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With the Vince Lombardi Trophy 
resting comfortably in Green 

Bay where it belongs, the Super Bowl 
victory has brought forth several is-
sues for us to consider in the finan-
cial planning profession.

Score Board = 
Score Card
Whether you’re 
watching the 
Super Bowl or 
your child or 
grandchild’s 
873rd soccer 
game, people 
always want to 
know what the 
score is. Who’s winning? Is it close? 
Who scored? People can’t fathom 
playing a game without keeping 
score, but what about in business?

Most great businesses have business 
plans, and every great business plan 
has metrics to track progress – a 
business score card if you will. Finan-
cial service companies keep score in 
many different ways. We can track 
client retention, client satisfaction, 
new clients, assets under manage-
ment, and many more factors. To 
continue the questioning from above: 
Do you have a business plan? Is 
your business winning? What are 
the important metrics that should 
be tracked? Based on these met-
rics, what’s the score? FPA provides 
numerous practice management 
solutions that help us formulate 
and track our business plans. For a 
review of these practice management 
solutions, please visit www.fpanet.
net. 

From The President

Play Like a Champion

March Meeting
Trends, Traps and Opportunities in Estate  

and Tax Planning After 2010 
John J. Scroggin, J.D., LL.M., AEP 

Scroggin & Company, P.C., Atlanta, GA

Thursday, March 10, 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

For more info: call 414/358-9260 or go to www.fpasw.org

mailto:snehrhardt@michaelbest.com
mailto:Kevin@ShakespeareWealthManagement.com
mailto:Kevin@ShakespeareWealthManagement.com
mailto:ddewey@waukeshabank.com
mailto:diane@ellenbecker.com
mailto:dinndorfn@sva.com
mailto:ScottH@ctaccess.com
mailto:ddewey@waukeshabank.com
mailto:kramer@kfmfinancial.com
jim@retirementandwealth.com
mailto:lwilcox@oncalladvisor.com
http://www.fpanet.net
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http://www.fpasw.org
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Practice =  
Skill Development
When you think about 
professional athletes, you 
can’t help but think about 
the hours of practice and 
months of off-field prepa-
ration they undergo to be 
ready on game day. The 
athlete who isn’t constant-
ly striving for improve-
ment is quickly moved to 
the end of the bench. 

The same holds true for us 
as financial professionals. 
The rate of change in the 
markets, the tax code, the 
economy and our clients’ 

Play Like a Champion, cont. from p. 1
lives is significant. We 
must constantly hone our 
skills and strive to improve 
our knowledge base to 
keep up with this break-
neck pace. FPA provides 
world class continuing 
education and networking 
opportunities, both locally 
and nationally, for you to 
keep your knowledge base 
current. Some of these op-
portunities include listen-
ing to webinars, attending 
Chapter continuing educa-
tion sessions (March 10th: 
Trends, Traps & Opportu-
nities in Estate and Tax 
Planning after 2010), prac-

tice management sessions 
(March 24th: Resources for 
Aging Clients & Family), 
networking opportunities 
(Pints and Planning: ten-
tative date March 31st), or 
attending the FPA Annual 
Conference (September 15-
18th in San Diego). 

Team = Community
Although you need good 
players to win games, the 
best team wins the Super 
Bowl. When you think of a 
professional football team, 
you can’t help but think 
of the joy of achieving the 
highest level of success 
and with a group of people 
who are equally committed 
to the same goal. 

We are all members of the 
same financial community 
(FPA) and we strive for the 
same goal – to deliver the 
best service to our clients. 
When one wins, we all win. 
Being part of the commu-
nity of FPA is an invalu-
able opportunity to net-
work and share ideas. FPA 
members stand ready to 
help not only their clients, 
but each other. Reach out 
to those around you and 
invite them into our FPA 
community by bringing a 
colleague to a CE meeting 
or networking event.  

NFL & FPA
The National Football 
League exists because 
NFL owners realize the 
benefits of association. 
Each owner faces the 
same challenges of making  

payroll, operating within 
a budget, marketing their 
product, selling tickets, 
dealing with employee 
issues, and trying to make 
a profit while laying the 
foundation for a solid 
future. Although they com-
pete with each other each 
week, and each season 
produces one winner and 
31 losers, they still come 
together as one league. 

So do we, as financial 
professionals from hun-
dreds of different firms, 
come together as one voice 
called FPA. Emerging from 
the 2008-2009 financial 
crises, FPA has proactively 
lobbied Congress and held 
high-level discussions with 
FINRA and the SEC to 
assure that new regula-
tions are appropriate and 
in the best interest of the 
consuming public. With 
one voice, we can best lay 
the foundation for a solid 
financial service industry.

Championship Team
Being part of a champion-
ship team requires individ-
ual preparation and team-
work. I want to thank all 
who proactively contribute 
to making FPA great, and 
provide an open invitation 
to everyone else to become 
active by attending our 
various programs or join-
ing an FPA committee. We 
are all MVPs  – Most Valu-
able Practitioners – for our 
clients, and we are all part 
of the championship team 
called FPA.

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
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Alexandra R.  ●
Cummings  
Amanda Gausewitz  ●
Ameriprise
Sandra Heck   ●
Associated Bank
Lori Huston-Dinga   ●
Ameriprise
Kyle Kerkenbush, CFP ● ® 
Ameriprise Financial 
Services, Inc.
Ryan Keshemberg,  ●
CFP® 
North Star Resource 
Group
Jeremy C. Mashburn   ●
David Schlimgen   ●
Door Creek Capital 
Management, LLC
Greg Schroeder    ●
Wisco Investment 
Management LLC
Nancy Wheeler   ●
Northwestern Mutual

Happy  
Anniversary
30 Years

Jon A. Cyganiak  ●
Cyganiak Planning, Inc.

25 Years
John T. McCarthy,  ●
CFP® 
MCarthy, Grittinger, 
Weil
William M. Perry, CFP ● ® 
Perry Capital  
Management, Inc.

15 Years
Mei-Lyn Nelson, CFP ● ® 
Nelson Financial Group

10 Years
Dean J. Hessler, CFP ● ® 

The Mutual Fund Store
George M. Schmidley  ●
Affiliated Financial  
Advisors, Inc.
Michael C. Stewart,  ●
CFP®

Chad A. Thistle,  CFP ● ® 
Diversified Management, 
Inc.

5 Years
Glenn A. Dahl, CFP ● ® 
US Bank Private Asset 
Management
William F. Kramer,  ●
CFP® 
Kramer Financial  
Management, 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.

Within the next month 
FPA-SW Chapter 

members and participants 
will begin to see changes 
in the way they receive 
information and communi-
cate with the Chapter, as 
we launch our new website 
and member management 
system with StarChapter. 

Under the guidance of 
Communications Director 
Scott Hirschfeld, the Board 
of Directors looked at 
several options and chose 
StarChapter for its ease 
and breadth of options in 

FPA-SW to Launch 
New Website, 
Meeting & Database 
Management

providing information and 
coordination of communi-
cation, meeting registra-
tion and member data 
management. 

We are excited about the 
possibilities and invite 
your input as we introduce 
new facets of the system 
in coming weeks. Our goal 
is that the transition be 
as seamless as possible. 
Should you have any ques-
tions, feel free to contact 
Executive Director Karen 
Hendrickson at 414/358-
9260 or at info@fpasw.org.

The FPA Master Plan-
ners are a gathering of 

experienced financial plan-
ners whose age/experience 
combination equals more 
than 65 and who serve in 
a senior advisory position. 
Its vision is to cultivate 
the body of knowledge and 
provide opportunities for 
growth through meaning-
ful dialogue, networking, 
and mentoring relation-
ships.

FPA Master Planners 
Community

In Southern Wisconsin, 
Erich Zellmer has taken 
a lead role in organizing 
this group of leaders. If 
you fit this definition and 
are interested in becoming 
involved, please contact 
him at ehzellmer@charter.
net. You may also contact 
FPA-SW at info@fpasw.org 
or 414/358-9260.

mailto:ehzellmer@charter.net
mailto:ehzellmer@charter.net
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Thanks to Our 
2010 Partners

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.

Recently, the staff of 
the U.S. Securities 

and Exchange Commission 
(SEC) submitted two re-
ports to Congress: a Study 
on Investment Advisers 
and Broker-Dealers (Fidu-
ciary Study); and a Study 
on Enhancing Investment 
Adviser Examinations (IA 
Examination Study). Both 
studies include findings 
that are consistent with 
several positions advocated 
by the Financial Planning 
Coalition, and also make 
recommendations that in-
vite further discussion and 
research. Following are 
summaries of each study 
to better familiarize you 
with key findings and the 
Coalition’s related efforts. 
 
Fiduciary Study
The Financial Planning 
Coalition, along with 
other industry and con-
sumer advocate groups, 
has advocated that the 
SEC should create rules 
establishing a strong and 
uniform fiduciary duty for 
investment advisers and 
broker-dealers who provide 
personalized investment 
advice to retail custom-
ers. The Fiduciary Study 
recommends that the SEC 
establish a “uniform fidu-
ciary standard” that would 
be “no less stringent than 
currently applied to invest-
ment advisers under [the 
1940 Investment] Advisers 
Act.” 

SEC Studies Invite Further 
Discussion and Research

This approach would help 
reduce investor confusion 
and promote the integrity 
of investment advice by 
applying the same fidu-
ciary standard of care, 
regardless of whether the 
advice is provided by an 
investment adviser or a 
broker-dealer. In reaching 
its recommendation, SEC 
staff specifically relied 
on a survey conducted 
by the Coalition, AARP, 
Consumer Federation of 
America, Investment Ad-
viser Association, and the 
North American Securities 
Administrators Asso-
ciation. The survey found 
that retail investors do not 
understand the differences 
between investment advis-
ers and broker-dealers or 
the differing standards of 
care that each is held to 
currently. 

The Fiduciary Study 
recommends that the SEC 
create rules or provide 
interpretive guidance on 
issues affecting imple-
mentation of the fiduciary 
standard of care, including 
conflicts of interest, prin-
cipal trading, and what it 
means to provide personal-
ized investment advice. It 
also recommends that the 
SEC consider whether re-
tail investors would benefit 
from changes (or “harmo-
nization”) to other areas 
where broker-dealer and 
investment adviser regu-

lations differ, including 
advertising and other com-
munications; use of finders 
and solicitors; supervision; 
licensing and registration 
of firms; licensing and 
continuing education; and 
books and records.

The Coalition will urge the 
SEC to move forward with 
rulemaking to establish a 
strong and uniform fidu-
ciary standard for broker-
dealers and investment 
advisers. A review of other 
broker and adviser rules 
can also help minimize in-
vestor confusion by trying 
to standardize regulations 
that apply to like ser-
vices. The Coalition looks 
forward to working with 
the SEC to identify areas 
where standardization is 
appropriate and consistent 
with investors’ interests.

continued on p. 5
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IA Examination Study
In a December 2010 letter 
to the SEC, the Financial 
Planning Coalition raised 
several concerns about 
outsourcing SEC oversight 
of investment advisers to 
a self-regulatory organiza-
tion (SRO) and encour-
aged the SEC to retain 
oversight of investment 
advisers. Many of the key 
concerns raised in that let-
ter were reflected in the IA 
Examination Study. 

While noting that Con-
gress has not provided the 
SEC with sufficient fund-
ing, the IA Examination 
Study recommends that 
Congress consider options 
to enhance examinations 
of investment advisers:

Authorize the SEC to • 
impose user fees to fund 
examinations of invest-
ment advisers; 
Authorize one or more • 
SROs to examine, sub-
ject to SEC oversight, all 
SEC- registered invest-
ment advisers; and 
Authorize the Financial • 
Industry Regulatory Au-
thority to examine dual 
registrants for compli-
ance with the Advisers 
Act.

The Coalition has previ-
ously stated that the most 
effective way to improve 
oversight is for Congress 
to provide the SEC with 
adequate funding. We 

recognize that Congress’ 
decision on how best 
to address this issue is 
important to many of our 
stakeholders, and we will 
continue our involvement 
with this issue as the legis-
lative process evolves. 

The Financial Planning 
Coalition will remain 
focused on advocating for 
SEC rulemaking based 
on the Fiduciary Study. 
We will also continue to 
encourage Congress to pro-
vide the SEC the resources 
needed to ensure the SEC, 
as the regulator for invest-
ment advisers for 70 years, 
can continue to exercise 
that important oversight 
function. 

For a copy of the Coali-
tion’s statements on each 
study, please visit www.
FinancialPlanningCoali-
tion.com.

The Financial Planning 
Coalition is a collabora-
tion of Certified Finan-
cial Planner Board of 
Standards, the Financial 
Planning Association® and 
the National Association of 
Personal Financial Advi-
sors to advise legislators 
and regulators on how to 
best protect consumers by 
ensuring financial plan-
ning services are delivered 
with fiduciary accountabil-
ity and transparency.

SEC Studies, 
cont. from p. 4

Practice Management Meeting

Resources for 
Aging Clients and Family

Thursday, March 24
4:30 – 6:00 p.m.

Hosted by Ellenbecker Investment Group
N35 W23877 Highfield Court, Suite 200

Pewaukee, WI
(in the Foundations Bank Building,  
parking in the rear of the building)

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

Zach Newcomer, CFA
414-326-3207

znewcomer@redgranite.com

http://www.FinancialPlanningCoalition.com
http://www.FinancialPlanningCoalition.com
http://www.FinancialPlanningCoalition.com
mailto:znewcomer@redgranite.com
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By Neil Dinndorf 
Director of Career  
Development,  
FPA Southern Wisconsin 

The Career Develop-
ment Committee is 

pleased to announce two 
recipients of the CFP® 

FPA-SW Awards Scholarships in January
exam scholarship for the 
March examination. Shan-
non O’Leary, of UMB 
Financial Corporation, and 
William Ritt, a recent 
graduate of the UW-
Madison Personal Finance 
program, were chosen as 
the recipients of our most 

recent scholarship. The 
scholarship is presented 
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. 
Complete the final class 2. 
in a CFP® Certification 
Education Program
Register for a CFP3. ® 
Exam Review Class 
in preparation for the 
CFP® Exam
Pay for the class with-4. 
out being reimbursed 

from his or her em-
ployer

The next scholarship will 
be awarded in June 2011 
for the July 22-23, 2011 
examination. The deadline 
for applications is May 15, 
2011. Please contact Neil 
Dinndorf at 608-826-2342 
or dinndorfn@sva.com for 
more information.

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. 

CFP Exam Dates

Exam Date Application 
Deadline

Withdrawal 
Deadline

Registra-
tion

March 18-
19, 2011 Feb. 1, 2001 Feb. 8, 2011 Closed

July 22-23, 
2011

June 7, 
2011

June 14, 
2011

Coming 
soon

Nov. 18-19, 
2011 Oct. 4, 2011 Oct. 11, 

2011
Coming 

soon

By David Dewey 
Director of Corporate  
Partners,  
FPA Southern Wisconsin 

The Financial Plan-
ning Association of 

Southern Wisconsin is 
excited to welcome several 
new partners for 2011. 
Artio  Global Investors 
(New York) has joined as a 
Silver Partner, and Weitz 
Funds (Omaha) has also 
joined as a Silver Partner.

Additionally, we have re-
turning partners as well:

Welcome New Partners
Gold Partners

Bryant & Stratton •	
College (Milwaukee)
Fiduciary Partners•	  
(Appleton)
Morningstar Funds •	
(Chicago)
Wells Fargo  •	
Advantage Funds

Silver Partners
CT Access•	  (Brookfield)
Waukesha State Bank •	
(Waukesha) 

Charles Schwab  •	
Advisor Services  
(San Francisco)
Michael Best and •	
Friedrich LLP  
(Milwaukee,)

There are several other 
companies deciding on 
becoming new partners 
or renewing their current 
partnership.

Partners provide an excel-
lent resource for business 
and support to your prac-
tices, and we strongly en-

courage you to visit them 
at our meetings or contact 
them whenever you can to 
inquire about their prod-
ucts and services.

We are extremely grateful 
to our 2010 Partners for 
their support. They have 
truly been key strategic 
“partners” in our Chapter 
in fulfilling its purpose.

Welcome to all of the part-
ners of FPA of Southern 
Wisconsin!

mailto:dinndorfn@sva.com
mailto:karenhendrickson@bizwi.rr.com
mailto:karenhendrickson@bizwi.rr.com
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“Baby Bobby! Baby 
Bobby!” The words 

stung and Mike knew it –  
he could read it in my face.

“Sticks and stones may 
break my bones, but 
names will never hurt me!” 
I yelled back.

Mike laughed; he knew I 
didn’t believe it. Bolstered 
by figuring out how to 
push my buttons, he con-
tinued to torment me as I 
walked home from school.

“Baby Bobby! Baby Bob-
by!”

The Un-Comfort Zone with Robert Wilson

Keep Your Power
The charge had an ele-
ment of truth because I 
had cried several times 
in first grade, but I was 
now in fifth grade and 
had long outgrown my 
fear of school. I recalled 
the menacing teacher who 
pounded her paddle on our 
desks and threatened to 
spank us if we kept talking 
in class. She made several 
kids cry, but I was the one 
who got the reputation. It 
wasn’t fair, but four years 
later I was still ashamed 
of my crying and Mike 
knew it. He continued the 
harassment.

He stuck his face right in 
mine and stated deliber-
ately, “Baby... Bobby!”

I punched him in the nose, 
and suddenly he was the 
one crying. I had to fight 
several more boys that 
year before the name-call-
ing stopped. It was not the 
solution I wanted, but it 
worked. It took me years to 
learn that the problem was 
mine; that I was giving 
away my power every time 
I reacted to taunting and 
teasing. And, it’s a prob-
lem that doesn’t go away 
with childhood.

Insecure adults wanting 
to feel superior will seek 
out your weaknesses and 
attempt to make you feel 
bad. Several years ago, I 
was invited to speak on 
“creative thinking in busi-
ness” to a civic club lun-
cheon. During the meal, a 
man sneered, “Sooo, you’re 
a motivational speaker. 
Well, motivate me!” His 
tone of voice said it all – 
the difference between him 
and a schoolyard bully was 
the accompanying, “Na Na 
Na Na Nah.”

I was shocked by the 
unprofessionalism, and 
thought, “I’m getting 
heckled, and I’m not even 
on stage yet.” So, I laughed 
and said, “Dude, nobody 
can motivate you, but you.”

He shocked me a second 

time by apologizing after 
my presentation. He ex-
plained that the club had 
a new speaker each week 
who tried to sell some-
thing, and that most of 
them were boring. To his 
surprise, he said he found 
my presentation entertain-
ing and motivating.

If we give in to bullies, 
they can rob us of our 
confidence and our motiva-
tion. Lately, I’ve worked 
with my children on how 
to not give their power 
away when kids assault 
them verbally. “Laugh it 
off,” I tell them, “even if 
the words hurt. Fake it if 
you have to; the trick is to 
fool them into thinking it 
doesn’t bother you.”

My friend Rob Maxwell 
uses what he calls Verbal 
Judo to fend off words that 
hit like a fist. “In some 
martial arts,” he explains, 
“you don’t meet force with 
force. Instead, you take 
your opponent’s thrust and 
redirect it away from you. 
Often their own energy 
works against them.”

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 
startyourmeeting.com.

http://www.jumpstartyourmeeting.com
http://www.jumpstartyourmeeting.com


 
  

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

March 24, 2011

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

May 17, 2011

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

Oct. 26-27, 2011

FPA-SW Financial 
Planning Symposium
“Planning for Change: 
Putting the Right 
Pieces Together” 
 
Country Springs Hotel & 
Conf. Center, Pewaukee


