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9:30–10:30 A.M. EDUCATIONAL WORKSHOPS
PLEASE CHOOSE THE SESSION THAT BEST MEETS YOUR NEEDS.

WORKSHOP 

#5

Technology, Security, and Your Practice: 
Protecting Your Client Data and Information
|  James R. Harvey, CIMA®, CPWASM  |  Opus 111 Group, LLC

Technology is the keystone of every successful wealth and investment management practice in today’s tech-savvy 
world; but technological progress comes with a cost. Data security, disaster recovery, identity theft, and identity fraud 
are critical issues facing both independent and wirehouse advisors. This session will outline how one multioffice 
practice has addressed these key technological and personnel issues and will provide you with 12 practical steps 
you can implement in your practice to reduce these potential liabilities.

WORKSHOP 

#6

The 10 Techniques and Tools to Tame Time—
How You Can Leverage More Out of Every Day
|  Donald E. Wetmore, JD, MBA  |  The Productivity Institute

We all have a limited amount of time, but we have unlimited potential for results if we manage our time effectively 
both on and off the job. You will learn 10 tools and techniques that you can implement right away to help you get 
tasks finished sooner and with greater ease, creating more time for more results in your day and reducing the risks 
of burnout. Highlights include:

■  Practical tools to implement now for greater results

■  Go from “no time” to “new time” in your day

■  Cut away the clutter of managing a successful day

10:30–11:30 A.M. GENERAL SESSION #7 1 Hour of Ethics CE Credit

Culture Shock—The Converging Worlds of Investment Advisors 
and Broker–Dealers 
|  Gregory Merz, JD  |  Legg Mason 

This session will provide an update on the converging regulatory regimes for investment advisors and broker–dealers, focusing 
on the business and other drivers that are blurring the line between advisors and brokers, and the current state of the regulatory 
response to this important trend. Practical observations on how a practitioner might respond in this uncertain and rapidly evolving 
regulatory environment also will be provided.

■  Significant developments driving toward conversion

■  The rapidly evolving regulatory environment in response to this trend

■  Some coping strategies for practitioners

11:30 A.M.–12:30 P.M. GENERAL SESSION #8

How Will the Baby Boomers Change the Financial Services Industry as They Retire?
|  Leonard Reinhart  |  Reinhart Consulting Group

Baby boomers have changed every industry they have come in contact with through their life journey, and the financial services 
industry is no exception. Mr. Reinhart’s unique vantage point as a dead-center baby boomer (53), member of the Sandwich 
Generation, recent retiree, and experienced leader in the managed account industry, allows him to provide insight into what 
might be around the corner for us. Will the advisor of the future be a defined benefit pension plan manager? Is the traditional 
separately managed account a dinosaur or could it just be the beginning of the unified managed household? Will the insurance 
industry dominate? Will the definition of active management change? What should be the number one priority of every advisor 
who is a baby boomer? Join Mr. Reinhart to learn why the status quo will not cut it in the near future.

12:30 P.M. CONFERENCE ADJOURNS

WILLIAM ACHESON
Bill Acheson is an expert in nonverbal communication and has taught communica-
tion at the University of Pittsburgh since 1985. As a keynote speaker, he uses his 
knowledge of nonverbal communication—body language—to teach professionals 
how to project themselves with greater impact. In the process they also learn to 
interpret the subconscious messages sent by others. Mr. Acheson has worked 
with professionals from such companies as 3M, American Express, AIG, Bank of 
America, Citigroup, Ernst & Young, Fidelity Investments, Finance America, Merrill 
Lynch, Morgan Stanley, Nationwide, Smith Barney, and Van Kampen Investments. 
He also has spoken on nonverbal communication to educators throughout North 
America and has made presentations in Europe, Asia, and Africa.

KEVIN ELKO, PhD
Kevin Elko is a sports psychologist, motivational speaker, and the author of 
the book Nerves of Steel. He has consulted with and presented to a number of 
organizations including: Travelers Insurance Company, The Young Presidents 
Organization, Smith Kline Beecham Consumer Brands, Abbot Diagnostics, 
Prudential Securities, Smith Barney, and Merrill Lynch. He has also spoken 
to many sports organizations including: the Pittsburgh Penguins, the Dallas 
Cowboys, the New Orleans Saints, the Cleveland Browns, the Miami Dolphins, 
and the Philadelphia Eagles. He is a certified addictions counselor and a 
former adjunct professor at the University of Pittsburgh School of Medicine. He 
earned a bachelor’s degree in biology and coaching education at California 
University of Pennsylvania; he earned master’s degrees in counseling and sports 
psychology as well as a doctorate in education at West Virginia University.  
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STEVE MOORE, MA
Steve Moore is director of practice management for Russell Investments, 
where he leads activities in advisor and registered representative practice 
management and assists with strategic planning and execution. Previously he 
was owner and president of Moore Solutions, where he focused on bottom-line 
performance for Microsoft and Russell Investment Group. Before that, he was 
chief operating officer of The Pacific Institute, a company focused on improving 
organizational effectiveness by applying principles of optimal performance 
psychology. He spent 12 years game planning in the National Football League; 
he has coached the Seattle Seahawks and the Buffalo Bills, as well as teams at 
Rice University, the U.S. Military Academy at West Point, and high schools in 
Texas and California. He earned a BA from the University of California, Santa 
Barbara, and an MA in education from Seattle University.

LEONARD REINHART
Len Reinhart is president of Reinhart Consulting Group, which serves the managed 
account industry. Previously he was founder and president of Lockwood companies, 
which provides investment consulting platforms as well as proprietary research 
on institutional money managers, asset allocation and style allocation recom-
mendations, and integrated portfolio design services. Before that, Mr. Reinhart 
was president of the Consulting Group of Smith Barney. He started his career at 
E.F. Hutton where he was responsible for programs that introduced institutional-
level professional investment management to individual investors; Mr. Reinhart 
is recognized as one of the founders of the separately managed account industry. 
He helped found the Money Management Institute and serves on the board of the 
Institute of Investment Management Consultants. He’s frequently quoted in major 
financial media; for many years he wrote a column for Financial Planning magazine. 
He earned a BS degree in finance from the University of Rhode Island.

DAVID M. RICHMAN, JD, MA
David Richman is a vice president and national director of Eaton Vance Advisor 
Institute. Previously he was a senior member of the sales team for the nation’s 
oldest independent provider of managed money consulting services. He is 
partner to scores of financial advisors who have leveraged his skills through 
thousands of seminars and joint calls with affluent investors. He co-authored two 
books, the most recent of which is Questions Great Financial Advisors Ask and 
Investors Need to Know. He now is working on a book, The Charismatic Advisor™, 
with psychologist Robert Brooks. Mr. Richman earned BA and MA degrees from 
the University of Rochester and a JD from the University of Connecticut.

SCOTT M. TATUM, CIMA®, CFP ®, CFS
Scott Tatum is a director within The Advisor Institute at AllianceBernstein, 
where he delivers consulting and training programs to financial advisors at 
partner firms. Previously he was a regional vice president at MFS Investment 
Management. Before that he held a similar role at Oppenheimer Funds, and 
before that he was national sales manager for a financial planning firm where he 
coordinated marketing programs for a field force of more than 4,000 financial 
advisors. He is an honors graduate of the University of North Texas.

DONALD E. WETMORE, JD, MBA
Donald Wetmore is the founder of more than 25 businesses as well as a faculty 
member in Mercy College’s MBA program in Dobbs Ferry, NY, where he has 
served as assistant professor of business law and department chair for the 
undergraduate and graduate divisions. He is the author of Beat the Clock, 
Organizing Your Life, The Productivity Handbook, and more than 100 published 
articles. He has been interviewed by major media including ABC Radio, the 
New York Times, and the Dallas Morning News; he hosted the cable TV program 
It’s the Law. Mr. Wetmore earned a bachelor’s in accounting from Bentley 
College, an MBA from Babson College, and a JD from Suffolk University.

BRETT D. WRIGHT, CIMA®

Brett Wright is a senior vice president with ING Investment Management, where 
he manages the firm’s investment solutions team, off-shore marketing, and bank/
trust sales. Previously Mr. Wright served as head of product due diligence, 
marketing, and sales for AXA Advisors. He also served as the western divisional 
manager for Merrill Lynch’s Alternative Investments. Mr. Wright is a graduate of 
Pennsylvania State University.

GREGORY H. FRIEDMAN, MS, CFP ®    
Greg Friedman is founder and president of Friedman & Associates, a financial 
planning and wealth management firm, as well as president and founder of CRM 
Software, which developed Junxure, a client and office management system for 
independent financial professionals, and ClientView, a tool to create client Web 
pages. Friedman & Associates was recognized by Charles Schwab Institutional 
with its prestigious IMPACT Award® in 2007 for “Best in Tech.” Mr. Friedman 
has served on various committees for the Financial Planning Association, 
is a frequent speaker at industry conferences, and has written on practice 
management and technology for the Journal of Financial Planning and Personal 
Financial Planning Monthly. He teaches graduate courses in financial planning 
at Golden Gate University. Financial Planning named him as a 2008 “Mover and 
Shaker,” and Wealth Manager has recognized his firm for the past six years. He 
earned a BA in economics from the University of California San Diego and an MS 
in financial planning with an emphasis in taxation from Golden Gate University.  

JAMES R. HARVEY, CIMA®, CPWASM

James Harvey is president and founder of Opus 111 Group, LLC, a Seattle-based 
wealth management consulting firm. He has been teaching the manager search 
and selection portion of the CIMA class at Wharton and Berkeley since 2006. He 
lectured at the Zephyr Software Annual Users Conference in September 2007 
and periodically is a guest lecturer at Stanford University. Mr. Harvey has served 
on the Practice Management Committee for IMCA and as a member of the 2007 
CIMA Job Analysis Task Force. He serves on the boards of Alliance for Education 
in Seattle and Prince William Sound Science Center in Cordova, Alaska.

GREGORY HEFFINGTON, RCC
Greg Heffington works for Van Kampen, where he has held a number of positions 
in retirement plan consulting, retirement plan products, and national accounts 
covering financial institutions. Previously he held various positions in operations, 
compliance, sales, and marketing of investment products. He has owned an admin-
istration company and has designed and implemented more than 2,500 retirement 
plans. Mr. Heffington speaks on a range of financial industry topics, he has been a 
frequent guest lecturer at the University of Southern California, and he is co-author 
of Get Inspired to Retire: Over 150 Ideas to Help Find Your Retirement. Mr. Heffington 
earned a BS/BA in accounting and taxation from Colorado State University.

DANA R. KLEIN
Dana Klein is director of Janus Labs, where he is responsible for development 
and distribution of educational programs for Janus Global Advisors. Previously he 
was senior vice president and director of strategic marketing for Banc of America 
Capital Management, the investment management arm of Bank of America. 
Before that, he worked at Morgan Stanley-Van Kampen Investments, where he 
held a variety of positions including director of mutual fund product management 
and director of fee-based sales. He also has held positions at Charles Schwab 
Institutional and Merrill Lynch. He is a graduate of George Washington University.

ROBERT J. LORD, MBA
Bob Lord is first vice president for wealth management with Citigroup Family 
Office, where his responsibilities include evaluating derivative strategies for low 
cost basis shareholders, formulating customized asset allocation strategies that 
incorporate institutional money managers, evaluating alternative investments 
such as real estate, private equity and hedge funds, and working with clients 
on trust and estate planning considerations. Previously he worked with Merrill 
Lynch’s private banking and investment group, and before that he worked as 
a manager for Price Waterhouse on international capital market development 
in Poland, Russia, and the Ukraine. He earned a BBA in accounting from James 
Madison University and an MBA in analytic finance from the University of Chicago.  

GREGORY MERZ, JD
Greg Merz is head of the asset management practice group in Legg Mason’s 
legal and compliance department, where he is responsible for providing legal 
and regulatory compliance support for the firm’s various investment advisor 
subsidiaries. Previously he worked as an associate general counsel at Fidelity 
Investments and as an associate with the law firm of Debevoise & Plimpton. He 
earned a bachelor’s degree magna cum laude from Middlebury College and a 
JD from the University of Chicago.




