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FPA DENVER 2010: THE ANNUAL CONFERENCE OF THE FINANCIAL PLAN

EXHIBIT AT FPA DENVER 2010

lanners and advisers, you get unmatched access to an audience of !nancial
advisers who are actively looking for your products and services. If you are
looking to increase your company's visibility and pro'tability, look no further than
exhibiting opportunities at FPA Denver 2010, October 9+12, the annual conference
of the !nancial planning community.

Wen your compaeaxkyibits at the year's largest gathering of Inancial

Exhibitors at FPAs annual conference get real results because they target the right
people at the right time. Unlike other events aimed at !nancial planners, the
average FPA conference attendee has more assets under management than the
average adviser and holds an executive level position at their practice.* As a result,
FPAs annual conference attracts the decision makers and the biggest names in the
profession. By exhibiting at FPAs annual conference you have direct access to this
valuable audience at the exact time they are the most responsive to the next set of
products and services needed to build their business.

If there is only one conference your company exhibits at this year, make sure that it
is a conference that counts; make sure that it is FPA Denver 2010#

*According to the2008 Readex Research conducted on behalf, affAg&rcent of FPA members

are in an executive position at their practice (including CEO, president, sole proprietor, partner,
manager, director and vice president). FPA members also have an average of $101.6 million in
assets under management.
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EXHIBITING
INFORMATION

Exhibit Hall Hours

EXHIBITOR MOVE-IN

FPA Denver 2010 Booth Pricing
FPA INSTITUTIONAL MEMBER

Friday, October 8, 2010 1:00+5:00 p.m. 10x10 $6,500
Saturday, October 9, 2010 8:00 a.m.+2:00 p.m. Each additional booth $6,000
EXHIBIT HALL OPEN NON-MEMBER

Saturday, October 9, 2010 5:00+£7:00 p.m. 10x10 $9,000
Reception 5:00+£7:00 p.m. Each additional booth $8,750

Sunday, October 10, 2010

11:00 a.m.+7:00 p.m.

Lunch Noon+2:00 p.m.
Exhibit hall refreshment break 3:00+£3:45 p.m.
Reception 5:30+£7:00 p.m.

Monday, October 11, 2010

11:00 a.m.+4:00 p.m.

Lunch 11:45 a.m.+2:00 p.m.
Exhibit hall refreshment break 3:00+£3:45 p.m.
EXHIBITOR MOVE-OUT

Monday, October 11, 2010 4:00+8:00 p.m.

INCLUDED IN YOUR EXHIBIT BOOTH FEES:
t 1SF BOE QPTU DPOGFSFODF BUUFO
t -JTUJOH PO UIF '1" BOOVBM DPOGF
t $PNQBOZ MJTUJOH JO UIF DPNQSFII

t $PNQBOZ MJduthdl@fHFinhacidl | F
Planningsupplement*

t $PNQBOZ MJTUJOH BOE DPNQBOZ E
onsite program and exhibit guide*

t 5XP DPNQMJNFOUBSZ GVMM DPOGF
with each 10© x10© booth space

t h CBDLXBMM BOE h TJEFXBMM QJC
t #PPUI JEFOUJ DBUJPO TJHO

t IPVS QFSIJNFUFS TFDVSJUZ PO Ul
t %BIJMZ BIJTMF DBSQFU NBJOUFOBOTL

*Pending booth registration and con"rmation pryor to the print deadline.
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EXHIBITOR INFORMATION

FPA Denver 2010 Enhanced
Exhibitor Packages

An enhanced exhibitor package gives you the opportunity to
increase your company's exposure and promote your booth at
B DPTU F FDUJWF QSJDF

Enhanced exhibitor packages include all the rights and
benelts included with basic booth fees, plus:

SINGLE BOOTH OPPORTUNITY:

t F h'Y h TIOHMF CPPUI XJUI BMN
standard booth

t "> QBHF BE JO FBDI JTTVFDRI$ UIF '
Pulsenewspaper, which will be delivered to the attendees'
hotel rooms each morning and also distributed at the

conference.

t "O BEEJUJPOBM EJTDPVOU P S
UIF BHFODZ EJTDPVOU JT BQQMJF
conference supplement.

Member Rate: $12,750
Non-member Rate: $15,500

DOUBLE BOOTH OPPORTUNITY:

t F h'Y h EPVCMF CPPUI XJUI BMNM
standard booth

t " KVOJPS QBHF T QBHF BE JO FBD]
Denver 201Maily Pulsenewspaper, which will be
delivered to the attendees' hotel rooms each morning
and also distributed at the conference.

t &YIJCIJUPS 8PSLTIPQ 4QBDF '1" XJI
space for you for a one hour focus group, product demo
PS EJTDVTTJPO HSPVQ :PVS TQBDF
people, and your workshop will take place in the exhibit
hall during show hours.

t "O BEEJUJPOBM EJTDPVOU P S
UIF BHFODZ EJTDPVOU JT BQQMJF
conference supplement.

Member Rate: $18,250
Non-member Rate: $23,500
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BECOME AN FPA INSTITUTIONAL ME

>

your products, services and expertise to FPAs diverse
membership of independent !nancial advisers. Not only
does institutional membership give your company visibility
UISPVHI '"1"T NFNCFS FYDMVTJWF DIBO
best way to show that your company is committed to FPA and
each of its individual members.

I nstitutional memberghife best way to present

Con neCt W|th In essence, FPA Institutional Membership gives your
. . organization credibility and goodwill that exceeds what
®I’] anC|a| adV|SerS advertising can buy. If you're looking to expand or strengthen
. your business, institutional membership is an investment that
who are seeklng NPSF UIBO QBZT GPS JUTFMG 8JUI ZP!
. you receive:
your SerVICeS t "USVTUFE QMBUGPSN UP TQFBL EJ
by becoming an FPA member
. . t &YDMVTIWF EJTDPVOUT PO FYIJCJL
FPA Institutional research tools
Memberl t "OE UIF CFTU XBZ UP CF SFDPHOJ]|

individual advisers who belong to FPA

If you want your company to succeed when doing business
XJUI NPSF UIBO '"1" NFNCFST ZPV
B PSE UP OPU CF BO '"1" *OTUJUVUJPOB

Make an investment that counts b become
an FPA Institutional Member today!

Visit www.FPAnet.org/Membership/Company/Institutional
for more information or call Patty Bailey at 800.322.4237, ext. 7304
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2010 DEMOGRAPHICS

FPA MEMBER POSITION

Independent IAR/RIA 43.24%

Dual-registered rep 20.63%

60% of FPA members run their own practices as the CEOD, Registered Rep 19.65%

] Other 4 86%

|:l|:'e.~\.1|.|-e':u[. wle PrOHRTIETn, OF pariier, Trust company 4.37%

Mon-registered fee-only planner  2.89%%

77% of FPA members are in an executive position at their Insurance agency/broker 2329

practice, {in ledes list aboee and manigers, directors and CPA firm 2.04%,
viDE prr':»:idl-rlw:-. Sowrce: FPAS 2009 Salary Sunary

Average of

17.5 years of
experience

in the financial
services industry.
Source: 2008 Readex
Feadership survey

conducted on behalf
of FPA

Assets Under Management
O those who manage assetsthey personally
manage an average of $101.6 million,

Sowvce: 2008 Recdex Beodershig survey conducted on beholf of FPA

® Less than 525 million
B 525 to 5495 million
S50 oo S5%LG millon
u 5100 1 2490 millian
5250 1o 5499909 million
5 §500 v 5999.9 millian
51 billion or more
Iely farmy dioes naf madae a5sels
| don't krwd

Sources FPA's 2009 Salary Survey
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SPECIAL OPPORTUNITIES THAT GET |

TAKE ADVANTAGE OF SPECIAL OPPORTUNITIESYa

Professional Development Pavilion Receptions and Lunches

FPA Denver 2010 attendees will Ind unique education F'1" %9FOWEFS FYIJCIJU PPS XJMM C
opportunities on the exhibit %oor in the Professional destination for every attendee because the exhibit hall is also
%WFWFMPQNFOU 1BWJMJPO 1%1 F theoldst 3tGpldvirédeptions, lunches and refreshment breaks.

t F-FBSOJOH $FOUFS XIFSF CPUI MIJWF BOE SFDPSEFE
educational presentations give attendees a chance to eamiher Traf®c Builders

additional continuing education credit
FYIJCJU IBMM JT BMSFBEZ UIF CVTJF

t F $ZCFS $BGI XJUI 8FC BDDFTT '?-E% afhBaP ddftdfehce, but annual conference exhibitors
to FPAs online tools and resources also benelt from special onsite promotions that get attendees

t &YIJCIJUPS QSFTFOUBUJPO BSF B 10 acliralyengage ywttyspensors gng exhibitors.
demonstrate products or conduct other
sales presentations

CONTACT YOUR FPA RELATIONSHIP MANAGER TO
LEARN MORE ABOUT SPECIAL EXHIBIT FLOGR OPP

Exhibiting at FPAs annual conference makes a differencev

3As one of the largest opportunities for "nancial planning proféss@mnatwork and gain valuable insights on industry trends,
relevant compliance topics and investment strategies, we wouldh& mi2&< annual conference. #is event has provided us a
tremendous opportunity to engage clients and prospects to really understandttbefical;meeds so we can help serve them better®

% 1BVM ;FUUM .BOBHJOH %JSFDUF
Institutional Marketing and Corporate Events

aWhen evaluating marketing and distribution opportunities to "méacivisers for Laser"che, there really is only one
organization that comprehensively has what we are looking for and one $egsthipteve build our programs around:
FPA and FPAs annual conferefice.

% .BSDFM 5TBJ -BTFS DIF %PL
*OUFSOBUJPOBM .BSLFL

a#e Financial Planning Association is a long-time strategic partner of o&ssafitual conference continues to grow
in importance and quality year a%er year and is important to our business?®

PPaul Franchi, Artio Global Investors
JFBE PG "EWJTPSZ

aMoneyGuidePro has been exhibiting at FPAs annual conference since aur araepte consider our presence there a vital
component of our sales and marketing strategy. FPA allows us to bring oudipeotiyudo the most active and in$uential
advisors in the industry which is why | consider it a no-brainer®

BChadwick Blythe, MoneyGuidePro (PIEtech, Inc.)
7JDF 1SFTJEFOU
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DONTMISS YOUR
OPPORTUNITY
TOEXHIBIT AT

20108 BIGGEST
FINANCIAL PLANNING
CONFERENCE!

Contact your FPA relationship
manager today for more information
on exhibiting at Denver 2010!

Suzie Black
Relationship Manager
Suzie.Black@FPAnet.org il
800.322.4237 ext. 7146

Kelly O'Connor

Relationship Manager

Kelly.O'Connor@FPAnNet.org
800.322.4237 ext. 7162

Victoria Hamilton A
Manager, Major Accounts F P, \.
Victoria.Hamilton@FPAnet.org FINANCIAL PLANNING ASSOCIATION

800.322.4237 ext. 7144 The Heart of Financial Planning™



