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One mistake is all it takes to 
damage your reputation and lose 
your customers’ trust.
2 outstanding days. 15 convenient locations. 
Register today for the workshops nearest you!
(See inside for Tour Schedule.)

This is the kind 
of recognition 
you don’t want.
Work smart.
Stand out for the 
right reasons.

How do you 
think your 
customers 
would react 
to a little 
get-together 
with this guy?
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Columbus | October 9-10
Ohio Bankers League Headquarters
4249 Easton Way • 614-340-7595  

Cleveland | October 27-28
DoubleTree Downtown – Lakeside
1111 Lakeside Ave. • 216-241-5100

Cincinnati | November 17-18
Hyatt Regency
151 W. 5th St. • 513-354-4050  

Our Ohio seminars 
are co-sponsored 
by Ohio Bankers 
League. We are 
grateful for their 
support.

Altoona | September 29-30
Hampton Inn
180 Charlotte Drive • 814-941-3500  

Bethlehem | October 1-2
Hotel Bethlehem
437 Main Street • 610-625-5000

Pittsburgh | October 20-21
DoubleTree – Pittsburgh Airport
8402 University Blvd. • 412-329-1400  

King of Prussia | November 5-6
DoubleTree Valley Forge
301 W. DeKalb Pike • 610-337-1200  

Philadelphia | November 19-20
Sheraton Philadelphia Downtown
201 N. 17th St. • 215-448-2000   

Wilmington | December 3-4
DoubleTree Wilmington
4727 Concord Pike • 302-478-6000

Chicago | October 6-7
Marriott – Midway Airport
6520 S. Cicero • 708-594-5500

Greensboro | October 14-15
Marriott Downtown
304 N. Greene St. • 336-379-8000

Boston | November 3-4
DoubleTree Boston – Downtown
821 Washington St. • 617-956-7900

Hanover | December 1-2
Holiday Inn Express – BWI West
7481 Ridge Road • 410-684-3388

Atlantic City | October 29-30
Resorts Casino Hotel
1133 Boardwalk • 609-340-6828  

Somerset | November 12-13
Holiday Inn Somerset – Bridgewater
195 Davidson Ave. • 732-356-1700   

Please Note: Registration begins at 8:30 a.m. Complimentary continental breakfast is provided. Seminars 
begin at 9 a.m. and run until 4 p.m. Sessions recess for lunch (on your own) at noon and resume at 1 p.m. 
There will be morning and afternoon breaks. Refreshments will be provided.

If you make a mistake, 
everyone is going to know about it.

Your IRA customers.

Fall Tour Schedule

Your boss and your colleagues.
And 

Agent McNulty 
at the IRS.

Work smart.
Stand out for the right reasons.
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Click Here to Register

http://www.pmc-corp.com.php53-5.dfw1-2.websitetestlink.com/ira-upcoming-events.html


W e  M a k e  Y o u  t h e  e x p e r t

Contributions and Deductions

n Traditional and Roth IRA eligibility 
n  2014 contribution limits   n  Deadlines 
n Traditional IRA deductions   n  Catch-up contributions 
n  Spousal IRA contributions

Portability

n  IRA-to-IRA rollovers   n  IRA-to-IRA transfers 
n  Converting to a Roth IRA 
n WRP-to-IRA rollovers/IRA-to-WRP rollovers 
n  New 2015 one-rollover-per-year rule  interpretation 
n  60-day rollover rule   n  60-day rollover rule waivers 
n  Direct rollover rules   n  Non-spouse beneficiary rollovers
n  Reporting requirements

Taxation of Distributions

n Traditional IRA pro-rata rule   n  Roth IRA ordering rules 
n  Early distribution penalty 
n  Exceptions to early distribution penalty 
n  Reporting IRA distributions

Lifetime Required Minimum Distribution (RMD) Rules

n  Required beginning date (RBD)
n  Distribution requirements   n  Calculating the RMD
n  Uniform lifetime or joint life expectancy table
n  Excess accumulation penalty and waiver
n  Qualified charitable distribution update
n  How rollovers and transfers are affected

Death Distribution Rules

n  Defining the “designated beneficiary”   
n  Beneficiary options   n  Five-year rule 
n  Life-expectancy rule
n  Additional spouse beneficiary options
n  Deaths before, on, or after RBD

n  HSA eligibility   
n  Defining a high deductible health plan (HDHP)   
n  2014 and 2015 contribution limits   
n  Qualified HSA funding distributions  
n Taxation of distributions   n  Death distributions   
n  Qualified medical expenses
n  Reporting HSA contribution and distributions

Comparing Traditional and Roth IRAs

n  Eligibility   n  Contributions   n  Distributions  n  RMDs 
n  Portability   n  Reporting  

Beneficiary Issues

n  Primary vs. contingent beneficiary designations  
n  Plan beneficiary defaults   n  Changing beneficiaries  
n  Interpreting beneficiary designations   
n Minors as beneficiaries  
n  Power-of-attorney beneficiary designations
n  Disclaimers   n Beneficiaries naming beneficiaries  
n Trust as beneficiary   n  Estate as beneficiary

Advanced Death Distribution Issues

n  Distribution requirements for nonspouse rollovers from 
WRPs   n Year of death payout when IRA owner dies on or 
after RBD   n Surviving spouse election to treat IRA as own 
n Options available to beneficiary of deceased beneficiary   
n Look-through trust rules

Compliance Issues and “What Would You Do?”  
Case Studies

n  Dividing an IRA after a divorce   n  FDIC insurance issues   
n  IRS levies   n  IRS oral advice   n  Power-of-attorney   
n  Guardianship   n  Abandoned property   n Bankruptcy   
n “What Would You Do?” case studies

Health Savings Accounts (HSAs)

Bonus seminar!

Don’t make Agent McNulty’s job any easier than it already is.

A 6-percent penalty would be damaging enough to your reputation and that of your 
organization. Just imagine if your customers had to weather a 50-percent hit on their 
retirement nest-egg. The examples shown above are just the tip of the iceberg, but they serve 
to make a point: These percentages aren’t theoretical; they are very real and they could be 
very damaging.

There was a time when the IRS would let errors of oversight slide if immediate steps 
were taken to rectify them. That time is long since passed. The government needs money 
and the easiest way to get it is to go after low-hanging fruit: namely, IRA contributions, 
distributions, rollovers, transfers and conversions that have been incorrectly executed or 
reported.

Your job is to make sure your customers know their options—both the upside 
and the downside of often complex IRA transactions—and to make sure there are 
no “oops” moments.  Penalties for non-compliance are severe and in many cases 
there is no statute of limitations.

If your customers are found to have improperly contributed or have failed to take required 
distributions, they could face thousands of dollars in interest and penalty payments going 
back years — payments that could consume all of their retirement savings. Your customers 
look to you for guidance. They expect you to have answers. You owe it to them, and to 
yourself, to work smart.

Your professional reputation and your customers’ well-being depend on your 
commitment to learning everything you can about IRAs — not just the rules 
themselves, but being able to “read between the lines” and work proactively. 
PMC’s Fall 2014 Regional Workshops are guaranteed to help you do exactly that. 
Don’t pass up this valuable opportunity. Register today for a city near you!

Register today!
C A L L  T O L L - F R e e

Any weekday from 9 a.m. to 5 p.m. Eastern Time

Or register online at pmc-corp.com/training.html

Be Outstanding.

Train your entire staff for only
$195 a day per person!

After an initial registration fee of just $225 per day for the first attendee.

1-800-233-3207

“I am new to learning about IRAs, so these seminars 
were very helpful to me. I also appreciated having 
the workshop manual to follow along and make 
notes in.”  
Ashley McGranaghan
Sturdy Savings Bank, Villas, NJ

“I needed a refresher course to learn more about 
death distributions. I really enjoyed the speaker 
and the Q&A sessions!”  
Sabrina Taylor
Altamaha Bank & Trust Co., Vidalia, GA

“The speaker was great. Her examples and the way 
everyone participated made it memorable.”
Pamela Royal
Oak Bank, Chicago, IL

Two Important Extras!
First, you will receive a comprehensive Workshop Manual which you can refer to during the 

course of each day’s training. It also comes in handy when you get back to the office. Plus, at 
the end of each day’s workshop you will be given a Certificate of Achievement to document 

your training and display proudly. Both are yours with our compliments!

You will learn about: You will learn about:

PMC’s Regional IRA Seminars are constantly 
monitored and updated to reflect changes 
to rules and regulations brought about 
by tax legislation or as a result of IRS 
pronouncements.

If you attend PMC’s Fall 2014 Seminars and 
you are not 100% satisfied, we will refund 
every penny of your paid registration fee, no 
questions asked. 

Serving the Financial Community Since 1975

What 2 short 
days get you:
Personalized instruction. 
Seminar enrollment is purposely 
kept low to encourage 
participation and interaction.

The most IRA knowledge. 
Your instructors are IRA and HSA 
experts who know how to convey 
complex information in a way that 
helps you learn faster and apply 
what you’ve learned right away.

An unmatched skill set. 
Knowing IRAs inside and out, and 
acting in your customers’ best 
interests, is key to building your 
reputation and earning their trust.

Lasting value at a low cost. 
As little as $195 per day per 
attendee is money your company 
or organization will recoup many 
times over in increased sales and 
productivity.

The confidence you need. 
Acquire the tools that are 
absolutely essential to winning 
new customers and retaining 
market share. These workshops 
really will make you an IRA expert!

IRA transactions are being more closely scrutinized more than ever before!

Not keeping up with IRA rules and 
reporting requirements can put a major 
dent in your customers’ retirement 
savings — and your reputation.

For Excess 
Contributions

•  Putting more money into a 
Traditional IRA than is allowed 
in a calendar year

•  Contributing more to a Roth
IRA than income limits allow

• Rolling over the required 
minimum distribution

For Excess Accumulation
•  Failure to take Required Minimum Distributions 

(RMDs) at age 70 1/2 and every year thereafter

•  Failure to take distributions from an inherited IRA 
within the prescribed time period

• Failure to take deceased IRA owner’s undistributed 
RMD for the year of death

For Non-Qualified 
Early Distributions

•  Taking non-qualified distributions 
prior to age 59 1/2

•  Rolling over an inherited IRA and 
treating it as one’s own, thereby 
subjecting the surviving spouse (if 
under age 59 1/2) to the early-
withdrawal penalty
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Contributions and Deductions

n  Traditional and Roth IRA eligibility  
n  2014 contribution limits   n  Deadlines  
n  Traditional IRA deductions   n  Catch-up contributions 
n  Spousal IRA contributions

Portability

n  IRA-to-IRA rollovers   n  IRA-to-IRA transfers  
n  Converting to a Roth IRA   
n  WRP-to-IRA rollovers/IRA-to-WRP rollovers  
n  New 2015 one-rollover-per-year rule interpretation     
n  60-day rollover rule   n  60-day rollover rule waivers   
n  Direct rollover rules   n  Non-spouse beneficiary rollovers 
n  Reporting requirements

Taxation of Distributions

n  Traditional IRA pro-rata rule   n  Roth IRA ordering rules 
n  Early distribution penalty   
n  Exceptions to early distribution penalty   
n  Reporting IRA distributions

Lifetime Required Minimum Distribution (RMD) Rules

n  Required beginning date (RBD)   
n  Distribution requirements   n  Calculating the RMD 
n  Uniform lifetime or joint life expectancy table
n  Excess accumulation penalty and waiver
n  Qualified charitable distribution update
n  How rollovers and transfers are affected

Death Distribution Rules

n  Defining the “designated beneficiary”   
n  Beneficiary options   n  Five-year rule   
n  Life-expectancy rule
n  Additional spouse beneficiary options
n  Deaths before, on, or after RBD

n  HSA eligibility   
n  Defining a high deductible health plan (HDHP)   
n  2014 and 2015 contribution limits   
n  Qualified HSA funding distributions  
n  Taxation of distributions   n  Death distributions   
n  Qualified medical expenses
n  Reporting HSA contribution and distributions

Comparing Traditional and Roth IRAs

n  Eligibility   n  Contributions   n  Distributions   n  RMDs 
n  Portability   n  Reporting   

Beneficiary Issues

n  Primary vs. contingent beneficiary designations  
n  Plan beneficiary defaults   n  Changing beneficiaries 
n  Interpreting beneficiary designations   
n  Minors as beneficiaries  
n  Power-of-attorney beneficiary designations
n  Disclaimers   n  Beneficiaries naming beneficiaries  
n  Trust as beneficiary   n  Estate as beneficiary

Advanced Death Distribution Issues

n  Distribution requirements for nonspouse rollovers from 
WRPs   n  Year of death payout when IRA owner dies on or 
after RBD   n Surviving spouse election to treat IRA as own   
n Options available to beneficiary of deceased beneficiary   
n Look-through trust rules

Compliance Issues and “What Would You Do?” 
Case Studies

n  Dividing an IRA after a divorce   n  FDIC insurance issues   
n  IRS levies   n  IRS oral advice   n  Power-of-attorney   
n  Guardianship   n  Abandoned property   n  Bankruptcy   
n  “What Would You Do?” case studies

Health Savings Accounts (HSAs)

Bonus seminar!

Don’t make Agent McNulty’s job any easier than it already is.

A 6-percent penalty would be damaging enough to your reputation and that of your 
organization. Just imagine if your customers had to weather a 50-percent hit on their 
retirement nest-egg. The examples shown above are just the tip of the iceberg, but they serve 
to make a point: These percentages aren’t theoretical; they are very real and they could be 
very damaging.

There was a time when the IRS would let errors of oversight slide if immediate steps 
were taken to rectify them. That time is long since passed. The government needs money 
and the easiest way to get it is to go after low-hanging fruit: namely, IRA contributions, 
distributions, rollovers, transfers and conversions that have been incorrectly executed or 
reported.

Your job is to make sure your customers know their options—both the upside 
and the downside of often complex IRA transactions—and to make sure there are 
no “oops” moments.  Penalties for non-compliance are severe and in many cases 
there is no statute of limitations.

If your customers are found to have improperly contributed or have failed to take required 
distributions, they could face thousands of dollars in interest and penalty payments going 
back years — payments that could consume all of their retirement savings. Your customers 
look to you for guidance. They expect you to have answers. You owe it to them, and to 
yourself, to work smart.

Your professional reputation and your customers’ well-being depend on your 
commitment to learning everything you can about IRAs — not just the rules 
themselves, but being able to “read between the lines” and work proactively. 
PMC’s Fall 2014 Regional Workshops are guaranteed to help you do exactly that. 
Don’t pass up this valuable opportunity. Register today for a city near you!

Register today!
C A L L  T O L L - F R e e

Any weekday from 9 a.m. to 5 p.m. Eastern Time

Or register online at pmc-corp.com/training.html

Be Outstanding.

Train your entire staff for only
$195 a day per person!

After an initial registration fee of just $225 per day for the first attendee.

1-800-233-3207

“I am new to learning about IRAs, so these seminars 
were very helpful to me. I also appreciated having 
the workshop manual to follow along and make 
notes in.”  
Ashley McGranaghan
Sturdy Savings Bank, Villas, NJ

“I needed a refresher course to learn more about 
death distributions. I really enjoyed the speaker 
and the Q&A sessions!”  
Sabrina Taylor
Altamaha Bank & Trust Co., Vidalia, GA

“The speaker was great. Her examples and the way 
everyone participated made it memorable.”  
Pamela Royal
Oak Bank, Chicago, IL

Two Important Extras!
First, you will receive a comprehensive Workshop Manual which you can refer to during the 

course of each day’s training. It also comes in handy when you get back to the office. Plus, at 
the end of each day’s workshop you will be given a Certificate of Achievement to document 

your training and display proudly. Both are yours with our compliments!

You will learn about: You will learn about:

PMC’s Regional IRA Seminars are constantly 
monitored and updated to reflect changes 
to rules and regulations brought about 
by tax legislation or as a result of IRS 
pronouncements.

If you attend PMC’s Fall 2014 Seminars and 
you are not 100% satisfied, we will refund 
every penny of your paid registration fee, no 
questions asked. 

Serving the Financial Community Since 1975

What 2 short 
days get you:
Personalized instruction. 
Seminar enrollment is purposely 
kept low to encourage 
participation and interaction.

The most IRA knowledge. 
Your instructors are IRA and HSA 
experts who know how to convey 
complex information in a way that 
helps you learn faster and apply 
what you’ve learned right away.

An unmatched skill set. 
Knowing IRAs inside and out, and 
acting in your customers’ best 
interests, is key to building your 
reputation and earning their trust.

Lasting value at a low cost. 
As little as $195 per day per 
attendee is money your company 
or organization will recoup many 
times over in increased sales and 
productivity.

The confidence you need. 
Acquire the tools that are 
absolutely essential to winning 
new customers and retaining 
market share. These workshops 
really will make you an IRA expert!

IRA transactions are being more closely scrutinized more than ever before!

Not keeping up with IRA rules and
reporting requirements can put a major 
dent in your customers’ retirement
savings — and your reputation.

For Excess 
Contributions

•  Putting more money into a 
Traditional IRA than is allowed 
in a calendar year

•  Contributing more to a Roth 
IRA than income limits allow

• Rolling over the required 
minimum distribution

For Excess Accumulation
•  Failure to take Required Minimum Distributions 

(RMDs) at age 70 1/2 and every year thereafter

•  Failure to take distributions from an inherited IRA 
within the prescribed time period

• Failure to take deceased IRA owner’s undistributed 
RMD for the year of death

For Non-Qualified 
Early Distributions

•  Taking non-qualified distributions 
prior to age 59 1/2

•  Rolling over an inherited IRA and 
treating it as one’s own, thereby
subjecting the surviving spouse (if 
under age 59 1/2) to the early-
withdrawal penalty
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n Traditional IRA deductions   n  Catch-up contributions 
n  Spousal IRA contributions
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n  IRA-to-IRA rollovers   n  IRA-to-IRA transfers 
n  Converting to a Roth IRA 
n WRP-to-IRA rollovers/IRA-to-WRP rollovers 
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n  60-day rollover rule   n  60-day rollover rule waivers 
n  Direct rollover rules   n  Non-spouse beneficiary rollovers
n  Reporting requirements

Taxation of Distributions

n Traditional IRA pro-rata rule   n  Roth IRA ordering rules 
n  Early distribution penalty 
n  Exceptions to early distribution penalty 
n  Reporting IRA distributions

Lifetime Required Minimum Distribution (RMD) Rules

n  Required beginning date (RBD)
n  Distribution requirements   n  Calculating the RMD
n  Uniform lifetime or joint life expectancy table
n  Excess accumulation penalty and waiver
n  Qualified charitable distribution update
n  How rollovers and transfers are affected

Death Distribution Rules

n  Defining the “designated beneficiary”   
n  Beneficiary options   n  Five-year rule 
n  Life-expectancy rule
n  Additional spouse beneficiary options
n  Deaths before, on, or after RBD

n  HSA eligibility   
n  Defining a high deductible health plan (HDHP)   
n  2014 and 2015 contribution limits   
n  Qualified HSA funding distributions  
n Taxation of distributions   n  Death distributions   
n  Qualified medical expenses
n  Reporting HSA contribution and distributions

Comparing Traditional and Roth IRAs

n  Eligibility   n  Contributions   n  Distributions  n  RMDs 
n  Portability   n  Reporting  

Beneficiary Issues

n  Primary vs. contingent beneficiary designations  
n  Plan beneficiary defaults   n  Changing beneficiaries  
n  Interpreting beneficiary designations   
n Minors as beneficiaries  
n  Power-of-attorney beneficiary designations
n  Disclaimers   n Beneficiaries naming beneficiaries  
n Trust as beneficiary   n  Estate as beneficiary

Advanced Death Distribution Issues

n  Distribution requirements for nonspouse rollovers from 
WRPs   n Year of death payout when IRA owner dies on or 
after RBD   n Surviving spouse election to treat IRA as own 
n Options available to beneficiary of deceased beneficiary   
n Look-through trust rules

Compliance Issues and “What Would You Do?”  
Case Studies

n  Dividing an IRA after a divorce   n  FDIC insurance issues   
n  IRS levies   n  IRS oral advice   n  Power-of-attorney   
n  Guardianship   n  Abandoned property   n Bankruptcy   
n “What Would You Do?” case studies

Health Savings Accounts (HSAs)

Bonus seminar!

Don’t make Agent McNulty’s job any easier than it already is.

A 6-percent penalty would be damaging enough to your reputation and that of your 
organization. Just imagine if your customers had to weather a 50-percent hit on their 
retirement nest-egg. The examples shown above are just the tip of the iceberg, but they serve 
to make a point: These percentages aren’t theoretical; they are very real and they could be 
very damaging.

There was a time when the IRS would let errors of oversight slide if immediate steps 
were taken to rectify them. That time is long since passed. The government needs money 
and the easiest way to get it is to go after low-hanging fruit: namely, IRA contributions, 
distributions, rollovers, transfers and conversions that have been incorrectly executed or 
reported.

Your job is to make sure your customers know their options—both the upside 
and the downside of often complex IRA transactions—and to make sure there are 
no “oops” moments.  Penalties for non-compliance are severe and in many cases 
there is no statute of limitations.

If your customers are found to have improperly contributed or have failed to take required 
distributions, they could face thousands of dollars in interest and penalty payments going 
back years — payments that could consume all of their retirement savings. Your customers 
look to you for guidance. They expect you to have answers. You owe it to them, and to 
yourself, to work smart.

Your professional reputation and your customers’ well-being depend on your 
commitment to learning everything you can about IRAs — not just the rules 
themselves, but being able to “read between the lines” and work proactively. 
PMC’s Fall 2014 Regional Workshops are guaranteed to help you do exactly that. 
Don’t pass up this valuable opportunity. Register today for a city near you!

Register today!

Be Outstanding.

Train your entire staff for only
$195 a day per person!

After an initial registration fee of just $225 per day for the first attendee.

“I am new to learning about IRAs, so these seminars 
were very helpful to me. I also appreciated having 
the workshop manual to follow along and make 
notes in.”  
Ashley McGranaghan
Sturdy Savings Bank, Villas, NJ

“I needed a refresher course to learn more about 
death distributions. I really enjoyed the speaker 
and the Q&A sessions!”  
Sabrina Taylor
Altamaha Bank & Trust Co., Vidalia, GA

“The speaker was great. Her examples and the way 
everyone participated made it memorable.”
Pamela Royal
Oak Bank, Chicago, IL

Two Important Extras!
First, you will receive a comprehensive Workshop Manual which you can refer to during the 

course of each day’s training. It also comes in handy when you get back to the office. Plus, at 
the end of each day’s workshop you will be given a Certificate of Achievement to document 

your training and display proudly. Both are yours with our compliments!

You will learn about: You will learn about:

PMC’s Regional IRA Seminars are constantly 
monitored and updated to reflect changes 
to rules and regulations brought about 
by tax legislation or as a result of IRS 
pronouncements.

If you attend PMC’s Fall 2014 Seminars and 
you are not 100% satisfied, we will refund 
every penny of your paid registration fee, no 
questions asked. 

Serving the Financial Community Since 1975

What 2 short 
days get you:
Personalized instruction. 
Seminar enrollment is purposely 
kept low to encourage 
participation and interaction.

The most IRA knowledge. 
Your instructors are IRA and HSA 
experts who know how to convey 
complex information in a way that 
helps you learn faster and apply 
what you’ve learned right away.

An unmatched skill set. 
Knowing IRAs inside and out, and 
acting in your customers’ best 
interests, is key to building your 
reputation and earning their trust.

Lasting value at a low cost. 
As little as $195 per day per 
attendee is money your company 
or organization will recoup many 
times over in increased sales and 
productivity.

The confidence you need. 
Acquire the tools that are 
absolutely essential to winning 
new customers and retaining 
market share. These workshops 
really will make you an IRA expert!

IRA transactions are being more closely scrutinized more than ever before!

Not keeping up with IRA rules and
reporting requirements can put a major 
dent in your customers’ retirement
savings — and your reputation.

For Excess 
Contributions

•  Putting more money into a 
Traditional IRA than is allowed 
in a calendar year

•  Contributing more to a Roth 
IRA than income limits allow

• Rolling over the required 
minimum distribution

For Excess Accumulation
•  Failure to take Required Minimum Distributions 

(RMDs) at age 70 1/2 and every year thereafter

•  Failure to take distributions from an inherited IRA 
within the prescribed time period

• Failure to take deceased IRA owner’s undistributed 
RMD for the year of death

For Non-Qualified 
Early Distributions

•  Taking non-qualified distributions 
prior to age 59 1/2

•  Rolling over an inherited IRA and 
treating it as one’s own, thereby
subjecting the surviving spouse (if 
under age 59 1/2) to the early-
withdrawal penalty
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One mistake is all it takes to 
damage your reputation and lose 
your customers’ trust.
2 outstanding days. 15 convenient locations. 
Register today for the workshops nearest you!
(See inside for Tour Schedule.)

This is the kind 
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you don’t want.
Work smart.
Stand out for the 
right reasons.
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would react 
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get-together 
with this guy?
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Marriott – Midway Airport
6520 S. Cicero • 708-594-5500

Greensboro | October 14-15
Marriott Downtown
304 N. Greene St. • 336-379-8000

Boston | November 3-4
DoubleTree Boston – Downtown
821 Washington St. • 617-956-7900

Hanover | December 1-2
Holiday Inn Express – BWI West
7481 Ridge Road • 410-684-3388

Atlantic City | October 29-30
Resorts Casino Hotel
1133 Boardwalk • 609-340-6828  

Somerset | November 12-13
Holiday Inn Somerset – Bridgewater
195 Davidson Ave. • 732-356-1700   

Please Note: Registration begins at 8:30 a.m. Complimentary continental breakfast is provided. Seminars 
begin at 9 a.m. and run until 4 p.m. Sessions recess for lunch (on your own) at noon and resume at 1 p.m. 
There will be morning and afternoon breaks. Refreshments will be provided.

If you make a mistake, 
everyone is going to know about it.

Your IRA customers.

Fall Tour Schedule

Your boss and your colleagues.
And 

Agent McNulty 
at the IRS.

Work smart.
Stand out for the right reasons.
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http://www.pmc-corp.com.php53-5.dfw1-2.websitetestlink.com/ira-upcoming-events.html
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