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Succeeding in a
Male-Dominated Profession




Men converse
with a more

linear approach.

Women tend
to come from a
broader, more
facilitating
mindset that
plays well

with diverse
groups and
committees.”

— Amy Glynn, Calton & Associates

hen she started in the business nearly 15
years ago, advisor Michele Casey’s then-
employer had only two other women work-
ing at a similar professional level as her.

“There was a reluctance [by men] to
treat me as an equal,” recalls Casey, now
vice president at The Casey Retirement
Group at Morgan Stanley in Reno, Nev. “It
forced me to work harder, and I felt like I
had to ‘out-male’ the males to get the same
respect. I kind of thought that I had to be
like a guy.”

But Casey came to understand that she
has abilities and insights as a female that
can help a retirement plan advisor succeed
in making a real difference. “The skill set
of being nurturing and helpful and altru-
istic comes a little more naturally to me as
a woman,” she says. Rather than trying to
replicate exactly what male advisors did,
she says, “I realized that I wanted to take
it to the next level to show that I could do
it better. I was able to put that skill set into
my work, and that really separated and
catapulted me.”

Jania Stout has run into hurdles occa-
sionally, but she’s also found clear plusses
as a woman in building her career as a plan
advisor. “Especially in the 401 (k) space,
we’re definitely the minority,” says Stout,
Baltimore-based practice leader at Fiduciary
Plan Advisors at HighTower. But, she says,
“If I had to tally up the advantages and
disadvantages of being a woman in this
business, clearly the advantages outweigh
the disadvantages.”

At 26 years old, Alicia Malcolm, a
Williamsville, N.Y.-based financial advisor
at UBS Financial Services Inc.’s The D’Aiu-
tolo Institutional Consulting Team, already
has experienced rewards and challenges of
being a female plan advisor. Her sensitivity
to taking time upfront to encourage sponsor
prospects to talk about their motivations
and concerns has contributed to solidifying
these relationships for her team at UBS, and
her passion for helping participants nearing
retirement has also played a part in getting
them on a path to a better outcome.

But Malcolm sometimes has been taken
aback to see industry colleagues assume
that she is knowledgeable only about the
more traditionally female area of education,
or seem skeptical about her contributions
to winning new sponsor clients. “It used to
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drive me insane. But I really came to face
that, I can just prove these people wrong”
as she uses her skills to build a successful
career, Malcolm says. This is a tough busi-
ness. Some people might have in mind what
they want you to be, but you have to know
what you want to do — and love it.”

Eight women in the industry talked
about keys to their success.

Build Your Own Network

Advisor JoanAnn Natola acknowl-
edges, “I don’t think it’s an issue of sexism
as much as it’s an issue of networking.”

A strong male network still exists in the
industry and it can impact who gets a spon-
sor’s business. “I absolutely have run into
cases where we were told that we were the
superior firm, but because ‘Joe’ was a friend
who played football with someone at the
sponsor, we have to share the business or
he gets the client,” says Natola, managing
partner of New York City-based Element
Financial Group.

So Natola and Alexandra Levi, her
fellow Element managing partner, launched
and leads a couple of female-centric net-
works. They organize a quarterly dinner for
a New York group of women business own-
ers who get together at gourmet restaurants
and discuss their business connections. “We
all come with three or four referrals that
we’ll talk to the group about, in order to
enhance each other’s business,” she says.

Also, Natola and Levi rent space at a
New York spa once a year to host an event
for 25 female business contacts, generally
partner-level attorneys and CPAs. They have
a speaker give an educational session for
1% hours, then they all have spa treatments
for a couple of hours. “By doing these
events, we’ve built our own community of
attorneys and CPAs, who each have built
their own community,” she says. “It’s our
form of a golf tournament — and we make
no apologies. We have a high, high ratio of
new clients from that network.”

Networking with sponsors directly also
helps. Twice a year, Malcolm puts together
a half-day educational meeting The D’Aiu-
tolo Institutional Consulting Team does for
employers in upstate New York. She gets
client lists from providers and sends out

Continued on page 31 >
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In what has long been a male-dominated profession, a growing number of women are today
making significant contributions to this field. Ayear ago, the editorial team here committed to an
acknowledgement of those contributions with the launch of the latest NAPA-Net list, NAPA's Top
Women Advisors.

As with other NAPA-Net industry lists (Top DC Wholesalers/Wingmen, Top 50 Advisors Under
40), we began by asking NAPA Firm Partners to nominate candidates for this recognition. Once voting
began, we also allowed for other nominations as well, ultimately receiving nearly 450 nominations
and, in the weeks that followed, roughly 12,500 votes from individuals across the spectrum of the
retirement industry.

Nominees were asked to respond to a series of questions, both quantitative and qualitative, about
their experience and practice. Those anonymized questionnaires were then reviewed by a blue-
ribbon panel of judges who, over the course of several weeks, selected the women honored in four
separate categories;

AU-Stars: Top producers — who have their own book

Captains: All-stars who happen to be principals, owners, team captains of their organizations.

MVPs: — Outstanding players who are part of a team.

Rising Stars: Who have less than five years of experience with retirement plans as an advisor

(some have been working with retirement plans longer, but not as an advisor)

We are pleased and proud to be able to share these results with you here — but most importantly,
we commend the fine and important work that these individuals have done to help provide a better
retirement for those they work with and for, now and in the years to come.

Outstanding contributors all, they are truly in a league of their own.

FALL 2015 ¢« NAPA-NET.ORG @



NAPA'S TOP WOMEN ADVISORS

KELLY AMATO NFP NFP ADVISOR SERVICES, LLC
BERYL BALL CAPTRUST FINANCIAL ADVISORS CAPTRUST FINANCIAL ADVISORS
JESSICA BALLIN 401(K) PLAN PROFESSIONALS LPL FINANCIAL

AMALIA "MOLLY" BEER ARTHUR J. GALLAGHER & CO. NFP ADVISOR SERVICES, LLC
NATASHA BONELLI MERRILL LYNCH MERRILL LYNCH

JENNIFER L. BRETON LEBEL & HARRIMAN, LLP VALMARK SECURITIES

KELLY CARLSON ADVIZRS CAMBRIDGE INVESTMENT RESEARCH
MICHELE CASEY MORGAN STANLEY MORGAN STANLEY

KAREN CASILLAS CAPTRUST FINANCIAL ADVISORS CAPTRUST FINANCIAL ADVISORS

AMANDA V. CHAN

KAINOS PARTNERS, INC.

PENSIONMARK FINANCIAL GROUP, LLC/CAPTRUST FINANCIAL SECURITIES, LLC

MICHELLE R. COBLE

ODYSSEY FINANCIAL GROUP LLC

FIRST INDEPENDENT FINANCIAL SERVICES

SANDRA CUNNINGHAM UBS FINANCIAL SERVICES UBS FINANCIAL SERVICES
KRISTEN DEEVY STRATEGIC RETIREMENT PARTNERS NFP ADVISOR SERVICES, LLC
BARBARA DELANEY STONESTREET ADVISOR GROUP GLOBAL RETIREMENT PARNTERS
JILL DONNELLY BOULAY DONNELLY & SUPOVITZ CONSULTING GROUP, INC.  COMMONWEALTH FINANCIAL NETWORK
JEAN DUFFY CAPTRUST FINANCIAL ADVISORS CAPTRUST FINANCIAL ADVISORS
WENDY ELDRIDGE AURUM WEALTH MANAGEMENT GROUP AURUM WEALTH MANAGEMENT GROUP
L. RITA FIUMARA UBS FINANCIAL SERVIGES UBS FINANCIAL SERVICES
ALLISON KAYLOR FLINK  nrp NFP ADVISOR SERVICES, LLC
MARY ANNE FORRESTER ~ JANNEY MONTGOMERY SCOTT LLE JANNEY MONTGOMERY SCOTT LLE
JANET GANONG THE KIECKHEFER GROUP LPL FINANCIAL

LISA M. GARCIA FIDUCIARYFIRST LPL FINANCIAL

JAMIE GREENLEAF CAFARD GREENLEAF GREENLEAF ADVISORS

JAMIE HAYES FIDUCIARYFIRST LPL FINANCIAL

SHELLY HOWARD-HORWITZ  vIGILANT FINANCIAL PARTNERS

NAPA'S TOP WOMEN ADVISORS 2015
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NAPA'S TOP WOMEN ADVISORS

JEANETTE R. HUDEPOHL

REISNER HUDEPOHL FINANCIAL SERVICES, INC.

AMERICAN PORTFOLIOS FINANCIAL SERVICES, INC.

KATHLEEN KELLY COMPASS FINANCIAL LPL FINANGIAL

NICHOLE R. LABOTT SAGEVIEW ADVISORY GROUP CETERA ADVISOR NETWORKS/SAGEVIEW
ELLEN LANDER RENAISSANGE BENEFIT ADVISORS GROUP, LLC NFP ADVISOR SERVICES, LLC
VALERIE R. LEONARD GRINKMEYER LEONARD FINANCIAL COMMONWEALTH FINANCIAL NETWORK
SHANNON MALONEY STRATEGIC PENSION GROUP NFP ADVISOR SERVICES, LLC

MARIE §. MARKS HRD ADVISORY GROUP, LLC NFP ADVISOR SERVICES, LLC

DEBBIE MATUSTIK PENSIONMARK RETIREMENT GROUP CAPTRUST/PENSIONMARK FINANCIAL GROUP
JANINE J. MOORE PEAK FINANCIAL GROUP, LLC LPL FINANGIAL

JOANANN NATOLA ELEMENT FINANCIAL GROUP COMMONWEALTH FINANCIAL NETWORK
NICOLE M. POND THE PARTNERS GROUP TPG FINANCIAL ADVISORS, LLC
KARIN RETTGER PRINCIPAL RESOUCE GROUP, INC. CAMBRIDGE INVESTMENT RESEARCH
CAROL ROSENSTOCK M3 FINANCIAL, LLC COORDINATED CAPITAL SECURITIES
JENNIFER SAN FILLIPPO 1A BRI GROUP RETIREMENT SERVICES FIRST ALLIED

ANN-MARIE SEPUKA THE NOBLE GROUP/RJFS RJFS

COURTENAY SHIPLEY RETIREMENT PLANOLOGY, INC RETIREMENT PLANOLOGY, INC
MOLLY SPOWAL JW. TERRILL RETIREMENT SERVICES LPL FINANCIAL

STEPHANIE STAND WESTERN WEALTH BENEFITS LPL FINANCIAL

SUSAN M. STILES STILES FINANCIAL SERVICES, INC. CAMBRIDGE INVESTMENT RESEARCH/ STILES FINANCIAL SERVICES, INC.
JANIA STOUT FIDUCIARY PLAN ADVISORS, HIGHTOWER HIGHTOWER

MARCY SUPOVITI BOULAY DONNELLY & SUPOVITZ CONSULTING GROUP, INC.  COMMONWEALTH FINANCIAL NETWORK
VIRGINIA SUTTON JOHNSON & DUGAN GLOBAL RETIREMENT PARTNERS
VIRGINIA TAYLOR TAYLOR, WALLIS & ASSOCIATES LPL FINANGIAL

MARY L. TOMANEK GRAYSTONE CONSULTING MORGAN STANLEY

MEGAN WARZINSKI HENDERSON BROTHERS RETIREMENT PLAN SERVICES LPL FINANCIAL

NAPA'S TOP WOMEN ADVISORS 2015
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PAM BASSE NFP NFP ADVISOR SERVICES, LLC
KATHLEEN BRANCONIER PENNIALL RETIREMENT ADVISORS UNITED PLANNERS/PENNIALL & ASSOCIATES, INC.
LINDA K. BRIGHT PRECEPT ADVISORY GROUP RIA - PRECEPT ADVISORY GROUP

MARY CABALLERO THE HEESTAND COMPANY LPL FINANCIAL

JEANINE CALANDRI PRAXIS CONSULTING NFP ADVISOR SERVICES, LLC

MEGAN CARROLL SHERIDAN ROAD LPL/IFP

KELLY CAVES MORGAN STANLEY MORGAN STANLEY

KACI DINSMORE SUMMIT FINANCIAL GROUP, INC. CETERA ADVISOR NETWORKS
STEPHANIE GALLEGOS AXIAL BENEFITS GROUP COMMONWEALTH FINANGIAL

AMY HANOPHY COBIZ FINANCIAL NFP ADVISOR SERVICES, LLC

DEANA J. HARMON PROCOUASE FIDUCIARY ADVISORS, LLC PROCOUASE FIDUCIARY ADVISORS, LLC
ASHLEY HAUBRICH MHK RETIREMENT PARTNERS LPL FINANCIAL / PRIVATE ADVISOR GROUP
PAULA HENDRICKSON FIRST WESTERN TRUST FIRST WESTERN FINANCIAL

KRISTINA P. KECK WOODRUFF SAWYER & CO. GLOBAL RETIREMENT PARTNERS

CINDY LAUB MERRILL LYNCH WEALTH MANAGEMENT MERRILL LYNCH

SHANNON MAIN PENNIALL RETIREMENT ADVISORS UNITED PLANNERS/PENNIALL & ASSOCIATES, INC.
MINDY MARBURGER LOCKTON FINANCIAL ADVISORS, LLC LOCKTON INVESTMENT ADVISOR

JEAN MARTONE PEI N/A

KARIE 0'CONNOR PLEXUS FINANCIAL SERVICES, LLC PLEXUS FINANCIAL SERVICES, LLC
JENNIFER O'NEILL THE COMMERCE TRUST COMPANY N/A

KAREN PAULSON FIDUCIARY INVESTMENT ADVISORS, LLC (FI)  N/A

JENNIFER PEARSON CLEARVIEW GROUP CVAGS, LLC

CAMI PETERSON BERGANKDV WEALTH MANAGEMENT, LLC KDV WEALTH MANAGEMENT
KIMBERLY PRUITT NFP RETIREMENT NFP ADVISOR SERVICES, LLC

DEBRA ROEY (RUMBLE) JANNEY MONTGOMERY SCOTT LLE JANNEY MONTGOMERY SCOTT LLE
SUSAN SHOEMAKER PLANTE MORAN FINANCIAL ADVISORS PLANTE MORAN FINANCIAL ADVISORS
JULIE WARD NFP RETIREMENT NFP ADVISOR SERVICES, LLC

PEGGY WHITMORE CAPTRUST FINANCIAL ADVISORS CAPTRUST FINANCIAL ADVISORS

EMILY WRIGHTSON CAMMACK RETIREMENT GROUP CAMMACK LARHETTE

ROSE PENELOPE L. YEE GREEN RETIREMENT, INC. IFG

NAPA'S TOP WOMEN ADVISORS 2015
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500 invitations, “and I literally call every
single person” to follow up and try to get
at least 10 attendees, she says. The goal
isn’t to immediately sign up these sponsors
as clients, “but eventually, when people
need something, they come to you. They
remember, “You educated me and taught me
something I didn’t know,”” she says. “You
constantly need to stay in front of people,
and have a pipeline.”

Develop Both Female and Male Mentors

Kelly Amato thinks back to when she
started in this industry about 20 years ago,
as her male counterparts got to begin build-
ing mentoring relationships while hanging
out with more-senior male colleagues on
golf outings or getting drinks after work.
And formal mentoring programs for women
“are all but absent, unless a women is in a
large organization and there’s a concerted
effort to mentor young women,” remarks
Amato, the Lafayette, Cal.-based director,
retirement plans at NFP. In the years since,
however, she’s been able to build some deep
ties in the industry.

It’s crucial for a woman advisor to
develop mentors — both men and women.
Both have played a big role in Amy Glynn’s
success. In her first job out of college, she
wrote retirement plan RFP (request for
proposal) responses for a major provider.
“I got good exposure by doing that,” since
she often had to consult with higher rank-
ing colleagues to get information for the
responses, recalls Glynn, now president of
retirement services at Calton & Associates,
Inc., a Tampa, Florida-based broker/dealer
and investment advisory firm.

That’s how Glynn met and got hired
by her first key mentor, advisor Margaret
Maul. The colorful, Beverly Hills-based
Maul “had her own plane, wore red mink
coats, had platinum blond hair, and drank
malt whiskey,” she recalls. Glynn adds that
Maul also ranked, at that time, as the largest
female producer in Wall Street history.
From Maul, she learned everything from the
nuts-and-bolts of 401(k) plan operations
to the subtleties of how to talk to sponsor
clients effectively. And although she knew of
managers “who were so despicable in how
they treated women,” she says, “I was pro-
tected, because I was working for a woman
producing $5 million a year — in today’s

This is a tough business. Some people
might have in mind what they want

you to be, but you have to know what

you want to do — and love it.”

— Alicia Malcolm, The D'Aiutolo Institutional Consulting Team

dollars, she probably would be a $15 million
producer.”

Years later Glynn started working on the
broker/dealer side of the business at Calton,
and she’s learning a lot from board member
and longtime senior industry executive John
Simmers. He’s coaching her on skills that
range from understanding the details of a
good contract to effectively reading people’s
behavior in meetings. Says Glynn of her male
colleague, “He has mentored and placed
several of the only female CEOs at broker/
dealers that this country has ever seen.”

Counter Resistance by Demonstrating
Expertise

Stout only faces sexism in her work a
few times a year, “and it’s usually the older
generation,” she says. She recalls times when
she’s met with male sponsors, and although
she clearly ran the meeting, the sponsors
spoke mostly to her male colleagues attend-
ing. “They’ll ask a man their questions, even
though it’s something I just talked about,”
she says. “And they don’t make eye contact
with me.” To deal with sexism, she adds,
“You have to really know your stuff, because
certain people automatically think that you
won’t know as much.”

As advisor Valerie Leonard says, “Men
don’t always take you seriously when you’re
young, female and blond.” But the cofound-
er and financial consultant at Birmingham,
Ala.-based Grinkmeyer Leonard Financial
adds, “My experience has been that as soon
as you demonstrate that you’re an expert,
people take you seriously. At the end of the
day, everybody has a need. If you can get to a
point of understanding their need, their pain
point, they will take you seriously. Once they
realize that you have a unique solution to
their unique problems, I can’t say that being
a woman has worked against me.”

Industry veteran (and NAPA Founding
President) Marcy Supovitz says she’s expe-
rienced sexism very infrequently, which she
thinks has a lot to do with her continuous
efforts to keep herself knowledgeable about

the business. “Education is extremely
valuable. The depth of your knowledge
and expertise really matters,” says Supo-
vitz, principal at Worcester, Mass.-based
Boulay Donnelly & Supovitz Consulting
Group, Inc. and president-elect of the
American Retirement Association. “Gen-
der becomes less and less of an issue when
people can see that you have real knowl-
edge and wisdom.”

In cases where male sponsors seem to
clearly prefer dealing with a male advisor,
Stout responds pragmatically. “If I sense
that, Il make sure I arm myself with a
lot of men on my team to bring to the
meeting,” she says. “I won’t try to fight it:
I’'m not going to change somebody’s mind
who has been around for 60 years. If 'm
not the right fit, it’s not about me winning:
It’s about really putting the client first.”

Use What Makes You Different as a
Strength

In this male-dominated business,
Glynn says, women inherently are distinc-
tive. “So you learn to use it to your ad-
vantage, as a differentiator,” she says. For
example, she thinks women tend to listen
better than men. “Salespeople, in general,
talk too much,” she says. “Men converse
with a more linear approach. Women tend
to come from a broader, more facilitat-
ing mindset that plays well with diverse
groups and committees.”

Take time to really listen to what a
sponsor says about its goals, Supovitz sug-
gests. “Think about their business individ-
ually, what’s best for them. You constantly
are fighting for the best outcome — and
they see that,” she says. “Trust is gained
when you have a really good understand-
ing of a plan sponsor’s situation and the
goals they are trying to achieve, as well as
participants’ situation.”

Women also may tend to relate to
business colleagues better as people.

Continued on page 35 >
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THERESE ANDERSON PLAN SPONSOR CONSULTANTS  LPL FINANCIAL

DIANNE C BETTS RAYMOND JAMES RAYMOND JAMES

KELLY A, BEVIS WELLS FARGO ADVISORS WELLS FARGO ADVISORS
PATRICIA ALLEN BILLS CAPTRUST FINANCIAL ADVISORS  CAPTRUST FINANCIAL ADVISORS
JULIE BRAUN MORGAN STANLEY MORGAN STANLEY

REGINA BUCHHOLZ OLSON WEALTH GROUP LPL FINANCIAL

LAUREN K. BUMP ARTHUR J. GALLAGHER & CO. NFP ADVISOR SERVICES, LLC
JUDY BUNCH MORGAN STANLEY MORGAN STANLEY

DOROTHY CAMPBELL PROVISE MANAGEMENT GROUP  PROVISE MANAGEMENT GROUP
KERRIE CASEY SAGEVIEW ADVISORY GROUP SAGEVIEW ADVISORY GROUP
TINA CHAMBERS SAGEVIEW ADVISORY GROUP SAGEVIEW ADVISORY GROUP
CATHERINE CHRIST SAGEVIEW ADVISORY GROUP SAGEVIEW ADVISORY GROUP
DIANNE CLARK GAP FINANCIAL LPL/GLOBAL RETIREMENT PARTNERS LLC
RACHAEL CLASBY DIETZ & LYNCH CAPITAL LPL FINANCIAL

SUSAN CLAUSEN CAPTRUST FINANCIAL ADVISORS  CAPTRUST FINANCIAL ADVISORS
MELISSA COMBS WELLS FARGO ADVISORS WELLS FARGO ADVISORS
CHERYL CONRAD LOCKTON RETIREMENT SERVICES  LOCKTON INVESTMENT ADVISORS
CHERYL COURTNEY HORIZON WEALTH MANAGMENT  LPL FINANCIAL

SABRINA WIESEL CRAMMER  mermiLL LyncH MERRILL LYNCH

JACINTA DALLMAN VISIONPOINT ADVISORY GROUP  LPL FINANCIAL

PAMELA A, DRIVER MORGAN STANLEY MORGAN STANLEY

CARMELA ELCO BLUE PRAIRIE GROUP CALTON & ASSOCIATES/BLUE PRAIRIE GROUP
CYNTHIA "CINDY" ELMORE  mermiLL LyNcH MERRILL LYNCH

ELAINE J. FEATHERSTONE ~  sua nevimeMeNT choup LPL FINANCIAL

ERICA FELDBLUM
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DIETZ & LYNCH CAPITAL

LPL FINANCIAL
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NAPA'S TOP WOMEN ADVISORS

TRUENORTH, INC.

TRUENORTH, INC.

KELLIE FRASHER WELLS FARGO ADVISORS WELLS FARGO ADVISORS
SUSAN HAGERMAN COMMERCE TRUST COMPANY COMMERCE BROKERAGE
SUSAN HAJEK SAGEVIEW ADVISORY GROUP CETERA ADVISOR NETWORKS
ERIN HALL WELLS FARGO ADVISORS WELLS FARGO ADVISORS
CHRISTINA HOM MORGAN STANLEY MORGAN STANLEY
JENNIFER HOSELTON UBS FINANCIAL SERVICES UBS FINANCIAL SERVICES
ESTHER V. HOUSER MORGAN STANLEY MORGAN STANLEY

DEBORAH HOWARD MERRILL LYNCH MERRILL LYNCH

JENNIFER INGHAM INGHAM RETIREMENT GROUP INGHAM RUSSELL INVESTMENT ADVISORS/LPL FINANCIAL
LENORA E. JENKINS SLW RETIREMENT PLAN ADVISORS M FINANCIAL

JAMIE KERTIS GRINKMEYER LEONARD FINANCIAL  COMMONWEALTH FINANCIAL NETWORK
JULIEKIM SAGEVIEW ADVISORY GROUP CETERA ADVISOR NETWORKS
AMY M. KOCH WUNDERLICH SECURITIES WUNDERLICH

KRISTEN KOLUCH MERRILL LYNCH MERRILL LYNCH

LINDSAY LAMBERT MORGAN STANLEY MORGAN STANLEY

MARY B. LINDQUIST MERRILL LYNCH MERRILL LYNCH

MELISSA MACHLITT JRA FINANCIAL CETERA ADVISOR NETWORKS
REBECCA A. MCCORMICK  cravsTon coNsuLTinG MORGAN STANLEY

DAWN MCPHERSON MARINER RETIREMENT ADVISORS ~ MARINER RETIREMENT ADVISORS
EMILY G. MINNICH UBS FINANCIAL SERVICES UBS FINANCIAL SERVICES
DEBORAH MONTAPERTO  morcaN STANLEY MORGAN STANLEY

ABBY MORGAN EUKLES WEALTH MANAGEMENT LPL FINANCIAL

BETH NOLAN RAYMOND JAMES RAYMOND JAMES

CORRIE OLIVA HEINTZBERGER | PAYNE HEINTZBERGER | PAYNE

NAPA'S TOP WOMEN ADVISORS 2015
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CAROL PASSALAQUA MORGAN STANLEY MORGAN STANLEY

MARY PATCH PARTNERS WEALTH MANAGEMENT, INC.  NFP ADVISOR SERVIGES, LL

STEPHANY PRIMITIVO MM M HOLDINGS SECURITIES

JENNIFER C. PURISIMA SAGEVIEW ADVISORY GROUP SAGEVIEW ADVISORY GROUP

SHELLY SCHAEFER SAGEVIEW ADVISORY GROUP CETERA ADVISOR NETWORKS

AILEEN FARRELL SCHRUTH  uBs PRIVATE FINANCIAL SERVICES UBS FINANCIAL SERVICES

JILL BARRY SHEA NFP RETIREMENT NFP ADVISOR SERVICES, LLC

ADRIA SIEWERT WEALTH ENHANCEMENT GROUP, LLC LPL FINANCIAL

PEGGY N. SLAUGHTER SALING SIMMS ASSOCIATES RAYMOND JAMES

MEGAN SMITH UBS FINANCIAL SERVICES UBS FINANCIAL SERVICES

LORI STEVENSON COMPASS FINANCIAL PARTNERS LPL FINANCIAL

BRENDA TARJAN SAGEVIEW ADVISORY GROUP CETERA ADVISOR NETWORKS

VERONICA TAYLOR PENSIONMARK RETIREMENT GROUP CAPTRUST FINANCIAL/ PENSIONMARK FINANCIAL
TAMMY S. TETZLAFF TRINITY PLANNING GROUP COMMONWEALTH FINANCIAL

KRISTEN K. TROVAS MERRILL LYNCH MERRILL LYNCH

PAM VANONE CHAPMAN AND CHAPMAN NFP ADVISOR SERVICES, LLC

ANDREA VASSILIADIS CAFARD GREENLEAF GREENLEAF ADVISORS

DONNA WALTON RAYMOND JAMES RAYMOND JAMES

PATRICIA WENZEL MERRILL LYNCH MERRILL LYNCH

RENEE J. WHITE ERNST FINANCIAL GROUP COMMONWEALTH FINANCIAL NETWORK
TAYLOR WILLHITE UBS FINANCIAL SERVICES UBS FINANCIAL SERVICES

TINA WISIALOWSKI GRAYSTONE CONSUTLING MORGAN STANLEY

JENNA WITHERBEE 401(K) PLAN PROFESSIONALS LPL FINANCIAL & INDEPENDENT FINANCIAL PARTNERS
LIMEI YU UBS FINANCIAL SERVICES UBS FINANCIAL SERVICES

RACHEL ZACHARY SAGEVIEW ADVISORY GROUP CETERA ADVISOR NETWORKS/SAGEVIEW ADVISORY GROUP

NAPA'S TOP WOMEN ADVISORS 2015
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Amato decided at age 28 to open her own
consulting practice (which she sold to NFP
three years ago). “Going it alone was a
big risk. But I think that my caring about
clients as if they were family made the
difference in growing my practice,” she says
now. “I took on a plan to really nurture
it and take care of all aspects. My male
counterparts were much more transactional
in their approach — it was a numbers game
for them. I took a more holistic approach. I
was able to examine the whole plan: from
a legal perspective (she also is an attorney),
its investment weaknesses, and whether
participants were setting and approaching
their income goals. This is an institutional
business, but it is profoundly personal.”
The differences also may reflect on an
advisor’s book of business and explain why
men and women make great teams, Glynn
says. In recent years, she helped judge an
industry award for retirement plan advi-
sors, and noticed a difference as she read
submissions from men and women advisors
describing how they work. Female advisors
seemed to naturally gravitate to a broader
book of business, she believes. “It was the
women advisors who consistently focused
on multifaceted demographics: They
worked more often with women, same-sex
couples, and both highly compensated and
lower-compensated people,” she says. “We
saw how women had built their practices
with overarching solutions for all income
levels and nurturing financial-wellness pro-
grams. We did not see these as consistently
from male-driven practices, many of which
are ‘performance-oriented.”

Find the Right Work/Life Balance

Early in a career she loves, Malcolm
struggles to find a work/life balance. “I have
a really hard time with it,” she says. “When
you love what you do, it can become your
life.”

Stout can relate to that struggle as a
female advisor. “I’ll be honest with you, I
don’t think my challenges have been any-
thing external. It’s been internal, from being
a mother,” says Stout, a single mom with
two teenage daughters. She’s asked how she
has learned to make it work. “You have to
be super-organized, and not be afraid to
ask for help. Realize that you can’t do it all
yourself,” she says.

NAPA'S TOP WOMEN ADVISORS

PAMELA APPELL RAYMOND JAMES RAYMOND JAMES

ANNETTE BECKER uss FiNaNcIAL SERVICES UBS FINANCIAL SERVIGES
DELPHINE BOYLE ~ oaxRIDGE RETIREMENT PLAN ADVISORS  LPL FINANCIAL

DENISE BURNS CAMMACK RETIREMENT GROUP CAMMACK LARHETTE

ROBIN COGGINS THE POINT FINANCIAL GROUP LPL FINANCIAL

KIMBERLY GANNIS  priMesoLuTioNs ADVISORS, LL PRIMESOLUTIONS ADVISORS, LLC
EMILY GETCHELL ~ woavoN FINANGIAL SERVICES COMMONWEALTH FINANCIAL NETWORK

COLLEEN GILLESPIE

ELISABETH HICKOX  weLLs Fanco Abvisons
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Leonard, who has three children age
four and younger, has worked really hard
to find a balance between her personal life
and business life. “My kids will come to the
office with me. And T work from my house
quite a bit,” she says. She also has a full-
time nanny, which helps.

“My life is my work, and my work is
my life,” Leonard says. “I'm working if I'm
with my kids at the local moon bounce and
I meet somebody and start talking. You’re
more social when you’re with your kids,
and you’d be surprised how many times
you meet business owners and executives
who serve on plan investment commit-
tees.” She’s asked when she recently met a
potential client in an unexpected place and
says, “Last week, I was in a hot tub at the
spa and got talking to the lady next to me,
and it turned out she is head of benefits for
a local company. I had a meeting scheduled
with her within the week.”

As her career began, Casey says, she
often was the first person in the office in
the morning and the last one out at night,

and also put in lots of weekend hours. Over
time, she figured out a better balance, but
her successful career as a plan advisor has
required hard work. Casey felt the pangs of
guilt sometimes: She lives in an area where
many women with families don’t work,
and recalls that if one of her daughters
had a bake-sale fundraiser at school, the
other moms often contributed homemade
goodies, while she sometimes had to run by
a store to pick up something readymade.
But now, with her daughters 14 and
17 years old and growing into women
themselves, Casey can see in their character
development how they’ve benefitted from
watching her build a successful career. “I
love the fact that they got to see me work
hard,” she says. “I taught them that if you
work hard, you will get back what you
put into it. In the end, the qualities they’ve
learned from watching are going to take
them places in their lives.” @

» Judy Ward is a freelance writer who specializes in
covering retirement plans.
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