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Managing 
Relationships, Managing Futures
Jehl & Kreilach Financial 
Management focuses 
on quality client 
relationships, not 
quantity of clients.
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before Gregg Jehl and Kevin Kreilach started a 
financial management partnership, they both 
worked for a large regional bank in Fort Wayne. 

In 1999, they began working together and though they 
enjoyed working as a team, they didn’t particularly care 
for their work environment that focused on gaining a 
constant stream of new clients. 

“We decided we wanted a business model that focused 
more on the clients than on the type of business they 
ran,” says Jehl. “so, after several years of trying to make 
it work within the bank, the only logical choice was to 
branch out on our own.” 

In early 2005, Jehl and Kreilach—both Certified 
Financial Planners (CFPs)—started their independent 
partnership of Jehl & Kreilach Financial management 
in the lincoln tower downtown Fort Wayne. A former 
colleague from the bank, Julie burenga, CFP, joined the 
partners, bringing along her CPA designation and skills, 
as well. since then, Cameron Collier has also joined 
the company and he spends much of his time building 
relationships in Decatur.

the partners have similar functions, yet each offers 
a different area of expertise, so they share clients. 
Kreilach’s expertise lies in investment management, 
retirement plans and financial planning. In addition 
to comprehensive financial planning, Jehl specializes 
in family strategic planning and is responsible for the 
firm’s compliance. burenga, a principal with the firm, 

specializes in financial planning with an emphasis on 
tax and estate planning.

the inception of Jehl and Kreilach was a very exciting 
time for the fledgling firm, but it was also challenging. 
the partners had to “rightsize” the business model from 
too many clients to the right number who are committed 
and serious about their financial future.

“We’ve succeeded at that,” Jehl says. “With the volatile 
markets of 2008 and 2009 and even so far this year, the 
fact that we have the right number of clients who trust 
us and look to us for guidance has really allowed us to 
help them weather the storm and, for the most part, keep 
them on track to reach their financial goals.”

“our goal is to act as a personal, chief-financial officer 
for our clients,” explains Kreilach. “the type of client 
that we have is typically attracted to having us focus on 
them and give them a higher level of service than they 
might be able to find somewhere else. We aim to make 
their financial life easier.”

one of the ways the partners do that is by providing 
each client with an individualized web page. 

“We gather all the pertinent financial information and 
use that on the clients web page,” says Jehl. “through 
their web page, we can show them not only assets that 
we’re helping them with, but their entire financial 
picture, all in one spot.” the information is encrypted, 
so it’s secure—“much safer than an e-mail,” he points 
out.
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much of the information is completely 
automated and updated daily, including 
bank accounts, which are linked directly 
to the client’s bank. “As for real estate 
or any other tangible asset, the value 
can be changed manually as the need 
arises,” Kreilach says. “For example, 
I had a client refinance his mortgage, 
and we changed the value on the site to 
reflect the bank’s appraised value.”

the web pages also allow the partners 
to work with clients outside Fort Wayne. 
“We have clients in Alaska and Florida 
and everywhere in between, as well as 
some who are living abroad,” says Jehl. 
“We have nearly as many clients not 
around the Fort Wayne area as we do in 
the area. the individual websites allow 
us to meet collaboratively online and 
via telephone in a more user-friendly 
environment than if we just sent clients 
an e-mail.”

the partners believe that having 
independence, objectivity and being 
able to concentrate on relationships are 
what make their firm unique. 

“our clients have expectations of 
what they will receive from us and 
those expectations are included in a 
written engagement offer,” says Jehl. 
“so when they engage us, they know 
what to expect. because of that, there 
are no surprises.”

In general, Kreilach and Jehl 
meet with their clients quarterly—
sometimes more often, sometimes 
less often depending on the needs 
of the client. “having that ability to 
make refinements as we go along is 
something else that differentiates us,” 
says Kreilach.

the partners pride themselves 
on always referring back to clients’ 
financial plans during the quarterly 
meetings. “For those clients with second 
or vacation homes, Jehl adds, “one of 
the promises we make is we will let 
them know far in advance whether they 
will need to sell a home to convert that 
illiquid asset into something that can 
produce an income.”

one success story that stands out for 
Jehl is a partnership in which two men 
each owned half of a business and were 
aggressively growing the business by 
sacrificing their own personal finances. 

“they met with us and we talked 
about the future, not just the company’s, 
but also their individual futures,” says 
Jehl. “they came to the conclusion that 
it might be best to sell the business. 
based on some guidance we’d given 
them, they were able to put the business 
in better shape financially and have 
a more attractive balance sheet for a 
buyer.”

the clients found a buyer while 
working on their personal financial 
planning. After selling the business 
and receiving a windfall he’d never 
dreamed of, one of the partners passed 
away just weeks after signing all the 
legal documents for his estate plan. 

“he was 56 and in what we thought 
was good health,” says Jehl. “If he 
had not put his estate plan together 
following the recommendations we’d 
given him, his family would have lost 
several million dollars in estate tax, and 
his legacy wouldn’t have been managed 
the way he desired.”

Kreilach says the fi rm’s service model 
may be labor-intensive, but it’s important. 
“When it’s your money, it’s personal, and 
we want to make sure that you know that 
we know it’s personal. We want to make 
sure that we’re on that path to wherever it 
is you want to go.” BP

THOSE DARN NAMES
Gregg Jehl jokes that one 

thing that distinguishes the 
partnership from financial 
competitors is its name. 
“there’s not one other firm out 

there with our name!” he says. 
that is one of the hurdles the 
firm has had to overcome—the 
pronunciation of those German 
last names. 
“It always comes back to those 

darn names,” he says, laughing. 
to help clear up his problem: 

Jehl is pronounced “Yale” 
and Kreilach is pronounced 
“Crylock.”

TOP: Julie Burenga, CPA, CFP, director of 
Financial Planning

BOTTOM: Cameron Collier, fi nancial consultant

Jehl & Kreilach 
Financial Management
Address:  116 East Berry Street, Suite 800
     Fort Wayne, Indiana 46802

telephone: (260) 420-0268

Fax:  (260) 422-6391

e-mail: kevin@jehlandkreilach.com

Co-owners and founders: Gregg Jehl, CFP, 
                                                                                    and Kevin Kreilach, CFP

Number of employees: 5

Website: www.jehlandkreilach.com

Years in business: 5 years

Services provided:  Investment planning and evaluation; 
business fi nancial planning; personal fi nancial planning; fi duciary 
services; personal services; family strategic planning; trust services
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