California Forum 2012
For Independent
Collaborative Advisors

The Southern California Institute is very excited and proud to present the California Forum for Independent Collaborative Advisors (ICAs) on
July 23rd and 24th, 2012. As you know, during these confusing and difficult times it is even more important that we gather together to share
insights, education and collegiality.

This program is designed to help accountants, attorneys, bankers, life professionals, financial advisors, and other wealth advisors build
client teams that provide optimum service with atypical strategies and solutions for their clients. The processes and solutions we teach in
this fast-paced, two day program will demonstrate how to attract more opportunities and close more business.

Program Moderators:
Joseph Strazzeri, Esq. and Stephen Mancini, Esq.

Program Dates:

Monday, July 23rd

12:00pm -12:30pm Registration
12:30pm - 5:10pm General Sessions
6:00pm - 9:00pm Poolside BBQ

Tuesday, July 24th '
8:00am - 8:30am Breakfast & Registration
8:30am - 4:00pm General Sessions -

Program Cost:
$200.00

Venue:

Hyatt Regency, La Jolla
3777 La Jolla Village Drive
San Diego, CA 92122

Room Rate: $199 (Book by June 26)
Reservations: 858-552-1234

Continuing Education Credits: =
9 hours MCLE, Approved Provider #1 1857
9 hours CPA

For further information about the CA Forum c or addltlonal programs offe\ \ ‘x"ﬁ‘l"r. :rrrﬁ'r:r ali
Shelley Lightfoot at 858-200-1911, or sl@scmstltute org. You may.a our website at w



California Forum 2012
Presenters

Ryan Alexeey, Esq., Managing Attorney, North County Legal

Ryan is the founder and owner of North County Legal, where their focus is
primarily on estate planning and immigration law. Her firm is uniquely positioned
to recognize the issues and needs non-US citizens are faced with when it comes to
estate planning. She is also a current member of Wealth Counsel.

Sal Capizzi, Chief Sales and Marketing Officer, Dunham & Associates,
Mr. Capizzi is a seasoned industry veteran with over 26 years of financial
services experience. He possesses a wealth of expertise in global sales

and distribution leadership, marketing, business development, and

strategic planning.

Celia R. Clark, Esq., J.D, LLM

Celia is an attorney practicing in the areas of taxation and estate planning. A large
part of Ms. Clark's practice is the formation and maintenance of small insurance
companies for closely held businesses located throughout the U.S. In 2006 Ms.
Clark drafted captive insurance legislation for the Caribbean Island of StKitts and
has been featured on CNBCs World Business Review hosted by Alexander Haig.

| Stephanie Downer, Esq,, LLM, Strazzeri Mancini, LLP
Managing Attorney for the Wealth Strategies Planning Department, the Contested

L Matters Department, Family Counselor Department, and assists the FamilyCare™

| Estate and FamilyCare™ Business Departments. Stephanie manages the affluent
. dientele and complex casework through the Wealth Strategies Process, and
counsels dients in the estate and business planning departments.

Trey Fairman, JD, LL.M, Principal, Highland Capital Brokerage
As the Managing Principal of the Highland Capital Brokerage, San Diego office,
Trey partners with independent an(f institutional financial advisors, helping
them increase productivity by providing insurance-based solutions to their high
net worth clientele. His office is responsible for all of Highland's relationships in

San Diego, Orange, Riverside, San Bernardino, and Imperial counties.

Nick Gardner, The Financial Team

Nick focuses on planning for business owners and the retirement needs of their
employees. Nick is a University of Wisconsin-Milwaukee graduate with a degree
in Economics and is currently pursuing a Master's Degree in Financial Planning
and the CFP Certification Program at San Diego State University.

Jeff Groves, President, ComplianceWorks, Inc.

Mr. Groves consults broker dealers and investment advisors on various issues
regarding SEC and FINRA regulations, assists in the preparation for regulatory
audits, and consults on business issues as they relate to compliance. Mr.
Groves also served as a lead consultant with ComplianceMAX Financial, a large
compliance technology firm in San Diego.

John Jenkins, AEP®, EA, CFP™, President and CEO, Asset Preservation
Strategies, Inc.

John is a Certified Agent for the California Partnership for Long Term Care and
an Enrolled Agent (EA), having successfully passed the exam administered by
the IRS. He is also a Laureate in Wealth Strategies graduate and Fellow of the
Southern California Institute. John has 26 years industry experience as a
Registered Investment Adviser.

Shelley Lightfoot, Executive Director, Southern California Institute,
Shelley is responsible for driving seven high-quality, collaborative, educational,
and informational programs through the SCI platform. Shelley's unique
combination of experience, passion, and creativity lends itself to SCI's objective
of helping wealth advisors attract and engage dlients through collaborative
efforts with other advisors.

7 Stephen Mancini, Esq., Partner, Strazzeri Mancini, LLP

Principal & Founder: Law Firm of Strazzeri Mancini LLP. Educator and author,
Steve is an Instructor for the Academy of Multidisciplinary Practices; Instructor,
_ Paralegal Courses; Speaker for Continuing Education for Financial Professionals,
including Certified Public Accountants, Attorneys, and Financial Planners.
Laureate Circle Member and Fellow of the Southern California Institute.

Alejandro Matuk, Esq., Partner, Strazzeri Mancini, LLP
- Mr.Matuk is a partner of Strazzeri Mancini LLP. He started his professional
- career in the San Diego City Attorney’s Office. Mr. Matuk was the principal

. attorney in numerous cases involving property, zoning, government contracts,

land use, personal injury, and various governmental matters. Mr. Matuk also
served as Special Deputy Counsel for the Redevelopment Agency of the City of
San Diego, negotiating and litigating eminent domain cases for the Agency.

oo

Mark Merenda, President , Smart Marketing

Mark Merenda founded Smart Marketing in 1994. It has since grown to be
one of the nation’s leading marketing and consulting firms for attorneys
and financial professionals, with clients in 30 states. Merenda is a teaching
fellow at Southern California Institute and a faculty member at Solo Practice
University. Merenda's SmartBlog (http://smartblog smartmarketingnow.com/)
has over 7,000 subscribers.

Rob Pene - Director of Digital Education and Communication,
Southern California Institute

Rob came to SCl as a Social Media consultant and service provider. After
teaching at a Thursday Insights session, Rob began working with the firm on

a part-time basis which soon became full-time. Rob is a former professional
baseball player, an All-American scholar athlete (M), a youth and young adult
speaker, and a Samoan chief.

Ryan Ponsford, Akili Capital

For nearly two decades, Ryan has collaborated with families and their Advisors
to create and transfer wealth with an emphasis on real estate as an asset class.
Ryan has founded several companies and organizations incuding Akili Capital,
a consulting firm to families; Four Seas Holdings Corp, a real estate investment
advisory firm; and Main Street Philanthropy, an organization that teaches
financial concepts, trust, and teamwork through philanthropy.

Lynsey A. Richardson, Private Client Analyst, Dunham &
Associates Investment Counsel, Inc

Ms. Richardson’s primary responsibilities indlude working directly with the
CEO of Dunham & Associates. She manages the new and existing private
client accounts from opening to asset investment and further maintenance of
accounts as required. Prior to her role as Private Client Analyst for Dunham &
Associates she served as the National Accounts Manager for the firm.

Paul Scott CPA, ABY, CFF

Paul is the Executive Director of the Founders Group and a Fellow of SCI.
He has over 31 years of experience combining Public Accounting (Big

4), Industry (Financial Management), Litigation support, and Consulting
(business triage).

Joseph Strazzeri, Esq., Partner, Strazzeri Mancini LLP

Principal and Founder of Strazzeri Mancini LLP, practicing in Taxation, Estate
Planning, Business Succession, Charitable Planning, Asset Protection, and
Retirement Issues; Principal of The Founders Group, a Business Strategies
Collaborative. Frequent educator and author of the wealth planning industry,
Joe is also a Laureate Circle Member and Fellow of the Southern California

Institute and serves on the board of several foundations including Sharp Healthcare.

Laura Stees, CPA, Business Strategist, Kellogg & Andelson,
Accountancy Corporation

L.aura was formerly a partner with Cobb, Stees, & Company. With offices in
Rancho Bernardo and San Marcos, CA, Laura’s expertise is focused on helping
business owners gain control and direction in their businesses while improving
their profit potential and business growth

Kevin J. Sullivan, Esq., Baxter Bruce & Sullivan P.C.
Kevin has been a lawyer in Alaska for 18 years and has served as trustee for

i Alaska trusts since 1998. His areas of practice also include Values-Based Estate

Planning, Wills & Trusts, Gift and Estate Tax Planning, Planning for Affluent
Families, Planning for Non-Traditional Families, Probate, Trust Administration,
Business Entities, Commercial Transactions, and Real Estate.

Maureen Verduyn, CFP™, MEd

Maureen has been dedicated to the study and advancement of personal
finance since 1981. Her method of coaching addresses both the financial as
well as the emotional concerns of each investor. Maureen has concentrated
on the area of portfolio management and teaches this and other advanced
financial subjects to investors, as well as to other professionals through SCI.

s‘& Southern Ca

lifornia

tute



California Forum 2012

For Independent Collaborative Advisors

AGENDA
Monday, July 23
12:00pm

12:30p - 1:20pm

1:20pm - 2:10pm

2:10pm - 2:30pm
2:30p - 3:20pm

3:30pm - 4:20pm

4:20pm - 5:10pm

Registration

A New Way to Attact Business Owners

Presented by Paul Scott, CPA, ABV, CFF and Shelley Lightfoot, Executive Director

The goal of an owner is to work more “on” the business - marketing, planning, building value, and preparing for
succession. Profitable growth is dependent on the owner’s choice to see the business realities and partner with
the Team. Paul and Shelley will share a process to develop an informed, delegated, and motivated team, allowing
the owner to only be as involved as they enjoy. Consider your practice and consider a new way to attract
business owners.

America’s New Gold Rush: Working with Affluent Foreign Nationals

Presented by Ryan Alexeev, Esq. and Alex Matuk, Esq.

Historically, America has been a land of opportunity attracting immigrants. Today, more than any other time, large
numbers of affluent foreign nationals and their inbound money, are coming to America. These foreign nationals
represent a little understood and vastly underserved client who is in need of new advisors. Ryan and Alex will
explore and discuss the different paths to America, helping you identify new investment and advisor opportunities.

Break

Your Client Will Run Out of Money Without Proper Distribution Planning

Presented by John L. Jenkins, AEP®, EA, CFP® and Steve Mancini, Esq.

John and Steve will discuss the challenges retirees face when converting from accumulation to distribution at
retirement. They will introduce time segmented retirement distribution planning and the fiduciary responsibilities
associated with this method - as well as viable options for leading a prosperous lifestyle with some guarantees.

Understanding the Liabilities for Business Owners as Fiduciaries

Presented by Maureen Verduyn, CFP®, MEd and Nick Gardner, Financial Advisor

The business owner's financial behavior drives outcomes and creates or expands boundaries for solutions. Have
your clients had their ERISA 401K plan - and the related fiduciary responsibilities - put to the test? Join Maureen
and Nick as they walk you through an actual plan diagnostic so you can learn how to protect your clients, the
trustees of the plan, from undue liability.

Today’s Real Estate Market — The Values of Plans for My Home, My Residential
Investment Property, and those “Other Investment Classes”

Presented by Ryan Ponsford & John Jenkins, AEP®, EA, CFP®

From Ryan's and John's different and sometimes similar professional perspectives, explore the trials and
tribulations that our clients are going through with their real estate as an investment class. With such client
frustration and confusion, there is not only a need for collaborative tax, financial, and legal advice; there are also
compensation opportunities for the wealth planner.

The Law Firm of Strazzeri Mancini LLP
would like to invite you and a guest to attend our

Come join us for an evening of fun at our Poolside BBQ, including music, dancing and
great company with the team and families of Strazzeri Mancini LLP.

Hyatt Regency La Jolla | 3777 La Jolla Village Drive | San Diego, CA 92122

Please RSVP to: Kelly at 858-200-1900 or kjt@strazzerimancini.com

July 23rd from 6:00pm - 9:00pm




California Forum 2012

For Independent Collaborative Advisors

AGENDA

Tuesday, July 24

8:00am - 8:30am
8:30am - 9:20am

9:20 - 10:10

10:10 - 10:40
10:40 - 11:30

11:30 - 12:20

12:30 - 1720

1:30 - 4:00

Breakfast and Registration

Captive Insurance Companies - Opportunities and Hazards
Presented by Celia CIarK, Esq. and Joe Strazzeri, Esq.

Too many times promoters try to sell an idea to clients for the wrong purpose, which only drives eventual client
dissatisfaction and IRS scrutiny. Although captive insurance companies are often thought of as an income tax
strategy, the primary reason to consider and implement a captive insurance company is and must always be the
covering of an insurable risk to the client’s primary company. Join Celia and Joe as they discuss appropriate goals
and needs of the client, along with the intent of the laws and code sections as they relate to planning for captives.

Is Life Insurance Really Only About the Illustration of a Bucket,

Two Graphs, and Five Needs?

Presented by Trey Fairman, JD, LL.M and Laura Stees, CPA

Life insurance is often intended to fulfill a valid need in your client's estate plan. However, is the policy sold always
appropriate, or even necessary? In today’s changed world of taxation, client bias, and fiduciary responsibilities, Trey
and Laura share a refreshing approach to illustrating the varied considerations for life insurance.

Break

Secrets from the Boardroom? Trusts & Public Mutual Funds

Presented by Sal Capizzi, Chief Sales and Marketing Officer and Lynsey Richardson,
Private Client Analyst

You're helping your wealthiest clients and prospects plan their future. Don't be just the “accountant” or the
“lawyer.” You can offer them SO much more. But how - without taking on too much liability? Know “enough”
to be dangerous - and “start the conversation,” so your client knows you are really looking at their whole picture.
What's really happening in the investment business? Expose the truth about “no load” mutual funds. Did you
know you can pay fees based on results? Help those with piles of muni bonds understand and avoid the train
wreck. Also understand what the buzz is about Nevada Trusts. Hear ways to bond with your clients in a very
personal way for generations. Help them pass on more than just money - pass morals and values. Help clients
make SMART decisions about their money . . . and be a hero in front of your clients. Secure YOUR seat at the table
for generations.

Realities and Benefits of Using Alaska Trusts

Presented by Kevin Sullivan, Esq. and Stephanie Downer, Esq., LL.M

Most advisors and attorneys wonder, “How do | play with that person?” and “Do | lose control?” Alaska trusts
are not only an advantageous asset protection method, but also allow the local financial planner to manage the
assets. Tax reporting allows use of trust ID or the individual's SSN.

Lunch Presentation

Social Media - Creating Your Online Presence and Keeping Compliant?

Presented by Jeff Groves, President, Complianceworks, Inc. and Rob Pene, Director of Digital
Education and Communication

Clients and their advisors in today’s world “meet us before they meet us” - and what we mail to them is not as
important as what they see and hear on their home computers. Many advisors today are faced with the challenge
of creating an online presence that also keeps the compliance officers happy. Join Jeff and Rob as they give you
an overview of the various Internet tools and social media that you've heard about, as well as advanced ideas that
you may not have heard about. Discover ways to compel your prospective clients to completely engage you, your
team, and your process.

An Afternoon of Marketing with Mark Merenda - Presented by Mark Merenda
The Four Keys To Marketing Your Practice

This presentation will share what Mark Merenda has learned in 18 years of marketing professional services. It will
discuss branding and image; building a professional referral network; marketing directly to the consumer; and
using the Internet to attract your ideal clients.

Marketing Lessons From The Movies
This fascinating and funny session uses clips from the movies and television to illustrate crucial marketing lessons
that you will never forget!



California Forum for Independent Collaborative Advisors
Registration Form

The Southern California Institute is very excited and proud to present the California Forum for Independent Collaborative Advisors
program here in San Diego on July 23rd and 24th, 2012. As you know, during these confusing and difficult times it is even more
important that we gather together to share insights, education and collegiality.
This program is designed to help accountants, attorneys, bankers, life professionals, financial advisors, and other wealth advisors build
client teams that provide optimum service with atypical strategies and solutions for their clients. The processes and solutions we teach
in this fast-paced, two-day program will demonstrate how to attract more opportunities and close more business.
SCI Participation Fee: $200 per person

I have enclosed my $200.00 check

| authorize the Southern California Institute to charge my credit card for the Participation Fee of $200.00 (info below)

1 will attend the BBQ Pool Party on Monday evening. I will bring a guest. His/her name

Registration and Billing Information:
(Please print name and address as it appears on credit card)

Registrant’s Name

Cardholder’s Full Name

Address & Suite

City State Zip

Credit Card Number - - - Expiration Date /

3 or 4 Digit Validation Code

Cardholder Signature Date:

Email address Phone #

Exhibitor/sponsorship opportunities are available:

Sponsors: $3,500 - Breakfast or lunch sponsorship includes 30 min. speaking spot, exhibitor booth, two attendee passes,
and black & white marketing insert
Exhibitors: $750 - Includes exhibitor booth, two attendee passes, and black & white marketing insert

Please contact us at the below phone number or email for more information
Program Accommodations:

San Diego, CA 92122

Phone: 858-552-1234

Please sign your completed form by July 11, 2012 and mail, fax, or &

Southern California Institute, 3636 Nobel*Drive, Suite 450, San biego, CA 92122,
Attention Mike. Email: mpa@scinstitute.org, Fax: 858-200-1922.
You may also register online at www.scinstitute.org.




SCI Helps:

Successful Families
Business Owners

Real Estate Owners
Independent Collaborative Advisors (ICAs)

Providing resources, education, and advice
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Successful Family Wealth Advisor Wealth Advisor Speakers
and Business Education Partnering Bureau
Owner Events Programs Programs

For more information about the programs, please go to
www.scinstitute.org

or contact:

SHELLEY LIGHTFOOT %=
Executive Director i
sl@scinstitute.org >

858-200-1811

3636 Nobel Drive, Suite 450
San Diego, CA 92122
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) T California Forum for Accountants

N Institute June 7, 2012

www.scinstitute.org

Morning Sessions

8:30-9:00
9:00 - 9:50

10:00 - 10:50

11:00 - 11:30
11:30-12:20

Breakfast, Registration and Welcome

Proper Reporting May Prevent Estate Litigation
Presented by Wendy Wilson, Esq. and Alejandro Matuk, Esq.

Understand the responsibilities your trustee clients take on and help them avoid common mistakes such as claiming
disallowed or excessive administration expenses, mismanagement and distribution of trust assets, or failure to comply with
trust accounting and reporting requirements. Join Alex and Wendy as they discuss why understanding the people, process,
relationships, motivations, personal history, assets, taxation, valuations, timeframe and likelihood of outcomes are all just as
important as the “facts and law.”

Secrets from the Board Room — Trusts & Public Mutual Funds

Presented by Jeffrey Dunham, CEO and Founder and Lynsey Richardson, Private Client Analyst

You’re helping your wealthiest clients plan for their future, but how can you help protect them without taking on too much
liability yourself? Understand the advantages of Nevada Trust Companies as well as a way to bond with your clients in a very
personal way by helping them pass on more than just money. Jeff and Lynsey share ideas to secure a seat at the table for
generations by pulling the curtain back to expose the Wizard of Oz — be a hero in front of your clients, tell them the truth
about “no load” mutual funds, paying fees only for results, and help those with piles of muni bonds avoid the train wreck.

Break
Evolving the Business — Yours and/or Your Clients’
Presented by Paul Scott, CPA, ABV, CFF and Joseph J. Strazzeri, Esq.

The goal of an owner is to work more “on” the business - marketing, planning, building value, and preparing for succession.
Profitable growth is dependent on the owner’s choice to see the business realities and partner with the Team. Joe and Paul
will share a process to develop an informed, delegated, and motivated team, allowing the owner to only be as involved as
they enjoy. Consider your practice and consider a new way to attract business owners.

(Continued on Back)
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2 California Forum for Accountants

Cnstitute June 7, 2012

www.scinstitute.org

Afternoon Sessions

12:30-1:30

1:30 - 2:20

2:30 - 3:00
3:00 - 3:50

4:00 - 4:50

5:00 - 6:00

Lunch Presentation with The Som&ute

From their Perspective — How to be Relevant in “Google-land”
Presented by Pablo Palomino, Esq. and Rob Pene, Director of Digital Education and Communication

Clients and their advisors in today’s world "meet us before they meet us" - and what we mail to them is not as important as
what they see and hear on their home computers. Join Rob and Pablo as they give you an overview of the various Internet
tools and social media that you've heard about, as well as advanced ideas that you may not have heard about. Discover
ways to compel your prospective clients to completely engage you, your team, and your process.

Understanding the Reporting Requirements and Liabilities for Business Owners as Fiduciaries

Presented by Maureen Verduyn. CFP®, MEd and Nick Gardner

The business owner’s financial behavior drives outcomes and creates or expands boundaries for solutions. Have your clients
had their ERISA 401K plan - and the related fiduciary responsibilities - put to the test? Join Maureen and Nick as they walk
you through an actual plan diagnostic so you can learn how to protect your clients, the trustees of the plan, from undue
liability.

Break

Life Insurance — Appropriate? Or Even Necessary?
Presented by Trey Fairman, J.D., LL.M. and Stephen J. Mancini, Esq.

Life insurance is often intended to fulfill a valid need in your client’s estate plan, but is the policy sold always appropriate, or
even necessary? In today’s changed world of taxation, client bias, and fiduciary responsibilities, Trey and Steve share a
refreshing approach to illustrating the varied considerations for life insurance as well as how to more thoroughly assist your
clients in their insurance planning choices.

Running out of Money Without Proper Distribution Planning

Presented by John L. Jenkins, AEP®, EA, CFP® and Gregory R. Banner, CFP®, CLU®, CRTP

Clients rely on the CPA as the trusted advisor. John and Greg will discuss what CPA's need to be aware of when advising
clients that are near retirement - or retirees who have transitioned from an accumulation phase in their life to a distribution

phase. John and Greg will discuss how clients can continue living a prosperous lifestyle and have viable options by using time
segmented distribution planning strategies, low-ball forecasting, and a taking reality check.

Post Event Reception

Save the Date and Tell Your Friends about Our Upcoming
California Forum for Independent Collaborative Advisors - July 23 & 24, 2012




E‘Vi Southern California 1 1
Y Ihetitite California Forum for Attorneys

May 17, 2012

www.scinstitute.org

This CA Forum concentrates on new topics that have materialized in California laws, and new wealth planning
strategies and techniques developed over the previous year. This condensed one-day program will present a
variety of topics from an attorney's point of view - and will provide relevant information to help you protect
your clients, recognize liabilities and opportunities as well as grow your practice.

Location: Continuing Education Credits:

The Southern California Institute 6 Hours CA MCLE

3636 Nobel Drive, Suite 450 (Approved Provider #11857)

San Diego, CA 92122

Cost: Registration:

$100.00 Register Online at www.scinstitute.org

or call Mike at 858 200-1911
*Seating is limited so register today!

Morning Sessions
8:30-9:00 Registration “

9:00-9:50 Understanding the Liabilities for Business Owners as Fiduciaries
Presented by Maureen Verduyn. CFP®, MEd and Nick Gardner

The business owner’s financial behavior drives outcomes and creates or expands boundaries for solutions. Have your clients
had their ERISA 401K plan - and the related fiduciary responsibilities - put to the test? Join Maureen and Nick as they walk
you through an actual plan diagnostic so you can learn how to protect your clients, the trustees of the plan, from undue
liability.

10:00 - 10:50 Your Client Will Run Out of Money Without Proper Distribution Planning
Presented by John L. Jenkins, AEP®, EA, CFP® and Gregory R. Banner, CFP®, CLU®, CRTP

John and Greg will discuss what Attorney's need to be aware of when advising clients that are near retirement - or retirees
who have transitioned from an accumulation phase in their life to a distribution phase. They will discuss how clients can
continue living a prosperous lifestyle with some guarantees by using time segmented distribution planning.

11:00 —11:30 Break

11:30 — 12:20 Secrets from the Boardroom — Trusts & Public Mutual Funds
Presented by Jeffrey Dunham, CEO and Founder and Lynsey Richardson, Private Client Analyst

You're helping your wealthiest clients plan for their future, but how can you help protect them without taking on too much
liability yourself? Understand the advantages of Nevada Trust Companies as well as a way to bond with your clients in a very
personal way by helping them pass on more than just money. Jeff and Lynsey share ideas to secure a seat at the table for
generations by pulling the curtain back to expose the Wizard of Oz — be a hero in front of your clients, tell them the truth
about “no load” mutual funds, paying fees only for results, and help those with piles of muni bonds avoid the train wreck.

(Continued on Back)
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Si southem Galifornia California Forum for Attorneys

itute May 17, 2012

www.scinstitute.org

Afternoon Sessions

12:30 - 1:30

1:30 - 2:20
2:30-3:00
3:00 - 3:50
4:00 - 4:50
5:00 - 6:00

Lunch With The Southern Califor: ’
From Their Perspective — How to be Relevant in “Google-Land

Presented by Rob Pene, Director of Digital Education & Communication and Shelley Lightfoot, Executive Director

Clients and their advisors in today’s world "meet us before they meet us" - and what we mail to them is not as important as
what they see and hear on their home computers. Join Rob and Shelley as they give you an overview of the various Internet
tools and social media that you've heard about, as well as advanced ideas that you may not have heard about. Discover ways to
compel your prospective clients to completely engage you, your team, and your process.

The Five Needs of Life Insurance — Appropriate? Or Even Necessary?
Presented by Trey Fairman, J.D., LL.M., and Stephen J. Mancini, Esq.

Life insurance is often intended to fulfill a valid need in your client’s estate plan, but is the particular policy sold always
appropriate, or even necessary? In the ever changing world of taxation, client bias, and fiduciary responsibilities, Trey and Steve
share a refreshing approach to illustrating the various considerations for life insurance as well as how to more thoroughly assist
your clients in their insurance planning needs.

Break
A Different Perspective on Preparing for Your Day in Court
Presented by Alejandro Matuk, Esq. and Wendy R. Wilson, Esq.

Traditional litigation is frustrating, time consuming, and expensive — and it is about more than “going to court.” Join Wendy and
Alex as they discuss why understanding the people, process, relationships, personal history, assets, taxation and valuations are
as important as the “facts and law.” Consider using an Estate Litigation process to help you and your clients understand the
timeframe and likelihood of outcomes, and reduce stress while achieving resolution and closure.

Evolving the Business — Yours and/or Your Clients’
Presented by Paul Scott, CPA, ABV, CFF and Joseph J. Strazzeri, Esq.

The goal of an owner is to work more “on” the business - marketing, planning, building value, and preparing for succession.
Profitable growth is dependent on the owner’s choice to see the business realities and partner with the Team. Joe and Paul will
share a process to develop an informed, delegated, and motivated team, allowing the owner to only be as involved as they
enjoy. Consider your practice and consider a new way to attract business owners.

Post Event Reception

Save The Date and Tell Your Friends about Our Upcoming California Forums:
California Forum for Accountants —June 17, 2012
California Forum for Independent Collaborative Advisors - July 23 & 24, 2012
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