
an important consideration in man-

aging your career asset.  By not bal-

ancing your work and life objectives

you run the risk of suffering job

burnout -- reduced productivity,

stress related health issues and a

lessening number of work years

before retirement.  

When we meet with clients about

retirement, we’re finding they regard

retirement as an escape from a dys-

functional work environment that no

longer fits their work/lif e objectives.

They're unhappy and believe the

only solution is the all or nothing

work or retire/q uit scenario. 

By viewing career as a financial

asset, we can consider a range of

alternatives on the continuum

between not working at all and full-

time work until retirement. 

If you could start your career over in

a completely different field, would

you?  More than 51 percent said

they would in a recent survey by

Korn/Ferry International.  So what

keeps that majority from making a

change? We believe the answer is

fear.  In fact, career counselors

report that employees’ fear associat-

ed with financial factors is the most

significant roadblock to making

changes that could improve their

work/lif e fit and career situations.

Increasingly, Financial Service

Group has been advising

clients about the need to

consider their careers

among their most valu-

able assets, along with

their homes, retire-

ment accounts, and

other traditional

assets. Looking

at your career

as an asset

means man-

aging your

career as

an

asset. 
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YYour  Career  Could Be our  Career  Could Be YYour  our  
Most  VMost  V aluable F inancia l  a luable F inancia l  AssetAsset

It needs to be viewed with the objec-

tive of increasing value, and if it's

not providing value, we adjust the

portfolio-maybe even dump the non-

performer (a bad job).

If you consider your "career asset"

as the sum total of your time plus

talent plus potential, it should be

managed to maximize its long-

term return just as you would

manage other assets.  Your

career asset return, is

made up of not only the

current salary you are

paid, but the satis-

faction you receive

by doing what

really energizes

you.  That is

much hard-

er to

quantify

but no

less

of

By Michael Haubrich

(Continued on Page 2)
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By taking steps to ensure an appropriate work and life

balance, you're helping to manage the career asset in

a way that will maximize your investment in your time,

your talent, and your potential.  Managing the balance

will also help ensure that you remain in the work force

longer than if this delicate balance is not maintained.

Client Needs Lead to Development of New Service

That's why Financial Service Group developed Career

Asset ManagementTM.  It’s a new service designed for

us and other financial planners to use in

partnership with career counselors to

manage the financial aspects of a

career.  We focus on optimizing

the career asset - extending its

value -- and extending its life. 

Consider a client with peak

wages of $75,000 who

abruptly retires at age 60.

What if, instead, we extend

the career asset for an addi-

tional eight years?  The first

three years he works at 75 per-

cent of his current schedule and

income, the next three years at 60 per-

cent, and the last two at 40 percent.  Assuming an

average income and employment tax rate of 40 per-

cent and a six percent discount rate, the value in

today's dollar of that increased income is $174,150.

Now, that's a good return on investment.

We're oversimplifying here by only considering income.

Other quantifiable measures of a career asset include

employee benefits, increased pension, and Social

Security benefit accruals. Plus, there are qualitative

(non-financial) factors, such as job satisfaction and

social interaction that are taken into consideration in

determining the true value of the career asset. 

Career optimization is the process of increasing career

asset value. Comparing a career to a rental property

helps explain this. 

YYour  Career  is  One of  our  Career  is  One of  YYour  our  
Most  VMost  V aluable F inancia l  a luable F inancia l  AssetAsset s  s  (Continued)

If deferred maintenance (career skill set) along with a

destructive tenant (employer or negative work/lif e fit)

are allowed to continue, over time the property's

(career) value will decline, the ability to increase rents

(maximize skills) will be reduced and the useful life

diminished. The value of this mismanaged asset

(career) is minimized. But, by evicting the destructive

tenant (adjusting the negative work/lif e fit factors) and

rehabbing the property (learning/applying new skills or

changing jobs), we can increase future cash flow

potential along with the useful life.

Bob Veres, publisher of Inside

Information, a financial planner

trade publication, calls Financial

Service Group's Career Asset

Management service ground-

breaking.

"It seems to me that this is

one of those client service

breakthroughs that dramatically

enhances the value of the finan-

cial planning engagement and, at the

same time, addresses one of those

social issues that the world is groping for a

solution to," Veres wrote recently in his publication.

By studying this issue for the past two years in collabo-

ration with our clients, we have learned that by refram-

ing career as a financial asset and working together

with career counselors, we can objectively advise and

facilitate discussion and change for our clients. By

reviewing the data with clients, we can help you get

past financial fears.  This will deliver measurable

results through increasing potential income, optimizing

work/lif e fit and extending the life cycle of your career

asset. 
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people only know they don't want the fit they currently

have. You must start by asking, "How do I want work to

fit into my life?"

7. Redefine success to match your fit. Make sure that

your personal definition of success is working for you

and not against you.

8. It hurts your career more not to adjust your fit.

Burning out, becoming unproductive, ignoring a per-

sonal problem, getting sick or leaving never helps your

career

9. Fight your manager's "floodgates fear" right away.

Assume you will hear, "If I give it to you, everyone will

want it," and prepare your response in advance. 

While the floodgates fear never comes true, it can

unnecessarily keep your manager from saying, "yes,"

unless you address it.

10. Make it work for you and your employer.

Compare what you want with your work and personal

realities to make sure they are compatible. Make

adjustments where necessary. The result is a "fit"

most likely to succeed personally and professionally!

For the most up to date

commentary on work

life issues, check out

Cali's Work+Life Fit

blog on Tuesdays. It's

a great resource for

both individuals and

organizations. The

blog, believed to be

the first dedicated

solely to work life

issues, is at

www.worklifefit.com.    

Top 10 Work+Life “Fit” T ips for Individuals 
In developing the Career Asset Management Model,

we consulted with work/lif e industry expert Cali

Williams Yost, author of critically acclaimed book,

Work+Life: Finding the Fit That's Right for You

(Riverhead/Penguin Group, 2005).  What follows is

Cali's Top-Ten Work+Life "Fit" Tips for Individuals.  She

also has a Top-Ten list for managers that can be found

at http://www.worklifefit.com/pdf/wlf_t op10_org.pdf.

1. It's fit, not balance. There are countless work+life fit

possibilities from which to choose between the

extremes of "all or nothing."

2. Small changes in your "fit" can make a big differ-

ence.  Most of the time you won't want to work less,

just differently.

3. Your manager and/or HR Department can't give you

the answer.  You are the only one who knows your real-

ities well enough to create a fit that will succeed.

4. Ask! What's the worst thing that can happen? A "no"

answer. Most likely the answer will be "yes" to a well

thought-out plan for at least a trial period, which is

why you must ask especially if you are ready to leave.

5. Anyone, anytime can

adjust their "fit" for any

reason.

It isn't only a working

mother issue, it's an

everyone issue in

today's 24/7 world

where companies can

no longer set the

boundaries around

work and life.

6. Start with what you

do want, not with what

you don't want. Most
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I t ’ s Repor t  Card Time!

To ensure that we continue to provide the service you
value, we conduct a quality review every two years.  Our
"Report Card" helps us to assess areas of our business
where we perform to your level of satisfaction, and to
identify areas where we might have an opportunity to
improve our services.  Please, if you haven't already
done so, complete and send to us the 2006 FSG
Report Card.  

As a token of our gratitude for taking the time to pro-
vide us with your feedback, we will enter each respon-
dent's name in a drawing and make a $200 donation
on behalf of the winner to one of the following charita-
ble organizations or an organization of your choice:
Racine Community Foundation, UW-Parkside
Benevolent Foundation, Health Care Network, or San
Juan Diego Middle School.

Thanks again for your time and consideration in helping
FSG provide the quality of service you deserve from us.
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OUR MISSIONOUR MISSION
Financial Service Group st ands by it s mis -
sion of p artnering with you in responding
to life event s that imp act your family , per-
sonal and financial planning objectives.

OUR VISIONOUR VISION
To be the premier fee-only financial plan -
ning firm in Southeastern W isconsin by
offering unbiased advice to a select group
of client s.
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Financial Service Group has established a
Financial Planning Career Development
Scholarship at the University of Wisconsin-
Parkside to help expand the base of available
young talent to meet the needs of our growing
clientele.   We've made a five-year commitment to
provide a $2,000 scholarship annually to a
deserving student who has expressed an interest
in the financial planning field and has been rec-
ommended by the University's Business School
faculty.

Like many industries, the financial planning disci-
pline is facing a talent shortage. Being a sucessful
financial planner requires a unique skill set.  You
must have a balance of technical skills combined
with strong communication and relationship build-
ing skills.  For many in the finance profession,
these are mutually exclusive skills.  But in finan-
cial planning, the planner has to connect with peo-
ple, not just with numbers.  

"In terms of young talent, (financial planning)
probably isn't one people would think of as an ini-
tial career," says Lenny Klaver, UW-Parkside's vice
chancellor for University Relations and
Advancement. 

FSG Establishes

Financial Planning

Career Development

Scholarship 

Financial Service Group president Michael
Haubrich is an alumnus of UW-Parkside and
serves on the UW-Parkside Benevolent Foundation
Board of Trustees.

"We want to get a buzz going with students at
Parkside that financial planning is a viable and
exciting career opportunity for those with diverse
skills," Haubrich says.

In addition to the scholarship, Financial Service
Group's long term vision is to work with the
University's Business School faculty to develop a
curriculum of classes needed for students wanting
to get their Certified Financial Planning designa-
tion.  Currently, the closest available program is in
Waukesha.

Scholarship to T each More than FP Skills
The scholarship includes a requirement designed
to provide the recipient with a lesson in giving
back.  The recipient will be requested that within
20 years after graduation they commit to starting
their own scholarship.

"It's a unique request on behalf of a donor," says
UW-Parkside's Klaver. 

Scholarship Addresses Industry and Local T alent Shortage

In the classroom at UW-Parkside.
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"It will allow the recipient to remain aware of what the
college education opportunity means in the long run and
provides a way to perpetuate involvement in the program."

Financial Service Group regularly encourages you to look
at philanthropy as an objective in your estate and financial
plans.  Something as simple as a scholarship can be
tailored to meet your objectives and passions.  

This scholarship helps achieve our goals of helping a
deserving student, building our talent pipeline and
fostering future philanthropy.

An Affordable Philanthropic S trategy
As this scholarship amount demonstrates, it's a miscon-
ception that it takes a large amount of money to start a
scholarship.  While establishing endowments require
significant funding and take time before providing the
intended student assistance, some educational institutions
require as little as a $1,000 commitment over a certain
number of years to start a scholarship program.

"It's a good way to get started and make an imme-
diate impact," says Klaver.  "The donor may find they
can grow that scholarship into an endowment or
start a second scholarship program," Klaver
continues.

For Financial Service Group, the UW-Parkside
Financial Planning Career Development scholarship
is an example of the flexibility of customized philan-
thropic planning.  We can see how the scholarship
evolves over the next five years and then determine
if we establish an endowment, expand the number
of scholarships or pursue another strategy.  The first
scholarship is expected to be awarded by this
summer.

AN ONGOING BENEFIT 
FOR LOCAL CHARITIES

Since starting our Referral Incentive Program
in March 2005, Financial Service Group has
donated $1200 to local charities in the
name of clients referring others to our com-
pany.  When a friend, family member or col-
league you refer comes in for an initial no-
charge consultation, we donate $100 in your
name to a charitable organization.  

So far the Health Care Network has received

$700, while San Juan Diego Middle School,

Racine Community Foundation, Careers

Industries, Hurricane Katrina relief effort

and Mercy Corp have each received $100.


