
 

Course Descriptions 
------------------------------------------------------------------- 

8:00 a.m.- 8:50 a.m. 
General Session 

Skip Schweiss, TD Ameritrade 
“Update on the Government Policy Landscape” 

There is a lot brewing on the government policy landscape that could – or will – impact investors, financial planners, brokers, and 
investment advisers.  This will be a tour through the main issues. 

------------------------------------------------------------------- 
9:00 a.m. – 9:50 a.m. 

General Session 
Michael Kitces,  

“The Future of Financial Planning in the Digital Age” 
As financial planning shifts from the founding generation of planners (and their clients) to the next, so too does the world around us, 

as we enter the digital age. Thus far, however, financial planning has been slow to effectively adopt the emerging digital age 
technologies, from cloud computing to video "phone" calls to internet-driven workflows. In this session, we will explore how 

financial planning will undergo radical change in the coming decades as we truly enter the digital age, from financial planning "apps" 
for various devices, to what technology will - and won't - replace in the financial planning relationship, to how financial planning 

practices must market and communicate to survive and thrive. 
------------------------------------------------------------------- 

10:15 a.m. – 11:05 a.m. 
Breakout Session  

Josh Reesman, State Street Global Advisors 
“Sectors: How to do More for the Core” 

This course seeks to inform on why sector investing exists and how it can be used to potentially provide additional returns over and 
above market returns for investors using a rotational strategy that is based in many years of research on business cycles, industries, 

and how various sectors perform in different stages of the business cycle compared to the overall market. You will learn how to 
construct and implement a sector portfolio and better understand the benefits of doing so to either capture additional upside or 

prevent downside within a portfolio. 
 

Breakout Session 
Ross McGoodwin, DPL  

“The Power of Commission-free guaranteed income” 
This session will guide us through the significant shift currently underway in the insurance industry to fee-based products. Learn how 
Commission-Free insurance turns Guaranteed Lifetime Income from an expensive benefit to an invaluable planning tool. By repricing 
insurance through the elimination of commissions, variable annuities, fixed indexed annuities, and immediate income annuities can 
all be used to generate a stream of lifetime income for your clients during retirement. Understand the considerations, methods, and 

academic and psychologically proven impacts of incorporating guaranteed income into your fee-only practice. 
------------------------------------------------------------------- 

11:15 a.m. – 12:00 p.m. 
General Session 

Dan Allison, Brokers Clearing House 
“A Professional Approach to Earning Referrals” 

Referrals are the life blood of any successful advisors business. Many advisors grow their firm organically but struggle to find a way 
to discuss referrals with clients in a comfortable and professional way. Dan Allison used his background in Clinical Psychology to 

spend the last 18 years studying the behavior of referring and why clients do and don’t refer financial advisors. This session will help 
advisors understand how to get clients referring without all the awkwardness that comes with asking for referrals. 

------------------------------------------------------------------- 
 
 
 
 



12:30 p.m. – 1:20 p.m. 
General Session 
Michael Kitces 

“Tax Planning Developments & Opportunities Under TCJA” 
The Tax Cuts and Jobs Act (TCJA) of 2017 enacted the biggest tax reform overhaul in decades, especially for corporations, where the 
AMT was repealed, and the top tax rate was reduced from 35% to 21%. When it comes to individuals, though, TCJA was more of a 

series of tweaks than a total overhaul, including a modest reduction in tax brackets, an expansion of the standard deduction, and the 
curtailment or elimination of many (but not all) itemized deductions (including the deduction for a financial advisor’s own 

investment advisory fees!). The end result is a system in which most individuals will no longer itemize deductions at all, though those 
that can will need to be especially proactive in deduction lumping and charitable clumping to maximize their value. At the same 

time, the introduction of a new 20% Qualified Business Income (QBI) deduction for pass-through businesses creates an appealing tax 
break for many small businesses, and a potential desire to restructure existing business arrangements to better qualify for the 

deduction… although Specified Service businesses, including consultants and financial advisors themselves, must plan carefully to 
take advantage of the new rules! 

------------------------------------------------------------------- 
 

1:30 p.m. – 2:20 p.m.  
Breakout Session:  

Dave Muth, Peoples Company 
"Farmland Investing Trends and Opportunities" 

This course will discuss the current state of the farmland market focused on land values and trends. The discussion will include 
observations and perspectives on opportunities in farmland investing in the near and medium terms. 

------------------------------------------------------------------- 
 

2:20 p.m. – 3:20 p.m. 
Breakout Session 

Jordan Richardson, Community Foundation of Greater DSM 
“Case Studies for Charitable Giving with Non-Cash Gifts” 

In this course, you will learn the importance of thinking beyond the checkbook for charitable giving. Jordan and Joe will demonstrate 
the value of collaboration, as professional advisors, in identifying assets for giving, and share stories of successful outcomes in doing 

so. 
 

3:20 p.m. – 4:20 p.m. 
Breakout Session: 

Breanna Young, Davis Law Firm 
"Estate Planning Gone Wrong - case studies in estate planning and finding remedies" 

Estate-planning is an important part of helping clients achieve their financial objectives. When done badly (or not done at all), the 
results can be  devastating. Financial planners can do a great service to their clients by incorporating good estate planning as part of 

their client services.  
 
 
 


