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Hit the Ground Running in 2019! 
"If you don't know where you are, it is unlikely you will be 
able to get to where you want to go!" Arnie Pechler 
Sr., with apologies to Yogi Berra. 
I hope you got a chuckle out of my quote, however 
now that I have your attention I want to get serious for 
a minute. 
By now we have all of the numbers from 2018, and we 
should take a few minutes to analyze them so that we 
can focus on the activities and measurements that will 
bring us success in 2019. We all know that growth in our 
business can be broken down into one statement. We 
need to get in front of the right number, of the right 
people, with the right message. 
So how many new business accounts did you open last 
year and what was the average revenue per account? Is 
this an acceptable revenue target, or should you be 
upgrading your ideal client? What is your target revenue, 
new and ongoing for an ideal client, how many do you 
need to add to achieve your income goal? Can you 
increase revenue from an existing client to make them 
an ideal client? 
Do you have the right message? Is your value 
proposition significant enough, and clear enough, to add 
new clients and get introductions from existing clients? 
I am going to show you a really simple example of how to 
track this. Let’s say that my goal is to increase new 
business to $15,000 per month of income in 2019. My 
average A client generates $6,000 of first year revenue. I 
want to add 20 A client, my closing ratio is a little better 
than 50%. This means that I have to get in front of three 
new A client per month. That is the lead indicator and 
the most important thing I can measure and control. 
I now need to generate an additional $6,000 of first year 
revenue from existing clients. I am going to see 10 
existing A client per month, and secure additional 
revenue of $5,000 per month from these 10 reviews. 

 Arnie’s Insights (cont.) 
This will generate my $180,000 of first year business in 
2019.What do I absolutely need to do, and what is my 
crucial lead indicator? Get in front of 3 new A clients and 
10 existing A client with the right value proposition. 
Adapt these numbers to fit your goals, you have set your 
goals right!?!?! 
If you need assistance putting together your 2019 
Business Plan, below are a few templates that can help 
you get started. Let me know if you need any help! 

Good Selling, 
Arnie Pechler, Sr., CFP® 

Business Plan Template 1 
Business Plan Template 2 
Business Plan Sample 
Budget Template 

Retirement Plan Updates 

IRS Ruling Allows Company To Match 
Employees' Student Loan Payments Into Their 
401(k) 
Under a new private letter ruling released publicly on 
August 17, 2018, the Internal Revenue Service 
signals its willingness to possibly allow companies to 
make matching contributions to the retirement 
accounts of employees who do not make 401K 
contributions, as long as they make qualifying student 
loan payments. READ MORE 

UWAG, LLC Monthly Update 
BETTER TOGETHER! 
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Arnie’s Insights: 
Practice Management and Coaching 

UWAG Training Calls 
Calls will be held on the last Tuesday of every 
month@10am ET. Q1 call schedule and topics 
can be viewed here. 
To listen to previous training calls click here 

https://www.uwagllc.com/our-strategic-partners
https://www.irs.gov/pub/irs-wd/201833012.pdf
https://www.forbes.com/sites/camilomaldonado/2018/08/29/irs-ruling-allows-company-to-match-employees-student-loan-payments-into-401k/#78cebf62861b
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 Case Closed: 
 Is Long Term Group Disability Enough? 
Disability Income Insurance is one of the most crucial 
insurance products sold in the United States today 
due to the importance of one’s ability to earn an 
income. As a disability insurance advisor, you hold all 
the cards in this market and have the power to 
provide your clients with one of the best disability 
products in our industry. There has never been a 
more opportune time to introduce DI to your clients! 

Many of your clients have an employer sponsored 
LTD plan, but is that plan adequate enough to cover 
their income? Do they know the taxability of the 
benefit? If your client’s income exceeds the 
maximum monthly benefit on the LTD plan, an 
executive carve-out plan may be a great solution, 

Continuing reading find out how much annualized 
premium was paid by utilizing the Concierge Service 
Process. 

Nick Impastato: The Road to SUMMIT 
“Few things are more powerful than the power of a 
made up mind” 

I am not sure who to attribute this quote too 
however I know it applies to Nick. Two years ago he 
decided he wanted to get a green jacket at the 
Ameritas Leaders Conference and he did- Last year 
he decided to make Summit, and you can 
congratulate him because he DID JUST THAT! 

Nick has shifted his focus back to personal 
production and implemented the 12-week year into 
his business plan. 

This is a perfect example of 3 D's Decide what you 
want, Discover who can help you get what you 
want and Deliver. 
Great job, Nick! 

- Arnie and the UWAG team

*To read more about the steps Nick took to shift his
focus back to personal production and get his
green jacket, click here.

 Wealth Management Tips 
8 Actions to Take with Clients Before the Next Bear 
Market Hits 
It has been 10 years since our last bear market and if 
the last several weeks have taught us 
anything, it should be that a bear market is coming 
soon and that we need to be prepared. 
And we need to be preparing our clients. So, what is 
a good advisor to do? Read More. 

Ten Wealth Management Trends for 2019; How to Prepare 
The researchers at Aite Group shared what they think 
will be the biggest trends in wealth management and 
how firms can prepare for them. Continue reading… 
Want to know more about forward-looking market trends 
and insightful forecasts. WealthManagement.com has 
put together a 2019 Market Outlook 

 Sales & Marketing Ideas 
You Don’t Have a Marketing Strategy? Why not? 
Are you going to drift through 2019 with mediocre 
results, or take charge and crush your goals? Now is 
the time to decide. By creating a niche or ideal client 
persona it allows you to focus in on a specific and 
narrow target market, it becomes much easier to 
create and distribute very targeted messages that 
resonate with your chosen niche. 
Get started today by completing this marketing strategy 
and answering this list of pointed questions to 
motivate you to do  it! 

Monthly Client Communication 
Review last year’s volatility with clients and set 
expectations for 2019 with this letter template. 
January is Financial Wellness Month so put your 
clients and prospects on the right path for 2019 by 
sending out this piece of communication via email, as a 
blog post or a letter. 
These tools from Horsesmouth can provide your clients 
with valuable info and keep you top of mind in 2019: 
2019 Key Financial Data Campaign- order here.  
2019 Retirement Calendar Checklist Campaign- order here. 

 

Insure Your Love 2019 Campaign 
To help you reach out to clients and prospects about 
Love Insurance, Life Happens created a suite of 
resources. View the resources. 
If you have not already done so, please take advantage of 
the free Life Happens Pro account available through 
Ameritas. Learn how to get started, here. 

Hat’s Off! 
Producer Success Stories 

https://www.wealthmanagement.com/industry/ten-wealth-management-trends-2019-how-prepare?NL=WM-27&Issue=WM-27_20190105_WM-27_561&sfvc4enews=42&cl=article_2&utm_rid=CPG09000018511790&utm_campaign=18006&utm_medium=email&elq2=1b418d30d6414b109daeb1e0c
https://www.wealthmanagement.com/2019-market-forecast
www.horsesmouth.com
https://www.horsesmouth.com/mktgpage/RCC19
https://www.horsesmouth.com/mktgpage/KeyData2019
https://lifehappenspro.org/insure-your-love?utm_source=Life+Happens+Pro&utm_campaign=cbf75c4064-EMAIL_producer_IYL_2019_01_10&utm_medium=email&utm_term=0_e22f7c66ad-cbf75c4064-147551501
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 AIC Updates/Reminders 
Register for the AIC TogetherFX Regional 
Conference in San Antionio, TX 
February 19-21,2019 
Click here to visit the conference site, view the 
tentative agenda, and register to attend. The 
registration deadline for the San Antonio meeting is 
January 25, 2019 at 6:00 pm Eastern. Attendance at 
each regional meeting is limited to 75 and is on a 
first-come, first-serve basis. 

There is no registration fee to attend an AIC 
TogetherFX regional meeting. You are responsible for 
travel to the event and any transportation during your 
stay. Hotel costs for two nights and most meals are 
included. 
2019 AIC TogetherFX Conferences 
February 19-21, San Antonio, TX 
March 13-15, Las Vegas, NV (reg. date TBD) 

 Ameritas Updates/Reminders 
Important 2019 Dates 
Now available are the 2019 commission close/compensation- 
and education-related calendars. 

View the 2019 Commission Close/Compensation Calendar. 

View the 2019 Education and Development Schedule. 
New Business Guide 
The updated life and DI New Business Guide (DST2016) is 
now available to assist with the new business process. 
View the New Business Guide 

 CE Opportunities 
NAIFA Members Only Professional Development 

Reged Course Catalog 

eMoney CFP® CE: Planning for the Long Haul: The 
Challenges ofa 30 Year Retirement 

Issues of “Better Together” will be archived at www.uwagllc.com/for-advisors. 
You will also find useful marketing and client communication tools, UWAG processes 
and weekly market updates. New pieces are added weekly to help you develop your 
business. Use Pin Code 8507 to access. 

Susan Sillford , QPA,QKA,ERPA 
The Pension Center, TPA 
pensioncenter.sls@sbcglobal.net 

Blake Gillies 
Brokerage Director/DI Specialist 
bgillies@acaciafinancialgroup.com 

Jennifer Verges 
VP of Marketing & Business 
Development 
jverges@uwagllc.com

Jennifer Gerarve, CFP® 
VP of Financial Planning 
jgerarve@wealthsolutionsllc.net 

Anna Meyers 
VP of Accounting 
ana@wealthadvisorsgroupllc.com 

Arnie Pechler, III, CFP® 
Managing Director 
arnie@itplans.com 

Mark Cecil, CFP® 
Chief Financial Officer 
mark@wealthadvisorsgroupllc.com 

Kim Allen, LUTCF 
Chief Operating Officer 
kallen@uwagllc.com 

Keith Gillies, CFP®, MBA 
Chief Executive Officer 
kgillies@wealthsolutuionsllc.net 

Key UWAG Contacts 
877-241-4442

Comments/Thoughts? We would love to hear from affiliates and advisors about 
topics of interest or even info that you would like to share! Please feel free to reach 
out us and tell us what you think of first issue of “Better Together!” 

www.uwagllc.com/for-advisors
http://www.cvent.com/events/aic-together-fx-central-regional-meeting/event-summary-346555c2d4314d4d82802d02500fdab4.aspx
https://www.naifa.org/professional-development/continuing-education/175
https://secure.reged.com/CourseTrax/CourseFinder
https://emoneyadvisor.webex.com/mw3300/mywebex/default.do?nomenu=true&siteurl=emoneyadvisor&service=6&rnd=0.686638772256186&main_url=https%3A%2F%2Femoneyadvisor.webex.com%2Fec3300%2Feventcenter%2Fevent%2FeventAction.do%3FtheAction%3Dlandingfrommail%26%26%26EMK%3D4832534b00000004bfcd1ef91ced478897c354a2097216a93ff3ab10c0831ca1fe33dfe4e9cefe1f%26siteurl%3Demoneyadvisor%26confViewID%3D116304593377304677%26encryptTicket%3DSDJTSwAAAAQeV6ynleKrpSWxSnzx3YI-YiHdSz6mPbrBmAwilZ_uHw2%26email%3Djpearson%2540emoneyadvisor.com
mailto:jverges@uwagllc.com



