56th Annual Banff School 

2010 Agenda

	Sunday - August 15, 2010

	2:00 PM - 6:00 PM

Max Bell Building
	Registration from 2:00 PM - 6:00 PM

Registration closes - 6:00 PM


	6:15 PM
Max Bell Auditorium
	Doors Open



	6:30 PM
Max Bell Auditorium
	Welcome and Opening Remarks

	6:45 PM – 8:00 PM

Max Bell Auditorium
	Opening Speaker - All Groups
Jim Ruta 
“Indispensable or Irrelevant – The Principles of Excellent Performance” 
Your business decisions and courage to execute them determines your value in today’s marketplace. When you understand what it takes to excel and then do it, you will be more relevant than ever to the consumer. Then, you will be more productive than you imagined. Pay close attention as internationally acclaimed productivity and performance expert, Jim Ruta gives you the perspective to understand the future of the industry and the permission to act on your best thinking. Jim’s powerful personal story and principles of excellent performance will change the way you do business. Discover how to stand out in today’s market and be what the consumer wants and needs more than ever – someone they can trust.

	8:00 PM

Max Bell Building
	Welcome Reception 
Proudly Sponsored By:
"CUSTOMPLAN FINANCIAL ADVISORS INC."


	Monday - August 16, 2010

	7:15 AM – 8:15 AM 
Max Bell Building
	Registration 


	7:45 AM 
8:00 AM – 8:15 AM 
Max Bell Auditorium
	Doors Open
Opening Remarks


	8:15 AM – 9:30 AM 
Max Bell Auditorium
	Opening Speaker - All Groups
Jim Rogers and Guy E. Baker
“Keys to Success…..Back to the Basics” 
This interactive session will cover Jim and Guy’s respective approach to prospecting/marketing; (2) the initial (fact finding) interview; (3) presentation/recommendation(s) meeting; and (4) follow-up client service.

	9:30 AM - 10:45 AM 
Max Bell Auditorium
	MAIN PLATFORM - All Groups
Spencer Reynolds
“Fidelity Canada's Views On Global Capital Markets” 
Spencer will address the current economic and market conditions from the perspective of Canadian Investors, including Fidelity's outlook on capital markets. This session will give help to understand what your clients are hearing and where you have an opportunity to help them make good investment choices with their money. 

	10:45 AM - 11:00 AM
	Health Break

	11:00 AM - 12:15 PM 
Max Bell Building
	Group A - Standard Life
Ryan Lightfoot – Senior Consultant, Investments
“CREATING THE EXCEPTIONAL CLIENT EXPERIENCE....with a focus on the new advisor.” 
In today’s market, winning new clients and maintaining established clients is harder than ever. Knowing how to develop and deepen your relationship with clients should be at the core of your business strategy.
Standard Life has an extensive product and services list to ensure that you remain an advisor of choice in the Retirement market, so you can grow and make the most of your client base.
During this session Ryan Lightfoot will present you with ideas and strategies to take your practice to the next level. This presentation will highlight the process to consistently deliver exceptional client meetings and strengthening your relationship with your clients.
Group B - Doug Carroll (Invesco Trimark)
“TRUSTEES FOR MINOR BENEFICIARIES OF RRSP’s? THINK TWICE!” 
While within a registered plan, funds grow tax-sheltered, and it is possible to roll over the tax-sheltered value and continue that tax sheltering to varying degrees where a spouse or certain dependants are the plan beneficiaries. In the case of minor beneficiaries, however, the use of direct beneficiary designations may not be the best approach in all circumstances. Ironically, the net tax result could be negative, and ongoing control of the funds lost to the young beneficiary on reaching age 18, definitely not what most deceased parents or grandparents would have intended.
Group C - Kevin Murphey 
“SELLING 101 - The Psychology of Persuasion” 
This session will cover how your brain chemistry functions in the decision making process, the WIIFM model (sorry, come and find out what that is), Dan Sullivan’s D.O.S. conversation and important questions that an advisor can ask which will immediately create a climate of trust and lead to future healthier relationships. This presentation will be general in nature and will appeal to all levels of experience to advisors who want to learn how to connect better and quicker with their clients.

	12:15 PM - 1:00 PM
	Lunch - All Groups
Vistas Dining Room - Sally Borden Building

	1:00 PM - 2:15 PM 
Max Bell Building
	Group A - Ross Morton 
“Advisor and Underwriter: Have You Had Your First Angry Moment?” 
Underwriters tend to be the exact opposite of the advisor. Underwriter’s education is all about medicine and the theory of insurance. This session will introduce you to lab testing and the randomness of fluid testing. I pass if you understand the underwriter and risk better.
Group B - Rob Kitchen 
“Trusts and Corporate Structures” 
Small business owners have a host of special needs. Who will take over the business after you die? Does the surviving spouse or the children get control of the shares? Which ones run the company, and which merely share in the profits? How shall the value of the business be passed to the next generation? The principal issues your estate plan should address these issues and more. This session will introduce you to Trust and Corporate Structures that are commonly used in both estate planning and succession planning for the business owner and personal clients.
Group C - Jamie Golombek 
“Professional Corporations in Alberta (& Beyond): Tax Planning Opportunities” 
With the recent coming into force of Bill 53 in Alberta, new opportunities for tax planning are now available in Alberta that were previously available only in other provinces. This session will review the basic rules of incorporation for professionals, with a view to understanding how professional corporations are taxed taking a close look at salary vs. dividends and other tax planning opportunities.


	2:15 PM - 2:30 PM
	Health Break

	2:30 PM - 3:45 PM 
Max Bell Building
	Group A - Spencer Reynolds
“Investing For Success - Back to Basics, The Importance of Asset Allocation and Diversification” 
The title says it all!
Asset allocation and diversification fundamentals for advisors new to money management.
Group B - Rick Forchuk
“What Customers Really Want” 
This session will visit some research around what various businesses offer their clients, and what the clients really want. This will also look at some recent research from LIMRA around the responses given by life insurance clients who had purchased a life policy from an advisor in the previous two years, and what they liked, and did not like about the process. It offers a number of specifics that advisors should be using to better serve their clients.
Group C - Jeff Locke (Desjardins)
“Health Solutions For Canadian Business Owners: The Impact of a Critical Illness” 
Whether you're a Critical Illness Insurance specialist or not, this presentation will discuss why business owners should consider Critical Illness Insurance coverage. The presentation will cover the various options available to business owners when considering Critical Illness Insurance coverage, including the split dollar/shared ownership strategy (Executive Health Savings Plan) designed by DFS.

	3:45 PM - 4:45 PM 
Max Bell Auditorium
	MAIN PLATFORM - All Groups
Kris Birchard
“Advocis Regulatory Affairs”


	5:00 PM
	Done for the day
Check you registration package for Dining discounts!!!
** Wear your 200 Advocis Banff School Name Badge for discounts ** 

	7:30 PM 
Max Bell Auditorium
	Health & Wellness Session - 
Dr. Christian Perez - Amatsu Eastern Healing Arts Clinic
"THE CURE WITHIN"
Dr. Perez owns and operates the Amatsu Eastern Healing Arts Wellness Clinic is currently the only clinic in Canada providing all of the following Japanese Medical Modalities under one roof. His purpose is to provide time proven methods using Eastern medicine to help you feel, look and perform your best. Join us to hear about health and wellness as it relates to your own body and the “cure within" yourself!! 

	9:00 PM
	For more Networking and Fun….. 
Join us at the Rose & Crown Restaurant & Pub
202 Banff Avenue, Banff, AB T1L 1B5
** Wear your 2010 Advocis Banff School Name Badge for discounts**


	Tuesday - August 17, 2010

	7:45 AM - 8:00 AM 
8:00 AM - 8:15 AM 
Max Bell Building
	Doors open 
Opening Remarks




	8:15 AM - 9:30 AM 
Max Bell Auditorium 
	MAIN PLATFORM - All Groups
Jamie Golombek
“Tax Update for Advisors” 
This update will take a look at recent federal tax changes for 2010, including the recent federal budget, and also provide you with a review of latest hot tax cases and CRA pronouncements of the past 12 months. 

	9:30 AM - 10:45 AM 
Max Bell Auditorium 
	MAIN PLATFORM - All Groups
Patty Randall
“Aging with Passion and Purpose...and Care-Years Planning!” 
With approximately 5 million seniors in our country and a whopping 10 million baby-boomers joining the ranks soon, is it time for you to adjust your business to the needs of our country’s aging population? 
Care is a part of the 21st Century -- however at the same time we must acknowledge that a new-senior has emerged and traditional ideas are being shattered! Canadians have been given “a longevity bonus”, which translates into a fabulous opportunity to decide what to do as we live longer — turning 55+ today represents the potential for ‘a new exciting chapter in our lives’. 
However there’s a wee catch! Because of this bonus, most of us, plus our parents, spouses, in-laws, best friends, and siblings, will also undoubtedly reach old-old years and so experience a care-years stage of life. 
LTC seemed like a golden opportunity a few years ago, but has been tempered with disappointing LTCI results. Insurance companies are looking at the favourable demographics and trying to find ways around their sales frustration. Insurance agents and MGAs often find the product hard to sell to citizens who don’t feel at risk and don’t recognize a problem exists. The key benefits of LTC insurance are two-fold, to provide quality care for the person insured and equally important, family protection for their loved ones who are destined to become caregivers and care-managers and have their lives seriously affected. Care is all about consequences! 
Bottom-line, there is no magic, we can’t predict, but we can plan! It turns out that our retirement golden-years are just like every other stage of life -- to make a success of them, we must prepare -- and in our country today that now includes preparing well in advance for one’s own and one’s loved ones care-years! 
This edu-training presentation will set the stage for you to incorporate care-years planning into your regular business plans. It includes an understanding of the complex components of this issue and its harsh consequences. It will help you see your clients through their eyes thus allowing you to position LTCI effectively. Because of our country’s aging demographics, circumstances have unquestionably changed over the past decade, not only within Canadian families but also within your industry. Whether this session is a refresher in long-term care or an introduction, you will come away motivated, confident and ready to embark upon this business opportunity... to the benefit of your valued clients.

	10:45 AM - 11:00 AM
	Health Break

	11:00 AM - 12:15 PM 
Max Bell Building
	Group A - Lawrence Geller (Disability Insurance)
“Disability Income Replacement - The Full Story” 
Disability Income Replacement is now available to consumers through their financial institutions, associations, employers as well as from insurance agents. Clients who understand the differences between different forms of coverage are better able to make informed choices and to purchase coverage that will be appropriate to their needs. This session will help you to easily determine the differences between different forms of creditor, group and disability insurance and to explain these differences in terms of the likelihood of benefits being paid to an insured and the guarantees that each provide.
Group B - Jim Ruta (Your Business)
“Using Compliance to Build Your Business” 
Compliance is a Killer!
Compliance is killing the financial adviser business. The government and industry rules and regulations that advisers are forced to follow are making business impossible at worst and unprofitable at best. These rules neither help the consumers they were written to protect nor the adviser that is required to live up to them. Regrettably, this new regime spells the end of the financial services advice business as we know it.
At least, this is what you hear from a lot of financial advisers today. Fortunately, it is not true. What’s more, if you play your cards right, adhering to compliance can be a tremendous business advantage.
This presentation shows financial advisers why compliance can work to their advantage and how they make it work for them. Yes, it’s all about the client but since when was taking good care of clients bad for business?
Group C - Scott Edgington (GMWB Topic) (IAP)
“GMWB – What Is It Really?” 
Guaranteed Minimum Withdrawal Benefit (GMWB) products have become the mainstay of life insurers' annuity sales. What has driven this phenominal growth? This presentation will explore the reasons for this growth, how it has been sold and to whom. The presentation will also explore the available alternatives to GMWBs.

	12:15 PM - 1:00 PM 
Max Bell Building
	Lunch

	1:00 PM - 2:15 PM 
Max Bell Building
	Group A - Jim Rogers 
“10 Tips To Take You To The Top” 
10 practical--and proven--practice management tips, from the simple to the sophisticated, which helped our speaker make MDRT for 35 consecutive years, and Top of the Table for each of the last 30 years.
Group B - Standard Life 
Jennifer Johnson, Senior Consultant, Investments
“Creating the Exceptional Client Experience...with a focus on taking your business to the next level.” 
In today’s market, winning new clients and maintaining established clients is harder than ever. Knowing how to develop and deepen your relationships with clients should be at the core of your business strategy. 
Standard Life has an extensive product and services list to ensure that you remain an advisor of choice in the Retirement market, so you can grow and make the most of your client base. 
During this session Jennifer Johnson will explore ideas and strategies to take your practice to the next level. This presentation will highlight processes to build efficiency and increase professionalism with your clients. Some key highlights include building a referral wheel, fresh marketing ideas and structure for your business.
Group C - Bryan Adachi 
“Pitfalls When Dealing With a Client's Accountant” 
Drawing from his 13 years in public practice as a senior tax advisor with a major CA firm, Bryan will share with you his insight into the world of the CA in public practice. This session will discuss the various roles that an accountant plays in influencing a client's decisions. We will look at some of the common errors and obstacles that an advisor may encounter when dealing with a client's accountant, while offering some practical advice on how to avoid these pitfalls when dealing with a client's accountant.

	2:15 PM - 2:30 PM
	Health Break

	2:30 PM - 3:45 PM 
Max Bell Auditorium 
	MAIN PLATFORM - All Groups - Optional Session
Kevin Cork (Technology and Your Practice)
(*Session is optional – CE accreditation pending)
“Beyond your Website: Using the internet, email and technology to upgrade your business to Version 2.0” 
Five Quick Tech Tips: Each of these take less than ten minutes to set up and implement. They will save your business time, money and hassle.
Squeeze more juice from your Blackberry: Here are five indispensable features and apps that will instantly enhance the way you use your phone.
Social Net: Here is an introduction to better understand business use of Facebook and Twitter. Tweet away! 
This presentation is structured to provide time for questions, comments and general exclamations of wonder.

	3:45 PM
	Done for the day


	Wednesday - August 18, 2010

	7:45 AM - 8:00 AM 
8:00 AM - 8:15 AM 
Max Bell Auditorium
	Doors open 
Opening Remarks



	8:15 AM - 9:30 AM 
Max Bell Auditorium
	MAIN PLATFORM - All Groups
Ross Morton
“Risk Takers.....Are Who?” 
An interesting and informative session that will look at how underwriting and risk takers have changed. You will learn about the power of reinsurers and what the future looks like in the world of underwriting your clients?

	9:30 AM - 10:45 AM 
Max Bell Auditorium
	MAIN PLATFORM - All Groups
Lawrence Geller (Your Practice)
“The Sale and Servicing of an Ongoing Insurance Practice” 
An insurance practice has a greater value to the agent who started it and to their family, than a potential purchaser is generally willing to pay to buy the practice outright. Yet many agents would like to retire from full-time active practice. This session will explore the value of a continuing practice to the vendor and suggest various ways to accomplish a transfer of agency value to a purchaser with no money being paid by the purchaser to the vendor and with the clients continuing to receive full service.

	10:45 AM - 11:00 AM
	Health Break

	11:00 AM - 12:15 PM 
Max Bell Building
	Group A - Jim Ruta (Practice Management)
“How to Communicate So People Really Listen” 
You can speak and write, but can you get your point across so people “get it”? Do people read your letters and act? Do they “hear” you when you talk? Do your approaches and presentations get attention? 
Effective communication is the key to any business and especially financial services. Whether you’re in leadership or sales, here are some of the tips and tricks that make all the difference. Follow them and you will make a difference in your business and personal life immediately, regardless of what you do. 
Group B - Bryan Adachi 
“Thanks for the financial statements ... Now what?” 
In this session we will gain an understanding of how to read financial statements to identify life insurance opportunities. We will review the components of a sample set of financial statement prepared in accordance with generally accepted accounting principles, and increase your understanding of life insurance needs that we can find from financial statements. Finally, we will look at how life insurance products are accounted for in the financial statements.
Group C - Rob Kitchen 
“Estate Planning and Corporate Structures” 
This session will be a more advanced perspective on advanced corporate structures and uses of trusts, with an emphasis on tax planning/corporate planning/creditor protection/ and estate planning (pre and post mortem).

	12:15 PM - 1:00 PM
	Lunch - All Groups 
Vistas Dining Room - Sally Borden Building

	1:00 PM - 2:15 PM 
Max Bell Building
	Group A - Scott Edgington 
“GMWB – What Is It Really?” 
Guaranteed Minimum Withdrawal Benefit (GMWB) products have become the mainstay of life insurers' annuity sales. What has driven this phenominal growth? This presentation will explore the reasons for this growth, how it has been sold and to whom. The presentation will also explore the available alternatives to GMWBs.
Group B - Lawrence Geller (Practice Management)
“Disability Income Replacement - Disclosure of
Terms, Conditions and Client Information” 
Disability Income Replacement insurance is the most likely insurance benefit to be paid to a client during their lifetime. It is the duty of an agent to present insurance that is suitable to the needs of the client and to assist in the application process to assure that insurance is properly applied for and put into force. Disclosure is essential in the application process as well as at the time of claim and consistency is essential. This session will explore the ways in which an agent can achieve full disclosure, both to and by the client and ways in which an agent can ease the process for the client.
Group C - Doug Carroll
“SPOUSAL INCOME SPLITTING IN THE TFSA ERA” 
This sesison will look at spousal income splitting in three environments, with a case study to illustrate the application of each: 1) Traditional registered money, the familiar routes that most spouses can undertake, pretty much irrespective of income levels, 2) Non-registered money for spouses who likely have maxed out their RRSP room, and are trying to make their surplus investments more tax-efficient, and 3) The new era of the tax-free savings account, and how it can assist in the management of spousal investments and income.

	2:15 PM - 2:30 PM
	Health Break

	2:30 PM - 3:45 PM 
Max Bell Building
	Group A - Rick Forchuk (Practice Management)
“Give Them What They Want” 
This talk focuses on market research that indicates what it is that buyers and prospective buyers of life insurance and financial products really want. It then moves into a number of things that the advisor can do to meet those desires. When that part is complete, the "Law of Reciprocity" comes into play which helps the advisor acquire quality referrals in numbers adequate to guarantee a flow of new clients and new prospects. Far too often advisors try to "get what the advisor wants" instead of giving what the potential client wants. Reverse the process and you reverse your fortunes.
Group B - Jeff Locke (Desjardin)
“Total Financial Planning: What We Really Do!” 
This presentation will illustrate the reasons why an Advisor should take a comprehensive financial planning approach with their clients. By becoming a comprehensive financial planner, an Advisor is well positioned to provide their clients with solutions to protect against the "contingencies" in life, which are; ie too soon, live too long or get sick or hurt along the way.
Group C - Standard Life 
Franc Godri, Senior Consultant, Investments
“Creating the Exceptional Client Experience.... with a focus on transition.” 
In today’s market, winning new clients and maintaining established clients is harder than ever. Knowing how to develop and deepen your relationship with clients should be at the core of your business strategy.
Standard Life has an extensive product and services list to ensure that you remain an advisor of choice in the Retirement market, so you can grow and make the most of your client base.
During this session Franc Godri will present you with ideas and strategies to take your practice to the next level. This presentation will highlight the process to build a solid practice with a focus on the client experience. Some key highlights include bringing efficiency to your processes and enhancing your succession plan. 

	3:45 PM
	Done for the day


	5:30 PM 
Venue is TBA 
	Pre-BBQ Reception 
Proudly Sponsored By:
"ABEX Brokerage"

	6:15 PM - 8:00 PM 
Onward 
	BBQ and Dance
Live Dance Music featuring: "THE CHEVELLES"
(Venue will be announced for Pre-BBQ Reception, BBQ and Dance)


	Thursday - August 19, 2010

	7:45 AM - 8:00 AM 
Max Bell Auditorium
	Doors open 
Opening Remarks

	8:00 AM - 9:05 AM 
Max Bell Auditorium
	MAIN PLATFORM - All Groups
Guy E. Baker - PRESIDENT OF THE MILLION DOLLAR ROUND TABLE
“Market Tuneup” 
After 40 years of membership in the MDRT and 32 years of Top of the Table qualification, Guy has learned some specific keys to his consistency. From his book by the same title, Market Tuneup, Guy will dissect 5 important concepts he has used to maintain top production while serving the industry and his community. These ideas include productivity concepts as well as a look at the Buyer's process and how the adviser needs to understand both sides of the selling process. This quick paced session will give you a lot of sales ideas and strategies you can apply immediately in your practice. 

( MILLION DOLLAR ROUND TABLE IS THE PREMIER ASSOCIATION OF FINANCIAL PROFESSIONALS WITH OVER 30,000 MEMBERS)

	9:05 AM - 9:40 AM 
Max Bell Auditorium
	MAIN PLATFORM - All Groups
Greg Pollock - ADVOCIS National Update

	9:40 AM - 10:20 AM 
Max Bell Auditorium
	MAIN PLATFORM - All Groups
Practice Management - A Hidden Gem

	10:20 AM - 10:30 AM
	Health Break

	10:30 AM - 11:45 AM 
Max Bell Auditorium
	MAIN PLATFORM - CLOSING SPEAKER - All Groups
Kevin Murphey
“It’s Not Where You Start That Matters, It’s Where You End Up that Counts” 
This was delivered on the main platform of MDRT in Denver in 2007. This is a story of overcoming obstacles, starting over and over, never giving in or giving up. You, the participant, will be encouraged to examine the ways that the pain in their own lives can be the catalyst to give others hope and encouragement and how even the worst events in life can become an inspiration to others. It is hoped that each listener will feel a renewed sense of accomplishment about their own accomplishments and dreams and unleash their power to change their world around them for the better!!! My goal is to make these closing remarks a life changing experience and will be the best investment of time that you will spend all year long!!!!

	11:45 AM - 12:00 PM 
Max Bell Auditorium
	Closing Remarks

	12:00 PM 
Max Bell Auditorium
	Done for the Year!
Be sure to register on-site for the 57th ADVOCS BANFF SCHOOL - Aug 21 - 25, 2011!!!


