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Frederick Hubler Jr: Football, finances, and family 
By Heather Tyrrell, htyrrell@journalregister.com                                                        Sunday, February 26, 2012 

 
 
Photo by Barry Taglieber Frederick Hubler Jr. started a private wealth management firm, Creative Capital 
Wealth Management Group, in 2003. Hubler also is an NFL Players Association financial advisor. He is 
pictured here with NFL and Eagles memorabilia in his Phoenixville office. 

PHOENIXVILLE — Financial advisor Frederick Hubler Jr. has seen ups 
and downs during his career. 

He’s seen firsthand how national events such as acts of terrorism and the 
recession can affect business. 

A financial advisor for the NFL Players Association, Hubler knows what can happen when opportunity knocks 
on your door. 

Hubler opened an Edward Jones office in Kimberton on Sept. 11, 2001. The stock market wasn’t open that day 
due to the acts of terrorism the nation saw. When the market reopened on Sept. 17, 2001, the business climate 
had changed. 

“It was like selling ice to Eskimos,” Hubler said. “I thought that would have been the worst part of my career. 
2008 was more horrible financially.” 

In August 2003, he opened the private wealth management firm, Creative Capital Wealth Management Group, 
in the Phoenixville area. After establishing the business and persevering against challenges, Hubler has seen 
his work pay off. The firm and Hubler’s work has been recognized in many ways. In 2011, Hubler was named 
a Five Star Wealth Manager, and earlier this year Main Line Today named him as one of the top financial 
advisors in the region. His advice on wealth management has been printed in the Wall Street Journal. 

Of the many achievements Hubler has made, one that he is very proud of is becoming an NFL Players 
Association Financial Advisor. 

Hubler found out about the opportunity by performing an Internet search of two items that interested him the 
most: NFL and financial advisor. 

“The answer that came back was that the players association had an open enrollment for financial advisors that 
wanted to be part of this new program,” he said. 

It was on a Friday that he found out about the program and that he had until the end of business on that 
Monday to apply for it. Hubler didn’t let that deter him — he filled out the paperwork for the application, made 
sure the fees were paid for and sent out the application. 

“I didn’t hear anything for three months so I forgot about it,” he said. “Then I got a pretty decent-sized package 
that FedEx delivered welcoming me into the NFL Players Association.” 

Hubler attended a “training camp” for financial advisors which covered the NFL’s benefits program, how 
players get paid and other topics. Hubler noted that through his new role he advised one of the players he had 
to file a tax return for each city he played football in because football players are considered entertainers. 



 
The Mercury - February 26, 2012              2 

An important lesson financial advisors learned is how to prepare for a lockout. This was three years before the 
2011 NFL lockout. 

“We were just meant to protect our players and have them save more money,” Hubler said. 

Every two years Hubler attends the training for NFL Players Association advisors. 

The number of advisors for the association has been reduced from 470 to 270 people. The association stopped 
hiring advisors two years ago. 

“They’re the only sports organization that’s trying to pre-qualify financial advisors for their players just for the 
amount of bankrupt football players and horrible stories that you hear about.” 

The association cannot tell the players which financial advisor to choose, but it does perform a background 
check on the advisors each year, Hubler said. The financial advisors’ profiles are published on the players 
association’s website. 

NFL players who are Hubler’s clients contact him directly for advice. He cannot publicly disclose which 
players he works with. 

“It’s interesting to see people who you just saw on a game on a Sunday and you’re seeing them on a Tuesday 
or Wednesday,” Hubler said. 

He said he uses Skype, a video conferencing tool, to talk to some of the players. Players like to text a lot, 
Hubler said. 

CCWMG also provides a service that makes it convenient for pro football players to take a look at their 
finances while they’re traveling. The L.I.F.E. (Legal, Insurance, Financial, Enjoyment) Vision program is a 
website that allows players to see investments and other financial information on their smart phones. The 
service is available to all of the firm’s clients, not just pro athletes. 

“It helps the players keep on top of things,” Hubler said. “They’re on the road most of the season.” 

The service also helps clients who are executives and travel a lot for business. 

The website is encrypted so no one else can see the information and it’s read-only so clients cannot move 
money around, Hubler said. 

According to one of the firm’s brochures, initiatives the firm works on with pro athletes include cash-flow 
planning (paying off credit card charges and keeping 12 months of living expenses in a money market 
account), family unit (having a family sharing plan), trust and guidance (having qualifications for advisors and 
business partners), setting expectations (managing your expectations as well as your family’s and friends’) and 
institutional investments (saving before investing, investing in 401k.) 

What is satisfying for Hubler is now when someone performs a search for “NFL + financial advisor,” 
CCWMG’s website is at the top of the list. He said this isn’t something he pays for. 

Hubler said he doesn’t get any freebies from the NFL and that he has to pay for his Eagles tickets. However, 
working as a financial advisor for the players association does lead to attending some fun events. In 2009, he 
went on a cruise with NFL players where he gave advice on how “not to go broke,” he said. 
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“There is a concept called Sudden Wealth Syndrome which explains why lottery winners and some football 
players go bankrupt,” Hubler said. “Knowing what the signs are of what typically happens helps to avoid it.” 

“I’m the no man,” Hubler said about his advice to players. “They have enough people around them that say yes 
to them no matter what they do. I respect them enough not to be wooed. They’re paying me not to be their 
friend. They’re paying me to be their advisor. It’s difficult because you want to do what’s right for them, but 
they might not see it as the right thing.” 

Hubler has had to advise clients on such unique financial situations as how to obtain a mortgage to build a 
house on a coral reef in Florida and arranging for security when a client was traveling to Mexico to purchase a 
house. 

He said the key to preventing football players and other clients from encountering Sudden Wealth Syndrome is 
to not spend money fast and plan their purchases. The unplanned items are the things that can take people 
down the Sudden Wealth Syndrome road. 

What helps is having a team of advisors that are not “under one roof,” Hubler said. His firm has financial 
advisors but also works with third parties. 

“They (team members of the third party companies) have the ability to call attention to anything that doesn’t 
look good,” he said. “All of our deliverable team are all third party companies that are not going to sign off on 
something that isn’t right. They are basically brought in to be extra set of eyes and due diligence with any 
strategies that we are doing.” 

What inspired Hubler’s work in finance? 

“I’ve always wanted to have a business where I had a certain amount of clients, but I didn’t want to be a 
doctor,” Hubler said. “As my friends would be able to change my oil, I would do their taxes. My first 
brokerage account I opened up when I was 15. My mom was a co-sponsor.” 

“After I got my MBA, I wanted to help real people create wealth, not just companies,” he said. 

He has lived in the Phoenixville area since 1998. He worked for Unisys in Blue Bell before opening the 
Edward Jones office. 

When he started Creative Capital Wealth Management Group, which is located at 1220 Valley Forge Road, 
Suite 3, Phoenixville, Hubler wanted to “create a business that wasn’t based on commissions and not being 
‘salesy,’” he said. 

“I started the company as a primarily fee-based firm,” Hubler said. “We evolved again in 2012. We decided to 
become a family office for families that have higher net-worths.” 

The firm is limiting the families it works with to less than 100 so it can focus on its clients. 

According to the CCWMG website, www.ccwmg.com, the Private Client Experience “members want the kind 
of ‘Family Office’ service usually reserved for those with a net worth of $100 million or more. We are now 
making that service available to a larger range of high net worth individuals beginning with those whose net 
worth is two million or above.” 
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In addition to being the sole owner of the wealth management firm, Hubler helped run a Kiwanis auction to 
raise money for the Children’s Plaza on Bridge Street in Phoenixville and served as the president for 
Phoenixville Regional Chamber of Commerce for two years. His office contributes an “Economic Update” 
article in The Phoenix. 

Being a financial advisor for pro athletes and starting his own financial firm are two achievements Hubler is 
proud of in his career. In his personal life, family is a great achievement. Hubler and his wife, Elizabeth, have 
5-month-old twins, James and Abigail. 

It’s no surprise that the twins are decked out in Philadelphia Eagles onesies. 
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