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Doing What’s Best for Our Clients

Be all you can be.  No, Financial

Service Group is not trying to

recruit you for the Army.  But we do

share the same intentions with the

student who first penned "Be the

Best You that You Can Be" as part

of a college writin g assignment.

That phrase, which morphed into

the well known Army theme line,

was based on an acting lesson.  In a

Movement for Actors class, the

instructor advised students to try

"to be the best you that you can be"

in order to produce dynamic body

movements on the stage.

As we prepared to move into our

new space, we prepared for the

transition by doing quite a bit of

self-work.  Each of us asked

ourselves "Who are you when you

are at your best? How can we

arrange things so that you can do

those things more of the time?

When are we at our very best?

What were we doing at those

times?" These are the questions

we'll continue to ask our clients and

our team as we str ive to deliver the

ultimate client and employee

experience.  
Partnering with you

through life’s transitions

The welcoming entrance and lobby of the new Financial Service Group office.

By Michael Haubrich, CFP

Psychologist and author Ed Jacobson is a

student and teacher of Appreciative Inquiry, a

transformational methodology focusing on

dialogues about strengths, successes, values,

hopes and aspirations.  In working with

Financial Service Group, Ed describes the

process of Appreciative Inquiry as

"approaching each situation and each person

with an appreciative eye and ear, a sense of

awe and possibilit y, and an open heart." 

(Continued on next page)
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Best for Our Clients (Continued)

As we apply this in our client relationships, our goal is to partner with you to
create opportunities and experiences that allow you to be at your best as you
move through life's transitions.  

Our new two-story building, with its
welcoming foyer and state-of-the-art
Learning Center, is designed to create an
inviting, comfortable place to meet to
plan for li fe's transitions. As discussed in
our last Semi-Annual Report , it's natural
to feel some anxiety and uncertainty
during changing times or when
discussing pending or occurring life
transitions.  It is our wish to put you at
ease in our physical surroundings, and
through our interactions with you, so you
can have a clearer view of options and
possibiliti es.  

Our values—compassion, commitment,
integrity, excellence and shared
responsibilit y—guide our actions.  You
can read more about these values and the
behaviors you should expect from us in
the insert section with this Semi-Annual
Report to Clients.

Transitions, such as our move, present
unique opportunities to reflect.  I looked
back over my nearly 30 year journey from
insurance company employee, to
independent contractor, to Certi fied

Financial Planner and then fee-only financial planner. I saw that even back in
the 1970s as an insurance company employee, I was motivated by doing what
was best for my clients. I realized being an employee or contractor with
company or product line obligations was not best for me and it certainly was
not what was best for my clients.  That was the start of our evolution to a fee-
only financial planning firm providing comprehensive services to help clients
envision the possibiliti es and achieve self-fulfi llment.

Our new building represents our long-term commitment to our clients, the
Racine-area community and our staff .  The building is just one of many
examples of how we invest in our most important relationships and in doing
what is best.  Thank you for being a part of our journey and allowing us to be
a part of yours.

Your Financial Service Group team in the lobby of our new office at
4812 Northwestern Avenue.
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Justus Morgan demonstrates his 
long-term commitment to FSG clients
Financial Service Group vice presi-

dent, Justus Morgan, is now a

shareholder in Financial Service

Group, Inc. and assumes a minori-

ty ownership position in

the firm.  

"The oppor-

tunity to

extend

Justus an

offer to buy

ownership

shares

allows us to

elevate the

importance of our client relation-

ships," said Financial Service

Group president, Michael

Haubrich.  "Clients are not just

working with a Certi fied Financial

Planner employed by the firm.  

State-of-the-ar t t ech-
nologies are included in
the Learning Center at
Financial Service Group’s
new office building.

You’re always made to feel welcome
at Financial Service Group. 

Now they are working

with an owner who has

made a personal com-

mitment to the future of

Financial Service Group

and our clients."   

Since joining the firm in

2003, Justus has contin-

ued to increase his

responsibiliti es. Today

he counsels clients, man-

ages investment portfo-

lios and oversees the

fir m's tax preparation

services.  Justus also

supervises the firm's col-

lege intern program and

is a contr ibutor to the

Racine Journal Times'

"To Your Wealth"

monthly column.

Our New Office has Many Features



To Your WealthTM

A Semi-Annual Report to the Clients of Financial Service Group, Inc.

INSIDE THIS ISSUE
Doing What’s Best for Our Clients
Demonstrating Value
Expanded Role for Justus Morgan

VISIT US ONLINE
www.toyourwealth.com

PHONE

262.554.4500

4812 Northwestern Avenue
Racine, WI  53406

OUR MISSION
Financial Service Group’s mission is to help
our clients experience peace of mind by 
offering financial planning that aligns their
finances with their lives.  

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

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 permitt ed 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. restr icts access to your personal
and account information to those employees who need to know
that information to provide products or services to you.Financial Service Group Welcomes You to Our New Building. See Inside.



Financial Service Group’s mission  is to help our clients 
experience peace of mind by offering �nancial planning that 
aligns their �nances with their lives.

FINANCIAL SERVICE GROUP

core values: compassion,

commitment, integrity, 

excellence and shared

responsibility



Compassion
com·pas·sion  We create a “safe” environment where 

each person is treated with genuine  compassion, empathy 

and respect. We’re there during dif�cult transitions 

whether it’s a visit in a nursing home or showing our 

support during times of loss or crisis. We celebrate your 

successes and life transition milestones like graduations, 

weddings, welcoming children and grandchildren into 

our extended “family” or helping you plan or recall 

special events that gathered your loved ones together 

to share in unique family experiences.

Commitment
com·mit ·ment  We are authentically and genuinely 

committed to you and your objectives. We want you 

to feel you can look to us during times of need and 

celebration. We meet with you at your home or our 

of�ce—where ever you feel most comfortable. 

We participate in conference calls with your service 

providers from other disciplines and we’ll accompany 

you to your banks, attorneys, or accountants to help 

make sure you’re getting everything you need from 

your other partners.

Integrity
in ·teg·ri ·ty  Doing the right thing comes to us naturally 

and guides our decision making. Our commitment to 

a �duciary standard is part of our culture, not just a 

legal or ethical obligation, so you can be sure all actions 

and recommendations have your best interests in mind. 

The work we do is done with complete transparency, 

giving you the added peace of mind that comes from 

clearly seeing how our business dealings with you 

are handled.

Excellence
ex·cel·lence  We benchmark industry best practices 

and use innovation and continuous improvement to 

drive our service to you. Our Virtual Client Center

allows you to interact with us online and stay current 

with readily available on-line documents, �les, and 

meeting notes. Our thought leadership in Career 

Asset Management, which recognizes and quanti�es 

your career as an asset class using quantitative and 

qualitative measures, has been viewed in the industry as 

groundbreaking work. And our Caring Conversations

guide intergenerational planning and provide for a 

facilitated dialogue around some of your most dif�cult, 

but critical conversations.

Shared Responsibility
re·spon·si·bil ·i ·ty  We are accountable and take 

responsibility for our actions. When a mistake is made, 

we are not afraid to admit it and assume our share of 

responsibility in correcting the issue. Internally, this 

means that each team member is willing to take on 

their responsibilities while being supported by others. 

Shared responsibility allows us to improve our service 

to you and provides the opportunity to improve our 

processes, service delivery, and/or your experience 

with us.

DEMONSTRATING VALUE TO OUR CLIENTS
Financial Service Group’s values are more than words on paper. 
These terms de�ne what you can expect from us.

VISIT US ONLINEDwww.toyourwealth.com    PHONED262.554.4500

Partnering with you        
through life’s transitions


