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CompllanceMAX seeks to provide you with regulatory compliance servIces that help you remain compliant while allowing you to focus on sales and
growth. ComplianceMAX publishes Its OBSERVATIONS newsletter to provide you with:

Notice of upcoming deadlines under ourrent regulations
Notice of new regulations and upcoming deadlines under those regulations
Our perspectives on how new regulations may affect Investment Advisers

Early neporls on SEC Aodlt Program

Based on several of your notificatIons to us (and your requests for
our assistance) It is evident that the SEC is actively underway in its
2006 audit program.

The examination request list we are seeing in the 2006 inspections
and that from 2005 remaIns mostly consistent. We have, however,
begun to see variations, especially in regard to the SEC's probing
regarding 'risk analysis and risk management. We will use exercises
in the Resources workbooks to prepare you for the new approach,
and you'll soon see an updated Risk Analysis Workbook in the
Model Documents library.

We are finding that the Resources program workbooks are standing
up well in response to the -SEC's questions regarding the
implementation of a compliance program. Further, we have seen an
instance in which a CCO used attendance at the monthly "Webinars"
to her advantage in support of her qualifications and training for her
compliance role.

For tips on how to maximize the Resources Program In the context
of your own SEC or State audit, we invite you to contact your
Resources Consultant.

Observations' Guest Author Series
I am very pleased to present our guest author for the month of May:

W. Scott Simon, J.D., CFP®, AIFA®, Is a principal with Prudent
Investor Advisors, LLC (www.prudentllc.com). a registered
investment adVisory firm in Chico, CA. He has authored two books,
including The Prudent InvestorAct' A Guide to UnderstandIng, and a
number of articles. Mr. Simon also writes a monthly column for
Morningstar on fiduciary investment issues called "Fiduciary Focus"
and a column for the Journal of PensiIJn Benefits on the same
subject. He is an expert on the Uniform Prudent Investor Act and the
Restatement 3rd of Trusts (Prudent Investor Rule) and is a
consultant and expert witness In the area of modern prudent
fiduclary investing. Mr. Simon, a member of the State Bar of
California, can be contacted at wssimon@prudentlic.com,

The Fiduciary Duties of aRegistered Investment Adviser
By W. Scott Simon, J.D., CFP®, AIFA®,

Section 202(a)(11) of the federal Investment Advisers· Act of 1940
("1940 Advisers Act") defines an "Investment adViser" as: ",.,any person
who, for compensation, engages in the business of advising others,
either directly or through publications or writlngs, as to the vaiue of
securities or as to the advlsablilty of InvestIng In, purchasing, or seiling

securities, or who, for compensation and as part of a regular business,
Issues or. promUlgates analyses.or reports concerningsecurltJes ..."

This definition constitutes that of a "registered Investment adviser" or
"RIA," RIAs that have $25 million or more under management must be
registered with the U,S, Securities and Exchange Commission ("SEC")
while those with less than that amount under management are subject to
reglstratlon by their respectIve state securities commlssioner(s).

While it Is commonly acknowledged that an RIA Is a "fiduciary," that
term actualiy never appears Inthe text of the 1940 Advisers Act or In any
of Its reVisions, In the case of $.£c. v; Capital Gains R8S&arch BureaU,
Inc. (375 U.S. 180 (1963)), however, the United States Supreme Court
made clear that the 1940, Advisers Act "reflects a congressIonal
recognition of the delicate fidllcial)l nature of an Investment advlsol)l
relationship, as well as a congressional intent to eliminate, or at least
expose, all conflicts of Interest which might incline an Investment adviser
- consciously or unconsciously - to render advice which was not
disinterested." (Emphasis added.) Further, an RIA owes its clients aduty
of "utmost good faith, and full and fair disclosure of all material facts" as
well as an affirmative obligation ''to employ reasonable care to avoid
misleading clients."

The Center for Fiduciary Studies at the University of Pittsburgh's Katz
Graduate School of Business offers two definitions of a fiducIary: (1) a
person who has discretionary control over assets (e.g" money managers
and custodians) or (2) aprofessional held III acapacity of trust and who
renders investment advice (e.g., investment advisors and consultants).

Two developments within the last.year have highlighted the fiduciary
duties of an RIA. The first of these developments Is the so-called "Merrill
Lynch R.ule" (codified as Rule 202(a)(11)-1 under the 1940 Advisers
Act), promulgated by the SEC in April 2005. This rule omits from the
definition of "Investment adviser" certain brokerldealers that provide
non-dlscretlonary adVice, solely Incidental to their brokerage services,
regardless of the form of compensation they may receive (e.g"
commissions and/or fees).

The Merrill Lynch Rule allows brokerldealers to prOVide essentially the
same services as an RIA without being regulated as RIAs under the 1940
Advisers Act. ThiS WOUldn't be such a big deal except for the fact that
RIAs must live up to afiduciary standard while broker/deaiers need only
comply with the so-called "suitability" standard. These legal Investment
advising standards governing a fiduciary RIA and a non-fiduciary
brokerldealer and Its registered representatives are, in fact, very
different. Here's how.

Given its fiduciary status, an RIA must follow the "trust" standard-the
highest known in law-which reqUires it to place the Interests of its
clients ahead of Its own and fulfill crilical fiduciary duties such as
exposing all conflicts of Interest which might tempt the RIA to render
disinterested Investment advice, "utmost good faith," "full and fair
disclosure of all material facts" and "reasonable care to avoid misleading



clients" asthEl Supreme Court set forth In its SEC. II; Gapltal Gains
Research Bureau, Inc. opinion. Under the fiduciary trust standard, an RIA
must provide Its "best advice" to its clients.

A non-fiduciary brokElr/dealer and its registered reps follow the
"suitability" standard under NASD regulations. This standard doesn't
require a- registered rep to place the interests of its clients ahead of ns
own. Under the non-fiduciary suitability standard, a registered rep need
proVide only "SUitable" advice to Its cllents--even ,If It knows that the
advice is not the best advice. For example,a registered rep that
recommends an S&P 500 Index mutual fund with a 5% load and high
annual expenses when it knows of an equivalent Index fund with a
similar track record that is no-load and has low annual expenses
ordinarily wouldn't be liable to Its customer for such a recommendation.
It Is more likely that an AlA would be liable for -engaging in such
investment conduct because of its fiduciary status.

Broker/dealers, SUbject to the Securities Exchange Act of 1934 ("1934
Act"), maintain that they are regulated just as heaVily by the SEC, the
National Association of SecurIties Dealers ("NASD") and/or the various
agencies In the states In which they do business. Nonetheless, a
broker/dealer ,ordinarily is not deemed a fiduciary-however heavily It
otherwise might be regulated by the SEC, the NASD and the states. In
fact, none of this less strict regulation with respect to -the suitability
standard registers broker/dealers and their registered reps with the SEC
as RIAs under the more strict regulation concerning Ihe fiduciary
standard of the 1940 Advisers Act. (Even when a broker/dealer has dual
registration as both a broker/dealer and an RIA, according to the Merrill
Lynch Rule the broker/dealer does not necessarily become a fiduciary.)
The fundamental difference, then, between the broker/dealer and RIA
regulatory schemes Is that RIAs are per-se fiduciaries under the 1940
Advisers Act while brokerldealers are not per-se fiduciaries under the
1934 Act.

Even if anon-fiduciary registered rep of abroker/dealer wanted to follow
the trust standard of law and become afiduciary to Its clients, It cannot

do so legally. This isn't due to any pUblic government regulation but to
the private contract a registered rep enters into with its broker/dealer.
Such contracts legally requirea registered rep to piace the Interests of its
broker/deallu before the Interests of the registered rep's clients. Under
such contracts, aregistered rep does become afiduciary- but only to its
broker/dealer - not to Its investment clients. In short, a registered rep
owes fiduciary duties directly and only to Its broker/dealer. An RIA,
however, owes fiduciary duties dlr8ctly and only to its Investm8n! clients
due to the fact that there's no broker/dealer to get In the way and cause
conflicts of interest. From a regulatory and legal vantage, then, the
broker/dealer -) registered rep relationship is merely one of principal­
agency While the RIA -) cl1ent relationship Is one of fiducIary­
beneficiary.

Another area highlighting the fiduciary duties of AlAs concerns the
nature 01thelegal recourse their clients have against them. An aggrieved
client suing an RIA need only plead a breach of the RIA's statutory
fiduciary duty that It owed to the client under the 1940 Advisers Act. The
burden of proof then shifts immedlateiy to the RIA to show that it did not
breach that duty. An aggrIeved client seeking to' hold a broker/dealer
accountable, however, has the burden of proof to show that the
broker/dealer owes a fiduciary duty to its client In the first plaoe. And
usually the only way to attempt to surmount that towering hurdle Is
through arbItration since brokerage customer agreements typically
require a customer to forfeit Its right to sue In a court of law. In short,
the customer of an RIA must only a//eoe breach of a duty While that of a
broker/dealer must actually prove that the broker/dealer owed any
fiduciary duties at all.

The second developmentwlthln the last year that has highlighted the
fiduciary duties of an RIA was issuance of areport by the staff of the-SEC
In May 2005 entitled "Staff Report Concerning ExaminatIon of Select
Pension Consultants." It's a bit of an understatement to say that this
report wasn't kind to the 24 unnamed RIA pension consultants ~

examined. But that, as they say, is another story for another time...

Web Seminar: Recent Developments for State Adviser (NASM
initiatives,' state audit findings)
May 16 2006, 1pm Pacific, FREE. Register at
https:/lcompllancemax.webex.com/compHancemaxtl.php?ED-B2975
522&R8=1.

Web Seminar: The Fiduciary Standard (The fiduciary Standard and
the Fiduciary StandardReview)
June 20, 2006, lpm Pacific, FREE. Register at
https:llcQmpllancemax.webex.com/compliancemaxll.php?ED=82975
537&88-1.

FPA Far West Round Up
August 12, 2006
Santa Cruz, CA
Corralling Compliance in Your Practice

RAPFA 2006 West Region Conleren.e
September 15, 2006
Portland, OR '
Compliance Recipes For A Good Night's Sleep and Compliance Go '
Round-Panel Discussion.

FinancIal Pla-Dnlng Association of San DIego
September 9, 2006
San Diego, CA
Compliance/Regulatory EnvIronment

To keep you compliant, we rely on you to inform us if you make any material changes that may affect your compliance status. Please contact us If
you change your business plan, change products or service lines, hire or terminate agents, change officers and/or directors, change addresses,
branch locations and/or record storage facilities, and/or receIve new complaints.

© 2.006 ComplianoeMAX Financial Corporation. OOSBltVATIONS Is a momhly ComplianoeMAX publication. No pert of this publication may be copied, reproduced, translated or
reduced wRhoutlhe prlor wrillen oonsent of COmplianoeMAX FlnanolalCorporation. For more Informallon regarding OUSlllIVA'j'IONS or Its content pleese contact Chris Koslfas
at clnlslopherkoslfas@conmllanooMAX.oom.

ComplianceMAXFlnanolal Corporallon-:l511 Camino del RIQ South, Sulle 307, San Diego, CA 921OB-Phone: 666.679.7900-Fax: 619.262.:354Q---w\vw.CompllanceMAX.com
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EXECUTIVE SUMMARY

Because a large majority of the country's investment assets are controlled by the nation's aging
population, providers of financial products and services are increasingly focusing their marketing
efforts toward persons in or near retirement. One of the more common methods used to market
financial services to this segment of the population is the "free lunch" investment seminar. These
seminars are designed mainly for persons in or nearing retirement and typically include a
complimentary lunch or dinner at a nice restaurant, door prizes, or other enticements to bolster
attendance. Although these seminars are touted as "educational," the ultimate goal is. the sale of a
product.

Articles, white papers, regulatory notices, and consumer reports have been issued by a variety of
sources alerting seniors to the deceptive and high-pressure sales tactics often utilized at such
seminars. For example, in 2007, the Securities and Exchange Commission (SEC), North American
Securities Administrators Association (NASAA), and the Financial Industry Regulatory Authority
(FINRA) issued a report after conducting an examination of "free lunch" seminars in a variety of
states. I Missouri joins the rest of the U.S. in witnessing this trend to such an extent that Secretary
Carnahan included "free lunch" and dinner offers as one of the top 10 threats to investors in both
2006 and 2007.

In 2006, members ofthe Securities Division began to attend and investigate "free lunch" investment
seminars as an enforcement function. In October 2007, the recently-formed Senior Investor
Protection Unit (SIPU) of the Division compiled and analyzed the data.

The year-long investigation into the "free lunch" investment seminars marketed to seniors and other
investors in Missouri reveals that this common marketing tool, though promoted as an educational
service, is instead a sales technique targeting senior citizen investors. It is sometimes used by
salespeople who tout special expertise in advising seniors, but who routinely recommend the
purchase of investment products like equity-indexed or variable annuities, which are often unsuitable
for such investors but result in high commissions for the sellers. In many instances, the seminars are
marketed using exaggerated promises, a false sense of urgency, or scare tactics, and in the majority
of the presentations investigated, the seminars were led by individuals not licensed to sell securities.
Several findings of the investigation were similar to findings in the SECINASAA/FINRA report.

To address some of the issues which have arisen out of this "free lunch" investment seminars
research, the Securities Division wi11 continue to monitor persons presenting these senior sales
seminars, the marketing materials they use to attract seniors to these events and finally the
professional designations they use to gain seniors' trust and eventual investments. Regulation of
products such as equity-indexed and variable annuities, particularly at the retail sale level, should be
expanded, and meaningful actions must be taken against those who most often sell these products
through unsuitable recommendations. The Securities Division wi11 also take action regarding special
"senior designations," and wi11 develop best practices for use by the industry in these marketing
efforts.

J See "Protecting Senior Investors: Report ofExaminations afSecurities Firms Providing 'Free Lunch' Sales
Seminars, " (September 2007), joint report by the Office of Compliance Inspections and Examinations Securities and
Exchange Commission, North American Securities Administrators Association, and Financial Industry Regulatory
Autbority.
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Approximately 75% of
consumer assets in the U.S.
are held by households
headed by someone who is
50 or older.

"

INTRODUCTION

A year-long investigation into "free lunch" investment seminars reveals that this common
marketing tool, though promoted as an educational service, is instead a sales technique targeting
senior citizen investors and other investors in Missouri. It is frequently used by salespeople who
tout special expertise in advising seniors, but who routinely recommend the purchase ofa
specific product which is often unsuitable for such investors. As the "free lunch" investment
seminar trend continues, it is important that seniors recognize that these seemingly harmless
events may lead to unsuitable recommendations and exaggerated promises by presenters who
may not have the right set of credentials to give them investment advice in the first place.

. BACKGROUND

According to information provided by the SEC, NASAA, and FINRA,2 approximately
75% of consumer assets in the U.S., totaling over $16 trillion, are held by households headed by
someone who is 50 or older. As this segment of the population ages, providers of financial
products and services are increasingly focusing their marketing efforts toward persons in or near
retirement. These marketing tactics that target the aging "baby boomer" generation result in
financial fraud through abusive sales practices. Because these incidents are occurring more
frequently, North American Securities Administrators
Association data indicate that "although individuals
aged 60 or older make up 15% ofthe U.S. population,
they account for 30% of fraud victims.,,3

While many seminars offer valuable investment
and financial advice to persons in or nearing retirement,
fraud and abusive sales practices are all too prevalent in some "free lunch" senior investment
seminars.

These seminars, held in both big cities and rural areas, are designed mainly for persons in
or nearing retirement and typically include a complimentary lunch or dinner at a nice restaurant,
hotel or club. In many cases, free gifts, door prizes, or other enticements are used to bolster
attendance. Attendees first learn about the events from a variety of sources, including newspaper
advertisements, direct mailings, telephone calls or radio programs. The promotional pieces sent
to prospective attendees usually state that the seminar is educational in nature, and that no
products or services wil\ be sold. In most instances investigated, seminar presenters sought
appointments for one-on-one counseling sessions with attendees following the seminar. These
post-seminar private sessions are where products such as equity-indexed annuities are pushed
and where most recommendations are made.

2 Ibid.

3 "NASAA Survey Shows Senior Investment Fraud Accountsfor Nearly Halfofall Complaints Received by State
Securittes Regulators," (July 17,2006), available at http://www.nasaa.org/ASAA Newsroom/Current NASAA
Headlines/4998.cfm.
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Articles, white papers, regulatory notices, and consumer reports have been issued by
FINRA, National Association ofInsurance Commissioners (NAIC), and NASAA alerting seniors
to the deceptive and high-pressure sales tactics often utilized at such seminars.

The 2007 SECfNASAAIFINRA report stated:

"Examiners found that the most commonly discussed products at the salesseminars were
variable annuities, real estate investment trusts, equity indexed annuities, mutual funds,
private placements of speculative securities (such as oil and gas interests) and reverse
mortgages."

Missouri joins the rest ofthe U.S. in witnessing this trend and has seen a growing number
of complaints from senior citizens originating from attendance at a "free [unch" seminar. The
complaints have been such that Secretary Carnahan included "free lunch" or dinner offers as one
of the top 10 threats to investors in both 2006 and 2007.

However, while national statistics are available to provide information and insights
concerning these seminars, minimal data have been made available based on situations specific
to Missouri. In 2006, members of the Securities Division began to attend "free lunch" sales
seminars as an enforcement function and in October 2007, the recently-formed Senior Investor
Protection Unit (SIPU) ofthe Division compiled and analyzed the data. This report explains the
methodology in selecting and attending the seminars, and highlights the Securities Division
team's investigative findings, observations, and conclusions regarding "free lunch" senior
investment seminars.

METHODOLOGY

During the period from January 2006 through September 2007, Securities Division
investigators attended 29 seminars. presented by 29 sales representatives at various locations
across the state,4 and participated in follow-up one-on-one meetings with several ofthe
presenters. Information concerning these seminars was gathered from a variety of sources,
including: (a) flyers, advertisements or invitations received by Missouri residents and mailed to
the Securities Division; (b) similar promotional materials received by Securities Division staff at
their homes; (c) advertisements in newspapers; (d) referrals from other regulatory agencies;
(e) referrals from attorneys and financial professionals; and (f) complaints and tips received by
the Securities Division from consumers. Due to limited resources and time constraints, members
of the Securities Division were not able to attend every seminar that occurred in the State of
Missouri. However, the investigators attempted to attend a broad sampling based on seminar
location, background and credentials ofthe seminar presenter and topic of the seminar.

The investigators registered for the seminars undercover and attended them and any
follow-up meetings. Subsequent to attendance at the seminars, information and data in the
following categories was collected: (a) licenses held by the presenter; (b) other "expert" or
"professional" credentials or designations claimed or touted by the presenter; (c) disclosure

4 See Missouri map attached as Exhibit 1.
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history of the presenter; (d) claims made in seminar advertisements, seminar materials, and sales
literature offered by the presenter; (e) seminar target population; and (f) primary product
discussed and/or recommended by the presenter.

FINDINGS

Targets of the Seminars are Typically Senior Citizens.

All of the seminars attended by the investigators were targeted to people in or nearing
retirement. While 17% ofthe seminar promotional materials indicated a specific target group of
"55 or over," 83% of the seminars referenced a broader target group of "retired" or "seniors
only." In-three instances, the target group was further limited to "seniors and mortgage holders
and 401 (k)/IRA contributors," "seniors with over $100K in IRAs or investable assets," and
83% of the seminars finally, individuals who were "~5 and old~r with in~estment po~fo.lios
referenced a target of$100.K or more." These seml~ar targetmg techmques or.restrIctlOns
group of "retired" or appe~r mtended to ~arner an audience that would be receptive to a
"seniors only." speCific product or mvestment program that was offered b~ the

presenter - usually a product or program that would be of mterest to
persons nearing retirement. Examples of such products or programs

include using reverse mortgages to fund long-tenn care, applying various asset "spend-down"
techniques in order to qualify for Medicaid long-term care, and rolling over 40l(k) and IRA
retirement accounts to purchase equity-indexed annuities. Much can be learned about the nature
ofthese presentations just by reading the seminar's title on its marketing pieces, as the following
partial list of seminar titles reflects: 5

I. Paying OffYour Mortgage and Contributing to an IRA/401K is a HUGE
MISTAKE1 Learn how to take money out ofyour 40lk or IRA with little or NO
TAXES!

2. Protect Yourself & the Family's Inheritance from Medicaid Seizure ofAssets

3. Senior Financial Survival Workshop: Year 2007 Update ofIncome Taxes,
Probate, Federal Estate Tax Guidelines to Help Protect You From Nursing Home
Expenses

4. ATTENTION SENIORS: Don't Go Broke In A Nursing Home!

The seminars were typically attended by approximately 30-35 persons, and the average
age of the attendee was between 70 and 75.6 The majority of the attendees were couples and,
occasionally, a son or daughter accompanied the parent. In addition to offering a free lunch or

5 See Exhibil3 for a complete set of copies of the flyers for the seminars attended by SIPD staff.

6 Attendance numbers and representative ages of seminar attendees are not exact and are approximations based on
observations made by the undercover investigator in attendance at each seminar.
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In approximately 48%
of the seminars, private
appointments were
scheduled directly after
the presentation.

dinner, presenters sometimes attempted to bolster attendance by offering door prizes, free books,
a "free" portfolio review and analysis, and "special" or reduced rates on tax return preparation.7

While the door prizes and books could be directly connected with bolstering attendance,
offerings such as tax return preparation and portfolio review and analysis could be used by the
seminar presenter at a later date to obtain knowledge concerning net worth and investment
holdings of an attendee.

Although Adverlised as "Educational," the Seminars are Realiy Sales Ploys.

Over 79% of the promotional pieces advertising the "free lunch" seminars indicated that
the material to be presented would be educational and no products would be sold. The following
is a partial listing of such statements and, where indicated, the emphases were in the original
flyers:

I. This event is an informational meeting and nothing will be sold at this event.

2. You are cordially invited to attend a FREE educational and entertaining seminar
with a complimentary light dessert following this ninety-minute presentation.
Nothing will be sold.

3. Nothing will be sold at this educational workshop and presentation - there is NO
cost or obligation.

4. Leave your checkbook at home; there is absolutely no pressure, no cost or
obligation, and nothing will be offered for sale at this workshop.

5. Your dinner and program are absolutely FREE. No sales presentation ...
Guaranteed!

6. There will be NOTHING sold at this workshop, guaranteed! .

7. This is an educational seminar with no discussion of specific products.

Although advertised as "educational," only one seminar actually provided general, educational
investment information, such as a discussion of various asset classes, asset allocation strategies,
discussions ofvarious types and levels of risk, diversification, andlor modern portfolio or other
investment theories. Of the seminars investigated, 79%
primarily focused on discussions of equity-indexed annuities,
and all of the seminars solicited the attendee's name, address,
and telephone number in order to schedule a follow-up
private appointment. In approximately 48% of the seminars,
private appointments were actually scheduled directly after
the presenter finished his or her presentation. Even though
presenters did not actually offer products for sale during the presentation, it was evident to the

7 To the best of the investigators' knowledge, neither ofthe individuals offering tax advice and/or tax return
preparation is a licensed CPA or qualified tax professional.
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investigators that the seminars were intended to result in the acquisition ofa private appointment
with the attendee with the ultimate goal of the sale ofa product or products.

Advertising and/or Sales Materials Contain Potentially Misleading and
Exaggerated Claims.

Many of the advertisements and promotional mailers used by the seminar presenters
implied a sense of urgency and a need to act quickly to make a seminar reservation. Statements
found in the literature contained language such as:

(a) You cannot afford to miss this workshop!
(h) Seating is limited and reservations handled on a "first come, first served" basis;
(c) These events fill very quickly;
(d) You don't want to miss this exclusive presentatipn!
(e) Available seating is quickly committed; and
(f) You've never seen anything like this.

Even though the seminar presenters attempted to create a sense of urgency, on two occasions the
undercover investigator made reservations the day before and the day of the seminar, and empty
seating and available space were found at each of the 29 seminars investigated.

In addition, 87% ofthe seminar advertisements utilized scare tactics to attract seniors to
the seminar by inferring that time was of the essence in order to prevent "costly" and/or
"serious" investment mistakes. The following is a sample listing of some of the inflammatory
and aggressive language used in the advertisements:

1. U.S. Treasury Secretary Paulson believes a "financial Crisis" is overdue - "A
serious crisis that would be a blow to the U.S. Economy"

2. . .. rising prices, inflation, uncertainty in the Middle East and the stock market
roller coaster ...

3. Avoid Costly Mistakes That Cause Seniors To Lose Their Financial
Independence!

4. Are you ready for the next downturn?

5. In 2007 millions ofAmerican retirees risk becoming financial victims ofworld
events. The war in Iraq. Political unrest. The rollercoaster of oil prices. The
stock market tightrope and the changing halance of power in the US, to name a
few. What's here today may be gone tomorrow.

6. Avoid being forced to sell yonr assets and surrender your money to Medicaid.

7. Paying offyour mortgage and contributing to an IRAl40lk is a HUGE
MISTAKE!
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8. Considering the historically low interest rates, unusual market volatility,
economic globalization, and the terrorism threat, there is no doubt these are
uncertain times.

9. Avoid the IRA Tax Bomb that allows the IRS to wipe out up to 70% ofyour
Retirement Accounts value in Taxes.

10. Avoid the most expensive mistake people make trying to pay for long-term care!

II. . .. receive the most up-to-date facts about several costly mistakes your peers
have already made and weren't even aware they did!

In addition to scare tactics, 76% of the sales seminar promotional pieces reflected
misleading and/or exaggerated claims that were used to induce attendance. These claims included:

I. Want an extra million??

2. Millions ofbaby boomers and seniors are greatly concerned;

3. HUNDREDS ofpeople have attended our workshops; and

4. Learn secrets that Wall Street willnever tell you.

Many ofthe advertisements also contained misleading statements regarding the liquidity,
safety, or anticipated rates of return on the promoted products. These statements, often in large,
bold, or italicized type, were used to quickly catch the attention of the advertisement recipient,
and such statements included:

1. Guaranteed returns paying over 10% with no risk of loss;

2. Participate in Market Gains with no risk of losses;

3. Earn a guaranteed 13% over the next 12 months;

4. Save literally thousands on your IRA taxation -legally;

5. Tired of losing money? Learn how to invest in the Stock Market in these uncertain
times without risk;

6. You will never run out ofmoney during your retirement!

Some advertisements were also misleading in other ways. In an effort to instill a sense of
confidence and trust, seminar advertisements and marketing materials often provided
photographs and biographies of the person or persons supposedly presenting the seminars.

7
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Only 41 % of seminar
presenters were registered
to sell or offer advice
regarding securities.

However, in at least one instance, the smiling, confident photograph displayed on the
advertisement was not the same person who actually presented the seminar.

Not only are the above examples misleading, but in many instances the exaggerated or
promissory statements would violate ethical standards imposed on registered securities agents
and investment adviser representatives. Both FINRA and the State ofMissouri have specific
rules and regulations that address dishonest or unethical business practices by broker-dealers,

investment advisers, and their respective agents and
Of the 29 seminar promotional representatives. For example, FINRA Rule 2210
pieces or advertisements specifically states that no agent or his firm "may make
reviewed, 80% appeared to any false, exaggerated, unwarranted or misleading
contain language that may be in statementorclaim in any communication with the
violation of both FINRA and public.,,8 In addition, Missouri Rules 15 CSR 30-
Missouri securities rules and 51.170 and 15 CSR 30-51.172 state that making "false,
regulations. misleading, exaggerated or flamboyant representations

or predictions" and/or guaranteeing that "a specific
result will be achieved (gain or no loss),,,9 may be grounds for discipline or disqualification. Of
the 29 seminar promotional pieces or advertisements reviewed, 80% appear to contain language
that may be in violation ofboth FINRA and Missouri securities rules and regulations. It should
be noted, however, that many of the seminar presenters were not FINRA members or registered
with the Securities Division, and thus these advertising requirements and safeguards may not
apply to them.

Many of the Presenters are not Properly Registered to Give Financial Advice
and/or Recommendations Regarding the Purchase or Sale of Securities.

The seminar advertisements contained many statements that attempted to highlight the
expertise of the individual presenting the seminar and his ability to offer financial planning
and/or investment advice. However, Securities Division professionals determined that the
majority of the presenters did not have the proper
registrations under Missouri statutes to be able to offer
financial planning services or make investment
recommendations with regard to securities.

Only 41% of the seminar presenters were registered
as either investment adviser representatives or agents of a broker-dealer. In addition, 28% were
registered as life insurance and variable annuities salespersons, but not registered to sell
traditional securities such as stocks, bonds or mutual funds, and roughly one-third of the seminar
presenters investigated were only registered as life insurance salespersons.

Of the 41 % ofthe seminar presenters registered as either an investment adviser
representative or a broker-dealer agent, 83% also held life insurance and variable annuities
registrations. The following is a breakdown of licenses held by the seminar presenters:

8 See FINRA Rule 2210(d)(I).

9 See 15 CSR 30-51.170(1)(H) and 15 CSR 30-51.172(1)(J).
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1. 3] % -- Life Insurance licensed only;

2. 28% -, Life and variable annuities insurance licensed only;

3. 17% -- Broker-Dealer Agent (Series 6-7, 63 licensed) with life and variable
annuities insurance licenses;

4. 14% -- Investment Adviser RepresentativelBroker-Dealer Agent (Series 6.7,65­
66 licensed) with life and variable annuities insurance licenses;

5. 7% --Investment Adviser Representative (Series 65 or 66 licensed) with life and
variable annuities insurance licenses; and

6. 3% -- Investment Adviser Representative (Series 65 or 66 licensed) 10 and
Certified Public Accountant.

Many Presenters Use Questionable Credentials and Make Representations of
Expertise in the Senior·Market, Including the Use of "Senior Designations."

.The seminar advertisements and marketing materials used during the seminars also
highlighted other professional designations or credentials of the individuals presenting the
seminars. These designations or credentials appear to have been used in an effort to impart a
sense ofethical responsibility and an aura of expertise specificaJly in the senior market.
Designations such as "member of the National Ethics Bureau," CSA (Certified Senior Advisor),
CAA (Certified Annuity Advisor), CEP (Certified Estate Planner), CRPC (Chartered Retirement

!OSeries 63 - Uniform Securities Ageut State Law Exam - Designed to qualifY candidates as seouriti,s agents. The
examination covers the principles of state securities regulation reflected in the Uniform Securities Act.

Series 65 - Uniform Investment Adviser Law Exam - Designed to qualify candidates as investment adviser
representatives.

Series 66 - Uniform Comhined State Law Exam - Designed to qualifY candidates as both securities agents and
investment adviser representatives.

Series 6 - Investment Company Products/Variable Contra'Cts Limited Representative Exam ~Qualifies a
candidate for the solicitation, purchase, and/or sale of redeemable securities ofcompanies registered pursuant to the
Investment Company Act of 1940; securities of closed-end companies registered pursuant to the Investment
Company Act of 1940 during the period of original distribution only; and variable contracts and insurance premium
funding programs and other contracts issued by an insurance company.

Series 7 ~ General Securities Representative - Qualifies a candidate for the solicitation. purchase, and/or sale of all
securities products,. including corporate securities, municipal securities, municipal fund securities, options, direct
participation programs, investment company products, and variable contracts.

9



Planning Counselor), and RDS (Retirement Distribution Specialist)11were used by 72% ofthe
presenters. While the intent ofmost ofthese designations was to present the seminar speaker as
an "expert" in the areas important to seniors, the investigators determined that the majority of
these programs consist of either 2-3 days of classroom time or the equivalent in self-study
courses with online exams, minimal continuing education requirements, and minimal investor
complaint review and/or disciplinary processes.

In their investigations, the Securities Division also found that the CSA (Certified Senior
Advisor) designation was used 41% of the time making it the most widely used and arguably
most misunderstood designation used by seminar presenters. The CSA designation, offered by
the Society of Certified Senior Advisors, requires attendance at a 3-112 day classroom course, or
completion of a self_study program estimated to require approximately 26-35 hours of study
time, and completion ofa final exam. 12 In a December 12,2005, news release, NASAA "urged
seniors to carefully check the credentials of individuals holding themselves out as 'senior
specialists.,,13 This release highlighted an enforcement action by the Massachusetts securities
regulators against a broker-dealer for the use ofthe CSA designation by one of its
representatives. The representative indicated that "he had been specifically trained to manage
and solve financial problems facing seniors," and steered investors "toward investing in equity­
indexed annuities as the best way to participate in stock market gains without risk.,,14

The investments and financial services industry is littered with a variety of designations,
acronyms and certificates which create the proverbial "alphabet soup" that consumers are left to
decipher. While there are many reputable designations, certifications and licenses which signifY
special training and enhanced expertise, there are many designations which mislead consumers
by implying training or expertise where it simply does not exist. In many instances, the seminar
presenters claiming a special designation or certificate were not licensed to sell securities or
provide investment advice, and were likely using the designation to bolster their credentials and
fill a hole in their resumes.

Many Seminar Presenters Have Regulatory Disclosure Histories.

When checking the insurance and securities regulatory databases for each seminar
presenter, Securities Division investigators discovered that over 50% of the presenters had a
disclosable event on their record, and that those events combined for a total of 68 regulatory
disclosures, which include the following:

11Although used by one seminar presenter, the investigators could find no record of any credentialing program for
this designation.

12 See http://apps.fiora.orgiDataDirectory/l/prodesignations.aspx

13 See NASAA News Release 121205,Regulators Urge Investors to Carefully Check Credentials of 'Senior
Specialists. 'December 12,2005.

14 Because oftheir complexity, long surrender periods, and steep penalties for early withdrawals, equity~indexed
annuities are often unsuitable for many older investors, but a full discussion ofthe benefits and shortcomings of
equity-indexed annuities is outside the scope of this report. However, it should be noted that equity-indexed
annuities offer high commissions and are typically sold to persons at or nearing retirement.
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• I7 client complaints concerning: unsuitable recommendations andlor trading;
misrepresentation; negligence; breach of fiduciary duty; unauthorized trading;
violation ofFINRA Conduct Rules; churning; switching; forgery; fraud; and
failure to disclose;

• 3 criminal actions involving battery, assault, and possession of gambling re.cords
of a kind used in the operation of a bookmaking scheme;

• 8 securities regulatory actions involving: commission splitting;
misrepresentation; unsuitable sales; unsuitable recommendations; providing false
or inaccurate information; providing investment advice without benefit of
registration; fraud; excessive trading; false advertising; and unauthorized
transactions generating excessive commissions;

• 1 insurance regulatory action involving failure to notify, causing false statements
to be made on agent appointment applications, and demonstrations of
incompetence and untrustworthiness;

• 5 terminations by employers due to: commission splitting with agent not
registered with the same broker-dealer; violation of terms of solicitor's agreement;
unsuitable trading and mishandling of client accounts; co-presenting investment
information to seniors with an unregistered advisor; and unauthorized use of sales
material prior to registration;

• 7 bankruptcies;

• 5 employer internal reviews regarding: acting as an investment adviser
representative without registration; violation of solicitor's agreement; non­
payment of loan from broker-dealer; unauthorized use ofsales material prior to
registration; and involvement in unauthorized outside business activities;

• 7 NASD/FINRA investigations concerning: violation ofFINRA conduct rules
regarding B-share sales; misrepresentation; Ji-aud; negligence; unauthorized
transactions; and false advertising;

• I civil action regarding a lien for payment of a debt; and

• 13 firm/employer settlements of client complaints.
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SECURITIES DIVISION'S INVESTIGATIONS AND ENFORCEMENT ACTIONS

During 2006 and 2007, twenty-three (23) formal investigations15 were opened that
involved, in part, attendance by seniors at investment seminars. Ofthe 23 matters, a total of
seven (7) have resulted in enforcement actions to date:

J. Girard Augustus Munsch, Jr. - Cousent Order AP-07-49. (St. Louis area)
Allegations ofunsuitable recommendations and excessive trading in customers'
accounts led to the Consent Order. Munsch agreed to pay fifty thousand dollars
($50,000) in restitution for Missouri investors and fifty-five thousand seven
hundred dollars ($55,700) in fines and costs. In addition, Munsch's registration in
Missouri asa securities agent was suspended for 21 days,-andhe will be under
special supervision for four years.

2. Capital Fuuding Management, Inc., Delbert R. Huelle, aud Steven Edward
Gwin - AP-07-40; First Nevada Marketing, Inc., Leatson B. Landes, and
Steven E. Gwin - AP-07-35. (southwest Missouri) Allegations ofmultiple
violations ofoffering or selling nonexempt, unregistered securities, multiple
violations oftransacting business as an unregistered agent, and multiple violations
ofmaking an untrue statement or omitting to state material facts in connection
with the offer or sale of a security led to the Orders. Gwin set up seminars
targeting senior investors, ultimately diverting invested funds into special
accounts that he controlled. As part of the final orders, Gwin was ordered to pay
a total of thirty-six thousand dollars ($36,000) in civil penalties, Landes was
ordered to pay ten thousand dollars ($10,000) in penalties, and Huelle was
ordered to pay eight thousand five hundred dollars ($8,500) in penalties. Both
companies were also fined, and all respondents were ordered to pay a total of over
eight thousand dollars ($8,000) in costs.

3. UBS Financial Services, Inc. - Consent Order AP-07-16; Christopher L.
Walker and William T. Keen - Consent Order AP-07-37. (Kansas City)
Allegations of failure to supervise Christopher L. Walker and William T. Keen
led to the Consent Orders. Walker and Keen, former registered representatives of
UBS, held a series of retirement seminars and meetings, convincing several
Missouri residents that Walker and Keen could match or even exceed the
residents' current salary if they retired and invested their retirement funds with
Walker and Keen. Walker and Keen each agreed to pay fifty-five thousand five
hundred dollars ($55,500) in penalties and, in a separate consent order, UBS
agreed to pay just under seven hundred thousand dollars ($700,000) in restitution,
payments, penalties, and costs.

4. Brandon Leroy Stuerke and Gnardian Financial Group - Cease and Desist
Order AP-07-39 and Consent Order AP-07-39. (mid-Missonri) Allegations of
transacting business as an investment adviser and investment adviser

15 Not all of the specific cases descrihed helow arose fi'om investigations undertaken as part of the 2006-07
investigation.
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representative while unregistered led to the Consent Order, which states that
Stuerke and Guardian will retain, at their expense, an outside consultant to study
and make recommendations pertaining to their policies, procedures and practices.
Stuerke and Guardian are required to review and enhance procedures to comply
with the recommendations ofthe consultant and a,re required to pay one thousand
five hundred dollars ($1,500) as the cost of the investigation a,nd their own costs
and attorneys fees with respect to this ma,tter.

5. Barrington Capital Management, Inc. - Consent Order AP-07-01. (St. Louis)
Allegations ofemploying a solicitor, Michael Glenn Grimes, who acted as an
unregistered investment adviser representative, led to the Consent Order. Terms
of the Order state, in part, that Barrington shall sever all contractua,l ties and
husiness relationships with Grimes and shallrequire all its Missouri solicitors to
register as investment adviser representatives in the State ofMissouri.
Barrington's penalties and fines tota,led a,pproJi.imately fourteen thousand dollars
($14,000).

6. Michael Glenn Grimes and Financial Solutions & Associates, Inc. - Cease
and Desist Order AP-07-04. (St. Louis) A hearing was held in this matter,
which concerns a,llegations of transacting business as an investment adviser and
investment adviser representative while unregistered. The Division is currently
awaiting the Commissioner's findings offact, conclusions onaw, and order.

7. Janet Ellingson - Consent Order AP-07-47. (St. Louis) This matter involves
allegations ofwithholding records, documents, electronic or physical evidence
with the intent to impede, obstruct, avoid, evade, or influence an official
investigation or administration of any other proceeding. The terms of the Consent
Order state, in part, that Ellingson is required to complete in-house training
regarding her duties and responsibilities with respect to communicating with
federal or state investigators or regulators. Penalties and costs assessed totaled
seven thousand five hundred dollars ($7,500).

Sixteen (16) investigations remain open and under review for potential regulatory violations and
future regulatory actions. The open investigations primarily concern the offering of investment
advice without the benefit of registration, suitability issues, and excessive and exaggerated
claims. Over halfof the investigations involve insurance producers without securities
registrations, and 67% ofthe agents and/or representatives involved in the investigations have a
regulatory disclosure history, ranging from client complaints of churning, unauthorized trading,
switching, fraud, and forgery, to criminal actions involving assault and possession of gambling
records of a kind used in the operation of a bookmaking scheme.
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Between 800
and 1000 people
attended the 29
seminars.
investigated.

KEY CONCERNS AND ISSUES TO ADDRESS

"Free Lunch" Investment Seminars are Marketed Toward and Attended by
Seniors

U.S. statistics show that the number of incidences of financial fraud and sales abuse
affecting the senior population is on the rise, and statistics gathered concerning senior "free
lunch" investment seminars in Missouri tend to support the broader
national findings. The investigators attended 29 seminars with
approximately 30-35 persons at each seminar, for a total attendance
ofbetween 800 and 1000 persons. Because the investigators only
attended a fraction ofthe lmown seminars and, given that therewere .
dozens, possibly hundreds of seminars held without the Securities
Division's lmowledge, it is reasonable to conclude that thousands of
senior citizens and retirees in Missouri attend "free lunch" investment seminars every year.

Equity Indexed and Variable Annuities are Common Products Pitched at "Free
Lunch" Investment Seminars

"Free lunch" seminars are first and foremost sales seminars focused on the sale of a
specific product; that product is often an equity-indexed annuity. While equity-indexed annuities
were by far the most prevalent product promoted and marketed at the "free lunch" investment
seminars investigated in Missouri by the SIPU, it is clear that other investment products can be
the focus of similar seminars.

The 2007 NASAA, FlNRA and SEC Free Lunch Report found that in addition to equity­
indexed annuities, products such as variable annuities, real estate investment trusts, private
placements of speculative securities (such as oil and gas interests) and reverse mortgages were
commonly discussed at investment seminars across the country. Some ofthese additional
products share characteristics with equity-indexed annuities that may make them unsuitable for
many senior or retired investors, such as long lock-up periods, high fees and commissions, and a
high level of complexity. "Free lunch" investment seminars can be conducive to marketing and
promoting a variety ofproducts, and attendees must be careful to research and examine any
product and any presenter they encounter at such seminars.

Insurance Agents are the Most Frequent "Free Lunch" Investment Seminar
Presenters

Equity-indexed annuities are primarily sold by insurance producers, rather than registered
representatives ofbroker-dealers or investment advisers. Although attempting to espouse a high
level ofexpertise in all areas of financial services that affect the senior market, insurance
producers with no securities or investment backgrowld do not hold the registrations necessary to
offer investment advice regarding the purchase or sale of securities. Many of the insurance
salespeople selling these complicated and complex products to seniors by claiming questionable
specialized designations and using "free lunch" seminars have a history ofregulatory disclosures
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69% of Missouri Seminar
presenters were primarily life
insurance salespersons, not
investment advisers.

and appear to operate "on the bubble," offering investment advice to seniors without the benefit
of registration.

After attending these seminars and examining the advertisements, mailers, and marketing
materials used by the seminar presenters, and having considered the regulatory disclosure
histories that were noted, the potential for unethical and/or unsuitable sales to seniors is apparent
to the Securities Division.

"Free Lunch" Investment Seminars are Subject to Little Oversight and Insufficient
Employer Supervision

"Free lunch" investment seminars are subject to little oversight and insufficient employer
supervision because the main products promoted at "free lunch" seminars are often complex
investments sold by insurance agents, rather than registered securities agents or representatives.
Rules and regulations enforced by the SEC and FINRAcombined with Missouri securities
statutes place stringent supervisory and compliance restrictions on broker-dealers with regard to
advertisingancl seminar materials. Broker-dealers are required to have policies and procedures
in place that are designed to adequately ensure that marketing materials are incompliance with
state and federal regulations, and broker-dealers are required to ensure that the agents they
supervise only use compliance-approved materials. The Securities Division regulates both the
broker-dealers and their agents (but not insurance producers), thus providing some investor
protection against exaggerated, misleading, and/or unethical advertising.

In contrast, Missouri insurance regulations are enforced by the Department ofInsurance,
Financial Institutions and Professional Registration (DIFP), and individual insurance companies
are responsible for the supervision of their appointed producers with regard to the marketing,
solicitation and sale ofthe.ir policies. There is no SEC-equivalent which serves asa federal
regulator in the insurance industry, nor do insurance companies and their agents answer to a self­
regulatory agency which fills a role like that played by FINRA in the securities industry. So,
while combined regulation by the SEC, FINRA, the Missouri Securities Division, and consistent
supervision by broker-dealer firms, creates a strong and consistent regulatory environment in the
securities industry, insurance agents and the industry they work in are not subject to the same
level of regulation and supervision.

Many of the national statistics cited in this report were garnered from the September
2007, report, Protecting Senior Investors: Report ojExaminations ojSecurities Firms Providing
"Free Lunch" Sales Seminars, based on a year-long examination performed by the SEC,
NASAA, and FINRA. One notable difference in that study and this report pertains to the
supervision of the seminar presenters. In the national study,
100% ofthe presenters examined were representatives of
securities firms, and all of the seminar materials used by those
representatives were subject to some compliance and
regulatory oversight However, as indicated earlier in this
report, 69% of the Missouri seminar presenters were primarily
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The graphics and
much of the text of
several pieces
investigated appear
to be "one-size-fits­
all."

life insurance salespersons, not investment advisers. 16 Regulatory oversight of securities
licensed professionals varies with that exercised over insurance licensed individuals because of
the difference in the structure of the Securities Division and the DIFP within the state. Company
oversight of registered representatives ofbroker-dealers, and that of insurance producers, may
vary greatly, depending on the status of the agent or producer within the company. For example,
an insurance company and/or broker-dealer may exert much heavier supervisory and compliance
requirements on an agent or representative that is exclusive to that company, as compared to
those financial services firms that retain independent contractors not exclusively tied to anyone
particular company.

When addressing the "free lunch" investment seminars, it is important to note that 100%
of the seminars attended were presented by independent insurance producers and/or registered _
investment adviser representatives not exclusively tied to one broker-dealer. Also, it is important
to note that independent insurance agents, who presented the majority of the senior seminars and
who are the primary salespersons of equity-indexed annuities, had a total of 54 of the 68
regulatory disclosures.

The Securities Division has limited jurisdiction to act against insurance agents, even
those with a history of regulatory disclosures, because insurance agents are regulated by the
DIFP.

Seminar Marketing Materials Are Suspect

Upon examination, many of the seminar advertisements appear to be very similar. While
the particular seminar logistics highlighted ina marketing piece may vary, the graphics and
much ofthe basic text of several pieces appear to be "one-size­
fits-alL" Insurance producers and registered representatives
who are captive to one particular company or broker-dealer
must use only firm-approved materials for their marketing;
however, non-exclusive agents and representatives may utilize
products from several different marketing agencies to produce
their advertising materials. For a fee, these marketing agencies
will insert your specific seminar information into "one-size­
fits-all" fill-in-the-blank advertising. Some marketing agencies will even provide mailing lists,
send flyers, and take reservations. There are approximately five different marketing companies
that are primarily used by independent agents and representatives in Missouri, and it appears that
there are few restrictions or guidelines in place for these agencies with regard to materials
produced for use by a regulated industry.

16 10% ofthe seminar presenters were representatives ofMissQnri-registered investment adviser firms, which were
generally sole proprietorships or small offices with two or three representatives.

16
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sales of variable·
annuities.

RECOMMENDATIONS

1. Expand Oversight and Enforce Meaningful Regulations

Variable annuities and equity-indexed annuities are extremely popular and complex
investment vehicles, with a variety ofmethods and conduits for marketing. Thus, effective,
expansive oversight of these products at the retail level is critical.

Although statistics may vary with regard to annuities sold to Missouri residents, several
points remain clear. According to NAVA, a nonprofit organization that provides annuity

information to its members and the general public, Missouri ranked lOth in
the country in total sales of variable annuities in 2005, with sales totaling
over $3.5 billion. 17 This total represents a 75% increase over total sales
in 2004, when Missouri ranked 21" nationwide. In addition to the high
sales volume, variable annuities expenses averaged approximately 73%
higher than the expenses ofmutual funds during that same year.

While the statistics for equity-indexed annuities do not reflect as high a volume of sales
as variable annuities in Missouri, statistics from the DIFp18 reflect that sales of equity-indexed
annuities in 2006 totaled over $462 million, and soared over 203% from sales in 2003. Also, for
the year 2006,67.8% of the equity-indexed annuity market share was held by the following five
(5) companies:

1. Allianz Life Insurance Company ofNorth America (25.45%);
2. American Equity Investment Life Insurance Co. (11.99%);
3. Amerus Life Insurance Company (10.86%);
4. OM Financial Life Insurance Company (9.80%); and
5. ING USA Annuity and Life Insurance Company (9.73%).

Equity-indexed annuities continue to claim a larger share of the annUity market, and the
regulation of equity-indexed annuities and the insurance producers who sell the majority ofthose
annuities falls under the jurisdiction of the DIFP. The Securities Division investigates insurance
producers who may be offering investment advice without the benefit of registration, but does
not regulate equity-indexed annuities as a luarket product. More robust regulatory oversight of
equity-indexed annuities by agencies with direct jurisdiction, and practical application of
suitability rules, combined with the Securities Division's actions where available, would create
the necessary comprehensive regulatory structure.

17 "2007 Annuity fact Book: A guide to information. trends, and data in the annuity industry." 2007, NAVA, Inc.
(6th Edition).

l' See DIFP Supplemental Data RepOlts, http://www.insurance.mo.gov/reports/suppdata.htm
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2. Take Action on "Senior Designations"

The Securities Division should exercise its regulatory authority in the area of "senior
designations." At the national level, NASAA and Massachusetts are making efforts to corral the
use of designations that seem to impart a specialized area ofknowledge where one does not exist
by the enactment of rules governing the use of senior designations. In Regulatory Notice 07-43,
FINRA indicated that Massachusetts regulations became effective June 1, 2007.!9 Those
regulations prohibit the use of senior-specific designations that are not accredited by a
recognized accreditation organization. NASAA has concluded a public comment period on a
model rule that would "mak[e] it a separate violation of law to use a designation or certification
to mislead investors."zo Missouri's Securities Division, and DIFP, should file and enforce
similar rules..

3. Develop a List of "Best Practices" for Missouri Firms and Representatives

The October 1, 2007, issue ofBDWeek highlighted eight "best practices" for broker­
dealers and investment advisers who deal with the senior market, which were presented in a
white paper by the National Society of Compliance Professionals?! These best practices
include, among others, the following:

• Training. A firm should mandate training for its registered reps and advisers to
make them aware of age issues, including how one's age affects the ability to
hear, understand, see and retain information that is exchanged in the normal
course of the brokerage/advisory relationship.

• Bigger print. Use bigger print in materials destined for seniors, and use typeface
and colors that make it easy to read.

• New accounts information and npdating. Firms should consider specialized
procedures in obtaining the information for new accounts with senior investors
and for updating these accounts, such as having more than one person from the
firm attending meetings, documenting all decisions, reviewing and updating
investment objectives, etc.

• Principal/supervisory responsibilities. Line supervisors should be involved in
the opening ofnew accounts for seniors or once a customer reaches retirement
age. Supervisors should regularly interview representatives/advisers about senior
accounts and should have special procedures for high-risk products such as
annuities.

19 See http://www.sec.state.ma.lls/sct!sctidx.htm for a more complete discussion ofthe regulations.

20 See footnote 13, FINRA Regnlatory Notice 07-43, Senior Investors, September, 2007.

21 BDWeek, NSCP white paper provides summary ofcompliance issues regarding seniors, October 1, 2007.

18



In 2006 and 2007, Division
actions involving variable
annuities resulted in
approximately $500,000 in
restitution to Missouri
investors and over $300,000
in civil penalties and
payments to the state.

• Designee for senior issnes. Designate a person or committee to follow senior
issues, much like an anti-money laundering designee, and to monitor concerns
raised by AARP, Alzheimer's Association and other groups representing seniors.

Every opportunity should be taken to encourage firms and representatives to avail themselves of
these and other best practices. This is especially important in the supervision ofthe marketing
and sales of equity-indexed and variable annuities. The Missouri Securities Division should
develop and distribute a list of "best practices" for Missouri firms and representatives.

4. Increase Oversight and Tools for the Missouri Securities Division to Protect
Investors

Defming variable annuities as securities would also rein in and provide increased and
needed regulation of senior investment seminars as a sales method. The Securities Division has
launched important enforcement investigations that have resulted in meaningful enforcement
actions concerning inappropriate variable annuities sales, despite being limited in the types of
investigations it can bring. In 2006 and 2007, Division actions involving variable annuities
resulted in approximately $500,000 in restitution to Missouri
investors and over $300,000 in civil penalties and payments to
the State. Currently, variable annuities are not specifically
defined in Missouri law as securities, so the Division may only
protect investors in instances where these products are offered
or sold by agents also licensed to sell traditional securities. If
variable annuities were defined as securities, the Securities
Division would be able to better protect investors by regulating
and taking action, when appropriate, against any salesperson,
including insurance producers, in the areas of unethical
business conduct. Applied to the actual practices covered by this report, ifvariable annuities
were defined as securities, more ofthe seminar presenters would have fallen under the Division's
direct jurisdiction, and the Division would have had its full regulatory authority over an
additional 28% ofthe seminar presenters examined.
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CONCLUSION

Persons in or nearing retirement tYpically need and want good, sound financial advice.
An investor's best interests are threatened or harmed, bowever, when "free lunch" seminars are
not what they purport to be, are presented by individuals using questionable designations and
with less than stellar regulatory records, and when they are nothing more than sales seminars
pushing a very complicated and complex product upon an unsuspecting yet trusting investor.
Although educational investment seminars that include a free lunch are not inherently defective
or necessarily an inappropriate business practice, the Securities Division's year-long
investigation into Missouri's "free lunch" investment seminar community indicates that many of
these events fall into the category ofharmful sales practices. As the sales of variable and equitY­
indexed annuities continue to be prevalent, the use of "free lunch" sales seminars to market these
annuities to seniors will likely climb as well. In the end, seniors should approach free investment
advice with caution and always know that it is okay to ask questions and spend time when
making such important decisions. If an investment plan or seminar seems suspect, the Securities
Division highly recommends that investors contact them with tips, questions or concerns.

The Securities Division will continue to monitor the persons presenting these senior sales
seminars, the professional designations utilized, the marketing materials used, the claims made at
the seminars, and the recommendations offered to individuals during later private consultations.
The Securities Division shouldalso be on continued alert for securities violations, primarily in
the areas ofunsuitability and offering investment advice without the proper registration. Finally,
the Division should aggressively seek ways to continue to inform both the investing public and
the firms and representatives that sell to them ofthe importance ofmarketing and selling
products in an ethical and suitable manner. A combined effort by the Division, its regulatory
peers, and the industry would offer the best defense against the increasing potential for senior
financial abuse, and provide an opportunity for facilitating awareness and education to allow
seniors to protect their own financial interests and hard-earned savings.
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GLOSSARY OF TERMS

401(k) plan - A tax-deferred savings plan that allows an employer to match employee deposits
into the account up to 100%.

Annuity - A contract sold by a life insurance company guaranteeing a future payment to the
investor, usually starting at retirement. With a fixed annuity, the paymentsare in'regular
installments. With a variable annuity, the payments depend on the value ofthe underlying
investments.

Asset allocation - Strategy for selecting variou.s investment vehicles in order to spread risk
among stocks, bonds and cash equivalents.

Bond - A certificate representing aloan ofmoney to a corporation or government for a specific
period in exchange for a promise to repay bondholders the amount borrowed plus interest.

Broker-dealer Agent-A representative who handles transactions related to investors' orders to
buy and sell securities. They are licensed and registered by the state and usually earn
commissions.

Churning - Excessive trading ofa client's account which irtcreases the broker's commissions,
but usually leaves the client worse off or no better off than before.

Disclosable event - Events that are required to be reported under securities industry rules which
generally include disciplinary actions, civil judgments and arbitration decisions, certain criminal
convictions, customer complaints, employment terminations and other reportable information.

Diversification - A strategy for reducing risk by spreading investment money among a number
of investment types and industries.

Equity-indexed annuities - A complex financial instrument in which the issuer, usually an
insurartce company, guarantees a stated interest rate and some protection from loss ofprincipal,
and provides an opportunity to earn additional interest based on the performance of a securities
market index.

Financial Industry Regulatory Authority (FINRA) - Formerly NASD, the securities
industry's largest self-regulatory national organization and the parent corporation ofNASD
Regulation and the NASDAQ Stock Market.

Individnal Retirement Acconnt (IRA) - Savings plans allowed by the IRS to promote
retirement savings that provide tax advantages and increase the effect of compound interest.

Investment Adviser Representative - Provides advice on investments and securities, beyond
the completion of transactions (like a broker), but might not be licensed to perform broker duties.
Investment advisers must register with the Securities Division and FINRA. Professional
designation: Registered Investment Adviser, RIA
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Liquidity - The ease with which an investment can be converted into cash without a loss to
principal.

Modern portfolio theory - A sophisticated investment decision approach in which investors
focus on selecting portfolios based on their overall risk-reward characteristics instead ofmerely
compiling portfolios from securities that each individually have attractive risk-reward
characteristics.

Mutual fund - A company that invests the pooled money of its shareholders in various types of
investments.

National Association ofInsurance Commissioners (NAIC) - An organization of insurance
regulators from the 50 states, the District of Columbia and u.s. territories.

National Society of Compliance Professionals - A nonprofit, membership organization
dedicated to serving and supporting compliance officials in the security industry.

NAVA - An alliance of leading companies involved in the annuity and variable products
industry.

North American Securities Administrators Association (NASAA) - An organization of
securities administrators charged with enforcing securities laws and protecting investors from
fraudulent investments.

Reverse mortgage - An arrangement in which a homeowner borrows against the equity in
his/her home.

Securities and Exchange Commission (SEC) - An independent federal agency that governs the
securities industry and enforces securities laws.

Senior Investor Protection Unit (SIPU) - A special unit ofthe Missouri Securities Division's
Enforcement Section that includes attorneys, investigators, auditors and education specialists
charged with protecting Missouri seniors from investment fraud.

Spend-down - Depleting private or family finances to the point where an individual is
. sufficiently poor to meet the eligibility criteria for Medicaid.

Stock - An investment that represents shares of ownership in a company.

Variable Annuity - A complex investment product, often described as mutual fund wrapped in
an insurance policy. Under a variable annuity contract, an insurance company agrees to make
periodic payments to you, beginning either immediately or at some future date.
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Investor Protection Hotline: 800-721-7996
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Springfield

seniors

mailers

Jeff City

senior

2 complaints 1 bankruptcy
I regulatory
action
1termination

newspapers;
mailers

Retired or
retiring
soon

Springfield

mailers

none

Nol No.2 No.3 No.4

Springfield Columbia Springfield

RR,RA,Life,V RR,RA,Lifc,V RR,Life,VA
A A

CSA CSA

BIAs;

seniors;mortgagees
401(k)/IRA contri·
bUlors

Itpaying offyour mOltgage and
contributing to an lRA/401k is
a HUGE MISTAKE!";
complimentary copy of
IlMissed Fortune lOll!; learn
advanced strategies barely
known to most people

2 criminal actions

Page 1



No.5 No.6 No.7 No.8 No.9

St. Louis Independence Jeff City Overland Park, KS Springfield
.

deficient RA RR,RA,Life,V RA,CPA Life RR,Life,VA
pendingRA A
Life
CSA CSA CAA

.

1 internal review none I regulatory action none 2 bankruptcies
I NASD invesliga.
1 termination

Labadie Independence Holtls Summit Warrensburg Springfield

mailers; newspaper; mailers mailers mailers mailers
internet

"How to Never Outlive Your FREE Financial Thousands of investors Guaranteed returns Eliminate madcet risk &
Retirement Income"; a Guide;, Give- and retirees have paying over 10% with avoid the downside of
"Financial Crisis" is Overdue; aways achieved their personal no risk of loss the stock market; Free
Severe Market Declines (-15% financial goals due to his hooklet: How to
or more) happen about every 2 informative presentations Potentially Reduce 01'

years; The One Seminar your and superior and Eliminate the Tax on
current advisor DOES NOT! dependable counsel; a Social Security Income
Want you to attend; local firm with National
ELIMINATE TAXES on your Recognition
Social Security; Eliminate
Investment Fees; Eliminate
market LOSSES; Make your
MONEY absolutely "SAFE"

Retired or ready to seniors Retirees seniors seniors
retire

EIAs EIAs Dimensional Funds; EIAs; fixed BIAs; LTC ins.
modern portfolio theory annuities; LTC ins.

Page2



No. 10 No. 11 No. 12 No. 13 No. 14

St. Peters 81. Louis St. Louis St. Louis Overland Park, KS

Life Life,VA RR,Life Life,VA Life

CRPC RFC,CSA RFC; Natl. Ethics eSA; National Ethics Bureau
Bureau; Million
Dollar Round-tabie;
Inti. Assn. of Regis.
Finan. Consultants

none I ins. l'eguiatory none I complaint none
action
8 complaints
2 intel1lal reviews
2NASD
investigas.

. St. Charles St. Louis St. Louis St. Louis Camdenton

mailers mailers; fax mailers mailers mailers

.. "Avoid Costly Mistakes that SPECIAL BONUS Earn 13% Expert on retiree and senior
Cause Seniors to Lose Their -learn how you can Guaranteed ~~ issues; Nothing will be sold;
Financial Independencel lt

; cam a guaranteed Limited Time; wiil NO cost or obligation; we
keep your assetsprotected 12.75% for the 2007 or 2008 be the guarantee it wiil be time well
and your retirement secure; next 12 months; year that Wall spent; you will get information
$49.95 tax preparation-- IDJNDREDS of Street gets you haven't seen at other
Senior Special peopie have ltcorrected"? Learn workshops; SAVE iitel'ally

attended our how to ~void losses, thousands on IRA taxation;
workshops in the increase your reduce or eliminate tax on
past 12 months!; income, and Social Secmity benefits; a
ltMore Money, experience peace of simpie change that will save
Less Taxes" mind! your famiiy thousands of

doliars

seniors seniors seniors over 55 55 or older

ElAs ElAs ElAs EIAs ElAs

Page 3



No. IS No. 16 No. 17 No. 18

Kansas City Shawnee, KS Spriogfield Overland Park, KS

Life Life RR,RA,Life,VA RA,Lifc,VA

RFC,CEP CFP,CSA RFC, RDS; well-known
financial author

.

1 internal review none 1 civil action I bankruptcy
1 tCl1nination

Kansas City Columbia Springfield Kansas City

mailers mailers mailers mailers

In 2007 millions of American Protection from Well known financial Historically low interest rates,
retirees risk becoming financial Medicaid seizure educator in Missouri; unusual market volatility,
victims of world events; what's of assets; learn no cost or obligation, economic globalization, and the
here today may be gone how to invest in the no pressure; nothing terrorism threat, there is no doubt
tomorrow; Arm yourself against Stock Market in offered for sale these are uncertain times; Earn
the IRS and needless taxes; these uncertain high returns on your money and
Social SecUl'ity and the gift-horse; times without risk; eliminate annual taxes on
many more eye-opening lI probate proof' earnings; Avoid being forced to
strategies; no attempts to sell your estate sell your a..<;sets and surrender
specific products; No Brokers yoUI' money to Medicaid; No
Please; $49 1040 preparation; sales presentation... Guaranteed!
free State tax preparation

retirees and those within 5 years seniors, retirees seniors w/over 55 and older with
ofretirement $IOOK in IRAs or investment port-

investable assets folios of$100K or
more

ElAs EIAs ElAs

Page4



No. 19 No. 20 No.2! No. 22

Lenexa, KS St. Louis Frisco, TX Jeff City

.

Life Life Life,VA Life

CSA CSA;CLA Member Natl. Ethics Bureau;
Celtified specializes in elder planning and
Planners senior·services

none none none none

Warrensburg St. Louis Springfield Osage Beach

mailers mailers mailers mailers

Guaranteed returns Nothing will be sold and Avoid Medicaid tl'ap;avoid the
paying over 10% there is NO cost to attend; IRA Tax Bomb that allows the
with no risk of loss reduce or eliminate taxes IRS to wipe out up to 70% of

on social security; your retirement accounts value;
genei'ate guaranteed life get market returns without
income you can never market risks; advantages and
outlive; come hear 18 disadvantages ofBanks; learn
years ofknowledge and the 3 things your broker doesn't
experience; important new want you to know about variable
strategies and·laws that annuities; NO attempts to sell
concern only seniors and specific products; You Cannot
retirees afford to miss this workshop!

seniors retirees only seniors 60 and over

EIA;LTC ins.; EIAs EIAs EIAs; fixed
fixed annuities annuities; LTC ins.

Page 5



No. 23 No. 24 No. 25

St. Louis Overland Park, KS Boonville

Life,VA Life, VA Life, VA

CSA PhD

none 1 Ks. regulatory action 1 bankruptcy
4 NASD arbitrations
13 settlements
] internal review
1 termination
1 bankruptcy

St. Charles Overland Park, KS Jeff City

mailers; newspaper mailers mailers

Don't Go Broke In A Nursing Home! If you hated what Wall Street did to
Use a government backed program to your portfolio, wait till you see what
pay for long-term care insurance Medicaid couid do to your Nest Egg!!
without touching one peony of your Did you know your IRN401(k) can be
income, savings or investment dollarsI taxed twice, leaving your beneficiaries
Use a government backed program to with just a fraction of your hard-earned
access tax-free cash and increase spend savings? Lowering and/or eliminating
able income - without touching your taxes on Social Security, interest
assets; How you may dramatically income, capital gains, and more!
increase your interest earnings while NOTHING will be sold at this seminar;
safeguarding your investments from Hurry! don't wait until it's too late to do
risk! How to leave your IRA TAX- something to protect yourself
FREE to your heirs!

retirees and those about to retire seniors 60 and over

EIAs; reverse mortgages; other BIAs BIAs

Page 6



No. 26 No. 27 No. 28 No. 29

RatTisan, AR 81. Louis St. Louis LakcOzal'k

.

RR,Life,VA LifeNA RR,RA,Life,VA Life,VA

CSA CSA

4 complaints none none 2 complaints
1 regulatory action , 1 tennination
(revocation by AR)
I bankruptcy

Springfield Sl. Charles St. Louis Lake Ozark

mailers mailers mailers mailers

You can receive stock market like Don't Go Broke In A Nursing Home! Reduce or eliminate
returns without any risk! You will Use a government backed program to social security
never run out ofmoney during you pay for long-term ,care insurance taxes, IRA taxation
retirement! You can significantly without touching one penny of your and income taxes;
reduce your income taxes! BONUS income, savings 01' investment dollars! dramatically
INFORMATION -- How to stop Use a government backed program to increase your
probate, unwanted relatives, and access tax.-free cash and increase interest earnings; no
others from raiding your assets!!! spendable income - without touching cost or obligation to

There will be NOTHING sold at your assets; How you may dramatically you; hear facts, not
this workshop, guaranteedI This increase your interest earnings while opinions
may be the best thing you can do safeguarding your investments from
for yourself and your family this risk! How to leave your IRA TAX-
year. FREE to your heirs I

retirees retirees and those about to retire seniors neal' or already
retired

BIAs EIAs; reverse mortgages; other reverse mortgages EIAs

I
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Registrations:

RR ~ Registered
Representative

"Credentia)s" :

IA ~ Investment Life ~ Life
Adviser Representative Insurance

VA~

Variable
Annuities

CFP ~ Certified
Financial Planner

CSA ~ Certified Senior RDS ~ Retirement
Advisor Distribution Specialist

CEP ~ Celiified Estate RFC ~ Registered
Planner Financial Consultant

CRPC ~ Chartered
Retirement Planning
Counselor

Page 8

CAA~Celiified Annuity
Advisor
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Most poopl. '!t'e'tMll1 the msiJHl Ille)' are moklng roGal' finanolally.
What Wthe oo!l 'I1JY to P-d)' yollr JIIDrlg.\ge? Are yo" p1lloning fur your

il65 Technology Drive, {)'Fi:tUon, MO 63368 retirement '!!'.Y'J~e.S~? t~e ques!funs arnllll$Y more \11m :Je
(OfllfigitWtl! 4rMl, Nortlt 1>11 Kand l6jl 011 TeclwDlDgy Drlv~) answe:~"all a<Mul..djjnllRGlal

Thursday May 3:rd - Tuesday May 8th ~mlllardesigned'".omr crlilc:l1 quesli~n, sm:h as:
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Limited to first 40 peopl-e "".~ • HQW """! &'lithe mClSl '1aJ1lj> ,,:t ofll''Y retirement pia. w~eJ I retire?
Call 1.800-449-2231 for'reservations . How can! ''iQ'1d W5Ing u~ ,W 40% MID)' retlrenent pI'" Gr;lrlhution,

, " • to Ia;resand pellalles?
Spe~kei'S will be , Registered Investment • How""" ];l,<XIlDtJ1ate, ~cce5l! ..dtransfer my mon,y, ta:<~
AdViSor and I Wealtll Manager of • Why the -",/em! ';ll!y". could be j'OOt ffiJlnd-ror r,e.

", Theirfmn, • !:low tv gl"W :",ur moM!', lill~d 1>1 rhe lllarkal, enjoying its upside
is Iocateli ill I:I1,IJ$/e1field MO iU!d -specializes in parellllilJ, yo: 00 pr{llllctlld ag-oinstlilSe&

helpfilg per:pie optimize their feiifement alld fi/Jarteilll plllllS UWIN lm4T TSE1IIGHIEJ.CJl THE1R J(J])S ABI1lJ'l fI1t1JIEY. ••
thrGllgh 1l0llililced strafegllis bare.', lcrwll'n Iu mostpsople,..... r Ai'll) lftfATTHEPOORil!iIlMIDllu: aL!S5J){) 1"1f!1Y!

07.4187
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No Age-r.ls <:;r Brokers Pleil5e,
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FREE
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Join us at

Attendees wil!
receive;}

complimentary
copy of
Missed
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Call '-800-449-2231 for reservations,
bConfirmed" ResehiaUOll$ RetjI1ired
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/.lOst people q._ the rlocjslOllS Jl\'1 are makillg ~. firnmcia!ly•
Wl1>t is 100 hest war to J"ll' }""' llWn_ Are j'OU plaulling liH yo",
r~r"mellt OJ tMe S;mlSJ These qne5l1011S lIlld lllaIly mJl<e 'IIL'.e
llllS""rOOat. Free lllnnet Present!!l\Oll. This i. "u mlvanced financial
SeI1IlllaY deolilJlell1l> answer etiliCllI q"esfilln, om os,

• Shouldl m.lre ""Ira prillci[lill"l'jr!lfl1!S OR IllY lOOtl!llge!
• Wmtt 1m uxtr,,,,,,ltiol1l Put J'01lr eqllit;'lllwork fe! you.
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..1M1IN WHA1'THIJ I1ICH'Il!A{1l'l1iBO!.KllJSABI1JJl'MO!'{Et. ••
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Steakh~
10205 GravuiS Rd, SLLlluis.Mo. 63 U3

,,"".1Il1Jt.i1lte"idlo.nfLocl,d•.\lalioo Rd. red_,Rd
i\j>pmmaiely ti'3 mile <as 01GOOI" F"",.

Thursday Sept. 6th OR Wednesday, Sept. 12th
6,1:5 PM

NOTE: !Yo Onelldmiftetiij/ler 6:2fJ PM, TlJall.' roof
ReSauram Dress COde: lfO 9fm,illlQr Sbwts, FI.em;IJ.

Call NIOQ.449·2237 for reservations.

.loin us fot II Free Gourmet Dinner Presentation at:
• i

07.4189 No Agents or Brokers Please. "
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,FREE DINNER
~~lF()R TWOl

PiteiiOItTtm
f'tRS't'-CLAS$
U5.PO<I.;tAQE

J'A1Jl
l:AMI"A.Fl,

1lt<'RMf'rNt!;)61.'

"HoW To NeverOu";1ft.
YOgI' Reflrement'nc.ome"

070937 IlOOllooo<l7e

I,ll", ,II... 11 ,II "''' II, ,1 ..:11" .11., ,10" III "",II ,,,,III

GETTING READY TO RETIRE?
ALREADY RETI·RED'
"~w;'FoNeverO",tlive.

Your.etlrement Income"
Complimentary
ucatfonal dinner

nt for people
ages 50-80



Join us for a comolimentary Eiducational dinner event that
will help showyou strategies to not outlive your retirement
assets. MilliOns of baby boomers and seniors are greatly
oonoernod with the potential to outlive their money. Come and
learn how to have guaranteed inoome for life.

At this eventyou will learn:
-How To Halle GUaranteecllnoome For Life Prom Your 401 k, IRA 8<

Retirement Asset$"
• How To Proteot Your RetirementAssets In Any Market ConditlQn
- ffow To Ne\ler Outlive Your Money
- How To Milke Smart Decisions With 'Your 4C11kRollover
• How New IFlALaws·CanAffeotYou And Your Family
• HoW To Receive FREE Help With Company 401kRoJlover Forms

Come and learn hew strategiestohelpprotectl your retir<llrnel'lt
assets and income for your future Iif"style. Our educational evarns
fill up fast So make your res~rvatil)ntodall'!

Calf (BOO) 417H 1267 for yourresenm.tion 2417
ml2il ON193]

'··'·0

1644 CllUntry .Club Plllza
5t.Charles, MO .

• Monday, May 14th 5:00pm
• Wednesday, May 16th 5:00pm
• Thursday, May 17th 6:00pm



U.S. Treasury Secretary:
Paulson believes a "Financial Crisis" is Overdue*

~&-Qi..HKl6

"A seriouscrl$is that would be a blow to the U.s. Economy"*

FREE DINNER SEMINAR
Tuesday, May ;un<!. 3-:00 pm

. OR .- .....,., ...» wgl,i:. wednesday, May 30th • 3:00 pm
j<l44 OlunttrClul>!'IJIza 4002 Wlngll>v.nlllvd Thurs<lav May:31 ,t • 3:00 ~'n
St. Chaile,. :MD 63303 O'Fallon, MO W&5 ." , r

Thursday, May 11th • 6:00 pm I!J: ;;;,
_ !f~ooll tu. m.afWJiM~

Join us 10 Jeamnow w; 1..80{)",417-1267
"Avoid LOSSES during all Market Declines.
• Overcome the Felllll of "OutliVing" your retirement assets,

.• Considerably reduce your taxes on .$ocial Securiry and dividend income,
• Cover nursing home expenses wiilium paying hefty premiums.

"
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Retirement Stmtegles and Asset Protection Dinner
Kill are ,'ordiaUy imited to attend tilt premier rettrsmem investment strategies workshop in

Sprmgfield, which include.;: a cOI,q,Umentw-y ihree·cour.lt dinner.

ExulllSi••ly fQr those with over $1110,1100 'in IRAs or investabw a..el•.

The tI'Ilth aOOUlllllirement plilllning... avoid oostly m'.taloo, ,elirees often moJre willi thcir IRA's, Annuities, CDs, Mutua! Funds, Stocks, Bonds,
RClll Est~re and other relirementlnvestmenw. "

Dllriillf Ihis Dinner we wlll discuss al!llmlrtiv.., that may h~1p you preselVl> your capitol, <100__ your rililt exposure, mil reduce yOll' tax
burden. You"lllllave wIth usefuHrtformation. such as how to putenllally:

..,Ulilize the3~ys mtax-efficiont investlt\g 10 drop your tax;,s 4l) to 1i(iI!>, hM<ll! on l:rCG m!<\S•

...Avoil! WJtes OIl up 10 $250,000 ofyoUr l&A withdrawals usitlg Ill. <lI<lditl'tmlegitlS•
...lllimilla\{lCOpi!Jl! gains taxes and es1lft(\ taxes usillt trllSuttatellles.
...R!loeiveJotlg·tarm~are beJJefil1l willmullosing your hard,elirtred assets•
...Avoid payinl; inoome taxes nn 'YOur Sooial Security ineome.
...Avoid tile 5"LllIldmirJ.." afII'tatePlatllling•
...1, aConvt111lion ll.QlhJIDi appropriate tnr yoo to avoid moolllc tMOS OIl B.l\Y futUl~ gaillif?
...Lower ynnd... und increase your puten1lal returns thro~h lnclllaing AJtemati=
...Increase your retlromont iuoOllle and reduce yOlll' rililta ",ing ~Nobel Lilurcate's~h.
",Reduce income taxes by allowing your IRA hewfiolary 10 stmteh I!islribntlQllS over 50 yeors Ullng iUl IRA LogllC)' T1:lllll

Speaker: r, Cl"P", CSA
1. a Drury University graduntu and is a wcll1:noWrt fill.wcial edl1Cator mMiaso\lli. FIe .is a CERTI.FlED
FlNANCIAL PLANNBR1M Procti:tlOller nud CERTlPmD SENIOR ADVISOR. is 1he b'1UlCh
manngor and registered representative offeriflg1leourltlesillrougb .. • the largest io&pemlcnt
broker/dcaw in the cOUlltry.

We have enctosedfour (4) OOIlljl!Imimtary tlclrels for you ~nt1 thne (3) guesls.
Ifyou have previously attended,please give your licl<ets to friends.

There Is nn asSl1fllllce Utal tbeoo technlqllllli llre liUilltble for all investors or wllJ yield pOliitive ilulOOJni)li. Whil. purobases of certain securities,
whicl1 involve risk iUld ooets,llI!IY be requhed to effect SOllie or ib"", <Ilategies, Ie'dve your rllecltboUk at home; there 1s absolutely M
pressure, no cos! or obllgatillll, llllllnolbillg will be off..-oo for !'lIeat!his WOl'k'lI\lp. S.lisfaetlonls gllllfaliteeii,

Seating is lillured; lh",efole, plll-registration is required. Guarantee your reservatlOM today by CIl1Iing (800) 1I10.2(l72 and giving tire cod.
below. ReSOMlio", are open 24hours a d'1YI

PINNER
Tuesday

June 20, 2006
6:00 pm

OR

J,OCATIQlS. ,
Metropolitan Grill
2951 East Blrttleflcld Street

Springfield, MO

llpringUeld, MO 65804

Eachworkshop include.. a conrplimeJtr4YY three coupsedinner, Coli fOOi)) JU0-2(J72,
aru;i give· the code· to guori)nt"e ynurTeservations!

I)ll'iNf;R
ThUl'Sday

June 15,2006
6:00 pm

Your RSVl' Code #





Yooareoordiallyjnvi!edlo~l'.l FREE
Ifyauam60er~Y..Qmnctaif....-d _

TheISall3!FedetElTaJ(~lhat1MllenableYOOlo&ddpayi'nglhGusartdsardollaiSoot_
~hIlme COSfs. -1'hegovell1rnent1Mlll'lOinoiiftyooofyour~ 'ltJumustiindout

OutbackSlleakhcuse
_393O,Hignway 54 • Qs<jga 6eooh, MO ll5D6S

Tuasdli!Y. ApfI124t1r, Wednesday, May 2M or Tuesday, May 8th at 10;30AM

~ AVOID mE MEI.'l1CNOTRAP: How to lre4r protemyour assets from Gafastrop.!\ic IIll1ess and Nursir,g l:lomes w!lflo!Jt
purcl1Bsing Nwail1g HotllB' 1ll$llf!lllOe.

~ t~: Fawabout what is llXefl\Pt from Nursinn HQma Allal;hment
..ow to lower or eliminate wxes Ql1 Social SeClllily, Interest income, Capilal Gait\$ and T<l)(l3S upon death,
; Avoid the IRATax Booi~ lhatai\l:lWll the IRS to wipe out up to 10% ofyour Retirement Accounts value in Taxes.

, ~_ Getmaltet reiums Witlloot marllehisks, .
. PROBATE.: Tt'lli!t,.~ and f..egall$$Ull$.

EWALLSTRl:ET: Mythsa:nd Faels.
I!!: BANKS: Advan!agas- and Pisadll8nteges.

(~)VARIABU: AlIlNlfiTYO~RS: ls'your 8llrlU!ty cI1arging you outrageous fees? f..elll'n lile 3 things your broker d06Srll
wanl YOU to know. -

TheS<IDiorRl1al1daISuMvaI~ Ispresenledl:ly ~a!ires irrelderp!arlning and seniorservloes.
Come11earfads.n~lheory ...~i$$~fledto~This Isan«iuoalional~w!lh NO atlempls to sel\ spedlic
prodl.ldts, an:l~iSno(X)StGfobl'§alian. aguall3.l1fee ihNillbe1lmewe11 spent "

You/llllStR,S.\lP.inadvaneeof~ewmtdate.seat!ngl$limiW.

GU8Ial1leeyour~l:lym'fl!1Q(800) 441-7078loday!
~f~not~.,a«mi
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O$~e Beach, MO 65065

.~':,."':_N~"",,,,,,,,_,

Tuesday Wednes!!tay~TuesdaY"'><,'"
4pri1Z4 MayZ \ May li ~\

lO:3(hm.. l0:30liln '\,,10:30 am j
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IF You Are IJooIdng For Ways to
Potentially Incrcllse Income, Reduce

T#:tcs, Build Wealtb and Protect Your
FamiJytll Future Financial Security,;,

f;!1",1,1"11.,1"1",,11,11,,,,1tI.II",1,,11...1,"Ill"1,1

tlenr
. "Y'()Uare pliisonnnyinvfteil to)6111tlloand ·i:it\l~r'gue.fi;-rofifFRlllIrdi!lner a~d lrifoi1\)alfiliifM workiilloj):r·~6"_· ,

deBl$fied tbis workal\(lp eJWlu$lv0!y/'or.reti~, .like you, whQ are sorlous about ~ng acllQl1 1;(1 StlllUfe tllelr
Iintlnelal fUIUJ'!!S- anlUhoir family's well being. 1will be COV~l12i issues alld wplus illparticular importance 10you
a$ yOll fl100 the unique finanoialchalleOlleslllt6lld:.

'l'lllllc$ to be dllieuslled ",m.Ill! bOWl
• Wu can rOOill'lle "tQol!:mlll'l<:Ellll]<:ernt1ltlJswltbOlltanyl'is1<'!
" You \'lill nevel' runollt of m"l\~y<lurlllgyour ;reliN;ll)onU
.. Yon can signll'lcantly reauceYOllr lntlomotllxed
.. YOllcsl'linCfcasG yOllr mOl1llily inoome (ifnCl.'Iled}!
• nss your mirilltlantll.ClJOUlllSOlllt'Y91l.rcllHdlon 01 gfa!ldchlldren withoutl('>$/nglts mucha 70%1Iltaxcsl
"Til develop alllliquo comprelulnsiveftnancial Ilian absolutely free!

BOlfllSJNFOJ1M41'lOfi,
nnw to smpPl'lIbilte, IlIlWltl1ted I.'lllatlves,lIllthtberafrllllll'llilUng youI' Mscl:SU!

. Therewill be NOTHlNG sollhltms wOl'ks!1Qp, tual'llfiwedll'l:owcvor,d..otot\le popularityof' this worksltoll. the
ltvuilable seating is quickly oommiuedltlldrlll;ervatiolls ale required. lfmarried, pleASe bring yOlll Sr,ollsc,ahq feel
fmc to brillgS couple ur ulIIerretlNe$ WlIOlllyouthinkmay al!lO bCl'Illlitfrom this program. PleM/! oall, Tfill.ll'ree,
1.-86(1.232...13$:NOW f",t reservalions•

••

ps: IlIad ftrll Atletldanlle Itt mylasl wcrlcGbop. Call NOW to boJd YOU!' scats andcnjoy It rr.lldlnMI for your tl",e,

i



Workshop £onfirmation
Wednesday September 26, 2007

Stoney River
6:15 P.M.

Paying Off Your Mortgage and Contributing to an
lRA/401K is a HUGE MISTAKE!

Thank you for registering for the ullconling worksbop at Stoney R.iver in
Chesterfield, MO. The workshop will start promptly at 6:15 p.m. and last
to a[lproximatcly 8:45 p.m. Complimentary dinner llnd dessert will be
served so please let us know ifyou are unable ro attend.

At tllis workshop POll wlll Jearn tJIII followIng:
.. Want an ext,'!! Million? Put your equity to work.
.. Could paying offyour mortgage be one ofyourbiggestmistakes ever?
.. Should yOIl make eA1ra principal payments Oil your mOllgagtt?
.. How can I take money out6f my IRA with little OJ: no taxes?
• How can 1transfer my 40lK Dr IRA to my children with 110 tax burden to them?
.. How CllIl. I increasc my retirement income by 50% without raising Illy taxes?
.. How can I receive the most out QflUy refirement plat:\?
• How can I avoid losing up to 50% of my retirement pian (401K and IRAs)

distribution to taxes and penalties?
• How Call I receive tax.free income in I'ctirelJJ.l:nt?
" Why the interest only loan could be your frien4-not foe.

Directions From the East· Take Highway 40 to exit #1913. Tum Loft onto Clarkson Rd.
Then Make an ImmcdiatcRight onto Chesterfield Center East.

From tile W~st· Take Highwa.y40 to 6xlt#19B. Make an Immedie:te Right onto
Chesterfield Cel),te~Ea$t.

WI'; will b<tcaUingthc day bcfol'c:thl:JevenUo verify attendance. I'lease note tl1atllOQne will
be seatedaftel' 1i:20 p.m. Please arrive early. This event is an infol'trlational meeting and
noillin!f will be $o-ld at thili' f.vent.



Rea.ehing retirement is no smaUacbievement

PRSRTSTI>
U.S. POSTAGE

PAID
RME, !tIC.

"""MIn: POSlmllllle£
Dwld MlItrsirll
Dcllwtb;r9/14

.\\""

DIN.N:ell,
'rue.•d"y

Octol:>er o,:l006
l'i,~(l pm

SpringtkJd, M065804

OIl
DINNBR
'.I."lmfsday

Sep:l:entbcl' Z8~,200(i
6,$0 pm

RESTAURANT
Mr. Yett'$

4117 South National
Springfield, MO

JOin Us Fot' Dinner..•. ,

OR

Jj-udJ...,titaZW... $Wta{;......
11,11 111.1" ,III, ,1111,1.111" 1.1,11,,1111 ,1.111,1.1" II" III nJ, .11 .. 11

Asa special
thnnkwJou for

afrend:i:qgt door
prl"', wl1J be
givellaWay
after dinn,e:r,

Your RSVP Code 41
.5338

MMlI'i!lawd 10 (Ytllfiljjallld wim •
:i~ ~p6n.~f1Ii\~~;:I~} oontent.

mJ'SNEf{
'!\,esd.,y

Septenlbe,'2G, 2l!lO6
6:30pm

• Make SllrC your ",oM)' doe.1i(tl1ltire whon you do
• Maintain'Yflurmeomc ?,looyour ,stnndfltd' of living
'. Pmtect,yt)urassclslrom'taxes'and probate
• Can we.holp you.?D<> you Wl1Ill our help?

In ',this current tutbulent ,coon'onUc climat~. tllanYa1'e'iv{)rri~ll~t 'lheit',Cl.Jmnr inva ~tments' and
have,many unansweted'questioD$~ We h~pethattlii~ exclusiv~diIlnerevent ,w111 ~nspiteyouro find
ans:"lersandiakeaction,Even: ifyou CUi"1't:lntly ]ltlvtnl.plnaucialAdvisor, youmay learn '$;omcthing
tlI.t could l'otenlMlyellhance y~nrtetirellrorit; Tbis progr'<Ufi wlllbe presented by •
and '" ,FimmcitilAdvIsors With" "-,, " ," find, seek tf)fn~pire trust
tlIr(llJgh tboirlmowle"ge.experlenQe 2nd" genuine .Qldfas;hlbned approacll. Join us and find (llJl
whetlletollJ:~s c""jlelp ybu 11., you strive to:

Haw wetlil.\eJb.edientlfinancialadVisQI' l'e~tlonsllip to a new level:

'. .Relmion.!\}rlp---firs1;We ",,-anrtQ,build a conneclion with you' biisedon your needsllnd}l_00 goal to be suc<:ossftll
• Rcs:uut'~e,om,YQuaoow pel'$pective;create cltQ1ce.~,:andcu.'itomizesoiutions

sp~clf'¢"IOY<lllJ:Pl1!1)le~o",1l of yOlU'pI...ning .",d' under O'l< root'
• R<lleV"""o-1'ourCll$(Qlllizedplan'Yili .ho !clUlPle ...dr¢levaot l<> )iour experlenoo

and expoclation1
• lUls\l<l<1<,-we earn ilbyuiJing, objective, and batd wQtklng-<>o(servlccr¢lleomtlle vmu¢l!

'oftho'lj:e we:scrve
• ~warifs-,.;Wocanhe1p 'YO\ll{etshortterrngoalsssYQu$trive, to 'reach ]ol.i~tenn dbjectives
• :R'e$pon&i.bnj~~our role ,~, Mv{SOf'isto prOII1(lte'ClllIsis('ent.~us'pol1sihlennandal

behaVior, personal financlnlhettlth, and client/advisor accountability,
'[lIe",. be ourguest.nd e!1ioy • coJl1Plcmentw.y mean Bring .!tiMd, rel.d"", ",,"worker or noigl.oor.
seating is oxll:$rneJy lfullted, Guarantee Your ,,,,,,,,,,",on today by calling (800) 915-;1543 "and glvlug
the RSVP code belowl



1

Retif<l!l'l1lel!'lt Income"

~Tampa.St,~I3I'!O,,~~, e.1(l1~,Ad~~$~)

A1IH1S E\IEI'!TYOU W1~~ LEAR!'k

~;Kq.w'1'~;~ve:G~ran~l\t~~n<;p~f()TLifeFromY9ur~1~IRAAnci PensiOnPJan:~

~HoWT$'Pf<rteCtYQu_rHeti(E~~Pt$S~Jn.c.nyMa~ G,,;nclitibrf;'
'. _ Tn M:a1«>S!nmD.~lOll,WI1b You,4mktod P~n,rpoF1.n:Roll"".r
~HcwNe'N'laA tam-Can .b.ffe~Yoo,And yoUr fam~y­
;.f:tcW'To'~!ceivefREEHefp~-CClmpa~401k~lj()VetF(lf~

RESERVATION REQUIRED CallToUJI S_5-Il114
~~R;ril.~~rg_~~<li~~~!f~~:arnt~mo(~.t~~~WhktUh.>y~~~~~'it-~l]~sM,
~Pi~Q[illbertet~¥:;('iA1k~~'~lfIjj~¢1hw~le\-~'SM,idet:ff\}JIT\'~-\iR!ll&i:ll>1ll<""'~~C\'lI;'il,Wed,::"t.l

()j~Des.~~'!fi4$

~T~~~ mo.r&~~Qs.(jf'JlklB:~"''PU'"



" FREE Booklet: How to
Potentially Reduce or
Eliminate the Tax on
Soc:lalSecurity income

It DInner Provided

KNOWLEDGE IS POWER
OUf fast-paced, FREE educational program Is
designed to give seniors the knowledge they
need to know on HOW TO:

It Understand new tax laws that affect seniors.
It Shop for bank CD & savings rates.
It Avoid the expensf.\ pt1hlicity & tim~liness of probate.
.. Review Rx drugCQsls.
.. How to eliminate market risk & avoid the downside of

the stock market.
.. Review your ]ol1g4erll'l care alternatives.
.. Better manage your Investments and fixed inXJome.
.. Beware of the good, the bad & the.ugly ofantmlties.

II Door Prizes

ALL ABSOlUTELY FIlEE!
RSVP 1 ·500·67

SEATING IS LIMITED.

, (All, Pl'esldentof with Missoul'i
offices in Sprhlgfield and EI Dorado Springs, is one of the area's best"'known
financial educators. A specialist inretiremen.tand es.tate planning, has been
the keynote speaker at Financial and Aging Gracefuily educational cmlferel1ces in
the Mlssouri·Kansas area to retirees and those preparing to retire. _ is 11

devoted family man. He and tils wife of 38 years enjoy their six children,
their spouseS, and fifteengrandchiJdren.

For several years . has answered a Wide range of financial questions for
a growing follOWing on his weekly radio show, "_", ." Oil KESM
105.5 FM and 1580 AM. He has appeared several times on the radio show,
"Insurance Beat," to Held questions pertaining to r;;tirement planning iOn Hot Talk
Radio 1510 AM in Kansas City. conducts classes for his professional peers by
invitation throughout the nation on "Planning (Common Sen.~e) BasiCS and Safe
Investing in Volatilc Markets."

.offers a wide variety of financial publications including
their own 75 page, easy-to-read "Tax, Retirement, and EstatePlannil1g Guide."

DON'T MISS THE OPPORTUIIUTV TO SEE THIS CANDID SPEAKER
EDUCATE SENIORS ON TODAV'S MOST CURRENT FINANCIAL ISSUES.



"'Gains.that never experience a loss will out-pcrt'or:pl
II volatile stock :market."

13%1 Guaranteed ':Umited Time

PRSR1'"w
"QJ~~-P~~ta~e

l'Aro
:Englcwooi'lJGO­
PerIOD\( N{J. m.o

!!.INNER
Tue$day

Gctober 9, 2007
5:05pm

llINNEB
Tuesday

October 2, 2007
5:'35 pm

seenanythiug llkcthis-!clll"ll the best thing you can do rO'YQ\ll~lf ",,,d )!ourfamiiJi
see why attend."" "!!!"ee that this i$ t1,< bli.!t rtu..einlwork!ibllJl,they have ever

Over the past't5 yeaJ;l\, the 'to.ok roar~t has avel'llged 13.00% Ml\U~ny according to the \Vall
Street JQ\tnlal . H!lwl\V"r, the average mve,tor hail captured only 3.51·6.aO%. The'market has

. high, will 2001 or perhaps 2008 be the year that W:ill Street g"ts "cOrrected''?
for th~ next downturn?

·i\; llwid lll$ll~, increase yOllr income, and experienllepeace of mindZ

invited to join us :fur l\ll eullll1a1n1ng, il1fonnative, free dlnllcr and
e have desil.ll'ed tlli~ sellUllilf exclusively for poople like you,
unique ro Ule fiull1lcial <;halloulles yOIl tacc. Kno!lllcdg~ is power •

e·QQnlrul ofyour rofireroem. This prcscutatiou will ud<lress f\l1lr critical Issues:

Marl<:e.t COl1jl.l!ion.; How ro j!tQwyour retirement- without marMt risk.
How to make your money last 68 IODg as you live· l1I'J,never.mn out.
Flow to inorease your spendable lncome • andkeep your ~urrenl i]jesJ.yie.
How to lnke udvlllrtage ofmarket gainli' while avoiding lo,sse.s,

BONUS· you will _ hoW to Clll"ll n guaranteed 13% over
is a ii:mltecl tim. offel!

gYour Proll,s" will1xfprellen1edby • oWJWr of
hal; 1~ YOl\l'. of""peneuce llIld cOlllprchCl<iv~ !mow1"'4le of

ment issues. D)...~ to its popularity, ava1labk scating is quickly oo;nmitted and
reservatiuns are ",quire<!. YOIl !Unlitbe 55 or older to attend {u;ld ifm;mJ.ed, both
h\lsblllld and wire should tlttllnd. Seating js11mitlld. Please arrive 10 minutes e!\fly, Ouly
~onftrmed reservlltio.us will be admitted.
CAI.,L NOW, 1.8IiO-769·1486toU·free, 24·hoUll< for reservations.

L~ation:

:BarlOllnO'S' .(5914 S.lindb""llb • St. Lonl.<, MO • 63123



~

'llIwn.~ hUl"BlseldS.~ereah Nut·EgpOf
our spaabr. j '~ eCertified !lenior Advisar '" a!ld amemb!l!' Ilfl!re Netic.nal Elhts BllI'llall. He fu.ll!l expErt on
atirea and senior Issues llotiiing 1'1111~ Stlld at ibis eduJ)ational \'Ior!:llho~ alId presBntlHDlrHhere Is Nfl cost ar
hlmaliull. We guaranma it 11'111 ba lima well spent Y,u will get IlII!ilrl1llilillll \!!IV !uwlm'iUillIat. Wlll'liltlllllll!.
uu may raserm up to 4. guem. Illl relirees and seniors welcDilreI (MostbefiS lit older!lJ alland)

l SalllllilEraJlyt!lll~. O~ 'fIlUf IlVl.la_;r-kua~
2, RaduCIl ar allmlflam I1ix nn}'OUf Saclal SlICIlriiy llemfllS
RStnp the llDoot:IJS_Y loo9s frum Ell's and Mutual funds
4. Sel:lJl'!l Yllllr assetsano getan lll(cElfent r·El!ufS without lllarlretl"islt
B.A sifllple ohangelhat WillsilJVe. WUur fllmilv !llIlIlSjlfld~lil tln!lIlrs
l1. Ilesigli astrategy ll! 9alleflilil iI!Cllllll1 y!lu uilrrllil\iJ!r llutlillll
'j, Pralsel j'llllP llSSt!iS from ~lllastrtljlhil: fflness·and nursing bomes

Absolutely nothing will bellQI-d1

ea'lllow to pla~your resetvations: 1-800..297..1716
{Seniors 55 & Older-YClI.! May RaseI'Ve Up t<l >I GUests)

.
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Thursday,
September 13

2:45 PM.
OR

Tuesday,
September 18

2:45 P.M.
The Trnilhous¢ .

Restaurant
6125 Old Route 1>

c:,.mdentOO, M06502D
Host<!<! by
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* * *

please note fha/Mating i.
limit~iandpresentations are aiwa;rsjUll.

Reaew<t now by calling
'.801J.346.J291 (24 "n,j

C~AB.BLi/e::;ITALIAN DRIll. <rL;)

10023 Oliye BI.~

ClIlWCOllur, MO63141

* * *1\l$$<\a,!) l)ewborl'al~'$Qpm Th...MIay,()~:ulal'lOOPM
1\losdl!y, ()~bor 30 alZl30pm Thll""day,l'I""e,mb<lrl at,;t)(I I'M

:PI~ .....lw 15 mlnllt~ib.fol'f! :\'OlIr ••lllinlll'Stl!rt Ilm~.
"TblsllVelllJ!! fur flr$l: llmu\tl\\Ddoesoo!t'

Yo,", h~, ' - ", '., isn",embe)."ftbe NalionaJ.:Ethil;ll~
.l3uteau l'iJ1di,~Vlljedto "lferitlf;Simiglt'f(llwatd lldvloo"'1dasS\,tlIlg~~ llge
55 Illtil o>lderin,1IIolllclilllfthelrassets lltId ensminglholrlllOll(\Y Ias1s, Yb\l <lol\~ WlllltIn,.
I!ll"x¢m.ive preselllationi



Special Invitation
"Y01.l are corllially invited liS out Giles! tllaltend Ill\, ecluclltional
_nt tnatincludasa Contplimcntllry L1lllcl1.Kindly choose lhil \Ism lIll~

timcthl!tbest fits your schedulcandgUllnlutcc yourrescrvaliou. today:

LilliCH
Tllesday,
July 24t1l

12:011 p.lI1.

or
LUl"lCIl
Tuesday,
JulySht

11:01'1 ]I.m.

LOCA'tIQl'1
CarrablJa'jJ 11'allauGrill
19901) Valley VIew l'kwy
Illdtpendeuce, MQ 640SS

Fllil.turedSp<lak~r.'

Tl)pilll Sm(lt'tItleas1l'lWhenMyths lind
MillCQnc~ti(lnsClondtftelssnes

I will show you: "
• Why '1M ~tock.l)"larket rol1erooaster.ffillynot he llllllnjpyabll:

ride fOr lWOl')'lllle
• How1l:I potentially II1llldmizc theefl'iciency ofyour tlJllJeLs

lilatYOll wllllel\'1easyour estate
• WhY saving-Illoney Ill:( tl\xeslllday may reslllt inJ1llying more later
• Howf0.ll0tentiil.lIyasvemore furyour retirement witbout

affecting your litestyle

Thill Is lin edUcatiOUlU event, 110 prol!ucu will be ~nld.

Killdi,reali tOfl!:!et've YIlUfseat
'iT 1-888--892"3790

Bring a FrleJ)dl

:: -



,'~a wt4l~1itOwltriliatWi!tI~tJ.up~ur iUJ~f[l;4'l?l!u' qilYiM:~.'~lju.~llltJS,~fjuve~t)rslinl! Itllirea.~'
baV(tnctii(Wt>.d'ltte ':petsoolllful}l,I'l(!{iil~L')due ttl'bi$ it\fboofftiv¢prl,'<$entnlionsan(1,$\I~.riol'-Mddepend'<l;ttl~ C(l\Jn,c1.
Jpbrl,l~ aJ!d aqj\;l. It ~Cltl~l,~.UllttrlilldI'ClI'f4.tmtderstiJ.ntlln,g~U\VtPma~~nd~yuuqetir~1I1I,$tijolJ!.Ir,~uiling',gple..
lUJQpfflvl'ln Sftllti'l '~, N{)·flrMflk;flttlitn(ltl'iwilll;l~mf\ntiorte4Qr$Qr{l.,

PRsnT~O I­
u;S,POSTAG£

PAlO
RMt INt;.

Attn: Poiimlls,IIT
I)IIJr'A.Mnl~fifil

Ddiverl;lygf'J

DINN:i£R
Thtmiday

August 30, 2007
6:30pm

(80") 246·4215
/Yourllsvr,codc #/

DINNER
'tuesday

August 2$, 2007
4;;;0 pm

QR

Jj~'~I/;W~?Ic.;jJ,~
-0,1 "Il'

J(;lIn Us Fqr Dinner
(}fjmplirnenUI/',' Tidkers 1!,nclosetl

«••••

'rue day
August 1, 2007

6;3 pm

I
I

k~ qiJ atth# Jjt~~ $WN
Yo~~,~t~Hfltl~lh'!fte;dl(tj,~!ttndl:h~'l)!liNERl'RB$lJI:QA:rtQtl."7hl~,:~v.~tj~~yiq,..iiti~iQn()tlly,,"'We;"l}t!n.cl6${1~
fwr (4) '~lImplil1~I~Y, tldi"(lISf})f;youaUllyuur;ldtdt~lI~CaJlttidaY1(jRSVl? at(800) 24~4Z1S,: lUld ~Ve:lhe

JWVf.£.QQ1;I-Ml0'T'J.n'~.j1tm,tbfl.flrw'11~ ~yt';lrd."St',a!tn$lr.l~m~te4QTld weRY~-e);~ofillgC)ver:--$(l&ue.'lJ:::e,aClldny;

'0 pl.""_rv~Prol!lj,t1y.

Don't Mf 5 One of the 5est financial Presentation:> In Mis.oourl
Unpk P1"otten Strategies to Maximize
Your Savings & R'f!Ul"ement: Dollars
x;(omU:ua~~'j'I)l\i'I;:1Nil1~mID fJJUJj;;¢f yoUr fnuillr iii:fuaqf~UJt~lptlfil~?Wi!hdb~lfse~

in -(aX-la\1lS~l~ ,pr1c~" :1Jrtl~rion,1\~1!,l,ntYin:t~:141~J.e'J01Jjtmld,the·$~k;m1ttlWlf(lJJer{lO!l~t~,-:lf~morr~
~mpQrtIl!I:tlli1rn', ef t tJ.lIll3t Lh~taulS W.YUY,l,lWl IIIukellJ.flJUW;:l.lueW!lioIW furyUlJ 'UUdyvur f~lI1!ly.

Tlillt 'iI(rJlnif~~pm~",j;(Jtfqn-wh;.(fk'lidlrtli,1t:'#Jl;rJl{fj,·t:~ri4.$<'n",;I'TlJi)1Yq

".. Buil .~. poi1fOliO "",u"~ 1M NoMI I'fil» W]l\lIljI€ Mollet' P<>tlf'llo n"",y
~.' ,Pro :(le3lilb~,;~fedlUe.)nCQIrt~,forthe:'rcrt oryowlife
> 'WP. rW()QllJ~,ml)f'AeMal'YAlnd ~n;it'~fl~hl;,

:.Blli 1)s;ati~vegg;:tJ1fJt~,u:WOI1~toutU~

')0>" •aUy reduoeor elimilitltetllXeSon Qur SooiaiS\l.cudtY1..rioome
:nmqAdvisofS,'(DFA)~ 'Th-e.'imsWer.,ti):1OOg,tci#·ilr#Sli,;igwl.tn:remai"kaHe,r~tiims

lulucp:tase afl~flllllhl~"Qule frum Y0ttr:r~Hreur~utl'1!ltl Uisttihulio.I,iS"
lind;:pt1msionp1atl,rollover tiP.Sj ,tricks,afu!;trl,'ps

1<),,,'11 from II recogniZed Jefferson 'City llrea Uiiancllll.
expert the right optloos fO£''j'Qu

1707 Snutlllluouutt.DJ'll'<l
Holt. Summit, 11'10

Please, nO't¢:thatI. ,pre:lentatiom; ~ .. extrel11tlY
POpula""t4I1lW¥&1\l11. Sealing is limlre<l. and ,o""v"ions will
be bandlcdonafirstcome,fU"St serv¢dl'bll3ia. To gUlU'~
"ad,g, Pick. up .pnonoan~ dial (80~). :!4'-4~15 an~ ¥Ivollle
RSVP code, or c. plorc and mail the reply "",d. Thalli: loul



YOUR PRESENTER

YOUR FOlJNDATION FOR ASECURERETIREMENT'rM

. iscomrnitted to alfo,,jlng .,enio, citizens wi,h an enjoyllble 0.0<:1 seom"
retirement. Gur enti'e lil\lDdationisb...d on providing thebes! po~ihle $ervice tor our clients.,
because ultimately out elient's grOwth and succeSs " what determines ours. Our' team of financial,
legal. >nd tax .professionals are dedicatcd to providing outstanding PClsotl;llized"ervl\:. to each and
every. cliem. Each represemacive draws upon a broad base ofknowltdse and experience in their area
of,",pertiseand iscommitred to helping you achieve all ofyour retirement goal..

.,.. "~-- "'~,:' ",",->,,-,,,~...,,,,,,,,.", '" ,

This kart eduQltkmal seminar with nO_~!:~~~lO llell ~~f~~5J!~~~,?~~ ind tb~r-e i$ no COtto.
obligation, We 8uarnmee that it wdlfietlmeWellspcnt. No Brokers Please

Securiti~ ofl:e.red thtough ~, Member NASD& SIpe.
_, .is OM J:.fm j;l (~d with



!
•
1

Join U~ for a Free Gourmet DiMer Presentation at:

f!m~ dJf}JI;,
?!()(Nt/jyJ/Yltafp

.12665 'BIg I:lend Blvd, Kil'kwood, MO 63.122
(Localed Qn 1Ii[J1Iend 80"",,,al11, 2/101.l!. or« ",il"w..<t ofI·271!)

TnurlldtIY, May 31st m:Wedn~, June 6th
6:J51"M

C,mlltry Club Dress CuUe; No Denim, Please.

CaU 1-80'-449·2231 for reservations.
07A1ll8

i';

"

Mtl1>t peoplu qIles1ioo tlt~<letlslon lMy are making lUl!;y il.,ucliily,
Wbat is !be~ 1I'i\l' 1)} PlY yoormo~&& Al'&j'QQ pllUmlnglJlt your
'retlremMl or VilLi. Sams? 'fbe&e que.l!lJ;llII ~I\\i 111~UY mure \I'll! be
ansWllroo ater~Ulnner.Prt!sentatlun. ibis is an.advantllld llul\lIela!
s....lnardesigned tU-aJlS\I'<lt _C011l1l!lS\!u'll' sndlas,

• Should f make eXtl'dJlrlTillipal paYllle.ts <In my mortgillel
• Wl1/lt lIIlllXlm milll!ll'1htyw eqully to "'\Irk, fur you.
• Hull' "']>1 gillI".most value ol1l ofmY retjl'l'JIl/lli1 p1;ln1Vhen Iretite?
" HowT;ll!lla'llful.loslng up1n 45'X. wmy retiremrmlplan dili\ributiIllis

bllaxes and penalltes!
" 'How tan IaCCllJlIlilalJ!, um:ess and ttansfermy mOlleY,I<J#rJl@
• Why tbe "interl!$l oll!J'''Ioat\wuld be yOW' rrlenoktot [oe.
" ll.ow to grow ym.U: UWOOY,lInked ltf the"mamel:, enjo)ling Its llMld.

palnelia" yet Mproletlod againstl""es.

...... LOOlNl't'.fUTn»lJIlCJll'EACHT1Jml. KIDSJI1JOUfMONlir. ..

...,. .AND W!W' THlll'OO.ll ANDMHIDWCLASSJlQ NOrt!

No Agents or BrtlKer, Please.



Chesterfield, MO 63017

loin Us for a Gogrmet Dinner Presentation

(all 1-800.449-2237 for {~~rv~tions.
"Collfitmec/" ReS(lWatiollS Required





• ELIMINATE TAXES on your SOCrAl SECURITY
• Eliminate Investment FEES
• t:L1MINATE market lOSSeS
• Make your MONEY al;ll;ollltery "SAFE"
• REDUCe your TAXES
• INCREASE your spendable INC{)ME
• (Jilt MARKET linked returns WITHOUT MARKET RISK
• Significantly INCREASE tM \/llIUIl ~f your IRA
• NEVER RUI-! Ol!l OF MONEY

This is an eduoatlonal workshop. There Is no obligallon and
nothing 10 buy. Ifmarried. we encourage boll1 of you loallend,
Because .spaoejs limited you must have areservation to attend,

lfyou are over50orretited,
you cannot afflJrd .
to miss these seminars.

TH ONES. AR
YOUR CURRENT ADVISOR
. . NOT!

WANT YOU TOATTE·ND

1541l/Mahch"slerRbad
1:111$\1111&. MO 63011

lillUIIDAY, April: 211,2001
10:311 AM

lIlESIJAY,May 15,211111
3:00 PM

WE.UlIAl, lIII&y1&, 2001
3:001'l1li

'I'IIRnAY, IIIIlly17, 2007 CALL TODAYI SPACE IS LIMITED!
Lo-__

3
:
O
_
O

'_l1li 800..805..8114
Sponsored by



..,

Download a l'ijg~U€ll;\olytiQ!l Vl;ll1?)QIl of thllO ooupon (Requires adobe .RClld<;r).

SAINT LOUIS. MO 63131



Reti ?Getting ready to retire?
Event for people ages

J1)m IlS to !ei\l1Illowtll~

•Ov('lClim" #le fears ofOUl1lVlHG y&Uf fetirementas5ets
•Use ilew lRStax laws fO help yoo and your family redlJ(€ your ta:«>s
•A\f\)id stock market dedDes &prOlcctY1)lJr assets
, limitltre ta,~ PA1N on Sodal $eUJrily benefits &increase spenoableinoome,.

AKH

ELLISVILLE
May 15,16, 17@3pm

RESElUfATlONS RBlUIRED
CAllTODAY
1-800-805-8114

_~......~."""",_mailo',"''''' "IID/m,ml_,uul'"'"3\wr-Iil;~IM"!.\l=lhla~i.l~I4(l JI.IfIHiill!l'!llItoo!U1W1fU

•



'."

Speclal Invitation: J~in lUi for Lunch or Dinner!
Your hoOl ' , 1 RFC, Cl'!l'.(lf , a lQailin& Agency r", sen'or R"nln;mem Planning

jn Missouri, aorlllal!y invJ!l'I! yt>" to aue.~ • CompllmontatY !;linnet worl<$!l0l'
00 ptOleotl"ll alld~lng ",uroml'llt assots.

"

.•~lUM'1Il:R
'I'hutllday

October 18,2007
4;1DPJll

JJ1NCR
Wednesday

October 17. 2007
10:10 am

IntodaJl" """'lOlll!o~.viroj"n,,1ll. ~oth1h<; l"Q<lernt~Q~ Sinte1.WI/""" chQQlllDs ot>l\l(lh ampi<! pace. find OUt.oout
1Il~ Oilrrllll1 ol!lms<>¥l8"'1d~ 6th 200~ \)yl'",;Wont Il<l!h.H<;w win -'~lm'W'" <>!'iJ>o\:you? How you
""" );IIDI<llt1'<'" ond ym>r lIunlly, TIm llO'I'WlmO>lt'Wifi .~ nolll\' j<oll Qft IIOW IllI!OO 10Ilnnges WiJl al'l''''tt:Yf'll­
YQlIMVS'l' lind O11\io!'~elt.

:tOpic, 10 a.mscrl$lMiI;
• h:roill tile M:eilloai<! 'lnll" How 10:prol.<:tYOUf""sots !'rom ooWtroplli<: lJl»<lSBll1l<l Nurslng

K""'"" wllfl<lutPlIl'_lrn! ""!1.....lvUlU~ing 1191"'lInSlll'we<!.

• mAJ40lll;'l'I, If: lien."" Il>at;rourl:lenoti \!IllI'lI ofy(>llfmtlrem,,"t-
J''''''' to'be.p tl1la trQm -!\lOY!'~1llI_ un
dr~IlI~li<1elly mA/4I11lt legallY J'1>'"~ I"'Dr l'l\IIll!J'.

• ~ 1""",JroIv WJow~1' Cll' ellm1llll,1''Xllxes 011 Sncilll SO<llltl~. W""".l Jncome, Capital
GaillS, llJlllllow to Pll1mo1ll9tllm'Xll0lll$.

• wan St.: $oo••1lrtd Mulul(\ ll'Ilnll:s _ 'r'li:'!!d onboiq l1'ripoy?Le_ ,Mwto In""'lt In tit.
!ltol:k M1ltl<<ltln til... ""cettallll!nles'wltltout rlllk.Seulon; ate daln~ tbls in~ """"bO)'$.

• P""~E-r Yllllr; pro;"to tQSI$i'mlilli"l!llll!ow; ordaDam,J'IIt it Is.000",,,yW""old.
:utO!lf"~$how y011 lIoww"",,)Iy "pr<!bllllt p>'<lof" )'Ollr ~.mta.

Wo'"" ellel",od rtokolo [or you "nd ya\lT 8,",...11,,,,",,,,.4 1xl\h bl101:>nm',.nd wl!'e sMuJd llltend. Nall1ing
will 1:>0 IlOlil m llUs w.hQP; we "'poot a,tlll! hOll'C, jl<) plea,dU1W Qrtl1aU ,he enclosod..ro. S""filll\
la linlllo<l. NO'1!l!"TJIlJ Qt :BIlll<ora please. '

To 8""I'AAtoe ..aUn~, pi....."",\«I;YWl' te.orvatioll by i>llll!nll today or OOl1ljll.te olld _4 ill the
omdo'od r"lllY <lll'd. y""',,uureilo "greo with 1"""l- ~ltondee' !hJlt' 'aid "Ihb i. the he,Und l1l1i>St
e>:cltlllll workshop r"" ."",,nllOni1od."

Protect Yoot'self &
from Medlcai





'"

t'More Money, Less Taxes"
Learn how to protect yourgainsl and growyour nest egg

y~u are cordially invited to attend aFREE rtducational and
entertaini1tg seminar with a complimentary light de$$erl

following this ninety-minute prtitientatron. Nothing willbe sold.

Thh preatmta1iPnwiU~s"t/Jff~ iS$ue~l
.. I..'EA.RN: How to heat tIle'l11I1idttlt ' il.1'Alns: How to redU,l';1e or

only'be\ll$in,~d 30% of.the time. ~iniIDllte m:es on Social SecuritY,
.. MONEY: ltQW to get aetllS$ to Capital Gains,.MdIn~t

DirotfiSlon,,1 Fund Advisorat1O lOil.d lll.CO!ne
mumll1 funds " JlISALTH:~ed illnesses now

.. INCOME:: How to ro.cre\lSe the ll.vtll'll$e $S5K II yea+; $0 l00J:n bow to
income you earn and not rWl. Ol,lt , eliminate long-term. carepremirirns

.. SBaJlUI'Y: l'IDw to uke through J1llllet,.backe.d lOOg-'teI:m care
adv:a.nmge of maxket Pm. ..~: How to hedgeJour
while avoiding market 10llllfS accounts using inversemndi.

As a SPECIAL HONUS - learn h()w )'00 can earn a
guaranteml12.7S% fot' the next 12 mon~bs.

Come and find out for yomsclf why HU1'WREDS of people
have atteilded our workilhops in the past 12 mont&l

HMol'G Money, leSG 'l8xes" will be pr~entedby
, President of. and
,President of

Do not miss this opportunity!

To secure seating, call our toll-free, 24-hour reservation line
1-800-243,,0999, Ext.. 52

nESSER1; LQC.6.naN1
Thursday, January 26, 2006 Marriott St. Louis West

7:00 p.m. 660 Maryville Centre Drive
Creve Coeur, MO 63141



1i
:1;,
I,
I·'

II
II

"I

~,.._-~.,-----~_.......---------...-,

FINANCIAL STRATEGIES FOR TURBULENT TIMES
In 2007rnillions ofAmerican retiree, riskbeci>rnil1gflnandal victims of world events;

The war in Iraq, Political unrest. The .rollcrcoasterof oil prices. The?tock markettighr-
lOpe and the changing balance or POWel inthe US, to name a few. "What's here today may

be gone ronlorroW. The good n.ews is, with th,New Year upon us, now is the beSt time
for you to rake action and take control to "buJler~proof"yom finances.

JOIN US FOR DINNER AND GET A "NEW Yl::AR FINANCr,~I. PHYSICAL"

You andupro;l adultguesu;are oordlallyinvited rojoin us foranenrertainit:rgatld
inf0rfi;lativ(\.clintlerscminar. Learn how to guaratll:eeJlou dou't outliveyour tll0ney,
keep the IRS out ofyourpocket&,protect yourspo~ and leave alegacy. You'll .gain

priceless knowledge andstratr,gics you.<;ajl implement it:omediately such as:

TOt'ICSOF INSrGIlr
'fhe"head-on" impact "rtlteGlohaI ecOnomy

Lcarnhow toprorecr yoursO'lf and tour heirs byncllttalizing the
cataclysmic effects of world events on your finances

Atrn YOllt$elf~ tlte I~ana .~e8'ta.:cs
Discover how to utilize deductions, cxdusi9nsancl exemptions to avoid
and eliminate ta:J<:<:s. on .<::apltalgain~, intercsrincome and yow: e,'\:ttl:

TabConti:o) OfYllllt nut's. and 401k'.
Avoid putting YOUt IRA or 401k in "taxprison". The best way topass-on
yourIRAor 40lKand howtoeliminatellny ma"agementfees
totllpletely

I *ve.·longer· titan'yoriJ:llloneyanilprotllctygyr spoWSl'
See how proper•~osltioriing ofyour<1$5ets In!il: ta:r-dcfcrted sltieldCl!n

.yicklmQreycars "fincomeagd protect y"ur indepondence fodife
Sqcial Sccutlty iUld the Gilt-I\0'9.

FJrst thcy gb'G l!lspur money then dwy take ir~war H9W to st"l' r,"ying
taxes on Sodal Sccu.rJty benefrts

. And manYl110re cYe--Cipening su"tcg1C'lll giwyou theltr,.nciO.!
pr<ltection yorlltced.in tlte New Y<l<tI: .• ,atid beyondl

Plus, 1J1!~ry dttlnuiee will beentltietlto our "Neu! :!'eat FindndalPhysical"

Jr"""""""'"""'''''''=o='''==0'7='''''=~
Join usaf

THE HElUil1QRD HOUSE
5001 Town C~nter Dr.• Leawood, KS66211

Jl
:1
I'
H
il

i
Dinner

We'ine"ct"y,J.nuary ;;rd OR
p;m.

Dinner
Thlltsda;y. J""""ry 411,

:1:15 p,m.
OR

Dinner
Tuesday, January 9th

3:15 p.M.

Please RSVP ,'{Jon. Seating is limitlJd.
Please c.illll"800-699-3879 to reserve seats today!



The "Soon,.., Relinment and Wealth :J>n>tootinn" workshop is
presented by ~ aod Foonder of

. ' a Registered Inveslment Advlsoc has
w;lrk~ with retired individuals fQrover lil yeaJ:S and is a well knQWn
financial Author who has helped thpusandS' belrer UJ100rSlliIld their
investment~ tax·saving optiOltS.

DINNER
'W'tl~:lir

O:t 5ept","",,:29,2004
3:tJB';;m1

DINNER
~.{4Y.

Sept"".«21~2004
4;00"",

WCATtQN
n,llri'rotSeafucd GrlQ

5<100_lll9tI1St_
Lea_KS6&209

DlNNER
n......y

Sop_1.:lOO4 Ill\
:l-1lO pm

Seating is limitel'l, Call1(llllO) 403-1356
10 ReserveYourSearToday!

This W<>.><I:sb.op is Ii",ired ,nindi,idMls age 55 and oM"'<lflIy ,viin
iID'~tabre assets 'of'lltleast$tO(MJOR Stock brQkers,. insurance agent5i

:igld fmariciaI J.!l1~;$~n6tpem1itred ~~d.

YOlla~C()o,rdjanyinvited to:atten4 ~.FREE ~~; Re-tirement and
W.alth Pro...uoo" WIl~ 0!11i dinne; This inlimnallon~ .nd
entol1liinlng even!: is!>y in._only 0!11i ~..Inslvcly for Individ.als
age 50 and nlderwltn bweslment pnrtfulins n€ $lfiC,OOO nr "'ore,

Duling thi!< i1in.... wewilll~""'"9proven teclmlquos to b.eIp YQIl
pro,lll'VOy"""capital,d.........your risk ""J"l'.ro, and rnducoyour kli<
burd.n.:!'l<l, this i. nol."llIber w•• p.-nlafum by YOOf iol:al brolrel'
~ fn$ora_ O!ll"'I about investing in tJw mn'\Ill1 fillld "fllle day. Y",,'H
leave with",,~'aml u~1 il>furmstion yon """a'" uJlon
ilmwdialely inelutliog;

~~wincm:n" ..ilhnutlald"llndd!licnal risks -
• E.... highmum. on ~.rmoo.,.. aniI eliminate .""".100..... llul

earnlllll.....ru> lOOt. 1099's!
• \VhoI Y"" m,,,t logan)' do to .""jd paying fa...00 your Social
$e<Drity~

.. (:rtI~~,a~n~,.w"~~JJ~ ~o~,!ll'eal1l,)'OOarlrl Y9Uf
~asecau DwetiXltfwe

.,A~id'"bei:9~€brceiL~Q'~e{(~raS$e~;$an4~deryoar'm~m~yto
Modinsld

1Y li\sy'W#ys~p~,Y~fami1y, £ro,m theJt~ss,eQ&t an~Jpng
del ",fProbAte

.. F'j~,qutptlW~"e\V:20~11Rk~'J~s"Q 'p:xin yonr$nconN:
and:a:tilte:valuefi

We'va ",,,:r,,,,.d a ._pass good fer r- and thror ill .duU
llllest<-V"nT din"'" and P"'ll""" al>«>botel¥ 1m , N...Ie,
P""" JI......a......M>eIIII'l<o ct til. W<1d:shop that 0e$1 fi..
yGltr ,clledul••

ATTEND ON!! 011 THESE FREE ElJUCATIONAL WORKSIlOPSI

.,
w:6l""'FS?1"1'1'lb

.~! j' ;''''''!ffi,pw4n·EJ ~ Hof"fl

f'3SllplId ~!'l>dJ llnittm!l~WlJJ

d(nrs-V-,JtJ!K\.J £J1l0~p3JOJC£ 1frF'ilft\;
'fllV rU31JJ::ilJ'!P(fja~\1

3il1S1i:rxa '31J.1 PU311fJ Of

1?3r!I1UC flll~rJ/}:J '3.nJ noK

Considt .9 the historically 10'.'\1 Interest ratl1~ uoo$Ual marKet
volatillly, economic gJobalizatlon, and the ten~.,sm threat. lhere
Is no doubt these are uncertain 1imas. It is more crucial than
e'"er for you to understand the nBW laws and pmgrams thatcan
affect your relJrement objectives. Come hear facts. not theory.
Oan't miss this opportunity to find out abOO\ strategies, designed
to work.

~.

rr·

"



"Asset Protection For Seniors"-

Bristol
Seafood Orill

2314 Technology Drive
O'Fallon, Mo. 63368

Dinner
Thursday, September 20th

at 4:30 pm

-Or·

(Por Retirees Only)

wrNGlIAVml'~
Cl)t1N'!'RYCLUIl

WingHaven
Country Club

7777 WlngHaven Blvd.
O'FallOn, MO 63368

Dinner
Wednesday, September 19th

at 4:30 pm

Presented by ..._,_
CEO and Faunae!' of: _. (est 1989}

(Come hear 18 years ofknowledge and experience.) .
Learn important new strategies and laws that concern only seniors and retirees.

Nothing will be sold and thereis NO cost to atteud.
W~ gya.."1!!'ltee It ""m be time wen sps:..tacwillpaiiIfu ",ith a O:.ee gourmet ml:'.ai.

/'

•You will learn how to earn returns, with guarallteesagainst market risK
• The new IRAl40lk tllX and distribution rules!
• How to stop losing your]~Al40lk to marketflUCtuJ1t1ons!
• How to protect your aSsets without Long Term Care IMurance. 'l'S.·.·· '! t
'H ' " J" ." . .pouses. rgeu 0

• 1;1'1-'1 to re",uce o~e Immate ta:e~on yoursocllll!)ecunty. .' ~tt&d!!

• Howw·gen~ute.guaranteed ;:::::l::~::u;:::cr ODtll~7

Dear

You are cordially invited to attend a FREE GQlJRMETMEAL. Thiseventis by
hivitation onJy. We expect the seats to fill up qUickly. Please RSVP to (800)769-1513
to guarantee your seat.



·,~,

f!I ".llone{Ao...I1IIIpn of Seeou,llIes 0""1.,,,
~o,pendtl1g 6t9-"n~c.Qrl$l,jfl'lo/.triJ~~~~~violatlQ~
~~J\tlpa JIl a\WtU1f;'~~,_~j~!.wy'jjG/Klll~~I~fI:lG
1Qr;m.tQI"ne(t,.dII$1lQtgem@tit.Qr·re.stlIUllofLoroers;of 1'AtJt'JI'M~!;yJit1m>,

fil'See6Uritioa end 1lx.~."lI" Com"'i••I"n
f19: p$nijilW::~r".(lnfVm.fid,-'OOneU1'Mlrtr~-~~:ed-~trtipii::t
1~$UiIh!Q-i!u.\tty'~'-~ee:f$lQn!l:,.-l\\ntQmljlment"~(iIt&;.or,

dlscirAtfla-1'y:~n_C1tons!

r;( ll.... llop.lttMnl$ 91(;o",...lt••,
QO'rnmereE'tIIUtit$:eeu~

No """""'e orOOJ1fl'mo<t""""'met1"""',oIalod ",,01".,
f'!~~IIiJtQ'lnanY~I'$~'9rd.~i,enfQ~me,Qt~j;>r)ii1t],)f
dIt;tIPJlnOlry:sellC~(lIli"

fil' ~,l'e~""'I, 1lIlolO.n<J !'!'lv.l.Ag_.~lj!O
tltili?atioo· Q,.oth<:r,agendM;,pn:i~Sklrtal·destl1natlop$i
m~mbel$hi,p ~anb;a1ioll1i,~nthMeF r~~~:t9(:furlher

InlieSt!gattQn~:oae4at4,

dOh••k
..~~l'i11l,l1'l'll!'r~rus(·relftUldViol~

me:~t~,Jhl,a,'1;It.ow.atd$.

Flll.p.rimenl.Il."U'••••
. Nop!Jndil'lJl;o(~nnrmf,ldl,XlosumerJrU$t:relQte\l'Violetton$

~'-IltI"s-lpa~~adVflI'&$d.~$lo,,~,.onf(f~a¢tilm~,or
~c1p1lra:ry ~af:l<;Uons. '

f!l1'l'lf...lo••l LIco."" Oirnol(
M~l~f&lr'l!fi9.ooe-.QfmOl'fl'Me()srdt~'i~.:Qt.~era1
~ulated.tlcens\iS:t()'Qfferir:nrur~A.cte:Qfflnancl.af,$fl'(Vl¢.(lil:.

REHR~NC~S

F;( On,,"O" BIIO~9",und O~..~
Nopendlr,S!Qf J::onllmled"reIQnycoUlik:tions ,~rtlOl1$\ltnar

lfUSl.ir¢.l~kidmi:;ijemeanor (X;lj)vJcllol)a;
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:FREE LUNCH & DINNIl~R WORKSHOPS
, Reveals All The lletails, Tlps~~dSecretsyou probably don't

know about fhe N(ilV DejicfJ lUidlicti011 'A(~t on()O~, Medieai(i
Eiigibllity, Vetetan's Deni;~ltsl!jll'l.H(lW10 Legally Protect Your'

Assi;tsl

€I Recei*e nuriii~g hmini benefii5 'from the government witbont
lo§.\ng ;¥.();u,dlic savin1its\' , , .

.. Use Y0'uf. Vetetans'Admii'listration beJil>tlts to pay for home
health care or a~iitedUving, (If you seryed during wartime)l

.. Avoid tbe most expensiv~mistakepet5P~e make trying to' pay
for 101lg~tenn'care! '" ~,'" .

.. Use a gove111ment backed progtain to pay for long-tenn care
insurance without touching one penny or your income,.
savings or investmont dollars!

.. Use your IRA to pay for long·h~nn care without disinheriting
your children and grandchildren!

.. Use a gov.ernment bacK-ed program to access tax~free casb
~d increase sp"endable income - without touchilll?;YO\ll' assets,

.. How you may dramatically increase your interest earnings
while safeguarding your investments from risk!

.. How to leave your IRA TAX·FRJ3E to your heirs!
Plus filllcl! more!
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Good
Health? _

Spouse's
Birth Date: _

{plmsl! ctJJuplete the top section ofthisform, NQJY.j
{These forms will be collected at the end ofthe workshop.}

Date: . Worlcshop Locatio~: _.~ ----
Name(s); -_
Marital Status: () Marri.ed ( ) Widowed ( ) Divorced ( ) Sin~e
Address.:
City! Zip-;,--·-_----------~Pb~one;
Your Good
Bil.'lh Date:. Realth? _

(flWe) neR!! to Ie/un more «lNmt! 0 Check Strategy (#'8)
o #1 How J11embera earn 3.7;:1% on a money market throu~

o #2 Medicare Part D

o #3 Long Term Care alternatives {Get lour mMgY back itl!.oJl do not use in.
o #4 Tax free woney through.Reverse Mortgages
o #.5 Multi-Generational IRA- {§.ecm:es (amilr.1egaf;F fOr vow chillr,n & grllndcl,Udrcnl
o #6 How tt> reduee orellminate incometaxes on your social security benefits'
o #7 How to earnhigher intcrcsi: rates thM on CD's, & lllop paying yearly on the earnings
o #8 How to share in lnar'kllt gjl!ns with uo market losses
o #9Varill.blll Annuity R,e$Cllll Program

o #lO How the IRS tax-free exohMges on existing armuitles Md cash value life
iUSuraI.lCl:\ canbenefit you

Monday
Tuesday
Wednesday
Thursday
Friday

Morning Mternmm.. Evening

Atyour honw.OR Attht oJJice

o FREE Yz hour with attorney _



?,"ouart .cord1.alfJJ inviteito attendaComptimeuta1Jj q)inne.r!

Retirement Needs Worl{Sbol!
This FREEeducational workshop, may hold the keyto thecarefrlle retirement years you
havealwayswanled. Avolcleost1y mistakes that CaUse senIors to lose their financial
independence!
This powetful,illteraClive work.~hopl~ designed to demonstrate how you can reach yonr
retirement goals, and to educate you on how 10 applyswJtegiesthal will give you
PE;ACE 01<' MINDl

T()pks To Be Di/lcllss~ Include:
q TIlIw advall,tllgll ofmarlwt gaIns WITHOUT takinglllArketiosses!
q Bllnellt from Long Term Care protecti611 andgl,ltyUtlr mQlleybacK.
q Reverse Murtgages- How to oohverthome equ!tyinto'l'ax-Free Income,
q Earn bigbcl' retnrns &eliminatennnual tallies on the earnings- NO 11ll/9'sl
q l\iaximizllyoutIRA witilthe newest changes in the~ law.
qReduce or cllmmateiucllnletaXlllioll YOUl' social securilJ beJlllfits.
q I.elIrn secrets that Wall Slrcelwilluever tellyot1.
q How the IRSta1l',f!:ee tlXcbangllScan bentlfit you.

• •Pleasecall1·888·.512-SZ(}S to make a reservation for you and up to 3g;ucsts.
Please join tIS fora complimentary dinner. We look forward to seeing you there.

§ Tuesday, July 11th. 2006
6:00PM

§ Tlmrsday.;[ulY 13tl!, 2006
5:00PM

. ,who
'wailH6pro\:ccfihCiiprincipal, but still have the oppa,tunity to obtain significant growth. Seniors who

consult with often flnd that they maximize the growth of their money and IDinimiGe the
taxes Ihat they pay. This will ensure that they do 1101 outlive their retirement funds, and obtain better
protection for their financial future.

SEATING IS LIMITEDl To make yom reservation call
1.888-512·5265 TODAYl
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Come joh1. me and learn what hundreds
ofyour neighbors have already learned

about decreasing taxes, increasing
inCOme and protectinJil tlieir Estates!

1.11",1.1""1111,,""U"II.1,I,;1,,1," I,I"I.I"II ,ll...1

D_

Arc YCIU aware that when,the gO;ee1lllllem makes Qll!Ulges t<l!&X laws they don't llh,"ays'let YQU r"llcw? Did you
know your lRA/401{k) C!III \;0 taxed twice, iMving YOIll' boncficiarles with just II fmotion af your bard-.eamed
savings? Act now! Then> itI something you Cllll dQ about it,

please call today to camura your scats for OUl' Financial ConMnlS far Retirees .$.!l!!l1!lal', or those about
to retire, and !<)Ceivv the mo~t up.tp.date fncls ahout..several cestly mistakes your peeN! have alreallY made and
weren't even l\wnre they didl I will share with you conceJ'llS facIng YOU a',td yOlll' eStllte, !,wen ones you may !\Ot
:have kuOWII existed! YQij'l! g<;t the latest tips f<:>r maxlmmngrctlramcnt income liud minimizing federal taxcs.

Rcmemh"p The gov~mment WILL NOT notify yOll of YOllr eligibility for major tal( savin&!, or new IRA
legislati(ll1 that could benefllyoul You must filld {Jut for yonrself!

Mhisinlf flus Wlll'kslwp meanslOU won't ha.ve the cbance to lelll1l more aoout..,.

• hlCOlne 0l'tlol1s InLTf.lPJing your spendsble fflCOl1ln
• Medicaid A1'01d11tg Medicaid traps
• Wall Street Mytlls /lndFears about Wall Stroot
• CDs IncrelPJlng yonr Cb money
• Pruhllie Understalldillg pt'Obale mid lrllllts, 'lI1ld tlic prol<)Ctlon -they /jjl1J' or

may Iwtbring your eliM" '

• Savings on Tall;es Lowering and/or eliminating taxes 011 Social Security, interest
Income, capitllI;gainS, and more!

WlIrkshop Schedule

DINNER DThlliER LOeATION
Thursda.y QR 11mrsd:r AT lfotellJcVille

February 15"',2007 February22 ,2007 319 West Miller Street
4:00 I'M 4:00 I'M Jefferson City, MO 6510J

NOTHING will be sold at this semlnar.and ameal will be provided following the workshop ilt no cost to you. HUI'f.'il
Seating.is limited, so plense don't walt until it's too late to d,o something to protect yourself, your spouse llnd you]'
e$lll1C. Call, TOLL.FREE, 1·86(i..656·3817 NOWand (eaerve your spots today!

Sincerely,
<

1'.Il. Don't forget to bring a friend! Odfyou're n\!ll!.led,please hring your SpOuse. Ifyouhated What Wall Sllu"t did
to}'Our portfolio, wait till you see whatMedicaid could ootoyour Ncst Eggli

Agents, Brakers, .ondLowyers arenOJpermftted 10 attend'


