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With a massive collection of valuable
items, Jacobs and his family have been
extremely charitable, donating pieces to

auctions and loaning items for nonprofits’
fundraiser events.

his luggage while flying up to the show
and was without his guitar. She asked if
Jacobs would let Bo play his guitar. The
musician was so appreciative he gave
Jacobs a shout-out from the stage, took
photos with Jacobs, signed the guitar and
invited Jacobs to attend his next show
in New York so they could spend time
chatting about music and his history in
the industry.

With a massive collection of valuable
items, Jacobs and his family have been

extremely charitable, donating pieces to

auctions and loaning items for non-
profits' fundraiser events. The Hartford
Jewish Community Center, University
of Hartford, Hartt School of Music,
Connecticut Children’s Medical Center,
Riverfront Recapture and Newhaven
Recovery Shelter for abused women
are among the beneficiaries of Jacobs’
generosity.

Finally, Jacobs  two passions have
come closer together with the opening of
Infinity Hall in Hartford, a new, 600-seat
performance venue, restaurant and bar.

John J. Jacobs, CLU®

As an investor, Jacobs is thrilled to have
a new avenue for displaying his collec-
tion and feeding his interests in music,
entertainment and business. He says he
looks forward to meeting the bands and
musical artists who walk through the
doors, but there is a limit to how much
crossover there is with his two passions.
“Not one of these artists is a client,”
Jacobs says.”The relationship is com-

pletely different, and I like it that way.”
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ADVANCEMEN

Joel A. Shapiro Receives
2014 President’s Award

Joel A. Shapiro, MSES, ChFC®, CLU?®, President of
Bartmon, Shapiro & Associates, Inc., was presented with the
2014 President’s Award on June 26, 2014.

An insurance major at Syracuse University, Joel joined New
York Life Insurance Company in 1959 and has been affiliated
with the company ever since. He earned his CLU® in 1965, his
ChFC® in 1984 and an MSFS in 1997.

Joel has served on The American College Foundation Board
of Directors since 2005. He has been a dedicated volun-
teet, serving most recently as chairman of the Nominating
Committee. Joel previously served as national vice-chairman
for The College’s 21st Century Endowment Campaign.
During his many years of involvement, he has given much
of his personal time and resources to support The College’s
mission.

His past activities in the industry include serving as presi-
dent of the New York City Association of Life Underwriters
(NYCALU) and the New York State Association of Life
Underwriters (NYSALU). He is past chair of the NALU
Federal Law and Legislation Committee, vice president of
New York Life’s Agents Advisory Council and vice chairman
of the New York State Insurance Department Advisory Board
of Life and Health Insurance. He has also been a board mem-
ber of the New York Chapter of the CLU/ChFC, the New
York City Estate Planning Council and the New York Center
for Financial Studies.

Joel's industry awards include the prestigious Past
Presidents Leadership Award and the Julian Myrick,
the Spencer L. McCarty and the 2001 William J. Flynn
Community Service awards for continued outstanding service
to the industry.

The highly coveted President’s Award, given by The
American College Foundation Board of Directors highlights
the importance of leadership and stewardship in advance-
ment. ]oel’s long years of service, his selfless dedication to The

American College and his steadfast financial support for the

institution make him most worthy of this prestigious honor. i
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AWARD RECIPIENTS

Since its inception in 2002, the following individuals have been
honored with the President’s Award:

Eleanor W. Allen, CLU®, and John W. Allen, CLU®, ChFC®
Murrieta, CA

Eugene J. Seaman, MSFS, MSM, CLU®, ChFC®
Corpus Christi, TX

C. Sherfy Jones, CLU®, ChFC®
Falls Church, VA

Carroll Walker, CLU®, ChFC®
Greenbrae, CA

John J. Rocco, CLU®, MSFS
Lynnfield, MA

Peter C. Browne, LUTCF
New York, NY

Michael Rosenzweig, CLU®, ChFC®
New York, NY

Eileen C. McDonnell
Horsham, PA

Mary Varner
Bryn Mawr, PA



NOVEMBER 2014
I

7-9

Course: HS 330 / Class: 4119
IRP

The Doubletree Hotel

Valley Forge, PA

11-12/9

Course: HS 321 / Class: 4149
Live Online/Webinar

12 - 12/3

Course: HS 333 / Class: 4151
Live Online/Webinar

FEBRUARY 2015
I

Course: HS 323 / IRP
The Doubletree Hotel
Valley Forge, PA

17 - 3/12

Course: HS 328
Live Online/Webinar

Course: HS 311 / IRP
Courtyard Marriott, San Diego, CA

Course: HS 324 / IRP
Comfort Suites, Schaumburg, IL

Course: HS 330 / IRP
Courtyard Marriott, Birmingham, AL

IRP (Intensive Review Program)

DECEMBER 2014
|

5

President’s Dinner
Gotham Hall, New York, NY

Course: HS 311 / Class: 4129
IRP
Comfort Suites, Schaumburg, IL

18 - 20

Course: HS 328 / Class: 4134
IRP
Leawood, KS (Open Section)

MARCH 2015
|

Course: HS 326 / IRP
Comfort Suites, Schaumburg, IL

10

LA Live Alumni Tour
JW Marriott, Los Angeles, CA

13 -15

Course: HS 321 / IRP
Courtyard Marriott, Birmingham, AL

31-4/23
Course: HS 311
Live Online/Webinar

JANUARY 2015
|

Course: HS 326
Live Online/Webinar

Course: HS 328 / IRP
The Doubletree Hotel
Valley Forge, PA

Course: HS 321 / IRP
Comfort Suites, Schaumburg, IL

30 - 2/2

Course: HS 326 / IRP
Courtyard Marriott, San Diego, CA

APRIL 2015
|

Course: HS 333
Live Online/Webinar

Course: HS 326 / IRP
The Doubletree Hotel
Valley Forge, PA

Course: HS 323 / IRP
Courtyard Marriott, San Diego, CA

Course: HS 311
Courtyard Marriott, Birmingham, AL

FALL 2014 THE AMERICAN COLLEGE 95



THE LAST WORD

Their Story — Not Your Story

By Reginald N. Rabjohns, CLU®, ChFC®

Having just returned from my 45th consecutive Million Dollar Round
Table annual meeting, I am once again “renewed, repowered and recom-
mitted.” To spend four days with some of the very best practitioners in our
profession from 70 countries can't help but provide a person with a feeling
of self-worth and positive expectancy that is off the charts. Over the years,
this meeting (and the friends I've made as a result of my involvement)

has been the most important factor in my success, with the exception of
the unqualiﬁed support I have received from my wife, Micheline. I cannot
make a stronger endorsement, and I encourage you to make a commit-
ment to qualify and attend the meeting next June in New Otleans. Get to
the sessions early and sit up front, close to the action. Leave your clubs at
home—and focus on Iearning, listening and becoming the best person you
can be.

Another benefit of attending MDRT is that we are reminded of many
important and exciting things that, while we know them, we do not execute
in our day—to—day behavior. Advisors, I have been preaching, pleading and
begging you all to not sell what it is, but rather focus on what it does. But
this won't work very well if you haven't established what the client wants
and needs. I'm not talking about what kind of product he wants, because
I can tell you now he doesn't want any product you sell. Period. Case
closed. That's why your sales are lower than youd hoped for — because
you're spending way too much time talking about your product(s) and not
enough focus and time on that which is most important.

What does the client want to happen to himself, the people he loves,
the causes he believes in and those who might be dependent on him —
personally or corporately? What's to be gained versus what might be lost?
What will be his/her legacy? To have success in marketing huge blocks of
your products, you must never waver in the belief (and actions) that your
conversation with the client is all about them — never your products or
your values. Never use statements like, “Surely, you would want this or that
for your family." Always reinforce what the client has told you he wants,
using his own phrases and words — speak his language. It’s his story, not

your story!

Reginald N. Rabjohns is managing partner of Rabjohns
Financial Group and past president of the Million Dollar
Round Table. He is a past chairman of The American
College Foundation Board and leads the One Person
Campaign Committee. Reg is a recipient of The College’s
Huebner Gold Medal.

Reginald.Rabjohns@wcinput.com
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To have success in
marketing huge blocks
of your products, you
must never waver in
the belief that your
conversation with the
client is all about them.

Before you get to any numbers, theirs or yours,
always ask what they want to have happen.
Remember, it’s all about feelings and relation-
ships — almost never about numbers. So rarely
are the numbers the factor for clients doing or
not doing business with you, you should act as if
the numbers are never the trigger.

Master Sales People know this is all about
the client’s world, never about the seller’s world.
While we do some educating, we don't get paid
for it. No, we only get paid, we're only successful,
when we put a policy in-force; actually move
someone to action.

At this point 75 percent of 2014 has passed
off the calendar. Set a daily goal going forward
for the balance of the year; keep score every day.
And whatever mistakes you've made so far this
year are in the past. Use your great talent, com-
mitment to excellence and integrity to maximize
the opportunity and potential before and within
you.

Be“renewed, repowered and recommitted” to
help yourself reach your human potential.

Remember, it is not important to be the best.

It is only important to be your best! il

Ty



TRANSITION
TO SKILLS
EXCELLENCE.

LEAD WITH CONFIDENCE.

The market for financial advisors is competitive. To establish yourself as a knowledgeable advisor
your clients can trust, you need training on essential sales, product and planning topics. Superior
product knowledge, exceptional selling skills and an understanding of how to build your business
gives you the confidence you need to succeed. The American College now offers the FSCP®

program: the most complete sales and product training available today.

START TODAY

TheAmericanCollege.edu/FSCP ¢ 888-263-7265

FSCP® Financial Services Certified Professional®

According to the 2013 Designation Outcomes Study, advisors Top Advisors Credentialed by:

who complete skills training with The American College are ool

THE
72% more productive in the early stages of their careers. ' AME RICAN

C OLLEGE

OF FINANCIAL SERVICES®




@ /\MERICAN

OF FINANCIAL SERVICES®

270 S. Bryn Mawr Avenue
Bryn Mawr, PA 19010-2196
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epare for your

e exams.

Y

Powered by The American College, the leader in financial services education, Analyst Success is
the simply more effective exam prep choice for CFA” candidates. Analyst Success offers an array

of options to maximize your success.

O O

Study Notes Self-guided Instructor-led
Five volumes eBooks plus Video Live online instruction
of study materials. CoachAssist™. led by CFA® experts.

Visit AnalystSuccess.com or call 888-292-8777 to learn more or begin your FREE TRIAL.

CFA® Institute does not endorse, promote or warrant the accuracy or quality of the products or CFAS Prep Ny THE

services offered by Analyst Success. CFA® and Chartered Financial Analyst® are trademarks owned Powered By: AMERICAN
by CFA Institute. This course is a purely distance learning course and is therefore not subject to ' C OLLTEGE
the registration requirement under the Non-local Higher and Professional Education (Regulation) OF FINANCIAL SERVICES®
Ordinance (Chapter 493 of the Laws of Hong Kong)




