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Date:       October 11, 2005
To:          CFDD Clients/Conference Registrants
Subject:  Big Picture Themes & Introductory Comments To The

                CFDD’s 2005 Advisor Conference 

How To Grow Your Retirement Plans Business Part III:

Marketing Advisory Services Instead Of Product

Introduction
Good Morning!

My name is Phil Chiricotti and I would like to welcome you to the CFDD’s third annual conference for retirement advisors.

The conference doubled in size this year and almost 800 people registered for the sold out 2005 conference.  Sadly, we were unable to accommodate an additional two hundred registrants and twenty-five exhibitors queued up on the wait list. 

The quality of retirement advisors, the ratio of advisors to total registrants and the retirement assets controlled by this year’s registrants were also unmatched by any other conference.

To maintain the premier status of the advisor-centric event, the CFDD will continue to limit the number of exhibitors to about fifty.  Other Sales Summits accommodate well over one hundred exhibitors, but our goal is to sponsor an advisor event, not an exhibitor event. 

To increase your comfort level and maintain consistency, the conference remains closed to all media representatives, plans sponsors and non-trade people.
The CFDD is a personalized, networking, outspoken organization that markets wisdom, but you are responsible for the conference’s grass roots success and I would like to thank you sincerely for that. 

Every topic on the agenda was suggested by the network and those participating in the agenda reflect a “Who’s Who In The Retirement Industry.”  In addition to prominent keynote speakers and other distinguished people in the trade, over fifty accomplished retirement advisors are participating in the agenda.
In other words, this is your conference.

Handout Material
Everyone should have a copy of the conference handout material and a two sided name badge.
In addition to the topic descriptions, speaker bios and list of exhibitors, the handout material includes two attendance lists.  One of the lists is sorted by name and the other is sorted by company.

If you are an advisor, your badge should be color-coded.  If your badge or contact information is not correct, please stop by the registration desk and get it corrected. 

Most people registered to learn and network, so please wear your name badge at all times.  As you might guess, security has been instructed to approach people without badges. 

We would also like to remind you that the conference attendance list should not be shared with non-registrants.  We have done our best to protect the confidentiality of the list, but if you receive solicitations from non-conference related third parties, we would like to know about it. 

To further protect registrants from a marketing feast, the attendance list will be removed from the conference home page after the conference has concluded.

Speaker/Presentation Evaluations
The handout material also includes conference evaluation material and an order form for the conference CD-ROM.
Like any conference, some of the presentations and speakers will no doubt be better than others and network assistance with the evaluation process would be most helpful.
Paying an exhibition fee does not guarantee a spot on the agenda, commercials are not allowed and many on the agenda were aggressive in seeking their slots.  As a result, we would like to know who invested the time to develop a quality presentation and who didn’t.
There is also a place at the back of the evaluation document for topic suggestions for next year’s conference and a box to check if you would like to participate in the agenda. 

If you participate in the evaluation process, please turn your comments into the registration desk before leaving the conference.

The evaluation document is also posted to the conference home page and if you need more time, you can email it to us in the weeks ahead.

Presentation Material & Website Access
As you can see from the handout material, the presentation outlines have not been included, but they have been uploaded to the conference home page and will remain archived there.

Unlike other documents on the conference home page, the presentations and the attendance list are in secure areas.  In other words, you will have to use your logon information to access these documents.

If you forgot your logon information, click on “Forgot Your Password” from any secure area, enter your email address and it will be sent in seconds.  If that doesn’t work, please contact us.

You should also be aware that your logon information gives you access to the CFDD’s competitive analysis database as well.  The CFDD’s competitive analysis is a subscription service and to avoid legal consequences, please note that your logon information may not be shared with anyone.
There are still a few outlines missing and if we don’t get them, you may wish to email the presenters and let them know how you feel about that.  Some may be experiencing compliance issues, but if the outlines lack depth, you may wish to communicate that as well.

As you might guess, all presenter and panelist contact information, including email address, is on the conference attendance list.

As a courtesy to our network, the conference presentations can be viewed by all CFDD clients, including non-registrants. 

Conference CD-ROM
Choice is good, but since it is not possible to attend more than thirteen of the forty six breakout sessions, we are packaging the entire conference into one convenient CD-ROM.

The CD-ROM will only play in a computer, but the sessions can easily be converted to Audio CDs by using the CD-ROM burner in your computer.

Because the conference CD-ROM will be widely distributed, presenters are encouraged to revise and tweak their presentation outlines, including post conference revisions. 

If you decide to purchase the CD-ROM, fill out the form in your handout material or the one posted to the conference home page and return it to the CFDD with payment.  

Meeting Room Locations
The four breakout session meeting rooms are located on the second and third floors, but the exhibition area is on the first floor.

To facilitate networking, all breakfast, lunch and cocktail parties will be hosted in the exhibition area.  The exhibition area will also remain open throughout the day.

The cyber cafes, compliments of John Hancock Retirement Services, are also located in the exhibition area.

As noted, the conference is sold out and breakout session attendance is based on a first come, first served basis. This is another reason why the CD-ROM is important.

Because all the breakout session meeting rooms are at capacity, your assistance with closing up the theatre style seating would be greatly appreciated.

The Ambassador Room has also been reserved for private meeting rooms.

Big Picture/Conference Themes

The retirement plans market is maturing and consolidating.  This will benefit a small group at multiple levels, but like any maturing industry, generalists and rookies are going to have an increasingly tough time.
The worst is still ahead and as competition intensifies and assets increase, fees and margins will continue to shrink.  The retirement market is huge, but there will be fewer jobs and fewer opportunities for all but the very best.

The number of people over age 65 will almost double in the next decade and the total pool of retirement assets is expected to increase significantly.  Generalists will not benefit from this trend, but professional retirement advisors will play a bigger role in the increasingly complex world of wealth accumulation, distribution and transition.

It may not be prudent to expect direct-sold providers to police themselves and as fiduciary awareness grows, more plan sponsors will seek out independent retirement advisors.  As a result, it’s important for retirement advisors to develop reciprocal relationships with ERISA attorneys and direct-sold sales personnel.  Direct-sold home office relationship managers will, however, probably remain unfriendly to advisors. 

There will always be more than one successful business model and while the small plan market may not change that much, the retirement market is in the process of segmenting between open architecture/fee-based advisors, specialized b-d type advisors and generalists. 
Many retirement advisors will not become RIAs and some sponsors don’t want that model, but there is growing awareness, particularly among large plans, that the b-d model may be conflicted at the firm level.
In addition to being less conflicted, the RIA model is easier to communicate and disclosure is simplified.  The RIA model is also a good story to tell for sales purposes because it puts the client’s interest first. 
Other important trends worth noting include the following:

· Retirement Advisors Are In Transition & The Elite Are Already Transitioning To Or Exploring Equalized Fee-Based Business & The RIA Model

· The Top Advisors Are Seeking Non-Traditional Providers With Real Open Architecture, Large Menus Of No-Load Funds, Strong Revenue Sharing (Lower Costs) & Competitive Pricing

· Elite Advisors Are  Packaging Open Architecture/No-Load Programs With Fee-Based Services, Independent Advice, Full Disclosure & Acknowledging Their Fiduciary Role

· The Provider Model Is Also In Transition & Significant Market Share Will Change Hands In The Mid-Market, Particularly The $10-$100 Million Market.

· The TPA & Payroll Market Will Continue To Grow

· The Regulatory Process Will Evolve & The Regulators Could Consolidate 

· Advisor & TPAs  Will Organize Their Businesses For Transition Purposes

There are always exceptions and skilled sales people with relationships and unique asset managers will always have an edge, but the majority of providers will not benefit from these trends.  
The segmenting market offers opportunities for some traditional advisor-sold providers and a number of non-traditional providers.  On the other hand,  providers not capable of offering open architecture, large menus of no-load funds, no/low proprietary fund requirements and supporting fee-based business may be better off focusing on generalists, the small plan market and  pursuing investment only business.
Most RIAs don’t know anything about retirement plans and rather than searching for a magical list that doesn’t exist, providers would be wise to acknowledge that the majority of RIAs focusing on retirement plans in the future will come from b-d type advisors transitioning their business model.

In terms of decision making, most people employed by large firms are insulated from the entrepreneurial world.  In other words, they are not spending or investing their own money, but rather the firm’s money.

Unlike individually owned firms, egos often rule at larger companies rather than common sense and that’s why accomplished advisors will seek shared resources with other like minded advisors rather than looking to providers and traditional broker-dealers for solutions.

The co-ops of super retirement advisors will no doubt negotiate preferred pricing (not revenue sharing) with bundled providers, particularly low cost providers, which will accelerate consolidation and put additional pressure on others in the retirement industry.
At this time, some co-ops are supporting fee-based RIAs and others are supporting b-d type business, but hybrids could support both.

Leveraging The Incompetent

It may be getting repetitive, but we have often noted that less than 5% of the people in any industry are truly competent.  Incompetence is everywhere and few of us, in any area of our life, get what we pay for today.

There isn’t enough time to list the incompetence that fills our daily life at all levels, but try to get a tooth crowned, a landscape service that does more good than harm, a dry cleaner that doesn’t shrink your clothes, a decent haircut, two doctors giving you the same opinion, an attorney that follows your instructions, appliances that work or correcting an error on a phone bill.  If you really want to learn about incompetence, build a new house or check into a hospital.
The general media never discusses any of this, but the financial services industry is often attacked with religious fervor and that’s another reason why the CFDD’s conferences are closed to the media.  
The general media has no idea the demand for skilled advisors is growing or that the age of participant decision making within retirement plans didn’t work.  You will have to make up your own mind about the level competence in the media, but a biased media is another reason why advisors must become very skilled at communicating their value proposition to clients.
On the other hand, if the world wasn’t full of dumb SOBs, it would be difficult to make money and distinguish ourselves.  In other words, we should be thankful the world is full of incompetent people because we can use it to our advantage for business purposes.  
In addition to specializing, staying focused and avoiding small plans, you can distinguish yourself in the retirement industry by: 
· Becoming Better Consultants

· Using Your Resources More Effectively

· Increasing Your Efficiency & Seeking Scaleable Solutions
· Developing New & Conflict Free Business Models With Full Disclosure

· Separating Product From Compensation

· Learning How To Price Fee-Based Services, Including Fiduciary Roles

· Marketing Distinguishing & Personalized Services Rather Than Product

· Becoming More Skilled At Communicating Your Value Proposition
· Developing Relationships With ERISA Attorneys & Direct-Sold Sales Personnel
· Building Your Own Brand

· Developing Relationships & Sharing Resources, Including Intellectual Capital,  With Other  Advisors That Share The Same Culture
· Organizing Your Business

· Developing An Exit Strategy
There is no downside to increasing efficiency and if we are wrong about the worst being ahead, the efficient will simply make more money and benefit from a higher quality of life.

We have beat this drum for a long time as well, but providers, vendors and asset managers must also use their resources more effectively, particularly their marketing resources. As noted already, there are always exceptions, but the misallocation of corporate marketing resources remains an unrecognized problem.
Providers would be wise to get their pricing models in order, transfer risk, develop the next generation of annuity type products, a huge market,  and look for growth beyond the traditional retirement plans market.

As noted last year, asset managers  should be pursuing joint distribution and adding value beyond bundled programs to capture more investment only business.  Trading partners and custodians should also be pursuing added value initiatives.
Adapting To Change & Networking With The Elite
We have often noted that change is constant and while the vested are always slow to react, everyone here today should be adapting to an evolving retirement plans market
Adapting is far more important than you might realize because the only real security any of us have is the ability to adapt to change and grow.
Networking with the most accomplished people in any industry also remains one of the few proven paths to success and you can be sure it has been instrumental to the CFDD’s growth and expanding influence.  Indeed, nothing goes out of our shop that doesn’t reflect a consensus of opinion among informed and elite retirement advisors.
As someone that understands the power of networking, I think we are all lucky to have access to this advisor-centric forum.  Most of the changes taking place today are emanating from the bottom and real intelligence comes from the trenches.  As a result, I strongly encourage you to network with the brain power here today because your peers represent the 5% solution in the retirement industry.
Outside experts with solutions proliferate in mature markets, but they can never be visionary because real knowledge and ideas that work generally come from empiric experience.
It’s time to start today’s events and I hope you enjoy the conference.

"In the struggle for survival, the fittest win out at the expense of their rivals because they succeed in adapting themselves best to their environment."
- Charles Darwin -
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