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The Southern California Institute is excited to present the California Forum 2013 — Attracting Successful Families
and Business Owners on December 13, 2013. 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 teams that provide optimum service with atypical strategies and solutions for their
clients. The processes and solutions we teach in this fast-paced program will demonstrate how to attract more

opportunities and close more business.

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

Program Date and Time:
Friday, December 13, 2013
7:30am — 12:00pm

Program Cost:
Program is complimentary
(Seating is limited so please register early!)

Venue:

Southern California Institute
3636 Nobel Drive, Ste. 450
San Diego, CA 92122

To Register:
Register online at www.scinstitute.org
or contact Mike Armstrong at

mpa@scinstitute.org or 858-200-1911 4

SCI Helps Successful Families, Business Owners, Real Estate Owners, and Independent Collaborative Advisors
by providing Resources, Education, and Advice.

For more information about our various programs, please go to www.scinstitute.org or contact:
Shelley Lightfoot - Executive Director | sl@scinstitute.org | 858-200-1911 | 3636 Nobel Drive, Suite 450 | San Diego, CA 92122
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California Forum 2013
Attracting Successful Families and Business Owners

AGENDA
Friday, December 13, 2013
7:30am - 8:00am - Registration & Breakfast

8:00am - 8:15am - Opening Remarks

8:15 - 9:10 - PolicyLogix for Business Owners; presented by Lori Messina, Esq. & Mike Rodman, CFP®

There is a $3 trillion pool of life insurance being neglected by the financial services industry. With more regulatory requirements,

expectations of increased transparency, and expanding fiduciary litigation, these assets can no longer be ignored! This environment

creates a breeding ground for missed wealth-creation opportunities, redundancy or omissions in risk management, nonexistent or

obsolete succession planning, and lack of active management of existing insurance policies — thus creating big risk for the business

owner and his or her family. Learn how to develop a Best Practices insurance risk management process that will also help you attract
Lori Messina, Esq more clients.

Esq. & Joe Strazzeri, Esq.
What do they think, want, and need? How do advisors differentiate themselves, and achieve high client retention as well as higher fees
y ) year-after-year? Join Steve and Joe as they review how to change the client/advisor conversation; reinforce yourself as a consultant, and
\ bring various parties together focusing on clients’ priorities. Increase the possibility of engagements and deeper commitments through
' y “ : financial/legal strategies as well as choosing from client advising, engagement, or partnering practice models.

'ia-_'__ \ 9:10 - 10:00 - Counseling Models - Getting Behind the Conversation; presented by Steve Mancini,

4
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Steve Mancini, Esq. Joe Strazzeri, Esq

10:00 - 10:20 - Break

10:20 - 11:10 - Stages of Business Growth; presented by Greg Banner, CLU®, CFP®, CRTP & Alex Matuk, Esq.
Every business owner needs to plan with the end in mind as to how they are going to transition out of their business — but exit planning
is not just about the technical tools. Many business owners strive to reach the stage of business where they are only as involved as
they enjoy. Join Greg and Alex as they discuss a process to help you attract business owner clients by helping them to see the business
realities and partner with the Team; create Marketing and Implementation from the Team and customer perspectives; and allow the
company to become Team Driven.

Greg Banner Alex Matuk, Esq
CLU®, CFP®, CRTP

11:10 - 12:00 - Refine Your Practice - Attract New Clients, Engage Current Clients, Re-

approach Prospects, and Increase Cross Referrals; presented by Maureen Verduyn, CFP®, EA, M.Ed. & Shelley
Lightfoot, Executive Director
_ Setting the stage for rapport in larger business events, cocktail conversations, private social events, and first business meetings often
- © &4 leads to larger engagements. Join Shelley and Maureen for a discussion about techniques you and your team may use to gain the skills
and quiet confidence to position your practice in the forefront of your community. Learn how you can deliver a consistent and effective

Maureen Verduyn, Shelley Lightfoot message during all those conversations and presentations so they lead to larger engagements with your favorite type of clients.
CFP®, EA, M.Ed Executive Director
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