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To answer your question, let’s begin 
with a story: 

A financially independent client of 
mine met with his wealthy aging 
mother and the two agreed that the 
proceeds from her estate should go 
not to him, her son, but should skip a 
generation and go directly to her 
grandson. Shortly thereafter, the mom’s 
attorney, who had set up her revocable 
living trust with generation-skipping 
provisions, called me to help identify 
the best way to complete the transfer 
of the mom’s assets to the trust. After 
reviewing the finances of my client’s 
mother, I discovered that most of 
her money was in nonqualified annu-
ities. These trigger, at the time of 
the wealth transfer, income tax on 
all tax-deferred income.

The legacy of my client’s mother 
might have been considerably larger 
if, at the time of the portfolio’s cre-
ation, the attorney and the mother’s 
CPA had communicated with each 
other, and both of them had worked 
with an experienced financial advi-
sor, jointly, to devise an intelligent 
tax strategy—for instance, a charita-
ble remainder trust. 

Why was a competent team not 
organized at the outset? Was the client 
not aware that designing and imple-
menting effective wealth transfers 

requires careful consideration of many 
interrelated issues? Did the client not 
realize that such interrelations are 
best handled by a team of competent 
multidisciplinary advisors? Did the 
client lack the training, experience 
and comprehensive approach neces-
sary to manage the process within 
such a complicated environment? 
Did the client fail to dedicate the 
substantial time required to manage 
the entire process?

Assembling, coaching and leading 
teams of advisors is an important 
service provided by our firm. Some-
one has to act as the quarterback of 
the team of advisors—ideally, some-
one who does it well. If that’s not 
you, I suggest selecting a group 
that has built its business and devel-
oped its internal and external teams 
and processes to provide compre-
hensive services. 

“Quarterbacking” is essential for 
turning a disparate cadre of advisors 
into a real advisory team. During 
initial team meetings, we lead by 
defining the overall goal and pre-
senting carefully organized and rele-
vant client-related information, 
focusing not only on account bal-
ances, but also on the client’s short, 
medium and long-term goals and 
needs, and the realities potentially 

affecting those goals and needs.  
 Equipped with such valuable infor-

mation, the team members jointly 
engage in design-stage planning, pre-
senting ideas and debating their ben-
efits and pitfalls. Before adjourning, 
we ensure that each team member 
understands the concrete deliverables 
expected from them, the deadlines 
applicable to such deliverables and 
the timetable applicable to the work 
of the team, including periodic touch-
points with us in our capacity as the 
leader. Upon the team’s production of 
a comprehensive plan, we actively 
manage its implementation.  

So, let’s say that you have a choice 
between: a.) a piecemeal plan, the 
pieces of which—legal, accounting 
and estate—you yourself have to mix 
and match and, yes, quarterback, or 
b.) a plan quarterbacked by a financial 
firm that takes the time to cultivate a 
relationship with you, assembles a 
comprehensive team of advisors that 
brainstorms and debates relevant 
ideas, presents recommendations and 
results, and manages the timely 
implementation of the recommenda-
tions approved by you. 

Which approach would you choose? 
We thought so. And, guess what? 
Since you are the client . . .the choice  
is yours.  

Chicago, IL      Leading Wealth Advisor

 Why should I insist my 
advisors work less independently 
and more as a team?   

Strategic Financial Group, LLC
Chad E. Hassinger, CFP ®, Chief Executive Officer

By Chad E. Hassinger, CFP® and Michael A. Jankowske, CFP ®

Investing involves risk. Investment return and principal value of an investment will fluctuate, and an investor’s shares, when redeemed, may be worth
more or less than their original cost. Investing in futures involves additional risks and increased complexity in certain security futures investment strategies. 
Securities futures are not suitable for all investors. Advisory Services offered through Strategic Financial Group, LLC (dba SFGI, LLC in Illinois), a 
Registered Investment Advisor.
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Assets Under Management
Available on request

Financial Services Experience
20+ years (Hassinger)

Compensation Method 
Asset-based and � xed fees 

Largest Client Net Worth Con� dential 

Website  www.sfgweb.com 

Minimum Asset Requirement  
$500,000 (investment services)

Professional Services Provided
Planning, money management and investment advisory services, 
investment products 

Primary Custodians for Investor Assets
TD Ameritrade, Charles Schwab, Fidelity

Email  cehassinger@sfgweb.com

About Strategic Financial Group, LLC
Strategic Financial Group, LLC (SFG) is an integrated and comprehensive wealth management firm that has been 
helping a select group of families, businesses, individuals and institutions achieve their financial planning and 
wealth management goals since 1996. With a business practice modeled after family offices, SFG takes a holistic 
approach to financial planning for its clients. Each SFG client has a tailored team of highly skilled professionals 
suited to solve the issues and financial concerns unique to that client’s financial situation. Client success rests on 
the firm’s ability to integrate well-constructed and dynamic plans that are reviewed and amended over time. These 
plans integrate tax, estate, risk management, legal, succession and inheritance issues, to name a few. SFG prides 
itself on nurturing client relationships that are not “one and done,” but are structured to last a lifetime and beyond.
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“ ‘ Quarterbacking’  is essential 
for turning a disparate cadre of 
advisors into a real advisory team.”
— Chad E. Hassinger, CFP® and

Michael A. Jankokowske, CFP ®

How to reach Chad E. Hassinger 

I would be pleased to have a conversation with 
you regarding your wealth management goals. 
I can be reached at 888.363.7147, ext. 217.

Strategic Financial Group, LLC       1333 Burr Ridge Parkway, Suite 200, Burr Ridge, IL 60527       888.363.7147
     30 South Wacker Drive, Suite 2200, Chicago, IL 60606
     101 East 90th Drive, Merrillville, IN 46410
     100 Executive Drive, Suite A, Lafayette, IN 47905

Standing, left to right: 
Chad E. Hassinger, 
Stephen J. Barrett, 

Michael A. Jankowske, 
Steven M. Gronceski, 

Susan R. Kuczera, 
Bradley J. Rathe; 

seated, left to right: 
Douglas J. Hoover, 

Markus R.F. Sleuwen
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     30 South Wacker Drive, Suite 2200, Chicago, IL 60606     30 South Wacker Drive, Suite 2200, Chicago, IL 60606
     101 East 90th Drive, Merrillville, IN 46410
     100 Executive Drive, Suite A, Lafayette, IN 47905

Strategic Financial Group, LLC       1333 Burr Ridge Parkway, Suite 200, Burr Ridge, IL 60527       888.363.7147
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the evolution of financial intelligence

R E P R I N T E D  F R O M

®

Strategic Financial Group, LLC is featured in Worth® 2015 Leading Wealth Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing in this section have 
completed questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worth® to be featured in this section. The information 
contained herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and independently reviewed, the accuracy 
or completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will not be responsible for the 
performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be an indicator of future 
performance. Worth®, a Sandow Media publication, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies or particular  
investments. Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of Sandow Media LLC.  
See “About Us” for additional program details at http://www.worth.com/index.php/about-worth.

Chad E. Hassinger, CFP®  
Chief Executive Officer

Strategic Financial Group, LLC
1333 Burr Ridge Parkway, Suite 200 

Burr Ridge, IL, 60527

30 South Wacker Drive, Suite 2200
Chicago, IL 60606

101 East 90th Drive
Merrillville, IN 46410

100 Executive Drive, Suite A
Lafayette, IN 47905

Tel. 888.363.7147

cehassinger@sfgweb.com
www.sfgweb.com


