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During 2005 the AoF Section

Council reviewed its plans

and strategies for 2006.

During its discussions, the council

reaffirmed the section’s mission “to

identify and promote new opportu-

nities, skills and new ways of

thinking to help actuaries excel on

their career journeys” and estab-

lished this as the primary section

goal for 2006 to increase membership

value.

To achieve this, the AoF Council

identified primary areas for concen-

tration, and each area was assigned

to a council member to serve as its

primary champion and coordinator.

Since then, specific initiatives have

been identified and further defined.

These initiatives represent the focus

of the section council for 2006.

Communication—Dave Duncan
1. Direct member communication: ongoing development of the newsletter as a value-

added resource; develop additional communication plan for section members.

2. AoF Section Web site: develop a richer, more interactive Web site as a primary tool 

for sharing information, updates and progress; tie together e-mail communications 

with Web content to enhance value for members.

Continuing Education—Janet Deskins
1. Develop topics and programs for SOA Spring and Annual meetings.

2. Explore and develop new program opportunities that can stand alone or “attach” to 

other professional meetings, via direct or in-person delivery.
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What a dynamic and exciting time to be part of the Actuary of the Future

Section! I’m especially privileged to serve as the Section Council

Chairman this year. As a member of the original AoF Task Force that

launched this section, it’s great to see what the section has been able to accomplish,

especially since “forward thinking” ideas are not always immediately embraced. I’ve

always admired the vitality and zeal of those actuaries who keep one (or both!) eyes

focused on their on the future—trying to determine where the journey will take us

and how to shape it to best utilize our unique skills in serving society, the profession

and ourselves. I’m proud of the work of many people over the years who have

helped the section move our initiatives forward.

Last year was one of substantial change within the SOA, resulting in a shift to a

more “section-driven” organization. As a section that has always tried to look

forward, our council seized the opportunity to position our section as a “driver” not

a “follower.” We spent considerable time and discussion identifying the areas in

which we can have the biggest impact. We also clarified our focus so that we can

move these items forward. Our overall goal is to continue increasing value to our

members. If we are to continue thriving as a section, we need to continually evaluate

how we serve our members and the value we deliver. As a result, our section is now

leading several initiatives that will help us to keep moving forward as individual

actuaries and as a profession. 

This includes the continuing progress of the Personal Actuary Task Force, where

our goal is to establish personal actuarial work as a widely recognized application of

actuarial methods and techniques for individuals. The Task Force continues to operate

as part of the AoF Section. We envision the evolution of personal risk management as

similar in scope, application and importance to that of enterprise risk management,

albeit from a different perspective. We hope this year to further identify people doing

Chairman’s Corner
by Joseph Paesani
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this important work and to define business models

for this discipline. A proposal has been submitted to

the Issues Advisory Council with hopes that it will

soon be presented to the Board of Governors. You

can learn more about the specifics of this proposal

elsewhere in this newsletter.

Recently, a group of actuaries concerned with

issues impacting younger actuaries tried to form a

section with that focus. Not enough interest was

generated to form a section, but enough was gener-

ated to move their initiative forward. Because

several of their goals align well with those of the

AoF section, we found a solution to let them launch

their initiative: We’re pleased to have established

the “Younger Actuaries Network” as part of the

AoF Section. This group will have the opportunity

to form and develop an identity as a resource for

younger actuaries. It will have a tie to the AoF

Section Council, and we look forward to their

contributions through articles, presentations and

helping the section achieve its broader goals.

Environmental scanning is an emerging issue

that we’ve also embraced for this year. Identifying

and communicating information on emerging

issues and trends is important for the future

growth and vitality of our profession. Our section

can be a proactive leader in this area, and we will

develop a scanning methodology that can benefit

the entire profession. If we can better identify

emerging trends to stay “ahead of the curve,” we

can be more proactive and definitive in shaping our

futures. 

These are some of the key initiatives we’re

undertaking this year. In addition, we’ve identified

initiatives to help us communicate better with you

and to improve the educational opportunities we

can make available. We also want to keep high-

lighting the pioneers forging new or nontraditional

paths, as their stories can help us all in our own

development. Elsewhere in this newsletter we’ve

included a summary of our strategic plan for 2006

and the direction we’re following. Please look it

over and let us know your thoughts. 

I thank everyone who contributed to this

newsletter. As you read through it you’ll learn

more about the progress of the Personal Actuary

Task Force and gain some insights and perspectives

on nontraditional opportunities. On a personal

note, I’d also like to congratulate Jim Brooks. Jim

received a Presidential Award at the Annual

Meeting last year in recognition of his leadership

role in advancing the Personal Actuary initiative.

You’ll see his picture in this newsletter too. As you

read through the newsletter and the exciting things

underway, think about the topics that “light a fire”

for you. We can use your help and ideas as we

move forward, and I hope that some of them get

you excited enough to become more involved with

our section. Thank you for your help and support

of our section. P

Spring Meeting Reminders

The Actuary of the Future Section is sponsoring two exciting sessions
at the Society of Actuaries’ spring meetings.

• Personal Actuaries on Parade!
• Competitive Threats to Actuaries of the Future … 

from Non-Actuaries!  

Be sure to register for them!

Joseph Paesani, FSA,

MAAA, is a self-

employed consultant

based in Broomall,

Penn. He can be

reached at joe_

paesani@verizon.net. 

        



Environmental Scanning—Carl
Westman
1. Define and establish an environmental scan-

ning process and monitoring system to 

“identify and communicate information and 

ideas on emerging and potential issues and 

trends.” 

2. Focus areas initially identified for scanning are 

“Careers” and “Education”:

a. Careers: Personal Actuary, Enterprise 

Risk Manager, Actuarial Pioneers, 

Traditional Employment

b. Education: Basic (education and exami-

nation process) and Continuing (meetings, 

Webcasts, conference transcripts, etc.) 

3. Enlist broad reach of council, members and 

friends of the section to help scan and report 

on topics. 

Marketplace Relevance, The Personal
Actuary—Jim Brooks
Establish personal actuarial work as a widely

recognized application of uniquely actuarial meth-

ods and techniques for, or on behalf of, individuals

dealing with personal financial risk. Seek to have

the personal actuary initiative recognized at the

same level of the profession as the enterprise risk

management initiative adopted in 2005: 

1. Plan submitted to Issues Advisory Council for 

recommendation to the Board of Governors 

and secure Board approval.

2. Identify actuaries engaged in personal 

actuarial work, understand current methods of 

practice and compile “roster” of several 

thousand professionals.

3. Leverage SOA, existing committees/

organizations, and membership for resources 

to conduct research supporting the above and 

define business models for success. 

Marketplace Relevance, Career
Pioneers—Paul Bruce
Link with the Marketplace Relevance Strategic

Action Team (MRSAT):

1. Leverage the “Value Ladder” work: expand 

areas in which actuaries can be influential and 

diversify settings in which actuaries play 

leadership roles. Ensure that pioneering 

opportunities are well represented in the 

output from that exercise.

2. Evolution of Personal Risk Management: as 

personal actuaries are a subset of pioneers, 

keep front and center to the MRSAT; flesh out 

concept and communicate broadly. 

Membership Development—
Joanna Chu 
1. Younger Actuaries Network (YAN): actuaries 

with an interest in forming a section focusing 

on the concerns of younger actuaries have 

joined the AoF section as a networking group. 

The YAN will develop plans and actions 

focused on younger actuaries, including 

development of a mentoring program. They 

will contribute articles and topics/speakers for 

AoF sponsored meeting sessions. 

2. Joint activities with other sections/

organizations to increase awareness for 

members and membership campaigns to 

attract new members.

3. Develop global relationships and broaden our 

international presence. P

P4 • April 2006 • ACTUARY OF THE FUTURE

THE YAN WILL

DEVELOP PLANS

AND ACTIONS

FOCUSED ON

YOUNGER

ACTUARIES,
INCLUDING

DEVELOPMENT

OF A MENTORING

PROGRAM.

Actuary of the Future Section Strategic Plan for 2006 • continued from page 1
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P ast and current members of the Actuary of the Future Section Council partici-

pated in the SOA's Leadership Meeting last fall. At this meeting, section chairs,

Board of Governor members, IAC and SAT members have the opportunity to

interact and learn together as they discuss and review strategies. 

It provides an excellent opportunity to explore ways for sections to work more effec-

tively and better leverage other sections and the SOA. The meeting also serves as an

orientation for incoming section chairs.  

The picture below includes several participants with ties to the AoF Section Council.
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Looking Back ...
AoF Section Council Members Meet at Last Year’s
2005 Annual Meeting

The Task Force 
on the Personal

Actuary Needs You!

The Task Force on the

Personal Actuary is now

part of the Actuary of the

Future section. Because of

expansion in its initiatives

and goals, the Task Force

needs additional volunteers

to continue our progress. 

Current activities include

developing a survey for all

SOA members that explores

personal actuarial services

(i.e., actuarial work done

directly for or on behalf of

individuals); peer review

and advisory initiatives;

speakers for SOA meeting

sessions; advocating and 

developing personal actu-

arial work as a recognized

career track; research on

minimizing professional

liability exposure, 

compensation models,

credentialing and licensing;

and much more! 

The Task Force on the

Personal Actuary is working

to bring ERM to the 

individual level. If you

would like to be part of this

pioneering effort, please

contact Jim Brooks, Chair

of the Task Force on the

Personal Actuary, at brooks
financial@bellsouth.net. 

Pictured above in the front row (l-r): Sudha Shenoy, AoF Section Council and Management and
Professional Development Section Chair; Teresa Winer, Board of Governor liaison for the AoF Section;
and Dorn Swerdlin, Marketplace Relevance Strategic Action Team. Back row (l-r): Joe Paesani, AoF
Section Chair; Bob Beurlein, SOA President; Steve Kellison, SOA Past President and Paul Bruce,
Marketplace Relevance Strategic Action Team and current AoF Section Council Member.

Pictured below: Current AoF Council member and past Section Chair Jim Brooks enjoys a moment
with Past SOA President Steve Kellison at the Presidential Reception held during the annual meeting
in New York last November. Jim received a Presidential Award for his work and leadership role with
the Personal Actuary initiative. Jim’s efforts have helped raise overall awareness of the personal
actuary as a widely recognized application of uniquely actuarial methods.
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Anew online survey by the Personal

Actuary Working Group seeks to learn

more about the ways in which actuaries

are providing professional services for, or on behalf

of, individuals. It is intended for all actuaries, even

if you do not think of yourself as a personal actu-

ary, and we encourage your participation. 

Many of us have, at one time or another, helped

a friend or family member with insurance-related

questions and concerns. Typically, your friends and

family know you are an actuary, and they value

your expertise and honesty in answering their

questions on insurance, or perhaps on their invest-

ments as well. They might inquire about whether

they can afford to retire early, whether they should

purchase an annuity, or if a life insurance proposal

is a good deal. Viewed from this perspective, many

actuaries (perhaps even most) have already

provided actuarial advice directly to individuals. 

Some actuaries have gone beyond answering

insurance and finance questions for friends and

family. They have expanded their efforts to the

general public, working directly for individuals as

well as on behalf of individuals through other

professionals (such as attorneys, accountants, etc.).

Some are building a career out of performing this

work, which could be described as enterprise risk

management on an individual level. This sort of

work was formally described more than a decade

ago in an address by J.M. Bragg entitled “Actuarial

Counseling.” 

In the decade since Mr. Bragg’s article, much

has been learned about personal actuaries and the

specific services they provide. From retirement

planning to evaluating pension buyouts, life settle-

ments offers to immediate annuities, personal

actuaries can provide assistance on a wide range

of issues. While there are some consistencies and

similarities in the way personal actuaries operate,

it is also clear that there are many differences in

how they organize, manage, market and run their

businesses. To get a snapshot of how personal

actuaries are practicing today, the Personal Actuary

Working Group has developed a new online survey

that seeks to learn more about how these actuarial

pioneers are blazing the trail toward new career

options. The Working Group expects continued

growth in the number of personal actuaries as well

as continued broadening of interest in the role

personal actuaries will play in the financial services

sector. To that end, the Working Group is asking the

SOA to formally recognize and support the

personal actuary as a career track. The results of

this online survey will provide us with more data

to help shape/define this evolving discipline, so

that future actuaries have a better sense of how this

new career option is evolving in the marketplace. 

The Personal Actuary Survey enables partici-

pants to submit information anonymously, and will

collect historical data on working hours, clients

(directly, through other advisors, etc), billing struc-

ture (hourly rates, flat amounts, etc.), marketing,

legal form and professional risk management. As

with all such industry surveys, it should not be

used to (quoting the SOA antitrust disclaimer
1
): (1)

set or control prices or terms of products or services

and the manners in which products or services are

sold; (2) violate the proprietary or personal rights

of others; or (3) constitute an advertisement. 

Upcoming Online Personal Actuary Survey
by Carl A. Westman

1 http://www.soa.org/ccm/content/ce-meetings-seminars/presenter-information/antitrust-disclaimer/
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One of the most interesting outcomes of the

survey will be how many actuaries are perform-

ing personal actuarial work, and among those

who do, what proportion have been able to

establish a full-time business serving individu-

als. A number of other professions (including

accountants and financial analysts) have

members that serve individuals, full-time, in

similar capacities. It is felt that many actuaries

would be qualified to do this type of work. A

question about historical billing rates is also

planned, because there is some concern about the

ability and willingness of individuals to pay

typical actuarial consulting fees. Combining typi-

cal rates earned with time allocated to personal

actuarial work, a picture should emerge of the

current state of personal actuarial work as a full-

time career option.

Other questions involve marketing techniques

and compensation models. As is well-known,

many advisors serving individuals earn the bulk

of their income through commissions implicit in

the price of the products they sell. Obviously, this

is a concern because it can raise questions about

objectivity and independence. Yet this compensa-

tion model is much more prevalent in the

marketplace than fee-only work, and it has histori-

cally been quite acceptable to most consumers.

Therefore, the survey includes questions regard-

ing sources of revenue and the basis on which fees

are determined.

Lastly, because serving individuals can have

significant risk in our litigious society, a question

regarding the legal form of the personal actuary’s

business is included, as well as a check-off list of

methods employed to reduce risk (e.g., errors &

omissions insurance). Again, the data will be

historical and is merely a snapshot of an evolving

area of practice. It should not be considered a

recommendation or an agreement regarding what

services and terms to offer the public. 

At the time of this writing (late January 2006),

the survey is undergoing a legal review to ensure

compliance with the SOA’s antitrust safeguards.

We expect the review to be completed and the

survey ready for distribution on or around April 3.

At that point, a link to the survey will be distrib-

uted to all members of the Society by e-mail.

Announcements may follow in publications as

well. Be on the lookout for this survey, and please

participate, even if you do not consider yourself

primarily a personal actuary. We need your feed-

back and experiences in order to help the

profession expand into this important market. P
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MAAA, is a consulting

actuary based in

Chattanooga, Tenn. He

can be reached at

cwestman@

carlwestman.com.
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Editor’s Note: This article was originally published in

Contingencies magazine.

Within the retirement field, there has

been much debate recently about the

future of defined benefit pension

plans. While public perception of pension plans has

been influenced by high-profile plan redesigns and

terminations, the state of the pension consulting

profession is much more complex than one might

garner from the mainstream media. 

There are reasons for the retirement actuary to

be optimistic about the future of our practice. There

are reasons to believe that actuaries will play an

increasingly large and valuable role in the retire-

ment industry and, I would argue, there are

significant opportunities for growth—from both an

individual and a professionwide perspective—

within the pension consulting field. 

Defined benefit plans provide retirement secu-

rity in a way that defined contribution plans or

personal savings simply cannot. Pension actuaries

of the future must learn to advocate for plans that

provide great societal value. Indeed, this will be an

increasingly important function (and career 

opportunity) for pension actuaries in the coming

years. This doesn’t mean forcing a pension plan on

an employer for whom a defined benefit plan is

inconsistent with business goals; it means working

with employers to design plans that balance busi-

ness goals and participant retirement security.

It also means working with employees and the

public to provide education on the value of pension

plans. I see this as a continuing challenge in the

pension consulting profession and a welcome

opportunity for actuaries to hone their business

and communication skills. 

Total Risk Professionals
As the pension landscape changes, so must pension

actuaries. Actuaries are increasingly involved in

nontraditional pension work. The successful

pension actuary of the future will reach beyond

traditional valuation services, which are provided

at lower and lower cost by more and more firms, to

offer more value-added consulting services. 

Actuaries, for example, are uniquely qualified to

provide asset consulting services to corporate

clients that sponsor a pension plan. Pension actuar-

ies are perhaps the only professionals who

thoroughly understand both the asset and liability

sides of the equation. Pension actuaries, through

the use of asset-liability management techniques or

other financial risk management techniques, can

help plan sponsors mitigate investment risk. One of

our opportunities for the future is to establish

ourselves as total risk professionals, capable of

managing balance sheet risk, not just reporting on

the liabilities of a plan. 

Additionally, there are considerable opportuni-

ties for pension actuaries to establish themselves

as human resource specialists. Pension plans have

long been used to manage workforce require-

ments.  Through the use of early retirement

windows, plan sponsors can effectively manage

their workforce without laying off workers.

Similarly, benefit enhancements can be used to
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Thoughts on the Future of the Profession
by Andrew H. Dalton
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attract new hires to a growing, economically prof-

itable industry. 

Our challenge for the future is to help clients

take full advantage of the workforce leverage that

pension plans provide. Demographic projections

can help employers proactively identify a future

workforce excess or shortage. As the only profes-

sionals with expertise in population projection, we

can and should be consulting with our clients on

managing their workforce. This offers an excellent

opportunity for actuaries to continue moving from

the backroom to the boardroom and to become true

business advisors to our clients. It also represents

an important future career endeavor for an aspiring

pension actuary.

The Personal Actuary
Other pension actuaries may choose to shift from a

corporate-focused practice to an individual-focused

practice. Traditionally, pension actuaries have

provided consulting services to relatively large

employers who sponsor a defined benefit pension

plan. They have also been incidentally involved in

defined contribution work or retiree welfare work.

The common element in all cases was a large

employee population to which the law of large

numbers applied and on which traditional actuarial

techniques could be used.

There is no compelling reason why actuaries

must continue to limit their practices in this fash-

ion. Much has been written over the past few years

about the role of the personal actuary, which can be

generally applied to any actuary consulting to an

individual client. Within the retirement field, a

personal actuary would likely be involved in indi-

vidual retirement planning or post-retirement

financial management. 

Again, as life expectancy experts with a thor-

ough understanding of financial markets, we

actuaries are uniquely positioned to help individ-

ual workers plan for retirement and to help current

retirees manage their existing assets to ensure

adequate income throughout retirement. Actuaries

are beginning to establish practices in this area and

much development is expected over the next

several years. 

Actuaries as Advocates
In addition to these new and developing practice

areas, pension actuaries will continue to face

opportunities created by the changing legislative

environment. As Congress debates pension funding

reform proposals, pension actuaries have an oppor-

tunity to help plan sponsors prepare for the future.

Although there has been much debate about the

pros and cons of the funding reform proposals, I’m

optimistic that the current proposals will lead to

better funded plans and simplified rules that can be

more easily understood by plan sponsors (or poten-

tial plan sponsors). 

Actuaries will play an important role in shaping

what the new regulations look like. Once effective,

actuaries have a responsibility to help clients

understand and implement the changes. If we

proceed carefully and thoughtfully, actuaries have

a welcome opportunity to reform and strengthen

the retirement field. 

In this light, the pension field may be one of the

most dynamic and growing specialties within the

actuarial profession. Beyond a doubt, there will be

continued challenges associated with changes in

the defined benefit landscape and competition from

other risk professionals. By preparing ourselves for

these challenges, pension actuaries can hope to do

much more than sustain their practice into the

future. We can and should look to expand our busi-

ness into new and exciting areas. Our opportunities

are limited only by our creativity. P

Andrew Dalton, FSA,

MAAA, is an associate

with Towers Perrin in

Parsippany, N.J. He

can be reached 

at adalton@

towersperrin.com.
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Did I get your attention? Great, because I

need your help! I remember when I was a

young ASA working in the valuation

department of a mid-sized mutual, my boss

“suggested” that I join the Financial Reporting

Section. Sensing this wasn’t really a “suggestion,” I

joined even though I really didn’t want to. I read

the newsletters, voted sometimes, and made sure I

attended section receptions at SOA meetings, but

beyond that I didn’t really do much else.

Eventually, I dropped out of the section (after

getting a new boss of course!) I’m sure you’ve been in

similar situations at one time or another. While it’s

not totally a bad thing, we’d probably all agree that

our experiences aren’t always the best that they can

be in situations like these.

Over the years that I’ve been involved with

the Actuary of the Future Section, I’ve yet to

meet any members who joined because their

boss made them, they felt pressured to join, they

lost a bet, or even because we served the best

food at receptions! On the contrary, members

join this section because they want to! They

have a keen interest in their careers, their profes-

sion and how each will evolve in the future.

Even though we’re one of the smaller SOA

sections, I fully believe this attribute should give

us a compelling strength and advantage over

most other sections. 

I’m always puzzled when I learn that more

people aren’t more involved in our section, even

though they eagerly join it. Certainly the pres-

sures and demands of our lives can preclude us

from getting involved or doing more. But

frequently, I speak with people who simply say,

“nobody’s ever asked me to help.” Well, now I’m

asking—every one of you—can you please help

us? I’d bet that many of you would like to help,

but how?

We need your involvement. Hopefully this

newsletter shows some of the exciting, visionary

and groundbreaking initiatives AoF is undertak-

ing. But these are all still evolving—each has a

foundation, but each also needs to be further

defined and developed. They need a continual

stream of fresh ideas and eager, impassioned

people who share the vision to help bring them to

fruition. The fact that you joined this section

demonstrates your willingness and ability to look

forward and think differently—you’re exactly the

person we’re looking for! Every one of you has

unique strengths and talents that would contribute

enormously to these initiatives and, presumably, at

least some of these initiatives should align well

with your interests. 

Because they are still evolving, one of the neat

things about these initiatives is that they would all

benefit tremendously from any amount of time and

help you can provide. Elsewhere in this newsletter

is a summary of the AoF strategic plan for 2006,

listing each initiative and the council member who

is championing it. Pick one and let us know how

you’d like to help: 

• Do you stay current by reading newspapers, 

magazines, or journals? Help scan a topic for us. 

• Where is your expertise? What’s your passion? 

Write an article for our newsletter; be a speaker 

at one of our meeting sessions or help us 

design educational programs to run at 

meetings.
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• Do you perform actuarial work for individuals?

Tap into the Personal Actuary Task Force—

you’ll benefit and we’ll benefit from having 

you involved.

• Like to play with Web sites? Have views on how 

Web sites should deliver value or what a 

member-focused Web site should look like? Share 

your ideas as we shape and redesign the AoF 

Web site.

• Are you a younger actuary? Would you like to 

mentor younger actuaries? Help us build the 

new “Younger Actuaries Network.” 

• Are you a “Career Pioneer,” or do you know one?

Let us know or help us identify them so we 

can share their stories.

• Are you in a local actuary’s club or organization?

Help spread our message.

• Are you a leader? As our section continues to 

grow consider serving on our council or 

leading one of our subgroups.

• And many, many, many other possibilities … what’s 

on your mind?

Regardless of your interest, get involved—as

much as you can, as soon as you can. Help us make

it all happen. Do it for yourself as well as for the

section. If you’re focused on your own career

development, then getting involved in any of these

initiatives will strengthen your own personal

growth—seize the opportunity! Feel free to contact

the council members leading the initiative directly

to let them know of your interest. Also feel free to

contact me directly. I’d love to hear from you, and I

welcome your ideas and suggestions. E-mail me at

joe_paesani@verizon.net or call me at 610-325-7041.

Thank you for joining the AoF Section. We look

forward to working with you! P
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Background

With the restructuring of the Society of

Actuaries, the 13-year-old Task Force

on the Personal Actuary was aligned

with the Actuary of the Future Section, and this has

proven to be a perfect fit. During 2005, the first full

year of this new association, tremendous progress

has been made in educating the members of the

SOA about this emerging area of practice. Among

the activities sponsored by our section that

contributed to this progress were:

• Presentation of a Personal Actuaries’ “tool kit” 

to the SOA Marketplace Relevance Strategic 

Action Team (MRSAT), one of the four new 

strategic teams created to scan, screen and 

review strategic issues for the Board of 

Governors.

• Sponsored sessions at both of the 2005 Spring 

meetings featuring updates on initiatives from 

Task Force members and presentations by 

practicing personal actuaries about the 

rewards and challenges of pursuing this type 

of work. These sessions were rated among the 

best sessions at these two meetings by those in 

attendance, including SOA President Steve 

Kellison.

• Decision by the SOA to transcribe the May 

2005 session for publication in The Record.

• The publication of an article based on the May 

2005 session in The Future Actuary, the joint 

newsletter of the SOA/CAS for new entrants 

to the profession. 

• Joint publication with the Smaller Consulting 

Firm Section of an e-newsletter with links to 

much of the research and information 

compiled by the Task Force.

• Inclusion of an article I co-authored with Task 

Force chair and Board of Governors member, 

Teresa Winer, in the August/September issue 

of The Actuary.

The response to all of these activities has been

overwhelmingly favorable. In 2006, we are plan-

ning a survey of personal actuaries (see the related

article by Carl Westman) and another session at the

May and June 2006 meetings featuring practicing

personal actuaries relating their stories.

The Proposal Process
With all of this favorable response and research,

the Task Force on the Personal Actuary identified

areas that need support from the profession and

developed a proposal for a Personal Actuary

Plan. This proposal was unanimously adopted by

our section council and submitted to the SOA

Issues Advisory Council in the fall of 2005. It is

our hope that the IAC will recommend review

and action on the proposal by the Board of

Governors. To date, this group responded to our
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section council with a list of clarifying questions

and requests for more information. An answer

was prepared and submitted to the IAC in

December. As of this writing, we are awaiting

further action from the IAC. Below is the full text

of the proposal for you information.

Proposal to IAC for a Personal Actuary Plan: 
To submit the following initiatives to

KMSAT, Sections, SOA Board and/or appro-
priate committees as necessary

By The Actuary of the Future Section
Council on behalf of The Personal Actuary

Task Force

The section proposes the following actions:

(1) Formal declaration of the existence of 
personal actuarial services as a practice area 
of the entire actuarial profession, including 
all branches. (A personal actuary performs 

services for individuals, and his or her 

specialties include: financial advisors and 

planners; pension validations and advice; 

advisors replacing legal “economists” in cases 

of divorce, structured settlements, etc.; 

insurance review and purchasing advice; life 

and health insurance claims assistance; life 

settlement evaluations; estate management; 

etc.) Credibility must exist in our own 

organization before we can obtain significant 

recognition by other professions and the 

public.

(2) Authorization to the section council, and/or 
other SOA committee(s), to bring in commit-
tees of experts and/or form alliances with 
other professions and other third parties, in 
order to conduct a formal study of: (a) how 
other professions (counselors, financial 
planners, bankers, brokers, attorneys, etc.) 
have succeeded in similar roles, (b) 
compensation models in the various special-
ties (our new personal actuary survey is a 
good start), and (c) gaps in our knowledge 
base as well as the redundancies in the 
various external professional exams/courses 
that personal actuaries are already taking. 
(Needed funding can be determined and 

communicated before approval but after 

delegation to each appropriate committee 

charged with each study.)

(3) A directive to the Knowledge Management 
SAT to explore a prototype educational 
program which would capitalize on existing 
actuarial core knowledge and provide 
supplemental information to fill in the gaps 
(for e.g., SEC rules, taxes, state insurance 
producer course information) through online 
courses, seminars, and/or other methods, and 
by offering additional certificates and/or 
other credentials. (Materials, such as a hand-

book, practice guide, and/or ASOP, should be 

created to include the practical application of 

actuarial probabilities and risk to individuals 

and could be obtained through a call for 

papers, with financial rewards, and/or specific 

commissioned studies.) 

(4) Authorization to the Society’s Marketing and 
Communications staff to create a plan 
including: a graphic identity, an overall 
communication plan and coordinated media 
promotion proposals (including webcasts 
that may be directed to attorneys, pension 
benefit specialists, etc.), to obtain the greatest 
visibility and cumulative impact and provide 
momentum for increased knowledge of 
personal actuarial services. (Focus groups 

could be utilized to best tailor the message to 

each audience, varying by “B to B” and each 

profession within B to B versus “B to C” 

approaches.)

(5) Authorization to the Society’s legal consult-
ants and/or staff to develop Errors and 
Omissions coverage proposals relative to 
personal actuarial services. (Consider the 

possibility of creating a captive reinsurance 

company for this purpose and/or explore 

other alternatives.)

The section council undertakes to provide all

possible assistance in all aspects. P
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We have all heard about nontraditional

roles for actuaries, but many of us

seem to be stuck in a traditional rut. 

My experience is that nontraditional opportu-

nities are afforded to actuaries when they first

learn to act and behave nontraditionally. We need

to sell ourselves to others, because the doors of

opportunity will remain closed unless we learn to

knock loudly enough and then convince others to

let us through the threshold. Actuarial credentials

alone are rarely enough. Selling ourselves to

others is key. While quantitative ability and ethical

behavior are necessary, selling them without also

including strong interpersonal and attitudinal

skills is insufficient. 

In 1991, there was a popular book published

called, The Street Smart Salesman: Making

Opportunities Happen. The book explores the lessons

of highly successful salesmen and reveals that the

consistently top performers are positive, aggres-

sive, motivated, and savvy and know how to sell in

the real world. 

Use the following guide to determine if you

have enough of the attitudes or the skill sets to

capitalize on nontraditional opportunities. 
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Are you ready for nontraditional opportunities?

How much do you need to focus on developing

your nontraditional attitudes and skill sets? What

will you try to do in the next 30-60 days? Ummm

… did I use the word “TRY”? The real question is:

“What WILL you do?” P

Characteristic Traditional Nontraditional

Self versus
Others
Centeredness

• I am an actuary.
• I am deserving.
• I am egotistical.
• I can learn.
• I have my credentials.
• “Being an actuary is 

proof enough.”
• I have proven myself in 

the past.

• I am a value adder.
• I must prove myself.
• I am humble.
• I can do.
• I have their credentials.
• I need to sell beyond my 

credentials.
• I must prove myself now.

Micro versus
Macro Thinking

• Things that I see.
• What do I know?
• I know enough to do this 

job well.
• Think it through.
• Make a decision once I 

get 100 percent of the 
information.

• Things that I don’t see.
• What do I need to know?
• I don’t know enough to 

do the job exceptionally.
• Get it done.
• Decision with 70 percent 

confidence based on 
70 percent of the 
information.

Interpersonal
Savvy

• I complain.
• High tech.
• Working alone.
• I do it my way.
• I tell it like it is.

• I compliment & praise.
• High tech and high touch.
• Coalitions and networks.
• I do it our way.
• I control my tongue to 

learn more about what I 
don’t know.

Attitude

• I can’t.
• I try.
• Platonic.
• Negative.
• Spiritless.
• My own timetable.
• Steady progress.

• I can.
• I will.
• Passionate.
• Positive.
• Enthusiastic.
• Deadline orientation.
• Sense of urgency.
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