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Friberg Financial Group (FFG) serves clients primarily in Loudoun and Fauquier Counties, Virginia.  FFG works with individuals and small business owners in the area of personal financial planning and retirement planning.





FFG’s mission is to:



“Help clients work toward their goals and dreams through comprehensive financial planning and the application of appropriate financial products and concepts.”





This mission is accomplished through the following services:



Financial Planning��Tax Strategies��Investments��Insurance��College Funding��Retirement Planning������



Scott J. Friberg is the owner of Friberg Financial Group.  Scott is a CPA, holds a Masters Degree from The University of Virginia, and has over 20 years of professional financial experience.  Scott’s resume appears on the next page.





Scott offers convenient evening and Saturday appointments.  In many areas, appointments are available in the privacy and convenience of your home.





Securities and advisory services are offered through Multi-Financial Securities Corporation (MFSC) Member NASD/SIPC.  Scott Friberg is a registered representative of MFSC.  Friberg Financial Group is not affiliated with MFSC.
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Resume of

Scott J. Friberg





Summary:



Scott is a financial professional with over 20 years of experience in 

financial planning, finance, accounting, banking, and business planning.



Owner of Friberg Financial Group – Working with individuals and entrepreneurs in the areas of personal and business financial planning.





Education:



M.S. Accounting, University of Virginia, Charlottesville, Virginia



B.S. Business Administration, George Mason University, Fairfax, Virginia





Certifications and Licenses:



Certified Public Accountant, Virginia

Certified Cash Manager

Life and Health Insurance License, Virginia

General Securities Registration - Series 7

Combined State Law Agent/Registered Investment Advisor - Series 66





Affiliations:



Registered Representative – Multi-Financial Securities Corporation

Investment Advisor Associate – Multi-Financial Securities Corporation

Advisor – Loudoun County Small Business Development Center

Loudoun County Chamber of Commerce

Loudoun Toastmasters
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Personal Services:

��

Business Services:������Financial Planning

Fee-Based Planning

Retirement projections

Asset allocation

College funding

Insurance assessment

Tax Strategies��Business Planning

Business plans

Budgeting

Cash forecasts

Retention plans������Investments

Mutual funds

Stocks and bonds

College 529 plans

Money market accounts

Savings accounts and CDs

REITs��Business Owner Consultations

Strategic planning

Profitability reviews

Business succession

Incentive plans������Retirement Accounts

Roth IRAs

IRAs and Rollover IRAs

Individual 401k

SEP plans��Retirement Plans

401(k) plans

SEP plans

Simple IRA Plans

412i Plans������Insurance

Term

Variable universal life

Universal life

Whole life

Long-term care

Disability��Business Insurance

Group life

Group disability

Group long-term care

Key-person

Buy/Sell agreements������Tax Strategies

Variable annuities

Fixed annuities

Permanent insurance��Automated Accounting Systems

Peachtree

Quickbooks

��
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Client Rights and Expectations





FFG Clients have the right to:



Expect honesty and integrity 

Expect that their best interests are the basis for all financial recommendations

Maintain control and make final decisions

Be kept informed

Have phone calls returned promptly

Be educated as to their relevant alternatives

Understand risk factors

Receive value from their relationship with FFG

Be treated fairly and with respect

Expect complete confidentiality





Scott has the right to:



Expect honesty and integrity in his dealings with his clients

Be kept informed

Have phone calls returned promptly

Educate and give advise

Professionally motivate you to implement recommendations

Be compensated adequately for providing a valuable service

Be treated fairly and with respect





Scott expects that his clients will:



Receive value from having worked with him

Enjoy and appreciate the process

Provide him with constructive feedback for improvement

Recommend that their friends and family meet him to learn how his services can help them







Scott’s Philosophies on:





Client Relationships



Serving my clients’ needs is why I am in the Financial Planning profession.  The satisfaction of my clients is the only reason I am in business and will be the only reason I will be able to stay in this business.



The essence of my business philosophy is that I am engaged by my clients to work to help them to achieve their goals.  For example, I earned all of the various professional licenses necessary to be able to provide almost any conceivable financial product that may be needed to move a client toward his or her goal.



Confidentiality



Since my clients are located in a relatively small geographic area, and they often refer their friends and relatives to do business with me, client confidentiality is of the utmost importance to me.  If you ever have a concern about confidentiality, please contact me so that we can have an open discussion.



Financial Planning



The Financial Planning process I use is an effective and enjoyable way to develop and document your long-term plan toward financial goal achievement.  Although it costs less and takes less time than a family may spend on hair care during the year, only select individuals make a commitment to develop a comprehensive financial plan with a professional.



Scott Friberg is not only licensed to provide financial plans for a fee, he is also licensed to provide virtually all of the financial products that are often part of the implementation phase of the financial planning process.  By being licensed in and working with these products on a daily basis, Scott maintains first-hand knowledge of how these often complex products work.





Investments



When it comes to investing in the stock and bond markets, I believe the two most important words are time and diversity.  I only recommend investments for my clients if they understand that we are going to be investing in a diversified mutual fund portfolio over the long-term.  Historically, this approach generally provides for acceptable returns while taking an acceptable risk.





Life Insurance



Insurance is simply a tool to “buy away risk” of some sort.  For instance, life insurance is a tool to provide financially for your family in the event that you die while your income is still needed.



My approach to providing life insurance to my clients is as follows:



We assess your need together

I educate you as to your alternatives

I get competitive bids from insurance companies

I help you with the application process

I remain as the agent for future client service



Most people are not aware of the tax advantages offered by owning their own life insurance policy.  I discuss these advantages in the process.



I am licensed to be able to obtain all four types of life insurance.





Long-Term Care and Disability Insurance



The likelihood that you will be disabled and/or in need of long-term care is a real risk most of us face.  Since long-term care and disability insurance products are very complex and have many “moving parts”, I utilize specialists in these fields of insurance to provide my clients with the appropriate coverage.
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The Financial Planning Process
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Key Focus of Financial Planning Process









Your goals and dreams



Your particular areas of planning focus



Your plan assumptions



Net Worth Evaluation



Cash Flow Analysis



Emergency Reserves



Mortgage Financing Strategies



College Funding



Asset Allocation



Retirement Projections



Tax Strategies



Life Insurance



Risk Management
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Key Financial Planning Questions







Do you have clear financial goals?



Are you utilizing the smartest strategies to achieve your goals?



Will you have enough wealth saved to support your retirement years?



Are you utilizing Roth IRAs in conjunction with your work retirement plan?



Are your investment assets properly diversified?



Are you paying too much in hidden investment fees?



Do you have the right amount of life insurance?



Do you have the right kind of life insurance?



Do you have an estate plan?



Do you have adequate emergency cash reserves?



Did you know that you can participate in stock market increases with no stock market downside risk?



Do you know four methods of obtaining income tax-free investment growth?



Do you understand how inflation affects your financial plans?



Will your family be able to stay in their home if you die or become disabled?







Friberg Financial Group





Understand Needs, Desires,

Goals and Dreams





Where are You Today?



Analysis and Plan Design



Discuss Alternatives and

Recommend a Plan



Agree Upon a Plan



Implement the Plan








