termination of
employment or termination of membership.
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Special Recognition

2013 Management Council

D. Scott Brennan
President

Jennifer A. Borislow, CLU
Immediate Past President

Michelle L. Hoesly, CLU, ChFC
First Vice President

Caroline A. Banks, APFS
Second Vice President

Brian D. Heckert, CLU, ChFC
Secretary

Ross Vanderwolf, CFP
Divisional Vice President,
Annual Meeting PDC

Scott Roger Lebin, RFC
Divisional Vice President,
Annual Meeting PGA

Hamilton P.B. Poynor, CLU, AEP
Divisional Vice President,
Best Practices, Section 1

Deddy Karyanto Ir
Divisional Vice President,
Best Practices, Section 2

Godfrey Phillips, FChFP, JP
Divisional Vice President,
Best Practices, Section 3

Peter H. Dodd, MSFS, CLU
Divisional Vice President, Finance

Charles E. McDaniels, CLU, ChFC
Divisional Vice President,
Innovation

Timothy M. Reis, LUTCF
Divisional Vice President,
Special Projects

Anand A. Jathan, RFC, Cert ClI
Divisional Vice President,
Membership Communications 1

Dorin Roxana Israelian
Divisional Vice President,
Membership Communications 2

Michael J. McNeil, CLU, ChFC
Divisional Vice President,
Membership

E. Dennis Zahrbock, CLU, CFP
Divisional Vice President,

Top of the Table

Gilbert A. Haggart, CLU, LUTCF
MDRT Foundation President
(Ex-officio member)

2013 MDRT Foundation
Officers

Gilbert A. Haggart, CLU, LUTCF
President

Brent R. Kimball, CFP, ChFC
Vice President

Roger A. Seim, MSFS, CLU
Secretary

Robert N. Garneau, CLU, ChFC
Treasurer

Barbara A. Pietrangelo,
CFP, ChFC
Immediate Past President

2013 Program Development
Committee

Ross Vanderwolf, CFP
Divisional Vice President

Daniel M. Boardman, CLU, CFP
Chair, Main Platform

Alessandro M. Forte, Cert PFS
Chair, Special Sessions

Robert N. Garneau, CLU, ChFC
Chair, Focus Sessions

Roger A. Seim, MSFS, CLU
Chair, ConneXion Zone

Regina Bedoya, CLU, ChFC
Assistant Chair, Main Platform

Greg Gagne, ChFC
Assistant Chair, Main Platform

JoAnn Favia, CLU, ChFC
Assistant Chair, Special Sessions

Brad J. Myers
Assistant Chair, Focus Sessions

Edward C. Skelly, CLU, ChFC
Assistant Chair, Focus Sessions

Sam Baldwin, CFP
Focus Session, Captain

Bev Carlyon, FChFP, CFP
Focus Session, Captain

Aaron Hammer, LUTCF
Focus Session, Captain

Andy Lord, CLU, ChFC
Focus Session, Captain

Bill Kanary
Focus Session, Captain

John Demboski, CFP
Focus Session, Captain

Tracey Devonport
Focus Session, Captain

Seung Bong Lee
Focus Session, Captain

Jennifer Mann, MBA, CLU
Focus Session, Captain

Steve Plewes, CLU, ChFC
Focus Session, Captain

Laurie A. Leja, CLTC
ConneXion Zone, Captain

James M. McEvoy, CLU, AEP
ConneXion Zone, Captain

Kerry Wallingford, CLU, ChFC
ConneXion Zone, Captain

Juli McNeely
ConneXion Zone, Captain

2013 Program General
Arrangements

Scott Roger Lebin, RFC
Divisional Vice President

Aurora L. Tancock, FLMI, CFP
Chair, Member Logistics

David R. Wilson, CLU
Chair, Member Enhancement



Todd D. Hruby, LUTCF
Chair, Member Services

D. Kyle Atkins, CLU, CFP
Task Force Director, Traffic General

Rino V. Cipparrone, CFP, CLU
Task Force Director,
Traffic Main Platform

Craig Alan Lilley, CFP, CLU
Task Force Director,
Traffic Sessions

J. Forrester DeBuys lll, CLU, AEP
Task Force Director, Entertainment

Hidenori Miki, TLC
Task Force Director,
First Time Experience

Pecky Wong So Ping,
FChFC, MBA

Task Force Director,
Meeting Involvement

Yuka Nakahara-Goven, MBA, CLU
Task Force Director, Power Center

Anthony Engrassia, LUTCF, ChFC
Task Force Director, Registration

David Pritchard, DipPFS
Task Force Director,
Speaker Relations — Main Platform

Michael P. Austin, CFP
Assistant Director, Traffic General

Manuel Dy Chuaunsu
Assistant Director, Traffic General

James J. Grabinski, FICF, LUTCF
Assistant Director, Traffic General

Brandon Green, CLTC, LUTCF
Assistant Director, Traffic General

Egor Kosolapou
Assistant Director, Traffic General

W. Robin Christensen,
FICF, LUTCF

Assistant Director,
Traffic Main Platform

Thomas R. McCoy
Assistant Director,
Traffic Main Platform

Santhosh M. Sunny
Assistant Director,
Traffic Main Platform

Brian K. Hall, CFP, CLU
Assistant Director, Traffic Sessions
Hsiao-Ching Hung

Assistant Director, Traffic Sessions

Alain C. Lanthier, CFP
Assistant Director, Traffic Sessions

Anne-Marie Lee, ChFC, CLU
Assistant Director, Traffic Sessions

Travis D. Manning, CFP, CLU
Assistant Director, Traffic Sessions

Tamami Okuyama
Assistant Director, Traffic Sessions

David W. Andreoli
Assistant Director, Entertainment

Adam Steven Blumberg
Assistant Director, Entertainment

Larry Gillman
Assistant Director, Entertainment

Brian S. Horton, CFP, RHU
Assistant Director, Entertainment

Patric Leung Wai Ming,
CFP, FChFC

Assistant Director,
First-Time Experience

Scott S. Paterick, CLU, ChFC
Assistant Director,
First-Time Experience

Andrew R. Torelli, CLU, ChFC
Assistant Director,
First-Time Experience

Peter F. Cote
Assistant Director,
Meeting Involvement

Jay Hauenstein
Assistant Director,
Meeting Involvement

Thomas F. Levasseur, CLU, CLTC
Assistant Director,
Meeting Involvement

Penelople Ashley Scardifield
Assistant Director,
Meeting Involvement

Clifford G. Canavera, CFP, CLU
Assistant Director, Power Center

Priti Ajit Kucheria, LUTCF, CFP
Assistant Director, Power Center

Fabian Lau Tim Mun
Assistant Director, Power Center

Chie Yazawa
Assistant Director, Power Center

Bob Zhang
Assistant Director, Power Center

Eva Ho Yee Wah, LUTCF
Assistant Director, Registration

Matthew T. Hoesly, CFP, ChFC
Assistant Director, Registration

Lancia Liu
Assistant Director, Registration

Paul S. McCready, RFC, CFP
Assistant Director, Registration

Adrian P. Baker
Assistant Director,
Speaker Relations — Main Platform

Jay M. De Finis
Assistant Director,
Speaker Relations — Main Platform

John L. Gilfoil, CLU, CFP
Assistant Director,
Speaker Relations — Main Platform

Robert A. Tewes, CLU
Assistant Director,
Speaker Relations — Main Platform
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In Memoriam

WE PAY TRIBUTE TO THE FOLLOWING MEMBERS WHO HAVE PASSED AWAY DURING THE PAST YEAR

(AS OF APRIL 15, 2013):

Clifford G. Adams, CLU, ChFC
Troy, Michigan

Peter M. Andel, CLU
New York, New York

Paul Arst, CLU
Baton Rouge, Louisiana

Douglas D. Austin, CLU
Soquel, California

Edgar O. Barrett, CLU
Huntington, West Virginia

Clark E. Bening, CLU, ChFC
Des Moines, lowa

Marty Berg, CLU, ChFC
La Crescenta, California

John J. Bradley, CLU
Quincy, Massachusetts

J. David Briggs
Colorado Springs, Colorado

Robert T. Brown Jr.
Easton, Maryland

William T. Burnham Jr.,
CLU, ChFC
Jackson, Mississippi

Ronald M. De Baets, CLU
Encinitas, California

Myles R. Firey Sr., CLU
Buffalo, New York

G. Howard Frey, CLU, ChFC
Pittsburgh, Pennsylvania

Sammy J. Grezaffi, CLU, RFC
New Roads, Louisiana

Lawrence A. Guarinello
Englewood Cliffs, New Jersey

Harry W. Hedburg Jr., CLU, ChFC
Stockton, California

David B. Huddleston, CLU, ChFC
Champaign, lllinois

Yuen Chiu Hung
Kowloon, Hong Kong

Morikatsu lkeda, TLC
Tokyo, Japan

Edwin T. Johnson, CLU
Newtown, Pennsylvania

J. Fred Johnson Jr., CLU
Chattanooga, Tennessee

Lee Montgomery Koster
Missoula, Montana

Edward W. Leon, CLU, MBA
Ripon, California

Erico J. Lenzi
Stockton, California

Yehuda Livne
Jerusalem, Israel

Arifin Lukmansyah
Jakarta, Indonesia

Merle Mattenson, CLU, CFP
Highland Park, lllinois

Joseph James McCann Jr., LUTCF
Pittsburgh, Pennsylvania

Donald C. McCune
Somerset, Pennsylvania

Timothy Raymond McQuade,
CLU, ChFC
Neillsville, Wisconsin

K. F. Moore
Cook, ACT, Australia

Randy G. Moore
Saskatoon, Saskatchewan, Canada

Raymond J. Munger
Dayton, Ohio

Michael F. Murphy
Adelaide, SA Australia

Hubert S. Puckett Jr., LUTCF
Benton, Arkansas

Sheldon Robinson, CLU, ChFC
Skokie, lllinois

Thomas S. Rogers Jr., CLU
Charlotte, North Carolina

Stan Schwartz, CLU, ChFC
Bakersfield, California

Gordon C. Shipley, CLU
Montreal, Quebec, Canada

Eugene La Foy Smith
Germantown, Tennessee

John E. Spellman
Lima, Ohio

Nathan Paul Straus, CFP
Daniel Island, South Carolina

Maurice D. Sumney, CLU, ChFC
Portage, Michigan

Ken Unger, CLU, ChFC

City of Industry, California

H. E. Welch, CLU
Tulsa, Oklahoma

Val Wheeler, LUTCF, RFC
Ardmore, Oklahoma
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Past Presidents

YEAR PRESIDENT COMPANY MEETING LOCATION MEMBERS
1927  *Paul F. Clark, CLU John Hancock, Boston, Massachusetts Peabody, Memphis, Tennessee 32
1928  *William M. Duff, CLU Equitable — New York, New York; Book-Cadillac, Detroit, Michigan 39
Pittsburgh, Pennsylvania
1929  *George E. Lackey, CLU MassMutual, Detroit, Michigan Mayflower, Washington, D.C. 64
1930  *Earl G. Manning John Hancock, Boston, Massachusetts Royal York, Toronto, Ontario, Canada 118
1931  *Theodore M. Riehle, CLU Equitable — New York, New York William Penn, Pittsburgh, Pennsylvania 168
1932  *Robert A. Brown Pacific Mutual, Los Angeles, California The Fairmont, San Francisco, California 125
1933 *M.J. Donnelly Equitable — New York, New Castle, Pennsylvania The Stevens, Chicago, lllinois 101
1934  *Thomas M. Scott Penn Mutual, Philadelphia, Pennsylvania The Schroeder, Milwaukee, Wisconsin 118
1935  *Caleb R. Smith MassMutual, Fort Lauderdale, Florida The Savery, Des Moines, lowa 124
1936 *Harry T. Wright Equitable — New York, New York; Chicago, lllinois Ritz-Carlton, Boston, Massachusetts 143
1937  *Grant Taggart California — Western States, Cowley, Wyoming Brown Palace, Denver, Colorado 158
1938  *Jack Lauer Penn Mutual, Cincinnati, Ohio The Rice, Houston, Texas 162
1939  *Paul C. Sanborn Connecticut Mutual, Boston, Massachusetts The Jefferson, St. Louis, Missouri 163
1940  *Henry G. Mosler MassMutual, Los Angeles, California Bellevue-Stratford, Philadelphia, Pennsylvania 154
1941 *H. Kennedy Nickell, CLU Connecticut General, Chicago, lllinois Netherland Plaza, Cincinnati, Ohio 171
1942 *Robert P. Burroughs National Life — Vermont, Manchester, No meeting due to war 223
New Hampshire
1943  *Ron Stever, CLU Equitable — New York, New York; William Penn, Pittsburgh, Pennsylvania 232
Los Angeles, California
1944  *A.J. Ostheimer Il Northwestern Mutual, Honolulu, Hawaii The Statler, Detroit, Michigan 408
1945  *John E. Clayton MassMutual, Newark, New Jersey No meeting due to war 468
1946  *Louis Behr, CLU Equitable — New York, New York; Chicago, lllinois French Lick Springs, French Lick, Indiana 525
1947  *Harold S. Parsons The Travelers, Corona Del Mar, California New Ocean House, Swampscott, Massachusetts 726
1948  *Paul H. Dunnavan, CLU Canada Life, Minneapolis, Minnesota French Lick Springs, French Lick, Indiana 829
1949  *Paul W. Cook, CLU Mutual Benefit Life, Chicago, lllinois Netherland Plaza, Cincinnati, Ohio 824
1950  *Theodore Widing, CLU Provident Mutual, Philadelphia, Pennsylvania Haddon Hall, Atlantic City, New Jersey 790
1951  *John O. Todd, CLU Northwestern Mutual, Evanston, Illinois Hotel Del Coronado, Coronado, California 949
1952  *Walter N. Hiller, CLU Penn Mutual, Chicago, lllinois Mount Washington, Bretton Woods, New Hampshire 1,065
1953  *William T. Earls, CLU Mutual Benefit Life, Cincinnati, Ohio The Greenbrier, White Sulphur Springs, West Virginia 1,240
1954  *G. Nolan Bearden New England Life, Atlanta, Georgia Hotel Del Coronado, Coronado, California 1,492
1955 *George B. Byrnes, CLU New England Life, Palos Verdes, California The Greenbrier, White Sulphur Springs, West Virginia 1,557
1956  *Arthur F. Priebe, CLU Penn Mutual, Rockford, lllinois Kungsholm to Bermuda 2,013
1957 *Howard D. Goldman, CLU Northwestern Mutual, Richmond, Virginia The Greenbrier, White Sulphur Springs, West Virginia 2,438
1958  *William D. Davidson, CLU Equitable — New York, New York; Chicago, lllinois Banff Hotel, Banff, Alberta, Canada 2,987
1959  *Adon N. Smith I, CLU Northwestern Mutual, Charlotte, North Carolina Americana, Bal Harbour, Florida 2,688
1960  *Robert S. Albritton, CLU Provident Mutual, Los Angeles, California Hilton Hawaiian Village, Honolulu, Hawaii 3,040
1961  *James B. Irvine Jr., CLU Northwestern Mutual, Chattanooga, Tennessee Americana, Bal Harbour, Florida 2,932
1962  *Lester A. Rosen, CLU Union Central, Memphis, Tennessee The Queen Elizabeth, Montreal, Quebec, Canada 3,122
1963  *Daniel H. Coakley New York Life, Boston, Massachusetts The Kungsholm to Bermuda 3,420
1964  *Alfred J. Lewallen, CLU Mutual Benefit Life, Miami, Florida The Diplomat, Hollywood, Florida 3,202
1965  *Iram H. Brewster Phoenix Mutual, Pittsburgh, Pennsylvania The Broadmoor, Colorado Springs, Colorado 3,636
1966  *Donald Shepherd John Hancock, Boston, Massachusetts Statler Hilton, Boston, Massachusetts 4,076
1967  *Frank E. Sullivan, CLU Mutual Benefit Life, Newark, New Jersey Congress Hall, Lucerne, Switzerland 4,616
1968  *Sadler Hayes Penn Mutual, New York, New York Masonic Memorial Temple, San Francisco, California 5,078
1969  *Stanley S. Watts, CLU Equitable — New York, New York; Miami, Florida The Diplomat, Hollywood, Florida 5,689
1970  *John H. Ames, CLU Mutual Benefit Life, Morristown, New Jersey Hilton Hawaiian Village, Honolulu, Hawaii 6,675
1971 Richard G. Bowers Sr., CLU New York Life, Keokuk, lowa The Washington Hilton, Washington, D.C. 7,589

*Deceased



YEAR PRESIDENT COMPANY MEETING LOCATION MEMBERS
1972 *James B. Longley, CLU New England Life, Lewiston, Maine The Queen Elizabeth, Montreal, Quebec, Canada 8,361
1973 Henry F. McCamish Jr., CLU MassMutual, Atlanta, Georgia The Seattle Center, Seattle, Washington 9,587
1974  *C. Robinson Fish Ill, CLU Northwestern Mutual, Boston, Massachusetts Fountainebleau, Miami Beach, Florida 10,987
1975  Jack Peckinpaugh, CLU, ChFC Indianapolis Life, Muncie, Indiana Masonic Memorial Temple, San Francisco, California 12,422
1976  *Rulon E. Rasmussen, CLU New York Life, Phoenix, Arizona The Hynes Auditorium, Boston, Massachusetts 11,804
1977 *Marshall I. Wolper, CLU Equitable — New York, New York; Miami, Florida Atlanta Civic Center, Atlanta, Georgia 12,757
1978  *Jack L. McKewen, CLU Fidelity Mutual, Birmingham, Alabama Blaisdell Center, Honolulu, Hawaii 14,742
1979  *Paul L. Oliver Jr., CLU Prudential of America, San Francisco, California McCormick Place, Chicago, lllinois 17,205
1980  Millard J. Grauer, CLU, ChFC Equitable — New York, New York; Chicago, lllinois The Rivergate, New Orleans, Louisiana 17,406
1981  Clune J. Walsh Jr.,, CLU Home Life, Detroit, Michigan Radio City Music Hall, New York, New York 17,581
1982  *Stanley Liss, CLU New York Life, New York, New York Atlanta Civic Center, Atlanta, Georgia 17,737
1983  Jack B. Turner, CLU, ChFC General American Life, Clarksville, Tennessee Dallas Convention Center, Dallas, Texas 17,679
1984  Paul R. Buckley Sr., CLU, ChFC New England Life, Lewiston, Maine Radio City Music Hall, New York, New York 18,964
1985 Ron D. Barbaro North American Life, Toronto, Ontario, Canada San Francisco Civic Auditorium, 21,722
San Francisco, California
1986  *Frank Friedler Jr., CLU Home Life, New Orleans, Louisiana Orange County Convention/Civic Center, 20,598
Orlando, Florida
1987  Wilmer S. Poynor Ill, CLU, ChFC New York Life, Birmingham, Alabama McCormick Place, Chicago, lllinois 17,051
1988  Arlen I. Prentice Seattle, Washington Atlanta Civic Center, Atlanta, Georgia 16,944
1989  G. Carey Hauenstein, CLU State Mutual of America, Laurel, Mississippi Metro Toronto Convention Centre, 16,792
Toronto, Ontario, Canada
1990  *David H. Hilton, CLU, ChFC Northwestern Mutual Life, Chicago, lllinois San Francisco Civic Auditorium, 16,393
San Francisco, California
1991 Seymour Petrovsky, CLU Business Men'’s Assurance, Phoenix, Arizona New Orleans Convention Center, New Orleans, Louisiana 16,297
1992  William T. O’'Donnel, MSFS MassMutual, Chicago, lllinois McCormick Place, Chicago, lllinois 15,957
1993  Charles D. Marks, CLU, ChFC Prudential of America, New Orleans, Louisiana Hynes Convention Center, Boston, Massachusetts 15,721
1994  Lyle L. Blessman Northwestern Mutual, Englewood, Colorado Dallas Convention Center, Dallas, Texas 15,686
1995  Robert B. Plybon, CLU, ChFC Phoenix Home Life, Greensboro, North Carolina Metro Toronto Convention Centre, 15,703
Toronto, Ontario, Canada
1996  Walter G. Schnee llI Phoenix Home Life, Pasadena, California Anaheim Convention Center, Anaheim, California 18,784
1997  John W. Cruikshank Ill, CLU Northwestern Mutual, Deerfield, lllinois Atlanta Civic Center, Atlanta, Georgia 18,815
1998  Gene L. Mahn, CLU, ChFC MassMutual, Thousand Oaks, California McCormick Place, Chicago, lllinois 19,182
1999  Reginald N. Rabjohns, CLU, ChFC  New England Financial, Chicago, lllinois Ernest N. Morial Convention Center, 21,262
New Orleans, Louisiana
2000  Brian H. Ashe, CLU Independent, Lisle, lllinois Bill Graham Civic Auditorium, 23,341
San Francisco, California
2001  Tony Gordon Independent, Bristol, England, United Kingdom Metro Toronto Convention Centre, Toronto, Canada 25,037
2002  Marvin H. Feldman, CLU, ChFC New York Life, East Liverpool, Ohio Gaylord Opryland Resort and Convention Center, Nashville, 28,282
Tennessee
2003  Richard H. Sullenger GenAmerica Financial, Bakersfield, California Paris and Bally's Hotel and Casino, Las Vegas, Nevada 27,665
2004  George B. Pickett, J.D., CLU Valmark Securities, Jackson, Mississippi Anaheim Convention Center, Anaheim, California 29,652
2005  Adelia C. Chung, CLU, ChFC Chung Insurance and Investment Group, Ernest N. Morial Convention Center, 33,297
Honolulu, Hawaii New Orleans, Louisiana
2006  Stephen O. Rothschild, CLU, ChFC Rothschild and Sale, St. Louis, Missouri San Diego Convention Center, San Diego, California 35,781
2007  Philip E. Harriman, CLU, ChFC Lebel and Harriman, Falmouth, Maine Colorado Convention Center, Denver, Colorado 35,662
2008  James E. Rogers, CLU, CFP Rogers Group Financial Ltd., Vancouver, Toronto Convention Centre, 39,340
British Columbia, Canada Toronto, Ontario, Canada
2009  Walton W. Rogers, CLU, ChFC W. Rogers and Associates, Annapolis, Maryland Indiana Convention Center, Indianapolis, Indiana 31,857
2010  Guy E. Baker, MSFS, CLU BMI Consulting, Irvine, California Vancouver Convention Centre, Vancouver, 31,142
British Columbia, Canada
2011 Julian H. Good Jr. CLU, ChFC Creative Financial Solutions, Georgia World Congress Center, Atlanta, Georgia 35,908

New Orleans, Louisiana
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special Guests

AS OF APRIL 15, 2013

Carmina Abad
CEO
MetLife Mexico SA

Ranga Abeynayake
Director, Life Division
Ceylinco Insurance PPLC

Pamela Arestegui
Director, Agents and
General Managers
AXA

Somnuk Aroonsukrujee
CAO
ING Life PCL

Vicente Ayllon
Chairman of the Board
and CEO

Insular Life Insurance
Company Ltd.

Guillermo Barraza
Director, Life and Health
AXA

Tomasz Bartuzel
President

Polish Association of
Financial and Insurance
Advisors

Nancy Behrens
VP Life/Health/
Mutual Funds
State Farm

Sofia Belmar
Executive Director,
Employee Benefits
MetLife

Chad Benjamin
Sales and Marketing
Field Liaison

State Farm

Thomas Burkhard
Chief Distribution Officer
Ameritas

John Cai
CEO
AIA China

Christopher Calabro,
CLU, ChFC

Vice President, Career
Marketing

Ohio National

Olivia Campbell
Sales Coordinator
Sagicor Life Jamaica Ltd.

Ariel Cantos

Chief Agency Officer
The Philippine American
Life & General Insurance
Company

Liam Carberry
Director

Professional Insurance
Brokers Association Ltd.

Jim Carbone

National VP,

Career Distribution
Principal Financial Group

Amy Chan

Head, Talent Agency
Development
Department

AlIA Hong Kong

Joe Cheng
CAO
AlA Hong Kong

Ying Yeung Cheng
Assistant General
Manager, Agency
Development

ING Hong Kong

Jack Chiasson, CAE
CEO
NAILBA

Chin Chung Wen
CAO
AlIA Singapore Pte Ltd.

Hwa Jeong Choi
Vice President
Kyobo Life

Chul Soon Shin
Regional Chief
Marketing Officer
Prudential Life Korea

Man Su Chung
Deputy Senior Manager
Kyobo Life Insurance

Jamie Coltman

CFO

TNP Financial Services
Advisory Group

Surajit Das

Agency Manager
Life Insurance
Corporation of India

Curtis Dass

President

Trinidad & Tobago
Association of Insurance
and Financial Advisors

James Scott Davison
Executive Vice President
OneAmerica Financial

Patrice De Marigny
General Manager,
Adviser Distribution,
Auckland

Sovereign

Richard Dunkerley
Head, Marketing Life
and Investment
Zurich Life

Howard J. Elias
2013 President-Elect
GAMA International

George Estock
General Manager
Sagicor Life Insurance
Company

Caroline Feeney
Vice President
Prudential Financial

Marvin H. Feldman,
CLU, ChFC

President and CEO

Life and Health Insurance
Foundation for Education

Victor Feldmann
Chief Agency Officer
Seguros Monterrey
New York Life

Lalith Fernando
General Manager,
Marketing and
Distribution

HNB Assurance PLC

Matthew Fishman
Regional Vice President
Sun Life Financial

Brad Fox

CEO

Association of Financial
Advisers Ltd.

Joseph E. Frack, CPA
CEO

Society of Financial
Service Professionals



Bonnie Godsman
Vice President,
Development
GAMA International

Salvador Gémez
Director, Commercial and
Private Business

MetLife

Kevin Goss
Head of Adviser
Distribution
Comminsure

Amrish Goyal

Head, Sales Development
IndiaFirst Life Insurance
Company Ltd.

David Grant

Senior Vice President and
CAO

Manulife

Helen Gryparis, LUTCF
President

Panhellenic Association
of Insurance Advisors

Salah Halawi

Agency Director,
Lebanon

MetLife Alico Lebanon

Garry Hale
Chairman
Personal Finance Society

Simon Harris
Executive Manager,
Dealerships
Asteron Life

Thomas Harris
Senior Vice President,
Distribution

The Penn Mutual Life
Insurance Company

Thomas Harte
President-Elect
NAHU

He Zhiguang
President
New China Life

Eleanor Hendy
President
LIA Ireland

Marcelo Hernandez
Executive Director,
Private Business
MetLife

Chula Hettiarachchi
Chief Operating Officer
Asian Alliance Insurance
PLC

Michelle Hoskin
Managing Director
Standards International
Ltd.

Thomas Houle

Vice President, National
Sales Manager
Nationwide Financial

Jane Hue

Assistant Director, Group
Distribution

AIA Group Ltd.

Gary Huffman,
CLU, ChFC
CEO

Ohio National

Oujin Hwang

Senior Vice President
and CMO, Life Planner
Operations

Prudential International
Insurance

Bandit Jiamanukoonkij
Deputy CEO and Chief
Distribution Officer
Thai Samsung Life
Insurance PCL

Maximo Joaquin Jr.
General Manager, Chief
Distribution Officer

Pru Life UK

Kevin Jones

CEO

MCIS Zurich Insurance
Berhad

Joseph Jordan
Author, Speaker,
Consultant

Yannis Kantoros
General Sales Manager
Interamerican Hellenic
Life

Sethu Karuppan
President

National Association of
Malaysian Life Insurance
and Financial Advisors

Wilford Kavanaugh,
CLU, ChFC

CEO

Allstate Financial

Koh Hong Kwan

Head, Centre for

Excellence

Great Eastern Life
Singapore

Koh Kok Seng
Business Development
Director, Agency
Distribution

Prudential Assurance
Company Singapore
Pte Ltd.

Alok Kumar
Country Resident
Manager

LIC International

Luc Labelle

CEO

La Chambre de la
Securite Financiere

Chung Sing Lam
Deputy Chief Agency
Officer

Prudential Assurance
Company Ltd.

Christopher Lawe
President

Jamaica Association of
Insurance and Financial
Advisors Ltd.

Henrique Leao
Senior Training Manager
Prudential of Brazil

Li Shia Lee
Director, Retail Services
Phillip Securities Pte Ltd.

Li Xiaojing

Assistant President

D. Tong Insurance Sales
and Service Ltd.

Tien-Szu Lin

President

Insurance and Financial
Practitioners Association
of Taiwan

Fabio Lins de Castro
President and CEO
Prudential of Brazil

Bill Lisle
CEO
AIA Group Ltd.
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SPECIAL GUESTS (CONTINUED)

Kevin Liu

Vice President
Transglobe Life Insurance
Inc.

Liu Min

Assistant of General
Manager

Ping An Life Insurance
Company

Harley Lockhart,
CLU, ChFC

Chair

Advocis National

Laszlo Major
Group Leader
Generali-Providencia Zrt.

JoAnn Martin,
CPA, FLMI
President and CEO
Ameritas Life
Insurance Corp.

George Mavrelis
Director Insurance
Operations
Interamerican Hellenic
Life

Rex Mendoza
President and CEO
AIA Philam Life

Dayton Molendorp, CLU
Chairman, President

and CEO

OneAmerica Financial
Partners

Helder Molina
CEO
Mongeral AEGON

Kevin Molloy
Senior Vice President
AXA

Jad Morcos
Agency Superintendent
MetLife Alico Lebanon

P. Nandagopal
Managing Director

and CEO

IndiaFirst Life Insurance
Company Ltd.

Osmar Navarini
Commercial Officer
Mongeral AEGON

Christine Nigro
Divisional President
AXA

Michael Nowak
President

Association of Financial
Advisors Ltd.

Thomas O'Donnell
Assistant Vice President
New York Life

Pean Han Ong
Chief Agency Officer
Allianz Life Insurance
Malaysia Berhad

Gregory Ostergren
Chairman, President
and CEO

American National

Brigitte Parent

Senior Vice President,
Individual Insurance and
Investments

Sun Life Financial

Klearchos Pefanios
Deputy General Manager,
Sales and Training
International Life

David Pierce, MA, MSM
Vice President,

Individual Distribution
MetLife

Raymond Phillips Jr.,
CLU, LTCP

2013 Chair

NAILBA

Greg Pollock, CFP
President and CEO
Advocis

Ryan Robert Quinn
Senior Vice President
AlA Korea

Gerardo Rabinovitz
CMO

Prudential Seguros
Argentina

Stephen O. Rothschild,
CLU, ChFC

Chair

Life and Health Insurance
Foundation for Education

Shah Rouf
Managing Director
AIA Insurance Lanka PLC

Larry Rybka
President
ValMark Securities

Marco Salinas
CMO
Prudential

Elise Sanders

South Australian State
Manager

AIA Australia

Christopher Sandquist,
CLU, ChFC

Vice President, Marketing
Management

Prudential Seguros
Argentina

Chris Schell
Agency Vice President
State Farm

Jerry Semler, CLU
Chairman Emeritus
The companies of
OneAmerica

Atanu Sen
Managing Director
and CEO

SBI Life Insurance
Company Ltd.

William J. Shelow, Jr.,
CLU, ChFC

President

LifeMark Partners Inc.

Stuart Silverman
CEO and Founder
Fusion Advisor Network

Robert O. Smith, CLU,
ChFC

President

National Association of
Insurance and Financial
Advisors

David Stertzer, FLMI
CEO

Association for Advanced
Life Underwriting

Alice Szepietowski
Field Programs and
Recognition
Prudential



Angelo Tai
CEO
MetLife China

Arlyn Tan

2013 President
Life Underwriters
Association of the
Philippines

Geoffrey Tan

Head of Training and
Agency Development
Department

AXA Philippines

Jeffrey Tan Jet Yeng
President

Insurance and Financial
Practitioners Association
of Singapore

Patrick Teow
Regional Chief
Agency Officer
Prudential Services
Singapore Pte Ltd.

Federico Toro Bala
Director, Sales Strategies
Seguros Monterrey

New York Life

Donna Trana

Assistant Vice President,
Marketing

State Farm

Gopal Vachhani
Manager Life Products
Kingstar Life Insurance
Corporation LIC

Steven Valerius, FLMI
President,

Individual Divison
Ameritas

Debashree Varma
Country Head,
Retail Agency

SBI Life Insurance
Company Ltd.

Rene Vazquez

Director Strategy, Private
Commercial Business
MetLife
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Future Meeting Dates

MDRT Annual Meetings
Toronto, Ontario, Canada, June 8-11, 2014
New Orleans, Louisiana, USA, June 14-17, 2015

Top of the Table Annual Meetings
Scottsdale, Arizona, USA, October 9-12, 2013
San Francisco, California, USA, September 17-20, 2014

MDRT Experience
Kuala Lumpur, Malaysia, February 13-15, 2014




Million Dollar Round Table
325 West Touhy Avenue
Park Ridge, IL 60068 USA
Phone: +1 847.692.6378
Fax: +1 847.518.8921
Website: www.mdrt.org
Email: info@mdrt.org

MDRT®, Million Dollar Round Table®, Top of the Table®, Court of the Table®, MDRT Foundation®, The Premier Association of Financial

Professionals®, and Global Gift Fund® are all registered trademarks of the Million Dollar Round Table®.



