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President's Message

by James Christie, CFP®, President

NETWORKING

I hope you are all taking ad-
vantage of one of the greatest val-
ues of your FPA of New Jersey
membership (aside from collect-
ing those never-ending CE cred-
its!), the opportunity to meet and
interactwith some of the truly great
Financial Planning professionals
in your own area of business.
Whether through one of our Quar-
terly Symposiums (especially at the
wine and cheese reception held at
day’s end), the Annual Golf Out-
ing, or one of our free, convenient
Regional Meetings, youare able to
meet and discuss various topics
withyour peers. Our profession is
one that, for the most part, views
fellow membersas colleagues, not
competitors.

I've always found this to be
one of the interesting aspects of
our meetingsand I encourage you
to take advantage of this opportu-
nitywhenever possible. Weall have
alot toshare and can learn a great
deal from each other.

We've had several successful
meetings, including our Regional
Meetings held in Chatham, Free-
hold, and Ridgewood, and our
Quarterly Symposiums in
Hasbrouck Heights and
Parsippany. Turnout was lighter
than expected at the new locations,
a bit disappointing because we
wanted to move the meetings
around the state to accommodate
more members. The board will be
reviewing our meeting locations.
Based onsurvey resultsand several

members’ comments, I have afeel-
ing that we may move the majority
of the quarterly meetings back to
the Woodbridge Hilton. One sug-
gestion that came from the mem-
bership sounds fairly attractive:
Instead of beginning the quarterly
meetings at 9AM and finishing at
5PM, we may try holding them
from 10AM - 6PM. The later hours
should help meeting attendees
avoid the worst of the traffic jams.
(Italsohelpsifyoustay for the wine
and cheese reception to network
after the meeting.) Obviously, this
may not work for some, but we’ll
probably try it once to see how it
works.

Our Second Annual Golf
Outingwas held on May 10 at the
Green Brook Country Club in
North Caldwell and was enjoyed
by all who attended. (Please see
Tony DeLucia’s Golf Outing letter
onpage 6 foraplayer’s perspective.)
I want to especially thank board
member Jim Kearney for hosting
us at his club, and Jim’s commit-
tee, Bob Gregg, Stan Malecki, Greg
Porcino, and Janet Raphael, forall
theirefforts. We hopetodoitagain
next year and | hope more of you
will participate.

This year on August 24" and
October 26, we will be holding
jointmeetings with the New Jersey
Society of CPA’s Personal Financial
Planning group. The August 241"
Annual Tax Fairis being held at the
PNC Arts Center on the Garden
State Parkway in Holmdel, and the

(continued on page 2)

VOLUNTEERISM

FPANJ Board is grateful to our members who donate their time and
effort to serve on boards, committees and in other capacities.

Opportunities
Learn more about volunteer opportunities at FPANJ. Visit our
website at fpanj.org, log-in and select VVolunteerism on the menu.

Registration

To become a volunteer with FPANYJ, review the roles and responsi-
bilities of each committee in the blue box to the right on the
Volunteerism page on our website. You will have an opportunity to
sign up for a committee.

Orientation

As an FPANJ volunteer, you will have different responsibilities and
roles. The VVolunteer page of the web site will provide you with
helpful tools, resources and information about FPANJ as well as who
tocontact.

Volunteer Recognition

The FPANJ Board is grateful to the many members who have
donated their efforts on its boards, committees and in other capacities
during the past year.

FPANJBoard and Committees

FPANJ Board consists of 13 members. The Board establishes policy
and oversees all FPANJ activities. Members serve two-year termsand a
majority of Board members must be CFP® certificants. For a list of
the 2004 Board of Directors see page 2.

PLEASENOTE

We are accepting nominations for
all those interested in serving a
term on the FPANJ Board of
Directors. Wearelooking for new

|INSIDE THIS ISSUE:|

membersto bring fresh newideas o
o Member Recoginition .... pg. 2-3
toourorganization. Please takea
few minutes to complete the National Headlines ........... pg. 3
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President's
Message

(continued from page 1)

October 26" Symposium at the
Woodbridge Sheraton (not our
familiar Woodbridge Hilton) on
Route Lin Iselin. With the planned
presentation topicsand the quality
of speakers being lined up, both
meetingswill earnafull day’sworth
of CE’s and are sure to be top
notch. And, they will each provide
great networking opportunities for
our members to interact with
NJSCPA members — many who
are already also FPA of NJ mem-
bers. I wishyouallahappy, healthy,
prosperous, and SAFE Summer!
Best Regards,

James Christie CFP®

FPANJ Vision

Financial Planning Association of
New Jersey is the voice and the
premier resource to the publicand
ourmemberson the Financial Plan-
ning profession.

FPANJ Mission

To educate the public on the
benefitsand value of the Financial
Planning process through profes-
sionals who possess the highest
level of competency and integrity.

To be the community that cham-
pions the value of financial plan-
ning, advances the financial plan-
ning profession, and enhances the
professional development of its
members.

FPA of New Jersey

Board of Directors 2004

Chairman

Christopher J. Cordaro, MBA, MSFP,
CFP®, CFA

973-635-7070 x207
ccordaro@regentatlantic.com

President

James Christie, CFP®
973-543-1400 x 104
jchristie@runnymede.com

President Elect

Reed Fraasa, CFP®
201-587-1080

Rfraasa@tfallc.com

Secretary/Treasurer

Kenneth Shapiro, CPA, PFS, CFP®
732-739-8991
kbscpa@aol.com

Director

Frank Condon, CFP®
800-808-1250
frank.condon@ubs.com

Director

Peter Giammarinaro, CPA, PFS, CFP®
908-581-2512
pgiammarin@aol.com

Director

Mary Ellen Hancock,
908-598-3330
maryellen.hancock@wachovia.com

Director

James Kearney, CFP®, CTFA
212-896-1622
JKearney@qcm.us

Director

Robert Mclnerney, CFP®
973-734-1640
rmcinerney@thornburg.com

Director

Louis T. Scipione CFP®, CPA
201-327-4280
Itscipione@aol.com

Director

William Stratton, CFP®
732-988-3508
wcstratton@aol.com

Director

Diane Taylor, CFP®
973-758-1400
dianektaylor@hotmail.com
Director

Peter Traphagen Sr., CPA, CFP®,
PFS

201-262-1040 x208
petersr@traphagencpa.com
Chapter Executive

Maria T. Eckert

877-7T7FPAN] (877-773-7265)
chapterexec@fpanj.com

EA

Gary Adams

Hillsborough

908.874.3675
gary.e.adams@wellsfargo.com
Eloisa M. Alfonso

Edison

(973)808-7521
eloisa.alfonso@ricoh-usa.com

George Anagnosti
Emerson

(201)265-5500
a052550@allstate.com
William K. Anderson
Oldwick

(908)439-3377
bill@realreturns.com
ScottR. Carpenter
Pennington

(609) 730-1100
scott@proactcapital.com
Christine G. Duane
Point Pleasant

(732) 295-8966
christineduane@yahoo.com
Kristen D. Ford
Mountainside
(908)518-7977
kristen.ford@wachoviasec.com
Patrick T. Frame

Jersey City

(201) 395-2334
pframe@Iordabbett.com
Mark F. Garofalo

Jersey City
(201)547-2038
mgarofalo@alger.com
Janice K. Geiges
Morristown
(201)595-5444
janice.k.geiges@jpmchase.com
Hebert C. Geiss, Sr.
Little Silver

(732) 747-0496
hgeiss@comcast.net
PatriciaR. Goksel
Atlantic Highlands
(732)291-8228
pat@clubroyages.net
Edward C. Goldstein
Cherry Hill
(856)488-2843
ecgoldstein@Inc.com

=
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Welcome to
New Members

Kate E. Healy

Franklin Park
(732)821-9616
kateehealy@yahoo.com
Leane M. Hood

Old Bridge

908-917-9837
leanehood@optonline.net

RobertL. lola, Jr.
Parsippany

(732) 767-6023
rliola@Inc.com

Brian A. Irving
Parsippany
(973)335-9444
birving@htk.com
Veronica A. Jenkins
Bridgewater
908-685-7117

Brigita V. Jones
Tenafly

(201)891-8344
tomgolde@optonline.net
Shami Kaur
Woodbridge
732-326-5282
shaminderjit.kaur@axa-
advisors.com

Edward A. Malone
Ocean Pines
(201)307-9190
edamalone@hotmail.com
Akil Mansuri

Edison

(212)357-5770
amansuri@yahoo.com
Mark Mantay

Summit

(908)918-0510
mmantay@comcast.net
Evan D. Mattenson
Montclair

973-744-2622
evandml@yahoo.com
Dennis J. Mojares, Sr.
Edison

732-650-8172
djmojares@greenbergandrapp.com
DennisK.O’'Brien
Farmingdale
(732)683-2330
dkobusa@yahoo.com
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Wayne A. Petermann
Mendham
973-285-3600x568
docpetes@optonline.net

Gregg Rencher

Long Valley
908-876-5700
a067348@allstate.com
Paul B. Saxton
Pompton Plains
(973)898-0777
brian.saxton@agedwards.com
Laure A. Scaturo
Robbinsville
(609)443-6933
Iscaturo@optonline.net

William C. Strandberg
Shrewsbury

(732) 389-8607
william.cstrandberg@smithbamey.com
Ray E. Streker

East Hanover

(973) 768-9448
rstreker@yahoo.com

Paul J. Sullivan

Monmouth Junction
(732)648-1157
paulsullivan@wradvisors.com
Carl Walker

Middletown

(732)957-0200

FPA National Headlines -- www.fpanet.org

« The Securitiesand Exchange
Commission (SEC) now requires
all SEC registered investment ad-
visers to have a thoughtful, tai-
lored, written compliance policy
manual in place by Oct. 5,2004. If
you are feeling overwhelmed as
youjuggle complianceamong your
other responsibilities, join us as
Jeffrey M. Squiresfocuseson “How
to Prepare Your Compliance
Manual for the SEC.” Join him
from 2-3 p.m. EST on June 23.
Approved for one CFP® CE
Credit.

» The Financial Planning As-
sociation filed comments with the
Securitiesand Exchange Commis-
sion (SEC) on June 21, urging the
agency to act on the controversial
broker-dealer exemption rule by
withdrawing it from further con-
sideration. “We would like to see
the SEC restorea level playing field
for the consumer, and for financial
planners, by providing meaning-
ful disclosureand placing the client’s
interestsfirstifthey representthem-
selves to the public as financial
planners,” said Elizabeth Jetton,
CFP®, president of FPA.

* FPA's letter to the SEC re-
garding the Commission’s B-D
rule was the subject of astoryinthe
June 23 edition of The Wall Street
Journal. Thearticle, “Financial Plan-
ners Ask SEC to Limit Brokers’
Role,” ran in the Personal Journal

section, page D2; itisalso postedto
the paper’s Web site, www.wsj.com
(subscriptionrequired).

*FPA s pleased toannounce
the release of its debuttitle, Creating
Your Investment Policy Statement:
Tools and Templates, from its new
publishing arm, FPA Press. This
new title, co-authored by Norm
Boone, MBA, CFP® and Linda
Lubitz, CFP®, provides insight
into how to create an investment
policy statement that is right for
clients. This innovative book re-
tails for $75 butisavailable to FPA
Members for $65. Order now!

* Beginning June 1, FPA
members will have access to free
online Journal of Financial Planning
continuing education exams as a
part of your membership package
(avalueof $120ayear). Read more
on this new member benefit.

* Nominate a colleague for
FPA’s 2005 Board of Directorsand
shape the future of financial plan-
ning. Individual members and
chapters are encouraged to nomi-
nate candidates for the Board—
butnomination applications must
be submitted by July 15.

» Make your housingarrange-
ments for FPA Denver 2004—the
gathering of the global financial
planning profession. Housing reg-
istration for thisyear’sannual con-
vention (formerly known as Suc-
cess Forum) is now open.

f\;\)

SIS S

Marnie Aznar is a local FPANJ
member since 1999 and was fea-
turedin InvestmentAdvisor.Com.
Toreadtheentirearticle, please visit
our website at www.fpanj.org.

By Karen Hansen Weese

Ifyour clientscalltosaythey're
bringing their children to your
meeting thisafternoon, you'll prob-
ably put on an extra pot of coffee
for the additional visitors, review
the succession plan thatis transfer-
ring ownership of the family busi-
ness to the next generation, and
printoutsome materials regarding
the grandchildren’s college fund-
ing.

Not Marnie Aznar. When her
clients call to say they're bringing
their kids, she’s more likely to set
outsomeapplejuice insippie cups
for the extra guests, scare up a few
stuffed animals, and arrange color-
ing books onan office coffee table
that’sjust the right height for pint-
sized artists.

While many advisors duke it
out over the wealthy silver-haired
set, Aznar, of Aznar Financial Ad-
visorsin Morris Plains, New Jersey,
has found success and satisfaction
serving folkswho are more likely to
haveastrollerinthe trunkthanaset
of golf clubs, and whose night on
the town is less likely to be an
evening at the opera than a dance
recital of a dozen kindergartners
twirling about in pink tutus.

At 29, married, and with a
two-year-old daughter, Aznar fits
herownclientprofiletoa T-butshe
found her target clientele almost by
accident. When she founded her
fee-only firm four years ago, she
simply didn’t think that most well-
heeled retirees would trust a 25-
year-oldwith their seven-digit port-
folios. “Maybe | didn’t have
enough confidence at the time, but
I just didn’t think that a 65-year-
old manwith $3 million was going
to hire me,” she says. “Perhaps
inevitably, I felt more comfortable
with clientswho were more similar

FPANJMember Recognition

tome, and they felt more comfort-
able with me.” When Aznar tells
her clients, who range in age from
the mid-20s to the mid-40s, that
she understands their concerns
about educating their children, af-
fording a home, or handling the
tug-of-war between careerand fam-
ily, they know she really does, be-
cause she’s facing them, too. “I
have a lot of young professional
womenwhoare moms,andthey’re
dealing with the same struggles |
am,” she says. “It just makes it
easier for them, and for me, to be
abletorelate.”

Although Aznar started her
professional life working with the
aforementioned moneyed oldsters
(she spent two years providing fi-
nancial planning to corporate ex-
ecutivesatthe AycoCompany, LLP,
and one year doing so at
PriceWaterhouseCoopers), she es-
pecially enjoys helping young cli-
ents because their futuresare wide
open. A few smart moves early in
the game can change the shape ofa
young client’s future on ascale that
can’tbe matched by even the clev-
erest financial strategies imple-
mented for an older client, she
notes. “I had ayoung couple, both
25yearsold, withnoideawhere to
even begin. To spend a couple of
hours with them and get them on
the right track, so that they’re sav-
ing in the right places, can make
suchatremendousdifference. They
hadn’t even heard of a Roth IRA,
and weren’t contributing to their
401(k)s because they didn’t think
they could,” she says. “It makes
you feel great to be able to help
them start out on the right foot.”

Despite the industrywide
drooling over the prosperous baby
boom demographic, an equally
appealing market can be found
among the next generation, says
Aznar. “But they’re much more
skeptical than the baby boomers,

(continued on www.fpanj.org)
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FPANJ BUS'”ESS PartnerS (formerly Sponsors)

We thank the following Sponsor Partners.

The Board of Directors encourages the membership
to take advantage of their products and services.

PLATINUM SPONSORS

Patrick Frame

Lord Abbett

90 Hudson St

Jersey City, NJ 07302
201-395-2334

Mark Bentley

Rydex Investments
9601 Blackwell Rd.
Ste 500

Rockville, MD 20850
800-258-4332x8103

GOLD SPONSORS

Steve Kennedy

Guardian Investor Services,
LLC

100 Hancock St

Quincy, MA 02171
917-969-9708

EdReaven

TD Waterhouse

135 Greene St

Jersey City, NJ 07302
800-934-6124 x 68625

SILVER SPONSORS

Carolyn Stanziale

Access Wealth Planning, LLC
1115 Clifton Ave.

Clifton, NJ 07013

973-472-7700

Lou Zaccaro

Dunham & Associates
818 Fifth Ave

River Edge, NJ 07661
201-599-4256

Daniel Cullen

Jennison Dryden Investment
ManagementAlliances

100 Mulberry St

Gateway Center 3—6"FIr
Newark, NJ07102
973-367-1015

Valerie Messina

Liberty Home Mortgage
1140 Bloomfield Ave.

Ste 100

West Caldwell, NJ 07006
877-454-6562

Fred Hashem

Marsh Private Client Services
44 Whippany Rd

Box 1966

Morristown, NJ 07962
973-401-5261

ChrisGrant

MFS Fund Distributors
65 Club Dr.

Summit, NJ 07901
800-343-2829x 56244

Robert Coli
Oppenheimer Funds
12 WhiteTail Ln.
Bedminster, NJ 07921
800-255-2750x 30901

GOLD PLUS SPONSORS

Edward Kelly
Curian Capital, LLC
1911 Yorkshire Dr
Blue Bell, PA 19422
215-275-4386

Kate Harman

Fidelity Investments
One Tower Bridge
Ste530

Conshohocken, PA 19041
800-232-5540

Joe Ricciardi

Fidelity Investments
One Tower Bridge

Ste 530

Conshohocken, PA 19041
800-232-5540

Elliot Bauer

Mortgage Loan Solutions
750 Broad St

Shrewsbury, NJ 07702
732-747-2828

Eric Goldstein

Mortgage Loan Solutions
750 Broad St

Shrewsbury, NJ 07702
732-747-2828

GOLD KEY SPONSORS

Michael Valenti
AIMFunds

11 Greenway Plaza
Ste 100

Houston, TX 77046
914-260-6265

Chris DeSimone
Pioneer Investments
3 Central Ave.
Cranford, NJ 07016
908-272-3563

Robert Harclerode
Stonebridge Capital Mgmt.
33 Clinton Rd.

Ste 109

West Caldwell, NJ 07006
973-244-9696

Robert Gregg

Wells Fargo Home Mortgage
230 Half Mile Rd.

Red Bank, NJ 07701
732-933-5631

Silver Partner
Testimonial

Valerie Messina = Liberty Home
Mortgage, LLC = 877 454 6562

At the March 8" Wine &
Cheese reception for Sponsor Part-
ners, Jim Christie asked us the
following question: Why are you a
member of the FPA and what are your
expectations? As is normal, there is
alwayssilence whenaspontaneous
question is asked. After a short
pause, | offered the following re-
sponse:

Ijoinedthe original IAFP asa
Gold Key Member in 1996 at the
request of Robert Hurley, CFP,
who was president at that time.
Most members hold a CFP, CPA
or ChFCcredential. AsaLicensed
Mortgage Banker, with a back-
ground in insurance and financial
planning, Mr. Hurley felt that |
would be an asset to the organiza-
tion by offering mortgage financ-
ing servicesand information to the
members and their clients.
Throughoutthe past8years, IAFP/
FPA members have placed their
confidence in me, and my staff, as
they know that we will serve their
valued clientswith the same level of
trustand proficiency that they ex-
pect. We treat each individual and
situation with the utmost care and
personal attention. We provide
home financing solutions to the
consumer after athorough exami-
nation of their income, assets and
credit profile. We offer compre-
hensive expert guidance to ensure
thatyour clients are matched with
theloan programthatis best suited
to their financial and lifestyle re-
quirements.

In January 2004, | began my
251 year in the financial services
industry. My expectations at this
timeareto continuetobearesource
for FPAmembersandtheir clients,
gain industry knowledge from the
speakers, and network with mem-
bers. A combination of real estate
and other financial investments
make for a very stable portfolio.
Together,wecancreatethe bestmort-
gagefinancingsolutionsforyourindi-
vidualandcorporateclients.
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The Need
For Personal
Excess
Liability

Fred Hashem
Marsh Inc.

A pressing concern com-
mon among many high net
worth individuals has been
whether they have sufficient li-
ability coverage. Most realize
that while it is important and a
fairly straightforward proce-
dure to protect physical assets,
third party liability claims carry
much greater potential for cata-
strophic financial loss. Claims
of this nature can linger for many
years while legal defense costs
mount and ultimate settlement
amounts, perhaps in the mil-
lions, remain unknown.

A personal excess liability
policy (commonly known as an
“umbrella policy”) is one de-
signed to protect the insured
against multi-million dollar
settlements resulting from per-
sonal injury, bodily injury or
property damage lawsuits. The
coverage extends above and
beyond that provided by the
primary policies covering an
individual’'s home, automobile,
watercraft, etc. The policy in-
cludes defense costs and usually
provides limited coverage for
directors and officers of not-for-
profit organizations.

Coverage Amountsand Premi-
ums

“How much coverage
should I buy?” is the most com-
monly asked question when dis-
cussing appropriate coverage
amounts. It is a difficult one to
answer because in today’s liti-
gious environment, awards tend
to be incredibly high. Those
known to have substantial as-
sets seem to be particularly vul-
nerable. Insurance companies
typically make coverage avail-
able in $1 million increments up
to $5 million. Amounts over $5
million are available on a more
limited basis. Policies with cov-
erages of more than $10 million
are usually obtained from com-
panies who deal in special or
unique insurance coverage, and
this is reflected in the premiums
charged. In some instances, cov-
erages up to $100 million can be
obtained. The question becomes
a matter of how much coverage
one needs and can purchase for
a reasonable premium. Premi-
ums usually vary by state and, in
most cases, by number and type
of exposure. The basic premium
frequently includes liability
coverage for one home and two
automobiles. Any additional
homes, automobiles, recre-
ational vehicles, watercraft, etc.
will in most cases generate addi-
tional premiums. It is also true
that premiums vary significantly
from insurance company to in-
surance company.
Coverage Guidelines

High limit personal excess li-
ability coverage availability isgood
news for the consumer, but it is
important to keep in mind not all
policy contracts are the same. It
would be wise for your clients to
review their current policy about
not only the dollar limit of cover-
age, but the scope and limitations
of the policy aswell. In the review,
the following should be addressed:
 Personal excess policies have
underlying limit requirements
for primary insurance policies
(homeowner, automobile, wa-
tercraft, etc). Make sure these
amounts are adequate, or a sig-

nificant deficiency in coverage will
exist. Forexample, itisnotuncom-
mon for the primary limit of liabil-
ity on an automobile policy to be
$300,000. Many excess policies be-
gincoverage at $500,000, leavinga
gap of $200,000. This amount
would come outof pocket no matter
what the upper limit of the excess
policyis.

» Coverage for defense costs is
included in personal excess poli-
cies. However, it is important to
determine whether this cover-
age is provided in addition to the
limit or included in the limit. If
defense costs are included, the
client may wish to consider pur-
chasing a higher total amount.
e Some companies offer excess
coverage for uninsured/
underinsured motorists. Most
companies are silent on the is-
sue and have no intention of pro-
viding coverage under their con-
tract. Thisiscoverage forthe client
and their family and applies when
they have an accident with a hit-
and-rundriver,anuninsured driver
oradriver whose coverage isinad-
equate tocover expenses created by
theirinjuries. Purchasing this cov-
erage, if it is available, should be
considered.

It should never be neces-
sary for an individual to be forced
to deplete his or her asset base to
satisfy aliability judgement. With-
out proper liability coverage, this
could occur.

SIDEBAR
How muchisenough?
Obviously, determining how
much coverage is right for your
client is their personal decision.
Much depends on the value of the
currentassets they have to protect.
However, thereare other factorsto
take into consideration.
 What will the value of their fu-
ture assets be?
e Are they involved in activi-
ties that put them at greater risk?
e Do they have teenage chil-
dren? Do the children drive?
 Does their lifestyle make them
a likely target for a lawsuit; i.e.,
do they give the appearance of
having “deep pockets™?
Do they entertain often? Hav-
ing guests in their home, serving
alcohol, etc., can open the door
to potential liability claims.
Do they operate a home-based
business that is covered under
their homeowners policy?
Personal excess liability
policies are typically available
in coverage amounts ranging
from $1 million to $10 million or
more. The amount of coverage
they should have depends on the
factors mentioned above, as well
as their risk tolerance and their
financial ability to weather a
liability judgment.

BUSINESS PARTNER
OPPORTUNITIES

Interested in becoming an FPANJ
Business Partner?

First Visit our website at fpanj.org for
more details
THEN
Call Lou Scipione, Director of
Business Partners

(201) 327-4280
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Golf Spring
Outing

Anthony Delucia CFP®

GreenBrook Country ClubPro-
vides Venue for Second Annual
FPANJ Golf Outing

The Financial Planning Associa-
tion of New Jersey held their sec-
ondannual golf outingon May 10t
atthe Green Brook Country Club.
Based upon my experience partici-
pating each of the past two years,
the FPANJannual golf events may
be the chapter’s best kept secret.
For those members that are
unfamiliar with the premise for
the chapter’s annual golf event,
simply stated its purpose is to
organize a golf event at one of
our State’s finest venues, pro-
vide participants top-notch cui-
sine, promote fellowship within
the membership in an alternate
format, while making a chari-
table contribution to a worthy
organization in the name of fi-
nancial planning.
Inconversations with my fel-
low golfers, this year’s event ac-
complishedall of theabove. Inthe
words of Green Brook Country
Club’s Director of Golf, George
Sauer, the golf course was in “im-
maculate” condition. Mr. Sauerand
the club’sentire staffrolled out the
“red carpet” for us. The New Jersey
Chapter participants and guests
could not have been treated better

Continued in 3rd Column

July 25,2004 - July 30,
2004

FPAResidency Program
2004

DePaul University
Chicago, IL, USA

August 1, 2004 - August
6,2004

FPA Residency
Program 2004

The American College
Bryn Mawr, PA, USA

F P A
Denver2004

The Gethering of the Gickal
Flrancial Planri=g Profsssion”

September
10 - 14
Colorado
Convention
Center
Early Bird
Deadline
July 29

Contest to Earn $
for Our Chapter

FPA Denver 2004 is quickly
approaching - FPA National is
offeringaspecial incentive to each
chapter. Theincentive programwill
workasa challenge to Chaptersto
exceed the two-year average atten-
dance numbers. Our chapter was
represented in 2002 by 56 attendees
andin 2003 by 102 attendees; thus,
our two-year average attendance is
79. For every additional attendee
that registers (and attends!) over
andabove theaverage, the Chapter
will receive a $50 rebate to be ap-
plied to any number of Chapter
activities. The Chapter decides how
to apply the rebate dollars - some
ideasinclude adding to the speaker
budget, fundinga CFP® Certifica-
tion or FPA Residency Scholar-
ship, Chapter meeting door prizes,
raffles and so on.

FPA CALENDAR OF EVENTS

FPANJ

2004
Calendar

August 24, 2004
Annual Tax Fair
PNC Arts Center

October 26, 2004
Allday Symposium
Woodbridge Sheraton

December 1, 2004
All day Meeting
Woodbridge Hilton

Golf Spring Outing Continued

if we were all full members of the
facility.

The Green Brook course, it-
self, provided a ‘track’ to accom-
modate every golfer. Upon review-
ing the layout, the course provided
several holes that allowed gener-
ous landing areas off the tee or
enough ‘forgiveness’ for the nov-
ice golfer toenjoy the glorious sun-
shine the day brought, while on
select holes, the driving areas and
greens provided an adequate chal-
lenge for the avid player who
soughtto postacompetitive score.

All-in-all, the general theme
of the participants I spoke with was
that they thoroughly enjoyed the
course, wished they had “a little
course knowledge” prior to the
event, but hoped that they would
have another opportunity to re-
turn to improve upon their 2004
score.

Building upon last year’s in-
augural event, the chapter contin-
ued its traditional format of pro-
vidingall participants brunch prior
tothe golf tournament, around of
golf with prizes for individual and
team accomplishments, a cocktail
reception,and dinner. In addition,

Golf Spring Outing Continued

this year’s offering was enhanced
by including an educational com-
ponent to the event; an opportu-
nity to earn continuing education
credits.

Asafellow CFP, in conversa-
tions with other practitioners the
ethics portion of the continuing
educationrequirementseemsto be
the most sought after (and pain-
ful) credits of any certificant’s re-
newal period. Based upon feed-
back from members, this year’s
tournament committee sought to
provide the opportunity to meet
this ethics obligation of their CFP
continuing education requirement
by offering an approved course
prior to the golf activities. Prelimi-
nary feed back from this addition
appears to have been positive.

Anotherenhancementtothis
year’s outing included a “silent
auction” for numerous sports
memorabiliaitems made available
for bidding throughout the day
with the proceeds earmarked to-
ward charity. Again, for those that
are collectors of such items, this
was a welcome addition.

Lookingback, if there wasone
drawback to the event, it was the
number of registered participants.
Asmentioned earlier, the New Jer-
sey chapter’sgolfevents may be our
bestkeptsecret. Forthose that have
hosted similar events for clients or
organizations, you undoubtedly
know that such an undertaking can
be quite costly when run correctly.
The chapter is committed to con-
tinuing the event; however they are
inneed of thegeneral membership’s
help.

Inplanning for the 2005 event,
James Kearney posted a brief sur-
vey on the chapter’s website to
solicit feedback from as many of
the FPANJ member’sas possible.
Survey Results: Most participants
loved the course and would play
again nextyear, Springwasvotedas
the most popular time to play and
five people volunteered to help
nextyear. Ifyou were one of them.
please email our Chapter Executive
atchapteradmin@fpan;j.org.
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FPA NJ BOARD NOMINEE QUESTIONNAIRE

We are now accepting nominations for all those interested in serving a two year term on the FPANJ Board of Directors. We are looking for
new members to bring fresh new ideas to our organization. Fill out the form today and fax to (888) 453-1493 (no cover page necessary).

Name

Title

Company

Address

City, State, Zip Code

Phone ( )

Email Fax ( )

Chapter Affiliation

Designations

Education

Present Occupation

Previous Work Experience

Compensation: __Fee only ___Commission __Fee + Commission

Position in Company: __Sole Practitioner __Owner __Employee

Has there been any disciplinary or civil action entered against you either by a governmental association or legal body?
No Yes (please explain on a separate sheet)

Previous chapter experience and dates of service

Describe any participation outside of your FPA Chapter or other non-FPA association volunteer activities you have
been involved in (attach additional sheet if necessary)

Why do you want to serve on the FPA NJ Board?

Where do you see your involvement with FPA 2 years from now?

How do you see your participation on the Board benefiting you personally?

In what capacity would you like to serve?
__Membership __Education Programs __Technology __Pro Bono

__Sponsor Development __Public Relations __Other

Please provide the names and phone numbers of 2 people you have worked with in a volunteer capacity —
other chapter officers/directors, FPA national board members or other associations.
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