
 

For years, the registered investment advisor 
(RIA) model has been growing in prominence. 
Once viewed as small players in the U.S. wealth 
management landscape, RIAs will soon account 
for 30 percent of all retail investment assets, 
according to a recent industry survey. Because 
the firms are independent, they’re not tied to 
particular investment products or fund families.

Four local wealth management executives, RIAs 
all, shared their thoughts with Crain’s Custom 
Media about the workings of independent 
firms, and how they help investors achieve their 
financial goals.

JENIFER ARONSON, MBA, CFA, is founder 
and managing partner of Mosaic Fi, a fee-only, 
financial planning and investment advisory firm in 
Lincolnshire. She has over 20 years of experience 
with some of Chicago’s most recognized 
investment firms, including Northern Trust and 
UBS Brinson Partners. Most recently, she worked 
with family offices and ultra-high-net-worth 
individuals advising them on their investment 
portfolios, tax and estate planning and other 
financial related matters. She is a member of the 
CFA Institute, a board member of CFA Society 
Chicago, and a member of the Society’s Women’s 
Network Advisory Group.

BRENT R. BRODESKI, MBA, CPA, CFP, CFA, AIFA is 
founder and CEO of Savant Capital Management, 
a Rockford-based firm that has been providing 
investment and wealth management services to 

individuals and families nationwide for over 30 
years. He has appeared on Barron’s list of “Top 
100 Independent Financial Advisors,” Forbes’ 
“Top 200 Wealth Advisors,” Worth’s “Nation’s 100 
Most Exclusive Wealth Advisors,” and Bloomberg 
Businessweek’s “Most Experienced Independent 
Financial Advisors.” He serves on the boards of the 
Young Presidents’ Organization and the Northern 
Illinois University and Rock Valley College 
Foundations.

DONALD D. DUNCAN, MBA, CPA, CFA, CFP, is 
founder and managing director of D3 Financial 
Counselors, a fee-only fiduciary financial planning 
firm that Helps People Make Smarter Financial 
Decisions.™ He previously spent more than 16 
years at Northern Trust, where he managed more 
than $8 billion in various portfolios and served 
as a member of the division’s risk management 
team. He has taught financial planning at DePaul 
University and portfolio management at Lewis 
University, and is a past chairman of the Illinois 
Financial Planning Association.

STEPHEN GRECO is chief executive officer 
of Spotlight Asset Group, an SEC-registered 
investment firm that he founded in 2017. His 
motivation for starting Spotlight was to create 
a wealth management firm that leverages the 
latest technology and operates with complete 
transparency to deliver an unparalleled client 
experience. Prior to Spotlight, he was director 
of wealth management for a top-ranked 
independent financial advisor, and earlier in his 

career, worked with clients at Merrill Lynch, 
Charles Schwab and TD Ameritrade. He has a 
passion for mentoring and often counsels people 
interested in breaking into the financial services 
industry.

What types of clients do you typically work with?

Donald D. Duncan: We have a business model that 
allows us to work with anyone, as long as they 
have goals, think about the future and are willing 
to pay for objective, professional advice that’s 
focused on helping them achieve their unique 
goals. Our clients tell us the most valuable service 
we provide is the integration of financial planning, 
tax strategies and portfolio management. 

Jenifer Aronson: Clients typically drawn to us are 
those who are reasonably sophisticated in their 
own professional lives but want some guidance 
in conceptually understanding what their money 
means to them in terms of how it impacts 
their personal, professional and longer-term 
retirement decisions. 

Brent R. Brodeski: Savant works with 
accumulators, retirees, high-net-worth 
individuals and business owners who are focused 
on aligning their investment assets, decisions 
and key financial strategies with what’s most 
important to them and their family. Our clients 
often seek simplicity, ease, clarity, confidence, 
focus and peace of mind.
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have a high probability of achieving their fi
nancial 

planning goals. W
e then com

pare that to their 
em

otional tolerance for risk to determ
ine w

hether 
it’s likely our clients w

ill be able to tolerate the 
volatility inherent w

ith that level of portfolio risk. 
O

nce the fi
nancial plan risk tolerance and the 

em
otional risk tolerances are determ

ined—
and 

the client concurs—
w

e build portfolios focused 
on asset allocation and diversifi

cation. B
ecause 

m
ost of a portfolio return is determ

ined by asset 
allocation, w

e build these portfolios, striving to 
reduce the risk of underperform

ing investm
ents 

in each of the various asset classes. W
e form

ally 
review

 these investm
ents every quarter, 

focusing on both qualitative and quantitative 
characteristics. 

JA
: W

hen I get asked the question, “W
hat num

ber 
should I target to have by the tim

e I retire?” 
the answ

er is alw
ays, “It depends.”  E

veryone’s 
circum

stances are different. I w
ork w

ith clients 
to help them

 not just understand w
hat their 

“num
ber” is, but to create a path that w

ill get 
them

 w
here they need to be w

hile still enjoying 
the journey.

W
hat have been your m

ost successful investm
ent 

strategies? 

BB
: W

e’ve long m
aintained a sim

ple and disciplined 
low

-cost approach, leveraging index funds, asset 
class funds, ET

Fs and in som
e cases creating 

custom
 tax-m

anaged index funds. W
e like that 

index funds offer low
 costs, low

 taxes, allow
 us to 

m
ore effectively diversify, and elim

inate needless 
risk. W

hile this strategy w
as once considered 

w
eird, in the fringes and even unpatriotic, it’s stood 

the test of tim
e and has proven to be a w

ise and 
effective w

ay to m
anage m

oney.

SG
: Because of w

hen w
e started our firm

—
in 2017, 

during w
hat’s becom

e the longest-running bull 
m

arket—
our m

ost successful investm
ent strategies 

have been our individual stock portfolio, w
hich 

is largely U
.S.-based, and our ET

F m
odels that 

have larger allocations to equities, specifically our 
grow

th and capital appreciation m
odels. 

D
D

: O
ur m

ost successful investm
ent strategy has 

been to custom
ize our clients’ portfolios relative 

to the risk they “don’t have to take.” In other 
w

ords, if a client has am
assed enough capital so 

they don’t need to take a great am
ount of risk to 

achieve their goals, then w
hy should they take 

the risk? A
lternatively, if a client has a goal to 

m
axim

ize their legacy to a charitable institution 
and they have all of their personal current and 
future cash fl

ow
 needs funded, then they should 

increase the risk they take w
ith their investm

ents. 

JA
: W

e believe that once you determ
ine the 

appropriate asset allocation, getting invested 
and staying invested is the best long-term

 
investm

ent strategy. T
he capital m

arkets have 
alw

ays provided positive returns over longer tim
e 

horizons and our focus w
hen w

orking w
ith clients 

is to take a longer-term
 perspective. W

e believe 
that focusing on the needs and circum

stances of 
the client to determ

ine an appropriate strategic 
asset allocation is the best w

ay to achieve the 
results that w

e are seeking for that client.

H
ow

 does your fi
rm

 leverage technology to benefi
t 

your clients? 

SG
: O

ur m
ain client portal provides a platform

 
w

here clients can view
 the accounts w

e’re 

m
anaging w

hile also linking outside accounts 
that aren’t under our m

anagem
ent. It also has 

a m
obile app so clients can access the platform

 
w

hile they’re on the go. For m
ore detailed 

perform
ance reporting, w

e have another platform
 

that gives them
 the ability to view

 perform
ance 

on dem
and in a variety of w

ays. In addition, our 
prim

ary custodian, Fidelity, has robust online and 
m

obile offerings our clients can access. Lastly, 
w

e provide our w
ealth m

anagers and support 
staff w

ith the latest technology so that they can 
effi

ciently and effectively do their jobs, w
hich 

ultim
ately helps our clients. 

B
B

: O
ne of the m

ost interesting technology tools 
w

e use is our proprietary Ideal Futures Financial 

H
ealth A

ssessm
ent. SM  W

e’re able to send clients 
and prospects a link that allow

s them
 to take a 12- 

to 15-m
inute online assessm

ent. T
his technology 

then uses artifi
cial intelligence and expert rules 

to provide an overall fi
nancial health score as w

ell 
as a red-yellow

-green assessm
ent related to the 

ten key areas of fi
nancial planning. Like going to 

a doctor for a physical, the assessm
ent allow

s 
our clients to quickly understand w

hat aspects of 
their fi

nancial situation are in good order, w
hat’s 

im
portant to be addressed in the next 12 to 18 

m
onths, and w

hat m
ay need urgent attention. 

O
nce w

e have a robust assessm
ent of our client’s 

or prospect’s situation, w
e can then leverage 

other technology and tools to form
ulate optim

al 
and custom

ized advice.
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Stephen G
reco: W

e typically w
ork w

ith clients 
w

ho are looking for custom
ized investm

ent and 
fi

nancial planning solutions. W
hile w

e w
ork w

ith 
som

e businesses and retirem
ent plans, m

ost of 
our clients are high-net w

orth individuals w
ith at 

least $50
0,0

0
0

 in investable assets. 

W
hat’s your fi

rm
’s investm

ent philosophy? 

JA
: W

hat m
y experience has taught m

e is that 
the only investm

ent strategy that consistently 
w

orks over the long term
 is to determ

ine w
hat 

your target exposure to each m
arket should be, 

set upper and low
er boundaries around those 

targets, and then sell som
e of w

hat hits its upper 
boundary and buy som

e of w
hat hits its low

er 

boundary. If you execute this form
ulaically 

through m
arket cycles, and w

ithout letting 
em

otions take over at the w
rong tim

es, you’ll have 
successfully bought at m

arket low
s and sold at 

m
arket highs.

D
D

: W
e focus on evidence-based investing. 

T
his m

eans w
e build portfolios that clients can 

understand and that w
e believe have a high 

probability of achieving the goals in their fi
nancial 

plan. A
sset allocation and portfolio diversifi

cation 
are the driving factors necessary to achieve 
consistent, risk-adjusted portfolio returns, so 
our investm

ent process focuses on these factors. 
W

e strive to build these portfolios refl
ecting 

our clients’ unique needs w
hile at the sam

e 
tim

e trying to m
inim

ize fund costs, transaction 

costs and tax drag. A
n additional factor is the 

integration of fi
nancial planning and tax strategies 

on the investm
ent process. A

 good exam
ple is 

for a charitably inclined client to donate a highly 
appreciated stock from

 their portfolio to achieve 
their fi

nancial planning goals of low
er portfolio 

risk and reduced taxes. 

SG
: W

e use any type of investm
ent that w

e feel is 
m

ost appropriate for a client’s specifi
c investm

ent 
situation. T

his can include individual stock 
m

odels, fi
xed incom

e m
odels, tactical m

odels that 
can be fully invested or raise cash, dynam

ic E
T

F 
m

odels that change their equity allocation based 
on our expectation of future m

arket conditions, 
and E

SG
 (environm

ental, social, and governance) 
m

odels. In choosing w
hich m

odel or investm
ent 

m
akes the m

ost sense for our clients, w
e consider 

their investm
ent know

ledge, goals, risk tolerance 
and prior experiences w

ith brokers or investm
ent 

advisers. 

B
B

: W
e build portfolios that are evidence-

based and that leverage tim
eless academ

ic and 
industry research. W

e believe in broad global 
diversifi

cation that incorporates traditional 
and alternative asset classes, keeping costs 
low

, increasing returns by vigilantly m
anaging 

taxes, considering m
ultiple dim

ensions of risk, 
em

ploying a disciplined rebalancing process, and 
aligning your portfolio w

ith your com
prehensive 

fi
nancial plan. W

e don’t speculate and don’t 
believe it’s possible to look into a crystal ball nor 
read tea leaves to predict the day-to-day m

arket 
fl

uctuations. T
he good new

s is that you don’t need 
to m

ake big bets, pick hot stocks or take needless 
risks to succeed as an investor. R

ather, investors 
succeed by taking a disciplined and intentional 
approach to investing and just being focused on 
not m

essing up.

H
ow

 does your fi
rm

’s investm
ent process w

ork? 

SG
: W

e start by learning w
hat our clients are 

trying to accom
plish and w

ork w
ith them

 to 
determ

ine the return they need to achieve 
those goals. O

nce w
e defi

ne the return w
e’re 

targeting, w
e choose one or a com

bination of our 
pre-defi

ned investm
ent m

odels. W
e w

on’t force 
clients to sell out of all existing investm

ents and 
invest the proceeds in our m

odels. Instead, w
e 

evaluate the m
erits and tax consequences of each 

investm
ent they ow

n, enabling us to not only 
m

ake recom
m

endations based on the taxable 
consequences of any sell transactions, but to 
also evaluate the quality of that investm

ent. If 
the hurdle rate from

 a tax standpoint is too high 
to w

arrant selling certain positions, w
e can hold 

those investm
ents and build our m

odels around 
them

. 

B
B

: W
e have a 10

-person team
 dedicated 

to our investm
ent research and trading 

processes, providing research, insights 
and recom

m
endations to our investm

ent 
com

m
ittee, w

hich also includes seven of our 
m

ost experienced advisors. To com
plem

ent our 
ow

n thinking, our com
m

ittee includes the chief 
investm

ent offi
cer from

 another investm
ent 

advisory fi
rm

. O
ur collaborative process helps 

increase the odds that w
e effectively leverage 

tim
eless w

isdom
, take advantage of the best 

investm
ent opportunities, and avoid needless 

m
istakes.

D
D

: W
e start w

ith a client’s fi
nancial plan and 

solve for the level of risk they need to take to 

PH
ILO

SO
PH

Y
“W

e use any type of investm
ent that w

e 
feel is m

ost appropriate for a client’s 
specific investm

ent situation. W
e 

consider their investm
ent know

ledge, 
goals, risk tolerance and prior 
experiences w

ith brokers or investm
ent 

advisers.”
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Fortunately, one of the top independent 
registered investm

ent advisors in the 
country has offices in the C

hicago area.

Savant leverages over 30 years of experience and the collective 
wisdom

 of our highly experienced team
 to help people like you 

m
ove toward your ideal future. By helping individuals and fam

ilies 
preserve hard-earned capital while pursuing steady, wise growth, 
we’ve earned a strong reputation in our local com

m
unities, and 

significant recognition by discerning national organizations.

866.489.0500 | savantcapital.com
investments | financial planning | tax | private trust | retirement plans

Contact us today to learn m
ore about how we can 

help you build your ideal future.
Savant Capital M

anagem
ent is a Registered Investm

ent Advisor. Savant’s m
arketing m

aterial should not 
be construed by any existing or prospective client as a guarantee that they will experience a certain level 
of results if they engage the advisor’s services. Please Note: “Ideal” is not intended to give assurance as 
to achieving successful results. Please see full disclosures at savantcapital.com

/recognition.

Chicago

Dow
ners G

rove

Hoffm
an Estates

Naperville

St. Charles

W
ilm

ette

• Investm
ent M

anagem
ent

• Retirem
ent Planning

• Tax Planning

• Estate Planning
• Corporate Planning
• Risk M

anagem
ent
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“W
e’ve long m

aintained a sim
ple and disciplined 

low
-cost approach, leveraging index funds, asset 

class funds, ETFs and in som
e cases creating 

custom
 tax-m

anaged index funds. W
hile this 

strategy w
as once considered w

eird, in the 
fringes and even unpatriotic, it’s stood the test 
of tim

e and has proven to be a w
ise and effective 

w
ay to m

anage m
oney.”
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B
B

: T
here’re been a lot of talk about fi

duciary 
versus non-fi

duciary advisors in recent years. 
W

e’ve served our clients as a fi
duciary since w

e 
founded the fi

rm
. It’s im

perative to your success 
that you select an advisor w

hose incentives are 
closely aligned w

ith your success, w
ho’s fully 

transparent and w
ho fully discloses how

 they’re 
paid. T

hese are critical to assuring your advisor 
places your best interests fi

rst and forem
ost. 

W
hat are the advantages of hiring an independent 

advisor versus a large bank or institution? 

B
B

: Large banks, brokerages, insurance 
com

panies, and institutions have m
any confl

icts 
of interest. M

ore often than not, instead of 
follow

ing the fi
duciary standard, they follow

 the 
suitability standard. T

his m
eans that they’re not 

legally obliged to advise you regarding w
hat’s best 

for you; rather, they just can’t know
ingly sell you 

som
ething they know

 is bad for you.

D
D

: M
ost large institutions or banks are lim

ited 
in the level of service they can provide and have 
a one-size-fi

ts-all approach. For exam
ple, m

any 
can’t provide tax advice or tax planning strategies, 
w

hich w
e’ve found helps clients m

axim
ize their 

after-tax w
ealth and increase the probability of 

achieving their fi
nancial planning goals. 

JA
: If you w

ork w
ith a large institution, unless 

your net w
orth is in the top quartile of their client 

base, you’re going to be serviced by som
eone 

w
ho likely has, literally, hundreds of clients. T

he 
other potential issue is that the advisor m

ay 
not be m

aking com
pletely unbiased decisions 

for your investm
ent portfolio if the bank or 

institution they’re w
orking for is guiding them

 
tow

ard products that are m
ore profi

table for the 
com

pany. W
hen you w

ork w
ith an independent 

advisor you’re m
uch m

ore likely to receive 
individualized attention that’s m

ore focused on 
your specifi

c needs. 

SG
: Because banks and large institutions are 

heavily regulated, they need to focus on solutions 
that are scalable and that can be m

onitored 
effectively. T

herefore, they tend to have a m
ore 

lim
ited m

enu of investm
ent options and those 

options tend to be m
ore sim

plistic than w
hat 

a sm
aller independent adviser can offer. M

ost 
im

portant, banks and brokers aren’t required to act 
as fiduciaries and often have confl

icts of interest 
relating to the com

pensation they receive for the 
products they offer. RIAs ow

e a fiduciary duty to 
their clients and m

ust act in their best interests.

W
hat changes and challenges lie ahead for the 

w
ealth m

anagem
ent industry? 

D
D

: T
here’ll be a continuing focus on value for 

service. Firm
s that have the capability to integrate 

fi
nancial planning, tax planning, estate planning 

and portfolio m
anagem

ent in a one-stop shop, 
integrated environm

ent w
ill continue to thrive. 

If value for service isn’t apparent, consum
ers of 

w
ealth m

anagem
ent services w

ill gravitate tow
ard 

low
 cost, com

m
odity-oriented service offerings.

SG
: Fees w

ill continue to com
press, w

e’ll see 
increased com

petition from
 robo-advisors—

m
eaning that that fi

rm
s m

ust offer m
ore 

advanced investm
ent strategies or additional 

services to rem
ain com

petitive—
and given the 

increased availability of inform
ation to investors, 

fi
rm

s w
ill need to be m

ore transparent and 
provide m

ore inform
ation so that clients can 

hold them
 accountable. A

s a result, w
e should 

continue to see a shift in m
arket share from

 larger 
banks and brokerages to independent registered 
investm

ent advisers.

JA
: B

aby boom
ers don’t seem

 all that interested 
in hitting the golf course the day they turn 
65. T

hey’re m
ore interested in continuing to 

w
ork and generate incom

e, but through doing 
som

ething they enjoy on their ow
n tim

e table. 
M

illennials alm
ost categorically doubt that Social 

Security w
ill be there for them

 w
hen they hit 

retirem
ent age, and yet are very interested in how

 
early they can retire. T

hese factors that infl
uence 

these tw
o very different generations are creating 

som
e interesting dynam

ics in assessing the  
needs of the client and determ

ining the right 

portfolio structure, asset allocation and level of 
client servicing.

B
B

: C
onsum

ers have gotten m
uch sm

arter, 
dem

anding that advisors offer fi
nancial planning, 

tax, legal, insurance, trust, retirem
ent and other 

fi
nancial expertise. In addition, m

ore com
plex 

technology, regulations, and sophisticated 
investm

ent vehicles require advisory fi
rm

s to 
em

ploy both general practitioners, such as C
FPs, 

and specialists like C
PA

s, C
FA

s, law
yers and 

insurance specialists. Just like doctors w
ho’ve 

gone from
 being sole practitioners to w

orking in 
team

s at hospitals and elsew
here, consum

ers now
 

get the best advice and experience by w
orking 

w
ith a team

 of advisors w
ho can collaborate and 

focus on helping them
 build their ideal future.
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JA
: Infrastructure that historically required 

significant in-house resources can now
 be brought 

in through cloud-based technology, allow
ing 

sm
aller firm

s to get the m
ost up-to-date system

s 
and technology available for each separate 
function of their business. M

osaic Fi has m
ade the 

m
ost of these efficiencies, providing aggregation 

system
s that allow

 a client to see all their assets in 
one place, as w

ell as providing budgeting and cash 
fl

ow
 m

anagem
ent tools. T

his not only helps clients 
get a better picture of their entire financial life, but 
provides us w

ith tools to better assist clients w
ith 

their ongoing financial needs.

D
D

: W
e use technology to do sophisticated 

fi
nancial planning, tax planning, portfolio 

m
anagem

ent and effi
ciently interact w

ith clients. 

Technology allow
s us to update our clients’ 

plans in alm
ost real tim

e as their lives change. 
O

ur tax softw
are allow

s us to do m
ulti-year, 

m
ulti-scenario tax forecasting. O

ur portfolio 
m

anagem
ent softw

are allow
s us to system

atically 
rebalance portfolios across account types in a 
tax effi

cient m
anner. O

ur client portal allow
s us 

to exchange, sum
m

arize and present im
portant 

client inform
ation and analysis in a secure 

fashion. In addition, to the extent our clients w
ant 

to, w
e can have virtual m

eetings w
ith our clients 

w
ho are located anyw

here in the U
nited States. 

H
ow

 is the new
 tax reform

 im
pacting your clients?

JA
: A

 lot of clients didn’t fully grasp the 
im

plications of the local tax lim
itation of $10,0

0
0

 

per year; I don’t think w
e’ve seen the longer-

term
 im

plications of this on the housing m
arket, 

as people are now
 beginning to re-think buying 

versus renting a hom
e. O

ther conversations have 
been about the changes to 529 plan accounts 
w

hich now
 allow

 for funding private school tuition 
for prim

ary and secondary school education up to 
$10,0

0
0

 per year. 

B
B

: It’s critical for clients, especially higher-
net-w

orth people and business ow
ners, to re-

optim
ize their tax strategies in light of the recent 

changes. T
his involves concurrently taking into 

account key investm
ent, estate, charitable, debt, 

education, and both state and federal tax m
atters. 

W
hile it’s im

possible to elim
inate taxes, the next 

best thing is to “approach zero taxes” by using 
every legal strategy available. 

SG
: T

he approxim
ate doubling of the estate tax 

exem
ption provides an opportunity to revisit 

clients’ estate plans. T
he larger exem

ption 
leads som

e clients to assum
e they don’t need 

a com
plicated plan. W

hile that’s true in a lot of 
situations, there are exceptions. A

lso, given the 
m

uch higher exem
ption am

ount com
pared to 

previous years, there are opportunities for clients 
to use their exem

ption now
 through irrevocable 

gift trusts to lock in those higher am
ounts. 

D
D

: B
ecause the m

ajor tax change for individuals 
w

as the reduction in tax brackets and item
ized 

deductions, w
e’re using our tax softw

are to create 
m

ulti-year projections assessing the advantages 
of tax strategies like R

oth IR
A

 conversions, donor-
advised funds and deduction bunching. 

W
hat should an investor look for w

hen hiring a 
fi

nancial advisor? 

JA
: Professionally, the advisor should have 

relevant w
ork experience and credentials that 

give him
 or her the appropriate experience and 

insight to help the client navigate through tim
es 

of change in their life. But once you’ve checked 
the boxes on the professional side, m

aking sure 
that this person is som

eone you feel com
fortable 

turning to during tim
es of stress, or to helping 

you m
ake im

portant life decisions, is key to the 
long-term

 success of the relationship. A
nyone 

can m
anage your m

oney, but an advisor w
ho’s the 

right fi
t w

ill be there to help you m
anage your life.

D
D

: W
e believe that a sound fi

nancial plan should 
drive all portfolio m

anagem
ent decisions. W

e 
alw

ays ask our clients, “H
ow

 can anyone m
anage 

your assets if they don’t know
 w

hat your assets 
are intended to be used for?” Studies from

 
V

anguard and M
orningstar have show

n that 
incorporating fi

nancial planning into portfolio 
m

anagem
ent has the potential to add m

ore 
consistent long-term

 return than having a stellar 
portfolio m

anager. 

SG
: I recom

m
end investors focus on how

 open 
advisors are about their fees, w

hat is and isn’t 
covered by those fees, and about their ow

n 
lim

itations in w
hat they can and can’t do in term

s 
of services and investm

ent products or strategies. 
Investors should also ask advisors how

 they’ll 
provide the inform

ation necessary for them
 to 

properly evaluate their perform
ance. If you’re 

going to pay som
eone a fee and trust them

 as a 
fi

nancial partner, you need to have the  
tools necessary to properly evaluate their 
effectiveness.

• Investm
ents

• Financial P
lanning

• Tax

• P
rivate Trust

• R
etirem

ent P
lans

W
e are pleased to announce

D3 Financial C
ounselors

just recently joined forces w
ith 

Savant C
apital M

anagem
ent.

O
ffices in C

hicago Loop
and W

estern Suburbs

312.526.3680

D
3FinancialC

ounselors.com

T
EC

H
N

O
LO

G
Y

“Infrastructure that historically 
required significant in-house resources 
can now

 be brought in through cloud-
based technology, allow

ing sm
aller 

firm
s to get the m

ost up-to-date system
s 

and technology available for each 
separate function of their business.”

JEN
IFER
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“W
e believe that a sound financial plan 

should drive all portfolio m
anagem

ent 
decisions. W

e alw
ays ask our clients, 

‘H
ow

 can anyone m
anage your assets 

if they don’t know
 w

hat your assets are 
intended to be used for?’”
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