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Mr. Jankowski has spent the last 20 years advising 
High Net Worth clients on the benefi ts of pursuing a 
holistic approach to managing their wealth.  Passionate, 
protective and proactive describes not just his fi rm, but 
Jankowski himself.  He is passionate about managing 
wealth and preserving it for future generations; protective 
in the way he views himself as not just a fi nancial 
advisor, but as a fi nancial guardian; and he proactively 
stays on top of the markets and keeps in close contact 
with his clients.  This attitude 
helped lead to Jankowski’s 
recognition as a 2010 FIVE 
STAR Wealth Manager by 
Chicago magazine.  The award 
honors less than 2 percent 
of the over 31,000 wealth 
managers in the Chicago area 
for superior overall satisfaction.  
I had the opportunity to sit down with Mr. Jankowski 

and take him to task on these issues.  His character and 
demeanor were as direct as his claims:
Michael, what sets you and Senior Planning NetworkSM 
apart from your competition?

Mr. Jankowski:  I fully enjoy working with my clients, I 
look at them as friends, and I consider myself responsible 
for their fi nancial well-being.  I think the most important 
issue for my clients is trust.  When a person walks into 
my offi ce they are looking for dependability, frequent 
communication, expertise, and above all, sound advice 
that will provide safety of their retirement nest egg.  
Quite simply and honestly, we deliver results.  Clients 
want to hear from you often, and they want to know 
that you care about them. They want someone they can 
call when they have not only a fi nancial emergency, but 
a personal emergency as well.  I believe we provide this 
at Senior Planning NetworkSM and, by being recognized 
as a 2010 FIVE STAR Wealth Manager by my clients, the 
results speak for themselves.
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*If you would like to have this special opportunity to discuss your individual situation, Michael is offering  
Newsweek readers a complimentary consultation at one of several convenient offi ce locations in the Chicagoland 
Area.  Please contact his staff directly at:

Michael Jankowski is a registered representative of LaSalle St. Securities, LLC, a registered broker/dealer, and an Investment Advisor Representative of LaSalle St. Investment 
Advisors, LLC.  LaSalle St. Investment Advisors,  LLC is affi liated with LaSalle St. Securities, LLC.  Senior Planning NetworkSM is not affi liated with LaSalle St. Securities, LLC.  
Securities are offered through LaSalle St. Securities, LLC, member FINRA/SIPC. Strategies and investments offered are subject to risk, including the potential form principal loss.

(877) 990-PLAN
Info@seniorplanningnetwork.com
www.seniorplanningnetwork.com

SM

You mentioned advising High Net-Worth clients.  How 
do you defi ne a High Net-Worth client and why do you 
choose to work with this type of clientele?

Mr. Jankowski:  I defi ne a High Net-Worth client by 
having accumulated investable assets of at least $1 
million. The majority of my clientele are retired, or 
a few years away from retirement.  All of my clients 
have worked hard in accumulating wealth throughout 
their working years, but at retirement, they are more 
concerned about preserving that wealth…fi rst for 
themselves, and then for their heirs.  Throughout the 
years, we have solidifi ed strategic alliances with Estate 
Planning Attorneys and CPA’s in order to meet the 
unique fi nancial and estate planning needs of our High 
Net-Worth clients.  By having this network of fi nancial 
professionals on the same team, we are able to provide 
for ALL of the complex fi nancial needs of our clientele.   
Whether our client’s goals are to reduce risk in their 
investment portfolio, minimize income or estate taxes, 
ensure they do not outlive their money in retirement, or 
need to establish a trust to provide for future generations 
or charities, we have the knowledge, experience, and 
expertise to achieve those goals.
Given that many people are concerned about losing 
more of their retirement savings, what do you fi nd are 
your client’s greatest retirement fears, and how do you 
help overcome those fears?

Mr. Jankowski:  Fortunately, most of our clients’ 
retirement savings were protected from the downturn 
in the markets, due to our primary focus on principal 
protection.  I fi nd many new clients who come into my 
offi ce are very concerned about how they will retire, or 
if their retirement nest egg will last as long as they do, 
caused by the substantial decreases in their accounts.  I 
have always believed, as you approach retirement or are 

in retirement, one should focus on, fi rst and foremost, 
protection of their principal.  In retirement, it becomes 
very diffi cult for people to recover from a 20 to 30 percent 
downturn in their portfolio.  The resulting options could 
be to go back to work (which is obviously hard to do 
once a person is retired) or hope the market recovers 30 
to 40 percent just to get back to break even.  I always 
ask clients this question…”would it change your life 
if your portfolio increased by 30 percent in one year?”  
Most answer “no.”  But if I ask them…”would it change 
your life if your portfolio decreased by 30 percent in one 
year?”  Most answer “yes.”  By pursuing a defensive 
holistic approach to wealth management, it enables us 
to look at the many facets of a client’s life and create 
fi nancial, estate, and principal protected savings plans 
that work together to meet every specifi c need.
In summary, what are the most important factors for 
the Newsweek readers to take into account when 
choosing a wealth advisor?

Mr. Jankowski:  I believe many people tend to ask the 
wrong questions when searching for a fi nancial advisor.  
The fi rst role of an advisor should be to help educate their 
clients as to what steps they must take in order to reach 
their fi nancial goals, or “dreams”.  At Senior Planning 
NetworkSM, client education is a major priority.  It is 
our job to simplify the many complex fi nancial options 
available for our clients, which in turn, helps them build 
trust and confi dence in our recommendations. I believe 
if an advisor can’t explain fi nancial concepts in a way a 
person understands, there’s no way they will have the 
confi dence to rely on him or her when the time comes.  
I feel fortunate that for the past 15 years I have been 
able to educate the local community through public 
education workshops on asset preservation and wealth 
transfer strategies throughout the area.
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