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Video Training Conference — Hot Ideas in a Cold
Economy: How Others are Succeeding in Today’s World

Financial services is a profession that has
always shared its best ideas. This program is
built around that very idea of sharing. It is a
compilation of what financial professionals are
doing in their practices to offset the effects of
today’s troubled economy and stay productive.

The content includes ideas sent in by cur-
rent members as well as a sprinkling of ideas
taken from past VICs. The ideas range from
new sales techniques, how to make stronger
networking connections, using technology or
staff more efficiently, better marketing
strategies. ..anything that practitioners are
doing to find success.

Because of the focus on practice and pro-
ductivity, the program will not qualify for
continuing education credits. NOTE: This pro-
gram is NOT just for salespersons but contains
information of value to all financial profes-
sionals.

Video Training Conference
Thursday, Nov. 19, 2009

Topic:
“Hot Ideas in a Cold Economy:
How Others are Succeeding in
Today’s World”

Location:
Happy Hollow Country Club
1701 S. 105 St.

Details:
Program: 8 a.m. to 10:30 a.m.
Sign-in with Hot Breakfast Buffet
Available Starting at 7:30 a.m.

Cost:
FREE for SFSP Members
and First-Time Guests
$25 for All Others
(payable at the door by cash or check)

ADVANCE REGISTRATION
APPRECIATED — SEE THE
REGISTRATION FORM
FOR MORE INFORMATION!

By the end of the program you will:

e Learn which approaches resonate most
effectively with clients

e Identify markets that are still productive in
today’s economy

e Discover which products are selling and
which are not

e Improve your marketing through better use
of your web site and other online resources

Who should attend? Financial planners, in-
surance producers, investment advisors,
retirement counselors, estate planners, and
other financial professionals who are looking
for strategies on how to stay productive.

Moderator:

Richard M. Weber, MBA, CLU, is a 42-year vet-
eran of the life insurance industry, having been
a successful agent, an insurance company ex-
ecutive, and now a consultant to insurers and
their agents on the topic of effective and ethi-

cal selling. Author of more than 200 articles
encompassing products, sales practices, and
the due diligence necessary to buy and sell in-
surance, his newest book is “Revealing Life
Insurance Secrets: How the Pros Pick, De-
sign, and Evaluate Their Own Policies.”

Mr. Weber has been a member of the So-
ciety of Financial Service Professionals since
1974 and has served on its national Board of
Directors. In 2008, he received the Society’s
Kenneth Black, Jr. Leadership Award in recog-
nition of his “...exemplary leadership qualities
and significant contributions to the fulfillment
of the Society’s core values of ethics, educa-
tion, and relationships.”

In 2009, Mr. Weber was elected to the
NAEPC Estate Planning Hall of Fame and se-
lected to receive the Distinguished Accredited
Estate Planner award and designation for
“...significant and outstanding lifetime achieve-
ments and contributions to the practice and
profession of estate planning.”

YOUR NAME

Confirmation of Attendance Form

To confirm your attendance, please advise us no later than Noon. on Tuesday, Nov. 17.

You can confirm your attendance via one of the following ways:

__ Complete this form and fax it to Omaha SFSP at 397-0283 (no cover page necessary)
_ Mail to: Omaha SFSP at P.O. Box 24133 e Omaha, NE 68124

__ (Call the Omaha SFSP/Creative Association Management office at 397-0280.
Simply leave a voicemail message if no one is available to take your call.

__ Send an e-mail to the Omaha SFSP office at sfsp @cam-omaba.com

__ Iplan to attend the Omaha SFSP Videoconference on Thursday, Nov. 19!

GUEST NAME(S)

COMPANY

YOUR RSVP IN ADVANCE IS APPRECIATED!
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PreSident,S Message From Dale Percival, CLU

Hello to my fel-
low leaders in the
financial services in-
dustry. T'will start out
by saying that as you
travel to other areas
of the country, and
meet other profes-
sionals in our
industries, you find
out that we have a number of things to be thank-
ful for.

We are in this career field to help people,
and I was fortunate enough to witness that first-
hand when I went to the Society of Financial
Service Professionals Forum last month. I just
want to relate to you that, if you have never
been to this meeting, maybe you should take
another look next year. I will tell you that it is
worth the time and money to go.

The Society of Financial Service Profes-
sionals is committed to many things. But the
number one goal is to educate each other to
add value to our client’s experience. The rela-
tionships we are able to develop, enhance, and
utilize in the process of assisting our clients is

top priority.

All of us have done some great things in
this industry already, but what we can offer as
we progress forward is second to none. We all
have some huge opportunities in the future.
But it can only be accomplished Zogether; as a
group, educating each other, and growing to-
gether.

Let me reiterate where we are at in the
Omaha Chapter. Hopefully you will agree we
are committed to putting together great pro-
grams to offer to our members. The education,
positive growth, and the relationships we can
develop in our chapter are the keys. That is
the goal here in our chapter, and it is clear that
it is the goal nationally.

Now, I am hopeful you will all be part of
the positive growth of great education here in
our local chapter. Please let me know if you
have any ideas of how we can get better. Please
let us know how you would like to be involved.
Let us know if you have great ideas on how we
can continue to add new professionals to our
group. As we add new people, we will grow
with new ideas as well as new opportunities
with professional relationships.

Congrats to all of you, and thanks for all
you have brought to this group already.

The Lowest Term Life
Group Health
Universal Life
Variable Life »
Indexed UL

Major Medical
Disability Income
Annuities

Medicare Supplement
Long Term Care
Substandard

Deferred Comp
Simplified Issue
Impaired Risk

Wedo 1t all

*
Parts and Labor Included.
At Wiig-Codr, our service sets us apart.
Quality Service. Personal Relationships.

Life & Health Brokerage isn’t just about
who has the most tools. It’s about going
the extra mile and following through with
full service. Call today for a quote.

Wiig Codr

Underwriters Co.
11850 Nicholas St. Suite 210 * Omaha, Nebraska 68154
Ph 402-498-8000 ¢ Fx 402-498-5797 * Toll Free 1-800-755-3555

www.wiigcodr.com ¢ email corp@wiigcodr.com

Two Reasons Not to
Miss FSP’s 2010
Arizona Institute

WHEN:
January 10-14, 2010

WHERE:
Pointe Hilton Squaw Peak e Phoenix, AZ

REGISTER:
Online at www.financialpro.org or call 800-
392-6900 (Use Promo Code: AIE1010)

Your October Society Page with a special in-
sert on the 2010 Arizona Institute has been
mailed. In the meantime, we’d like to point out
two reasons to come to the Institute:

1. GETYOUR CE CREDITS FOR THE YEAR.
The Institute offers up to 21 PACE, CFP, account-
ing, and legal credits and 19 state insurance
credits — you could meet your yearly require-
ment in just five days!

2. LEARN FROM RECOGNIZED EXPERTS.
o Chris Erblich, JD, CPA — Innovative Es-
tate Planning Case Studies

e Sam Torolopoulos, CPA/ABV, ASA — Cor-
porate Transition Strategies for Privately
Held Business Owners

e Debra C. Newman, CLU, ChFC, LTCP — The
Current and Future Face of Long-Term Care
e Terry Altman, CLU, ChFC, CFP —Annuities
vs. Longevity: How to Make Your Money Last
Longer Than You Do

e John Scroggin, JD, LLM, AEP — Seven In-
evitable Problems in a Family Business and
How to Successfully Eradicate Them

e April Caudill, CLU, ChFC, JD, AEP —Avoid-
ing the 10 Most Common Mistakes in
Retirement Distribution Planning and Us-
ing Life Insurance to Create a Roth Legacy
e Lawrence Brody, Esq. — The Use of Life
Insurance in Estate and Wealth Transfer
Planning, Focusing on Its Use in Irrevocable
Life Insurance Trusts

If you've built a solid client base over the
past 10 years, you're ready for the Arizona In-
stitute.

Call Member Services at 800-392-6900 if
you have any questions about the Institute.

For complete program information go to
www.arizona-institute.com.



Member Get a Member

Contest

} Starts: July 1, 2009 = Ends: June 30, 2010

INDIVIDUAL MEMBER PRIZES:

Recruit One New Member—and You’'re a Winner!

» Recruit 1 new member:
25% off your 2010-11 National Dues.

* Recruit 2 to 4 new members:
50% off your 2010-11 National Dues.

* Recruit 5 or more new members:
Complimentary 2010-11 National Dues.

* Grand Prize Winner: The member who recruits the most
new members will receive a free FSP Forum and
Professional Leadership Symposium (including 3 nights’
onsite hotel lodging, and airfare voucher for up tp $500).
PLUS complimentary national dues for the 2010-11
membership year.*

* Plus! Monthly Raffles: January 2010 through June 2010
Raffles for valuable prizes will be held each month between
January and June 2010. Every time you recruit a member,
your name is entered into the drawing. The earlier you start
to recruit and the more members you recruit, the more
chances you have to win!

CHAPTER PRIZE:

Education Program with CE credits

You can help your Chapter grow and win too! There are four
flights by Chapter size. The Chapter that recruits the highest
number of new members in each flight wins! FSP will provide
a nationally renowned speaker for a 2-3 hour Chapter
educational program in the 2010-11 Membership Year. Prize
includes cost of speaker, speaker’s travel, speaker’s lodging,
and CE filing—over a $10,000 value.

Who's eligible to recruit new members?

All current FSP members and Chapters are eligible to participate in the Member Get a Member Contest.

Who counts as a new member recruit?

Individuals who qualify for Regular or Associate Membership who have never been a member
of FSP and “Former” members who have been out of FSP membership for over 2 years will
count for this contest.

To be eligible for Regular Membership, the individual must hold one of these designations or
degrees: CASL®, CEBS®, CFA®, CFP®, ChFC®, CLF®, CLU®, CPA, CPC, CTFA, Enrolled Actuary, JD
(licensed), Graduate Degree in Financial Services (MBA, MS, MSFS, MSM, PhD), REBC® & RHU".

To be eligible for Associate Membership, the individual must be actively pursuing one of the
designations or degrees listed above, or hold the FLMI, FSS, or LUTCF credential.

Note: 1) Student and trial memberships do not count for the contest, and 2) Full-time Professors
who become members under the University Partners Program do not count for this contest.
3) Chapter MOC memberships will only count towards the Chapter competition totals.

Tracking new member referrals:

Counts of new members recruited through a member’s referral will be tracked through the
“REFERRED BY" field that appears on all Membership Applications and on the Online
Application at www.financialpro.org. The recruiter’s name must be entered in this field on
paper and online applications or mentioned when joining by phone so the member gets credit
for the new member recruit.

New Membership Applications and Marketing Materials:

.

Print out New Member Applications from our Web site and carry a supply with you, or send the
application via email to qualified colleagues. To access click on the Join/Renew button at the
top of the FSP home page.

National and local Chapter membership is required. Local Chapter dues vary and can be found
on the FSP Web site in the Member Area under Chapter Listing.

More detailed information about the FSP Member Get a Member C , recruiting tools and
resources are available on the FSP Web site at www.financialpro.org.

Need help accessing the FSP Web site or have a question? Contact FSP Member Services at
800-927-2427 or email info@financialpro.org.

Chapter Competition

The Winner Individual Member and

Will Be YOU ! There is a Chapter component and an SOCie;}/FS

More members create a win-win-win
for all: for you, for your Chapter, and for
the new members. Your recruitment
efforts will build a stronger FSP that
will benefit all members—expanding
our knowledge resources and creating
an even more powerful network of

individual member component to this Financial Service Professionals
contest. Every member who recruits

just one new member is a guaranteed

winner! The more you recruit the

greater the value of your prize.

*In the event of an individual competition tie, winner will be selected by drawing.

professionals that you can tap into. **In the event of a Chapter tie, best retention rate will determine winner.



Cosiy SP Membership Application

of
Member Profile: Please take the time to com- | hereby apply for membership in the Society of FSP and the
plete the Membership Profile Information below.
The data you supply us with here allows us to
better understand your professional needs so Omaha Chapter.
we can create programs and products to help
you achieve your goals.
1. Practice/Specialty Areas Name Nickname Birth Year Last 4 Digits of SS# (optional)
(CIRCLE ALL THAT APPLY):
[J  Business Planning &
Compensation Designations/Degrees Held (required) Designations Pursuing (if applicable)
[J  Casualty and Property Insurance
U Eldercare Planning/Counseling Firm/Agency/University (Student members only) Primary Company Affiliation/University
[ Employee Benefits/
Group Insurance
[]  Estate Planning Mailing Address
[ Financial Planning
[0 Individual Insurance : Ziotd
(life, health disability) City State L
[0 Investment Adviser
[ Long-Term Care E-Mail Address
[J  Multiple Risk Management
o Office/Agency L. Business Phone Fax
Management & Training
[0 Qualified Plans/ERISA
[J  Retirement Planning/Counseling Referring Member’s Name (if applicable)
[0 Security Sales and Marketing [ lagree to be governed by the Bylaws of the Society and the Chapter and conform to the
O Tax/Audit Code of Professional Responsibility (found on the Society’s Website under the Ethics tab)
[0 Trust Services of the Society of FSP. | understand | have a self-reporting responsibility under this code.
2. Product/Service Provided .
(CIRCLE ALL THAT APPLY): NATIONAL [ Regular $244 O Young. Professional $183
O Annuities DUES [J Student $30.50 [ Associate $122
[1 Asset Allocation/Management JOI N Required $
[ Business Insurance TODAY .
O Buy/Sell Agreements CHAPTER ] Regular $141 [; Young- Professional $107
O Charitable Planning DUES_ [ Student $44.50 [J Associate $93
[ Deferred Compensation Required $
[J Disability Insurance
O Executive Compensation SECTION_(S) L. . . i
O General Insurance Planning One.Sectlon is included as part of your membership. Circle your primary FREE
O Group Insurance Section. Additional Sections can be joined for $35 each or you can choose the
O Health Insurance EIecFronic Sections Package (ESP) anq _have acce_ss to all nine Sec.tions gl(_ec-
O Income Tax Planning tronically for $60. Check boxes of additional Sections you would like to join
[0 Life Insurance - Property/Casualty and add for total amount due.
[0 Long-Term Care ] Bus. & Comp. Planning [J Qualified Plans
U M““{all Funds [J Employee Benefits [J Retirement Counseling
= (N)gim?l’ifizn;énsion [J Estate Planning O Ri§k l\/ll‘:anagement: Life., I-I.a.a/th,
O Securities O Financial Planning Disability, Casualty & Liability Insurance
[0 Split Dollar Insurance [J Investment Management (1 Electronic Sections Package (ESP)
[l Succession Planning [ Leadership & Management TOTAL SECTIONS DUES |$
[0 Trusts
[0 Universal Life Insurance TOTAL AMOUNT DUE |$
[0 Variable Life Insurance
[ Other (specify)
PAYMENT OPTIONS Please complete this
] Enclosed is a check for $ application and forward
made payable to the Society of FSP. with payment to:
[ Credit Card: )
OVISA OOMC [JAMEX [ Discover for$ Fax (Credit Cards Only)
. . 610-527-1499
A portion of your dues provides a one-year
ipti he J | of Fil ial H
subs?npt:on to.t e Journal of Financia CodNoTEe T Society of FSP
Service Professionals. Members may not PO. Box 1374
deduct the subscription price from dues. FSP Bryn Mawr, PA 19010-7374
dues are not deductible as a charitable Signature Required for autodraft and credit card .
contribution for federal tax purposes, but Online
may be deductible as a business expense. [ Bank draft option is available. Call (402) 397-0280 for details www.financialpro.org

For more information, visit www.financialpro.org or call Member Services at 800-392-6900.
0809MA



¥ t,_,‘.' r ¥ 4,...-,' r ¥ 1 r 3 7 3
. The Newslg‘aﬂ_er _6f the Omaha Chapter’lzﬁrt_ﬂe Society of Financia.l*'§er_§ice Professionals - .: " PAGE 5

You know where you want your business to go.

Al 1 [ HI
DISCOUNTS.
See me today and get the discounts
and service you deserve. Want to grow your financial practice?

D
—
—=
-
D
-
P

As your business growth expert, Securities America offers you:

STATE FARM » Many Proven Client Acquisition Programs 4
»  Dynamic Practice Management Programs 4
» User-Friendly, Time-Saving Technologies 4
» An Extraordinary Level of Personal Service 4

And much more . .. all aimed at growing your practice.

L
ﬁ Securities America

The Only RepCentric® Broker/Dealer
1-800-989-8441 ) www.SecuritiesAmerica.com

Securities America, Inc., Member NASD/SIPC. Securities America Advisors, Inc., an SEC Registered Investment
Advisor. Copyright December 2006, Securities America. All Rights Reserved. For Broker/Dealer Use Only.

Wisdom at Work.

SilverStone Group has the tools and expertise to help you build a
strong, personal financial future. Since 1945, we've conducted
business the same way - one client at a time.

LIKE A GOOD NEIGHBOR, STATE FARM IS THERE.*

PO57015 9/05 statefarm.com®

State Farm Mutual Automabile Insurance Company, State Farm Indemnity Company — Bloomington, IL

‘GILL. RED T MMONS RISK MANAGEMENT EMPLOYEE BENEFITS  PRIVATE CLIENT SERVICES

LIFE BROKERAGE

Wisdom Integrity

Since 1969, specializing in helping brokers and representing over Vision Accountability
50 of the largest and highly respected companies in the industry.

LIFE ANNUITIES

Aggressive Substandard Traditional Fixed

Large Case Specialization Indexed

Competitive Term Immediate Annuities Teamwork Committed

Universal and Whole Life Substandard Immediate Creativity Resourceful

Survivorship Life

HEALTH 7171 Mercy Road, Suite 315

Long Term Care Omaha, NE 68106

Individual Major Medical Toll Free 800-279-0751

Short Term Medical Fax 402-392-2204 Focused Strength

Disability Income Local 402-392-1880 Experienced Performance

Business Overhead Expense www.jemegill.com

Long time members of NAIFA - NAILBA - CLU, our Agency believes in
and supports the idea of all financial products being sold by insurance
agents offering top level service and years of experience.

www.silverstonegroup.com

800.288.5501
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Omaha Chapter Membership Update ™

WELCOME to the following members who
recently joined the Omaba chapter:

Name Company
DonMundy ........c..ccnvvenee The Solutions Group
Stacie Neussendorfer .................... Orizon Group

Kirk Swartzbaugh ... Swartzbaugh-Farber & Assoc.

THANK YOU to the following members who
bave renewed their memberships:

Name Company
Karen Amstuz .................... Mutual of Omaha
James Armstrong............... Mutual of Omaha
Steven Becker ................... Mutual of Omaha
Brett Berg ......ccooovvvvveenininiieinen, Boys Town
Chris Best............... Best Business Appraisals
Richard Buchmann ...................... State Farm
Cecil Bykerk................ CDBykerk Consulting
Jim Christensen ...................... Insource, Inc.
Vicki Condon ...........c........ Mutual of Omaha
Timothy Connor

David DeBoer .................... Mutual of Omaha
Robert Decker ............c.o....... John Hancock
Bruce Dickes ................ Financial Brokerage
David Emry ..........cccovvnee. Darst & Associates
Paul Folkers ..........c.coevrrnnnns Midwest Capital

Ron Goracke............... Goracke & Assoc. P.C.
Barton Greenberg ...... Barton Greenberg Ins.

Calendar of Events

Nov. 19, 2009
Video Training Conference
8 a.m. to 10:30 a.m.

“Hot Ideas in a Cold Economy: How Others are Succeeding in Today’s

World”

Jan. 14, 2010
Chapter Luncheon
11:30 a.m. to 1 p.m.

Feb. 18, 2010
Video Training Conference
11:30 am. to 1 p.m.

“Making the Switch from Active to Passive Income: Strategies to Make

It Last a Lifetime”

March 2010

No Omaha Society of FSP Program in March
NOTE: NAIFA-Omaha will have FREE CE programs March 17, including
a three-hour ethics program. Society members will be encouraged to
attend the NAIFA programs if they need CE credits.

All programs are scheduled to be held at Happy Hollow Country Club,

1701 §. 105 St.

Board meetings are generally held the first Wednesday of every month
from 8 to 9 a.m. at Financial Visions, 10555 N. 115 St., Suite 200.

John Haver ............c.ccne.. Mutual of Omaha
Terry Headley ......... Headley Financial Group
Mary Herrioft ................... SilverStone Group
John Huebert .............. Huebert Benefit Plans
Mark Jefferson ... Jefferson Financial Services
Art Jetter ....oooevvvvvveieririenne Art Jetter & Co.
William Kauffman .......... Senior Market Sales
Gordon Keator ................. SilverStone Group
Shirley Keen ............... SilverStone Group Inc
David Knight ....... American Express Fincl. Advisors
Shelley Kostrunek.............. Mutual of Omaha
Steven Kryger ........... Union Bank & Trust Co.
SandraLane .............cco....... Lutz & Co., PC.
Mike LarKin ...................... Mutual of Omaha
Ronald Lee ...........cooeeeee. Mutual of Omaha
Carl Mammel

Jim McGill ... McGill, Rediger & Simmons LLC
Norajane MclIntyre ................. John Hancock
Dennis McMillan .. Lincoln Financial Network

Patrick Megel ........... Woodmen of the World
Nancy Milledge.................. SilverStone Group
Todd MOTTIS .......covvvvrrreinnes Midwest Capital
Robert Mundy ............... Mundy & Associates
Donald Ofis.............. Chastain-Otis Insurance
Kevin Pearce ......... Pearce Financial Services
Larry Pence ..........ccceveeee. Tagge-Rutherford

Patrick Ramaekers .. PJ. Ramaekers & Assoc.

CoBSP

Financial Service Professionals

Steven Rohrig...........c........ Mutual of Omaha
Don Schaefer ..............cceva... New York Life
Monte Schatz.............. Security National Bank
Dan Scholz ......... Ameritas Financial Services
Solomon Schwartz................. United Life Ins.
Jeff Sharp ..c.oovvvevviiininnns SilverStone Group
Jeff Shreeves............cccovvnnenee. New York Life
Thomasina SKipper ...................... State Farm

Lizanne Stene SilverStone Group
Dennis Stessman .. Prudential Select Brokerage

Mary SHVers ..........cocccenne. Mutual of Omaha
Guy Strevey..........cceuee. Guy Strevey & Assoc.
Robert Swartzbaugh Swartzbaugh-Farber & Assoc.
Scott Taylor .........covveeveenneee. Midwest Capital
Craig Taylor .........ccovveenee. Mutual of Omaha
John Vergamini ..............c........ New York Life
Mark Weber ..................... SilverStone Group
Rob Wellendorf ............ The Solutions Group
Donna Zach .............c....... SilverStone Group
Mark Zagurski .................. Mutual of Omaha

Now is a great time for new members to join.
You can join online at www.financialpro.org,
or contact Chapter Executive Joe Pittman at
397-0280 or via e-mail at sfsp@cam-
omaha.com to request a membership
application.

Call Chuck Olson or

“Helping Agents Help Clients”

Specializing In Group & Individual Health Insurance

OCI Insurance & Financial Services
17445 Arbor Street Suite 310
Omaha, NE 68130

»Top Commissions
»Backroom Support

» Pass thru Bonuses

»Incentive Travel

» Quick Quotes & Underwriting

» HSA, HRA Assistance

Rob Collins at 402-330-8700 to see what OCI can do for you

Phone 402-330-8700
Fax  402-330-8706

Visit us on the web at:
www.ociservices.com

INSURANCE
FINANCIAL

OCl:

SERVICES
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LirE INVESTORS"

FINANCIAL GROUP, INC.

an YEEGON company

« An Independent Marketing Organization Designed for
Personal Producers Serving Clients in the Middle Market.

« Competitive Compensation.

« “Top” Competitive Products.

- Fast, Consistent Underwriting.
« Strong Financial Ratings.

« Most Importantly, We Care About You & Your Practice.

Call John Emery, 402.301.3488
John C. Emery & Associates
www.LIFGonline.com

Did you know your clients are 6
times more likely to become
disabled than die in the next year?

Did you know most estate planning
is nothing more than death
planning?

RICHARD M. DWORNIK
ATTORNEY AT LAW

At Dwornik Law, we take a
different approach to Estate Planning. We have
developed what we call the Life Plan. The Life Plan is a
comprehensive package which includes all the necessary
planning tools to insure that our clients’ estates will be
managed as they would want if they become disabled or
incapacitated in addition to how their estates should be
distributed upon their death.

We would welcome the opportunity to meet with you
to explain how the Life Plan can benefit your clients.

Dwornik Law...

17445 Arbor St., Suite 310, Omaha, NE 68130
578-6480

Your BROKERAGE PLANNING SPECIALISTS

As a Financial Service Professional, you
need a relationship with an organization
that understands the financial planning
process. This organization would never
market products only. Rather, they would

The Ark promoteplanning concepts that make you
Group look great to your clients.

An example of our approach to your client’s portfolio protection needs:

Asset Accumulation Asset Preservation Advanced Needs

* Life Insurance * Life Insurance * Executive Benefits
*Health Insurance * Annuities * Employee Benefits

* Disability Insurance  * Long-Term Care * Qualified Benefit Plan
* (ritical Insurance * Medicare Supplement ¥ Business Continuation

We do not want to be your “brokerage shop.”

We want to be your“Brokerage Planning Specialists” and assist you in
helping your clients with what is RIGHT for their unique circumstance.

1055 N. 115th St., Ste. 200 - Omaha, NE 68154
Toll Free (866) 725-0777 - Local (402) 884-4777
E-Mail: sales@arkgroup.com - www.arkgroup.com

Relationship banking

at its best.

.

Whether you’re looking to grow your practice

or help your clients find new business or
personal financial solutions -
Mutual of Omaha Bank offers the financial
resources you need and the personal
service you deserve.

Commercial ® Private ® Personal ® Mortgage

MutualofOmahaBank @

402.351.8000
866.351.5646 (toll-free)

mutualofomahabank.com

Member FDIC
& Equal Housing Lender
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SFSP-Omaha Headquarters
P.0. Box 24133
Omaha, NE 68124

RETURN SERVICE REQUESTED

2009-2010 Board of Directors & Executive Committee

President
Dale Percival, CLU
Financial Visions
(402) 934-7236
dale.percival@financialvisionsllc.com

First Vice President and Membership Chair
Robert Wellendorf, IT CLU
The Solutions Group
(402) 991-1700
rob@thesolutionsgroup.us

Second Vice President and Programs Chair
John Vergamini, CLU, ChFC
New York Life
(712) 323-1900
Jvergamini@fi.newyorklife.coms

Secretary/Treasurer
Patrice Pirsch, CLU, FLMI, RHU

Lincoln Financial Group
(402) 361-2865
patrice.pirsch@lfg.com

Immediate Past President
Ronald Niederhaus, CLU, ChFC
State Farm
(402) 333-5104
ron@ronniederbaus.com

Directors:
Richard Dwornik, J.D., MBA
Dwornik Law
(402) 578-6480
richard@dwornik.com

Al Kerkhove, J.D.
Kerkhove Law
(402) 334-0900
al@kerkhovelaw.com

Ron Lee, J.D., CLU, ChFC
Mutual of Omaha
(402) 351-5228
ron.lee@mutualofomaha.com

Richard Lipprand, CFP®, CLU, ChFC
OCI Insurance & Financial Services
(402) 330-8700
richard@ociservices.com

Niel Nielsen, J.D.

Law Office of Niel D. Nielsen, P.C., L.L.O.

(402) 827-0414
niel@nielsenattorney.com

William Stevens CPA
W.E. Stevens PC
(402) 932-8815

bill@westevens.com

Chapter Executive
Joe Pittman
Creative Association Management Co.
P.0. Box 24133
Omaha, NE 68124
(402) 397-0280, Fax (402) 397-0283
sfsp@cam-omaha.com

Visit wuww. financialpro.org — your link to
society events, current information, educational
programs, and much, much more.

For information on local chapter news and
events, log on to wwuw.sfsp.net/omaba.
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of
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