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About Howard Lashner

Howard Lashner has over 30 years of experience helping investors and ranks among Primerica’s top 10 securities
producers out of approximately 23,000 licensed financial professionals. Howard's unparalleled commitment to
clients as they work toward achieving their financial goals has also garnered him notable industry awards.

Howard has been honored to speak in front of tens of thousands of people at numerous national events and
seminars. He is regularly sought out to mentor top financial professionals throughout North America, and he also
teaches weekly classes to securities professionals. He channeled his client service expertise into a book titled,

10 Common Mistakes Financial Advisors Make.

Howard's passion for providing exemplary service to clients has been a hallmark of his career, and he believes it is

both his privilege and duty to pass along the keys to success to the next generation of securities professionals.

Outside of work, he enjoys spending time with his wife Maria and their children Jacob (20) and Allie (11).

Howard Lashner is a Registered Representative and Investment Adviser Representative with PFS Investments Inc. (PFSI), a broker-dealer and investment
adviser registered with SEC and a member of FINRA (www.finra.org). Primerica and PFSI are affiliated companies. Neither Primerica nor PFSI are affiliated
with Forbes, LLC or SHOOK® RESEARCH. For more information about the methodology used for this rating please visit https://www.shookresearch.
com/a-methodology.html. Promotional consideration provided to SHOOK® RESEARCH for use of the 2021 and 2022 profile features, as referenced above.
Forbes Top Financial Security Professionals 2021 feature is based on the time frame of December 31, 2019 through December 31, 2020. Forbes Top Financial
Security Professionals 2022 features are both based on the time frame of December 31, 2020 through December 31, 2021. Forbes, SHOOK® RESEARCH
rating does not consider an advisor's investment advice and working with an advisor who appears in the Forbes, SHOOK® RESEARCH rating is no
guarantee of investment success.




Keep Your Investments Healthy
Know When To Get A Second Opinion

| have found that in the financial services industry,
there are very specific issues that can hurt the client
experience. There is too much jargon and not enough
clarity. Relationships are often transactional and not
built on trust. Many clients do not understand what they
are paying or even how the advisor they are working
with is being compensated.

That is what led me to write the book, 10 Common
Mistakes Financial Advisors Make and Simple Ideas to
Avoid Them. | wrote it in hopes of raising the standards
and thereby improving the overall client experience. My
entire career has been built on trying to minimize the
pain points that many clients experience in working with
an advisor.

| spend a lot of time reassuring people | meet that they
are not alone in their frustrations. A common question
I get is “how do | know when it is time to seek a second
opinion around my current investment approach?”

Typically, there are areas of discomfort that clients
have ignored for a while. The first | have found is in

the general language being used. It is critical that your
advisor speak your language. When | talk to clients, |
try to communicate in a language they understand,
one they are familiar with based on their background,
occupation, or life experience. My wife's parents came
to the U.S. from Cuba and only spoke Spanish. So, it
was great. | didn't speak Spanish and because of that
never had an argument with them in all the years | was
honored to know them. In fact, when we were at dinner
with them my wife would speak in Spanish and then
turn to me and speak English.

What is the lesson here? My wife spoke their language
because that is what they understood and when

she spoke to me, she spoke my language because
that was the only way | would understand what was
happening. When advisors sit at the table and talk to
people, they tend to speak in industry jargon. This can

create a stressful situation for some that are not well-
versed in the subject of money. While they are trying
to understand what is going on, the conversation is
continuing. Or worse, in some instances they feel like
they should already understand all the specifics. This is
a shame and does not allow this important relationship
to come from a point of mutual understanding and
creates a disadvantage. This should never happen. It

is the advisor’s responsibility to speak in a way that is
understandable to the client.

There is a certain level of service and commitment
people should expect. Given this, clients need to
understand why it might be a good idea to assess the
health of their current investment strategy and the
relationship with their advisor. Speaking of expectations,
probably one of the most basic that you should have
is an understanding of how and where your money is
being invested. Many people have told me "I don't fully
understand how my money is invested, the risk and/or
the fees associated with those investments.” It should
not work that way.

Great care and time should be taken to
ensure you have a clear understanding
of your investments and what may or
may not be serving your goals.

When working with an advisor you should not only feel
heard, but your specific concerns should be addressed.
| have had many clients say to me "I told the advisor x,
y, z and they just kind of blew it off and did what they
wanted to do anyway.” Allowing this to happen in any
aspect of your life is problematic, but particularly when
you are talking about your life savings.

My wife and | recently finished an addition on our house
and as you can imagine, the process was not easy. When
we started, we interviewed several architects. One of the
first we met arrived and immediately began trying to



convince me to do a barn style addition. | explained that
we were looking for a different style, but he kept talking
about barns for 45 minutes!

We didn't select him and instead found an architect who
listened to us and what we needed for our family. When
we look at the completed addition to our home, she was
able to bring our vision to life. This is how it should work
with your advisor.

Given the fact that some people find themselves not
listened to, it is no wonder | hear so many stories about
people not quite understanding how their advisor is
being paid. Recently, | met with a friend of a friend who
had $2 million in investments and they were unclear
about this. When | looked at her statement, | found a line
that said “debit" and noted a $10,000 charge for the
year. She was shocked. Know what the fee structure is
for the financial advice you are getting.

Fundamentally, developing a plan to assess your
financial health and the health of the relationship with
your advisor is critical.

In the end, you want to be working with
someone that has the attitude of “let
me help you make the decisions you
would make if you had my knowledge,
resources, experience and time."”

When you find an advisor that takes that approach, the
rest comes together more easily.

If all boxes are checked off in the above, look no
further than corporate America for the last reason to
consider a financial second opinion. The Securities and
Exchange Commission requires public companies to
audit their financials on a yearly basis. This is done to
not only ensure compliance with accepted accounting
practices, but to give investors and others "“reasonable
assurance” that a company’s financial statements are
accurate. So, in the case of a personal investment,
doing an audit of your current services allows you to
have a degree of certainty that you are headed in the
right direction.

Ultimately, the relationship with your financial advisor should be a partnership, and
if that hasn't been your experience, then a second opinion may be the way to go.

The Team: Back row, left to right: Rick Suraci, Joe Kabulis, Peter Naylor, Milena Moravec, Tony Ezell, Maria Lashner, Dan Seal, Josephine Aynat-Molina,
Scott Schwartzman, Ronald Jackson. Middle row: Denise Whyte, Howard Lashner, Maria Naylor, Claudia Whiston, Rowan McClendon, Jeff Castolene,

Front row: Terri Stigler, Dave Durbin



Contact Howard

@

ka781®@primerica.com

@

(215) 364-7610

2

1840 County Line Rd
Huntingdon Valley, Pennsylvania 19006

Howard Lashner is a National Sales Director with Primerica. For more information about Howard, please visit https://www.primerica.com/lashner. For
additional information, including licenses and state registrations, please visit www.BrokerCheck.com.

In the US., securities offered by PFS Investments Inc. (PFSI), 1 Primerica Parkway, Duluth, Georgia 30099-0001, a broker-dealer and investment adviser
registered with the Securities & Exchange Commission (SEC), and a member of the Financial Regulatory Authority (FINRA) [www.finra.org]. PFSI's advi-
sory business is conducted under the name Primerica Advisors. Fixed indexed annuities are offered by Primerica Financial Services, LLC (PFS). PFSI, PFS
and Primerica Inc. are affiliated companies.

Inthe U.S. (except in New York), term life insurance products are underwritten by Primerica Life Insurance Company, Executive Offices: Duluth, Georgia.
In New York, term life insurance products are underwritten by National Benefit Life Insurance Company, Home Office: Long Island City, New York.

PFS Investments Inc. (PFSI) offers both brokerage and advisory accounts. Representatives do not have investment discretion over any client account
or assets. For additional information about the products and services available in brokerage and advisory accounts, including fees, expenses and the
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