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FPA of Long Island Chapter Program Meeting 
 

 

Friday, Sept. 20th, 2013 
8:30—11:30  AM 

BREAKFAST MEETING 
 

 

The Milleridge Inn 

585 North Broadway 

Jericho, NY 11753 
 

Click here for directions 

 

REGISTER 

Learning Objectives:   
Hour 1—Participants will … 

 Gain understanding of how to use 

Form 5500 

 Learn how to identify gaps and 

deficiencies in current ERISA 

based Plans.   

 Learn how to formulate recom-

mendations to address shortcom-

ings in the Plan 
 

Hour 2—Participants will … 

 Learn about several different 

types of trusts and how each can 

be used to accomplish various 

estate planning objectives. 

 Look at the use of trusts in estate 

planning as a tax-planning strategy 

to reduce or eliminate taxes.  

 Explore the use of life insurance 

in trust planning strategies as a 

way to accomplish client’s goals.   

 

Hour 1.  Form 5500 Data Mining  
(NYCR-216123 for 1 hour of NYS Insurance CE)  

 

William A. Schories, AIF®, CRPS® —OppenheimerFunds 

The course provides Advisors with an understanding of how 

to use Form 5500 in order to identify gaps and deficiencies 

in current ERISA based Plans.  The course will also address 

how to formulate recommendations to address the short 

comings in the Plan that can be identified from the IRS Form 

5500 filing.  Fees, Plan Design, Participation Rates, Plan 

Type, and investment offerings are common items that can 

be found on the Form 5500 and Form 5500SF.   

 
 

Hour 2.  Trust Planning Strategies  

and the Role of Life Insurance  
(NYCR-217417 for 1 hour of NYS Insurance CE) 

 

Michael T. Eagan, CLU, ChFC—  

The Penn Mutual Life Insurance Company  

The course outlines and discusses several different 

types of trusts and how each can be used to accomplish 

various estate planning objectives.  The course explains 

in general terms credit shelter trusts, revocable living 

trusts, and various split-interest trusts including quali-

fied personal residence trusts (QPRT), grantor retained 

annuity trusts (GRAT), charitable remainder trusts 

(CRT), charitable lead trusts (CLT), intentionally defec-

tive grantor trusts (IDGT), and generation-skipping dynasty trusts.  

 

ABOUT OUT SPEAKERS:   

William Schories As a Senior Retirement Consultant for Oppenheimer-

Funds, Bill collaborates with financial professionals to help find innovative so-

lutions to retirement plan challenges, and help advisors grow their business 

and meet the investment needs of an increasingly complex retirement mar-

ketplace.  Bill directly supports financial advisors, relationship managers and 

consultants by sharing expert technical knowledge and translating ideas into 

practical, actionable strategies.  What’s more, because OppenheimerFunds 

does not offer a 401(k) platform, he can take an impartial, consultative ap-

Thanks to our Meeting Sponsor! NATIONWIDE FINANCIAL  -  Susan O’Connor 
 

Booth Sponsor — CENTER FOR WEALTH PRESERVATION—Jeff Berlent 

http://www.fpanet.org/Chapters/LongIsland/
http://milleridge.com/directions
http://events.r20.constantcontact.com/register/event?oeidk=a07e807wi5eed72e6ca&llr=8smkaomab
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Year 2013: 

Board of Directors 
 

OFFICERS 
 
Chairperson 
Alan M. Borko, CFP® , 631-589-5400 x 319 

Forest Hills Financial Group, Inc. alan_borko@fhfg.com 
 
President 

Joseph W. Fleischman, CFP® , 631-845-5100 
Vanderbilt Financial Group 
jfleischman@vanderbiltsecurities.com 

 
Secretary 
Diane Wilkie, Esq., CFP® 

516-564-8301; Wilkie & Wilkie  dwilkie@wilkielaw.com 
 
Treasurer 

Scott Sanders, CPA, PFS, CFP®, CFS 516-938-5219  
Sanders Thaler Viola & Katz LLP; ssanders@st-cpas.com 
 
 

DIRECTORS 
 
Membership:   

John Baldi, CPA, PFS,  631-524-5554  
jbaldicpa@gmail.com 
 

Programs:  
Larry D. Sangirardi, CFP®, ChFC®   631-574-2900 
Ameriprise Financial,   lawrence.d.sangirardi@ampf.com 

& Michelle K. Hall,   631-425-3261 
Marsh,  Michelle.K.Hall@marsh.com 
 

Symposium:   
Paul Schifter, CFP®,  631-366-1999 
PCS Financial Planning; paul@newbrookins.com 
 

Corporate Relations / Partnerships:  
James Graziano, CFP® , 631-656-8884 

jgraziano@northridgesecurities.com 

 
Pro Bono:   
Richard L. Bergen, CPA, CFP®   

516-741-1430—RLB Wealth Planning, Inc. 
Rich@RLBwealthplan.com 
 

Fee Advisor Group:   
Andrew Rich, CFP®,  516-433-0828 
Rich Advisory Corp; richadv@optonline.net 
 

Career Development:   
Moss Kaufman, CFP® , EA, 631-366-1999 
Network Capital Services, Inc., ncs811@yahoo.com 

 
Focus Groups:   
Anthony F. Papa, CFP®  

516-536-4436, afpcfp@optonline.net 
Papa/Englehart Strategic Planning Assoc. 

 

Government Relations:   
John Patafio 
631-691-4000, john@patafiolaw.com 

The Law Offices of John T. Patafio, PC 
 
Legal Counsel:   
Diane Wilkie, Esq., CFP® 

516-564-8301; Wilkie & Wilkie  dwilkie@wilkielaw.com 
 
Chapter Executive:   

Janet Cino, 516-542-2004 
fpali@optonline.net, www.fpali.org  

The Heart of Financial Planning: 
 
 

The community that brings together those 

who deliver financial planning, those who 

support  it and those who benefit from it. 

proach to best align provider selection with customer needs.  Bill leads the 

firm’s DCIO efforts for the metro New York Region.  

     Prior to joining OppenheimerFunds in 1999, Bill held management and 

executive positions at Long Term Credit Bank of Japan, Drexel Burnham 

Lambert, Thompson McKinnon Securities and Manufacturers Hanover Trust.  

He is a graduate of Niagara University with a B.S. in business management 

and labor relations and holds Series 7 and 63 licenses.  He is also a Char-

tered Retirement Plan Specialist and an Accredited Investment Fiduciary®.   

     Bill recognizes that building and maintaining relationships is fundamental 

to success.  He is committed to providing consultative support to his clients 

for all aspects of retirement plans.   

Contact Information:  wschories@ofiglobal.com, call 917.951.7020 (cell) 

About Michael Eagan… 

Michael Eagan joined Penn Mutual in 2008 as Regional Marketing Director of 

the NY Metro Region.  His expertise lies in strategic case design and sales 

training.  As Regional Marketing Director of the NY Metro Region, Mike fo-

cuses on recruiting producers and supporting their sales efforts.   

     Prior to his work with Penn Mutual, Mike served as a Wealth Manage-

ment Consultant with Phoenix Life from 2005 through 2008.  With Phoenix 

Life, Mike further expanded his experience recruiting and supporting produc-

ers.  Mike was also a Vice President at John Hancock.  During Mike’s career, 

he has received the Fellowship Award from the National Science Foundation.  

In addition, he has obtained ChFC and CLU licenses, as well as FINRA Series 

7, 24 and 65.   

     Mike earned his B.S. degree in Biology from Fordham University in The 

Bronx, New York in 1969.  He continued his education at Long Island Uni-

versity in Greenvale, New York, where he earned a M.S. degree in Cell Biol-

ogy in 1975.   

     Mike has been a Board Member of the Society of Financial Services Pro-

fessionals (SFSP) for two years.  He resides in West Hempstead, New York, 

with his wife Kathleen, and enjoys golfing in his spare time.   

Contact Information: Eagan.Michael@pmlmail.com, call 516.695.2453 

About William Schories… 
Continued from page 1 

Arrive in time for networking and a buffet breakfast.  Announcements, a partner 

presentation by Susan O’Connor and the program meeting will start at 9:00 AM.  

The presentation will end at 11:30 AM.  Avoid the $15 last-minute registration fee by 

registering before Wednesday, Sept. 18th.  Meeting fees:  FPA members $20 ($35 

after 9/18) and non-members $45 ($60 after 9/18).   
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Special Meeting—Qualifies for 2 hours of Ethics CE 
Wednesday, October 2, 2013, 5:30—8:30 PM 

The Mileridge Inn, Jericho, NY 

Meeting Agenda 
 

5:30 - 6:30 PM Registration, Networking, Dinner & Presentation by Main Sponsor 
 

6:30 - 8:30 PM Ethics in Action uses a game show theme to keep the audience involved and learning.   

  It features a team based approach to determine who knows the most about ethical  

  Conduct required of certificants by CFP Board’s Standards of Professional Conduct.   

  Audience members interact with each other to determine the most appropriate  

  responses.  After every answer the presenter provides explanations about the answers  

  and helps participants to become better informed about CFP Board’s ethical standards  

  for financial professionals.   
 

  Round One—Is a classic quiz bowl with questions worth 50 points each and penalties for 

  incorrect responses.   

  Round Two—Participants choose questions of varied point values from 5 categories  

  including fiduciary standards, practice standards, ethical principles, recent changes and  

  the operation of CFP Board’s Disciplinary process.   
 

Candura Group, LLC, is the creator of the course.  Candura Group, LLC is authorized to provide continu-

ing education credits in ethics by CFP Board Standards.  CFP Board grants Ethics in Action participants 2 

hours of continuing education credit in ethics.   

 

No One Will Be Admitted After the Educational Program Begins 

Registration includes a full dinner, networking and 2 hours of continuing education credit in ethics. 

Thank you to our Main Sponsor:  OppenheimerFunds with a presentation by Wendy Ehrlich 

 

Ethics in Action 
 

Presented by Dan Candura, CFP®   

Candura Group, LLC 
Approved by CFP Board & qualifies for 2-hours of ethics continuing education 

 

October 2, 2013 — ETHICS IN ACTION REGISTRATION FORM 
 

Registration Fee paid on or before Sept. 25th:  FPA of LI MEMBERS:   $75.00 *** ALL OTHERS:   $125.00  

Registration Fee paid after Sept. 25th:     FPA of LI MEMBERS:   $90.00 *** ALL OTHERS:   $140.00 

 

 NAME: ________________________________________________________________________ 

 

 EMAIL: _________________________________________________(to confirm your registration)  

CFP® # ____________            FPA Member # __________          Non-Member________    
         Needed to electronically file your CE Credits 
 

 Click here to register on line, or mail this form with your check  

made payable to: “Financial Planning Association of Long Island”  

send to: FPA of Long Island, 1895 Lincoln Ave., East Meadow, NY   11554-2522 
 

The Milleridge Inn charges us for every reservation.   

If you cannot keep your commitment, please call 516-542-2004 or email fpali@optonline.net to cancel your registration.    

No shows and those who fail to cancel 24 hours prior to the meeting will be invoiced the set fee.   

http://events.r20.constantcontact.com/register/event?oeidk=a07e80bx3cjf5f0fd4e&llr=8smkaomab
http://events.r20.constantcontact.com/register/event?oeidk=a07e80bx3cjf5f0fd4e&llr=8smkaomab
http://events.r20.constantcontact.com/register/event?oeidk=a07e80bx3cjf5f0fd4e&llr=8smkaomab
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FPA LI Fee Advisor Group Meeting 

The Landscape for  

Independent Advisor Technology 
 

Wednesday, September 25, 2013 -- 5:30 p.m. – 8:30 p.m. 

The Milleridge Inn – The Robert Williams Room 
585 North Broadway, Jericho, NY 11753; 516-931-2201 

 

 Technology is of great concern to any advisor practice to grow, compete and succeed.  Sheila Ryan, Senior 

Team Manager for Schwab Technology Consulting will discuss the roles played by custodial platforms, CRM (Client 

Relationship Management) systems, Portfolio Accounting/Performance engines, Financial Planning Tools, Trading and 

Rebalancing Tools, and Document Management Systems. Sheila will also reference case studies of actual RIA’s who 

have built their own technology framework and share their best practices with you. 

 In the past many planners in the group have requested a practice management topic.  This meeting is a direct 

response to those requests.  We hope to see you at the meeting. 

 For information about the content of the program or the Fee Advisor Group contact Andrew Rich, CFP®, 

RTRP at richadv@optonline.net or call (516) 433-0828.  
 

 

September 25, 2013:  FEE ADVISOR GROUP MEETING REGISTRATION FORM 

FPA OF LI – FEE ADVISOR GROUP MEMBERS:  $25.00—Registration includes complete dinner 

 

NAME: __________________________________________________  FPA Member # ________________________ 

 

E-MAIL: _______________________________________________________________________________________ 

 

CLICK HERE TO REGISTER ONLINE OR MAIL THIS FORM & YOUR CHECK PAYABLE TO  

“The Financial Planning Association of LI” TO: 

The FPA of LONG ISLAND, 1895 LINCOLN AVE, EAST MEADOW, NY   11554-2522 

FPA New Jersey Fall Conference 

October 23, 2013 – FPANJ Fall Conference - Accepted for 7 CFP® CE’s 

 

“Times They Are A-Changin’”- Accepted for 7 CFP® CE’s - You will not want to miss the FPANJ Fall conference! Times are 

“A-Changin” and financial planners need meaningful guidelines to help their clients plan for financial success in a fast changing envi-

ronment. The Affordable Care Act is going full speed ahead. The Supreme Court ruled the Defense of Marriage Act is unconstitu-

tional. Federal Reserve Chairman Ben Bernake will be stepping down. Interest rates are heading up. Our expert speakers will share 

their wisdom and discuss how these issues could influence our economy and psyche of our clients. Don’t miss this chance for 

timely information to help you more effectively communicate these changing times and what you can do to provide value to your 

clients. Reserve your seating today by visiting www.fpanj.org. 

 

Featured Speakers: 

Mitch Anthony - "Strengthening Relationships Through Broadening Client Understanding" 

Dr. Bob Froehlich – “Outlook for the Economy, the Markets and Investing” 

Dr. Kathryn Votava – “Affordable Care Act - It's Impact On Your Businesses and Your Clients” 

Debra E. Guston, Esq. – “Impact of the Supreme Court DOMA Ruling” 

http://events.r20.constantcontact.com/register/event?oeidk=a07e816i6qref06457d&llr=8smkaomab
http://events.r20.constantcontact.com/register/event?oeidk=a07e816i6qref06457d&llr=8smkaomab
https://m360.fpanj.org/event.aspx?eventID=83910
https://m360.fpanj.org/event.aspx?eventID=83910
http://www.fpanj.org/
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FPA LI Tax Strategies Meeting 

Pro Bono Community Outreach Survey   

Dear Chapter Member,  

 

The chapter's Pro Bono Program is looking to identify and work with some local community-based organiza-

tions ("CBO's). Our goal is to provide free financial counseling through either workshops and/or one-on-one 

meetings. Some of the areas that we can speak on include: 

        -General financial planning  

        -Debt management         

        -Budgeting  

        -Other areas as requested  

 

I thought it would be helpful to reach out to our members, to see if you may have a personal affiliation with 

any CBOs who could benefit from our Pro Bono efforts.  As such, CLICK HERE for a Community Out-

reach Survey, which I encourage you to complete (if applicable) and email or fax back to the chapter office 

(fpali@optonline.net / 516-542-2005).  

 

Upon receipt and review of the responses we get, we will (hopefully) be able to create some new meaningful 

relationships for our program! 

 

If you have any questions about the program, feel free to call (516-741-1430) or email 

(Rich@rlbwealthplan.com) me. Thanks you for your participation in this initiative.  

 

Sincerely,  

Rich Bergen  

Pro Bono Director  

Give Yourself a Raise... 
 Attend Tax Strategies for the Self-Employed Financial Planner 

(For 1099's, Statutory Employee's, S Corp's, C Corp's,  LLC's, and Proprietor's) 

  

 Thursday, 10/24/2013, 2:00 pm-4:00 pm 
(Please arrive at 1:45 for registration.  Seminar begins promptly at 2:00 pm) 

  

Vanderbilt Securities, LLC, 125 Froehlich Farm Blvd, Woodbury, NY 11797  
  

REGISTER NOW TO ENSURE A SEAT AT THIS SEMINAR  

     Many of us assume our accountants take care of our taxes... but forget that WE are the ones giving them 

the numbers and records they are using to prepare our tax return.  

 

    This seminar is guaranteed to identify between $2,500 and $27,500 in NEW deductions that can be used 

right away to pocket thousands in tax savings. These deductions are based in tax LAW, but presented in 

simple English that all of us can easily understand.  

 

This seminar is presented by Kelly Clark of Bradford and Company, Inc., and excerpted from the Bradford 

and Company, Inc. Tax Strategies for the Self-Employed audio course (available to register for after the 

seminar). 

http://www.fpanet.org/docs/assets/9FEC61DE-E744-2D9D-55984945D2D40FEB/CommunityOutreachSurvey.pdf
http://www.fpanet.org/docs/assets/9FEC61DE-E744-2D9D-55984945D2D40FEB/CommunityOutreachSurvey.pdfC:/Users/Dell/Documents/My%20Data%20Sources
mailto:fpali@optonline.net
mailto:Rich@rlbwealthplan.com


 R
E

G
IS

T
R

A
T

IO
N

 
14th Annual Symposium & Exhibition 

Friday, November 1, 2013 

Crest Hollow Country Club 

Woodbury, New York 

Instructions:  

 CLICK HERE to register on-line and pay by credit card; or  
  

 Mail this completed form and payment (check or 

money order) to: FPA of Long Island, 1895 Lincoln Avenue, 

East Meadow, NY 11554-2522. Use a separate form for each 

registration.  A photocopy is acceptable. 

Registration deadline:  October 25, 2013. 
  

  

First Name ____________________________  Last Name ___________________________________ 

  

Badge Name (Preferred Name) __________________________________________________________ 

  

Company Name _____________________________________________________________________  

  

Broker/Dealer  ______________________________________________________________________ 

  

Address ___________________________________________________ Suite #__________________ 

  

City  __________________________________  State  _______________  Zip Code  _____________ 

  

Work Phone (       )  _________________________ Cell Phone (       )  _________________________  

  

 E-mail ___________________________________________________________________________ 

  

License Number (if applicable):  CFP® __________________________________ 

    CPA ___________________________________ 

    NY Insurance ____________________________ 

  

I am a (please check one):       _____ FPA Member       ______ Non- Member  

  

  Registration Periods / Dates  Member Fee Non-Member Fee 

                     Regular Registration…..8/17/13 - 10/25/13     $160   $230 

        Late Registration……….…..10/26/12 - 11/1/13     $210   $280 

  

The conference brochure will be mailed out this week and the complete Symposium program, as well as a 

schedule of the concurrent and seminar sessions, will be posted on the chapter webpage, www.fpali.org. You 

will be able to select the particular concurrent and seminar sessions you would like to attend. If you should have 

any questions, please call the Chapter Administrator, Janet Cino, at (516) 542-2004. 
 

Thank-you for your registration! 
  

Refund Policy:  A full refund will be granted as long as you contact us in writing by October 18, 2013.   

Refunds will not be granted after October 18, 2013; however, substitutions can be made at any time at no charge.   

  

FPA LI ǒ 1895 Lincoln Ave, East Meadow, NY 11554 

516-542-2004 ǒ Fax-516-542-2005 ǒ fpali@optonline.net ǒ www.fpali.org  

  
SIGN UP & PAY 

BY OCT. 25, 2013 
& SAVE!  

http://events.r20.constantcontact.com/register/event?oeidk=a07e7qzuh34e4b2c17d&llr=8smkaomab
http://www.fpali.org


Page 7 

 

Symposium & Exhibition 2013 
Friday, November 1, 2013  

Crest Hollow Country Club, Woodbury, NY 

7:30—9:30 AM Registration 
  

8:00—9:00 AM Pre-Conference Session (1 CFP®* and/or CPA CE credit) 

  Federal Tax Individual Update:  Vincent J. O’Brien, CPA; Vincent J. O’Brien, CPA, PC 
  

9:00—10:00 AM Opening General Session: (1 CFP®* and/or CPA CE credit) 

  Building a Better Portfolio òCoreó Keynote Speaker:  Craig L. Israelsen Ph.D. 

  Session Sponsored by Jackson 
  

10:00—11:00 AM Exhibit Hall Open—Continental Breakfast with Exhibitors 
  

11:00—11:50 AM Breakout Session 1—Select One 

  Ʒ  Case Studies in Long Term Care Planning  

  Speaker:  Robert M. Vandy, CLU, ChFC, LUTCF, CLTC, NY LTC Brokers 

  (1 CFP®* and/or CPA CE credit and/or 1 NYS Ins. Credit) 

  Ʒ  Reverse Mortgage Qualifications and 2013 Program Changes 

  Speaker:  Robert Tollin, iReverse Home Loans (1 CFP®* and/or CPA CE credit) 

  Ʒ  Fixed Income Market Outlook & Trends in High Yield  

  Speaker:  James Serhant, CFA, Hartford Investment Management 

  (1 CFP®* and/or CPA CE credit) 

  Ʒ  The Case for AlternativesñSpeaker:  John Corcoran, OppenheimerFunds 

  (1 CFP®* and/or CPA CE credit ) 
  

11:50 –12:20 PM Exhibit Hall Open—Break with Exhibitors 
  

12:20—1:10 PM Breakout Session 2 

  Ʒ  New Opportunities In Creative Estate Planning  

  Speaker:  Robert Lewis, CLU, Lincoln Financial 

  1 CFP®* and/or CPA CE credit and/or 1 NYS Ins. Credit) 

    Ʒ  The Future of Financial Planning  

  Speaker:  Tom Roberts, MoneyGuidePro (1 CFP®* and/or CPA CE credit) 

  Ʒ  Understanding the 1031 Real Estate Market and Current Opportunities  

  Speaker:  Jason Pueschel, Bluerock Real Estate(1 CFP®* and/or CPA CE credit)  

  Ʒ  Frozen in the HeadlinesñSpeaker:  Larry Sinsimer, Fidelity Investments 

  (1 CFP®* and/or CPA CE credit )  
  

1:10—2:40 PM Luncheon Keynote Speaker:  Trey Sgroi, American Funds 

  Changing the Frame; (1 CFP®* and/or CPA CE credit) 
  

2:40—3:10 PM Exhibit Hall Open—Last visit with Sponsors 
  

3:10—4:00 PM Breakout Session 3 

  Ʒ  Social Security:  12 Keys to Optimizing Benefits  

  Speaker:  Waldean Wall, ChFC, CTS, Allianz 

  (1 CFP®* and/or CPA CE credit and/or 1 NYS Ins. Credit)  

    Ʒ  Mortgage Market Year End Review (1 CFP®* and/or CPA CE credit) 

  Speaker:  Frank Melia, CMPS, Live In Reverse 

  Ʒ  Asset Allocation in Alternative Investments (1 CFP®* and/or CPA CE credit) 

  Speaker:  Sameer Jain, American Realty Capital  

  Ʒ  Retirement Income Solutions (1 CFP®* and/or CPA CE credit) 

  Speaker:  Todd W. Schaul, Morningstar Investment Services  
  

  Post Conference Sessions  

4:10—5:00 PM Ʒ  The Roadmap to Retirement 

  Speaker:  Gretchen S. Miller, MBA, CFP®, Prudential Annuities 

  (1 CFP®* and/or CPA CE credit and/or 1 NYS Ins. Credit)  
 

5:10—6:00 PM Ʒ  Helping Clients Plan for the Costs of Long-Term Care 

  Speaker:  Carlo L. Cordasco, CRPC, CLTC, Nationwide 

  (1 CFP®* and/or CPA CE credit and/or 1 NYS Ins. Credit) 
  

*All continuing education (CE) credits must be reviewed and approved by CFP Board.   

Information displayed is contingent on approval by CFP Board; CE credit is not guaranteed.   

Onsite materials will indicate final approval for session CE credit 

  

  

  

  
  

 A Huge òThank Youó  
to the Sponsors & Exhibitors  

who generously contribute to  

make this program possible!  
  

The following list represents sponsors  

signed up as of Sept. 2013  

 Platinum 
American Funds & Jackson National 

Gold Level 
 Advisors Asset Management 

Allianz 

Bluerock Real Estate 

Fidelity Advisor Funds 

iReverse Home Loans 

Lincoln Financial 

Live In Reverse 

MoneyGuidePro 

Morningstar Investment Services 

Nationwide Financial Services 

New York Long Term Care Brokers 

OppenheimerFunds 

Prudential Annuities 

Realty Capital Securities 

Silver Level 
Access Brokerage Services 

American Portfolios 

AXA Equitable 

Charles Schwab Advisor Services 

Crump Life Insurance / William Penn 

Goldman Sachs 

Halliday Financial 

Hartford Funds 

Invesco 

Investacorp 

Lord Abbett 

Mutual of Omaha 

One Reverse Mortgage 

SEI Investments 

SQN Securities 

Steadfast Reits 

SunAmerica 

TD Ameritrade Institutional   

Vanguard Funding  

Walton International Group 
- - - - - - - - - - - - - - - - - - - - - 

Silver Level Sponsorship opportunities  are still 
available.  If you would like details on  

sponsoring go to our web page at 

www.fpali.org or call 516-542-2004 

Sign-Up Today! 

http://www.fpanet.org/Chapters/LongIsland/Partners/


Mark your calendars now for Friday, No-

vember 1st at the Crest Hollow Country 

Club, Woodbury, NY.  This conference 

features some very notable speakers, a one 

day conference with a wide selection of 

topics offered and opportunities to meet 

top planners, advisors and industry vendors 

in our region.  A day we think you don’t 

want to miss! 

 

Vincent J. O’Brien -  Federal Tax Indi-

vidual Update:  In 2013, major changes in 

the tax law become effective.  Tax rates 

are higher for certain taxpayers, and the 

Medicare tax has been expanded for some 

taxpayers on both wages and also on in-

vestment income.  This presentation is de-

signed to inform participants about signifi-

cant recent federal income tax changes and 

to assist them in identifying the ways in 

which these changes may affect their cli-

ents.   

     The federal tax individual update pres-

entation by renowned lecturer Vincent J. 

O’Brien, CPA, will highlight the effects of 

these significant federal changes.  Mr. 

O’Brien is the owner and principal lecturer 

of M+O=CPE, Inc., a company that pro-

vides its definitive year-end tax update each 

December and January for CPAs and other 

tax professionals.  Mr. O’Brien is also the 

President of a CPA firm located in Lyn-

brook, New York.   

 

Craig L. Israelsen, Ph.D. - Building a 

Better Portfolio “Core”:  Using histori-

cal data, this presentation examines the 

performance of various portfolio designs 

during the build-up phase (prior to retire-

ment) and the draw-down phase (post-

retirement).  Correlation patterns between 

major asset classes are reviewed.  The im-

pact of rebalancing is evaluated over multi-

ple time periods.  This presentation specifi-

cally examines the use of “alternative asset 

classes” in portfolio design.  The 7Twelve 

Portfolio, a multi-asset balanced model, is 

introduced.   

 

Robert M. Vandy - Case Studies in 

Long Term Care Planning:  Long-

Term Care (LTC) planning continues to 

be a challenge for many New Yorkers.  In 

addition to the challenges that public 

funding programs like Medicare and 

Medicaid face, the private LTC Insurance 

industry has seen volatility recently it has 

not experienced before.  At the same 

time, in a world formerly dominated by 

traditional LTC Insurance as its [almost] 

exclusive funding tool, new options have 

emerged as potential solutions to this 

increasing problematic planning problem.   

     In this session, we will look at a brief 

history of LTC financing, including both 

public and private tools that have histori-

cally been used.  We will consider cur-

rent sources of LTC cost funding, and 

provide a backdrop for advisors to con-

sider as their clients plan for a need that 

may, in practical terms, be 20 or 30 years 

(or more) in the future.  We will use 

case studies as a means to put various 

planning and financing goals in their 

proper context.  (1 NYS Insurance CE - 

NYCR-237936)   

 

Robert Tollin - Reverse Mortgage 

Qualifications and 2013 Program 

Changes:  In this session the speaker 

will overview the reverse mortgage quali-

fications and provide handouts of an ex-

ample to demonstrate how the loan 

works and options that are available. He 

will also discuss the recent 2013 changes 

and proposed changes for the reverse 

mortgage program for 2013.  Attendees 

will come away with a good understand-

ing of how one qualifies for a reverse 

mortgage, the difference between the 

program options, and the potential 

changes and philosophy behind the 

changes on the reverse mortgage pro-

gram.   

 

James Serhant - Fixed Income Mar-

ket Outlook & Trends in High Yield:  

The content of the presentation will in-

clude an overview of the current 

fixed income market landscape, in-

cluding yields, pricing and returns 

across the major sectors.  It will also 

cover trends in drivers that affect the 

various fixed income sectors, includ-

ing interest rates, inflation, economic 

data and corporate fundamentals.  

Then it will cover specifically the cur-

rent environment in the High Yield 

bond market, including corporate 

fundamental trends, pricing and dis-

cussion of current opportunities in 

the market.  It will end with a section 

on why a strategic allocation to High 

Yield could potentially make sense in 

an investors overall asset allocation.   

 

John Corcoran - The Case for 

Alternatives - A 60/40 balanced 

portfolio worked well and met inves-

tors’ needs most of the time until 

2008. The financial collapse – and the 

responses of policymakers around the 

world to that collapse – has altered 

the markets in meaningful ways.  We 

now live in a world of experimental 

monetary and fiscal policy.  Interest 

rates have been artificially depressed 

through successive rounds of quanti-

tative easing, central banks are using 

competitive currency debasement as 

a strategic weapon, and legislators are 

now comfortable with perpetual 

budget deficits and unfunded entitle-

ments.  The historic 32-year bull mar-

ket in bonds is ending; as rates begin 

to normalize, the capital markets will 

change dramatically once again.  Com-

plicating this picture is the fact the 

voters are starting to reject fiscal aus-

terity (e.g., Italy, France, Greece, etc.).  

In this environment, a typical 60/40 

balanced approach to portfolio con-

struction no longer meets investors’ 

needs; asset class performance over 

the last 4 years makes that clear.  We 

believe investors need to expand 

their opportunity set by including a 
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suite of diversified alternative asset 

classes.  These alternatives have macro 

drivers, underlying fundamentals and 

performance characteristics that make 

them act differently from traditional 

stocks and bonds.  Adding alternatives 

to a balanced portfolio can help ex-

pand the efficient frontier, improve the 

risk/reward profile meaningfully and 

position investors for the future, not 

the past.   

 

Robert Lewis - New Opportuni-

ties in Creative Estate Planning:  

Hybrid Annuities:  This presentation 

will focus on some very nontraditional 

ways that annuities, specifically those 

that offer “Hybrid income” riders can 

be used to meet clients’ estate planning 

needs.  This will change the way advi-

sors look at using annuities to high net 

worth clients!  (1 NYS Insurance CE - 

NYCR-238207)   

 

Tom Roberts - The Future of Fi-

nancial Planning: In this session we 

will discuss the evolution of planning 

software and how software integration 

is continuing to change the user ex-

perience.  We will also look at how 

planning software can enhance the 

advisor/client relationship – help in-

crease firm revenue, and help in gath-

ering more of your clients’ assets.   

 

Jason Pueschel - Understanding 

the 1031 Real Estate Market and 

Current Opportunities:  Most Advi-

sors do not realize the ease and con-

venience of today’s 1031 programs.  

Many clients can benefit from en-

hanced knowledge and understanding 

of these transactions.  Two simple 

questions should be asked of every 

client.  “Do you own real estate out-

side of your primary residence?” and 

“Do you anticipate a potential sale of 

that property?”     

     It is crucial that the client discusses 

their options prior to a sale.  Once a sale 

is complete and an individual receives 

payment there is no turning back the 

taxes they will be required to pay.   

     A 1031 program allows an individual 

to defer taxes indefinitely on the sale of 

an appreciated property.  It allows for a 

passive investment which generates a tax 

advantaged income stream.  Learn how 

you can incorporate these transactions 

into your practice. 

 

Larry Sinsimer - Frozen in the 

Headlines:  Frozen in the Headlines 

explores the Behavioral Finance aspects 

behind investor reluctance to participate 

in the equity markets even as those mar-

kets continue to rise.  It provides a his-

torical perspective on similar missed op-

portunities and provides advisors with a 

thought provoking approach to help 

move clients and prospects off the side-

lines.   

 

Trey Sgroi - Changing the Frame:  

Managing client behavior is difficult in any 

market, but recent conditions have com-

pounded the challenge of keeping inves-

tors on track with their long-term objec-

tives. Yet for clients, the stakes are very 

high — education for their children, se-

curity in their own retirement and the 

fulfillment of lifelong dreams and aspira-

tions. Successfully managing these chal-

lenges is also crucial to advisers seeking 

to strengthen relationships and grow 

their practices.   

    In Changing the Frame, we continue 

working to help advisers expand their 

understanding of the forces at work be-

hind investor decision-making while pre-

senting communication strategies and 

investing structures designed to improve 

investor outcomes.   

A funny way to look at money  

We take a look at why some of the bi-

ases and blind spots people have when it 

comes to thinking about money can 

cause even the best-intentioned and level

-headed clients to succumb to emotional 

decision-making.  These insights will help 

advisers better understand the persis-

tence of counterproductive behavior and 

provide some potential strategies for 

managing it.    

Words aren’t enough   

We’ll share with advisers the influence 

that context, framing and structure can 

have on our everyday lives, and we will 

demonstrate how “choice architecture” 

can positively influence client behavior.  

Advisers will learn about an investment 

framework that naturally aligns with how 

people think about money, and see how 

restructuring portfolios according to this 

system can help facilitate improved inves-

tor outcomes.    

Framing for success   

We’ll discuss how incorporating portfo-

lio structures and processes that are 

more closely aligned with intuitive inves-

tor thinking can help clients achieve bet-

ter investing outcomes and advisers build 

a stronger brand. 

 

Waldean Wall - Social Security: 12 

Keys to Optimizing Benefits:  This 

course prepares financial professionals to 

assist clients by providing education be-

yond the basics of social security for 

their retirement strategies.  This course 

will help to identify the impact clients 

may face when they begin taking social 

security benefits as well as optimizing 

spousal benefits.  This course also covers 

unique topics such as pay-back options, 

joint-life analysis, phased-retirement, and 

break-even analysis.  (1 NYS Insurance 

CE - NYCR-222471) 

 

Frank Melia - Mortgage Market 

Year End Review:  This session will 

answer the questions:  Should Mortgage 

Planning (Debt Analysis) be part of your 

advisory practice?  Where are interest 

rates headed?  The speaker will also pro-

vide an overview of Mortgage programs 

which appeal to your clientele.   
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NEW  

Monthly Payment  

Option Available! 
 

New in 2013, FPA is pleased to offer a valuable new 

service which will allow members of FPA to split up 

their dues payment into 12 equal monthly install-

ments.  The online payment plan option may be se-

lected on the application form during your regular 

renewal period or sign up for automatic renewal 

now so you don’t have to worry about renewing 

later.  Please note that this option is only available 

for payments with a valid credit card.   
 

Click here for more information.   

Sameer Jain - Asset Allocation in Alternative Investments:  Alternative investments, with their attractive characteristics, 

do have unique risks beyond those that exist in traditional stock and bond investing.  Incorporating them into a portfolio re-

quires that investors have the tools to compare these investments in a like-for-like fashion with traditional asset classes.  We 

propose a new framework for asset allocation for direct investing that goes beyond the more traditional mean variance Modern 

Portfolio Theory approach.     

 

Todd W. Schaul - Retirement Income Solutions:  How do advisors meet their client’s need for income, inflation protec-

tion and a portfolio that will last throughout retirement?  We will explore how an endowment like approach to investing can 

help to build a well diversified portfolio that balances income and capital preservation and addresses risk and volatility.   

 

Gretchen S. Miller - The Roadmap to Retirement:  This roadmap introduces conversations advisors should have with 

their clients at age 50, 55, 59½,  62, 65, 67, 70 and 70½.  The retirement journey begins at accumulation and then continues 

through consolidation, asset allocation, tax diversification, protection, distribution and wealth transfer.  Having these conversa-

tions throughout the retirement journey and at the appropriate mile markers will help clients travel safely to their retirement 

destination.  This course will address:  Tax diversification and early retirement strategies; Retirement income planning and tax-

effective withdrawal strategies; and Maximizing Social Security and spousal legacy strategies. (1 NYS Insurance CE – NYCR-

237399)  

 

 Carlo L. Cordasco - Helping Clients Plan for the Costs of Long-Term Care:  Many clients who are near retirement 

often find themselves squeezed between competing pressures for their time and finances.  While they contend with decisions 

about their homes, careers, health, well-being and their children, they are also faced with caring for the needs of their aging par-

ents.  Discussing all of these different issues these clients face as part of the “sandwich generation” is a way for advisors to form 

a connection with client and introduce long-term care planning.  (1 NYS Insurance CE – NYCR-237640 
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FPA of LI Membership Committee Update  

 

NEW MEMBERS!  

Rosemarie Bruno 

Dawn Feniello 

Gertrude Jean Pierre 

Anne Ferrara Kurzman 

Ronald Matonti 

Michael Ross 

Welcome!  

HAPPY  

ANNIVERSARY !  

30 Years 

Philip J. Ashton 

Gary R. Kron, CFP®, CIMA®, CRPC®  

George N. Sucich, CFP®, CSA  

 

25 Years 

Bonnie Brady, CPA, CFP®  

 

20 Years 

Ronald Bernstein, CFP®  

Margaret R. Haemer, CFP®  

Elizabeth A. Letzler, CFP®  

Eric Neuwirth, CFP®  

 

15 Years 

Richard Bohner, Jr.  

Margaret A. Chase, CFP®  

 

10 Years 

Thomas D. Cordovano, CFP®  

Richard K. Colarossi, CFP®  

Edward J. Mockler, CFP®  

Henry Montag, CFP®  

Gary P. Ranftle 

  

5 Years 

Lisa A. Kelly, CFP®, CPA, PFS 

Beverly A. Wendt, CFP®  

James G. Westmacott, CFP®  

Walter Wisniewski,CFP®  

 

Congratulations!  

PROFESSIONAL OFFICE(S) FOR RENT 
 

I have several really nice offices within my office suite for rent to 

a professional person(s).  It would be perfect for an accountant, 

financial planner, mortgage broker, P&C agent, attorney, etc.   
 

Click here  for more information and to see photos. 

Call or text John (631) 487-0003 

Positions Available –  

LYNBROOK location 
 

Please email resume to 

hr@westcofinancialgroup.com 
 

Administrative Assistant-Busy financial 

services firm seeks hard working individual 

to assist President of the firm, must be  

organized/detail oriented 
 

Client Service Representative – Busy 

financial services firm seeks organized,  

motivated and self-directed individual to 

join our team 
 

Both positions are Full Time, training,  
salary, benefits, non-smoking office,  

car necessary 

http://longisland.craigslist.org/off/3723159955.html
mailto:hr@westcofinancialgroup.com
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Free seminar! 

How to Become an Enrolled Agent  
 

Tuesday, October 1; 6:30-8:30 p.m. 

Molloy College Suffolk Center @ Route 110 

 

If you prepare taxes, would you like to know how to build your business and improve your professional status? If so, at-

tend the free seminar, "How to Become an Enrolled Agent" on Tuesday, October 1, 2013; 6:30 p.m. - 8:30 p.m. at Molloy 

College's  Suffolk Center located just off Route 110 in Farmingdale. An Enrolled Agent is a tax professional who has 

earned the privilege of representing taxpayers before the Internal Revenue Service. Our seminar leader, James Rosa, 

CPA will explain the benefits of becoming an enrolled agent, the educational requirements and the three-part Special 

Enrollment Examination (SEE) you will need to take. While the seminar is free you should register to reserve yourself a 

seat. Visit www.molloy.edu/ea for further information. 

 

Enrolled Agent (EA) Designation 

An enrolled agent is a person who prepares tax returns and can represent taxpayers before any office of the Internal 

Revenue Service.  An enrolled agent can negotiate with the IRS during examination and appeals, and act in place of a 

taxpayer signing consents and executing agreements on their behalf.  An enrolled agent is the only professional granted 

a right to practice directly from the U.S.  government.  An enrolled agent is considered a tax specialist, which sets them 

apart from attorneys or CPAs who do not always specialize in taxes. To earn the EA designation you need to pass the 

EA Exam. This 3-part exam is officially known as the Special Enrollment Examination (SEE) and is a three-part exam 

administered by Prometric testing service on behalf of the Internal Revenue Service.  

 

Molloy's EA Test Prep Course – 10% Discount for FPA of LI Members! 

Molloy and Park Avenue CPA Review will offer a prep course that will help prepare you take the EA exam and become 

an Enrolled Agent. The course will be offered for 4 Tuesdays & 4 Thursdays, October 22 - November 19, 

2013 from 6:30 p.m. - 9:30 p.m. at Molloyôs Suffolk Center located just off Route 110 on the grounds of Republic Airport.  

 

The tuition for the course is $799. However, FPA of LI members will receive a 10% discount.   

  

Please note that this course is designed for someone who is already preparing tax returns for a fee. It is not a tax prepa-

ration course. While it is possible to become an Enrolled Agent without any prior background, it would be very difficult to 

do so.  

  

Complete information on the program and registration procedures can be found at: www.molloy.edu/ea.  

   

You should register for classes at least one week prior to the start of classes. Online registration is available at: 

www.molloy.edu/ea.  Phone in your registration by calling 516-323-3550 with your MasterCard or Visa. To register in 

person, by fax or mail, please follow the directions on our web page: www.molloy.edu/ce/registration under Registration.  

 

Questions? Call 516-323-3550 or email: lcino@molloy.edu. 



Many Thanks to our 2012 - 2013 Partners 

Platinum Level Partners 

Allianz Life Financial Services  

Lorraine Lods, 516-510-4350 

Lorraine.Lods@allianzlife.com  

 

Invesco  

Anthony Camilleri, 631-838-4887  

anthony.camilleri@invesco.com  
 

 

 

 

 

Jackson National  

Steve Burke, 516-297-4620 

stephen.burke@jackson.com  
 

Nationwide  

Susan O’Connor, 516-532-1170 

oconnos3@nationwide.com 
 

OppenheimerFunds 

Wendy Ehrlich, 516-318-1418 

wehrlich@oppenheimerfunds.com 

Prudential Annuities  

Carrie Short, 516-521-4673 

carrie.short@prudential.com 

 

Security Benefit 

Marcello Cosentino, 973-722-0644 

Marcello.Cosentino@ 

securitybenefit.com 

Gold Level Partners 

iReverse Home Loans 

Robert D. Tollin, 516-652-8371 

rtollin@iReverse.com 

Live In Reverse  

Frank Melia, 516-729-3438 

fm@liveinreversenow.com 

Realty Capital Securities 

Anthony Ziniti, 516-650-7853 

aziniti@rcsecurities.com 

Silver Level Partners 

Access Brokerage 

Roy Cifuni * 631-473-7244 
roy@accessbrkg.com  
 

ADP 
Michael Alberto * 631-987-7280 

michael.alberto@adp.com  
 

Advisor Products, Inc. 

Andrew Gluck * 516-333-0066 
agluck@advisorproducts.com  
 

American Funds 
Steve Calabria * 631-987-4307 

stevencalabriateam@capgroup.com 
 

Ameriprise Financial 
Daniel Masiello * 917-836-0332 
Daniel.R.Masiello@ampf.com 
 

Arbitrage Funds 

David Flaherty * 201-705-7426 
dflaherty@wicfunds.com 
 

AXA Equitable 
Mike Savage * 646-460-3094 
Michael.Savage@axadistributors.com 
 

Bluerock Real Estate 

Jason Pueschel * 860-841-1183 
jpueschel@bluerockcm.com 
 

Charles Schwab Advisor Services 
Alfred Avazis * 212-403-9217 

Alfred.avazis@schwab.com 
 

Columbia Management 
Valerie Wess * 914-262-5900 
valerie.wess@columbiamanagement.com 
 

Delaware Investments 

Julie Boliver * 516-359-3410 
julie.boliver@delinvest.com 
 

DWS Investments 

Michael Valeant * 607-761-7744 
michael.a.valeant@db.com 
 

Equinox Group Distributors 
Michael Carlone * 732-735-7503 

mcarlone@equinoxllc.com 
 

Fidelity Investments 

Robert W. Gennari, Jr. * 631-582-1924 
robert.gennari@fmr.com 
 

Forest Hills Financial Group 
Andie Perlmutter * 718-268-9255 

Andrea_Perlmutter@glic.com 
 

Guardian Investor Services LLC 
Mitchell Katz * 631-807-4759 
Mitchell_katz@glic.com 
 

Hartford Mutual Funds 

Daniel Gribben * 610-405-8271 
dan.gribben@thehartford.com 
 

Investacorp 
Brian Kovener * 561-891-9117 
bkovener@investacorp.com 
 

Lord Abbett 

Jennifer Chase  * 917-363-7663 
jchase@lordabbett.com 
 

MoneyGuidePro 
Neil Wert * 800-743-6938 x132 

neil@moneyguidepro.com 
 

Morningstar Investment Services 
Todd Schaul * 732-357-7545 
Todd.Schaul@morningstar.com 
 

NY Life / MainStay Investments 

Michael Bosi * 732-715-3737 
michael_bosi@newyorklife.com 
 

NY Long Term Care Brokers, Ltd. 

Robert Vandy * 518-378-4429 
bvandy@nyltcb.com 
 

Pimco 
Danny Iandoli * 631-219-2710 

danny.iandoli@pimco.com 
 

Principal Funds 

Michael Miller * 631-365-4686 
miller.michael@principalfunds.com 
 

Rainier Investment Management 
Ron Alvares * 206-909-7599 

FundsAdvisory@rainierfunds.com  
 

SEI Investments 
Harley Nager * 610-676-2036 
hanger@seic.com 
 

SunAmerica 

Brian Taggart * 917-710-7952 
btaggart@sunamerica.com 
 

TD Ameritrade Institutional 
Josh Reich * 347-803-3636 
Joshua.Reich@tdameritrade.com 
 

Transamerica 

Morris Glazer * 631-827-3913 
morris.glazer@transamerica.com 
Dawn  Lind * 516-660-8330 

dlind@transamerica.com 
Jeff Soares * 516-641-6775 
jsoares@transamerica.com 
 

Wells Fargo Advantage Funds 

Steven Futoran * 631-560-4569 
steven.futoran@wellsfargo.com 
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Thank you to our 

Annual Partners 
Did you know...... 

Our Annual Partners provide 

approximately one-half of the 

revenue needed to run the 

chapter.  Without our Part-

ner’s support, your price for 

chapter meetings would be 

much higher.   

When a Partner communi-

cates with you, please take a 

few minutes out of your day 

to thank them and listen to 

what they have to offer. 



 

1895 Lincoln Avenue 

East Meadow, NY   11554-2522 

Phone: (516) 542-2004 

email: fpali@optonline.net 

www.fpali.org 

SAVE THESE DATES 

FPA Long Island Events! 
   

9/20/2013 Program Meeting - Breakfast Meeting  

  Location: The Milleridge Inn, Jericho, NY 

  Sessions offering 2 NYS Insurance CE 

 

9/25/2013 Fee Advisor Group Meeting - Dinner Meeting  

  The Landscape for Independent Advisor Technology 

 

10/2/2013 CFP Ethics CE Presentation 

  Dinner Meeting at Milleridge Inn, Jericho 

 

10/24/2013 Tax Strategies for the Self-Employed Financial Planner 

 

11/1/2013  14th Annual Symposium & Exhibition  

 

12/12/2013 Net Working Event — Location TBA 

 

1/10/2014 Tax Update Workshop / Presentation by NATP 

  4 Hour seminar, location tba 

 

2/5/2014  Program / Education Meeting—Estate Planning 

 

3/14/2014 Program / Education Meeting—Economic Forecast 

 

4/24/2014 Networking Event 

 

5/8/2014  Program / Education Meeting—NYS Insurance CE 

 

6/13/2014 Program / Education Meeting—Investment Strategies 

 

 

Go to our chapter web page  

for the most current information and  

for meeting announcements with registration forms.   

Other Options for  

Continuing Education 

 

For additional educational  

opportunities remember to look at 

the Virtual Learning Center on the 

national FPA website or go to the 

Journal of Financial Planning—

www.FPAnet.org/Journal.   

 

 

In adherence to the FPAõs Open Forum Policy,  

the Financial Planning Association of Long Island  

welcomes advertisements from reputable suppliers  

of products and services to the financial planning  

community.  However, the chapterõs Board of  

Directors does not perform due diligence  

on advertisers or authors and cannot  

guarantee that their offerings or writings  

are suitable or correct.   

http://www.fpanet.org/Chapters/LongIsland/MeetingsandEvents/CalendarofEvents/
http://fpanet.inreachce.com/
http://www.fpanet.org/journal/

