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e Premiums start at $1,250, i

-
Our agency E&O program is
underwritten by Fireman’s
Fund, whose financial
strength has earned itan A
(Excellent) XV rating from
A.M. Best (12-08).

Why Us?8

= Covers you, your employees
AND your agency

= No Association or
 Membership Fees

.- ‘
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» Coverage available for P&Cand

Financial Products
d “ |

» Multiple Payment Plans
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PART OF A TEAM

Mullarney describes humself as a people
person. What he loves about estate plan-
ning, what keeps him coming back, are the
people he mests and the ways he can help
them. While he values his early years in the
business, he finds his work today more chal
lenging — and more rewarding — than the
repeat sale on which he cut his teeth.

“All of 3 sudden, in this market, you're
mesting wealthy people” he said. "Great
things have happened in their lives. They're
fving the American dream. And I'm working
with their advisors 1o help them solve their
problems. and having them thank me. | would
have no reason to talk with these people on
a regular bases if | was in another field”

\Wealth management advisor Mike Hal-
loran has worked with Mullarney within
the Estate Strategies Group for the past
five years. Hea attributes a lot of Mullarney’s
success not only to his ability to creatively
solve the problems of tr dously wealthy
clients. but also his personality and the way
he relates to people.

“He's just & e guy” Halloran said."If he
was single and you were cosa to his age, you'd
want to take hvn home 10 yolr parents. He's
not pushy, wheress 4 lot of people who start
out in the insurince business, you'd think of
them as high pressure. The last thing you'd
think of i§ him being high pressure”

And while Mullarney's ability to connect
with people certznly contributes to his suc-
cess, he said he's only one of two types of
people who are especially good at estate
planning. One is the people persan, The
other, he sud, 5 body hike his busi
partner, Earle johnson, a former math major
at Georgia Tach wha holds an MBA in finance
from the Wharton School at the University
of Penngyivania. johngan is the other type of
person well-suited for estate planning: the
numbers person.

Mullamey recommends that any agent
mterested in estate planning find themsalves
& partner like Earle johnson. somebody
who can fill in the gaps with their own in-
dradual strengths. He also commented on
the strengths of others on his staff, like Molly
MNagy, a CFP whom he describes as “very
and office manager Laura Giobbi

"I mest a person who's wealthy or an
a0nsor 1o the wealthy” he said "but at some
poifit, you gat down to the technical people
who 2re advising these people, and that's
whers | would lose”

A MULTIMILLION

DOLLAR TAX PROBLEM

In the nearty 10 years he's spent in the estate
planning business Mullamey has sesn his far
share of difficult cases.

There are the wealthy dhents who wait oo
long to integrate fife insurance mto thesr estates
and who have trouble being undanwritten at
thewr advanced ages Then there are the clients
who, while they're not yet too old to obtain
the polices Mullarney's recommending still
feel they can put things off. It's what he alis
the “procrastination factor”a stubborn facst
of human nature that plagues estate planners
and insurance agants alike.

“if [people] think they can save
$25,000 in income taxes, they'll call their
accountant the next moming” he said “But
those same people will sit there with a
multimillion-doflar estate tax problem, and
they just can't pet it into focus”

For one, he said, people just don't like 10
think about their own death. no matier how
much they're worth and how much they can
save.And if their adhasors aren't pushing the
issus, they may never get around to it But if
Multarniy can position himself as somebody
who can help solve probiems, he'll stand a
much better chance than somebady who
goes to an advisor sefling polices.

Another challenge Muflarmey's recently
faced, like most people today, 5 the =con-
oty When a client's net worth is raduced
— even if that chent’s net worth s now
$35 million — theres just less money available
for things fike fife insurance premiums and
fee-based advising But in 2 way, Mullarney
said, the current environment in which
dignts are finding themselves may actually
end up making a stronger case for estate
planning strategies — especally when it
comes to legslation and reguiation. Ay the
current adminsstration moves more toward
taxing the weslthy in order to fund certain
nitiatives, the weslthy will need more help
protecting theic money

" think the planning now 15 going to get
a little closer 1o the impstus people feel
about income taxes” he sad. “The current
envirofiment is going to press more people
to do some plarming”

And when they're ready. advisors like
Mike Mullarney will be there waiting to help
them put it all together o
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» ESTATE PLANNING DESIGNATIONS

Interestad m pursuing a career in estate planning! Here are some of the most
certification. and what it takes to earn each one.

Accredited Estate Planner (AEP) . -
The AEP desgration i awarded by, the National Association of Estate Planners
& Councils. According to the association. applicants must

» Be licensed to practce |zw as an attorney or to practice as a Certified Public
Accountant (CPA), or be currently designated as 3 Chartered Life Under
writer (CLU), Chartered Financial Consultant (CHFC), Certified Finangial
Planner (CFP) or Certified Trust & Financial Advisor (CTFA)

» Be “presently and significantly” engaged in estate planning activities as an
attorney. accountant. life insurance professional, financial planner or trust
officer

¢ Have at least fve years of experience in estate planning and estate planning
activities (or |3 years' experience if sesking exemption from education
reguirements)

+ Complete one elsctive and one redquired graduate course through The
Amencan College. dasignated by the NAEPC as the official provider of AEP
courses. Applicants c2n also opt to ke two "challerige exams™ in place of
coursework

Have 3 mimimum of 30 hours of comtinuing education durning the previous
24 months. of which at least 15 hours must have Deen in estate planning

» Maintain membership in 2 local or regional estate planning council o if
unavaltzble, become @ member of the NAEPC

Chartered Trust and Estate Planner (CTEP)
The American Academy of Financial Management is the certifying body for the
Chartered Trust and Estate Planner designation, Applicants must have at least
three years of experience in estate plnning or trusts. Additionally. cancicates
st have:
¥ A degres (zraduate or undergraduate) in fingnce, tax accounting financial
services, or law, or & CPA MBA. M5, Ph.D. or |00, from an accredited school
o ocganization
» Five or more dpproved and related courses
b+ A certificabon training course
¥ Anmal continuing education requirements
Certified Trust and Financial Advisor (CTFA)
The CTFA is awardad by the American Bankers Association (ABA) in partner
ship with the Institute of Certified Bankers. Requirements include:
+ At least three years’ experisnce in wealth management. and the completion
of one approved wealth management training program '
b Latter of recommendation
+ Ethics statement
» Completion of 45 cradits of continding aducition every thres years
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