SMALL BUSINESS

In search of a few good_enepreneurs

Wayne financial
planner builds
nehmrk of advice

By CAROL FLETCHER
STAFF WRITER

Mark Chamet, founder of Wayne-

based Diversified Financial Services
Group a.ndéh Era.nddﬁse version, mnmmican
Prosperity Group, doesn't give up easily.

ﬁﬂé’w insurance sales and rch'{e

ment planning veteran sued mamufactur- |

ing glant DuPont over contaminated
groundwater at his former lome in Pomp-
ton Lakes and then appealed the decision
twice before losing.

He abso pulled hmwo]im‘rdhts wife, Ter
v Lamsson Chamet, out of bunlcruplt}'
brought on by a 70 percent cut to his
salary from & former employer that left
them on the streel with a newbom baby.

But when he discovered that sales rep-
resentatives he had trained at Diversified
Finnneial were leaving Lo open competing
businesses using his sales technigques,
Chamet tumed to the franchise concept to
prodect his methods.

“1 came 1o the proverbial fork in the
road,” said Chamet. "My decision was to
nod train anoiher person — or find a wa
1 can realize my passion by training an
teaching Jothers] in this industry in a way
thad they can't hurt me.”

His impetus for launching Diversified
Financial was his first nce selling
life insurance. Chamet found his man-
afwc ers Irained him to sell o family and

friends who wanted him fo succeed.
But once they bought the policies, the
training ended, and he found the issue was
an industrywide oversight.

“They never teach people to build a
clientele, how to prospect, how to mar-
ket,” sabd Chamed, “and as a result the in-
dustry has a foriune of people that don't
make it."

He tal.ﬂt himself, instead, by reading
books and listening 1o books on tape
about sales principles and sirategies and
retirement and investment planning. He
becamse a student of the late motivational
athor Mapobeon Hill

But after 10 years in the industry seeing
undrained entry-level salespeople quickly
defeated, Chamet decided to start Diver-
sified Financial in 1991 to sell insurance
and individual refirement accounts, mutu-

al fumds and annuities, and teach others
hovw T;g sel!b]mum. o

‘ i perception of ife insurance o
sales is |]13|:1|II mrgmd," said Charnet, "It's
Tum for cover! Hold your walbet!” and it
shouldn’t be that way.”

However, former trainees whom he
had hired began to leave and use his prin-
ciples to compete with him, forming the

impetus to franchise Financial
as American ity Group in 2003,
Charmet believed the franchise moded,

in which franchisees sometimes have to

American Prosperity Group,
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But the venture cost time and money
because a franchise advising retirement
and estate planning s unigue, said Char-

nel. He spent about $1 million in legal fees  ward

to et up the business model and compa-
ny with a franchise disclosure document
Ihnt rofected him againgt competition

is frainees. I8 also ook time to get
Iuctnm in varbows states to operate and
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Mark Charnet, CEQ and founder of American Prosperity Group, and his wife, Terry, train retirement and es-
tate planners in the ernate talian Renalssance-inspired conference center of their Wayne home.

advertise a3 a franchise, and 1o sell life in-
strance and refirement nvestments.
“That’s why no one has done this be-
fore," he said. He estimated a $5 million
loss in revenue while starting the new
company. “Somefimes you have to take a
glant step back to take a huge leap for-

After three , Chamet was licensed
in 40 states, which matched his de-
mographics of a dense, somewlhat affluent

tion and specifically clients 65 1o 70
years odd, He has gained three more states

Web site: 1apg.com/section.cim
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since then. American rity Group
Cloter,Englevood and hes ot New
r, three other New
Jersey towns, with three more in the
works,
Chamet advertised for franchisces

§ (hrough friends and Family, with advertise-

meris in [Inucﬂrr.'nmrand Inc. magazines
fary magnzines aimed ot
peophe in the armed forces and The Wall
Street Joumeal. He initially exhibited of the
International Franchise Association's an-
nivial trade show and now lisls American
Prosperity Group on the IFA Web sile,
He also gives a percentage of the Iran-
chise fee and sometimes a monthly fee 1o
businesses that act as matchmakers be-
tween potential [ranchisees and fran-
chisors, such as The Entreprencur's

¥ Source and FranMet, said Chamel.

T.Imse matchmakers have become the
source of candidates interested in
hupn a franchise, he said, and recently
?mti the peo) e who attended the in-
tmduu:lnq'
nies became [ranchisees.
Starting up an American Prosperi
Ernnl;l'ﬁ;gcugls about $85,000 bumﬁ
range to $120,000, said Chamel. The
amount includes the $30,000 franchise
fee, affice fumishings, security deposits for
iIIIlII:IH-IJ.TIdmm trave] and licensing fees,

1 these compa-

Hu.sgenem.'lhl reqquires that candicdates
have il 100,000 in wiﬂisu:mh&n:
caquity loans or exdsting , Can-
didates are usually men in ﬂ{ﬁ.‘\}w 40, disen-
chanted with the corporate world who
wail their own business.

“The subject ufmunE has to be of in-
ferest to them, bee l's what we do
all day,” said Chamed, and they shoubd
have an abil; 11:| work with numbers.
They also sh public speakers,
coachable and bc able to work with his
target clients who are senior citizens.
Charnel insists that his franchise candi-
dates have no experience seling or

irvestiment phnnuép,

“ldm'lnc:lzidiud I 1dﬂ1?mfmd
reprogram,” he said “1'd just rather pro-
gram and educate once.”

Chamet said his goal is to open 1,000
franchises nationally in 12 years and

hopes his success in training people will
sed a precedent in the insurance indusiry.

¢ rest of the industry = the insur-
ance industry — is going to emulate this
when we become big and noticeabde,” e
said,

E-rnal; RatcherGnosthjersay.com
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