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' LEADERS?



Senior Market Advisor: Tell us
about your journey to the
senior market.

David Hollander: Well, I started
the law profession. 1 worked for
pretty large litigation firm in L
Angeles. Then [ went to work fo
Smith Barney as an FC in 199¢
was there for about a year. I sta
doing seminars and was traine
the financial services world. Then I
went to Merrill Lynch. At that point,
I had the idea to start using my law
degree to help serve our clients with
wills and trusts because that just
seemed to be a natural need. That’s
really when the two practices
started to develop together, and
because 1 was mainly dealing with
trusts and so forth, I felt that
worked really well with seniors.
People 55 and older, 1 just felt they
liked the fact that we could do their
legal work and their financial work
in one place. 1 decided to go inde-
pendent in 1997 and took it upon
mysell to entrench myself in elder
law. I started to find out that there
was a great area of the law that was
not really being explored. With long
term care and particularly with the
Debt Reduction Act, seniors need to
make sure they have as many
choices as possihle.>>







