
   

 

 
 

Wed., Feb. 27, 11:45 - 2:45 - Chapter meeting at Phoenix Country Club:  
Michael Kitces,  MSFS, MTAX, CFP®, CLU, ChFC, RHU, REBC, CASL, CWPP™, 
will discuss “Cutting Edge Tax Planning  Developments and Opportunities.”   
2 hours CE for CFPs as well as Arizona Insurance.  See pg. 2 for details.   
Come at 11:30 for meeting and greeting your colleagues prior to start of  the 
chapter meeting!  Bring business cards to exchange! 
 
Wed., Feb. 27, 6-8 p.m. - Attention Young Financiers 
Our group will be having the first meeting of 2008 with special guest Michael Kitces, the speaker at February’s 
regular Chapter meeting.  
 
Michael is a co-founder of NexGen, an organization created to support the next generation of financial planners. 
Michael is Director of Financial Planning for Pinnacle Advisory Group.  
 
The meeting will be on Wednesday, February 27th from 6-8 p.m. at the Red Rim Bistro in the Phoenix Airport 
Marriott (1101 N 44th St, Phoenix, AZ 85008 (602) 273-7373).  
 
Come learn how Michael helped create a $600+ million firm as well as start the NexGen revolution! All atten-
dees will be responsible for their own food costs.  For more information, please contact Darin at 480-213-3430 
or darin.shebesta@gmail.com. 
 
Friday Jam Session - Friday, March 14, 2:00 - 4:30 p.m. at Arizona Community 
Foundation, 2201 E. Camelback Rd., #202 featuring Andrea White, Master Certified Coach 
discussing “Your Money and Your Life:  Building Your Practice, Enjoying Your Days”   2 hrs. 
CFP CEs.  See page 3 for details.   
 
Thursday, March 20, 1 - 3:30 p.m. Media/Speaking Training  Session -   
In our ongoing mission to be the voice of professional, objective Financial Literacy to our communities and to spread the 
understanding, promise, and potential of financial planning to those in need, we announce the launching of the Greater 
Phoenix FPA Speakers Bureau.  The first Media/Speaker Training date is Thursday, March 20, 1:00 to 3:30 pm. at training 
room at Ameriprise Financial Advisors: Address: 11811 N. Tatum Blvd, Suite # 1030 (North side of bldg., their own sepa-
rate entrance).  See pages 6-7 for details.   

FEBRUARY AND EARLY MARCH ACTIVITIES: 

of GREATER PHOENIX Newsline 
  A Gold Level Award Chapter for the Fourth Consecutive Year 

February  2008 
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Feb. 27 Chapter Mtg. - 
11:45 - 2:45 @ Phoenix  
Country Club, 2 CE hrs.  
(noon - 12:45 lunch and  
Chapter Mtg.; 
CE session 12:45 - 2:45) 
 
 
Come at 11:30 to meet and 
greeting your colleagues prior 
to start of chapter meeting!  
Bring your business cards to 
help you remember them! 
 
 
This program has been ac-
cepted by CFP Board of Stan-
dards AS WELL AS ARIZONA 
INSURANCE for 2 hours of CE 
credit.   
(Bring CFP license AND/OR  
ARIZONA INSURANCE LICENSE 
numbers to register at the meeting.) 
 
 
“Cutting Edge Tax Planning 
Developments and  
Opportunities” 
 
 
We are excited to bring to you our Feb-
ruary speaker who comes from Mary-
land.  Michael E. Kitces has an impres-
sive set of designations to back up his 
words:  MSFS, MTAX, CFP®, CLU, 
ChFC, RHU, REBC, CASL, CWPP™. 
 
This session is designed to educate fi-
nancial advisors about the latest changes 
and developments in tax laws and regu-
lations from Congress, the Treasury, the 
IRS, and the courts that are relevant and 
pertinent to them  in their work with 
clients. Topics Michael will cover in-
clude: 
 
• new kiddie tax rules,  
• direct Roth conversions  
 
 

• non-spouse beneficiary transfers 
from employer retirement plans,  

• 0% capital gains and dividend rates,  
• update on AMT planning in 2008,  
• the recent Mortgage Relief Act of 

2007,  
• new IRS and Treasury actions on 

wash sales with IRAs  
• capitalizing investment advisory 

expenses. 
 
Michael E. Kitces, MSFS, MTAX, 
CFP®, CLU, ChFC, RHU, REBC, 

CASL, CWPP™ is Director of Finan-
cial Planning for Pinnacle Advisory 
Group, a private wealth management 
firm located in Columbia, Maryland that 
oversees approximately $600 million of 
client assets. He is an active writer and 
editor and has been featured in publica-
tions including Financial Planning, the 
Journal of Financial Planning, Journal 
of Retirement Planning, Practical Tax 
Strategies, Leimberg Information Ser-
vices, as well as The Wall Street Jour-
nal, Business Week, CNBC Power-
Lunch, NBC Nightly News, and more. In 
addition, Michael is a co-author with 
John Olsen of “The Annuity Advisor”, 
the first balanced and objective book on 
annuities written for attorneys, account-
ants, and financial planners, and is also 
a co-author of “Tools & Techniques of 
Retirement Income Planning” with 
Steve Leimberg and others. 
 
Michael was recognized as one of only 
5 financial planning practitioner  

“Movers and Shakers” for 2006 by 
Financial Planning magazine, and 
was recognized as one of 20 “Rising 
Stars in Wealth Management” by 
Institutional Investor News for 2007. 
These awards were presented to 
honor Michael’s active work in the 
financial planning community, serv-
ing as a member of the Editorial Re-
view Board for the Journal of Finan-
cial Planning, a Moderator for the 
discussion boards on Financial-
Planning.com, a commentator on 
annuity, retirement distribution, and 
retirement planning issues for Leim-
berg Information Services, Inc., and 
for his work as an active member of 
the Financial Planning Association at 
the local and national level.  
 
Michael is also a co-founder of Nex-
Gen, a community of the next gen-
eration of financial planners that 
aims to ensure the transference of 
wisdom, tradition, and integrity, 
from the pioneers of financial plan-
ning to the next generation of the 
profession. 
(See page 1 about Michael’s session 
with our Chapter’s NexGen later on 
this same day.) 
 
Join with your colleagues to learn 
about these cutting-edge tax planning 
issues.  Be sure to go online at fpaof-
phoenix.org to register!  Then we’ll 
see you at the Phoenix Country Club 
on February 27. 

Agenda - Feb. 27 
Phoenix Country Club  

7th St. & Thomas/Phoenix 
11:45       Registration 
12:00      Luncheon/Chapter Mtg. 
12:45-2:45  Education Session, 2 CEs 
 

Luncheon/Education Session: 
 FPA members          $40 
1st time Non-member Guest:     $45 
Repeat Non-member Guest:      $55 

 
   RSVP by 2/25 Noon: 
www.fpaofphoenix.org 

Info:  480/483-9035 

Feb. 27 Partner - Rick Durfee of Durfee & 
Phelps, PLLC, Attys. at Law 
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Friday Jam Session - Friday, March 14 Meeting from 2:00-4:30 p.m. with 3 hours of CFP CE at  
Arizona Community Foundation, 2201 E. Camelback Rd., #202  

(above Ruth’s Chris Steakhouse) - Go online to register by noon of March 10 

The characteristics of an effective financial counselor, 
as specified in the Addendum to the 2006 CFP™ Board 
of Standard’s Topic List, include: 

1. Unconditional positive regard 
2. Accurate empathy 
3. Genuineness and self-awareness 

 
A key skill needed by advisors is the ability to clearly 
define their own personal, business, and financial goals.  
Further, they need to understand their attitudes, values, 
biases and behavioral characteristics and their impact 
on financial planning process. 
 
Andrea White will conduct this session which will ex-
amine how planners make decisions regarding their 
practices and integrate them with their life goals and 
values.  It will explore the behavioral characteristics 
that contribute to a successful and satisfying practice 
and will increase the self-awareness of planners.  At-
tend this session and learn how to grow your practice 
AND enjoy your life!!! 
 
Andrea White is a Master Certified Coach, specializing 
in work with financial advisors and planners.  Her spe-

c i a l t i e s 
i n c l u d e 
individual 
and group 
coaching 
with plan-
ners and 
c l i e n t s , 
m e e t i n g 
f a c i l i t a -
tion, and 
s t r a t e g i c 
planning. 

Andrea earned the Master Coach Designation through 
the International Coach Federation (ICF), a designation 
held by only about five percent of ICF members.   She 
holds a B.A. in Social Welfare, a Masters in Business 
Administration, and a passion for making a difference 
in as many lives as possible.  She has experience in 
organization and leadership succession planning, criti-
cal thinking skills, time management, facilitation skills, 
strategic thinking and planning, conflict resolution, 
team building, program evaluation, coaching skills for 
managers, and advanced leadership for organizational 
and personal transformation. 
 
Andrea has spoken to several FPA Chapters around the 
country (including ours) as well as at the FPA National 
conference, ASCPA, Planned Giving Roundtable and 
various other professional associations. 
 
We’re pleased to have Andrea make a return appear-
ance and know it will be time well spent.  Remember to 
register online, as usual, at fpaofphoenix.org  Then 
we’ll see you March 11 at the Arizona Community 
Foundation. 
 
Remember, because we have received approval for 
3 hours of CFP CEs for this session, you must be 
there for the entire time to receive ANY CE credit. 

March 14:  2:00- 4:30:   
2 1/2 hr.  presentation with 3 CE hrs. 

Arizona Community Foundation  
@ 2201 E. Camelback Rd., #202  

(above Ruth’s Chris Steakhouse) 
 FPA Members: $15  Non-members: $20 

REGISTER ONLINE BY 3/11  at 
www.fpaofphoenix.org 

Info @ 480/483-9035 

“Your Money and Your Life:  Building Your Practice, Enjoying Your Days” 
This program has been accepted by CFP Board of Standard for 3 hours of CE credit.  Bring your 
license no.  (No AZ Ins. CEs available for this session.) 
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 2008 CHAPTER PARTNERS 

PLATINUM PARTNERS: 
Pension Strategies  
Qualified Plan Design & Administration 
Jill Hastings   602/799-4948 or 
Jack Lawless               602/957-7101 X 318 
 
Charles Schwab Institutional 
A leading provider of custodial, operational and trading 
support for independent fee-based investment advisors 
Mike Grosso                              602/355-4038 
 
GOLD PARTNERS: 
Aquila Group of Funds 
Alan Stockman                          602/820-1859 
 
AIM Funds & Powershares ETFs 
Your Goals.  Our Solutions 
David Dietrich                           800/347-4246 X 7845 
 
Gavin Group: CFS Mortgage Corp.  
Smart Mortgage Lending 
Patrick Gavin, CMPS, LTCP  602/241-9875 
 
Durfee & Phelps 
Attorney at Law 
Rick Durfee, J.D.                       480/324-8000 
 
E.A. Edberg & Assoc. 
401(k) & retirement plan administration 
Eric Edberg, APA  602/274-0071 
 
Interactive Advisory Software (IAS) 
The Best Kept Secret in Software– a Unified 
Wealth Management Solution 
Cindy Little                                480/655-6066 
 
itSynergy 
Technology consulting for small and medium businesses 
Dan Zaremba                            602/297-2400 X 2004 
 
Kensington Investment Group 
Value-added Strategies in Real Estate Sec. 
Adam Gallegos               800/253-2949 
 
Laserfiche 
Doc. imaging & mgmt software solutions 
Andy Wang                                866/888-8539 
 
MFS Investment Management 
Providing a diverse range of investment options since 1924 
David Capelle, CIMA                    800/343-2829 X 68115 
 

Prudential Annuities 
The Highest Daily Company 
Lee Hurney                   602/448-1764 
 
Raymond James Investment Advisors Div. 
Comprehensive Resources for Institutional  
Managers 
Mike Doss                                      888/327-2061 
 
Reverse Mortgages USA/Prime Source Mortgages  
Live in your home. Use your home to live. 
RM: Lorrie Larson      602/424-2722 
PSM: Curt Larson      602/424-2720 
 
Scudder Investments 
A Passion to Perform  
Tyler Porterfield      800/949-9940 opt. 1 
  
The Dollarhide Financial Group/MassMutual 
Products You Can Trust.  Service You Deserve. Life, Dis-
ability Income, Long Term Care 
David Lavin      602/977-9767 
 
SILVER PARTNERS: 
Cornerstone Real Estate Funds 
Non-traded Multi-Tenant Industrial REITS 
for Income and Growth 
Gary Croatt                                   480/390-9033 
 
Delta Ventures Financial Counsel 
Neal Van Zutphen 
 
Disability Insurance Services 
Real Expertise By Real Experts 
Marcy Pruitt, DIA     480/889-8980 
 
Genworth Financial Asset Management, Inc. 
Taking Wealth Management to the Next Level 
Daniel Ciavarella                           800/608-8093 
 
Nationwide Insurance 
The Best of America 
Derrick Kazanjian       602/501-7605 
 
Phoenix Insurance & Securities School 
Pass your exams fast, on first try 
Jo Beth Mills      480/483-9669 
 
Yellowstone Trust Administration  
Charitable Trust Specialists 
Randy Huston CFP®       800/572-6394 

These sponsors support us.  Please support them when possible. 
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PRESIDENT’S MESSAGE 

If you were 45 and dying, what 
would you be doing? 
 
Have you ever interviewed a dying 
man seeking your services? About a 
year ago our firm got a call from a 
45 year old and his wife wanting to 
interview our firm to determine if 
our values, skills and services 
matched their financial planning and 
investment advisory needs. The pre-
interview call went something like 
this: 

 
Bill:  Hello, my name is Bill and you were referred to me 
by Dave Jones. My wife and I would like to come in to 
meet you and get better acquainted. We have some finan-
cial concerns. 
 
Neal: Hi Bill, Dave is a great guy. We enjoy working 
with him. What are some of your most pressing concerns? 
 
Bill: Well, I’m dying. I have Lou Gehrig’s disease and 
I’ve been on disability for the last 6 months, and the disease 
is progressing as expected. I could live another 3-4 years, 
maybe five, if I’m lucky. 

 
The following week we met with Bill and Mary. I must 
confess that we were expecting the meeting to be somewhat 
depressing (what with someone dying and all that). Instead, 
we found this couple to be quite holistically healthy in spite 
of their life situation. At one point, Bill joked that about the 
time their daughter is done with diapers, he’ll be ready as 
he loses bladder control.  
 
Bill and Mary had already passed through the grieving 
stages and were now concentrating on appreciating their 
remaining time together. They had an attitude of gratitude. 
They had already accomplished a lot and now Bill wanted 
to make sure that Mary and his daughter would have a fi-
nancial planning and investment advisory firm they could 
turn to at Bill’s death.  
 
Bill and Mary were establishing their succession and legacy 
plans.  
 
The meeting lasted a couple of hours and we now stand 
ready to serve when we are called upon. Bill has a greater 
sense of peace and Mary has a resource that she knows Bill 
feels good about. 
 
How about you? Recent FPA research indicates that 48% of 
the CFP®s are within 10 years of retirement. Where are 
you on this timeline? As a trusted advisor and steward of 
your client’s financial well-being what succession plans 
have you put in place? Is your succession plan one by de-
fault or by choice?  

The Default Plan goes like this:  
 
A client of mine called me to tell me that her friend’s 
planner had died and asked if I was taking on any new 
clients. 
 
The Choice Plan might go something like this:  
 
Dear Mrs. Jones, as you may or may not be aware, 
Pamela Planner, CFP® was recently killed in a tragic 
auto accident. Pamela cared deeply for all of her clients 
and she put in place a succession plan, just in case. 
Pamela selected and collaborated with three different 
colleagues who shared her fundamental core values and 
professional practice qualities. She then indicated 
which advisor would be the best fit for each client.  
 
Mrs. Jones, she chose me for you. Pamela also wanted 
you to meet with the other two and then make the final 
decision. I will be calling you in the next few days to 
arrange a time for us to meet.  
 
Sincerely,  
 
In this age of abundance and complexity we are faced 
with finding a sense of peace and purpose for ourselves 
and those we serve. Who will take our place when we 
retire, die, or just move on? How will you maximize 
the value of your intellectual capital and the client rela-
tionships and good will you have created?  
 
The answer to that question could depend on the suc-
cess of your FPA chapter and your active participation. 
It could depend on recruiting younger members and 
getting better acquainted with your colleagues. The 
advisor who will succeed you could be sitting right 
next to you at the next FPA monthly meeting. Of 
course, if you don’t attend the meetings it’s a missed 
opportunity.  
  
The FPA of Greater Phoenix is lead by a volunteer 
board of directors that is dedicated to the idea that suc-
cession plans designed by choice are far better than the 
default model. Like you and your clients, we need fu-
ture leaders to ensure that your FPA chapter continues 
to thrive. The more volunteers we have, the greater the 
assurance your chapter will continue to thrive and pro-
vide member benefits that match your changing needs. 
  
Your chapter has scheduled time to network at each 
meeting starting at 11:30 am to noon. We have stream-
lined the registration process, so come early, stay late 
and get connected! 
 
Neal Van Zutphen, CFP® 
President 
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INTRODUCING THIS MONTH’S 
PARTNER PRESENTER 

 
Law Office of 

Durfee & Phelps, PLLC 
1423 S. Higley Rd., Suite 127 

Mesa, Arizona 85206 
p480.324.8000 
f480.324.8050 

 
ASSET PROTECTION STRATEGIES 

For Financial Services Professionals 
By  Richard E. Durfee Jr. 

 
The Times We Live In.  In today’s world, getting sued is 
no longer an “if” question, but a “when” question.  The risks 
are even higher for professionals and business owners.  (One 
out of three will be sued in the next twelve months.)  Are 
you ready?  Are your assets exposed?  How about your cli-
ents.  Are they ready?  As a financial services professional, 
you help your clients improve their financial health.  If your 
clients or their company were sued today, how much of what 
you have helped them accumulate would be lost?  How 
much will your planning be worth then?  What effect would 
a judgement against them have on their ability to retire?  
What would it do to their family?  What duties do you have 
as a professional advisor to help them avoid this?  If you 
have not taken steps to protect your own assets, how can you 
effectively tell your clients to protect themselves? 
 
Tools of the Trade.  Getting sued may not be optional, but 
losing everything is.  The proverbial advice is to “own noth-
ing, but control everything.”  The question is, how?  What 
works and what does not?  What can you keep and what do 
you really have to give up?  There is a complex array of 
tools available to help protect assets including limited part-
nerships, LLC’s, certain kinds of trusts, offshore entities, 
and certain types of investment devices.  Simply selecting 
the right set of tools to fit the particular circumstances is the 
first big challenge.  But that alone is not enough.  Even the 
right tools won’t help if they are structured or used incor-
rectly, or if the timing is bad.  There is a point where it is 
simply too late.  The sooner a person acts, the more effective 
(and less expensive) the asset protection plan. 
 
The Value of Experience.  Is it enough to buy a Nevada 
Corporation like the ones advertised on the radio?  What 
about an Alaska Trust?  How about an offshore trust?  Is 
there any benefit to operating in Arizona for protecting as-
sets?  Where is the line between “enough” and “too much” 
protection?  Can I do this myself on the internet?  In select-
ing among such options, would it be worth it to consult with 
professionals who have actually set up and used such enti-

ties.  This is what we do.  Our law firm has protected bil-
lions of dollars in assets on a turn-key cost effective ba-
sis. 
 
Your Move.  Two defendants.  Same facts.  Same 
claims.  One with everything to lose.  One with nothing 
to lose.  Will they handle the litigation in the same way?  
Will the end result be the same?  Which one do you want 
to be?  Which one do you want your clients to be?  Ap-
propriate planning will not always stop predatory and 
opportunistic litigation.  But it will definitely change the 
outcome. 
 
The initial consultation costs you nothing.  What is the 
cost of doing nothing? 
 
 
Announcing an EXCITING NEW  
INITIATIVE of  Community Outreach! 
 
In our ongoing mission to be the voice of professional, 
objective Financial Literacy to our communities and to 
spread the understanding, promise, and potential of finan-
cial planning to those in need, we announce the launch-
ing of The Greater Phoenix FPA Speaker’s Bureau. 
 
Help Expand Financial Literacy – Become a Part of Our 
Ongoing Venture! 
 
Did you know over the last twelve months, your FPA 
chapter not only spoke to 400 people at the Capitol, but 
also to a conference of Pharmacists, and a local law firm, 
both members of one of our FPA national partners?  In 
February we are invited to a conference to address an-
other division of the State of Arizona.   
 
With your help, FPA of Greater Phoenix Speaker’s Bu-
reau will build on this momentum and expand on the suc-
cess of Financial Planning Week by promoting literacy 
throughout the year to organizations, government agen-
cies, employers, and non-profits who are looking for 
quality speakers for their meetings. 
 
Over the next year the Speaker’s Bureau will develop 
speaking opportunities in two ways:  
 
1) By building local relationships with organizations that 
are already affiliated with FPA through national partner-
ships.  
 
2) By developing new relationships with local associa-
tions, trade groups, clubs and organizations.  
 
Speaker volunteers will be required to attend media and 
speaker training and agree to a set of professional con-
duct standards. The goal is to promote financial literacy 
and the mission of FPA so that organizations will con-
tinue to turn to us, year after year. 

Continued on pg. 7 
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INTRODUCING NEXT MONTH”S SPEAKER 
 

APPRECIATIVELY SPEAKING 
The Business Case for Positive Feelings 

Edward A. Jacobson, Ph.D. 
  

Do you sometimes find yourself enjoying “feel-good” interactions with your cli-
ents (for example, sharing a funny story, or asking them what they most enjoy 
about their spouse, or inviting them to envision leading a very fulfilling life) and 
then, suddenly, you hear that little voice inside your head saying “Forget this 
touchy-feeling stuff and do some real work!”” 
  
Guess what? Theres good scientific support for this “touchy-feely” stuff. Posi-
tive Psychology is a relatively new branch of psychology which investigates 
healthy lives, marriages, organizations, and communities. Recent research in this 
area has shown that persons experiencing positive emotions (joy, satisfaction, 
happiness, contentment, etc.) also experience a significant increase in these im-
portant factors: creativity; flexibility in thinking and actions; effective decision 
making; close connections with others; and psychological resilience. 
  
Therefore, it makes good business sense to create positive emotions in your cli-
ents – as well as in your associates and in yourself. Unless, of course, you’d 
rather not … 
  
• have closer and more enduring relationships; 
• collaborate on more innovative decisions, plans, and problem solutions; 
• gain greater client commitment to their plans; and 
• have clients stick with the plan in times of adversity. 
  
So, like the old ads which said “Milk: It’s Not Just for Breakfast Anymore,” 
good feelings are not just for break times and off hours anymore – if they ever 
were.  
  
I recommend starting every meeting with an “appreciative” question. Instead of 
asking, “How have you been?” ask a question like “What’s going well in your 
life?” or “What’s one thing that’s made you happy lately?” or “Brag to me a lit-
tle about your son (or daughter); what have they done lately that’s made you 
proud?”  When they tell you the answer, say “Wonderful!” and then take a turn 
sharing your answer to the same question. It’s a great way to jump start almost 
any kind of meeting and get it off to a positive, optimistic start. Try it, you’ll like 
it … and things will go better! 
 
 
Community Outreach Initiative - Continued from pg. 6 
 
The Speaker’s Bureau will develop a list of topics and a set of nationally ap-
proved presentations to choose from. Volunteers who are comfortable with par-
ticular topics are encouraged to let us know their areas of expertise. 
 
If you are interested in speaking, or have ideas on promoting this new initiative, 
we’re looking for you! 
 
Contact chapter member and Team Leader, Dana Anspach, to become a part of 
the team.  The first Media/Speaker Training Date is Thursday, March 20, 1:00 to 
3:30 p.m. at training room at Ameriprise Fin’l. Advisors:  11811 N. Tatum 
Blvd., Suite # 1030 (North side of bldg., their own separate entrance).  You can 
reach Dana by e-mail at dana@wmsus.com or by phone at 480-609-4334. 

2008 FPA of Greater Phoenix 
Officers & Directors 
 
EXECUTIVE COMMITTEE: 
PRESIDENT 
Neal Van Zutphen, CFP®, AAMS 480/924-5613 
Delta Ventures Fin’l. Counsel 
 
V.P./PRES. ELECT             
Nicole Gurley, CLTC  480/515-2714 
Gurley LTC Insurance  
 
SECRETARY/TREASURER 
Virginia Dhondt, CFP®              602/955-5007 
Keats, Connelly & Assoc.  
 
CHAIRMAN 
Patty Park, CFP®, CPA, PFS 602/468-2591 
Northern Trust Bank 
 
DIRECTORS: 
DIR. SPONSOR/PARTNER DEVELOPMENT  
Al Quihuis, CFP®  480/768-9064 
Financial Directions, LLC 
 
DIR. PUBLIC RELATIONS 
Jay Zandell, CLTC  602/377-1995 
Z-Planning Group 
 
DIR. PROGRAMS/EDUCATION  
Todd Smith, CFP®  602485-3896 
Azmyth Financial, LLC 
 
DIR. COMMUNITY OUTREACH 
Frank Molinar, CFP®  1-866-804-1026 
Molinar & Co. Financial Advocates 
 
CO-DIR. MEMBER DEVELOP. & RETENTION 
Patrick Gavin, CMPS, CLTC 602/354-0528 
The Gavin Group: CFS Mortgage 
 
CO-DIR. MEMBER DEVELOP. & RETENTION 
Cynthia DeGeorge  480/518-3429 
Gurley Long Term Care Insurance 
 
DIR. PUBLIC AWARENESS 
Mary Zimmerman, CFP® 480/664-6008 
PATH Financial Strategies, LLC 
 
DIR. SOCIAL EVENTS 
Karen Gill Meyer, CFP® 480/368-6567 
Smith Barney 
 
DIR. TECHNOLOGY/WEBSITE 
Darin Shebesta  480/609-1055 
Jackson Financial Advisors 
 
DIRECTOR OF ETHICS 
Dale Walters, CFP®, CPA, PFS       602/955-5007 
Keats, Connelly & Assoc.                    
 
DIRECTOR-AT-LARGE 
Denise Reed, CFP®                         602/222-4180 
Benchmark Financial 
 
DIRECTOR-AT-LARGE 
Andrea White, MCC                           480/777-8876 
Financial Conversations 

##### 
 

REGULATORY/LEGISLATIVE  APPOINTEE 
Michael Fischer, CFP®  480/421-0600 
Sequoia Financial Advisors 

#### 
 

EXECUTIVE DIRECTOR 
Jo Lynne Hutchinson    Fax & Ph:  480/483-9035 
e-mail: info@fpaofphoenix.org 
4848 E. Cactus Rd., #505-815 
Scottsdale, AZ  85254 
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FPA of  Greater Phoenix Mentoring 
Program 
 
How many times have you felt indecisive about a career 
decision, or had questions about your business model or a 
new planning technique but didn’t have a trusted place to 
turn?  Or, are you an experienced professional with wisdom 
to share and an interest in honing your own coaching and 
mentoring skills? 
 
We are excited to bring you yet another benefit of member-
ship in our local chapter – our mentoring program!  A num-
ber of experienced senior chapter members have already 
volunteered to be mentors and more are signing up each 
week.  Mentors and mentees will be paired based upon a 
number of criteria which may include areas of practice, ex-
pertise, business model, and location.  All participants are 
asked to commit to a one hour meeting each month, and the 
term of the relationship will be the calendar year.  All men-
toring discussions are expected to be conducted in confi-
dence. 
 
If you are interested in being a mentor, or if you are a 
newer FPA of Greater Phoenix member and would like to 
be paired with a mentor from our chapter, please email 
info@fpaofphoenix.org and ask for either the mentor appli-
cation or the mentee application along with the relevant 
guidelines.  Applications will also be available at the first 
few 2008 chapter meetings. 
 
The mentoring committee will meet in mid February to 
match mentors and mentees.  So, if you’d like to participate 
in this exceptional opportunity, make sure to submit your 
application by February 8th so we are aware of your inter-
est and include you in this initial round of mentor / mentee 
matching.  We will still match mentors and mentees in Feb-
ruary and March, but the sooner your application is re-
ceived, the longer the period of time you’ll have to benefit! 
 

CLASSIFIED  AD 
 

EMPLOYMENT WANTED.  
I am seeking a Retirement and/or Financial  
Planning position with an organization that embraces 
a fiduciary responsibility to the client. Designations: 
CFP®, ChFC®, CRPC®, AAMS®. Licenses: Series 
7, 63, 65, and Arizona Life, Disability and Variable 
Products Producer. Please contact me for a resume. 
Bruce Stiles  
(W) 602-266-2733 X-1171 (H) 602-212-1614  
(E) bruce.stiles@cox.net. 
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Helping People Take Control of  Their 
Financial Lives! 
 
In 2006, American personal savings rate was -1%, dipping 
into the negative territory for the first time since the Great 
Depression. After cashing out over $431 billion in home 
equity in 2005, consumer debt is now at a record $2.2 tril-
lion (as of August 2006). 
 
Surveys by the Employee Benefits Research Institute, the 
Federal Reserve, the SEC, the Department of Labor and 
others indicate: 

 
·  There has been a significant shift from defined benefit 
programs to defined contribution programs 
·  Many employees in defined contribution pro grams are 
ill-equipped to take on the new responsibilities of these 
plans 
·  The primary financial planning resource for many inves-
tors today is their employer 
·  There is a general sense of  financial helplessness 
among American workers 
·  40 percent of American workers say they are not cur-
rently saving for retirement 
 
As a result of these factors, most people need to improve 
their financial knowledge and do  something about their 
finances. 
 
Connecting the Financial Planning Community with 
People in Need! 
 
With the help of the Foundation, many of the people in 
need can make the correct decisions to turn their situations 
around and get on track toward financial security. 
 
The Foundation is supporting and promoting pro-bono 
work for the financial planning community. By donating 
their time, effort and money, financial planners can make 
a big difference in the lives of those in need. Teaching 
people how to manage their finances and giving them the 
tools to achieve financial security allows the people to live 
with dignity and gain a sense of self worth. 
 
You too can help with a tax-deductible gift or pledge to 
the Foundation for Financial Planning. 
 
Make a difference with a gift or pledge today! 
 
Enhance the FPA’s ability to have an active voice in the 
legislative arena. As you know, given the SEC’s recent 
decision not to appeal the court decision throwing out the 
broker-dealer exemption, we are now entering a critical 
time for potential legislative activity in Washington. 
 
FPA stands ready to take our issues to Capitol Hill if any 
efforts are made to overturn the court decision by Con-
gress. FPA-PAC will serve increasingly as an important  

 
 
 
 
resource in helping the profession support those candi-
dates for Congress who, in turn, support legislative ini-
tiatives favorable to the financial planning profession 
and its clients. 

 
As you look at your 2008 year consider the impact our 
political action committee has had and will have on the 
future of our profession and lend your financial support. 
You may do so at http://www.fpanet.org/member/
govt_relation/fpa_pac.cfm” 
 
 
 
DISCLAIMER  The FPA tm of Greater Phoenix Newsline 
welcomes advertisements from reputable suppliers of products 
and services to the financial planning community.  However, 
the Newsline does not perform “due diligence” on advertisers 
or authors and cannot guarantee that their offerings or writ-
ings are suitable or correct.  In adherence to our open forum 
concept, we attempt to present various positions from respon-
sible sources.  This newsletter encourages the presentation of 
varied views on related subjects.  All article submissions wel-
come, subject to approval. 
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The Book Shelf 
“YOUR MONEY & YOUR BRAIN” 

How the New Science of Neuroeconomics Can 
Help Make You Rich 

 
by Jason Zweig 

 
 

What happens inside our brains when we think about 
money?  Quite a lot, actually, and some of it isn’t good for 
our financial health.  In Your Money and Your Brain, Jason 
Zweig explains why smart people make stupid financial 
decisions--and what they can do to avoid these mistakes.  
Zweig, a veteran financial journalist, draws on the latest 
research in neuroeconomics, a fascinating new discipline 
that combines psychology, neuroscience, and economics to 
better understand financial decision making.  He shows 
why we often misunderstand risk and why we tend to be 
overconfident about our investment decisions.  Your Money 
and Your Brain offers some radical new insights into in-
vesting and shows investors how to take control of the bat-
tlefield between reason and emotion. 
 
Your Money and Your Brain is as entertaining as it is 
enlightening.  In the course of his research, Zweig visited 
leading neuroscience laboratories and subjected himself to 
numerous experiments.  He blends anecdotes from these 
experiences with stories about invedsting mistakes, includ-
ing confessions of stupidity from some highly successful 
people.  Then he draws lessons and offers original practical 
steps that investors can take to make wiser decisions. 
 
Anyone who has ever looked back on a financial decision 
and said, “How could I have been so stupid?” will benefit 
from reading this book.   
 
Jason Zweig is a senior writer for Money magazing and has 
been a guest columnist for Time and cnn.com.  He is also 
the editor of the revised edition of Benjamin Graham’s The 
Intelligent Investor, the classic text that Warren Buffett has 
described as “by far the best book about investing ever 
written.”  Before joining Money, Zweig was the mutual 
funds editor at Forbes. 
 
In 2001 Zweig was named “best financial columnist for a 
national publication” by Northwestern University’s Medill 
School of Journalism.  He received the 2006 Lifetime 
Achievement in Investor Education award from the Mutual 
Fund Education Alliance.  He serves on the editorial boards 
of Financial History magazine and The Journal of Behav-
ioral Finance. 
 
(This information was taken from the book dustcover.) 
 
Attend the February 27th chapter meeting  and perhaps win  

MEMBERS - WE NEED YOUR CORRECT EMAIL AD-
DRESS.  Please email us at info@fpaofphoenix.org so we 
can update this information in our database and get your 
newsletters to you!  WE DO NOT SHARE YOUR EMAIL 
ADDRESSES WITH ANYONE! 

 Borders -                   
602/957-6660 

‘08 MEETING FEES 
 
We are pleased to announce that despite 
increased facility, speaker and other costs, 
the meeting fees for ’08 will only increase by 
$5.00. 

the drawing for this book.  Or you can pick up a for-
sure copy at Borders at 24th Street & Camelback.  Give 
Ryan at Borders a call if you have special book needs. 



11  

  
DATES & LOCATION FOR FPA OF GREATER PHOENIX MEETINGS: 
 
Feb. 27  Wed. Luncheon Meeting - Phx. Ctry. Club w/Michael Kitces 
Mar. 14  Friday Meeting- Arizona Community Foundation w/Andrea White 
Mar. 26  Wed. Luncheon Meeting - Phx. Ctry. Club w/Ed Jacobson 
Apr. 23  Wed. Luncheon Meeting - Phx. Ctry. Club w/Eugene Fama, Jr. 
May 28  Semi-Annual Symposium - w/Richard Ferri, Ross Levin, Bryce James– Orange Tree Golf Resort 
June 13  Friday Jam Session– Arizona Community Foundation 
June 25  Wed. Luncheon Meeting - Orange Tree Golf Resort  
July 23  Wed. Luncheon Meeting - 1 hr. Speaker +  2 CE hr. CFP Ethics session—Orange Tree Golf Resort  
Sept. 24  Wed. Luncheon Meeting - Orange Tree Golf Resort  
Oct. 22  Semi-Annual Symposium - Orange Tree Golf Resort  
Nov. 12  2 CE hrs. for CFP Ethics session + Social—Orange Tree Golf Resort  
Nov. 19  Wed. Luncheon Meeting - Orange Tree Golf Resort  
Dec. 17  Wed. Luncheon Meeting - Orange Tree Golf Resort  

REFER A COLLEAGUE - REAP THE 
BENEFITS! 
 
It is members like you who grow our organization 
and who have made the FPA the leading advocate 
for excellence, ethics, knowledge, and leadership 
in financial planning.  You are one of many like-
minded individuals who advance the financial 
planning profession and offer community for those 
who provide, support and benefit from profes-
sional financial planning. 
 
Your passion will speak for you and for FPA.  
Each one of your recruits who becomes a member 
bring you closer to an Alaskan adventure.  Addi-
tionally, each of your new members earns you a 
$25 dues certificate ($10 certificate for each new 
student member). 
 
Direct your recruits to www.ReferFPA.org 
 
For more information on how you can win an 
Alaska trip or anything else regarding referrals, go 
to the same www.ReferFPA.org site and you’ll be 
in the know! 
 
FPA RESOURCES -  
 
National website: www.fpanet.org 
Phone: 1-800-322-4237 
Fax-on-Demand: 1-888-423-7329  
 
FPA of Greater Phoenix website: 
www.fpaofphoenix.org 
Phone:  480/483-9035 
Email:  info@fpaofphoenix.org 
 
The Financial Planning Association is the owner of trademark, ser-
vice mark and collective membership mark rights in: FPA, and 
FINANCIAL PLANNING ASSOCIATION.  The marks may not be 
used without written permission from the Financial Planning Asso-
ciation. 
 

 Advertising Rates  
 

             1 issue      3 issues 6 issues 11 issues 
Full pg.  $403   $1135   $1805  $2486 
½ pg.    $207     584     937   1386 
1/4 pg.    $115     327     517    772 
1/8 pg.      $86     244     385    582 
 
5% discount for multiple issue commitments paid in  
advance of first placement.  Full pg. insert info.  
– call Jo Lynne (480/483-9035).  Classified ad: $52/
issue for 1 column inch, quoted per issue.  Camera-
ready artwork to be provided by 10th of mo. prior to 
publication. 

OTHER ORGANIZATIONS: 
 
SFSP (Society of Financial Service Professionals) of 
Greater Phoenix: Wednesday, 2/20, 11 a.m. to 
1p.m., VTC at John Driscoll & Co., Members 
$35 Non-members $50:  “Personal Financial 
Planning Using Employer Sponsored Benefits 
and Tools”.  2 Hrs. CLE, CPE, CFP®, ICB, 
PACE, and AZ Ins. CE credits. 
Bring a sack lunch. RSVP to Karen @ 
480-991-5151 or phoenixsfsp@sfsp.net  
 
Registration for FPA of Greater  
Phoenix chapter meetings: 
 
1. Go online to  www.fpaofphoenix.org  
2. Select Meeting Registration 
3. Complete the requested information including 
your VISA or MasterCard number and expiration 
date.  You will immediately receive a receipt af-
ter submission. 
 
If you register for a chapter meeting after the 
deadline, please be prepared to pay at the door 
by cash or check and a $5.00 late fee will be as-
sessed.  Also, at the door you must pay with 
cash or checks, NO credit cards. 
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2008 PARTNERS 
Yep  - IT’S A big THANK YOU to go along with 
the BIG 2008 Partners!  What a grand group of 
Partners we have this year ranging from tech-
nology support to investment management and 
legal expertise with many others in between. 
 
These Partners and their companies who come 
forward with their support in the form of money, 
their educational assistance and their involve-
ment with the Chapter are an integral part of 
the success we have as a Chapter.  Without 
them, we would be literally and figuratively 
bankrupt (to put it in terms we all understand!).  
PLEASE give your best efforts to utilize these 
Partners when you have needs in the areas 
they represent.   
 
Returning Partners this year are: 
 
Pension Strategies - Jack Lawless 
AIM Funds - David Dietrich 
Gavin Group: CFS Mortgage Corp. - Patrick  
  Gavin 
E. A. Edberg & Assoc. - Eric Edberg 
Kensington Investment Group - Adam Gallegos 
Laserfiche - Andy Wang 
Nationwide Insurance - Derrick Kazanjian 
Prudential Annuities - Lee Hurney 
Reverse Mortgages USA - Lorrie Larson 
Scudder Investments - Tyler Porterfield 
Dollarhide Financial Group/MassMutual - Dave  
   Lavin 
Disability Insurance Services - Marcy Pruitt 
Yellowstone Trust Admin. - Randy Huston 
 
New Partners in ‘08 are: 
 
Charles Schwab Institutional - Mike Grosso 
Aquila Group of Funds - Al Stockman 
Durfee & Phelps, LLC - Rick Durfee, JD 
Interactive Advisory Software - Cindy Little 
ItSynergy - Dan Zaremba 
MFS Investment Management - Dave Capelle 
Raymond James Investment Advisors Div. -  
  Mike Doss 
Cornerstone Real Estate Funds - Gary Croatt 
Delta Ventures Financial Counsel - Neal  
 Van Zutphen 
Genworth Financial Asset Mgmt., Inc. -   
  Daniel Ciavarella 
 
We hope you will accept Partner calls and ma-
terials as well as give them the first opportunity 
to serve your needs for products and/or ser-
vices.  

Please see their information on page 4 then why 
don’t you print out page 4 to keep handy as a 
handy reference when you or someone you 
know has a need that any of the Partners can 
help with.  Remember, you’re helping yourself 
when you use them.  Be sure to mention that 
you’re an FPA of Greater Phoenix Chapter 
member when you call!  

2008 New, Enhanced Education 
Series! - 
Passion, Vision, Connection 
 
We look forward to your participation in 2008!!   
 
•March 14 Friday Meeting:  Andrea White, MCC - “Your 
Money and Your Life:  Building Your Practice, Enjoying 
Your Days” 
 
•March 26:  Ed Jacobson, Ph.D. - “Breaking the Ice in an 
Appreciative Way” 
 
•April 23:  Eugene Fama, Jr. of Fama-French Three Factor 
& Five Factor models fame - “Multi-Core Principles” 
 
•May 28 Symposium:  
Richard Ferri, CFA - “Indexing in the 21st Century; How 
ETFs have Changed the World”  
Ross Levin,CFP - “Complex Questions and Multiple An-
swers - Multiple Approaches to Age-old Financial Planning 
Questions” 
Bryce James, CIMA - "The Evolution of Asset Allocation" 
 
FPA of Greater Phoenix   
Mission: 
Facilitate the success of ethical and competent mem-
bers who champion the financial planning process to 
help consumers make smart financial decisions. 
 
Vision: 
To become and remain the premier source of profes-
sional development and CE education in the Valley 
by building competence, integrity, relationships and 
stewardship throughout the Chapter 

THANKS FOR DECEMBER MTG. DONA-
TIONS FOR ST. MARY’S FOOD BANK 
Thanks to all of you, St. Mary’s Food Bank received 
$295 in funds plus two hundred pounds of nonper-
ishable food items to help serve the needy during 
the holidays. 
 
Thank you so much!  You are the best!!! 
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DIVERSE WORKFORCE.
COMPREHENSIVE BENEFITS.

  Visit our career center at usaa.com

Benefits include:
	 Medical benefits that start on your first day.	 	 401(K) Plan.
	 Child care & fitness center.	 	 Recreation & wellness programs.
	 Business casual dress environment.	 	 Tuition assistance after your first year.

professional and Customer Contact Opportunities include:
	 Licensed Investment Professionals	 	 Claims
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