
platform (ASP) 
ran too slow to 
be practical. 
But, with 
speed innova-
tion such as 
the Ajax en-
gine (a soft-
ware solution that 
speeds up process-
ing online), speeds 
now approach that 
of resident software 
programs. The ad-
vantages of such 
technology are nu-
merous and include 
the lack of a need 
for onsite storage 
solutions (expensive 
server hard drives, 
etc.) and expanded 
server resources to 

One direction being 
taken by technology is 
offsite computer soft-
ware. Dubbed cloud 
computing, the tech-
nique has actually 
been around for quite 
some time, though 
known by different 
names. To satisfy Sar-
banes-Oxley require-
ments, many firms 
have turned to offsite 
backup and retrieval 
services. What makes 
cloud computing dif-
ferent is that not only 
are files stored offsite, 
but the actual soft-
ware is as well.  

In the beginning, soft-
ware that ran on an 
application server 

handle such pro-
grams. There is also 
the argument that 
cloud based software 
permits the user to 
access their pro-
grams and files re-
motely from virtually 
any location. 

And, with advances 
in encryption tech-
nology...  

Continued on Page 4 

 

Living in the Cloud(s) 

The IARFC: A Quick Look 

The International 
Association of Regis-
tered Financial Con-
sultants (IARFC), 
founded in 1984, is 
a non-profit profes-
sional association 
dedicated to edu-
cate, train, support 
and advance the 
professionalism of 
financial advisors 
who are helping 
people spend, save, 
insure, invest and 

plan for the future. 
The IARFC is a 
worldwide organiza-
tion with over 8,000 
members. It offers 
professional desig-
nations and a com-
prehensive financial 
planning process 
course that goes be-
yond traditional pro-
grams by preparing 
attendees to run a 
financial advisory 
business and not 

just understand the 
financial planning 
process.  

The IARFC also of-
fers practice tools 
such as their Prac-
tice Builder software 
suite and their Plan 
Builder, a financial 
planning software 
tool. For more infor-
mation, please con-
tact the IARFC at 

Info@IARFC.org 
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terest: 

> Cloud Computing 

>  The IARFC 

>  Firing an Employee 

>  Calculating Net Profit-
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Letting an employee go 
can be one of the most 
stressful and risky 
things a firm owner 
does. The issues sur-
rounding a termination 
are varied and fraught 
with potential liability 
for the firm and its 
owner(s). Therefore, it 
should not be taken 
lightly nor should it be 
dismissed as unimpor-
tant.  
There are several steps 
to termination that 
must be followed in or-
der to minimize any li-
abilities the firm might 
be face with.  
 
Step One: Prepare an 
exit interview.  
This should be done re-
gardless of whether the 
termination is from the 
employee or employer. 
The reason this step is 
important is to give the 
employee an opportu-
nity to speak to the ter-
mination and for the 
employer to fully ex-
plain and document the 
reasons for termination. 
The exit interview 
should contain ques-
tions such as what are 
your primary reasons 
for leaving? What did 
you like about your job? 
What did you find most 
frustration about your 
job? Were there policies 
that made your job 
more difficult? Would 
you consider returning 
to the firm in the fu-
ture? And other ques-

tions. Here is a sample 
form: 

A second page of the 
form could contain the 
questions. It is impor-
tant for the employee to 
be given the opportu-
nity to respond and to 
sign and date the form 
for your records. This is 
particularly true for 
those employee who 
are being let go.  
 
Some firms line up em-
ployment resources for 
employees to use after 
termination. It shows 
the employee that you 
care enough about 

them that you are inter-
ested in their future suc-

cess even if it is not with 
your firm.  
 
Some firms go out of 
their way to position the 
discussion toward a total 
fit for the firm. This 
might mean suggesting 
that they have worth 
even if they were not a 
perfect match for the 
position in the firm they 
were working at. Again, 
this shows compassion 
for the individual and 
lessens the possibility of 
a lawsuit or other claims. 
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Many firms operate for years 
without considering whether 
every product and/or service 
meets certain profit standards. 
This may be because it is often 
difficult to identify those offer-
ings that should qualify as profit 
generating. Or, it may be simply 
because no one thought to do 
the calculation.  

The simple fact is that one pru-
dent business practice should be 
to understand the profit picture 
for your entire set of offerings, 
regardless of whether you iden-
tify them as profit generating or 
not. The reason is to uncover 
areas of your firm where work is 
accomplished, resources are ex-
pended and profit is missing.  

One example might be the deliv-
ery of specialized advice. Let’s 
say a client calls you and asks 
your opinion on which way he 
(she) should go on a new car: 
lease or buy. As a result of the 
conversation, you put in some 
research time to determine the 
best fit, given tax consequences, 
initial outlay of funds, eventual 
payment options, etc. The client 
thanks you and you do not 
charge them. If you put in 2 
hours on the task and you 
charge $180 per hour for other 
advice related services, then you 
just gave away $360.  

Now, perhaps you justified this 
by acknowledging that this is a 
big client, with lots of assets un-
der management and you get a 
good amount of revenue from 
that source and would feel un-
comfortable charging for addi-
tional services. Well, you need to 
get over that and quickly. The 
fact is, with AUM compression, 

revenue is likely to be down for 
financial advisors who charge a 
percentage fee for assets un-
der management 
(AUM). Thus, you can 
either bite the bullet 
and live in a profes-
sion in which you are 
paid less for the deliv-
ery of the same 
amount or more of 
services. Or, you can 
adopt a more intelli-
gent approach to your 
revenue and build a 
list of deliverables 
along with the cost 
factors to your clients. 

In this way, you can mitigate 
some or most of the variances 
in your revenue due to factors 
outside your control and build 
real value for your clients. The 
fact is, when you do not 
charge for certain services, 
whether you realize it or not, 
you are sending a message to 
your clients that those services 
are not worth much. 

So, given that you need to re-
think your revenue picture, the 
first step might be to calculate 
your profit. One tool, available 
from 
download.com 
is Gross Profit 
Calculator 
2007.R1. This 
calculator allows 
you to determine 
your sales and 
gross profit re-
quirements per 
month based on 
your overhead 
structure and 
pricing mecha-
nisms.  
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and password protec-
tion, the data is more 
secure than ever, de-
spite the naysayers 
who would have you 
believe otherwise. 

One of the biggest 
players in cloud stor-
age is Amazon. Yes, 
that is the same Ama-
zon of books fame. 
However, most practi-
tioners and firm own-
ers will not have direct 
contact with Amazon 
on this level due to 
size. For most, select-
ing a software offering 
that taps into the 
‘cloud’ is more likely.  

One example of this is 
a client relationship 
management program 
called Redtail 
(www.redtailtechnol
ogy.com).  Redtail is a 
web-based, easy to 
use client management 
solution designed spe-
cifically for financial 
professionals. Because 
it is not tied to any 
particular computer or 
server, redtail is avail-
able on any computer 
that has internet ser-
vice anywhere in the 

world. This 
gives extreme 
flexibility to 
the firm 
owner as it 
offers the 

ability to stay on top of 
client files no 
matter where 
or when.  

And, lest you think 
that because it is inter-
net delivered you have 
to forego any function-
ality , think again. This 
is a full-featured, pow-
erful database and 
workflow tool that has 
all the bells and whis-
tles built-in.  

You data is backed up 
at their cloud-based 
servers every night 
and is available any-
time from any com-
puter with a web 
browser and internet 
connection. You have 
the capability to upload 
and store electronic 
versions of documents 
and can categorize and 
link them directly to 
client records. 

Workflow processing is 
a breeze with Redtail. 
You can create work-
flow processes to auto-
matically generate ac-
tivities based on pre-
determined criteria; 
apply and track the 
progress of each work-
flow in use.  

You are also able to 
build opportunity 
tracking to keep track 
of potential business 
opportunities from dis-
covery through com-
pletion; tracking each 
stage as the opportu-
nity progresses and 
record all events and 
history against client 
records. 

These are just a few of 
the many advantages 
of such a system. One 
other advantage is the 
ease of being able to 
share data with other 
cloud-based programs. 
One excellent example 
of this is the ability to 
enter client data in 
Redtail and then seam-
lessly export that data 
to MoneyGuidePro 
(www.moneyguidpr
o.com), an internet-
based financial and es-
tate planning software 
platform. From an effi-
ciency standpoint, this 
means typing client 
related information 
only once and then mi-
grating that data from 
one program to an-
other as needed to ful-
fill the various aspects 
of your service offer-
ings to your clients. 
This not only cuts 
down on employee 
time (eliminating du-
plication of key-
strokes), but also 
lends itself to a track-
able workflow and bet-
ter management of 
your firm’s resources. 

The cloud is here to 
stay. And, for most 
practitioners, this 
means lower costs for 
software, greater flexi-
bility and access and 
more efficient opera-
tions. While not yet 
suitable for every size 
firm, for many, this is 
worth a look. 
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MindManager 8 for Windows uses mind-mapping technology to let 
you capture, organize, and communicate information using an in-
tuitive visual canvas. Information in a visual canvas makes it more 
memorable, gives it context, and unveils patterns and relationships 
that are difficult to see in a linear document. 

• Transform your maps into fully interactive Adobe PDF or Flash 
files for sharing —there’s no special software required for viewing. 
• Surf the Web from within MindManager 8, adding links to your 
map for future reference. 
• View and modify Microsoft Office documents right within Mind-
Manager. 
 
 
With MindManager and MindJet Connect, multiple team members 
can access and update the same map and see instantaneous pro-
gress. You can even discuss it all as it’s happening. 

For additional information or to sign up for a free trial, visit 

www.mindjet.com  

The program costs $349.00 for an electronic download or physical 
box and CD. However, there is a new MindManager Web version, 
available for only $120.00 annual subscription (per user). 
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If you are a mobile business owner or advisor, you probably find it 
necessary to use a Bluetooth headset from time to time. And, if you 
do, you are no doubt aware of how difficult it is to hear and be heard 
when in a crowded restaurant, airport or out in windy conditions. One 
of the drawbacks to Bluetooth technology is the lack of ability to mini-
mize background noise and wind. However, these is a new offering 
from Plantronics that seeks to change all that. The Plantronics Discov-
ery 925 Bluetooth earpiece is your essential conversation piece, 
blending an elegantly simple VFrame design with crisp sound quality 
and lightweight couture comfort. The effortless setup, AudioIQ noise 
control technology and carrying case with rechargeable battery let 

you stay in touch and in style while you’re in motion. 

Highlights 

• AudioIQ 

• Bluetooth-enabled technology 

• VFrame design captures your eye as well as your voice 

• Rechargeable case keeps you in charge 

• AudioIQ noise control technology for clear calls 

• Multipoint technology lets you stay connected with two Blue-

tooth® mobile phones 

• Three sizes of self-stabilizing eartips let you tailor the fit 

• Quick and easy set up with Bluetooth phones 

• Available in metallic and jewel tone colors 

• Enjoy up to 5 hours talk time or 7 days standby from a     

single charge 

The suggested retail price is $149.95 Visit: www.plantronics.com 
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The real 
reason behind 
most of the 
economic 

woes is greed.  

...financial 
advisors are 
faced with 
trying to 
clean this 
mess up. 

2009 has finally arrived and none too soon for most financial 
advisors. 2008 turned out to be a disaster in many ways, with 
economic woes, financial markets melting down and the general 
mood of the country shifting to abject pessimism. So, the ques-
tion is what do we have to look forward to in 2009? Well, for the 
one thing, we will have a new President of the United States. 
This alone is cause for some optimism, regardless of your politi-

cal leanings.  

One reason is that, following the first year of a newly elected 
President, we generally have seen an upward market move-
ment. This could be because it takes time for that new President 
to enact legislation that will impact the economy or it could 
mean that people reserve optimism until after that new presi-

dent has been sitting in office for awhile.  

In any case, the historical perspective may be somewhat 
skewed by events. In the case of President Bush, it was 9/11. 
Who knows what events will befall our newest President. One 
thing is certain at this point, President-Elect Obama is facing 
some very serious economic issues. The banking and credit cri-
sis has reached worldwide proportions. Banks receiving bailout 
funds have, in some cases, already misused that money to 
profit themselves at the expense of taxpayers. (Wells Fargo tak-
ing over Washington Mutual; Bank of America buying Merrill 

Lynch, etc., etc.)  

Government coming to the aid of automakers is yet another ex-
ample of blindsided giveaways that could ultimately backfire. 
The real reason behind most of the economic woes is greed. 
Greed on a historic scale and greed by virtually everyone in-
volved. It is not just the greedy leadership of public companies, 
though that is a large part of the problem. It is not just the 
greed of property owners buying and/or refinancing multiple 
properties with adjusted loans that have too low front end 
monthly payments and no money down, in some cases. It is a 
breakdown of our banking and credit systems, with a too-lax 
system of oversight and lenders willing to bend every possible 
rule to give out money to unqualified borrowers simply because 

the property values just do not seem to ever go down… 

Well, property values have finally responded. The buyers have 
stopped buying and the country is in a mess. More important, 
financial advisors are faced with trying to clean this mess up. 
2009 is a new year with a new President and renewed optimism 

over the future. Let’s not blow it. 

-David L. Lawrence 
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We assist our clients in re-
alizing additional profits 
through a thorough analy-
sis of your business opera-

tions from a variety of tactical perspectives that stress 
the efficient use of resources.  We have identified four 
broad areas of operational efficiency which form 
the basis of our evaluative process. We do this by tak-
ing the time to learn everything we can about your 
business and then offer recommendations based on 
where you want to take it. And we offer on-going sup-
port and coaching to ensure that your path to in-
creased profit continues unabated.  
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