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ealth management, as the term suggests, is
about structuring your current assets in an
effective way so that they reap maximum
benefits whether it is for long or short

term. The very management process is one of the
most important things you can do for yourself and
your loved ones. It can help you determine what's
really important to you, then develop actionable
strategies to help you realize your most cherished
hopes and defend against the things that might undo
them. Planning deliberately so that your wealth
works to bring you a lifestyle well earned is where it
all starts.

There are expert financial institutions, based right
here in the Valley, that have customized wealth man-
agement services to look after their client’s require-
ments – and several of them have contributed articles
to this special supplement. Gone are the days when
only the rich and famous need seek advice on grow-
ing their wealth (although they certainly need assis-
tance in the area as well). Any individual with decent
earnings and the desire to put his or her funds to use
in the best possible manner needs to plan for wealth
management. Hopefully the words of wisdom across
these pages will provide some insight into the
process and its latest trends.
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WEALTH MANAGEMENT GUIDE

By Steven M. Berkson, CPA

As a CPA, Wealth Manager, and busi-
ness owner, I have met many of the
most successful business owners,

executives, and professionals in the Los
Angeles area.
For clients and acquaintances alike, I

often make it a point to ask a question or
two about how they are handling their
investments and their wealth. You might
think these successful people would all be
beating the markets and employing smart
wealth management strategies. However,
surprising patterns emerged from their
answers. While certain effective strategies
for preserving and growing wealth
appeared again and again, a pattern of fre-
quently made missteps emerged as well.
Over the years, I have developed a list of
top mistakes to avoid.

1. Believing Active Trading is a Solution
for NavigatingVolatile Markets
With today’s uncertain economy and

volatile markets, long-term investing for
retirement cannot be a passive process that
is "set-once-and-forgotten.” On the other
hand, spending your day figuring out your
next trade while glued to CNBC or a
Smartphone is not a successful formula
either.
While we believe your retirement port-

folio needs to take into account long-term

economic trends and should be tailored to
your individual situation, it is not neces-
sary to stress over your portfolio and tinker
with it on a daily basis...

2. Not Having an Up-To-DateWealth
Management Plan
For the average investor, your financial

situation and goals will change consider-
ably over your lifetime.
You may be faced with a decision about

when to retire. You may be wondering how
to structure your accounts for tax or estate
benefits. You may want to buy a vacation
home.
You may be in the process of retiring

and moving from the accumulation phase
to the distribution phase of life. This “once-
in-a-lifetime” transition will be new and
you will face many complex decisions.
For an objective professional who spe-

cializes in planning and managing these
types of transitions, managing investments
through this process can be relatively
straightforward.
However, the average individual or

couple we meet has not gone through this
planning process, and they are at risk of
making investment decisions that can neg-
atively impact the rest of their lives. In fact,
research firm CEGWorldwide (conducted
in 2007) found that 8 in10 estate plans of
high net worth investors were out of date.
It is essential to have a current financial

or retirement plan and that plan should
guide the creation of your investment strategy.

3. InvestingWithout a System
Volatile markets can play havoc with

our emotions.
You may have heard that “fear and

greed” drive the markets. If you are invest-
ing on emotion you may be fearful at the
wrong time and sell at the bottom, or you
may be greedy at the wrong time and buy
at the top. As a result of this “fear and greed”
cycle, many investors do FARWORSE than
the average market return.
Historically, we know that faced with

much volatility and market movements,
investors without a disciplined process will,
on average, under-perform the market by
about 5.31%. Research from the independ-
ent firm DALBAR explains that over the
recent 20 year period ending in 2010, the
S&P 500 Index achieved a 9.14% return. In
contrast, the average equity fund investor
only attained a 3.83% return — an “emo-
tional penalty” of 5.31%.
In my experience, most individuals do

not want to spend the time, nor do they
have the interest or expertise, to create and
follow a disciplined investment process that
will give them a reasonable chance of
accomplishing their most important goals.
The consequences for making one or all

of these mistakes can be significant.
While working, saving, and accumulat-

ing your wealth, you may give little thought
to how your money is invested, especially in
your 401(k) plan at your business or prac-
tice. In the long term this can be costly, par-
ticularly as you approach retirement or want
to slow down.
In addition you may miss opportunities to

protect against common risks, save taxes,
navigate volatile markets, and properly plan
for retirement.
Neglecting to implement a disciplined

investment approach today could force you
to retire at a later date than originally
desired, lower your lifestyle during retire-
ment, risk running out of money, have less
to pass on to future generations, or render
the things you really want unaffordable.
Investors can be more successful by

establishing a solid long-term plan and stick-
ing to it.
At BerksonAsset Management, we have

developed a process to help business own-
ers, executives, and professionals avoid
these common wealth management mis-
takes.

Steven M. Berkson, CPA, and Certified
Financial Planner, is President of Berkson
Asset Management, Inc. Request his new
free report "A System for Accomplishing
Your Long-Term Investment Goals" by calling
Jan Howley at (818) 449-3120 or download
it directly by going to
http://Berkson.net/system

Top Wealth Management Mistakes to Avoid in 2012
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You may be approaching retirement and wondering
how you can make your money last. You may have
ridden the ups and downs of the financial markets over
the past 10 years and can no longer afford to put your
nest egg at risk.

And you may be searching for a sound approach to
today's retirement planning and investing challenges.

Berkson Asset Management can guide you to greater
control over your financial future by helping you
discover and avoid the most common retirement
planning and wealth management pitfalls.

5550 Topanga Canyon Blvd. Suite 350 | Woodland Hills, CA 91367 | t: 818.713.8060

A SYSTEM FOR
ACCOMPLISHING
YOUR LONG-TERM
INVESTMENT GOALS

BBEERRKKSSOONN
Asset Management

Call 818-449-3124 or go to http://berkson.net/system
for Steven’s new, Free Report, “A System for Accom-
plishing Your Long-Term Investment Goals.”

STEVEN M. BERKSON, CFP®, CPA
BERKSON ASSET MANAGEMENT
REGISTERED INVESTMENT ADVISOR

WEALTH MANAGEMENT GUIDE

By Geordie J Crossan, CFP

As the Baby Boomers head in to
retirement, the women of this gen-
eration are realizing that they face

a unique set of challenges. According to
the MetLife Mature Market Institute, the
combined risk of being female, and inad-
equate retirement planning have become
known as the “Perilous Paradox.” This is
evidenced by US Dept. of Commerce sta-
tistics showing the median income of a
retired woman over the age of 65 is
$12,080, which is about 58% of the
income of a man in the same age group.
Why is being female a primary risk?

Nearly half of all elderly unmarried females
rely on Social Security for 90% or more of
their income, and those benefits are much
lower than a males. To calculate one’s
Social Security Benefit, the SSA uses the
workers highest 35 years of wages.
Women earn an average of 77cents for

every dollar made by a man. That in itself
constitutes a lower benefit, but because
women typically leave the work force to
care for children or elderly parents, the
average 62 year old female has only
worked 32 years. If an individual does not
have 35 years of wages, a zero is recorded
in missing years when calculating the ben-
efit.
Because a woman is married, does not

mean she has no cause for concern. The
average life expectancy for a woman is 81

years compared to 73 years for a man.
According to the US Census Bureau, the
average age of widowhood is 55 years.
Not to mention the fact that half of all mar-
riages in the US end in divorce.Divorce or
widowhood in most cases results in the
loss of one of the two Social Security
checks as well as possibly employer pen-
sion and healthcare coverage. According to
the National Center for Women and Retire-

ment Services, nearly 90% of all females
will find themselves solely responsible for
their finances at some point in their life.
Despite these sobering statistics, women

continue to ignore their increased need for
gender specific retirement planning. Of
the 60 million women working in the US
today, less than one- half participate in a
retirement plan. Evidence of this can be
seen in married women as well. Although
the average wife is three years younger
than her husband, she usually retires when
her husband does. This serves to cut short
their career, savings capability, and retire-

ment plan. In addition if the husband
retires at 65, he may be eligible for
Medicare coverage while she would be left
for three years without Medicare coverage.
What is the answer?
Women need to take control of their

financial future. A key to this is by doing
your own math. Be aware of the gender
longevity differences, and plan your retire-
ment needs by using gender specific calcu-

lations and estimates. Make a plan B for
the contingencies that are related to a
women’s longer life such as long term care
needs, and increased healthcare costs.
Look for areas of change prior to retire-

ment. Husbands should consider postpon-
ing their application for Social Security
benefits as long as possible to leave the sur-
viving spouse with a higher benefit. A non-
working spouse can contribute to a spousal
IRA for more tax-advantaged savings.
Work with a competent Certified Finan-

cial Planner (CFP) who can develop a com-
prehensive retirement plan that takes in to

account the risks of being female. The plan
should take in to account the longer female
life expectancies, the potential problems
relying on the pension and healthcare ben-
efits of a spouse, the impact of inflation on
assets, and the long term solvency of Social
Security and Medicare. It should address
how much you will need to save for retire-
ment, and where you stand now, as well as
the dangers of carrying too much debt into
retirement.
The MetLife Mature Market Study

showed that women who do the math and
work with partners or financial advisors,
and plan for contingencies have a better
chance of financial security in their retire-
ment years than those who avoid the
process.

Geordie J
Crossan, CFP, is
President of
NBS Financial
Services, Inc., a
comprehensive
wealth man-
agement firm
in Westlake Vil-
lage. For fur-
ther informa-
tion, visit
www.nbscompanies.com or
call (805) 497-2497.

The “Risk of Being Female” and Retirement Planning

Why is being female a primary risk? Nearly half of all elderly
unmarried females rely on Social Security for 90% or more of their
income, and those benefits are much lower than a males. To
calculate one’s Social Security Benefit, the SSA uses the workers
highest 35 years of wages.
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Rick Andrade, Managing Director, 818.657.6132 or 818.881.6101 rick@calabasascapital.com
David Bonrouhi, Managing Director, 818.657.6130 or 213.500.4135 david@calabasascapital.com
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26610 Agoura Road, Suite 120, Calabasas, California, 91302-3823; Telephone 818.657.6130 Fax 818.657.6145 www.calabasascapital.com

This should not be considered in any way an offer to buy or sell a security. This is for informational purposes only.
Buying or selling a security involves substantial risk. Investment may be worth more or less than the original investment.

Securities offered through Fallbrook Capital Securities Corp. Member FINRA/SIPC.

REPRESENTATIVE SITUATIONS:SERVICES:

WEALTH MANAGEMENT GUIDE

ByMarianne Cederlind
andMichael Sutherland

Owning a home outright is a dream
that many Americans share. Hav-
ing a mortgage can be a huge

burden, and paying it off may be the first
item on your financial to-do list. But
competing with the desire to own your
home free and clear is your need to
invest for retirement, your child's college
education, or some other goal. Putting
extra cash toward one of these goals may
mean sacrificing another. So how do you
choose?

Evaluating the Opportunity Cost
Deciding between prepaying your

mortgage and investing your extra cash
isn't easy, because each option has advan-
tages and disadvantages. But you can start
by weighing what you'll gain financially
by choosing one option against what
you'll give up. In economic terms, this is
known as evaluating the opportunity cost.
Here's a hypothetical example. Let's

assume that you have a $300,000 balance
and 20 years remaining on your 30-year
mortgage, and you're paying 6.25 percent
interest. If you were to put an extra $400
toward your mortgage each month, you
would save approximately $62,000 in
interest, and pay off your loan almost 6
years early.
By making extra payments and saving

all of that interest, you'll clearly be gaining
a lot of financial ground. But before you
opt to prepay your mortgage, you may
want to consider what you might be giving
up by doing so--the opportunity to poten-
tially profit even more from investing.
To determine if you should invest your

extra cash, start by looking at the after-tax
rate of return you can expect from prepay-
ing your mortgage. This is generally less
than the interest rate you're paying on
your mortgage, once you take into
account any tax deduction you receive for
mortgage interest. Once you've calculat-
ed that figure, compare it to the after-tax
return you might receive by investing your
extra cash.
For example, the after-tax cost of a

6.25% mortgage would be approximately
4.5 percent if you were in the 28% tax
bracket and were able to deduct mortgage
interest on your federal income tax return
(the after-tax cost might be even lower if
you were also able to deduct mortgage
interest on your state income tax return).
Could you receive a higher after-tax rate of
return if you invested your money instead
of prepaying your mortgage?
Keep in mind that the rate of return

you'll receive is directly related to the
investments you choose, and may vary
depending on market conditions. Invest-
ments with the potential for higher returns
may expose you to more risk, so take this
into account when making your decision.

Other Points to Consider
While evaluating the opportunity cost

is important, you'll also need to weigh
many other factors. The following list of
questions may help you decide which
option is best for you:
What's your mortgage interest rate?

The lower the rate on your mortgage --
the more funds you’ll have available to
invest.
Does your mortgage have a prepay-

ment penalty? Most mortgages don't,
but check before making extra pay-
ments.
How long do you plan to stay in your

home? The main benefit of prepaying
your mortgage is the amount of interest
you save over the long term; if you plan
to move soon, there's less value in put-
ting more money toward your mortgage.
Will you have the discipline to invest

your extra cash rather than spend it? If
not, you might be better off making
extra mortgage payments.
Do you have an emergency fund to

cover unexpected expenses? It doesn't
make sense to make investments or
extra mortgage payments now if you'll
be forced to borrow money at a higher
interest rate later. And keep in mind that
if your financial circumstances change –
if you lose your job or suffer a disability,
for example – you may have more trou-
ble borrowing against your home equity,

or incur early withdrawal penalties if
you are forced to take money out of
your investment accounts.

Marianne Cederlind is senior vice
president and chief business banking
officer for Mission Valley Bank, a locally-
owned, full-service, independent, com-
mercial bank with Preferred SBA Lender
status serving the San Fernando and
Santa Clarita Valleys. She can be
reached at (818) 394-2300; learn more
at MissionValleyBank.com. Michael
Sutherland, CFP, is executive vice presi-
dent at Campbell Tax & Financial Servic-
es and can be reached at (818) 768-
1858; learn more at Campbell-Tax.com

DISCLOSURE: The opinions voiced
in this article are for general informa-
tion only. They are not intended to pro-
vide specific advice or recommenda-
tions for any individual. Investments in
securities are not insured by the FDIC or
any other federal government agency,
have no financial institution guarantee,
and may lose value. Please consult
with your financial professional before
making any investment decisions. Secu-
rities and advisory services offered
through National Planning Corporation
(NPC), Member FINRA/SIPC, a Regis-
tered Investment Adviser. Campbell Tax
& Financial Services & Mission Valley
Bank are separate and unrelated to NPC.

Is it Smarter to Pay offYourMortgage or InvestYour Cash?
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By Elizabeth Hayden

Choosing from among the investment
options in your employer-sponsored
retirement plan takes a bit of self-

knowledge as well as some research. For
example, determining whether you are a
conservative, moderate, or aggressive
investor will help you create your asset
allocation – the way you divide your plan
investments among stocks, bonds, and sta-
ble value investments.

The research part involves getting to
know the kinds of investments available in
your plan. For example, your plan may
offer asset allocation options – funds that
invest in a mix of stocks and bonds. With
these types of investments, the asset alloca-
tion and diversification are built in. Or,
your plan may offer single-style funds.
Some will invest only in stocks, some only
in bonds, and others in stable value invest-
ments. This is more of a do-it-yourself

option, in which case you need to choose a
mix of stock, bond, and stable value funds
to create an appropriate asset allocation.

If you're considering single-style stock
funds, you may also want to look at a mix
of market capitalization funds (for example,
small-cap, midcap, and large-cap stock
funds), different types of bond funds, or per-
haps growth and value styles. You may
even want to consider adding some foreign
funds to the mix to add more diversifica-
tion.

What about management styles?
One of the most important decisions

you’ll make is to choose investments that
are suitable for your target asset allocation
and provide adequate diversification. How-
ever, if you're selecting single-style invest-
ments and your plan offers a choice, you
may also want to look at the pros and cons
of actively and passively managed funds.
With actively managed stock funds, such as

a typical small-cap fund, the fund manager
actively buys and sells securities within the
fund with the intent to beat either the
whole market or a particular segment. With
an actively managed bond fund, the man-
ager tries to anticipate changes in interest
rates and buys and sells bonds within the
fund accordingly.

With passive management, instead of
trying to beat the market, the fund
attempts to match market performance by
investing in all or a predetermined num-
ber of companies or bonds (depending on
whether it is a stock fund or bond fund)
in a particular index. The fund manager
generally would buy and sell only in
reaction to changes within the index. An
example of a passively managed fund is
an S&P 500 index fund.

In general, passively managed funds
have lower costs than actively managed
investments. However, they have less
flexibility than actively managed funds

both in selecting securities for the fund
and reacting to price declines within the
fund.

Review your investment choices
Once you determine your asset alloca-

tion and learn more about the investment
options in your plan, you may want to
review your investment options and make
changes if you think it’s necessary. Since
each investor’s situation is unique you
need to review your specific investment
objectives, risk tolerance and liquidity
needs with your financial professional(s)
before a suitable investment strategy can be
selected.

Elizabeth Hayden is Vice President and
Southern California Regional Director for
Wells Fargo Institutional Retirement and
Trust. For more information contact
elizabeth.hayden@wellsfargo.com
or (213) 614-4456

Do Your Investment Choices Suit You?

By Rick Andrade

It’s mid-summer 2012, and you’re think-
ing about doing a private banking client
portfolio review, when suddenly the phone
rings. It’s a long time client, Ted Hillman, in
business for over 25 years, very profitable,
and loves your advice. He’s frantic, and asks
for your opinion if he should sell his business
now, before the “Tax Cliff” everyone’s talking
about in January kills him. How do you
respond?

How about; “Okay Ted, but let’s first take
a breath, maybe ratchet down the media
hype and get more facts. Then we can act; at
least before we start jumping off cliffs, sound
good?”

Ted agrees, and you decide to set up an
appointment, and hang up. Now ask your-
self as you read this.You’re a pro. How ready
for that call were you? What if other business
owners and clients call to ask if they should
sell now or wait for better times?You won’t
be caught flat-footed if you read this quick
primer.

Let’s start with:

BACKGROUND
• What is Ted really reacting to? Should

he really sell his business before year end? I
always ask for at least 3 reasons why a client
may be considering a sale. Tax issues may be
just one from a longer list, right? Be sure.
Ask, who is on the advisory team? And how
will sale proceeds be distributed and when?

REVIEWED
• What is the definition of the “Tax Cliff?”

If you don’t know already, call your research
team and find out. In short, the “tax cliff,”
aka: “taxamaggedon,” or “fiscal cliff,” etc., is
not any one thing. Read my article atVistage
International: The Top 10 M&A Drivers for
2012, featured in their May 2012 global
Newsletter. Needless to say, in Jan 2013, cer-

tain tax and spending measures (laws) will
expire, and taxes on payroll, capital gains,
dividends, and income will be going up,
unless Congress makes a move. Some tax
changes will directly increase Ted’s tax bite.
For example if taxes on Investment & Capital
Gains for long term assets increase from

15% to 24% on January 1st 2013, all other
things being equal, Ted’s tax bite could
increase $100,000 for every million in pro-
ceeds. Wow! I’m thinking he should proba-
bly know that one? In fact, this alone can
cause a change in deal structure, and how
and when proceeds should be distributed to
minimize the tax hit. Still, it’s a good idea to
get permission to call your client’s CPA or tax
advisor directly and compare notes.

ANALYSIS
• How will the current economic and tax

environments actually impact Ted’s long
term financial plans & goals after the busi-
ness is sold? How should the portfolio mix
change before and after the sale? Is it better
to pull the trigger and structure a deal now?

• Depending on how good you are in
this arena, with the help of a tax advisor you
can put together a specific proforma impact
analysis. Think “scenario planning.” Lay out
Best, Middle and Worse case scenarios such
as; what if Ted can defer a portion of the
sales proceeds over time, or what if the busi-
ness doesn’t sell this year, then what? What’s
plan B look like?

GOALS &TIMELINE
• Next calculate and add Ted’s expecta-

tions for a range of sale prices and compute
them in financial terms.You may already
know his dreams for family and friends. But
how suitable will his investment choices be

post sale? In other words, what would the
new right balance of risk vs safety look like
after the sale? It’s amazing how easy it is to
get caught off guard by this one, preferring to
wait until a deal closes before planning. A
huge mistake. Rather, it makes more sense to
guide the advance needs for income now,
especially when dealing with more complex
Estate Planning, and Charitable Giving issues
for private banking clients who own busi-
nesses.

TAKEACTION
• Finally, as one of my favorite business

school professors used to say: “Great strategy
Rick, but what should each of us be doing
next Monday morning at 9:00am?” This
means you should define and align your step
by step process with Ted’s expectations asap.
He will likely appreciate this pro-active strat-
egy.

• If it makes sense to move ahead with a
2012 sale, the first step should be to call
Ted’s investment banker and gather some
high level input. Discuss potential sale-price
ranges, current market trends, and maybe
learn what’s up with Private Equity transac-

tions these days as a few examples.
• Then reach out to Ted’s business trans-

action attorney and CPA. Together with these
4 key specialists; you, his CPA, his attorney,
and investment banker you can all help for-
mulate and execute a plan that anticipates
the many broader issues clients like Ted face
when selling their business. So much so, that
after the business is sold, the team gets even
more client referrals calling for help.

So before you meet with Ted again, get
prepared. Whether the impending Tax Cliff
coming January 2013 should translate into a
sale this year or not, no advisor should be
caught flat-footed with a “let me get back to
you” answer. You agree? I say better to be
prepared in advance, so you won’t have to
guess how best to talk Ted off the ledge of a
big tax increase abyss he can still avoid
before year end. And if you need more, I’m
happy to help anytime.

Rick Andrade is a Managing Director at
Calabasas Capital, an investment banking
firm helping clients buy, sell & finance mid-
dle market companies. Rick has his BA and
MBA from UCLA along with his Series 7,
63 & 79 FINRA securities licenses. He is
also a Real Estate Broker, a volunteer
SBA/SCORE instructor, and blogs at
www.RickAndrade.com on issues impor-
tant to middle market business owners. He
can be reached at
rick@CalabasasCapital.com.

Disclaimer: This article should not be
considered in anyway an offer to buy or
sell a security. This is for informational pur-
poses only. Buying or selling a security
involves substantial risk. Investments may
be worth more or less than the original
investment. Securities offered through Fall-
brook Capital Securities Corp. Member
FINRA/SIPC.

How to Help Your Clients
Sell Their Business Before Year End

If it makes sense to move ahead with a 2012 sale, the first step

should be to call Ted’s investment banker and gather some high level

input. Discuss potential sale-price ranges, current market trends,

and maybe learn what’s up with Private Equity transactions these

days as a few examples.
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In a society that grows more complex every
day, consumers are presented with the
constant pressures of family, career, and

community responsibilities and personal
enrichment. The financial marketplace is
ever-changing with new laws, regulations,
economic events, market changes, product
offerings and conflicting media messages.
Making the right financial moves at the right
time is critical to achieving security and
accomplishing personal objectives.

A personal advisor guides the financial
planning process: goal identification, data
organization, analysis, problem identifica-
tion, recommendations, and most important
- plan implementation and results monitor-
ing.Your advisor will help you save, spend,
invest, insure and plan wisely for the future.

A Registered Financial Consultant has met
the qualifications required to serve the public
effectively, and moreover, is committed to
essential professional continuing education.You
can't delegate your job, career, civic or family
responsibilities - but you can obtain qualified,
professional financial advice and service.

What is the RFC Designation?
The Registered Financial Consultant (RFC)

is a professional designation awarded by the
International Association of Registered Finan-
cial Consultants to those financial advisors
who can meet the high standards of educa-
tion, experience and integrity that are
required of all its members.

The IARFC is a non-profit professional
credentialing organization of proven finan-
cial professionals formed to foster public
confidence in the financial planning profes-
sion, to help financial advisors exchange
planning techniques, and to give deserved
recognition to those practitioners who are
truly committed to ethical standards and
continuous professional education.

Because there are no consistent licensing
requirements for the various persons who
call themselves "financial planners" the pub-
lic has a critical need for a method of distin-
quishing the qualified and dedicated finan-
cial advisor.

What is the purpose of the IARFC?
The primary purpose of the IARFC is to

provide the public with a convenient access
to a pool of well-qualified practitioners from
which to choose a personal financial advisor.
It is the only professional organization that
requires all of its members to meet and docu-
ment seven stringent requirements of educa-
tion, experience, examination, integrity,
licensing, ethics and a significant amount of
continuing professional education.

RFC Examination Process
The comprehensive RFC examination

covers a wide range of subject matter; Prici-
ples of Personal Finance, Debt and Cash
FlowManagement, Employee and Govern-
ment Benefits, Annuities, Securities, Invest-
ments and Asset Allocation, Life, Health and
Casualty Insurance, Education and Special
Needs Funding, Estate Planning, Survivor
Income Needs Analysis, and Retirement
Income.

RFC continuing education requirements:
Each year the RFC must complete a mini-

mum of 40 units (hours) of professional con-
tinuing education. This includes college
courses, educational symposiums, creden-
tialing courses, distance learning programs
and practitioner conferences. Many RFCs are

instructors at colleges and conferences.

What about other professional designa-
tions?

We hold the RFC designation to be dif-
ferent and perhaps more encompassing.
However, the IARFC does not assert that
many other professional designations or
their organizations are inferior. The public
is not served by divisive criticism, but rather

by dedicated and well-prepared profession-
als. Our goal is to encourage professional
conduct and collaborate between profes-
sional advisors, with strong emphasis on
the importance of continuing education.

How does the IARFC maintain and publish
the credibility of its members?

The IARFC removes the designation
from anyon who fails to maintain proficien-

cy through substantial continuing educa-
tion, or who betrays the public trust by fail-
ing to live up to its Code of Ethics or by
having a professional license revoked or
suspended for misconduct or any reason.

This article was provided by the Interna-
tional Association of Registered Financial
Consultants.

Financial Advisors Play a Key Role
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