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Monday, October 12
11:30 a.m.–3 p.m. Lunch and Program – New! No fee to attend Grand Salon     
 “Military Financial Professionals: Unique Challenges 
  in Working with Active Duty Military and Veteran Families” – 2 CE 
  Louise Thaxton, Harlan Accola and Sean Parnell
  Sponsored by Fairway Mortgage 

5-5:30 p.m. Reception Grand Salon

5:30-8:30 p.m. “Ethical Challenges” – 3 CE  Grand Salon 
  Daniel J. Candura, CFP®, Candura Group, LLC

8:45-11 p.m. “Meet Michael Kitces” Somerset 
  Michael Kitces, MSFS, MTAX, CFP®, CLU, ChFC, RHU, REBC, CASL, 
  Partner and Director of Research for Pinnacle Advisory Group

   

Tuesday, October 13
7:30-8 a.m. Check-In/Continental Breakfast/Exhibits Grand Salon

8-8:20 a.m. Welcome & Announcements Grand Salon

8:20-10 a.m. General Session/Opening Keynote  Grand Salon 
 “Understanding Longevity Annuities and Their 
 Potential Role in Retirement Income” – 2 CE
  Michael Kitces, MSFS, MTAX, CFP®, CLU, ChFC, RHU, REBC, CASL, 
  Partner and Director of Research for Pinnacle Advisory Group

10-10:20 a.m. Break/Exhibits and Networking Grand Salon

10:20-11:10 a.m. Concurrent Sessions
“Business Succession Planning” – 1 CE Grand Ballroom South

  Mark Poker, JD, Partner, Chair of Wealth Planning
  Services Practice Group, Michael Best & Friedrich, LLP

 “Getting the Most Out of Permanent Life Insurance  Grand Ballroom Center
 for Your Clients” – 1 CE 
  Scott Witt, President, Witt Actuarial Services

“Generating Tax Alpha with Effective Asset  Grand Ballroom North
Location” – 1 CE 

  Michael Kitces, MSFS, MTAX, CFP®, CLU, ChFC, RHU, REBC, CASL, 
  Partner and Director of Research for Pinnacle Advisory Group

11:10-11:20 a.m. Break/Exhibits and Networking Grand Salon
continued on next page



 Concurrent Sessions
 “Mine, Yours and Ours: Planning for Second  Grand Ballroom South
 Marriages and Blended Families” – 1 CE 

 Bradley Kalscheur, JD, Partner, Wealth Planning Services
 Practice Group, Michael Best & Friedrich, LLP

 “Understanding Living Benefits of  Grand Ballroom Center
Life Insurance” – 1 CE

  Michael Smith, LUTCF, President, CPS Horizon Financial

 “Investment Trends Associated with  Grand Ballroom North 
 the Current Economy” – 1 CE 
  John Thayer, Chief Investment Officer, 
  Associated Banc Corp., Private Wealth Management Group

12:10-1:30 p.m. Lunch and Keynote Speaker Grand Salon
 “Change Comes to Washington –  
 From Politics to Economic Policies” – 1 CE
  Gregory R. Valliere, Chief Political Strategist, Potomac Research 

1:30-1:40 p.m. Break/Exhibits and Networking Grand Salon

1:40-2:30 p.m. Concurrent Sessions
“Portrait of a Family Caregiver” – 1 CE Grand Ballroom South
 Annalee Kruger, MBA, Founder, Care Right, Inc. 

“Advising Your Clients on Succession Planning” – 1 CE Grand Ballroom Center
  Erik Pahlow, Executive Vice President,
  Succession Resource Group

 “Reverse Mortgage – The New Tool  Grand Ballroom North    
 for Retirment Planning” – 1 CE 
  Harlan Accola, Fairway Mortgage 

2:30-2:50 p.m. Break and Door Prizes Grand Salon

2:50-4:10 p.m. Panel Discussion Grand Salon
 “One Fiduciary Standard” – 1.5 CE
  Moderator: Sandy Wysocki, The Business Journal
  Panelists:
   Karen Nystrom, Director of Advocacy, Financial Planning Association
   Patricia D. Struck, Administrator, Wisconsin Department of Financial 
       Institutions, Securities Division                                   
   Christopher K. Eaton, Merrill Lynch, Milwaukee Office 
   Michael Smith, LUTCF, CPS Horizon Financial and NAIFA

4:10-4:20 p.m. Adjourn

11:20 a.m.
-12:10 p.m.



Monday, October 12

Military Financial Professionals: Unique 
Challenges in Working with Active Duty 
Military and Veteran Families

Join us for lunch and a free 2 CE program presented by the 
American Warrior Initiative on the unique challenges facing 
active duty military and veteran families and how financial 
planners can become equipped to assist these service 
members in making sound financial decisions. You will 
also experience the presentation of a gift honoring a local 
member of the military, and learn about FPA of Southern 
Wisconsin’s expanded efforts to offer pro bono services 
to active military and veterans and how you can become 
involved. This program is free and is sponsored by Fairway 
Mortgage. Presenters include Louise Thaxton, Sean Parnell 
and Harlan Accola.

Louise Thaxton is a producing regional branch manager for 
Fairway Independent Mortgage Corporation, with satellite 

offices across Louisiana, Texas 
and Colorado. She has been 
in the mortgage business for 
19 years, 15 of those years 
have been with Fairway. She 
has been a keynote speaker 
at several industry events, 
is an avid blogger and a 
regular contributor to industry 
publications.

Because the majority of her clients are military clients, 
Louise and her team have developed a passion for Serving 
Those Who Serve. She is one of the “Boot Girls” and 
an Ambassador of the “Boot Campaign” a grass roots 
movement to give back to wounded warriors when they 
come home. She and her team have begun a “Suits in 
Boots” campaign encouraging business professionals to 
contribute to this worthy cause.

She is the author and instructor of the “Certified Military 
Residential Specialist” course, which has been taught as a 
continuing education course for real estate agents around 
the nation. Over 8,000 real estate agents have attended 
these Boot Camps in the past few years to receive this 
certification. The objective in offering the Certified Military 
Residential Specialist Program is to provide a platform 

whereby Real Estate Professionals can be trained and 
equipped to handle with excellence the home purchase 
needs of active duty and former military clients. She is also 
the founder and trainer and National Director of the “Military 
Mortgage Specialist” division within Fairway Independent 
Mortgage Corporation, one of the largest mortgage banks in 
the nation. This designation was created to train and equip 
loan professionals within Fairway to handle with excellence 
the mortgage loan needs of active duty and former military 
clients.

Sean Parnell was an Army Ranger, combat infantryman 
with the elite 10th Mountain Division, and veteran of 485 
days of fierce fighting along the Afghan-Pakistan border. 

Captain Sean Parnell’s unique 
leadership skills welded his 
platoon into one of the most 
fierce and effective American 
fighting units in modern 
military history. Repeatedly 
outnumbered and outgunned 
by a foe whose avowed purpose 
was to overrun his platoon and 
behead his Soldiers so that 
their torturous deaths could be 

filmed and posted on Al Qaida propaganda websites, Sean’s 
“Outlaws” battled furiously in the most rugged terrain on 
the planet -- the towering Hindu Kush Mountains. Eighty-five 
percent of his platoon received Purple Hearts for wounds 
incurred in battle, but his men gave far more than they 
received. Outlaw Platoon killed over 350 enemy fighters in 
some of the biggest firefights of the Afghan War.

Harlan Accola is with Fairway Mortgage and has been in 
the mortgage industry for over 15 years and specializes in 
all types of loans. His specialty is taking a comprehensive 

“bird’s eye view” of a financial 
picture rather than dealing 
with one small piece at a time. 
Harlan is a Registered Financial 
Consultant, a Certified Senior 
Advisor, and a Senior Mortgage 
Planner. He provides a very 
different perspective from other 
loan officers. He often asks his 
clients, “If you thought that what 
you knew about mortgages and 

financial planning was wrong, when would you want us to tell 
you?” Harlan’s specialty is in educating retirees and pre-
retirees on the advantage of using Reverse Mortgages for 
financial and estate planning.



Ethical Challenges

“Ethical Challenges” includes animated videos and lots of 
interaction to keep you involved and learning. Participate 
in an informative and engaging session while evaluating 
a series of ethical challenges faced by five fictional CFP® 
professional. Three credits are available – those who need 
only two may leave before the final hour. Bring your smart 
phone or tablet.

Dan Candura, CFP®, provides financial advice and 
education to consumers and financial professionals. He 
is the founder of his own education and consulting firm 

Candura Group, LLC. In that 
role he provides ethics training 
across the United States 
through in-person courses 
and webinars. As President 
of PennyTree Advisors, LLC, a 
Registered Investment Advisory 
firm in Massachusetts, Dan 
provides personal financial 
planning for consumers, 
financial education counseling 

to employees in workplace settings and litigation support 
and forensic financial analysis services for attorneys. 
Dan taught financial planning, insurance planning and 
retirement planning in the Sawyer School of Business at 
Suffolk University in Boston and is also a FINRA arbitrator. 
Dan serves as the CFP® Ambassador for the Boston area.

Dan appeared as a featured expert on the PBS 
documentary Retirement Revolution. He has been profiled 
in The Journal of Financial Planning and Investment News, 
and quoted in The NY Times and other publications. Dan 
served on the Board of Directors of the Certified Financial 
Planner Board of Standards, Inc. from 2004 through 2008 
and is a past Chair of the Board of Professional Review. 
He chaired the Task Force on CE & Competency for the 
CFP Board. He is a member of the Financial Planning 
Association and a NAPFA registered financial planner. 

Meet Michael Kitces

NexGen members and other financial advisors aged 37 
and under are invited to a special after-hours conversation 
with Michael Kitces, one of the founders of the FPA NexGen 
initiative, and co-founder of the XY Planning Network. 
This gathering is free and open to interested financial 
advisors concerned with the issues facing younger financial 
professionals. Snacks and soft drinks will be served, and 
the bar is just across the hall.

Michael E. Kitces, MSFS, MTAX, CFP®, CLU, ChFC, RHU, 
REBC, CASL, is a partner and the Director of Research for 
Pinnacle Advisory Group, a private wealth management firm 

located in Columbia, Maryland 
that oversees approximately 
$1.4 billion of client assets. 
In addition, he is a co-founder 
of the XY Planning Network, 
the practitioner editor of the 
Journal of Financial Planning, 
and the publisher of the 
e-newsletter The Kitces Report 
and the popular financial 
planning industry blog Nerd’s 

Eye View through his website www.Kitces.com, dedicated to 
advancing knowledge in financial planning.



Tuesday, October 13

Keynote Sessions

Understanding Longevity Annuities 
and Their Potential Role in Retirement 
Income

A longevity annuity is similar in concept to an immediate 
annuity, but the lump sum payment is converted not to 
income for life beginning immediately, but instead with 
payments that may not begin until the distant future. Such 
a trade-off allows longevity annuities to provide “income 
that cannot be outlived” but at a fraction of the cost of 
a traditional annuity product. In this session, we look at 
how longevity annuities work, the ways they can fit into an 
overall retirement strategy, how they compare to available 
investment alternatives, their caveats and concerns, and 
explore the potential role that they may play for retirement 
income in the future.

Michael E. Kitces, MSFS, MTAX, CFP®, CLU, ChFC, RHU, 
REBC, CASL, is a partner and the Director of Research for 
Pinnacle Advisory Group, a private wealth management firm 

located in Columbia, Maryland 
that oversees approximately 
$1.4 billion of client assets. 
In addition, he is a co-founder 
of the XY Planning Network, 
the practitioner editor of the 
Journal of Financial Planning, 
and the publisher of the 
e-newsletter The Kitces Report 
and the popular financial 
planning industry blog Nerd’s 

Eye View through his website www.Kitces.com, dedicated to 
advancing knowledge in financial planning.

 

Change Comes to Washington – 
From Politics to Economic Policies

Greg Valliere will share the results of his extensive political 
and economic research to provide financial planners and 
other financial professionals with a current overview of 
how events in Washington D.C. and beyond will affect the 
economy and investing as we move forward. His insights 
will include a look at the Federal Reserve and interest rates, 
how Congress will resolve major fiscal issues, prospects for 
tax reform and the 2016 Presidential and Congressional 
races and how these, along with geopolitical hot spots will 
impact investment decisions for your clients.

Gregory R. Valliere is Chief Political Strategist for 
Potomac Research. With over 30 years of experience 
in covering Washington for institutional investors, Greg 

Valliere coordinates political 
and economic research. He 
focuses on how Congress 
and the White House shape 
fiscal policies and monitors 
the Federal Reserve Board’s 
interest rate policies. Prior to 
joining Potomac Research, Mr. 
Valliere served as Chief Policy 
Strategist for Soleil Securities 
Corporation. He previously 

held key strategy roles at Charles Schwab’s Washington 
Research Group and The Washington Forum. Mr. Valliere 
co-founded The Washington Forum in 1974, serving as 
Chief Political Analyst and editor of the group’s publications, 
and ultimately as Research Director. He began his career in 
1972 at “F-D-C” reports, a trade publication monitoring the 
pharmaceutical industry. Mr. Valliere earned his bachelor’s 
degree in Journalism from The George Washington 
University. He is widely quoted in the nation’s financial 
press, and is a frequent contributor for CNBC, Bloomberg 
TV and radio, Fox TV, CNN, and CBS Radio.



One Fiduciary Standard – 
A Panel Discussion

This provocative panel discussion on one Uniform Fiduciary 
Standard, empowered by the 2010 Dodd-Frank mandate, 
will feature relevant discussion about the Department of 
Labor re-proposed rule that would protect American savers 
by requiring that advisors provide retirement advice that is in 
the best interest of their clients.  

Representatives from the Financial Planning Association 
and Financial Planning Coalition, the Wisconsin Department 
of Financial Institutions Division of Securities, the National 
Association of Insurance and Financial Advisors and Merrill 
Lynch will engage in a lively discussion about the issues and 
will invite audience participation. 

The goal of the One Fiduciary panel, moderated by Sandy 
Wysocki, Director of Audience Development, Milwaukee 
Business Journal, is to foster a positive and helpful discussion 
about the new standard and how it can help financial service 
professionals better serve their clients and the public.

Panelists include:
Patricia Struck is the Administrator of the Division of 
Securities with the Wisconsin Department of Financial 

Institutions. She was elected 
President of the North American 
Securities Administrators 
Association (NASAA) in 
September 2005, after serving 
for one year as President-elect. 
From 2001 through 2004, she 
chaired the NASAA’s Investment 
Adviser Section. She also served 
on NASAA’s Board of Directors 
from 1998 through 2001 as well 

as chairing the CRD Steering Committee. 

NASAA is the oldest international organization devoted to 
investor protection. Its membership consists of the securities 
administrators in the 50 states, the District of Columbia, the 
U.S. Virgin Islands, Puerto Rico, Canada, and Mexico. As she 
took office at the organization’s annual conference, Struck 
said, “For those of you in the securities business, compliance 
with securities laws is a reflection of your respect for 
investors and the systems in place for their protection. We 
expect you to play by the rules.” Under Struck’s leadership 

NASAA has been engaged on several fronts – including 
variable annuities, investment advice, and arbitration – in 
its efforts to protect investors. 

Struck has been with the state of Wisconsin for more than 
20 years and with DFI since its formation in 1996. She 
has been the securities administrator since that time. The 
agency regulates more than 1,800 licensed broker dealer 
firms, over 97,000 registered securities agents, and nearly 
200 licensed investment advisers. 

Before her career in state securities regulation, Struck 
worked as an attorney with a large regional bank. She has 
been a visiting lecturer in securities law at the University 
of Wisconsin Law School and has served as chair of the 
business law section of the State Bar of Wisconsin. She 
also is a frequent speaker on issues relating to investor 
education as well as broker-dealer and investment-adviser 
compliance. She has a B.A. degree from Mount Holyoke 
College and a J.D. degree from the University of Wisconsin 
Law School.

Karen Nystrom is the Director of Advocacy for the 
Financial Planning Association. She has fifteen years of 
experience in policy and advocacy in the federal and state 

government, non-profit, and 
association realm. Karen 
regularly presents at FPA 
events and outside functions 
to inform constituencies 
about issues that affect the 
financial planning industry. She 
previously served as Public 
Policy and Advocacy Manager 
at the National Association of 
Personal Financial Advisors, 

and before that in Illinois state government and as Chief 
Professional Officer for a twenty-suburb United Way. She 
believes that recognition of financial planners the same 
way attorneys, CPAs and doctors are recognized is crucial to 
bringing our profession forward. Karen lives in the Chicago 
area with her husband and daughter.



Michael Smith, LUTCF, is President of CPS Horizon, 
where he specializes in Advanced Case Marketing and 

Trouble Shooting. Mike was 
in personal production for 
eleven years qualifying for 
MDRT ten times and one 
Court of the Table. Active in 
NAIFA, Mike is currently on 
the national committee for 
member benefits. He is also 
President of the Wisconsin 
Educational Foundation. Mike 
offers assistance in case 

development, running permanent illustrations and providing 
sales ideas, advanced marketing, training, and if desired, 
an in-depth coaching program.

Sandy Wysocki is the Director of Audience Development 
for The Milwaukee Business Journal. Over the past 13 
years, Sandy has led efforts resulting in circulation growth 

of the weekly print publication 
and the email newsletters. In 
her marketing role, she works 
with dozens of professional 
and nonprofit organizations 
in coordinating all marketing 
and sponsorship agreements. 
A frequent speaker, Sandy 
also presents The Business 
Journal’s Smart Reader and 
Book of Lists 101 seminars to 

area companies and job seeker groups. In 2009 she was 
presented an American Eagle Award for Excellence, her 
company’s highest honor.

Sandy is a member of multiple boards including the 
Waukesha County Business Alliance where she currently 
serves as Board Chair, Professional Dimensions, Milwaukee 
Women inc. (Board Vice Chair), Literacy Services of 
Wisconsin, the YMCA of Waukesha County, I Back Jack 
Foundation and The Women’s Center. She is also a member 
of the Board Development Committee for the Girl Scouts 
of Wisconsin Southeast and Marketing Advisory Board for 
the Milwaukee Area Technical College (MATC). She has also 
been a volunteer and cabinet member for the United Way 
of Greater Milwaukee & Waukesha County and the United 
Performing Arts Fund (UPAF). 

Away from the office Sandy is an avid golfer and serves as 
President of the Kappa Delta Sorority Milwaukee Alumnae 
Chapter. 

Chris Eaton currently serves as the Market Executive for 
the Wisconsin Market, Merrill Lynch.  His responsibilities 
include delivering the Merrill Lynch Client Experience - a 

planning based approach to 
delivering client outcomes.  
He also assists with Financial 
Advisor training and acquisition 
as well as delivery of all Bank 
of America services through 
Wisconsin Financial Advisors 
and manages 115 Merrill Lynch 
employees who oversee more 
than 8 billion in client assets.  

Prior to this role, Chris was the Associate Director for the 
Ohio Valley Market of Merrill Lynch.  He was responsible 
for the Financial Advisor Training Program, retention and 
recruiting of Financial Advisors, integration with Bank of 
America, and served as the Resident Director of the Austin 
Landing office that employs 80 associates located in 
Dayton, Ohio.  

Chris spent five years as the Merrill Lynch Trust Specialist 
in Ohio asisting Financial Advisors and their clients with 
all manners of Trust, Estate, and Charitable Planning.  
He also provided guidance to not-for-profit Institutions in 
managing their endowments. Prior to assuming this role, 
he served as leader for the Midwest Trust Sales Team for 
Wachovia Securities from 2004-2006, which included 
part of Wisconsin. He also held a similar role for Citigroup 
Trust. Chris started his career in the financial industry as a 
Financial Advisor in Cincinnati, Ohio with Smith Barney.   

He earned a Bachelor of Science degree from Kenyon 
College that included additional graduate work at The 
University of Pennsylvania and the Northern Kentucky 
University Chase School of Law.  Additionally, he is a 
Certified Trust and Financial Advisor; holds numerous FINRA 
licenses and is also a former member of the Cincinnati 
Estate Planning Council.

Chris is a past board member of Cincinnati Habitat for 
Humanity, Indian Hill Recreation Commission, and served 
as Vice President of Cincinnati Hills SAY Soccer Program, 
where he led soccer programs and provided referee 
training. In his spare time, he enjoys bicycling in support 
of numerous charitable causes and attempts to have a 
respectable golf game.

Chris’s wife Colleen spent 15 years as a Financial Advisor in 
the Cincinnati market. They have two children, Rebecca and 
Declan.



Concurrent Sessions

Business Succession Planning

This presentation will address both tax and non-tax 
considerations associated with business succession 
planning. It will cover the elements of an effective plan and 
why plans typically fail. The presentation will then explore 
common solutions through various case studies. The case 
studies will focus on transferring control to children and key 
employees as well as preparing to sell the business.

Mark Poker is a partner who serves as Chair of Michael Best 
& Friedrich’s Wealth Planning Group and is a member of 

the firm’s Health Care Practice. 
His wealth planning practice 
includes advising individuals, 
fiduciaries and businesses 
on family wealth transfers, 
wealth preservation, asset 
protection planning, ownership 
succession planning, trust 
and estate litigation and tax 
dispute resolution. Mr. Poker 
has extensive experience in 

representing individuals and businesses in income and 
estate tax disputes with state and federal tax authorities. 

Mr. Poker’s health care practice includes advising non-profit 
and for-profit health care entities, including healthcare 
systems, physician organizations, community hospitals, long 
term care facilities, and foundations on tax planning and 
reporting, qualified and non-qualified retirement benefits 
(including cash balance pension plans and church plans), 
insured and self-funded welfare benefits and employment 
agreements for physicians and healthcare industry 
executives. He also has experience in structuring health care 
industry acquisitions and joint ventures between physicians 
and healthcare systems. 
Mr. Poker has served as an adjunct professor for the 
University of Wisconsin-Milwaukee Lubar School of Business 
and has taught numerous estate and income tax planning 
courses for the Wisconsin and North Carolina State Bars and 
other professional and community organizations. 

Getting the Most Out of Permanent 
Life Insurance for Your Clients

Hear from one of the nation’s only fee-only insurance 
advisors about how you can get the most out of permanent 
life insurance for your clients. A wide range of topics will be 
covered - all from a unique and fiduciary perspective that 
you may find very enlightening!

Scott Witt believes there are few places consumers 
can turn to for unbiased advice in today’s commission-
dominated life insurance industry. With a passion for 

problem solving and for using 
his expertise to benefit others, 
Scott left a promising and 
secure career as an insurance 
company actuary to become 
one of the nation’s only fee-
only insurance advisors. In 
2007, he founded Witt Actuarial 
Services, now one of the 
leading consumer advocates 
within the insurance industry. 

Scott is truly fee-only. He does not receive, nor has he ever 
received, any form of direct or indirect compensation other 
than the hourly or project fees paid directly to him by his 
clients. His fiduciary responsibility and actuarial expertise 
provide a unique advantage for his clients, even within the 
relatively small universe of fee-only insurance advisors. 
Scott helps his clients navigate through the murky waters of 
the insurance world, always providing them peace of mind 
and often saving them huge multiples of his fee. He also 
provides litigation support and actuarial services, including 
expert witness reports and testimony. Scott is a sought-
after speaker presenting all over the country to trusted 
advisors on the topic of insurance.

Before founding Witt Actuarial Services, Scott worked for 
Katt & Company, one of the nation’s first fee-only insurance 
advisors. He started his career at Northwestern Mutual in 
Milwaukee, where he worked in various actuarial roles for 
over ten years. Areas of expertise and responsibility included 
life insurance pricing, risk management, valuation, mortality 
studies, and marketing. Scott is a Fellow of the Society of 
Actuaries, a Member of the American Academy of Actuaries, 
and a Financial Services Affiliate member of the National 
Association of Personal Financial Advisors, the leading 
membership organization for fee-only financial advisors.



Mine, Yours, and Ours: Planning for 
Second Marriages and Blended Families

From “Ozzie and Harriet” to “The Brady Bunch” to “Modern 
Family”, families have changed over the years, and those 
family changes present particular challenges in estate 
planning. We will discuss the issues associated with second 
marriages, and circumstances where a couple is not 
married, either by choice or because of legal impediments. 
This presentation will cover: planning with prenuptial 
and marital property agreements; use of exemptions and 
exclusions; trusts and other estate planning documents; 
planning for unmarried persons and couples; and gifting 
strategies.

Bradley J. Kalscheur is a partner in Michael Best & 
Friedrich’s Wealth Planning Services Group. Mr. Kalscheur’s 

practice includes all areas of 
estate and business succession 
planning, as well as the 
structuring and taxation of 
partnerships and limited liability 
companies. In his practice, Mr. 
Kalscheur has assisted with the 
transfer of many closely-held 
family businesses between 
generations, monitoring the 
viability of the companies while 

also minimizing taxes of the older generation.

Mr. Kalscheur is a certified public accountant (CPA). Prior 
to attending law school, he was a tax specialist in the 
Washington, D.C. operating office of KPMG Peat Marwick. 
He is a board member of the Real Property Probate and 
Trust Law, and a member of the Wisconsin Bar Association, 
and a member and former chairperson of the Tax Section 
of the Milwaukee Bar Association. Brad is also a member of 
the Wisconsin Institute of Certified Public Accountants

Mr. Kalscheur is honored on the 2014 “Wisconsin Super 
Lawyers” list in the area of estate and probate by Super 
Lawyers Magazine, a Law & Politics publication. He was 
also recognized in The Best Lawyers in America, published 
by Woodward/White, Inc. In 2012, Mr. Kalscheur received 
the Marquette University Business Administration Alumni 
Association Service Award, and is honored as a Marquette 
Partner in Philanthropy by the Association of Fundraising 
Professionals Southeastern Wisconsin Chapter.

Generating Tax Alpha with 
Effective Asset Allocation

While it is ‘standard’ for advisors to diversify into an asset 
allocated portfolio, the question of where to locate those 
asset classes is more challenging. In this session, we will 
explore the various ways to handle asset location, taking 
into consideration tax efficiency, expected returns, and 
time horizons. We also take a look at how to build, use, 
and implement an asset location priority list based on the 
expected return and the tax efficiency of various assets. 
Finally, we review the caveats and concerns of asset 
location and approximate the value of utilizing an asset 
location strategy with your clients.

Michael E. Kitces, MSFS, MTAX, CFP®, CLU, ChFC, RHU, 
REBC, CASL, is a partner and the Director of Research for 
Pinnacle Advisory Group, a private wealth management firm 

located in Columbia, Maryland 
that oversees approximately 
$1.4 billion of client assets. 
In addition, he is a co-founder 
of the XY Planning Network, 
the practitioner editor of the 
Journal of Financial Planning, 
and the publisher of the 
e-newsletter The Kitces Report 
and the popular financial 
planning industry blog Nerd’s 

Eye View through his website www.Kitces.com, dedicated to 
advancing knowledge in financial planning.



Investment Trends Associated with  
the Current Economy

John Thayer will provide an update on the primary economic 
and capital markets metrics he monitors. He will then 
discuss the investing strategies which correspond to 
those trends. Attendees can anticipate receiving relevant 
guidance which can be implemented within client portfolios 
as appropriate.

John P. Thayer, CFA™, CFP™ is an Executive Vice President 
and Chief Investment Officer at Associated Bank in Green 
Bay, WI. Since 2000, John has directed all investment 

management activity for 
Associated Banc-Corp and its 
affiliates. With over $10 billion 
under administration, John 
oversees the management 
of investment portfolios for 
high net worth individuals, 
institutions and retirement 
plan sponsors. Prior to joining 
Associated John was a Senior 
Portfolio Manager for Sun Trust 

Bank in Nashville, Tennessee.  He entered the industry in 
1984 as a Financial Advisor with Merrill Lynch.

Understanding Living Benefits  
of Life Insurance

Much has changed within the long term care insurance 
industry. Companies are getting in and out of the market, 
there are in force premium increases, the expense of long 
term care insurance rises, and the objection to obtaining 
coverage the client may never need is strong. Due in 
part to these concerns, and with the help of several tax 
law changes, more consumers are turning toward hybrid 
products. These are life insurance or annuities with long 
term care insurance like benefits. In addition, consumers 
are discovering ways to access the life insurance death 
benefits while alive to help with critical illnesses such as 
cancer, stroke, or heart attack. Mike will introduce these 
hybrid products, describe differences in various riders, 
and share concepts where these “Living Benefits” are 

acceptable within a client’s 
portfolio.

Michael Smith, LUTCF, is 
President of CPS Horizon 
Financial in Hales Corners, 
Wisconsin. He is an often 
requested speaker on the topic 
of long term care and other 
insurance products.



Annalee Kruger has worked at every level in the long-term 
care industry, starting as a social worker over 20 years ago 
and eventually directing all operations of community-based 

continuum of care retirement 
facilities. Daily, during her 
career as a social worker and 
administrator in long term care, 
she saw families struggle with 
the decisions of how to best 
care for an aging loved one. 
Often, a medical crisis triggered 
the need for long term care. 
Many families do not have 
these difficult conversations—

what is our family plan if there is a medical crisis, what 
resources do our parents have, what are their goals, who in 
the family is available to help and in what ways?

In 2011 she founded Care Right Inc. to help families with 
aging loved ones navigate through the long term care 
industry and cope with issues family caregivers encounter. 
She joins in the family’s journey wherever they are, whether 
in the beginning process of initial conversations with aging 
loved ones, or in mid-process of selecting a retirement 
community, or during the dying process, and often, when 
there is a medical crisis underway. The mission with Care 
Right is simple. Educate families to be PRO-ACTIVE with 
their health care planning of aging loved ones and improve 
the relationships between family members by implementing 
resources. Typically, by the time Care Right is contacted, 
the family relationships are quite strained and the primary 
family caregiver is overly stressed and burned out.

Annalee has her degree in Social Work, an MBA, is 
certified as a Family Mediator, and is certified in Post- 
Traumatic Stress Disorder (PTSD), Trauma, and Grief. 
She is a member of NSA (National Speakers Association) 
and NASW (National Association of Social Workers). She 
speaks country-wide about topics involving families with 
aging loved ones, dementia, improving family relationships, 
improving patient outcomes (for professional health care 
facilities and hospitals), cost and what to know about long 
term care, and many other topics. 

Portrait of a Family Caregiver

There are more than 65.7 million family caregivers tending 
to the needs of their loved ones. Most family caregivers are 
women (daughters and daughters-in-law) in their 40’s who 
are usually working full time, caring for their own growing 
family, and helping with the care needs of aging loved ones.

Helping their loved ones usually begins in small, convenient 
ways, such as helping with housework or laundry, or picking 
up their loved one’s mail.  In time, caregiving blossoms into 
much more--taking off work to attend doctor appointments, 
being with their loved ones at the hospital, doing more 
tasks such as preparing meals, setting up medication, 
providing transportation, providing housekeeping, and 
helping their parents with paying bills.  Soon caregiving 
becomes exhausting and relationships become strained.

Attendees who participate in “Portrait of a Family Caregiver” 
will learn about the prevalence of family caregiving, the 
positives and drawbacks of family caregiving, the warning 
signs of compassion fatigue, and what community 
resources are available to alleviate burnout. Attendees 
will learn why it is critical to be pro-active with difficult 
conversations about health care planning and what will 
happen if/when a medical crisis occurs.



Erik Pahlow is the Executive Vice President of Succession 
Resource Group, bringing more than a decade of consulting 
experience helping advisors on valuation, acquisition 

and exit planning. Erik leads 
SRG’s practice sales division, 
helping advisors find the best 
successor/buyer and get the 
best value for their business. 
He also works with advisors 
nationwide that are looking 
to grow through acquisition, 
helping them find, qualify, and 
purchase businesses. As part 
of the SRG team, Erik is a major 

contributor to firm’s ongoing commitment to delivering five 
star service and personalized solutions for the financial 
services industry.

Over the last decade, Erik has helped hundreds of advisors 
prepare and sell their business, and as the former Valuation 
Director for a well-known succession planning firm for 
advisors, has valued roughly 5,000 businesses. Erik joined 
the SRG team to focus on providing more personalized 
solutions and build lasting relationships with the company’s 
valued clients. Erik is an authority on advisor valuation and 
practice sales, has served as expert witness on practice 
value and valuation issues, is a published author and 
frequently cited in industry journals and press releases. He 
has also worked with some of the nation’s largest broker-
dealers, custodians, and non-profit organizations to develop 
new and innovative research and recommendations on 
valuation and succession planning for advisors. Erik holds 
a Bachelor’s Degree from Oregon State University and 
received his real estate license shortly thereafter. 

Succession Planning for Your Clients

Whether you or your small business owner clients are 
planning to start slowing down this year, or in the next 5 to 
7 years, crafting a succession plan is a key to maintaining 
growth, retaining and attracting top talent, as well as 
starting to realize some of the value built in the business.

There are many great ways for business owners to leave 
their business and there is no “one size fits all” solution 
- every succession plan is unique based on motivations, 
timeline, risk tolerance, clients, and successor(s). In this 
50-minute session, we will discuss small business valuation 
methodologies for you and your clients, how to protect the 
business during the succession period, and succession 
planning best practices and pitfalls every owner should 
avoid.

Every small business owner will exit their businesses at 
some point. But, leaving it on the right terms takes time and 
planning. If you or any of your clients are considering selling 
or merging their business in the next five years, this session 
will provide important information you won’t want to miss.



Reverse Mortgages -- 
The New Tool for Retirement Planning

Reverse mortgages for years have been left on the shelf 
of Financial Planners as an emergency first aid kit for 
those that run out of money, but recent research and 
demographics have changed all of that. With the advent 
of Harold Evensky, Texas Tech and many other financial 
advisor research it is now becoming accepted that the 
government HECM program is not just for the poor and the 
last resort. This course delves deep into options and case 
studies involving monte carlo survival rates, taxation issues, 
net worth comparisons as well as examples from financial 
planning software like Money Guide Pro that now adds 
the Reverse to the overall plan from Day 1 of retirement. 
Prepare to be surprised and excited to have one very 
important tool to insure your client’s safety and success in 
retirement!

Harlan Accola is with Fairway Mortgage and has been in 
the mortgage industry for over 15 years and specializes in 
all types of loans. His specialty is taking a comprehensive 

“bird’s eye view” of a financial 
picture rather than dealing 
with one small piece at a time. 
Harlan is a Registered Financial 
Consultant, a Certified Senior 
Advisor, and a Senior Mortgage 
Planner. He provides a very 
different perspective from other 
loan officers. He often asks his 
clients, “If you thought that what 
you knew about mortgages and 

financial planning was wrong, when would you want us to 
tell you?” Harlan’s specialty is in educating retirees and pre-
retirees on the advantage of using Reverse Mortgages for 
financial and estate planning.



Symposium Sponsors
Here are just some of the great sponsors of this event. We encourage you to support them and let them know 
that you appreciate their sponsorship.

Sponsorship opportunities are still available. Contact Karen Hendrickson at (414) 358-9260 or info@fpasw.org.



Symposium’s Mission
We strive to provide advanced financial planning 
continuing education opportunities equal to national 
programming at a regional level to Certified Financial 
Planners™, Certified Public Accountants, attorneys, 
Wisconsin insurance licensees, and other financial 
service professionals. General and concurrent 
sessions with practice management, investing, 
insurance, planning and related issues are covered. 
Capacities are limited, so take advantage of the 
Early Bird Discount and register by September 18, 
2015. 

Location
Country Springs Hotel & Conference Center
2810 Golf Road, Pewaukee, WI 53072
www.CountryInnHotel.com

Hotel
A block of rooms is reserved for the evenings of 
October 11 & 12 at a discounted rate of $109 plus 
tax. Book your reservation directly with the Country 
Springs Hotel by calling 262/547-0201. To receive 
your discount identify yourself as an FPA Financial 
Planning Symposium participant and reserve your 
accommodation by September 18, 2015.

Cancellation Policy
Full refunds, less a $50 administrative fee, will 
be issued if written cancellation requests are 
received by September 30, 2015. For Ethics 
registrations only, the administrative fee will be 
$15. Cancellations received from October 1, 2015 
until noon on October 8, 2015 will receive a 50% 
refund. 

There will be no refunds for cancellations after 
noon on October 8, 2015, or for “no shows” on the 
days of the conference. 

Continuing Education Credit
The FPA-SW Symposium Committee has applied 
for Continuing Education Credits from the Certified 
Financial Planner™ Board of Standards, from 
the Wisconsin State Bar and from the Wisconsin 
Insurance Continuing Education Board. Most, but 
not all, programs are expected to qualify for CPE 
credits for the Wisconsin Institute of Certified 
Public Accountants. Credits applied for are 
indicated with each session. License and social 
security numbers must be provided at the time of 
registration for CE reporting. Sign-in sheets will be 
available, and sign-in and sign-out will be required, 
at each session.

Up to 12.5 CE credits will be available for both 
days.

General Information



Please photocopy this form for additional registrations and be sure to include name and address below. Please print.
To register online, go to www.fpasw.org.

Last Name ___________________________ First Name _________________  Name for Badge ______________________

Company ______________________________________________________________________________________________

Street Address ___________________________________________ Suite _____________ PO Box ____________________

City _____________________________________State ________ Zip _______________

Telephone ____________________________ Fax ________________________________

Email ____________________________________________________________________

WI Insurance # _________________________CFP # ______________ Social Security #____________________________

Please check if you:
 Are a member of FPA.     Prefer a vegetarian entree for lunch.
 Have a special need or disability (We’ll contact you to determine your specific requirements.)
 Plan to atttend the “Working with Veterans” lunch on October 11.
 Plan to attend the “Meet Michael Kitces” NexGen event on October 11.

Registration Information 
Please check type of registration. 
Member fees apply only to members of FPA. 

Member Fees By 9/18 After 9/18

October 12  $79  $109
October 13  $259  $329

Non-Member Fees By 9/18   After 9/18

October 12  $99  $129
October 13  $299  $369

Total Registration Amount: $ _________

Full payment must accompany registration 
form. See cancellation policy.

Payment Information
Conference fees include: All sessions, conference materials,  
continental breakfast, luncheon and refreshment breaks.

Checks
My check for $ _______ , payable to FPA-SW, is enclosed. 

Credit Cards
Please bill my    MasterCard    Visa    American Express

Card No. __________________________________ Exp. Date ______

Cardholder’s Name (please print) ____________________________

Authorized signature _______________________________________

Credit card registrations accepted by mail, phone, or at www.fpasw.org.

All other registrations must be mailed with payment enclosed.

Mail to: Financial Planning Association of Southern Wisconsin
6949 N. 100th Street, Milwaukee, WI 53224

Phone: (414) 358-9260

Symposium Registration Form

http://www.fpasw.org


Country Springs Hotel 
& Conference Center 

2810 golf Road
Pewaukee, WI

414-358-9260
www.fpasw.org

•	Great CE

•	Highly-regarded 
speakers

•	Best source of topics 
for client discussions

•	Superior networking

Presorted
First Class Mail

US Postage
PAID

Milwaukee, WI
Permit #12756949 north 100th street

milwaukee, Wi 53224

Early Bird 
Discount

by Sept. 18, 
2015

Capacities  
are limited.

Register early.

The 2015 Financial Planning symposium is an effort of the Financial 
Planning Association of Southern Wisconsin to provide financial 
planning professionals an educational event with the quality of a 
national conference in your own backyard.

Monday, October 12 
Lunch Program  Working with Veterans 
5-:30-8:30 p.m.  Ethics 
8:45-11 p.m.  Meet Michael Kitces 

Tuesday, October 13 
Schedule Includes
• Continental Breakfast and Keynote Presentations
• Breakout Sessions
• Panel Discussion

Financial Planning symPosium

Opportunities
for Excellence


