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A New Home for Financial Service Group
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Financial Service Group will soon face
a transition of our own as we plan to
break ground on a new office building -
our new home. The building, to be
located at at the intersections of
Highways 38 and 31, represents our
long-term commitment to our clients,
community and staff.

Clients will find the 6,000 square-foot
location a more home-like and
comfortable place to meet to plan for
life's transitions. For our employees,
our new office is designed to bring out
their best and nurture their skills and
talents. When you are an employer of
choice, you're more likely to be the
partner of choice for clients.

As many of you know, we believe the
asset sheet includes much more than
dollars and cents. We look at both our
clients' and our own careers as financial
assets worthy of investment and
performance management.

According to the Human Capital
Institute, of which we are a member,
"80 percent of the market value in
today's Standard and Poor's 500 index
is allocated to intangible assets”.

"Increasingly, that value is a measure of
human capital in the form of strategic
knowledge, versatility, creativity and
execution ability.

Continued on next page
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FSG's New Home
(Continued)

"To achieve lasting
competitive advantage,
organizations must
implement measurable
processes for acquiring,
advancing and retaining the
best and brightest
contributors in their
markets.”

Our strategic initiative is to
attract, develop and retain
high quality human capital --
both employees and clients —
because it’s human capital
that is the foundation of
success in moving through
life’s transitions.

Our new building is an
investment in our clients and
our team’s human capital, as
is Career Asset Management
(CAM), the process we
developed to manage and
optimize the career financial
asset. (For a CAM update,
see page 3.)

We look forward to
welcoming you to our new
home next spring. We’ll
keep you posted on the
progress.

2 FALL 2007

Recent UW Parkside Graduate Joins FSG Team

lllustrates Financial Needs of Recent College Graduates

BY JUSTUS MORGAN
Greg Cipov, an intern with us this past spring, has joined the

firm as an associate. Like other recent graduates, Greg faces
different financial considerations as he starts his career.
Financial planning for the student-to-career transition can be
sorted into three buckets.

#1 Safety Bucket Greg Cipov
Use insurance and cash reserves to be prepared for a medical emergency, job change
or other unexpected event. Health and disability insurance protects earnings
potential, while auto and homeowners/renters insurance protects valuables. Life
insurance is important, especially if others are dependent upon the graduate for
financial support. Also, set aside three to six months worth of expenses in a money

market or savings bonds to provide adequate cash reserves.

#2 Financial Independence Bucket

Yes, it's hard to start a career and envision a time when you may not have to work
anymore. But it's important to start setting aside income now because the traditional
sources many people today expect, like Social Security or company-provided
pension plans, may not be available. Target 10 percent of income for long-term
savings. Student loan payments and other accumulated expenses may challenge this
goal, but it's one to strive for because of the positive impact of compound interest
which increases dramatically over time.

#3 Fun Bucket

What about now? We encourage new
graduates to write down their goals
and how they will achieve them. Not
only will this reduce the chances of
impulse purchases impacting their
finances but it also provides the
opportunity to see the trade-off of
choices as they select which goals to
pursue now or later. The goal is to
change the attitude from "buy now,
pay later" to "save now, enjoy more".

Get to know Greg by clicking Our
Team at www.toyourwealth.com.

In our next issue: Justus writes about
the financial needs of new fatherhood.




New Virtual Client Center Brings
an Advanced Level of Service

Providing superior client service is a
key strategy to achieve our vision

"to be one of the premier financial
planning firms in the country” and to
help clients meet their financial goals.
In order to serve you better, give you
anytime/anywhere access to your
account information, and provide you
with a secure place to save important
information, we have launched the
Virtual Client Center (VCC).

The VCC provides secure online
financial organization -- a virtual file
cabinet -- and secure communication
tools that allow us to organize,
communicate and collaborate more
effectively.

Account information is protected by industry standard, advanced encryption and
latest internet security technology to maintain the privacy and confidentiality of
all information.

We are beta testing the new service with a handful of clients this fall and plan to
begin uploading files in October for those clients who have provided us with an
e-mail address. Our goal is to have the service fully operational early next year.

The first items clients will find in their Virtual Client Center include estate
documents, notes from your previous two meetings and a copy of your quarterly
current position report. We will have the capability to add much more and
customize each virtual file cabinet to meet clients' specific needs. Viewing files is
easy, intuitive and secure.

Please contact Greg Cipov if you have any questions or would prefer not to have
your files uploaded to the VCC. Clients will receive an e-mail notifying them of
when their files have been uploaded and with instructions on how to access their
Virtual Client Center.

Listen to a
CAM Conversation

Listen to Financial Service
Group's Mike Haubrich
discuss Career Asset
Management (CAM) with
noted industry trend setter
Rick Kahler of Kahler
Financial Group. Kahler, a
pioneer in integrated financial
planning, recently hosted
Mike on a teleclass about
CAM. You can listen to that
45 minute call by clicking on
the links on the home pages of
www.toyourwealth.com or
www.careerassetmanagement
.com.

CAM was also featured in
stories on the Dow Jones
news wire and in Financial
Advisor and Financial
Planning magazines. These
articles are also available on
the CAM web site home page.

M

Career Asset Management
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OUR MISSION

Financial Service Group stands by its mission
of partnering with you in responding to life
events that impact your family, personal and
financial planning objectives.

OUR VISION

To be one of the premier financial planning
firms in the country by offering unbiased
advice to a select group of clients.

To Your Wealth™

INSIDE THIS ISSUE

News Corner

VISIT US ONLINE

PHONE

FINANCIAL SERVICE GROUP, INC.
PRIVACY OF CONSUMER FINANCIAL INFORMATION
(REGULATION S-P)

ADOPTED BY THE SECURITIES &
EXCHANGE COMMISSION

Financial Service Group, Inc. collects nonpublic personal
information about you from the following sources:
= Information we receive from you on applications or other
forms; and
= Information about your transactions with us or others

We do not disclose any nonpublic personal information about
you to anyone, except as permitted by law.

If you decide to close your account(s) or become an inactive cus-
tomer, we will adhere to the privacy policies and practices as
described in this notice.

Financial Service Group, Inc. restricts access to your personal
and account information to those employees who need to know
that information to provide products or services to you.
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You Have More to Offer than Fall 2007
Money When it Comes to Philanthropy

Time and Talent are Assets Too

We often encourage our clients to
include philanthropy as part of their
financial and estate planning
strategies and while non-profit
organizations can always use more
money, time and talent are equally
important assets. These are also
assets that are likely to increase as
we age.

Nearly two-thirds of older, non-
volunteering boomers are interested
in getting involved in some sort of
volunteerism, and those who do are

increasingly interested in expanding
their career and non-career related

skills as they mature. These are among the findings of The research "Great Expectations: Boomers and the
new research from VolunteerMatch, an online service Future of Volunteering” found older adult volunteers are
that supports a social network of more than a million more likely to appreciate the personal significance of
civic-minded users. volunteering. VolunteerMatch users ages 55-plus are
contributing nearly 100 hours a year more than users
VOLUNTEERING - GETTING STARTED ages 30-39 (226 hours vs. 132 hours) and 75 percent of
As you consider volunteering and choosing the users 55-plus view volunteering as "very important" or
organization that's the best fit for you, ask your- "one of the most important” things in their life. As
selidne vellondie gruesdens: volunteers mature, the research found they grow
1. Why do you want to volunteer? increasingly interested in making use of their career and
2. What type of volunteer work would you non-career related skills. A majority of VolunteerMatch
like to p_erform? users 55+ agree that they would prefer a volunteer
i: VHV:;tn:E!:f ;:nzaf:;soza\?vg:tutng?)Zmit? opportunity that makes use of their personal or
5. How far are you willing to travel? professional skills.
6. Or, do you want to be a virtual volunteer?
7. What type of organization do you want Continued on next page
to serve?

8. What don't you want to do as a volunteer?




SAR - SPECIAL INSERT

Offering More than Money (continued)

The Internet is making it easier for people of all ages to The Volunteer Center of Racine County and the United
find nonprofit organizations looking for volunteers. Way of Racine County partner to offer
More than 60 percent of those surveyed reported the www.volunteersolutions.org/racine/volunteer/.

internet made it easier to find an organization that

needed their help and interesting opportunities. The Volunteer Center of Milwaukee's web site also
provides a matching service. For those interested in

To help put the report's findings into action, serving on a non-profit board, click www.boardstar.org.

VolunteerMatch has collaborated with the

federal Corporation for National and

Community Service to launch a

BoardStar, in partnership with CG

Schmidt Construction, also offers a
free 90-minute lunch and learn

workshop "So You Want to

new, cutting-edge volunteer :—;—_-:-_—5
search engine aimed at

attracting more baby '
boomers and 55-plus
volunteers.

Serve" to small and
medium-sized businesses
anywhere in
southeastern Wisconsin
E and the Dane County
areas. The workshops
are designed to
encourage employees to
increase their community
support by introducing
them to the needs and
benefits of community

Combining the
Corporation's
experience in
recruiting older -
adults with -
VolunteerMatch's
expertise in online
recruitment, the new
55-plus web site at
www.getinvolved.gov will
help connect more boomers

with nonprofits that need their skills

involvement. If you are
".I L interested in having BoardStar

1‘ present a workshop to your employees or
and expertise. - colleagues, contact pamk@cgschmidt.com.

Locally there are several web sites that match individuals
and their interests with organizations.

Visit these sites to learn more about volunteering:

www.volunteermatch.org www.getinvolved.gov
www.volunteersolutions.org www.boardstar.org




