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“The one unchangeable certainty is 
that nothing is certain or unchange-
able.” 

John F. Kennedy

Taxes, health care, retirement... 
there are many pertinent issues 

that advisors 
must continu-
ally address 
and reevaluate 
for our clients. 
Nothing stays 
the same for-
ever. Not our 
clients’ lives, 
their goals, or 
the laws that 
will impact our clients’ decisions in 
small and large ways. 2011 promises 
to be a year full of potential changes 

in laws. Clients will be looking to 
us for guidance and advice in order 
to understand these changes and 
any possible impact on their current 
planning choices, and it is our re-
sponsibility to remain on top of these 
changes in law, so that we may best 
address our clients’ questions and 
concerns.

The Financial Planning Association 
of Southern Wisconsin is committed 
to supporting the financial planning 
profession and ensuring that its 
members stay up to date on changes 
as we move into the new year. We 
will jump start 2011 with our first 
quarterly meeting in January with 
Dr. Carolyn McClanahan speaking 
on Healthcare Reform. In addition, 

From The President

Planning for Change

January Meeting
How Healthcare Reform Affects You & Your Clients 

and Insurability Rules 
Carolyn McClanahan, M.D., CFP®

Life Planning Partners, Inc.

Thursday, January 20, 2011
7:30 a.m. to 12:05 p.m.

Country Springs Hotel & Conference Center
2810 Golf Road, Pewaukee 

Cost: $129 Members • $169  Non-Members • $60 Students
price includes served breakfast & materials

We have applied for 4 CFP and 4 WI Insurance CE and 4 CLE credits.
For more info: call 414/358-9260 or go to www.fpasw.org
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although we only recently 
held our 2010 symposium, 
preparations are already 
underway for the 2011 
symposium, appropri-
ately titled “Planning for 
Change: Putting the Right 
Pieces Together”.  

My sincere thank you to all 
board members and volun-

Planning for Change, cont. from p. 1
teers who contributed their 
time and talent this year 
to help our chapter remain 
a strong organization with 
the ability to respond to 
members’ needs. We wish 
the best to our incoming 
President, Kevin Reardon, 
and thank him for his will-
ingness to lead our chapter 
in 2011. A great thank 

you, as well, to the incom-
ing 2011 board members 
for their willingness to 
further their commitment 
to and involvement with 
our organization. 

We hope that you find 
value in the work done by 
the Financial Planning 
Association of Southern 

Wisconsin. As we move 
forward, we urge you to 
consider looking for ways 
to further your involve-
ment with our chapter. 

Thank you for a great 
year. Enjoy the holidays.
 
Sarah Ehrhardt, JD
2010 President
 

Having just returned 
from the FPA Leader-

ship Conference in Denver, 
I’m continuously amazed 
at all that FPA has to of-
fer.  As we discussed the 
key benefits of an FPA 
membership, the key 
terms that kept popping 
up were:  Networking, 
Leadership, Advocacy, 
Education, and Commu-
nity.  As practitioners on 
the front lines of financial 
planning every day, we all 
understand the challenges 
of serving our clients, 
running our practices, 
contributing back to our 
communities, and keeping 
our skill set current in our 
ever changing economy 
and industry.  

Much thought and energy 
centered on the idea of Fi-
nancial Planning as a pro-
fession, and the ongoing 
discussion of the potential 
establishment of a Fidu-
ciary Standard. It is at this 

From The Incoming President

An Invitation to Leadership
time of dramatic change 
that our membership in 
FPA is proving to be an in-
valuable resource as all of 
us help to shape the future 
of our profession. With 
FPA working for us, now is 
the critical time for every-
one in our local Southern 
Wisconsin Chapter to come 
together and help form the 
direction of our profession. 
Consider this your person-
al invitation to be involved 
with the Chapter. To learn 
more about the various op-
portunities to be involved 
and contribute, please call 
me or any of our volunteer 
board members.  

I would like to offer a 
special thank you to Sarah 
Ehrhardt who has ably 
served as our President 
during the last year. 
Thanks to her leadership 
and commitment, your 
local FPA Chapter is in 
great shape and is going 
above and beyond in pro-

viding value to your FPA 
membership. I’m excited 

to announce that David 
Dewey is our President 

continued on p. 3
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Happy  
Anniversary
10 Years

Daniel A. Flees, •	
McNeely Financial 
Services
Michael L. Johnson, •	
CFP®, Raymond James 
Financial Services
Tom Wargin, CFP•	 ®, 
Liberty Financial Group, 
Inc.

5 Years

Thomas R. Anderson,  ●
CFP®, Northwestern 
Mutual

Debra B. Carter, CFP ● ®, 
Linsco Private Ledger

Kent N. Jensen, CFP ● ®, 
Thrivent Financial for 
Lutherans

Eric D. Kallies, CFP ● ®

Mark J. McClennon,  ●
CFP®, Northwestern 
Mutual Financial 
Network

Bryan Sadoff ● ,  
Sadoff Investment 
Management

Gary Sawyer, CFP ● ®, 
Growthplus, LLC

David Spano, CFP ● ®,  
Annex Wealth 
Management, Inc.

Lisa M. Andrews  ●
CFP®, Modern Financial 
Planning, LLC

Jeff G. Becker  ●

Forrest Friedow,  ●
North Star Resource 
Group

Hannah Jacobsen ● , 
UW Madison

Mark	A.	Karpfinger	 ●
CFP®, Ameriprise 
Financial Services, Inc.

Brad Mueller CLU,  ●
FLMI,  
Clifton Gunderson 
Wealth Management

Jim Salerno ● ,  
Plumb Funds

Jayson Voigt CFP ● ®, 
Voigt Financial Group

Daniel W. Wilson,  ●
CedarPoint Investment 
Advisors, Inc.

Welcome  
New Members

Statement  
of Purpose

The Financial Planning  
Association of  

Southern  Wisconsin 
exists to promote the  

financial planning 
process and advance  
the financial planning  

profession.

Elect for the coming year. 
Thanks to David’s leader-
ship, our Partnerships 
with affiliated profes-
sionals have flourished, 
allowing us to add valued 
programs to your member-
ship. Lastly, we’re blessed 
with a committed board 
of directors that provide a 
level of wisdom and experi-
ence that any organization 
would be proud to have. 

It will be an honor to serve 
as your President next 
year. Looking at our initia-
tives next year, we take 

Leadership, cont. from p. 2
pause to review the aim 
of FPA-SW, which is to 
foster the value of finan-
cial planning and advance 
the financial planning 
profession. At this time of 
great change, comes great 
opportunity. Now more 
than ever, we need FPA 
and FPA needs us. I invite 
all of us to step up to the 
challenge in shaping our 
industry for the decades 
ahead.

Kevin M. Reardon, CFP® 
2011 President
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Thanks to Our 
2010 Partners

By Matt Anderson

Most advisors are still 
looking for a way to 

ask for referrals that feels 
comfortable. Granted, 
many of the first concerns 
people have about asking 
are mental. They are false 
beliefs that get in the way, 
such as “I feel pushy” or 
“it makes me look desper-
ate.” This would be a fair 
concern if you haven’t 
brought much value or 
the relationship is purely 
transactional. 

But once you are clear 
that you have earned the 
referral (see Step 2 below), 
your focus needs to be on 
developing the skills to ask 
effectively and on know-
ing what to say that works 
with the 21st century 
consumer. I repeat: get-
ting good at bringing 
in quality referrals is 
a learnable skill. It is 
about developing a conver-
sation you can get comfort-
able with that feels like a 
natural train of thought.

Your brain connects the 
dots as you talk: 

You hear that your cli-1. 
ent is happy.
You realize there must 2. 
be others that have 
similar needs.
YOU identify specific 3. 
people/doors for your 
client to open for you.

The 6 Steps to a Fearless  
Referral Conversation

You coach them about 4. 
what to say so you get a 
warmed up referral. 

Here’s how these dots con-
nect in the 6 steps:

Acknowledge Your  
Client
GALLUP research has 
found that we are starved 
of positive recognition. 
Lack of it is the main rea-
son people choose to leave 
their jobs. It’s the primary 
need we have after food, 
clothing and shelter. So 
take some time towards 
the end of a meeting to 
give specific, sincere feed-
back about the intelligent 
decisions your client has 
made. Consider using a 
statistic that demonstrates 
how few people are as wise 
as they are. Share a story 
with an example that re-
minds them of the pitfalls 
they are now avoiding. 

Just be aware that com-
mending others is a skill 
and most advisors need 
time to practice this. Most 
of us do a pretty weak job 
of this. Lastly, pause to let 
your compliments sink in.

Value Conversation
Now your client is feel-
ing pleased, you request 
positive feedback. Ask an 
open-ended question along 
the lines of: “What has 
been most valuable for you 
about our work together so 
far?”

You will hear in the tone of 
the client’s voice whether 
you have earned the 
referral or not. Do not go 
to Step 3 if the response 
you get is flat. Simply ask 
what you can improve on 
and address that.

Feel comfortable digging. 
Many clients need more 
time to think, so after 
their first response, say: “I 
appreciate the feedback. 
Anything else that’s been 
helpful?”

Get	Specific
This is the most important 
step. It does NOT work to 
ask: “Who else might ben-
efit from my work?” Most 
people do not talk to others 
about what you do so they 
will shake their heads and 
tell you they can’t think of 
anyone.

It is YOUR JOB to know 
ahead of time who you 
would like them to intro-
duce you to OR which door 
you would like them to 
open for you (maybe they 
can get you into a compa-
ny/organization/workshop/
event/center of influence 
meeting). You identify 
these opportunities by 
having curious conversa-
tions to ‘fish’ for important 
people/groups in their life 
that they LIKE (otherwise 
they won’t be comfortable 
asking for you). Or use the 
internet and social media 

continued on p. 5
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We partner with the 
experts...you.

INNOVATIVE TRUST SERVICES

We do not manage money, we leave it to you...the 
expert. Instead, we partner with you—investment 
managers, advisors, and financial planners to provide the 
best package of trust services for your clients. We are 
not affiliated with banks or brokers, so we can focus on 
each client’s best interests with flexibility and objectivity.

PPartner with us...an innovative, smart solution.

866.380.9969  |  www.fiduciarypartners.com

to find people they are con-
nected to.

Either ask directly about a 
specific person or ask the 
expert (the client). “I’m re-
ally glad that you’ve found 
our work so valuable. I 
know you mentioned that 
there are five other part-
ners here at ABC Compa-
ny. I’m guessing you don’t 
spend much time talking 
about the kinds of things 
we’ve discussed (!) (see 
STEP 4), but how would 
YOU recommend reach-

ing out to them to see who 
might be open to hearing 
from me because it’s very 
rare that I meet someone 
in their situation that I 
can’t help?”

Try this a few times and 
you will be really glad you 
read this article. Your cli-
ents will respond so much 
more positively to being 
asked for their advice than 
you telling them what to 
do. The worst-case scenar-
io is they are unsure and 
you feed them some sug-

gestions. But most of the 
time your outcome will be 
better as they become your 
advocates helping people 
they care about.

Reduce the Client’s  
Resistance
Weave into your referral 
request an acknowledg-
ment that you don’t expect 
your client to know all 
about the other person’s 
financial situation. This is 
a subtle yet valuable point 
to make. Most people do 
not know what others do 
with their finances. Their 
doubt and sensitivity with 
the topic is one key reason 
why you sense resistance.
 
Coach the Client  
How to Warm Up  
the Referral
If you just have the name 
and number of someone 
not expecting your call, it 
will only lead to business 
about 15% of the time. If 
you get it warmed up so 
your prospect has agreed 
to hear from you, your 
chances of business go up 
to 50%. It’s worth taking 
the extra step.

It is your job to put your-
self in your client’s shoes 
and figure out with them 
what the most effective 
and comfortable way will 
be for them to open the 
door for you. Personal 
introduction? Face to face 
conversation? Email?

“All you need to tell them 
is what another client of 
mine tells his colleagues: I 
don’t know how happy you 
are with your current advi-
sor but Matt’s great. I’d 
recommend at least having 
a quick conversation with 
him. Would you mind if 
he drops you a line some 
time?”

Keep Control of  
the Process
Ask: “When should I get 
back to you to see who 
might be interested?” Do 
not change the wording 
on this! Let your client 
verbally commit to you. 
Following up is easier and 
far more effective when it 
is their idea.

Practice these steps until 
they flow for you. You will 
get results.

The Heart of
Financial 
Planning

Being the community that 
brings together those who 
deliver financial planning, 
those who support it and 
those who benefit from it.

Fearless Referrals, cont. from p. 4
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The next FPA-SW 
Practice Management 

meeting will be on Thurs-
day, December 9. Our topic 
will be Investing in a Top-
Down World, with discus-
sion led by Vladimir Milev, 
CFA, financial analyst at 
Metzler/Payden, LLC. 

This will be a timely up-
date on the current global 
investment environment 
and a great opportunity to 
ask questions and discuss 
with peers its impact on 
financial planning.

Vladimir Milev, CFA, is a 
vice president and finan-
cial investment analyst 
who focuses on global 
emerging markets, specifi-
cally emerging Europe. 

Previously he was a trea-
sury and emerging-mar-
kets bond trader. Milev 
is a member of the CFA 
Institute and the CFA 
Society of Los Angeles.

Practice Management Meeting

December Meeting
Investing in a Top-Down World

Thursday, December 9th
6:00 p.m – 7:00 p.m.

Kowal Investment Group
N16 W24132 Prairie Court, Ste 200, Waukesha

If you would like to attend this Practice Management 
event or have any questions please contact:

Zach Newcomer, CFA
414-326-3207

znewcomer@redgranite.com

Practice Management is 
open to all FPA members 
and new participants are 
encouraged and welcome 
to attend. This event has 
been approved for 1 hour 
of continuing education 
(CE) credit with both the 
Wisconsin Office of the 
Commissioner of Insur-
ance and the Certified 
Financial Planners Board.

Attendees will:
Recognize persistent • 
country-specific return 
dispersion over time 
across asset classes;
Master a unique frame-• 
work to analyze various 
asset classes from a top-
down perspective;
Recognize the relative • 
importance of various 
aspects of fundamental 
and technical analysis in 
asset allocation;
Learn how to apply the • 
framework through 
examples.

FPA-SW is excited to of-
fer you your very own 

season pass to our quarter-
ly educational meetings. 

Member rates for our 
quarterly meetings are 
$129 each. Purchase your 
meeting passes for an 
exceptional bargain.

We are offering 4-meeting 
passes for $375 (roughly a 
27% discount) or a 3-meet-
ing pass for $350 (roughly 
a 10% discount)

Meeting passes will be of-
fered for the 2011 season, 
now through our first 
quarterly meeting to be 
held on January 20th. 

Season Passes  
Now Available

Passes must be used by 
members only. They can 
only be used at regularly 
priced quarterly meetings; 
all other meetings are not 
included. The pass must 
be used by the purchaser 
and cannot be transferred.  
Please note that Season 
Pass holders must also 
register for meetings in 
advance.

Please see the calendar on 
the last page of this news-
letter for 2011 quarterly 
meeting dates and topics.

Use the form below to or-
der your Season Pass now.

Name _____________________________________________

Telephone _________________________________________

E-mail ____________________________________________

I would like a:   4-meeting pass     3-meeting pass

Credit Card # ______________________________________

Expiration Date ____________________________________

Cardholder’s Name _________________________________

Signature _________________________________________

Please submit this form with check or credit card num-
ber (fax 414-258-9261 or mail to FPA-SW 6949 N. 100th 
St., Milwaukee, WI  53224).
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By Dr. Eric Weiner

Woody Allen tells a 
joke about a guy who 

goes to a psychiatrist and 
says, “Doc, my brother’s 
crazy, he thinks he’s a 
chicken.” The doctor says, 
“That’s preposterous. Have 
you told him so?” and the 
guy says, “I would, but I 
need the eggs.” 

Why do clients do what ap-
pear to be irrational, nutty 
things with money? They 
over and under spend, pro-
crastinate, and purchase 
lottery tickets knowing the 
outrageous odds against 
winning. They may in-
sist upon a conservative 
investment strategy and 
then come in one day with 
a “hot tip” and want to 
risk it all. They continue 
to pay for insurance on a 
broken down family vaca-
tion home that hasn’t been 
visited in 20 years. As 
financial advisors we need 
to understand the family 
money story and what is 
going on beyond the num-
bers. 
 
How do we make sense 
out of this?  
If we look at this from the 
traditional information 
gathering perspective it 
is difficult to understand. 
What do we discover about 
clients when we collect 
data on their monthly cash 
flow analysis, personal 
financial statements, loan 

The Family Money Story:  
Looking Beyond the Numbers

information, investment 
planning, risk tolerance, 
retirement planning, tax 
planning, and charitable 
giving? This is just the 
tip of the iceberg with 
surface information but 
very little below.  

Clients make many 
financial decisions that 
are not based on their 
finances. Most of these 
decisions are based on 
beliefs and emotions 
grounded in their fam-
ily history with money. 
This is why financial 
institutions and advisors 
need to search for more in-
formation about why their 
clients “need the eggs.” 

What will help? 
A genogram or family tree 
can help financial advisors 
understand their clients on 
a whole new level. A geno-
gram gives us much more 
information about how and 
why an individual behaves 
and makes decisions.  

Jim’s Story
Jim grew up in New York 
and became a corporate ex-
ecutive making well over a 
million dollars a year. This 
was, of course, an exciting 
challenge for his financial 
advisor, Jennifer. After a 
year of meetings and dis-
cussions, Jim and Jennifer 
could come to no agree-
ment about investment 
strategy. Understand-
ably frustrated, Jennifer 

decided to take the infor-
mation gathering process 
one step further. She used 
the genogram. She asked 
questions to learn more 

about Jim’s relationship 
with money as well as his 
family money story.

To her surprise, Jenni-
fer learned that Jim had 
experienced an impover-
ished upbringing, which 
resulted in a fear of letting 
go of his money. For Jim, 
money represented secu-
rity that he never had as a 
child. The idea of putting  
hard-earned money at risk 
frightened him. He said 
that if he risked his money 
he would never be able to 
get a good night’s sleep. 

Jennifer learned that Jim’s 
parents had lost a consid-
erable amount of money 
in a business deal that 
hit the family hard. Jim 
reported that during this 
time his parents were dis-
tracted and distanced from 
him and his siblings. 

Before Jim was able to de-
cide for himself what was 
important about money, he 
learned as a child that he 
should be extremely cau-

tious with any kind of 
financial transactions. 
Loss of money meant 
loss of security and fam-
ily. Even as a success-
ful and wealthy adult, 
these strong messages 
remained. 

Jim’s family money 
story gave Jennifer 
insights into his reluc-
tance to invest. She was 
able to construct a new 

and successful strategy. 
She was also able to en-
courage Jim to take small, 
conservative steps. Jim is 
now reaping rewards on 
his investments and sleeps 
well at night. 

Get Results
What may seem like a soft 
approach is just the thing 
that gets hard results. 
Client money goes to the 
financial advisor who 
captures the heart and the 
soul of their clients. Doing 
so means going beyond the 
basic financial informa-
tion. After all, you don’t 
want to be caught leaving 
all your eggs in one basket.

Dr. Eric Weiner is a thera-
pist, coach, consultant and 
speaker. He helps families 
clarify a legacy that pre-
serves both physical assets 
and family relationships.
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“Security is mostly a super-
stition. It does not exist in 
nature, nor do the children 
of men as a whole experi-
ence it. Avoiding danger 
is no safer in the long run 
than outright exposure. 
Life is either a daring ad-
venture, or nothing.” 

These are the words 
of the woman who 

became the poster child for 
overcoming adversity. A 
woman who was isolated 
into the two dimensional 
world of touch and smell 
at the age of 19 months. 
Yet, she went on to inspire 

The Un-Comfort Zone with Robert Wilson

Change Please
millions around the world. 
Sightless and deaf, Helen 
Keller resolved to make 
something of her life. She 
lived with a keen under-
standing that change is 
inevitable, but growth is 
intentional. Unwilling to 
give in to her blindness, 
she chose to strive for a 
normal life.

Motivation is all about mo-
tion or movement. In other 
words, if you are comfort-
able, if you are happy and 
content, then you DO NOT 
move. You do not change. 
Why would you? On the 

other hand, if you are 
uncomfortable, if you’re 
unhappy, then you want to 
change. You want to move 
back toward your comfort 
zone. There are millions 
of motivators in the world 
and all of us at any one 
time is being motivated  
by a dozen or more: Hun-
ger, Safety, Sex, Love, 
Enlightenment to name 
just a few. 

Interestingly, you can take 
all those motivators and 
boil them down to a varia-
tion of two basic emotions: 
Fear and Desire. You are 
either moving toward 
something you desire; or 
you are moving away from 
something you fear.

Fear, however, can be-
come paralyzing and will 
keep us in an un-comfort 
zone because we fear the 
perceived discomfort that 
comes with change. We 
fear that change could 
open a Pandora’s Box of 
more and scarier changes. 
I’ve seen it in relationships 
and in business.

I know a married couple 
who over the years have 
drifted apart and their 
marriage has become 
stagnant. I know they both 
desire greater intimacy 
with the other, but they 
both fear rejection and so 
they do nothing.

I know a small business 
owner who watched his 
business shrink in the 

recent recession. His self-
esteem is closely tied to 
his success and his falling 
income triggered fears of 
inadequacy. Frozen by fear 
into doing the same thing 
over and over again and 
expecting different results, 
he has not adapted to the 
changes going on in his 
market.

Helen Keller once again 
has wise words for such 
situations, “When one door 
of happiness closes, an-
other opens; but often we 
look so long at the closed 
door that we do not see the 
one which has been opened 
for us.”

When couples try new 
things together they 
actually stimulate the 
receptors in their brains 
that invoke the feelings of 
romance. Taking a class 
or starting a new hobby 
together is a great way 
for couples to renew their 
feelings for each other and 
discover a greater depth of 
intimacy.

For small business  
owners, a recession is a 
great time to try out a new 
idea or innovation. It at-
tracts renewed interest in 
the business and can even 
create new customers and 
open new markets.

The trick is getting com-
fortable with change a 
little at a time. Start en-
gaging in simple changes 414-278-0590

www.northern-oak.com

Investing Isn’t a Juggling Act.
Diversify, Simplify & Lower Costs.

st
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continued on p. 9
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at home. Low risk changes 
will generate immediate 
rewards. Here are a few 
you can make that will 
help you get into a habit of 
adapting to change:

If you drink coffee every 
day, switch to tea for a 
week. If you always listen 
to rock music on the radio, 
switch to country, jazz, or 
classical for a week. Rear-
range one piece of furni-
ture in your house. Read a 
section of the newspaper 
that you’ve never read 
before. Take a continu-

Change Please  
cont. from p. 8

ing education class in a 
subject not related to your 
career. Join a hobby group 
on MeetUp.com. Taste an 
ethnic food that you’ve 
never tried before, (as an 
alternative revisit a food 
you think you hate).

Robert Evans Wilson, Jr. is 
a motivational speaker and 
humorist. He works with 
companies that want to be 
more competitive and with 
people who want to think 
like innovators. For more 
information on Robert’s 
programs visit www.jump 

We are very pleased to 
announce our 2011 Board 
of Directors. A nominating 
committee took a careful 
look at the Chapter’s lead-
ership and what strengths 
were needed in order to 
meet the challenges facing 
us in the coming year. 
They have finalized a slate 
of members who are pas-
sionate about FPA-SW and 
the areas that they will 
serve for the coming year. 

Chairman 
Sarah Ehrhardt

President  
Kevin Reardon

President-Elect 
David Dewey

Treasurer 
Diane Byrne

Secretary 
Kelly Savatski

Membership 
Zach Newcomer

Career Development 
Neil Dinndorf

Programs 
Jim Cantrell and  
Curt Fuszard

PR/Public Awareness 

Welcome to Our 2011 
Board of Directors

Liz Pollock and  
Laura Wilcox

Partners 
David Dewey

Government Relations 
Bill Kramer

Communications 
Scott Hirschfeld

One of the major goals for 
each Board member is to 
deepen the committee that 
they oversee. Committee 
members are the lifeblood 
of the Chapter and serving 
on a committee allows 
members to pursue issues 
and tasks that they feel 
strongly about, as well as 
gain leadership experience 
with an eye toward future 
Board service.

Please consider contacting 
a Board member and 
offering your assistance. 
You’ll meet great 
people who share your 
professional goals, and 
you’ll gain knowledge and 
experience while helping 
to ensure the success of 
your local FPA Chapter.

Have you seen FPA’s new website look? If not, go to 
www.fpanet.org and check it out. The website has 

made one easy place to go for consumers and planners. 

Planners can go to the Financial Professionals area to 
get the latest information on what is happening in FPA. 
Don’t forget to check out the Practice Management 
center under Careers and Practice for lots of useful 
information.

Member Services Info
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The Career Develop-
ment Committee is 

pleased to announce the 
recipient of the CFP® exam 
scholarship for the Novem-
ber examination. Kayla A. 
Nikula, a recent graduate 
of the UW-Madison Per-
sonal Finance program, 
was chosen as the re-
cipient of our most recent 
scholarship. 

The scholarship is present-
ed three times per year 
around the CFP® exam 
dates and provides finan-
cial assistance to students 
pursuing the CERTIFIED 
FINANCIAL PLANNER™ 
certification. 

It is open to candidates 
who meet the following 
requirements:

Wisconsin resident1. 
Completing the final 2. 
class in a CFP® Cer-
tification Education 
Program
Registered for a CFP3. ® 
Exam Review Class 

Scholarship 
Recipient Selected

in preparation for the 
CFP® Exam.
Paying for the class 4. 
without being reim-
bursed from his or her 
employer.

The next scholarship will 
be awarded in February 
2011 for the March 18-
19, 2011 examination. 
The deadline for appli-
cations is January 15, 
2011. Please contact Neil 
Dinndorf at 608-826-2342 
or dinndorfn@sva.com for 
more information.

Forms are also available 
on our website at www.
fpasw.org.

If you would like to donate 
to the scholarship fund 
or would like to obtain 
additional information on 
how to apply for future 
scholarships, please con-
tact Karen Hendrickson at 
414-358-9260 or karen 
hendrickson@bizwi.rr.com. 

Save the date for our March continuing education 
program! Join us for a practical, solutions-based  

approach to estate and income tax planning post-2010 
with Jeff Scroggin, J.D., LL.M., AEP.  

On March 10, 2011 Jeff, nationally known for his 
excellent, engaging presentations, will expose the trends, 
traps and opportunities in estate and tax planning after 
2010. The program will be held at the Country Springs 
Hotel in Pewaukee. Watch our website for more details 
at www.fpasw.org.

March Program

The 2011 Call for Vol-
unteers is now open! 

Share your passion and 
experience by getting in-
volved with FPA.

Volunteers are at the heart 
of FPA’s work – provid-
ing exceptional experi-
ences and essential tools 
to our vibrant community. 
When you get involved you 
contribute your unique ex-
pertise to the advancement 
of the financial planning 
profession and FPA. 

This past year, FPA mem-
bers helped to develop vi-
brant continuing education 
programming for FPA’s 
conferences, recognized 
individuals making excep-
tional contributions to the 
public and the profession, 
created career develop-
ment tools, scholarship 
programs and more.

Opportunities for member 
involvement include, but 
are not limited to:

Diversity Committee• 
Ethics Committee• 
Membership Advisory • 
Group
Heart of Financial Plan-• 
ning Task Force

Get Involved with FPA
Leadership Advisory • 
Group
P. Kemp Fain, Jr. Award • 
Task Force
Pro Bono Advisory Com-• 
mittee
Chapter Board of Direc-• 
tors
Blogging for FPA• 
Journal of Financial • 
Planning Advisory Board
Practice Management • 
Solutions Advisory 
Board
Global Advisory Council• 
Research Center Team• 

We welcome your expertise 
and enthusiasm in becom-
ing a part of our active 
group of volunteers. We 
hope you will take time to 
review the opportunities 
for member involvement 
and discover ways to con-
tribute to our profession. 

Visit www.fpanet.org/ 
professionals/connect/ 
volunteeropportunities for 
additional information and 
to complete the involve-
ment interest form. 

The Call for Volunteers 
will be open until Wednes-
day, November 24, 2010.



 November 29, 2010

Chapter Board  
Strategic Planning 
Meeting
8 a.m. 
 
Hosted by Wells Fargo

  

  May 3, 2011

FPA Retreat
 
Bonita Springs, FL

Sept. 23, 2011

FPA-SW CE Meeting
“Retirement Planning” 
8 a.m
4 CE 
 
Country Springs Hotel & 
Conf. Center, Pewaukee

Sept. 15-18, 2011

FPA San Diego  
Annual Conference

June 7, 2011

FPA-SW CE Meeting
“Investment &  
Economic Update” 
8 a.m
4 CE 
 
Country Springs Hotel & 
Conf. Center, Pewaukee

March 10, 2011

FPA-SW CE Meeting
“Trends, Traps & Oppor-
tunities in Estate and Tax 
Planning after 2010” with 
John “Jeff” Scroggin, 
J.D., L.L.M., AEP 
8 a.m
4 CE 
 
Country Springs Hotel & 
Conf. Center, Pewaukee

March 3, 2011

FPA Business  
Solutions
 
Cambridge, MA

January 20, 2011

FPA-SW CE Meeting
“How Healthcare 
Reform Affects You 
and Your Clients” with 
Carolyn McClanahan, 
M.D., CFP® 
8 a.m
4 CE 
 
Country Springs Hotel & 
Conf. Center, Pewaukee

December 14, 2010

New Member  
Breakfast
8 a.m
 
Bluemound Gardens, 
Wauwatosa

December 9, 2010

FPA-SW Practice 
Management Meet-
ing “Investing in a 
Top-Down World” 
6-7 p.m
 
Kowal Investment Group, 
N16W24132 Prairie Ct, 
Suite 200, Waukesha

March 24, 2011

FPA-SW Practice 
Management  
Meeting 
4:30 p.m.

May 17, 2011

FPA-SW Practice 
Management  
Meeting 
4:30 p.m.


