WALTER S. BRISTOW 111, JD, CLU, CHFC

612 Susannah Place
Lynchburg, VA 24502

Home: 434.385.7783 walter at bristow.net www.walterbristow.com

PROFESSIONAL PROFILE

Educated in the humanities and trained as a tax lawyer with extensive experience in estate and charitable
planning and wide-ranging work in compliance in federal and state regulatory environments. Broad experience in
financial underwriting including insurable interest and detecting stranger-owned life insurance. High proficiency in
verbal, written and public presentation skills with the ability to explain technical concepts in plain English.
Published in professional and trade journals. Taught continuing education classes nationwide.

Creative but disciplined with strong analytic skills and the ability to uncover core issues and to develop
breakthrough solutions. 6 Sigma Green Belt certification with keen understanding of metric-driven work. Works
effectively with people of all levels and backgrounds in an organization. Encourages others to expand their horizons
and abilities.

Curiosity that has led to acquiring distinctive skills and to a continuing search for ways to get results faster, less
expensively and with less error — the practical application of theory. Quick to learn and grasp information.

Architect of systems and processes who sees the whole picture and then helps create structures and processes that
allow others to do more in less time at a lower cost. Keen understanding of how technology supports business
strategies.

Entrepreneurial spirit drawn to additional responsibility and changing environments where tasks and issues are
reprioritized frequently. Business orientation with emphasis on customer satisfaction.

SKILL SETS

Tax: Advise clients on financial and tax matters; prepare tax returns; evaluate and communicate changes in tax law;
evaluate facts to determine tax consequences; evaluate tax impact of transaction alternatives.

Legal: Evaluate, interpret, and explain legislative and regulatory actions; conduct legal research; analyze legal
questions; review contracts and other legal documents; use knowledge of relevant laws and legal precedents to
evaluate options and strategies.

Teaching: Make education and training presentations; communicate technical information in easy-to-understand
terms; apply field experience to classroom teaching; develop course or training objectives; develop training
programs and classroom presentations; create sophisticated PowerPoint presentations; teach individuals work-
related techniques or skills; teach college and post-high school level courses.

Writing: Communicate technical information in easy-to-understand terms; edit written material; prepare technical
reports or related documentation; write scholarly or technical research papers.

Compliance and Financial Underwriting : Evaluate compliance with regulatory standards; communicate
compliance standards; evaluate insurable interest; identify stranger-owner and investor-owned life insurance
applications; identify degree of financial risks to company; review insurance applications and policies to determine
appropriate coverage; analyze financial data, evidence and facts; identify discrepancies in financial records; prepare
correspondence relating to discrepancies.

Quality Management: 6 Sigma Green Belt certification; use total quality management and project management
practices; develop plans for programs or projects; modify work procedures or processes to meet deadlines; develop
mathematical simulation models; perform statistical modeling; use graphs to explain results of statistical analyses;
evaluate significance of historical data.

Computer: Expertise with Microsoft Office (Word, PowerPoint, Excel & Access) including use of Visual Basic for
Applications to automate documents; use of spreadsheet and relational database software; assist co-workers with
software problems; identify appropriate software for projects.

References and writing samples available on request.
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PROFESSIONAL EXPERIENCE

GENWORTH FINANCIAL, Lynchburg, Virginia 2002-2009
A $100 billion publicly traded life and annuity insurance company with 6000+ employees worldwide.

Promoted sales by conceiving, designing, and coordinating use of materials to educate and motivate agents,
their clients and professional advisors to use company products.

Maintained a thorough understanding of legislative, regulatory and tax trends and applied that information to
conceiving, designing and coordinating projects to ensure that sales representatives and professional advisors
had access to new or improved advanced market applications, products, marketing materials and concepts to
support the needs of the affluent individual, retirement planning, estate conservation and business succession
markets.

Identified and brought potential leading edge solutions from conferences, discussions with subject matter
experts, journals, trade publications, tax rulings, and other sources.

Wrote extensively for company and industry publications.

Counseled internal teams on compliance issues in product development, operations, and marketing materials.
Counseled sales representatives and professional advisors regarding suitability of estate, business, and
charitable planning techniques.

Coordinated reporting of department accomplishments and metrics. Developed spreadsheets tied to mainframe
reporting software to consolidate and simplify the reporting process.

Identified training needs and assisted in the development and implementation of programs and seminars
designed to educate and motivate agents, their clients, and professional advisors. Proven exceptional speaking
and group presentation skills communicating to large, diverse audiences. Demonstrated facilitation skills and
proficiency in adult learning techniques.

TAX NEWS, Portland, Oregon & Lynchburg, Virginia 2001-2004

Created the concept, marketed, and produced a weekly email and web-based summary of tax developments
designed to help attorneys, accountants, life insurance agents market their services.

STANDARD INSURANCE COMPANY, Portland, Oregon 1986-2001
A $5.8 billion life and disability insurance company with 2000 employees and offices nationwide.
Advised sales associates and professional advisors nationwide on tax and financial planning issues. Developed
marketing concepts and strategies. Provided continuing education seminars nationwide.

PRIVATE PRACTICE, Eugene, Oregon 1979-1986
JUDGE MONROE MCKAY, U.S. 10th Circuit Court of Appeals 1979

SIGNIFICANT ACCOMPLISHMENTS

Consistently sees the potential in professional challenges and discovers how to add value. Identifies
and troubleshoots barriers that slow progress. Because of an interest in many disciplines, sees ways
to “do it better.”

For 25 years has reviewed judicial, legislative and regulatory changes related to tax and compliance and provided
easy-to-understand explanations showing how those changes affect company operations and strategic plans and their
potential impact on customers’ financial and estate plans.

Minimized significant legal and financial exposure by analyzing marketing concepts to determine legal and tax
suitability for specific markets. Significant involvement in fraud detection related to life insurance bought without
an insurable interest (investor-owned life insurance).

Counseled attorneys, CPAs and financial planners how to apply suitable wealth preservation strategies for their
clients through telephone conferences, email, WebEx and personal meetings. Taught those strategies to local,
regional and national organizations.

Given the assignment to “do a newsletter” to keep life insurance agents informed about changes in tax law,
developed the concept of a newsletter as a marketing tool to develop relationships with attorneys and accountants.
Later managed the transition of the print version to a personalized fax newsletter and then to an email newsletter as
technologies developed.
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Significant Accomplishments (continued)

Reduced by 75% the attorney time needed to create a plain English summary of complex legal agreements by
adapting off-the-shelf software.

Managed an annual sales meeting, increasing attendance 35% while reducing expenses 30% by recommending
dramatic changes in structuring and the marketing of the meeting, overcoming skepticism that the meeting could be
successful if changed so much.

Discovered a flaw in proposed federal legislation and persuaded a skeptical committee of life insurance company
attorneys to support lobbying efforts that successfully changed the legislation.

Continually explores different disciplines to find ways to help people work smarter.

Current interests include: (1) How principles of quantum physics can improve interpersonal and organizational
relationships, (2) intellectual property and economic issues when “information wants to be free,” (3) how people
determine what is relevant as they search for information, and (4) cultural foundations of the concept of privacy and
whether it can — or should — exist tomorrow.

EDUCATION

Juris Doctorate

J. Reuben Clark Law School, Brigham Young University, Provo, UT
Bachelor of Arts, Honors with Distinction, German

Brigham Young University, Provo, UT
American College, Bryn Mawr, PA

Chartered Life Underwriter and Chartered Financial Consultant

PROFESSIONAL ASSOCIATIONS

Oregon State Bar Association
National Association of Insurance and Financial Advisors

LICENSES

Oregon Bar (currently on “not practicing” status)
Series 6

LANGUAGES

German (intermediate speaking, advanced reading)

PUBLICATIONS

Books

The Moving Company: An Easy-to-Understand Explanation of Estate Planning, Hayden Bridge Publishing, 2™
edition 1992

Journals

Charitable Giving and Universal Life Insurance, Insurance Sales, December 1984

Life Insurance and Charitable Trusts, Journal of the American Society of Chartered Life Underwriters, July 1986

13 Ways to Use Life Insurance for Charitable Gifts, Fund Raising Management, August 1987

Charitable Giving After Tax Reform: 21 Areas of Change You Need to Know About, The Practical Accountant,
May 1988
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Publications (continued)

Sixteen Other Reasons to Buy Survivorship Insurance, Broker World, February 2003

Megatrends: Four Fundamental Trends That Will Change the Way We Do Business, NAIFA Advisor Today,
December 2003

The Control Factor, Broker World, August 2004

Long-Term Care Insurance Deductibility, NAIFA Advisor Today, November 2005

Planning in a Chaotic Tax Environment, Broker World, December 2005

Return of Premium Term in Split Dollar Arrangements, Broker World, July 2006

Gifting the Family Business, NAIFA Advisor Today, November 2006

Navigating Section 101(j) and Related Party Rules, National Underwriter, January 14, 2008

Seminars

What’s Hot and What’s Not: You Can’t Outrun Speeding Bullets or “What’s the Fad This Week?” How to Make
Money While the Merry-Go-Round Goes ‘Round Ever Faster.

The Moving Company: Estate Planning Explained So a 12-Year Old Can Understand

The Charitable Forest: Stained Glass Windows and Baby Ruth Candy Bars: How to Give and Grow Rich as a
Philanthropist on a Pauper’s Budget.

Recent Tax Developments: Twelve Months Sisyphus Would Have Loved or What Quantum Physics and Chaos
Theory Have to Do With What’s Going on at the IRS and in the Halls of Congress

The 3 Secrets of Effective Communication

Newtonian vs. Quantum Physics: How it Explains Why Some People are Better at Sales than Others

Other Publications (sample from last three years)

“Fair but Unequal” as a Guide to Business Succession

30-Second Course in Deferred Giving

A New Tax Trick for IRAs (Regulatory Update)

A Safety Net for a Single Mother with a Career (Customer Profile)

A Split Dollar Alternative

Adjusting to New Restrictions on Tax-Free Transfers of 403(b) Investments (Regulatory Update)

Annuities Can Increase College Financial Aid

Another Reason for Second-to-Die Insurance. 15 parts: A Balancing Act Worth Considering, A Tax by Any Other
Name, An Education Is a Terrible Thing to Lose, Avoid the Big Garage Sale, Create a Dynasty, Don’t Die Before
2010, I'm Spending My Kids’ Inheritance, Insuring the Uninsurable, Nothing Succeeds Like Succession, Second
Key Person, Share the Wealth, Special Needs Children, Taking Care of Two Families, The Boomerang Tax, Who
Gets the Retirement Account?

Business Continuation Planning (Prospecting Letter)

Business Continuation Tools (C Corporations, Partnerships & LLCs, Sole Proprietors)

Capital Gains Tax May Replace Estate Tax (Regulatory Update)

Charitable Gift Annuity (Customer Profile)

Charitable Remainder Annuity Trust (Financial Strategy)

Charitable Stretch IRA (Case Study and Bulletin)

Common Questions: Annuity Taxation, Charitable Giving, Estate Taxation, Executive Bonus, Retirement
Distribution Planning, Gift Taxation.

Critical Events in the Life of a Business

Deficit Reduction Act of 2005 (Regulatory Update)

Discriminatory Rights of Highly Compensated Employees to Buy Life Insurance

Economic Benefit Split Dollar Arrangement (Financial Strategy)

Estate Equalization and the Family Business (Financial Strategy, Case Study and Prospecting Letter)

Evaluate Existing Split Dollar Arrangements (Regulatory Update)

Family Gifting and Life Insurance

FAS 150 May Impact Stock Redemption Plans (Regulatory Update)

Federal Court Reverses Chawla Case on Insurable Interest and Trusts (Regulatory Update)

Final Split Dollar Regulations Released (Regulatory Update)

Funding a Special Needs Trust (Customer Profile)

Gifting the Family Business (Case Study and Financial Strategy)

Grandma’s Feather Bed

Grandma’s Legacy

Helping Children Begin Saving for the Future with a Roth IRA (Customer Profile)
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Other Publications (continued)

How Deferred Annuities are Valued for Required Minimum Distribution Calculations (Regulatory Update)

How to Show Financial Justification for Key Person Life Insurance

How to Use the Minimum Distribution Tables (Regulatory Update)

Identifying “Stealth” Split Dollar Disguised as Deferred Compensation

[lliquid Estates (Prospecting Letter)

Income for Life Eases Concerns About Money in Retirement (Customer Profile)

Annual Regulatory Updates: Inflation Adjusted Tables, IRS Blended Interest Rate, Covered Compensation Tables,
Limits Affecting Contributions to Pension Plans

Investor Owned Life Insurance (Compliance Bulletin)

IRS Delays Section 409A Compliance Deadline (Regulatory Update)

IRS Releases Form to Report Employer-Owned Life Insurance (Regulatory Update)

IRS Says All Qualified Plans Must Offer Nonspouse Beneficiary Rollovers (Regulatory Update)

Key Person Life Insurance (Customer Profile)

Life Insurance Other Than on the Life of a “Breadwinner”

Life Insurance Policies in a 412(I) Plan (Compliance Bulletin)

Loan Type Split Dollar as an Employee Benefit (Customer Profile)

LTC Deductions for S Corporation Owners (Regulatory Update)

Making Sure You Get Full Social Security Benefits When Retiring Early (Customer Profile)

Megatrends: Speed, Flexibility, Security and Privacy will change the way you do business. Are you ready for the
challenge?

Modification of Split Dollar Arrangement is Not a Modification of the Life Insurance Policy (Regulatory Update)

Navigating Section 101(j) (Regulatory Update)

No Sell Buy Sell (Financial Strategy and Customer Profile)

Not Everything in an Estate Has Equal Value

Obscure Law Change Makes Roth IRA Conversions Easier (Regulatory Update)

Paying for a Charitable Gift Annuity (Customer Profile)

Paying LTCI Premiums for Others — No Gift Tax Concerns!

Pension Protection Act May Tax Death Benefit of Employer-Owned Life Insurance (Regulatory Update)

Pension Protection Act of 2006 and IRAs (Regulatory Update)

Pension Protection Act Opens New Opportunities in 1035 Exchanges. And Some Dangers. (Regulatory Update)

Regulations & Guidance on Valuing Life Insurance Policies (Regulatory Update)

Return of Premium Life Insurance Split Dollar (Financial Strategy)

Rewarding the People Who Help Make Your Business a Success

Section 1035 Decision Tree (Decision Tool)

Section 409A Deferred Compensation Regulations (Regulatory Update)

Section 419(f)(6) and 419(e) Welfare Benefit Plans (Compliance Bulletin)

Single Premium Immediate Annuities Help Make a Charitable Gift Annuity Work Even Better

Single Premium Immediate Annuities Ease Concerns About Money in Retirement (Customer Profile)

Split Dollar Arrangements after 9/17/03 (Regulatory Update)

Split Dollar Arrangements before 9/18/03 (Regulatory Update)

State Taxes and Long Term Care Insurance Premium. The Rest of the Story

The Answer Depends on the Questions You Ask

The Bridge Builder

The Control Factor — The Real Reason Successful People Buy Life Insurance.

The Hundred Dollar Loan — The Importance of Understanding Customer Motivation.

Three Estate Planning Benefits of Roth IRAs

Tony’s Pizza (Case Study)

Transferring the Pension Liability for a Retiring Employee (Customer Profile)

Trusteed Cross-Purchase Buy-Sell Agreement (Financial Strategy)

Unilateral Buy Sell Arrangement (Financial Strategy)

Update on Sarbanes-Oxley Act of 2002’s Impact on Split-dollar (Regulatory Update)

Wait and See Buy-Sell Agreement (Financial Strategy)

What You Should Know About Key Person Life Insurance

What Your Clients Need to Know about Converting Traditional IRAs to Roth IRAs

When Section 1035 is a Good Choice — and When It May Not Be. (Compliance Bulletin)

When Split Dollar is Deferred Compensation — 12/31/2008 Deadline for Making Changes (Regulatory Update)



