READER PROFILE

FPA:

FINANCIAL PLANNING ASSOCIATION

The Heart of Financial Planning™

The Financial Planning Association® (FPA®) is the leadership and
advocacy organization connecting those who provide, support and
benefit from professional financial planning. Working in alliance with
academic leaders, legislative and regulatory bodies, financial services
firms and consumer interest organizations, FPA is the community that
fosters the value of financial planning and advances the financial

planning profession.

Journal o

FINANCIAL
PLANNING

www.FPAjournal.org

Our readers trust the Journal of FINANCIAL PLANNING. For 30 years, they've
relied on our nonprofit objectivity and peer-reviewed articles to keep them
at the top of their profession. No hype, no sensationalism. Just the facts
and research they trust to help them take action. Now more than ever,
readers are searching for something to trust. They find it in every issue of

the Journal.
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reliance on the integrity, strength, ability, surety, etc., of a person or thing; confidence.
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In this market it’'s not about how many people you reach...
It’'s about whether you’re trusted for the information you deliver.

Create awareness with readers who
will act on your message

Reliable

Actions Taken as a Result of Ads in the Journal
What actions have you taken as a result of seeing
ads in the Journal of Financial Planning?

Visited an advertiser’s web site 24%

Filed ad for future reference 15%

Discussed ad with others 15%
Which of the following services does
Passed ad along to others 12% . X
your organization offer to clients?
Purchased/ordered a product/service 9%
Recommended product/service | go Retirement 83%
planning
Contacted advertiser in some other way | 704 .
Investment advice 81%
Other | 49
. Retirement income o
Took action 45% distribution planning 73%
Estate planning 72%
Source: 2008 Readex Readership survey conducted on behalf of FPA .
Portfolio 0
management 70%
Education planning 69%
Life insurance o
L. . planning 69%
Opinions of Ads in the Journal
LTC (long term 64%

What is your level of agreement with each of
these statements about the ads in the Journal

X X . Business planning 53%
of Financial Planning?
Charitable planning 52%
Ac_ls in the Journal frequently introduce me to or 54% Tax planning 520
reinforce my awareness of products/services
Risk management 50%
planning
If  am interested in buying a product or Life planning 41%
service, the ads in the Journal help me 45%
decide whom to contact Employee bengﬁt 40%
planning
Elder care 36%
Iam more likely to buy from planning
advertisersin the Journalthan ~ 30% Tax return 22%
those in other publications preparation
Real estate
% who agree consulting 10%

Source: 2008 Readex Readership survey conducted on behalf
of FPA

Services Our Readers Offer

care) planning

Source: 2008 Readex Readership survey
conducted on behalf of FPA
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Discover what others already know—

Multiply your sales through this white hot

distribution channel

Dependable

Asset Value Managed Per Adviser
What is the approximate total value of the
assets you manage for your clients?

%

Mean: $96 million

- Median: $37.9 million

m $1 billion or more
$200 to $999.9 million
15100 to $199.9 million
19% $50 to $99.9 million
$25 to $49.9 million
1510 to $24.9 million
$5to0 $9.9 million
less than $5 million
do not manage assets

6%

%

9%

Base: 350 Journal recipients actively servicing clients

Source: 2008 Readex Readership survey
conducted on behalf of FPA

Majority of Readers Are Financial Planners
CEO/partner/president/sole proprietor  59%
Director/vice president  12%
Manager/director 9%
At least one of the above 77%

Source: 2008 Readex Readership survey conducted on behalf of FPA

IRAs

Mutual funds

Money market accounts
Life insurance

Annuities

Long-term care insurance
CDs

Variable annuities
Common stocks

ETFs (exchange traded funds)
Foreign/international investments
REITs

Municipal bonds

Fixed annuities
Corporate bonds
Disability insurance
Separate accounts
Health insurance
Treasury bills

Pension programs
Mortgages

Keoghs

Commodities

Options

Hedge funds

Index annuities

Real estate

Futures

ESOPs

Life settlements
Currency trading

Stock compensation

Source: 2008 Readex Readership survey conducted

on behalf of FPA

Products Our Readers Recommend/Sell

87%
86%
74%
71%
62%
61%
56%
56%
50%
50%
47%
47%
46%
41%
39%
38%
32%
31%
24%
23%
21%
19%
13%
11%
9%

9%

7%

5%

4%

4%

3%

2%
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Business Model

Independent RIA:

who is affiliated with broker-dealer

who is not affiliated

Registered Rep:

who is with a nat'l/reg’l broker-dealer

who is with an independent broker-dealer (not an IRA)

who is working for a bank, etc.

Dual-registered Rep:

who is with independent broker-dealer with IAR
who is with a nat'l/reg’l broker-dealer with IAR
Other:

CPA firm

Trust company

Insurance agency/broker

Non-registred fee-only planner

Other

No answer

Base: 451 Journal recipients

Source: 2008 Readex Readership survey conducted on behalf of FPA

32%

31%

17%
16%
24%
5%
3%
14%
7%
6%
19%
4%
4%
2%
2%
7%
4%

Reach Decision

Licenses/Designations Held

Top Mentions

CFP

Series 7
Life/health
Variable life
Series 65
Series 6
Series 66
ChFC
Series 24
CLU

CPA

Any license/designation

Base: 451 Journal recipients (multiple answers)

Source: 2008 Readex Readership survey conducted on behalf of FPA

83%
57%
56%
45%
35%
26%
18%
16%
15%
14%
12%
97%
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The Journal of FINANCIAL PLANNING .. Journal

» Provides reliable Information FlNANCIA

» Uses credible authors
» Is relevant to readers

» Is useful to readers in their work Tk s
r il LRI o
» Is a leading source of information B r

about financial planning
» Is a must read!

Source: 2008 Readex Readership survey
conducted on behalf of FPA

Personal Profile
Professional Profile Age
Industry tenure 70 or older 50
25 years or more 25% 60 - 69 18%
20-24 18% 50-59 36%
15-19 20% 45 - 49 13%
10-14 17% 40 -44 8%
5-9 12% 35-39 8%
Fewer than 5 6% 30-34 7%
Mean 17.5 years Under 30 3%
Median 18 years Mean 31.1
Base: 451 Journal recipients; Median 5
due to the significant proportion
of responses in the top category, Gender
the sample mean may understate
the true mean. Male 75%
Source: 2008 Readex Readership survey Female 24%
conducted on behalf of FPA
Source: 2008 Readex Readership survey
conducted on behalf of FPA






