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Voiceover (00:00)
Welcome to The Breakthrough Advisor Podcast. In this podcast, we inspire advisors with ideas and pathways to break through barriers and build a thriving retirement income business. We will interview innovative technology developers, business leaders, and successful advisors, then help you organize and execute these ideas to move your business forward.

Jack Martin (00:34)
Hey folks, this is Jack Martin. I'm the virtual CMO for InsureMark. I want to welcome you to the Breakthrough Advisor podcast today. This is where leading advisors in our space are coming each episode to learn how they can level up their business. And so today, what I thought we'd like to talk about is leadership. And so as I was telling Ron in the warmup, there's only a handful of guys I can think of in the space who really have firsthand great experience, maybe have their thumb in a couple of different pies.

and understand the leadership concept. so Ron was kind enough to carve time out of his busy schedule. This is Ron Schertz. Ron, why don't you tell the two or three people who are gonna hear this who don't know who you are, what your story is.

Ron Shurts (01:14)
Yeah, I think one of them does, but the other two don't. So Ron Schertz, co -founder, CEO of Annexus, and Jack and I have known each other for a long time and knows that I have a lot of different businesses in this space. And, you know, to give a little bit of backdrop, the last time I got a W -2, I was 16 years old putting up Chainlink Fence. So since then, it's been eat what you kill. And so without that,

Jack Martin (01:19)
Yeah.

Ron Shurts (01:41)
without leadership and direction and vision and grinding, we're not sitting in a seat. So we've had lot of success in the FIA space and the IUL space. My primary firm is a Nexus and we're a product development company, so we actually invent the widget. We invent the FIA and the IUL and we put it on the insurance company's paper, which I'm sure we'll talk about along the way here, but that's just kind of a little bit of a setup.

Jack Martin (02:06)
Yeah, that's a great backdrop. you've got a pretty diverse portfolio in the space. So Annexus is the brand that most people recognize. But as you move into different facets of financial services and you're looking at your enterprises, what are you looking for from your team in terms of leadership? Well, let me back up. What's leadership mean to you? What's that mean?

Ron Shurts (02:32)
Well, think, I think, you know, it's really, this is very, this is very, one on one for me. I mean, this is, you know, back when I'm playing football in high school and junior high and being the first guy on the field last one to leave. mean, honestly, it's, it's that fundamental to me. Right. And we'll talk about grinding it here and I'll tell you some stories along the way here. But, you know, for me, it's that's, that's the leadership. mean, you know, you lead by example and people follow you for doing that.

And at this point in time of my career, 35 years later, I mean, that hasn't changed. And I think that's what leadership is. And the other thing is that I think treating people with respect and treating people with this mutual feeling and a partnership feeling, no matter what level they're at for us on any employee, has been really successful for me. And it doesn't always work out. people pass, and we move people out.

but i think that's part of leadership thing is is is set an expectation and leading by example so that's a go the way back to the day you know back in the day when i was a kid to be honest with you

Jack Martin (03:39)
Yeah, no, that's a great starting point. And so as you're building your teams or you're acquiring your teams and so on, are the attributes you're looking for? Besides treating people with respect and leading by example, what are you expecting your leaders to be doing in order to drive successful businesses?

Ron Shurts (03:59)
Well, mean, obviously it all depends on their role, right? And exactly what they do. again, it seems it's a simple play for me. I set expectations for people and, you know, just little dumb things like, you know, if you're supposed to be here at seven, you know, don't come in at seven, one, you know, the seven, one change the success of the day or the week of the year. The answer is no, but it's disrespectful.

You know, we expect people to do that. And I just think that people start to, you know, fall on the line a little bit about that kind of a culture. And as you know, Jack, I mean, you know, we hire corporate people all the time. Right. I mean, that's, that's, that's our breeding ground. We bring people from corporations. I bring people from, you know, places. I just hired a, a galdron distribution for my FinTech company. And she was 23 years at another company and it's corporate, right. This is the way we have always done it.

And she's brilliant, she'll be great. But it's what coaching those people love about getting into an entrepreneurial culture. I kind of refer to as an entrepreneur, right? You get to be an entrepreneur inside of the walls of a company that we're not having meetings to have meetings. Let's have a meeting and talk about when next meeting is going to be. And so we expect people to lead that way. And as they start to build out their teams and a lot of the companies that I have outside of the Nexus.

some of them startups for sure and that are really successful. And in a lot of cases, they're a little bit of a shark tank play for me. So we're gonna go in there and take equity in companies that have had good leadership and then we just need to upgrade the culture. it's a big word. It's a big word, it's hard to do. But I think that it's all part of our culture, getting people to think that way.

Jack Martin (05:48)
No, that's great. You've got your finger on the pulse a little bit of what's going on in some of the sports world, right? And so when you talk to, whether it's college kids or pro guys, things don't always go perfectly. And so I'm sure there's times when the coach or you are saying, hey, come on, show a little leadership. So what's that?

What do you think you and the coach are saying whenever you're talking to your players about that?

Ron Shurts (06:23)
You know, and getting to keep going back to this. It's, it's, it's kind of fundamental, right? And yeah. So I, so I know a little something about the, the sports world. I don't know a ton. I'm not, I'm not deep into it, but as you know, I've got the arena football team here in Arizona and we just won that championship for number five here a couple of weeks ago. And then I took a little equity position in a, a, a football team, Jack, not a soccer team, a soccer football team in Venice called Venencia. And it just came public a couple of weeks ago that.

Drake actually bought equity in the team too. So that just hit the wires here in the last couple of weeks. So I know a little something about that. And I know a little something about the private equity that's playing in the college space. As you guys know that, actually been on the inside of that for probably a year and a half. But back to the fundamentals, it's kind of fun being in those locker rooms and seeing the things that actually represent exactly what we do.

in our businesses, right? And obviously that's a lot of rah rah, but you know, it's still, it's still the first one on, on the field, last one to leave. lot of similarities. There's also a lot of similarities in teams that don't win. There's also a lot of similarities in teams that, you know, companies that don't win. There's a lot of similarities on cultures in the sports world that don't win. And, I seen them, I've been around them. and it's still back to, you know,

people with leadership and people winning and the parallels are damn near exactly. I mean, you look at some of the, not to pick on anybody, but if look at some of the NFL teams as an example, again, relatively familiar with the majority of them, the ones that don't ever win, there's a reason why they never win. And there's a reason why the other people win, right? As you know, Bruce Aronson is a good friend of mine. And when BA was here in Arizona and he ended up leaving,

and took the Tampa job. Tampa had one for a long time. And when he was in Arizona, he took a pretty bad culture and turned into a 13 -3 team and got to the conference finals before the Super Bowl. There's a reason why when he went to Tampa in his second year, he gets a ring. And so that's just people being leaders.

But lot of parallels, lot of similarities.

Jack Martin (08:52)
It's interesting. So we had Kevin Elko, who works with the Eagles and worked with Nick Saban down in Alabama on a few episodes ago. And one of the things he shared was this tattoo that Jaylen Hertz has, which speaks to a little bit leadership. If I get it right, I think it says,

The storm suits me. I'm not built for the calm. So that's an Andrew Jackson quote, right? And you start to think about that. you know, there's adversity, right? There's adversity in our business today. You know, maybe less adversity, you know, with the stay on DOL, et cetera. But there's a lot happening, you know, in our space. And so, you know, good leaders have got to be able to walk towards the gunfire, right?	Comment by Kristin DiCintio: Clip 5

So how do you spot that characteristic? How does someone become that kind of personality, or is that even possible, that wants to walk into the storm and deal with the adversity? What do you think?

Ron Shurts (09:58)
Yeah, well, I don't ask to look at anybody's tattoos. I personally don't have one. I think what he's thinking. I just didn't have an ink on myself. I can tell you that my executive team here at the Nexus is, I mean, they're rock stars, right? And they've been around for a while. I've also had people here that just, know, that in my other companies just aren't capable of it.

Jack Martin (10:03)
Yeah.

Ron Shurts (10:26)
right, to walk towards gunfire. But it's definitely something I preach. It's definitely something I teach. It's definitely something we said, you know, adversity brings opportunity. I know that sounds easy, but it's like, hey, you know, one of the hottest projects in the country that we created at Nexus, we created during the pandemic. It's out on North American right now and we created it during the pandemic. I mean, like, okay.

We can sit around here and feel sorry for ourselves and act like we're going to be sick and stay home, or we can get something done and full full product development, slot out and, and, and did a deal with North American and never even met them. You know, and that's one of those small times. And even some of the things we've done culturally, culturally that we actually did during that pandemic time. And that was one of those things that, Hey, and to be real honest with you, you know, a lot of us were looking at, you know, looking around the room.

you know, just in general in our business, are we even going to be in business, you know, a year or two from now, right? And fortunately for me, I wasn't under as much pressure because I can lock the door and go. But I also know that a lot of the people that work for us couldn't and their families couldn't. And because of that, you know, we took it head on and, you know, and we did chase it. And I think our business is, has doubled since the pandemic because of the time we took during the pandemic, during the adversity and stepped up and

to your point, you we chased it down. We just chased it down. So we're going to go get it done and continue to grind it out. not everybody can do that, you know. People can talk about it, but not everyone can pull it off.

Jack Martin (12:07)
That's true. You know, there's a lot of talk to talk, but you know when when you know I remember during the Great Recession, you know, and the credit crunch and you know our carrier is going to have product and you know what's that world going to look like? You know that that was a great opportunity as well. You know, coming out of the pandemic with the product you've designed and that sort of thing. So you know you're you're you know it's.

A lot of people say, you know, adversity breeds opportunity, but it's real and it takes, you know, you got to have a little bit of steel, you know, to really pursue that. Right. So.

Ron Shurts (12:48)
Well, it's it's not the time to hide, right? mean, real leaders, I mean, it's not time to hide. It's the time to step up. It's the time to be in here earlier. It's time to stay later. It's the time to be around and be accessible and figure out different ways to communicate. And, you know, we were, we actually did a better job during the pandemic to actually start communicating as a team and having much more consistent communication amongst one team to the next, because we weren't seeing each other. Right. So instead of passing you in the hallway, it had to be a little bit more organized and, and, and we continue to.

to build that culture. But yeah, I mean, back in the capital crunch, you remember, we were doing business with Aviva at the time and Aviva had terminated 45 IMOs and 40 ,000 advisors. And I was able to get in there from a partnership perspective and they created enough capital for Nexus to continue to build product and grow. That was one of those situations where it was pretty bleak, you know, when companies are starting to...

stop taking 1035 exchanges, cash only, run a capital, everybody's trying to grow and we're trying to stay in business. And that's another one of those opportunities that we took head on. And we came out of that shortly thereafter, a theme came in and bought a Viva and we were on a, you know, kind of a hockey stick play. then nationwide out of nowhere calls and say, can we be in this, do we want to be in the space with you?

That's turned into a $6 billion relationship this year. so, and that's all part of those times that when things get a little bit tough and things get a little bit rough and you get banged around, that's the time you have an opportunity to excel. And, you know, at that time, you know, if we lay down, right, if we lay down during the pandemic and don't do some things that can help us get out of it, our business has doubled, you know, basically in three years.

Jack Martin (14:35)
Yeah. Yeah. Yeah. And you know, that's what that's what you're saying. You know, Bruce was doing with the culture in Arizona. I mean, he was walking into that it wasn't a surprise that the locker room was probably a little bit of a hot mess. Right. And so that that wasn't a very well kept secret. Yeah, so

Ron Shurts (14:49)
Understatement Probably the understatement, right? He goes and gets the rickety. He gets he go gets your rickety guy Carson Palmer who who having no success? I'll come something down here. He comes down here under BAs to the Legion all of sudden, funny funny story about Larry Fitzgerald did he's playing wide receiver and BAs says we're not gonna have you play wide receiver anymore. I'm gonna move you into the slot Nobody knows this right?

Jack Martin (15:05)
Boom, all pro again.

Ron Shurts (15:18)
moves him into the slot and Fitz, he'll tell you to this day, he said, BA changed my life. We all remember Fitz being the greatest receiver, one of the greatest receivers ever, but he comes into the slot, probably catches another four or 500 balls or 300 balls, whatever the heck it is, in that slot position. So that's the adversity and that's the leadership and that's the, you step in there and you start making some decisions and growing and good things happen.

Jack Martin (15:46)
And so in that case, you know, and I think to the extent, you know, with what you said about Great Recession and a pandemic, you got to think outside the box a little bit. And I know that that's a little bit of a trite thing. OK. But you you got to be able to see the field. mean, firefighters talk about this tunnel vision thing they get, you know, when they're under stress. And I think one of the attributes of leaders is they've got the ability to say, hey, you know, I'm not going to do that. I'm going to open up the peripheral vision.

so I can see the field, right? What do you think?

Ron Shurts (16:18)
Yeah, I actually, and I don't want to use this as a parallel that I'm Tom Brady, but I can tell you that I can tell you in this space, in this business, I absolutely see the field. you know, I make a, I use an analogy that some people know how the watch is built and some people know what time it is, and very few people know both.

And I've been fortunate to be able to understand how the widgets built and also understand what time it is. In other words, I can see the field and if I need to get down in the nitty gritty. some of that's natural after all these years, but at same time, it's not natural because it's all about the extra time and effort and surround your people with really smart people and yourself with smart people. And that's what we've been able to do. And yeah, just see the field, if you will.

Jack Martin (17:14)
Yeah, I think it's really allowing your natural curiosity to come back up. mean, so a little bit of that is stifled from a corporate perspective. They don't want you chasing down rabbit trails, stay focused on the deal, be on task, yada, yada. But it's hard to have that vision if you aren't curious. How does that work? And how can I use that?

And so to a certain extent, that's what we've been able to do in our firm. There are things we've been able to take from other industries, processes, technologies, data, those kinds of things, and bring them into the financial services and see pretty interesting results, in a positive way, just by being curious. How does that work? Maybe that can work over here. And so I think that's an attribute you look for in a leader.	Comment by Kristin DiCintio: Clip 3

Ron Shurts (18:10)
No, no, no, no, no, no question. I can tell you that in corporate America, and I've never had a job before, so I'm just kind of making this up. But in corporate America, you don't have to be as curious because you're going to get paid. I mean, you may eventually lose your job. I got that part. But you get paid next week. You get paid next month, right? You've got your 401k. You've got these other things. I've never gotten paid before. I don't have a job. So I'm like,

Jack Martin (18:10)
They gotta be curious.

Right.

Ron Shurts (18:38)
Either you get curious and figure some stuff out, dude, or you ain't paying the rent next week, right? And this goes way back in a day. And that's what happens with the new startup companies that I've done and new partnerships that I've created where I've taken equity. I'm just like, you know, we got to figure something out. I mean, this thing is not going to work. And I think in corporate, I do think you get stifled. And one of the things that I talk about consistently is I've never set a goal. I literally have never set a goal. Like, we're going to grow 10 percent. We're going to grow X. I'm like,

Stop, you know, if you're if you're if you're grinding it every day doing your thing you come prepared that You know if you hit your supposed goal in August in corporate America, you're like, huh? I accomplished something and accomplish anything. It just a bad goal You you you did what everybody else does back to your curiosity part, right? You're like, hey, what if we did this?

What if we just went out and just had one hell of a morning and we had one hell of a day and one hell of a week and a big month and a big quarter and pretty soon you wake up the end of the year going like, holy cow, you we doubled, right? I guarantee I wasn't thinking about doubling between now and since the pandemic was over and doubling our business, right? But I think the curiosity from my perspective is I don't know if you want to call it curiosity, Jack, or scared to damn death. know, we're like, I don't know. I know, right?

Jack Martin (20:02)
That's the motivator.

Ron Shurts (20:06)
Scared to death. We got to figure something out and I guess you make you pretty damn curious You're not gonna get paid, you know, or your payroll checks are gonna bounce back in a day You're like I become too pretty damn curious So I think that's part of it. That's all part of it is like, you know, you figure something out, right? And that's the other beauty about me being you know, so experienced this point in time to being surrounded really smart people is Again if curious is the really appropriate term

Jack Martin (20:17)
Yeah

Ron Shurts (20:34)
a lot of curious people in here and we got them on a corporate, get them to think a little bit different and say, it's not okay to grow 10%. It might be okay to be flat. It might be okay to be down 10%. I don't know if you're doing all the little things right, but it's not okay for me to have a cap, you will, at the 10 % number and you actually think you'll accomplish something. In corporate, I don't know, you know the terminology. They have like a, what do they call when they set the...

the their goal they call it plan. I got my plan is to be up 8%. Right? Well, they get down to the end of the year. And they've the plan by September. They're like, holy shit, if I sell any more, they're gonna make my plan bigger next year. Okay, how can counterintuitive is that? if we make if we make more money, then I'm gonna have to be more next year. Right? I'm like, how about if we just go out and grind it, you know, and

Jack Martin (21:20)
Hahaha

Totally, totally.

Ron Shurts (21:32)
I guess to use your term, be curious and try and figure out different ways to do things.

Jack Martin (21:37)
Well, I think another way of looking at what you're saying is, you got to think about winning. Okay. I mean, you're going to win the day in a sense, right? What can I do today, you know, to win this day? You know, what is at least one thing I can do? You know, and it's interesting when you talk to advisors who are really at the top of the heap, okay, they don't look at a year with a goal.	Comment by Kristin DiCintio: Clip 6

they're looking at really short periods of time. And they've said, for me, four quarters equals 90 days. I've got to win the game in 90 days and then I'm going to reset and roll forward. And I always thought that was really a powerful way to start to get over this plan thing you were just describing. You know what I mean?

Ron Shurts (22:30)
Well, and I think, you everybody works on this damn calendar year. Where's the calendar year come from? How does that matter? Right? you didn't hit your goal, you know, between the, you know, between the first and the 31st, you know, at the end of the year. But yet 30 days later, you doubled your business because there's all the work that you did the previous 12 months. Right. I mean, so it's like, where, where, to your point is, is how do, how do we look at this, you know, the success and the night.

Jack Martin (22:34)
Yeah

Yeah. Yeah.

Ron Shurts (22:58)
To your point about the top advisors, I they're wired that much different. I they're all kind of the same, right? They all looked at the way they did. Granted, they different expertise and different levels of intellect and capabilities. But I mean, from a pure grind perspective, it's pretty damn consistent about people, what they think.

Jack Martin (23:18)
Yeah, yeah, I agree with OK, so you've used the G word three or four times and so let's let the audience in on the secret. So talk about Ron shirts and and what embracing the grind respect the grind. You know, I think you've even trademarked a version of this, so let us in on the play here.

Ron Shurts (23:36)
I have, we, you know, I actually trademarked a little term called control the grind. We call it GTC and actually coach a rural Nebraska head coach. Now was it, was it the Panthers and it was at Baylor and Temple before that. And he's the one that actually said GTC to me. Cause I was saying control the grind. I went and spoke to the players control the grind. And he started texting me GTC and he started showing, and this is not a representation by the way on how.

bad they were last year that because they were using GTC. Now, it might be a representation of how good they're going to be this year though. So let's leave that bookmark for now. We'll talk about this in December. But the concept is when I do speaking engagements, I don't do it for a living, but I do it. I did 3 ,000 people in Vegas here a few months ago. And one of the things I talked about was, what can you control?

Jack Martin (24:09)
Yeah.

Ron Shurts (24:31)
Really, what can you control in your life? And I said, no hands. I get, you can control your attitude and all that stuff. I get all that part. And I said, you can't control where you come from. You can't control who your parents were. You can't control the environment. That might be good or bad, right? You came from someplace different. I said, what you can control though is you can control the grind. You can control how hard you work. And if I'm sitting next to somebody and I'm not working you, I'm probably gonna win. And you're smarter.

You run a four, three, I run a four, seven. I got it. That's fine. but at some point in time, you know, I'm going to win that battle. So I talk about, about control of grinding back to two minutes ago, we talked about having great mornings and great days and great weeks, you know, and if you control the grind at some point in time, and I tell the story about, you know, pumping the pump, right at the farm. And, you know, I said, I just did this a couple months ago at a group and I said,	Comment by Kristin DiCintio: Clip 4

you many pumps does it take to get the water out? Like, I don't know, we're getting guesses. I think it's 10. What if it's 60? I don't know. Maybe it's three. And maybe today it's three and tomorrow it's 100. I don't know, but I know this. If you ever stop pumping the pump, I can assure you the water's not gonna come out. And so that's one of those things that if you can control the grind, if you can GTC it, according to Coach Ruhl, you know, good things are gonna happen.

I actually spoke to the team here a couple of weeks ago and I had said kind of the same concept. said, you know, we don't play football games. We don't play games. We play a play at the time play at a time. If you can play a play at time, you know, you're probably going to be okay, you know, and you're not going to be too, it's not going to be the moment's not going to too big either. Right. So back to control the grind. that's, that's what I talk about is just, I wish there was an easier answer and

And whether that's in the classroom for the kids, which I talked about, Or wherever you're at in your career, in your life, in your business, and whether you own your own companies or not, it's still kind of back to the same fundamentals. So GTC.	Comment by Kristin DiCintio: Clip 2

Jack Martin (26:41)
Yeah, that's awesome. I don't want to throw rocks at the corporate world, but it's pretty easy to outwork those guys. They don't embrace the grind.

Ron Shurts (26:54)
You know, guess I'm gonna go back and start using your word curious. I mean, you can't be, you're not curious because you get paid. You get paid. You get paid to be mediocre, right? You know, and I, you know, bless my, I bless my insurance company partners and you know, all the people we work with there. They just get paid, right? I'm like, I don't, I don't get paid if I don't win, right? And so.

Jack Martin (26:58)
You

Yeah.

100%. 100%. Yeah.

Ron Shurts (27:21)
Yeah, it's always a slower pace in the corporate world and that's why the guys that are really gamers accelerate to the top levels and that's why the guys that are gamers typically get out of that deal and go find someplace else where they can go play in Ron Schertz's world and you know, go make something happen and be curious, right?

Jack Martin (27:37)
100%. 100%. So we're way over time, I'm sorry. And it's been a great conversation. And for those of you who've been listening, I hope you've been taking notes because I think we've come up with seven attributes of what a leader looks like just in this casual conversation. So if you're a leader, those are things for you to look at internally. If you're looking for leaders, those are things for you to look for. Certainly, it's a way for you to think about how you attack the day, attack the business.

Anything you want to say, any parting nuggets of wisdom you want to leave the audience with?

Ron Shurts (28:12)
No, I think, you know, I don't know if you made this comment when we first started, maybe before we got on air here, you know, by having notes. I know nothing. I know nothing except for what I know. Right. And so, you know, everything we talked about here is, you know, from the hip, from the heart, from the head, from the gut, you know, all the above. And it's just things that we've been able to do. And, you know, we're pretty damn fortunate.

I've been pretty unfortunate to be around really great people and have people buy into my vision. We're not trying to come up with a cure for cancer. We're just trying to do good things for people and consumers and advisors and keep grinding it. So see you TG.

Jack Martin (29:02)
Yeah, there you go. Awesome. Hey, folks. Thanks for joining us on the Breakthrough Advisor podcast today. This has been Ron Schertz. Thank you, Ron. Awesome job. It's a joy to talk to you every time. So appreciate your job and thanks.

Ron Shurts (29:13)
Thanks Jack. Good to see you again.

Voiceover (29:28)
Thank you for listening to The Breakthrough Advisor Podcast. Click the subscribe button below to be notified when new episodes become available. The information covered and posted represents the views and opinions of the guest and does not necessarily represent the views or opinions of InsurMark The content has been made available for informational and educational purposes only.


