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FPA Chapter Affiliation (choose one):

■  Greater New Haven      ■  CT Valley      ■  Fairfield County

■  Other (please specify)

The State of Connecticut Department of Insurance requires CT insurance course attendees provide  
photo I.D. and CT Insurance License number. Please be prepared to provide this information and  

present yourself for registration ten minutes before the program starts. 

REGISTRATION FORM

30th Annual Connecticut 
FPA Planners Conference 2014

I-84 East from Waterbury
Take Exit 28, turn right onto Route 322. Go straight, under second overpass 
turn left at car wash onto Old Turnpike Road. At first stop sign, turn right 
onto Mulberry Street. Aqua Turf Club is located 1/2 mile on the right.

I-84 West from Hartford
I-84 West from Hartford: Take Exit 29 (left hand exit). At the end of the exit 
will be a light. Go straight onto Mulberry Street. At approximately one mile 
down the road, the Aqua Turf Club will be on your right.

From I-91 or the Merritt Parkway
Take Route 691 West toward Waterbury, take exit 4 (Southington), and turn 
right. At the bottom of the hill (McDonald’s on the corner), turn right onto 
South End Road. Follow until you come to Mulberry Street on the left - the 
Aqua Turf Club is on Mulberry Street approximately 1/4 mile on the left.

               fpa member ■                 non-member ■

     Early Bird Registration before March 31, 2014                          $99.00                                          $160.00

     Pre- Registration before April 19, 2014                       $129.00                                          $180.00

     At the Door on April 23, 2014                      $200.00                                         $200.00

Name 

Company

Address

City State Zip

Telephone (           ) Fax (           )  

Email

Broker/Dealer Affiliation

Last 4 Digits of SS# or CFP#

Insurance License # 

Make check payable to:  FPA CONNECTICUT STATE CONFERENCE
Payment by credit card is available on-line only. Go to www.fpact.org

Cancellations must be received on or before April 18, 2014 to receive a full refund. There are no refunds for cancellations after  
April 18, 2014. No shows are not eligible for a refund and will be billed full conference price if registration fee is not pre-paid.

Return this form to:  FPA CONNECTICUT STATE CONFERENCE  •  95 West Street, Rocky Hill, CT 06067
Questions? Call Jaclyn Farnham at 860-721-1060  •  Fax 860-721-7406  •  Email fpact@snet.net  •  www.fpact.org
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2014 FPA Connecticut State Conference
April 23, 2014 |  AquaTurf Club  |  Plantsville CT

Premier Sponsor:

Gold Sponsors:
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Conference photos from the last 10 years.



30TH ANNUAL CONNECTICUT FPA PLANNERS CONFERENCE TIMETABLE ... WEDNESDAY, APRIL 23, 2014

7:15 - 8:00 am ... Registration  [Kay’s Pier Entrance]
Visit with exhibitors in the Resource Center.

7:15 - 8:15 am ... Full Buffet Breakfast  [Kay’s Pier North]

8:00 - 8:50 am ... Morning Keynote

9:00 - 9:50 am ... Anthony Davidow, CIMA, Charles Schwab & Co., Inc.
An Evolutionary Approach to Asset Allocation & Portfolio Construction 
This session will discuss the evolution of asset allocation theory, and practical portfolio 
construction considerations. There will also be a discussion on the role and use of active 
and passive investment options.  This session will also cover the emergence of smart beta 
strategies, and how they compare to traditional market-cap strategies.  A framework for 
making portfolio construction decisions, and the use of combining Active, Market-cap and 
Fundamental strategies in building better portfolios, will be presented.  [1 CFP credit]

10:25 - 11:15 am ... Greg Miller, CPA, Wellesley Investment Advisors, Inc. 
Outrunning the Bear - How you can Outperform Stocks and Bonds with Convertibles
The presentation will review many facets of the convertible bond market, from how they 
are traded to specific bond attributes, convertible bonds as an asset class and a debt 
replacement strategy.  We will discuss theories behind limited risk investing and principal 
protection for investor’s portfolios, as well as how adding the asset class of convertible 
bonds to a portfolio can increase returns while lowering volatility. Properly invested 
convertible bonds can have the attributes of principal protection and yield of bonds while 
at the same time, achieve much of the upside potential gains of equities.  [1 CFP credit]

1:30 - 2:20 pm ... Kevin McDevitt, CFA, Morningstar
Revealing a Fund’s Character: Making Sense of Active Share
Active Share represents the proportion of portfolio holdings that differ from those in the 
benchmark index and tries to more precisely identify which managers are differentiating 
themselves from their benchmarks versus those who might be closet indexing. However, 
active share by itself doesn’t capture all the ways in which a manager may be active. Using 
active share and tracking error in conjunction reveals more of a fund’s character than either 
could alone.  We will go into the uses and limitations of both data points.   [1 CFP credit] 

2:50 - 3:40 pm ... Matthew Tuttle, Tuttle Tactical Management
Trend Aggregation - Tactical Asset Allocation  
Many clients and their advisors are starting to question the effectiveness of Modern 
Portfolio Theory (MPT) asset allocation approaches and are starting to embrace Tactical 
Asset Allocation (TAA). Traditional TAA done well can be far superior to MPT but it still has 
its potential drawbacks. This session will focus on Trend Aggregation, the next generation 
of TAA, which addresses the deficiencies of TAA.   [1 CFP credit]
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9:00 - 9:50 am ... Dan Daniels and Michael Clear, Wiggin and Dana 
The New Mindset for Estate Planning After ATRA 2012: Segmenting Our 
Thinking for Small, Medium and Large Clients 
Family businesses are a key driver of the US economy and an important area in which 
financial planners, accountants, lawyers and other estate planning advisers should develop 
their expertise. This session will provide an in-depth overview of this interesting, complex 
field.  Dave and Dan have written numerous articles on this subject and will pepper the 
discussion with examples from their own practices.   [1 CFP, 1 CT Insurance Credit] 
 
10:25 - 11:15 am ... Eric Rentsch, Code Six Four 
Post-Health Care Reform: Financial Advisors Shaping Employer Benefits 
Employers are in need of simple, common-sense advice for how to navigate health care 
reform. Our research provides a framework to help clients understand their options and 
requirements due to the Affordable Care Act.   Whether you are currently serving high 
network clients, providing 401k administration services for business owners, or other – you 
will benefit from this session that shares the critical information that clients need to know 
about benefits strategies in a post health-care reform world.    [1 CFP, 1 CT Insurance Credit] 
 
1:30 - 2:20 pm ... Manish Malhotra, Income Discovery 
Retirement Income Strategies: which strategies work, which don’t and why? 
Advisors face the challenge of helping their retiring clients make decisions among multiple 
alternative strategies, such as Social Security claim deferral; use of annuities and bond 
ladder; and order of withdrawal across various tax-type accounts. To help compare the 
alternatives, an analysis framework will be presented and used to optimize for the strategy 
that maximizes the client after-tax income and legacy at least risk. An explanation of when 
and why certain products and strategies can improve the risk-reward profile of the plan will 
be provided.    [1 CFP, 1 CT Insurance Credit] 
 
2:50 - 3:40 pm ... Paul Czepiga, CzepigaDalyPope 
Don’t Trust A Trust That You Don’t Know 
There are different types of living trusts and not all will be appropriate for your clients. Do 
you know if the revocable, charitable or A/B trust would best suit your client’s goals? If 
your client has a disabled child, then maybe a special needs trust is more appropriate. You 
need to know how each trust works to properly advise clients of their fiduciary obligations 
as trustees and protect them from potential liability. Each trust requires a different skill set 
from the trustees – can you adequately counsel your clients about what they are?  Do you 
know what is required of the beneficiaries and how the requirements differ depending 
upon the type of trust? The answers could significantly impact your client’s investment 
strategy.   [1 CFP, 1 CT Insurance Credit]
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9:00 - 9:50 am ...Jeffrey Swiggett, VR Business Sales, and Russ Lowry, CFP®, 
CRPC, CWM, Sagemark Consulting 
The Business Sale Process - What an Owner Should Know
The sale of a business is almost always the major liquidity in a business owner’s life.  
Advisors need to understand the process and become an integral part of the exit 
planning team in order to ensure the sale satisfies the financial needs of the owner.  
This presentation will review the major issues that business owners face when they sell 
their business; valuation, the sale process, effective sale strategies and how financial 
planners can prepare owners for this.   [1 CFP Credit] 
 
10:25 - 11:15 am ... Julie Jason, Jackson, Grant & Co. 
Financial Adviser Who’s Who – How “Brochure” Disclosures Can Change 
Investor Perception 
Over the last few years, investors have been receiving SEC-mandated disclosure documents 
from advisers.  What do you have to know about changing client perceptions due to these 
disclosures?  How trust & estates lawyers and CPAs view the disclosures?  How can advisers 
add value to client and referral relationships as a result?   [1 CFP Credit] 
 
1:30 - 2:20 pm ... Vern C. Hayden, CFP®, Hayden Wealth Management 
Ten Lessons from the Ups and Downs of 46 years of Financial Planning   
Vern has had two remarkable experiences that left him penniless. He also built two 
planning businesses he sold for a profit. The most recent one made him a millionaire. 
How did he get to be interviewed 317 times by CNBC, Bloomburg, Fox, PBS, NBC and 
ABC?  How did he write 3 books and over 135 published articles?  What was the secret 
to his Branding as Mr. Mutual Fund? Answers to these questions and many others are 
imbedded in the ten lessons. For each one he will give you a take away that can help 
you build your business. 
 
2:50 - 3:40 pm ... Tim Lockwood, Lincoln Financial 
The Hybrid Market is There.  Are you? 
This presentation provides you with a fundamental understanding of how a hybrid  
long-term care policy helps protect a client and his/her family from the risk of long-term 
care.  It goes over the common features and benefits and who are the target clients for 
these types of solutions.    [1 CFP and insurance credits can be accessed on line afterwards 
for those who qualify]
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9:50 - 10:20 am ... Coffee Break - Visit exhibitors in our Resource Center
11:15 - 11:30 am ... Visit exhibitors in our Resource Center
11:30 am - 1:00 pm ... Buffet Lunch at 11:30 am  [Kay’s Pier North]
1:00 - 1:25 pm ... Dessert in the Resource Center  [Kay’s Pier South]
2:20 - 2:45 pm ... Coffee & Soft Drinks in the Resource Center

7 CFP CEUs and 4 CT Insurance Credits have been applied for. Please check fpact.org for updates on credit approvals.
30

Todd Fithian, The Legacy Companies     [Kay’s Pier North]
It’s Time to Draw the Line 
The beginning years of becoming a solid financial advisor focuses 
largely on both technical and specific product knowledge. The 
formula is pretty straight forward. The more people we see, the more 
knowledge we have, the more clients we engage. Some advisors 
try and run on this model for their entire career, while others are in 
constant search for new ways to re-create themselves.  The fact is that 
all that knowledge has diminishing returns over the lifespan of your 
practice. Consumers feel the same way and have been communicating 
through research that they want something different from their advisor. 
They are craving someone to engage in a different conversation 
designed to help them discover what they really want. They need 
someone to guide them through that process.  Today I will tell you 
WHY and HOW. Today it’s time to draw the line!    [1 CFP Credit]

Thomas Spicer, Vice President and Portfolio Advisor, 
Wellington Management  [Kay’s Pier North]
A Recipe for Growth...Plus a Pinch of Inflation  
In 2013, equity markets soared in response to stable growth, 
declining tail risks, and easy monetary policy.  During 2014 we 
see economic growth continuing to improve and central banks 
that remain accommodative.  Tom Spicer will examine the 
investment implications of this environment, key asset allocation 
considerations, the potential for continued growth domestically 
and abroad and the risk of inflation.  [1 CFP Credit]

11:55 am – 1:00 pm Luncheon Keynote

David Polak, American Funds    [Kay’s Pier North]
The New Geography of Investing: A paradigm shift in 
portfolio evaluation and construction 
In an increasingly integrated global economy, a company’s country 
of domicile is becoming less relevant than where it does business. 
As such, the domicile approach to measuring geographic exposure 
is increasingly disconnected from the fundamentals that drive 
companies and portfolios.   David Polack will present the need 
for a new paradigm in portfolio construction and will discuss the 
belief that:  · Advisers, consultants and investors should be flexible 
and think outside the traditional asset allocation framework.  · 
Economic exposure, or revenue-based analysis, is a much better 
tool for understanding the risks and opportunities embedded 
in portfolios.  · Broad mandates such as global equities, or those 
defined by objectives such as capital appreciation or dividend 
growth, provide a better framework for defining portfolios and as 
the building blocks of an asset allocation program.    [1 CFP Credit]

3:45 – 4:35 pm Afternoon Keynote

K
E

Y
N

O
TE

K
E

Y
N

O
TE

K
E

Y
N

O
TE

4:35 - 5:35 pm ... Cocktail Hour - Complimentary beer, wine, 
Hors d’oeuvres, and prize drawings   [Kay’s Pier North]
You’ve got to be there, in person, for a chance to win great prizes from 
our sponsors, cash and free registration for 2015!   NEW—MENTOR MATCH 
NETWORKING. Learn about FPA Mentor match and meet mentors/menteesTom Spicer is presented courtesy of CHET Advisor, an Advisor Sold 529 Plan Managed by 

The Hartford.  Hartford Funds offers a selection of investment solutions sub advised by 
Wellington Management. 


