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Conference Highlights

Schwab Institutional is not just celebrating its

20th anniversary at the IMPACT conference

this year, it is celebrating every advisor and

every independent act that makes those advisors and

their clients successful. All year the theme of Schwab

Institutional activities has been the acts of the inde-

pendents, and that theme finds its culmina-

tion at the conference here in Las Vegas.

It took a courageous act for every advisor

to step out on his or her own. Many of the

independents who are here this year will be

part of the new alumni program that cele-

brates some of the wily veterans of this busi-

ness. Many other attendees have only recent-

ly hung out their own shingle, or perhaps have

recently joined an independent brokerage. In

either case, advisors sit down with clients one-

on-one, evaluate asset allocations one at a

time, and craft individual financial strategies.

There is, however, an essential and impor-

tant difference between being independent

and being alone. A quick look around at the

thousands of advisors, hundreds of Schwab

people, and dozens of sponsors make it very

clear that the independent financial planner is by no

means alone.

The two essential independent acts for financial plan-

ners are to start their own business and to provide objec-

tive advice. That entrepreneurial spirit applies even for

advisors who work in a partnership or in a larger firm. If

you are reading this you have chosen not to practice your

profession from within the confines of a big wirehouse or

from a bank. Indeed many of today’s most successful inde-

pendent financial planners are ones who started with a

big brokerage or bank. Often those people kept mental

notes on how they would do things differently once they

were out on their own—not if, when.

Of course independence means different things to

different people. That is the whole point. The chal-

lenge, then, to Schwab Institutional, and even Charles

Schwab & Co. as both companies work together to

support and manage this large and growing force, is

to balance support when possible with control when

necessary. Financial advice is one of the most heavily

regulated businesses in the country, both at the nation-

al and at the state level. Being independent does not

mean interpreting accounting and fiduciary rules in

any creative ways.

Twenty years ago Schwab committed itself to advisor

success. Sensing accurately that it was far wiser and more

efficient to support the independent financial planner

who could tailor investments and strategies than to try

to chase down the millions of high-net-worth individ-

uals from one corporate headquarters. This year’s con-

ference is a culmination of a year of celebrating

that commitment.

Happily, what advisors say they most need are

things that Schwab Institutional is best placed

to provide: opportunities for networking, back

office support, leading-edge technology, guid-

ance on compliance, and professional-level advice

on growing and managing a business.

Each of those aspects will be manifest at

IMPACT. There are many new and intriguing

venues for networking. Those include opportuni-

ties to catch up with old friends, as well as fun

and different ways of meeting new people.

Technology will be evident from the exhibit hall

to your badge that will record session attendance

for continuing-education credit through a radio-

frequency ID tag. Wireheads are invited to kick

the tires with six sponsors at the Solutions

Showcase, and dozens more in the exhibit hall.

By way of example, independent thinking and

objective advice will come in plenty from the keynote

speakers. Respected authors and filmmakers, giants

of the business world, and famously iconoclastic

activists and musicians will inspire and challenge

even the most rugged individualist. Two decades into

the era of the independent advisor, the best is yet to

come. �

Acts of Independents

Managing Your Most Important Asset –

People: Best Practices for Incentive 

Plan Development

10:00 a.m. – 12:00 p.m.

Room: Lagoon L

Rebecca Pomering of Moss Adams will

explain incentive plan options, and provide

guidelines that you can apply as you develop

plans for your firm.

Advanced Charitable Brainteasers:

Common Problems and Uncommon

Solutions

12:30 – 1:45 p.m.

Room: Mandalay Bay K

In this highly interactive session, Bryan

Clontz will present six district case studies

that include complex charitable planning

dilemmas and solutions.

Marketing and Business Development:

Tapping into a Niche Market

4:00 – 5:15 p.m.

Room: Mandalay Bay I

In this panel discussion, moderated by

David Welling, you will hear from advisors

who pursue a niche market strategy and

how they make it work.
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2009 Guides & Supplements R

TITLE PUBLISHES AD CLOSE MATERIALS DUE GROSS RATES

PRACTICE MANAGEMENT & 
TECHNOLOGY

April Feb. 2 Feb. 9 FP4C
$14,690

SPREAD 
$22,750

SOCIALLY RESPONSIBLE 
INVESTMENTS

May Mar. 2 Mar. 9 FP4C 
$14,690

SPREAD
$22,750

BROKER-DEALER GUIDE July Apr. 27 May 4 CORPORATE SPONSORSHIP
$23,305

FULL SPONSORSHIP
$19,450

PARTIAL SPONSORSHIP 
$15,050

ETFs September July 2 July 10 FP4C
$14,690

SPREAD
$22,750

SCHWAB IMPACT 
SHOW DAILY

September Aug. 10 Aug. 17 JUNIOR PAGE
See Below

FULL PAGE 
See Below

REITs & REAL ESTATE October Aug. 3 Aug. 10 FP4C
$14,690

SPREAD
$22,750

INSURANCE November Sept. 2 Sept. 9 FP4C
$14,690

SPREAD 
$22,750 

WEALTH MANAGEMENT 2010
Published with On Wall Street
and Bank Investment Consultant

December Oct. 2 Oct. 9 FP4C 
$22,780

1/2 PAGE 4C
$12,050
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$41,080

SCHWAB RATES FULL PAGE JUNIOR PAGE
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SILVER SPONSORS $16,890 $11,825 

BRONZE SPONSORS $17,950 $12,550 

EXHIBITOR $18,995 $13,300 

OPEN $21,110 $14,775 
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