


GETTING PERSONAL 
AND TELLING IT LIKE IT IS
Rosemary Caligiuri’s quest to educate customers
through formidable expertise, unflinching honesty,
and genuine understanding.

In Bucks County, Pennsylvania, listeners are tuning in to get advice 
from a financial planning dynamo.

“Should I retire?”

“Are my investments enough?”

“What do I have to do to make it work?”

Rosemary Caligiuri may not give customers the answers they want, but
she prides herself on giving them the information they need. And in 
the end, they’re all grateful . . . and better prepared financially.
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VITAL STATISTICS
Caligiuri’s company: Harvest Group Financial Services

Total customers: Approximately 1,000

Full-stewardship customers: About 30%

Annuity business: Consistently writes $10–$12 million per year 

Annuity AUM: More than $160 million

Other AUM: More than $26 million in equities, mutual funds, and fixed income securities



”

4. CARE
The background in nursing has served
Caligiuri well as she built up her practice.

“As a nurse, Rosemary had deep respect and
genuine concern for her patients’ physical
needs,” said Holiday Montuoro, Caligiuri’s
office administrator. “Now, she has respect and
concern for her customers’ financial needs.”

It’s this relationship with and genuine care
for the customer that enable Caligiuri to
succeed the way she does. Her concern
allows her to get into the lives of consumers
and fully understand the challenges they
face and develop ways to overcome them.

“For those who are already customers, she 
is family,” said Bea Tiberge, a planner at
Harvest Group. “She knows everything about
them and greets them with a warm hug.”

5. PLANT
Caligiuri loves having hundreds of 
products available so she can give her
customers exactly what they need.
And even with all these choices, she
frequently chooses Lincoln Benefit Life
products to serve her customers.

“I shop for the program that works best 
for my customer. Lincoln Benefit Life gives 
me what I need for a large portion of
issues,” Caligiuri said. “They just keep
coming up with good products.”

Caligiuri puts her integrity into action 
by building every plan out of the best
available and most suitable products.
The quality of her plans and the advice 
she gives are what her outstanding
reputation and success are built upon.

Brenda Fitzsimmons, executive sales
assistant, said that when Caligiuri creates
a plan, she does it with the customer’s
interest in mind. “Our customers trust 
Rosemary because she has proven time 
and time again that she genuinely cares
about the needs of her customers above
everything else,” Fitzsimmons said.

6. HARVEST
All of this honesty, integrity, and sound
financial planning with industry-leading
products has a payoff: Work that Caligiuri
loves and a balanced life.

“I have a great life,” she said. She and her
husband and best friend Keith love music
(Caligiuri sings in a classical choir), dancing,
traveling, and entertaining friends and
family at their newly built dream home.

Her energetic management style and work
ethic enable Caligiuri to get most work
done during the workday so she doesn’t
have to take work home. She draws clear
boundaries between home and work, which
makes it possible to enjoy such a fulfilling
life.

The service that LBL provides her helps
too. Caligiuri credits LBL’s service for
empowering herself and her staff to be 
more productive. “That gives me time to
have a great balanced life.”

IN A NUTSHELL . . .
Caligiuri believes that the best thing 
you can do for customers is be honest 
about their situation, give them a variety 
of options, and implement their plans 
with integrity. “If we do the right thing,
it will come back to us 10-fold. That is 
my biggest philosophy.”

“

GET IN-DEPTH AT APPOINTMENTS.

“I know a lot of people say you need to 
have seven or eight appointments a day—
45 minutes and they are out. I don’t do that.”

KEEP IT SIMPLE.

“I do storytelling and a lot of analogies 
to explain things. I will equate a sound
financial plan to a stew . . . where you 
need potatoes and carrots and stock and
beef and herbs to make it work.”

BE YOURSELF.

“I am a pretty transparent person.
What you see is what you get.”

EARN TRUST.
“Trust is earned and not bestowed. I have to
give customers something before they give
me their trust. I don’t charge a fee for my
services, so they get an enormous amount 
of information at our first appointment.”

GET AN ASSISTANT.
“Some agents try to save money and not get
an assistant. That is absolutely one of the
worst things they can do.”

GUARD YOUR REPUTATION.

“The only thing you have in life is your
integrity. Once you are not true to yourself,
it’s a downward spiral.”

CALIGIURI’S TIPS

I do life coaching 
and financial

planning combined.
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2. TEACH
Caligiuri’s goal was to become the source of 
as much financial information as she could so
her customers would not have to sift through
the enormous amount of conflicting
information that’s out there.

“Customers can be scared to death of financial
planning. Or if they are motivated, they’re 
only seeing small segments of information and
are not weaving it together.”

So she continually educates customers in 
her office, as a national speaker, through free
seminars in her area, and even on the airwaves
during her weekly call-in radio show.

“Educate first and then the customer is an
informed consumer. In my opinion, there’s 
no better way to do business.”

3. COACH
“I do life coaching and financial planning
combined,” said Caligiuri. “We talk about 
the numbers, but then we cross over into the
personal. I can coach them better if I know
those things.”

In order to get into it personally, Caligiuri 
has to build a relationship with each customer.
Fortunately, she has personality on her side.
Caligiuri is unequivocally likeable. She engages
anyone she’s around and makes people want to
open up to her.

And when the coaching begins, Caligiuri
knows that she owes it to the people she 
serves to be honest about the situations they
face. “Trust is earned by not sugarcoating
information. I will always give information 
to them straight. If their current plan or
investment is good, I’ll tell them that. But 
if it won’t get them to their goals, I’ll tell 
them that too.”

Her staff agrees. “She is not afraid to tell 
them like it is, good or bad,” said Tom Coulter,
an assistant at Harvest Group. “In the end, it 
is only to help better their financial futures,
which I believe they truly admire and respect.”

Raised on New York’s Long Island,
Caligiuri was one of four girls born to her
Italian-American parents. After graduating
with honors and a BS in nursing from 
Adelphi College, Caligiuri spent 10 years 
in the medical field until her independent
streak kicked in and sent her on an
entrepreneurial adventure to care for people 
in a different way . . . financially.

Now she runs Harvest Group Financial
Services, a booming practice in affluent 
Bucks County, Pennsylvania. In her quest to
provide financial plans that honestly address
people’s goals, lifestyles, and expectations,
here are the components to the business
philosophy that has served Caligiuri so well:

1. LEARN
Since no one can give expert advice without
first becoming an expert, Caligiuri has become
one of the foremost experts in the field.
“Education and knowledge are always the right
thing for the client,” Caligiuri said.

Caligiuri’s journey into financial planning
began when she attended a financial seminar 
as a nurse. She’s since received her series 
6, 7, and 63 and earned scads of continuing
education credits. Most recently, she’s become 
a Chartered Advisor for Senior Living (CASL)
through the rigorous program at the American
College of Financial Planning in Pennsylvania.

THE POLICY OF TRUTH
A BEYOND-THE-NUMBERS PHILOSOPHY 
OF A FINANCIAL PLANNING SUPERSTAR.
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