Sample Biographies

How to Write Your Biography Guide
(This service is included with the Turnkey Seminar Invitation)(
It’s critical that you write your biography for your seminar correctly or people will not attend.  This is one of the most crucial aspects of this system so please study this guide thoroughly.
It does not matter how little experience you have; you can make yourself sound like someone worth talking to.  It’s not the FACTS about yourself that you report in a biography.  The key is to use the right words to make the facts compelling so that people want to come to your talk.  Attached are sample biographies for you to use.  If you stick to the following rules and samples, you will have a great biography.

Please start this process by using the biography generator on the CD.  It runs with Microsoft Word and writes the biography for you.  Then, use the rules below to edit.

Rules:

· Do not start off with your title and broker dealer.

Bad:  “Joe Jones is a registered representative with Linsco Private Ledger.”  The best first sentence is, “Joe Jones is a well-known financial educator in Florida.”

· Leave your accomplishments and credentials to the second half of the biography.  Use the first half to tell the reader what you can do for them and why they should come to see you.  Here are sentences to use that tell the reader why hearing you will benefit them, using specific figures and names:

“Joe has counseled thousands of seniors how to increase their income by up to 30% and reduce income taxes up to 50%.  In some cases, people have eliminated the tax on their social security income.”

“Joe has advised over 2,000 Pennsylvania families on $500,000,000 of investment transactions during the last 10 years.”

“Joe has advised pre-retirees and retirees from Kodak, General Motors, and Dupont on preserving and making their retirement nest eggs grow.” 

· Use the next-to-last sentence of your biography for an item of personal interest (e.g. where you live, about your spouse, your kids, etc).

· Never talk about the fact that you have clients.  Your biography is not a sales tool.  Paint yourself as a financial expert and educator.  Do not use these phrases or words: registered rep, clients, licensed to sell, or seminar.  No one wants to come to a salesman’s talk.

· Do not talk about your ethics (e.g. Joe believes in treating his clients the same as he would his own parents).

· Be specific.  If you make a statement, quantify it.  Bad example: “Joe has advised many Bay Area retirees.”  Good Example:  “Joe has advised 2000 retirees, including past employees of Exxon, Mobil and Texaco.”  Exception: if the specific numbers make you sound inexperienced, go ahead and be general.

· If you mention your credentials, you must explain what they mean, unless it’s obvious (e.g. CPA and JD are obvious).  People DO NOT know what it means to be a CFP, CLU, ChFC or any of the alphabet soup we use, so you must tell them.  See sample biographies attached.

Example: “Mr. Nickity is a Certified Financial Planner and an Investment Advisor Representative. To become a Certified Financial Planner, Neal took courses for two years and passed six exams proving his expertise in investments, taxes, and estate planning, and then passed a final two-day exam.”

· Do not say “Bob Smith is series 7 licensed and holds an insurance license…”

People have no idea what these mean and if they do, it means you want to sell them stuff!  If you must refer to these licenses (and I recommend you do not), here’s how to state this in the best way: “Bob is licensed by the National Association of Securities Dealers in Washington, DC to advise and assist investors in the States of California and Nevada.  Additionally, the State of Nevada has licensed Mr. Smith to assist people with insurance issues to best protect their estate values.”

· On the bottom of the invitation DO NOT SAY “Securities provided through ABC Securities.”  This IS NOT mandatory NASD language.  The NASD also accepts, “A Service of ABC Securities.” (NASD Rules of Practice, Rule 2210.)  However, you must obey your broker dealer’s rules.

· DO NOT put anything in the envelope with the invitation.

· DO NOT use the word “seminar” on the invitation.

· Do not use an answering service or your receptionist.  Use a dedicated voicemail line or answering machine.
· Your biography should give the reader background information on your credentials, education, how you have assisted people, lectures/classes you’ve taught, articles/books you have written, etc.  Use some of this language or alter it to your benefit.  You do not need lots of credentials or experience.  If you use the attached sample as a guideline, you will sound like a professional worth consulting.
· Your bio is not a sales tool.  Your bio must answer the questions in the reader's mind: “Why should I come to hear you?  What’s in it for me?  What have you done for others?”  You don’t want to come across as a salesperson.

· If you participate in relevant community activities that make you sound like a good citizen (the soccer team coach, member of Rotary, etc.), add it.

· If you have written articles or been on radio shows, be specific when you mention them: DO NOT SAY: “Joe has written articles for a number of publications and has appeared on several radio shows as a financial guest.”  DO Say: “Joe has written articles on investing for Arizona Physician and Drydock Rehaulers and he has been heard on WQRV by over 90,000 people on ‘It’s Your Money, Mister.’”

· Don’t start your biography with “Joe is a registered representative with…” (Do people know what a registered representative is?  Do they care?).  Do not tell them you are a principal of XYZ investment advisors or a Sr. VP at the Goodmoney securities firm.  All of these titles scream, “Come hear me because I want to sell you something!”

· Use the best picture you can get on the invitation.  Go to a real professional business photographer, not the passport place.  If you think you take a bad picture, then have a line drawing made (like those pictures on the front page of the Wall Street Journal).  Your picture should be the same “tone” as the sample photo on the invitation in your materials.  Do not look overly cheery like you just won the lottery; look friendly, but professionally serious.  Remember, people do not think money is a light matter.  The “crop” of your photo should be an upper torso shot.  It should not zoom in only on your head or be a full-body photo.  See sample excellent photos later in this section.

· Men: facial hair will HURT your attendance and your sales in general; so if you are not adamant about it, go the clean-shaven route.
Bad Biography

Joe Smith is a Stockbroker with Merrill Lynch.  He holds an insurance license and Series 7 and Series 63 licenses.  Joe is also a Certified Financial Planner.  Joe has given seminars at major employers in the area.  He has been a broker for the last five years and is a graduate of Winnetka University.

What’s wrong with this biography?  It talks about the stuff Joe wants to sell you (stocks and insurance).  It discusses something that the prospect has no interest in, and the prospect does not even know what a Certified Financial Planner is (nor does he care).  It lends no credibility to Joe and takes away credibility by telling you he only has five years in the business and attended an unknown university.  Does the prospect know what the Series 7 and 63 are?  I don’t think so.

Good Biography

Joe Smith is a well-known financial educator in Torrance.  Over 5,000 retirees have attended his presentations, including retirees of Lockheed, TRW, and Disney.  Joe has developed a specialty in teaching retirees and those about to retire who want to protect their principal and insure that their money lasts.  Over 1,000 investors have used Joe’s advice to avoid the mistakes made by many retirees, and in this presentation he explains how he has counseled hundreds to avoid these pitfalls and thereby save over $50 million.  If you attend one presentation this year looking for ways to help protect your capital, don’t miss Joe Smith’s talk.

Below are additional items that can be included/substituted depending on how much space you have available:

Hundreds of retirees have used Mr. Smith’s tips to cut their taxes by as much as 50%, avoid taxes on social security income, avoid estate taxes, and protect their estate values.  He has counseled retired government employees, retired teachers, physicians, and business executives approaching retirement.

Joe is a graduate of Louisiana State where he majored in Finance and earned his MBA.  He has used his financial acumen to benefit not only thousands of Baton Rouge retirees, but also the community, as treasurer of the Mobile League and member of the Baton Rouge Rotary.  Joe is also a Certified Financial Planner™, which required him to take an 18-month course of study and pass six rigorous exams proving his comprehensive knowledge of personal financial issues.

Joe lives with his wife Molly, who is a geriatric nurse at Torrance Hospital, and his two daughters in the Rivers area.  Joe’s hobby, when he’s not making people richer, is lowering his handicap at Brown Oaks Golf Course.  If you attend one financial presentation this year, do not miss this opportunity to hear one of Louisiana’s most entertaining and informative speakers. 

Please note that only one paragraph of this biography mentions credentials, colleges and certifications.  If these were omitted, the biography would still make Joe sound like a guy you want to hear.  You don’t need fancy degrees or credentials with a good biography.  Please note that if you have given at least one seminar before and employees of some large companies have attended, the second sentence in the above biography is true (omit the word “widely” if that is an overstatement).

Use pieces of the above biography to create one good paragraph for your seminar invitation.

Sample Biographies

Larry Jones is a well-known financial educator in Tampa.  For 12 years, seniors have been listening to his advice to wisely protect their savings and reduce income taxes as mush as 30%.  In fact, over 1,000 retirees including retirees of IBM, the State of Florida, and General Electric have used his counsel to safely invest over $500 million into secure investments,.  Larry is an expert educator and counselor in helping retirees preserve their assets and increase income.

Mr. Jones graduated from Colgate University in 1972 after beginning undergraduate work at the University of Chicago.  After initial coursework at George Mason University, he received a master's degree from Western Illinois University in 1996 in economics.  He also holds a master's degree from Christian Bible College in Rocky Mount, North Carolina.  To avoid the most frequent ways that many retirees ruin their finances, do not miss Larry Jones, one of Charlotte's best speakers.  Call for seats today.
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Neal Nickity is a financial author and has advised senior investors for the last 15 years.  Mr. Nickity started his career as an accountant and developed an expertise advising individuals.  He was retained as a Vice President of Investments at Great Western Financial Securities and then American Savings Bank Financial Services.  In 1990, the leading magazine for the bank brokerage industry selected Neal as one of the Ten Outstanding Investment Brokers in the United States based on service to people who used his advice.  Mr. Nickity is a Certified Financial Planner™ professional and an Investment Advisor Representative licensed with the State of California.  To become a CFP® practitioner, Neal took courses for two years and passed six exams proving his expertise in investments, taxes, and estate planning, and then passed a final two-day exam.

Neal has lectured widely on financial topics at Mission College and College of the Canyons.  Additionally, his Retirement Investing class has been widely attended in the Los Angeles area by over 2,000 retirees. 

Neal is the author of Retirement Investing, an easy to read book suited for those already retired or close to retirement.  His articles on estate planning and retirement investing have been published in the Orange County Gazette and the Las Vegas Free Wheeler.
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Bill Butler is a well-known financial educator in Olympia, WA.  His retirement presentations have been widely attended by retirees from the Boeing Company, Microsoft Corporation, and Weyerhaeuser Company.  Bill has developed a specialty in counseling retirees and those about to retire who want to protect their principal and insure that their money lasts.  His advice focuses on helping pre-retirees and retirees avoid the most common financial mistakes.

Bill has helped people cut their taxes by as much as 50%, avoid taxes on social security, avoid estate taxes, and protect their estates.  Bill and his wife Phyllis have one child and live in the South Sound area. 
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Marvin Constance is a well-known local expert in the matters of senior investors.  Since 1988, he has taught retirement planning classes on the Monterey Peninsula.  He teaches investors age 60+ to preserve their capital, increase their income and more profitably organize their investments.  People who consult Marvin find that they lower their tax bills by as much as 50%, eliminate taxes on their social security income, increase their fixed monthly income, and obtain better protection for their financial future.

Mr. Constance has been instructing seniors for 30 years.  He has been a Nursing Home Administrator and is one of 8,000 Certified Senior Advisors in the nation.  To become a Certified Senior Advisor, he completed a 15-part program of study proving his expertise in the financial, physical, emotional and personal issues of seniors.  

More Samples
Jon Weber is a well-known financial educator in the Houston area.  He is a specialist in educating retirees and those about to retire, who want to protect their assets and insure that their money lasts.  Mr. Weber has uncovered the areas in which many seniors are most financially exposed that can result in catastrophic financial detriment and he shows you how to take very simple steps to insure your future.  Jon has counseled thousands of seniors, including retirees of GM, AT&T, and Dupont, on how to preserve their assets, increase their income, and reduce their taxes by up to 50%.  Do not miss this opportunity to hear one of Houston’s most knowledgeable speakers on senior financial affairs and protecting your assets.


Gloria LeBlanc is a Certified Retirement Financial Advisor™ who specializes in assisting seniors increase their retirement income by as much as 50% and decrease their taxes by over 30%, including elimination of tax on social security income.  Gloria is a Registered Investment Advisor licensed with the State of California and the Securities Exchange Commission in Washington, DC.  She is a member of SAAFTI, whose members manage $15 billion dollars on behalf of investors wanting to protect their principal and have it grow.  As a resident of Los Gatos, she has served her community by being on many boards including being president of both Los Gatos High School PTSA and Los Gatos Chamber of Commerce.  She is the treasurer of Los Gatos Foundation and a Los Gatos Lion.  If you attend one talk this year about finances and investing, take 90 minutes to learn how to avoid costly mistakes from one of the South Bay’s most trusted financial educators.


Barry J. Swaim is a well-known financial educator in Winston-Salem.  For the past 10 years, his retirement presentations have been widely attended by retirees of AT&T, R. J. Reynolds, Sara Lee, and many other major employers in the area.  Barry has been acclaimed for his specialty in enlightening retirees and those about to retire who want to protect their principal and insure that their money lasts. His counseling focuses on helping seniors avoid the common financial mistakes of retirement. Mr. Swaim has taught people to cut taxes by as much as 50%, avoid taxes on social security income, avoid estate taxes, and protect their estates. Barry is a graduate of the University of NC at Greensboro and the College of 
Financial Planning.  
Barry has earned the CERTIFIED FINANCIAL PLANNER™ designation.  To become a CFP® professional, he successfully completed a comprehensive course of study culminating in a 10-hour, two-day test proving his expertise in financial planning, tax planning, employee benefits and retirement planning, estate planning, investment management, and asset protection.  In addition, Barry is a Certified Retirement Financial Advisor graduate (CRFA)—one of only 1,000 people in the country to complete a 17-part program on the study of senior and retirement issues, encompassing not only financial matters but health, housing, Medicare and related issues.  He is a member of the Institute of Certified Financial Planners and the Society of Certified Retirement Financial Advisors.  Do not miss this opportunity to hear one of Winston-Salem’s most knowledgeable speakers and learn how to have a prosperous retirement.
Samples of Good Pictures

These are examples of good photos.  This is the type of photo you want on your invitation—an upper-torso shot with interesting lighting and a good smile.

These professionals look confident, happy and sure that they can help you.  When potential seminar attendees see a photo like this, they WANT to come hear the speaker.
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