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Public Investors Arbitration Bar Association

July 3, 2013

VIA EMAIL

Elizabeth M. Murphy, Secretary
Securities and Exchange Commission
100 F Street, NE

Washington, D.C. 20549-1090
rule-comments@sec.gov

Re: File No. 4-606; Duties of Brokers, Dealers and Investment Advisers
(Request for data and other information)

Dear Ms. Murphy:

I write on behalf of the Public Investors Arbitration Bar Association ("PIABA"). PIABA is
an international bar association comprised of attorneys who represent investors in
securities arbitrations. Since its formation in 1990, PIABA has promoted the interests of
the public investor in all securities and commodities arbitration forums, while also
advocating for public education regarding investment fraud and industry misconduct.
Our members and their clients have a strong interest in the standards of conduct to
which brokers and investment advisers are held when giving investment advice. We
welcome this opportunity to provide further information related to the Commission’'s
study of this issue.

We will provide information in response to the Commission’s "Request for Data and
Other Information Relating to the Current Market for Personalized Investment Advice”.
For clarity, we have included the requests to which we are responding below. We have
responded to those requests where we believe we can provide the most relevant data.

2, Data and other information describing the types and availability of
services (including advice) broker-dealers or investment advisers offer to
retail customers, as well as any observed recent changes in the types of
services offered. Provide information as to why services offered may
differ or have changed. Have differences in the standards of conduct
under the two regulatory regimes contributed to differences in services
offered or any observed changes in services offered? If possible,
differentiate by retail customer demographic information.

A survey of the websites for five of the largest broker-dealers and five of the largest
registered investment advisory firms leads to the conclusion that both generally offer the
same comprehensive financial planning and advice:

BROKER-DEALERS

(i) Merrill Lynch

Merrill Lynch’s website is full of materials detailing the comprehensive financial services
offered to prospective customers. Interestingly, nowhere on its website does it discuss
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order execution. Instead, there are a myriad of goals Merrill Lynch will assist with,
including:

Caring for My Family

Preparing for Retirement
Growing My Business

Pursuing My Dreams

Estate Planning and Philanthropy

See Exhibit 1. Merrill Lynch goes to great lengths to describe itself as a “Wealth
Manager”, not merely a securities broker that buys and sells securities or simply
places orders. Merrill Lynch also includes numerous client testimonials on its
website describing the substantial and personal relationship the clients have with
their Merrill Lynch Financial Advisor. The website describes “access to world class
market research and the industry’s top financial analysts” and references the
importance of finding the right financial advisor. Poignantly, the website includes a
quote from Charles Merrill, who said in 1914, “The interests of our customers must
come first.” Id.

These current representations are not new. Before the financial crisis, Merrill
Lynch represented itself as “Total Merrill” to its customer base. Attached as Exhibit
2 is a PowerPoint presentation which was shown at a Merrill Lynch conference on
June 19, 2008, by Vice President Marilyn Pearson. This presentation was geared
to Merrill Lynch financial advisors using inter-networking skills to expand their
business. importantly, the basis of the presentation is “Total Merrill’, which, as the
second page of the presentation illustrates, is far more than merely executing
orders or even simply making investment recommendations. Instead, “Total
Merrill” was an integrated concept designed to provide customers with
comprehensive service, including advice, retirement planning, banking, credit and
lending, and estate planning. In fact, “investments” is just one piece of this fully
integrated, comprehensive service.

(ii) Morgan Stanley

Morgan Stanley is more bombastic about the impact it can have for its clients,
proclaiming rhetorically in large, bold print. “WHO CAN PROVIDE A HIGHER
LEVEL OF FINANCIAL ADVICE BACKED BY THE BEST THINKING ON WALL
STREET?” Of course, the answer is Morgan Stanley. It also represents that it
offers services to its customers similar to those offered by Merrill Lynch. Morgan
Stanley states, “At Morgan Stanley, our dedicated Financial Advisors are ready to
work closely with you. With a clear understanding of your unique circumstances,
we'll find the right services and solutions to help meet your objectives today and
tomorrow.” See Exhibit 3. Morgan Stanley also touts its “access to Banking
services” and represents itself as a “wealth manager”, not simply a company that
brokers securities transactions.

Morgan Stanley’s website also details its "Wealth Planning” services, which include
investing, managing risk, strategic borrowing, and setting objectives to plan “for the
long term”.
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(iii) uBS

Much like its peers, UBS is not shy about the quality of the services offered to its
customers. On its website, it states in bold: “Advisors without peer. Advice
without equal.” See Exhibit 4. It goes on:

At UBS, our clients are the focus of everything we do. And with
access to the best resources and intellectual capital in the industry,
our Financial Advisors are in the best position to help clients reach
their goals. In addition to having exceptional credentials,
experience and perspective, our Advisors know it's essential to
listen to you and truly understand your goals in order to help you
achieve the financial future you envision.

Id. UBS, like Merrill, has customer testimonials and video stories on its website
which provide a provocative glimpse into how UBS will make your dreams come
true. In fact, the website states: “"At UBS, we can help you pursue all of your
financial goals — including those that go beyond investing — to help you live the life
you've always imagined.” UBS represents its services to include retirement
planning and investing along with education funding, estate planning, and
charitable giving, all of which is presented as a “collaborative approach”. Much like
its peers, there is nothing on UBS’ website which describes it as an order executor.
In fact, nothing represented by UBS indicates it actually brokers transactions.
Instead, it repeatedly represents itself as an advisory firm focused on providing
planning and advice in all facets of someone’s financial life.

(iv) Ameriprise Financial

The tenor of Ameriprise’s website is somewhat different than the previous three
firms. It clearly and unmistakably represents that it provides services far more
substantial than simply executing orders or making investment recommendations.
In fact, one of the key components of the “ongoing advisor relationship” is to “track
ongoing progress”.  See Exhibit 5.  Ameriprise's website includes client
testimonials and videos which explain the important and substantial impact
Ameriprise has had on their lives.

Ameriprise represents that it provides numerous services to its clients. These
include investments, insurance/annuities, financial planning, credit cards, and
lending services. Specifically, Ameriprise identifies several different investment
products offered by the firm to its customers, including:

IRAs & retirement plans

Mutual Funds

Stocks and ETFs

Bonds

Education savings

Real estate and alternative investments
Managed accounts

Structured products

Certificates

Options

Unit Investment Trusts (UITs)
Syndicates, including closed-end funds and preferred stock
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Id. at 4-5. Unlike the “big three” above, Ameriprise specifically identifies what
investments it offers to its customer base. Importantly, it wraps this list up by
calling attention to Ameriprise advisors as being “investment professionals”.
Nowhere on the website are Ameriprise advisors referred to as securities brokers
or traders.

(v) LPL Financial Services

LPL Financial represents its financial advisors as “experienced professionals” who
provide “objective guidance and advice”. It also makes a specific point that LPL
“does not offer any proprietary products ...” resulting in “unbiased investment
products and strategies ...."” See Exhibit 6. LPL also focuses on a "holistic
approach to life planning”™

No matter where you are in life — just getting started or winding
down a successful career — you have goals and dreams. Your
advisor engages you in an ongoing conversation about your
needs, goals, and objectives to create the life plan that's right for
you.

Id. LPL goes even further, touting a neighborly approach:

Your LPL Financial advisor more than likely lives and works in your
community. And because your LPL Financial Advisor cares as
much about your personal satisfaction as the performance of your
portfolio, he or she serves as a true partner to help you live the life
you desire.

Id. LPL also focuses on the support it provides to its financial advisors as a selling
point to prospective customers. It emphasizes the training and management
programs LPL advisors attend to stay on the cutting edge of the investment field.
Like the “big three” above, LPL clearly represents itself as a fully engaged wealth
management, life-planning partner.

Also, like Ameriprise, LPL identifies specific securities products it offers to its
customers. These include:

Mutual Funds

Annuities and other tax-efficient investments

Domestic and international securities

Insurance

Fee-based asset management programs

Estate and financial planning

Trust services

Group retirement plans

Exchange-traded funds (ETFs) and exchange-traded notes

Id. at 3. Importantly, LPL leaves the door open, stating, “From these and other
investment options, your LPL Financial advisor can construct individual investment
portfolios by using our unbiased research on the economy and a range of other
investment-related topics.” (Emphasis added)
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REGISTERED INVESTMENT ADVISORS

(i) Fisher Investments

Fisher Investments, located in Woodside, California, represents on its website that
as of April1, 2013, it had over $46 billion in assets under management. It
represents itself as a money manager. It does not proclaim to be a "wealth
manager” or “life planner” like the large broker-dealers. It simply represents that it
uses its talent, market insight, technology, and strategies to adjust its clients’
portfolios accordingly.

The website identifies specific benefits to being a Fisher “private client”. These
include:

Direct, Proactive Customer Service
Regular Communications

Fisher Forecast Seminars
Investment Roundtables

Fisher Friends Events

Client Conference Calls
Marketminder.com

See Exhibit 7. Fisher Investments is a fee-based, discretionary, investment
advisor. It pretty clearly represents itself as such, leaving out much of the flowery
hyperbole the brokerage firms use in their marketing and website pieces.

(ii) Aspiriant

Aspiriant was the nineteenth ranked investment advisory firm in 2012, having over
$4 billion of assets under management. The Los Angeles-based firm represents
on its website that it “employ[s] all the rigor of institutional manager selection and
performance monitoring and analysis.” See Exhibit 8. Much like Fisher, Aspiriant
represents that it uses technology and market research to maximize performance.

Unlike Fisher, Aspiriant does represent that it performs more than just financial
planning, purporting to perform “strategic planning” also. This includes:

¢ Budgeted expenses
¢ The amount and timing of family and charitable gifts
o Whether to continue employment or business involvement or to “retire”
¢ What investment returns and risks to pursue...or accept.
Id. at 4-5.

(iii) Oxford Financial Group

Oxford Financial Group is an Indianapolis-based investment advisor with over $10
billion in assets under management, making it the sixth largest investment advisor
in 2012. Oxford represents that it provides services a bit broader than Aspiriant or
Fisher, sounding more like one of the "big three” brokerage firms above.

Oxford’s website is not shy. In touting its family office services, it states: “[t]he sole
commitment of our Family Office Services group is to enhance the financial lives of
our clients and to enrich family legacies. This means helping you to organize and
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deploy your wealth in ways that enable you and your family to lead lives that are
happier, more harmonious and secure.” See Exhibit 9.

Oxford also represents on its website that it offers “Alternative Investments” in
addition to its investment services. These include:

Private equity

Private real estate partnerships
Hedge funds

Natural resources

Id. Oxford also offers a proprietary plan called Savile Row, which provides pooled
investment vehicles.

(iv) Shepherd Kaplan, LLC

Shepherd Kaplan, LLC, is a Boston-based fee only investment advisory firm with
over $7 billion in assets under management. Its website is straightforward and
specifically identifies itself as a fiduciary. See Exhibit 10. It also identifies its role in
providing alternative investments to its qualified investor clients, but stops short of
identifying specific types of investments, merely stating it offers private equity and
venture capital offerings.

(v) Ronald Blue & Co.

Ronald Blue & Co. is an Atlanta-based fee only investment advisory firm with over
$6 billion in assets under management. On its website, Ronald Blue represents
the firm to be a more comprehensive wealth management firm, not merely a
“‘money manager”. |t identifies:

Financial Planning
Investment Management
Tax & Business Services
Estate Planning
Philanthropic Counsel

See Exhibit 11. This level of service is quite similar to the services represented by
the broker dealers above.

CONCLUSION

After reviewing the publicly available materials advertising the representations and
services offered by both brokerage firms and registered investment advisors, there
is an inevitable conclusion: Brokerage firms represent themselves as if they were
fiduciary investment advisors.

Data and other information describing the extent to which different rules
apply to similar activities of broker-dealers and investment advisers, and
whether this difference is beneficial, harmful or neutral from the perspectives
of retail customers and firms. Also, provide data and other information
describing the facts and circumstances under which broker-dealers have
fiduciary obligations to retail customers under applicable law, and how
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frequently such fiduciary obligations arise. If possible, differentiate by retail
customer demographic information.

There are many differences in the rules applicable to broker-dealers and investment
advisers. The most notable difference is the standard governing the provision of
investment advice — brokers are held to a suitability standard under FINRA rules and
investment advisers are held to a fiduciary standard under federal law. There are wide
differences in state law regarding whether or not a broker is deemed a fiduciary.

Courts have routinely held that when an account is discretionary, the broker has a fiduciary
duty to the client. In Leib v. Merrill, Lynch, Pierce, Fenner & Smith’, the court specifically
set forth the duties a broker owed the customer when the account is a discretionary
account:

Such a broker, while not needing prior authorization for each transaction,
must (1) manage the account in a manner directly comporting with the
needs and objectives of the customer as stated in the authorization papers
or as apparent from the customer's investment and trading history, Rolf v.
Blyth Eastman Dillon & Co., Inc., 570 F.2d 38 (2d Cir. 1978); (2) keep
informed regarding the changes in the market which affect his customer's
interest and act responsively to protect those interests (see in this regard,
Robinson v. Merrill Lynch, supra) ; (3) keep his customer informed as to
each completed transaction; and (5) explain forthrightly the practical impact
and potential risks of the course of dealing in which the broker is engaged,
Stevens v. Abbott, Proctor and Paine, 288 F. Supp. 836 (E.D. Va. 1968).

However, apart from discretionary accounts, the discussion of the duties a broker owes to a
customer gets more complicated. Courts have addressed the issue of the existence and
extent of a fiduciary relationship between a broker and a customer differently. In Marchese
v. Nelson®, the court laid out the ways various courts have addressed this issue:

Unlike the present case which involves nondiscretionary accounts, “the
broker handling a discretionary account becomes the fiduciary of his
customer in a broad sense.” Lejb v. Merrill, Lynch, Pierce, Fenner &
Smith, 461 F. Supp. 951, 953 (E.D. Mich. 1978) (interpreting Michigan
law).  Accordingly, numerous courts have held that the lodestar for
determining the existence of a fiduciary relationship is whether the account
is discretionary or nondiscretionary. See, e.g., Refco, Inc. v. Troika Inv.
Ltd.,, 702 F. Supp. 684, 687 (N.D. Ill. 1988) (interpreting lllinois law). In
Refco, the court held that “[iln general only a broker operating a
discretionary account is viewed as a fiduciary.” Id. at 686. The Refco
court tempered its absolute view by acknowledging that “[elven in the most
limited type of agency — the nondiscretionary account where the broker is
simply called on to carry out its principal's orders — the concept of
faithfulness to duty operates to preclude the agent's dealing to its own
advantage rather than its principal's.” /d. at 687 n. 9.

Similarly, in Leib, the court indicated that in a nondiscretionary account, the
“broker is bound to act in the customer's interest when transacting
business for the account; however, all duties to the customer cease when
the transaction is closed.” Leib, 461 F. Supp. at 952-53. Notwithstanding

461 F. Supp. 951, 953 (E.D. Mich.1978).
809 F. Supp. 880, 893 (D. Utah 1993).



Elizabeth M. Murphy, Secretary
Securities and Exchange Commission
July 3, 2013

Page 8

this apparently limited duty, the Leib court identified six duties associated
with nondiscretionary accounts: (1) the duty to recommend stock only after
becoming informed about the stock; (2) the duty to promptly carry out the
customer's orders; (3) the duty to inform the customer of the risks involved
in a transaction; (4) the duty to refrain from self-dealing; (5) the duty not to
misrepresent any fact material to a transaction; and (6) the duty to transact
business only after prior authorization from the customer. /d. at 953.

The Tenth Circuit, rather than using the nature of the account as the
dispositive factor, balanced the nature of the account with the nature of the
relationship between the parties. Hotmar v. Listrom & Co., 808 F.2d 1384,
1386 (10th Cir.1987) (interpreting Kansas law). The Hofmar court, in
finding no fiduciary relationship, analyzed whether the broker agreed to
manage or otherwise control the account, or rather, whether he merely
rendered advice. /d. at 1387. Finding no agreement by the broker to
monitor his clients' nondiscretionary accounts, the court found no fiduciary
relationship. Id.

Other courts have rejected the nondiscretionary-discretionary dichotomy, in
favor of an analysis of the actual relationship. See, e.g., Baker v. Wheat
First Sec., 643 F. Supp. 1420, 1429 (S.D. W.Va. 1986) (interpreting West
Virginia law); Davis v. Merrill, Lynch, Pierce, Fenner & Smith, 906 F.2d
1206, 1216-17 (8th Cir.1990) (interpreting South Dakota law). In so doing,
the Baker court found a fiduciary relationship where the broker exerted “de
facto control” over the account. Baker, 643 F. Supp. at 1429. To the
Baker court, such de facto control existed when “the client routinely follows
the recommendations of the broker.” Id. (quoting Mihara v. Dean Witter &
Co., 619 F.2d 814, 821 (9" Cir.1980)).

The Eighth Circuit in Davis followed the rationale of the Baker court,
concluding that a fiduciary relationship may exist in cases where the broker
exerts de facto control over a nondiscretionary account. Davis, 906 F.2d at
1216-17. In reaching this result, the Davis court relied heavily on the fact
that the aggrieved customer was an unsophisticated investor who never
failed to follow her broker's recommendations. Id. at 1217. Even then,
however, the court found it significant that the broker had made numerous
unauthorized trades. /d.

Finally, other courts assume the existence of a fiduciary relationship even if
the account is [non]discretionary [sic], and then analyze the facts to
determine the scope of the duty and whether the broker breached the duty.
See, e.g., Romano v. Merrill, Lynch, Pierce, Fenner & Smith, 834 F.2d 523,
530 (5" Cir.1987) (interpreting federal securities law). Applying this
analysis, the Romano court found no breach where the customer, an alert
and vigilant businessman, controlled his nondiscretionary account and
made all decisions regarding activity in the account. /d. {citations omitted).

The cases discussed above illustrate four methods that courts employ in
answering whether a fiduciary relationship exists between a broker and a
customer with nondiscretionary accounts. Two of these methods involve
an absolute rule: either finding no fiduciary relationship because the
account is nondiscretionary, see Refco, Inc. v. Troika Inv. Ltd., 702 F.
Supp. 684, 687 (N.D. Ill. 1988), or finding a fiduciary relationship
regardless of whether the account is discretionary, see Romano v. Merrill,
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Lynch, Pierce, Fenner & Smith, 834 F.2d 523, 530 (5" Cir.1987). Other
courts, using a flexible approach, base the existence of a fiduciary
relationship, not on the nature of the account, but on the nature of the
relationship, and find a fiduciary relationship either if the broker has agreed
to manage the account, see Hotmar v. Listrom & Co., 808 F.2d 1384, 1386
(10th Cir.1987), or if the broker exercises de facto control over the account,
see Davis v. Merrill, Lynch, Pierce, Fenner & Smith, 906 F.2d 1206, 1216-
17 (8" Cir.1990).

In Leib, the court recognized that apart from discretionary and non-discretionary accounts,
there exists a hybrid-type account. “Such an account is one in which the broker has
usurped actual control over a technically non-discretionary account. In such cases, the
courts have held that the broker owes his customer the same fiduciary duties as he wouid
have had the account been discretionary from the moment of its creation.” Leib further set
forth the factors the court should consider when determining whether the broker has
usurped control over the account:

In determining whether a broker has assumed control of a non-
discretionary account the courts weigh several factors. First, the courts
examine the age, education, intelligence and investment experience of the
customer. Where the customer is particularly young, Kravitz v. Pressman,
Frohlich & Frost, 447 F. Supp. 203 (D. Mass. 1978), old, Hecht v. Harris,
supra, or naive with regard to financial matters, Marshak v. Blyth Eastman
Dillion & Co., Inc., 413 F. Supp. 377 (N.D. Okl. 1975), the courts are likely
to find that the broker assumed control over the account. Second, if the
broker is socially or personally involved with the customer, the courts are
likely to conclude that the customer relinquished control because of the
relationship of trust and confidence. Kravitz v. Pressman, supra; Hecht v.
Harris, supra. Conversely, where the relationship between the broker and
the customer is an arms-length business relationship, the courts are
inclined to find that the customer retained control over the account.
Shorrock v. Merrill Lynch, supra. Third, if many of the transactions
occurred without the customer's prior approval, the courts will often
interpret this as a serious usurpation of control by the broker. Hecht v.
Harris, supra. Fourth, if the customer and the broker speak frequently with
each other regarding the status of the account or the prudence of a
particular transaction, the courts will usually find that the customer, by
maintaining such active interest in the account, thereby maintained control
over it. Robinson v. Merrill Lynch, supra.

The differing standards applicable to investment advisers and brokers in some jurisdictions
is discussed in more detail below in response to Item 9.g.-h. The differences in the
standards are generally harmful to retail customers who do business with brokers instead
of investment advisers.

There are several circumstances other than purchasing broker recommended securities in
an account in which it would be beneficial to retail customers for brokers to be subject to a
fiduciary duty. Common situations that manifest how beneficial the fiduciary standard is
include situations where the following occurs: 1) an investor follows a broker to a new
brokerage firm; 2) the investor has a change in circumstances or objectives; 3) the investor
changes brokers; and 4) the broker is aware of impending doom for a portfolio.

® 461F. Supp. at 954.
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The investor following a broker to a new brokerage firm. This is probably the most
common situation in which a fiduciary standard for brokers would directly benefit investors.
Brokers commonly move to different brokerage firms over the course of a career and will try
to get their clients to follow them when making such moves. When a broker sells
investments that are unsuitable and then changes brokerage firms, it can place the
investor's portfolio in supervisory limbo. Despite requiring the completion of account
suitability documents at the new firm, the new firm commonly will do nothing to warn the
investor that the portfolio previously purchased for the investor by the firm’s new broker is
grossly unsuitable for the investor. It will then justify the inaction by saying it is only
responsible for trades made after the broker had transferred to it. The investments are
then left to decline in value until the investor's nest egg is gone. Further, the initial firm, at
which the investment purchases were made, will deny responsibility because it had no
ability to supervise the broker, to recommend investment changes, or to discover the
impropriety after the broker left. A fiduciary duty on the part of the broker and the new firm
to inform the investor of an unsuitable portfolio, irrespective of whether the investments
were recommended by the broker after he changed firms, would protect the investor.

The change of circumstances or objectives. When an investor's circumstances change,
such as when the investor retires, becomes unemployed, or becomes disabled, the needs
of that investor change. Likewise, investors can manifest a change in risk tolerance and
objectives that causes the portfolio of that investor to no longer be suitable. This is a very
common situation where a fiduciary duty benefits the investor. The lack of a fiduciary duty
means that a broker does not need to inform an investor that the investor’s portfolio is no
longer suitable — no matter how strongly the information given the broker would indicate to
the contrary. Typically, the change in circumstances will be deemed relevant only to new
advice given. To make matters worse, investors commonly think their broker will volunteer
such advice. Brokerage firms, through advertising and other marketing, give investors
reason to believe that they are watching over investors’ savings and guiding them through
the transitions in their lives.

An example of how such a fiduciary duty benefits investors can be found in a recent case
filed in the American Arbitration Association (“AAA”) and settled prior to arbitration®. The
case involved an individual who informed his registered investment adviser that he had
developed cancer and stopped working and wished to live on income from his investments.
Despite the significant life change, the investment adviser failed to advise the investor that
his aggressive portfolio was inconsistent with such a life change. The fiduciary duty of the
investment adviser meant that the adviser had the duty to do so. Without such a duty, the
adviser could have kept his mouth shut and let the portfolio do little to help the investor
sustain himself during this time when he was not working. The existence of a fiduciary duty
in this case, arising because of the investment adviser status, gave the investor legal
recourse. A broker may not have had similar obligations under the FINRA rules or
applicable state law.

Investor changing from one broker to a new broker. When an investor comes to a new
broker with a portfolio that requires some future action, the broker may fail or refuse to take
any action. When losses subsequently occur, the new broker attempts to disclaim liability
for losses by stating that the recommendation for the investment was not the broker’s, but
rather the prior broker’s, and that the broker has no duty with respect to investments he did
not recommend. The losses could be prevented if the broker were a fiduciary with a duty to
disclose relevant information.

* Names of the parties have been withheld due to the confidentiality provision of the

settlement agreement between the parties.
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The importance of fiduciary duties being applicable to brokers is demonstrated in another
recent case in which an investor purchased a substantial variable annuity from her first
broker. She then changed brokers and retired. Despite the request for income to sustain
the investor during retirement and a need for stable investments, the new broker never
advised the client to annuitize the annuity. Annuitizing would have furthered both
objectives. When the investor questioned why the broker failed to take this action after
years of doing business together, the broker responded that the investor should have done
so on her own. Like many investors, the investor in this matter barely understood what a
variable annuity was. Under a fiduciary standard, the broker and her firm could be held
liable for not disclosing such important information.

In another case, a broker convinced an elderly investor to take a loan secured by the
investor’s portfolio that would be paid for by income from the portfolio. The investor's new
broker did not make any payments on the loan and did not inform the investor that failing to
pay the loan off could result in the investor's entire life savings being liquidated without
notice. In this case, the investor was able to recover only because the new broker was
found to be a fiduciary. Without such a duty, the elderly investor would likely be left with no
recourse.

Not advising about impending disaster. When investors only get information at the time
of the purchase of an investment, situations arise in many cases where the broker knows
information indicating that a particular investment is about to implode but fails to take action
or inform the investor. This circumstances occurs often in cases involving proprietary
products that a firm does not want its customers to sell.

The many cases involving Morgan Keegan in the past five years exemplify this situation.
Morgan Keegan was selling certain proprietary mutual funds as conservative bond funds.
Ultimately, Morgan Keegan came to learn that a substantial portion of these funds were
invested in collateralized debt obligations — an investment vehicle carrying substantial risk.
Internal emails recognized those risks and the fact that individuals invested in such
investments were not aware of the substantial risk. Despite the knowledge that the
investors misunderstood the risk of holding the investments, Morgan Keegan never notified
the investors of the substantial risk. Whether Morgan Keegan had a duty to warn
depended in part upon whether the brokers and Morgan Keegan were fiduciaries of the
investors. In Warfel v. Morgan Keegan, (FINRA No. 11-726 and U.S. District Court for the
Middle District of Florida, 12cv1250), the FINRA arbitration panel found that a fiduciary duty
existed and, as such, the Morgan Keegan broker had a duty to warn of the risk of
continuing to hold the Morgan Keegan bond funds. Morgan Keegan was ordered to
reimburse the claimant for his losses as the result of not being informed of such risk. This
case should be contrasted with a large number of other cases in which the investors were
not told of the risk of continuing to hold such investments and in which the arbitration
panels found no fiduciary duty and, therefore, no liability on the part of the broker or the
firm.

9. Data and other information related to the ability of retail customers to bring
claims against their financial professional under each regulatory regime, with
a particular focus on dollar costs to both firms and retail customers and the
results when claims are brought. We especially welcome the input of
persons who have arbitrated, litigated, or mediated claims (as a retail
customer, broker-dealer or investment adviser), their counsel, and any
persons who presided over such actions. In particular, describe the
differences between claims brought against broker-dealers and investment
advisers with respect to each of the following:
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9.a.

9.b.

The differences experienced by retail customers, in general, between
bringing a claim against a broker-dealer as compared to bringing a claim
against an investment adviser. — For the time being, there is very little
difference between bringing suit against licensed investment advisers or broker
dealers, because most claims will end up in arbitration. It is commonly
believed that the use of mandatory arbitration by investment advisers is
widespread. A recent survey conducted by the Massachusetts Securities
Division found that nearly half of registered investment advisers responding to
the survey had pre-dispute mandatory arbitration clauses in their advisory
contracts.

Of course, nearly all claims brought by retail customers against broker-dealers
are subject to mandatory arbitration, either through an express arbitration
provision in the customer’s account documentation, or as a result of FINRA
rules. See UBS Fin. Servs. v. W. Va. Univ. Hosps., Inc., 660 F.3d 643 (2d Cir.
2011).

Any legal or practical barriers to retail customers bringing claims against
broker-dealers or investment advisers. — Retail customers must ordinarily
bring claims against investment advisers in either state court or in arbitration.
Save for claims for rescission of an investment advisory contract and
restitution, the Investment Advisers Act of 1940 (“JAA”) does not provide for a
federal private right of action or jurisdiction. See Transamerica Mortgage
Aavisers, Inc. v. Lewis, 444 U.S. 11, 18-19 (1979).

Most investment adviser arbitration takes place before private dispute
resolution forums such as the AAA or JAMS. Traditionally, FINRA has not
been used as an arbitration forum for disputes between investment advisers
and their clients, because the advisers have not been FINRA members.
However, FINRA has launched a pilot program, under which the forum may be
used if the adviser and the customer submits a post-dispute agreement to
arbitrate in the forum.®

There is a wide variation among these forums’ procedural rules. For example,
discovery may be limited to simply an exchange of documents, or may include
pre-hearing depositions of all of the principals. Similarly, the forum rules may
allow for pre-hearing, dispositive motions. The forums may be prohibitively
expensive for some retail customers. Participants in AAA arbitrations may be
required to share a pre-hearing deposit of as much $25,000. The neutrals are
often retired judges who may or may not have significant securities experience.

FINRA arbitration, in contrast, is much more tailored to the retail customer than
these other forums. Its discovery rules and procedures specifically focus on
securities-related documents and information and require disclosure of certain

See

hitp://www.sec.state. ma.us/sct/sctarbitration/Report%200n%20MA%201As%27%20Use

%200f%20MPDACSs.pdf.

See

http://www.finra.org/ArbitrationAndMediation/Arbitration/SpecialProcedures/P196162.

To date,
program.

only a small number of investment advisers have made use of this pilot
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documents. Pre-hearing dispositive motions are no longer allowed in FINRA
proceedings, except in a few limited circumstances. The forum fees are
significantly lower than in other forums. Finally, FINRA neutrals may not have
the pedigree of private forum neutrals, but likely have more experience with
arbitrating disputes within the securities industry.

Of course, litigants in arbitration have little recourse if an arbitrator returns a
legally erroneous award. Litigants in court may seek appellate review of
judicial errors.

Another legal barrier faced by retail customers is the satisfaction of a judgment
or award in their favor. Under FINRA rules, industry parties must comply with
an arbitration award or settlement related to an arbitration or mediation within
30 days or risk suspension or cancellation of that party’s registration with
FINRA. See FINRA Rule 9554. However, retail customers that litigate in court
or in an arbitration forum other than FINRA must enforce any judgment like any
other civil judgment — by levying and executing on property wherever it can be
found.

9.d. The amount of awards. — Claims against brokers or broker-dealers are
generally adjudicated in the FINRA arbitration forum. FINRA provides statistics
as to how often investors are awarded monetary damages in arbitration claims
against broker-dealers or brokers. From 2008 to 2012, customers have
received some monetary damage recovery in a range of 42% to 47% of the
cases for each year.7 However, FINRA does not keep statistics as to what
percentage of the damages claimed by investors are recovered through
arbitration against broker-dealers.

Edward O’'Neal and Daniel Solin performed a statistical analysis of arbitration
awards against broker-dealers, with data from January 1995 to December
2004. See “Mandatory Arbitration of Securities Disputes: A Statistical Analysis
of How Claimants Fare”, Edward S. O'Neal, PhD., and Daniel R. Solin®
(hereinafter “Mandatory Arbitration”).

O'Neal and Solin sampled over 13,800 cases — 90% of those cases were from
NASD arbitration and 10% were from NYSE arbitration. Mandatory Arbitration
at 6. They found that the average “win rate” — where the investor was awarded
at least some money — was about 50.7% over this ten year period. Mandatory
Arbitration at 10. Of those investors who “won”, their average recoveries
ranged annually from 68% of the amount requested to 49% of the amount
requested. Mandatory Arbitration at 11.

The percentage of requested damages recovered went down significantly
depending on how much money was requested. For example, when the
amount claimed was less than $10,000, investors who “won” received 76% of
their losses back, on average. When the claims requested damages of
between $100,000 and $250,000, investors who “won” only received 52% of

7

8

See

hitp:/fwww finra.org/ArbitrationAndMediation/FINRADisputeResolution/AdditionalResour
ces/Statistics/.

Available at

http://smartestinvestmentbook.com/pdf/06 1307 %20Securities%20Arbitration%20Qutco
me%20Report%20FINAL. pdf.




Elizabeth M. Murphy, Secretary
Securities and Exchange Commission

July 3, 2013
Page 14

9.e.

9.f.

their requested damages. Even worse, for claims with damage requests of
over $250,000, investors who “won” only received 37% of their requested
damages. Mandatory Arbitration at 12. Thus, investors who brought larger
claims were likely to recover less of their losses.

While this analysis by O’Neal and Solin was helpful to determine how investors
fared against brokers and broker-dealers, no similar analysis has been
performed on cases involving investment advisers. As such, it is impossible to
compare the awards/recoveries against each other.

Costs related to the claim forum, as it affects retail customers, firms, and
associated persons of such firms. — When an aggrieved investor sues a
broker-dealer and its representatives, that investor is generally required to
bring claims in FINRA arbitration, due to the fact that FINRA-member broker-
dealers generally have an arbitration clause in their account agreements. The
initial filing fees for claims filed in FINRA arbitration are $1,425 for claims with
losses between $100,000 and $500,000; and $1,800 for claims with losses
over $1 million. The parties are also required to pay forum fees for the initial
pre-hearing conference, disputes over discovery and subpoenas, and the
evidentiary arbitration hearing. The forum fees for the evidentiary hearing can
be significant, ranging from a few thousand dollars, to $30,000, or even more.
These forum fees can be a significant financial burden on investors who are
required to arbitrate their claims.

Often, when an aggrieved investor sues an investment adviser and its
representatives, that investor is required to arbitrate his or her claims, pursuant
to an arbitration clause in the investment advisory agreement, in one of the
following forums: a) AAA; b) JAMS; or c)even FINRA. The forum fees
associated with AAA or JAMS are generally higher than FINRA forum fees and
can be substantial for an aggrieved investor to have his or her “day in court.”
As discussed above, some forums, other than FINRA, have substantial deposit
requirements.

However, some investment advisory agreements do not have any arbitration
clause. The absence of an arbitration clause allows the investor to proceed in
court. Court filing fees are typically much smaller and often range from $300 to
$600 (including jury fees). There are also costs associated with serving
process on a party for a court action (which an investor typically does not have
to deal with in arbitration). Courts typically do not charge parties “trial fees”,
“forum fees”, or other fees to appear before a judge or jury to determine the
outcome of the case. Thus, investors who sue their investment advisers in
court generally will have significantly lower forum fees associated with bringing
a claim. However, there may be significantly higher costs associated with
discovery and motion practice for claims filed in court.

Hence, the differences in forum costs associated with suing a broker-dealer or
suing an investment adviser are dependent on the forum in which the case is
litigated. The costs can vary significantly, depending on whether the
investment adviser has an arbitration clause in its agreement, and, if so, which
forum has been selected. Without such a clause, the forum fees for an
aggrieved investor are significantly less.

Time to resolution of claims. — As with forum costs above, the difference
between suing a broker-dealer or an investment adviser depends on the
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existence of an arbitration clause. One of the benefits to arbitration is that
claims filed in an arbitration forum are generally resolved more quickly than
those filed in court. Claims filed in FINRA arbitration, AAA, or JAMS are
generally resolved in a range of one year to eighteen months. FINRA's
website indicates that from 2011 to 2013, the average time from start to
resolution of a FINRA arbitration claim ranged from 14.2 to 14.8 months.®
However, cases that went to final evidentiary arbitration hearing had lasted, on
average, from 15.9 to 17.7 months.

Claims that are filed in court can be resolved quickly, but generally take
significantly longer to be resolved than claims filed in arbitration. The length of
time to resolution is somewhat dependent on how busy the court dockets are,
which varies from court to court. For example, a case in a rural court with a
relatively light docket may proceed more rapidly than one in an urban court
with a loaded docket. Additionally, court cases are subject to more motion
practice and greater discovery (such as depositions, which are generally not
allowed in securities arbitration). Discovery and motion practice can add time
and expense to the resolution of the case in court.

The United States Government keeps statistics on how long it takes cases to
proceed in the federal courts.’® For each year ending in September, from 2007
to 2012, the median time from filing of a civil case to trial has ranged from 24.3
months to 25.5 months. However, these statistics only include cases that get
that far — the median time from filing to disposition of a civil case has ranged
from 7.3 to 8.9 months. While these statistics include all civil cases, they can
be used to estimate the length of time an investor should anticipate for the
resolution of his or her claims in court.

Thus, the differences between suing a broker-dealer or an investment adviser
again depend on whether there is an arbitration agreement. An aggrieved
investor that is suing an investment adviser in court may anticipate a greater
length of time for the resolution of his claims.

9.9. The types of claims brought against broker-dealers (we welcome
examples of mediation, arbitration and litigation claims);

9.h. The types of claims brought against investment advisers (we welcome
examples of mediation, arbitration and litigation claims); and
9.i. The nature of claims brought against broker-dealers as compared to the

nature of claims brought against investment advisers (e.g., breach of
fiduciary duty, suitability, breach of contract, tort).

The nature of claims against broker-dealers and investment advisers is
generally similar. The majority of claims made against either broker-dealers or
investment advisers generally involve two types: a) that the broker or adviser
misrepresented the risks or characteristics of a particular investment; and
b) that the investment was unsuitable for the investor in light of the investor's
financial resources, risk tolerance, investment objectives, age, and other
characteristics. The former type of claim typically is asserted in numerous

° See

http://www finra.org/ArbitrationAndMediation/FINRADisputeResolution/AdditionalResour
ces/Statistics/.

See http://www.uscourts.gov/Statistics/FederalCourtManagementStatistics/district-
courts-september-2012.aspx.
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causes of actions, such as common law fraud, violation of a state securities
statute, or violation of a state consumer fraud statute. The latter type of claim
typically is asserted in causes of action for negligence or breach of fiduciary
duty. The extent of the broker's or adviser's duty in a negligence or breach of
fiduciary duty claim is what differentiates the two claims.

Investment advisers are fiduciaries under federal law and have extensive
duties to their clients, including the duties to put the best interests of the client
first and duties of fair dealing. See S.E.C. v. Capital Gains Research Bureau,
Inc., 375 U.S. 180, 191 (1963) (describing the “delicate fiduciary nature of the
investment advisory relationship”). On the other hand, the law varies from
state to state concerning whether a broker owes his client a fiduciary duty.
Courts in some states, like California, have found that brokers are fiduciaries
and have the same duties as an investment advisor would. See Duffy v.
Cavalier, 215 Cal. App. 3d 1517, 1533 (Cal. App. 1989); see also Brown v.
Wells Fargo Bank, NA, 168 Cal. App. 4th 938, 960 (Cal. App. 2008) (stating
that “A stockbroker is a fiduciary”). Courts interpreting the law of other states
have determined whether a broker is a fiduciary on a case-by-case basis. For
example, some courts have looked to who had de facto control over the
account at issue (see Davis v. Merrill Lynch, Pierce, Fenner & Smith, Inc., 906
F.2d 1206, 1216 (8th Cir. 1990)), or whether the client was unsophisticated
(see Patsos v. First Albany Corp., 741 N.E.2d 841, 849-50 (Mass. 2001)).

Because of the clear law regarding the fiduciary nature of the investment
advisory relationship, proving liability on the part of an investment adviser in
some jurisdictions can be more readily accomplished than proving liability on
the part of a broker or his firm. Likewise, proof of a common law fraud claim
against a broker who is a fiduciary under state law and investment advisers
can, in some jurisdictions, be an easier task. For example, under Oregon law,
common law fraud must be proved by only a preponderance of the evidence in
a claim against a fiduciary," whereas fraud must be proven by clear and
convincing evidence against a non-ﬁduciary.12

Consumer protection statutes prohibiting unfair trade and deceptive practices
are more likely to reach investment advisory services than securities trading.
Some courts have held that securities transactions are not within the scope of
such statutes. See, e.g., Paine Webber Jackson & Curtis, Inc., 839 F.2d 1095
(5th Cir. 1988) (Louisiana Act not applicable to securities transactions);
Spinner Corp. v. Princeville Dev. Corp., 849 F.2d 388 (9th Cir. 1988) (Hawaii's
"baby FTC Act' not applicable to securities). Other courts have held that
securities claims are within the scope of these statutes. See Onesti v.
Thomson McKinnon Securities, Inc., 619 F. Supp. 1262 (N.D. lil. 1985) (lllinois
consumer fraud statute applicable to securities transaction since securities are
merchandise);, Segal v. Goodman, 851 P.2d 471 (N.M. 1993) (court upheld
award of treble damages under New Mexico Unfair Practices Act for sale of
unregistered securities).

However, the courts that have considered the issue have generally determined
that the provision of investment services falls within these consumer protection
statutes. See Denison v. Kelly, 759 F. Supp. 199 (M.D. Pa. 1991) (although
securities are not “goods” within the meaning of the Pennsylvania Consumer

" Lindland
2 Dizick v.

v. United Business Invs., Inc., 298 Ore. 318, 693 P.2d 20, 25 (Or. 1984).
Umpqua Community College, 287 Ore. 303, 599 P.2d 444, 448 (1979).
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Protection Law, the Act is applicable to investment services); Johnson v. John
Hancock Funds, 217 SW.3d 414, 424 (Tenn. Ct. App. 2006) (investment
counseling and advice is consumer transaction covered by Tennessee statute),
Strigliabotti v. Franklin Res., Inc., 2005 U.S. Dist. LEXIS 9625, *29-30 (N.D.
Cal. Mar. 7, 2005) (California statute reaches scheme to overcharge investors
in the management of securities).

9.. The types of defenses raised by broker-dealers and investment advisers
under each regime. — Broker-dealers and investment advisors raise many
similar defenses in investor claims against them. Those defenses include the
negligence of the investor, the sophistication of the investor, ratification,
waiver, estoppel, and failure to mitigate. There are, however, defenses raised
by broker-dealers and brokers which are not available to investment advisors.
Most brokers and broker-dealers will contend that they owe no fiduciary duty to
an investor. Rather, the only obligation that they contend they have is to make
suitable investment recommendations and that their duties begin and end with
the securities transaction. One case frequently cited by brokers and broker-
dealers is De Kwiatkowski v. Bear Stearns & Co., 306 F.3d 1293, 1302 (2d Cir.
2002). Brokers and broker-dealers also frequently assert that there is no
private right of action for violation of rules of a self-regulatory organization.
Because investment advisers owe an ongoing fiduciary duty to act in the best
interests of their customers, and they are not governed by the rules of a self-
regulatory organization, these defenses are not available to investment
advisers.

12, Data and other information describing the effectiveness of disclosure to
inform and protect retail customers from broker-dealer or investment adviser
conflicts of interest. Describe the effectiveness of disclosure in terms of
retail customer comprehension, retail customer use of disclosure
information when making investment decisions, and retail customer
perception of the integrity of the information. Please provide specific
examples. If possible, differentiate by the form of disclosure (oral or written),
the amount of information the disclosure presents, and retail customer
demographic and account information. Also, if possible, measure disclosure
effectiveness by associated activity.

The Commission’s studies of the financial literacy of investors suggests that disclosure is
insufficient to protect investors. See Office of Investor Education and Advocacy and U.S.
Securities and Exchang‘;e Commission, “Study Regarding Financial Literacy Among
Investors” (August 2012)" (the “Financial Literacy Study”).

The Commission’s Financial Literacy Study recognized that “American investors lack basic
financial literacy. For example, studies have found that investors do not understand the
most elementary financial concepts, such as compound interest and inflation. Studies have
also found that many investors do not understand other key financial concepts, such as
diversification or the differences between stocks and bonds, and are not fully aware of
investment costs and their impact on investment returns. Moreover, based on studies cited
in a Library of Congress report, investors lack critical knowledge about investment fraud.
Surveys also demonstrate that certain subgroups, including women, African-Americans,
Hispanics, the oldest segment of the elderly population, and those who are poorly

3 Available at http://www.sec.gov/news/studies/2012/917-financial-literacy-study-part1.pdf.
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educated, have an even greater lack of investment knowledge than the average general
population.”*

The Financial Literacy Study identified: “(i} methods to improve the timing, content, and
format of disclosures; (ii} useful and relevant information for investors to consider when
either selecting a financial intermediary or purchasing an investment product; and
(iil) methods to improve the transparency of expenses and conflicts of interest.”

it is important to note that mere disclosure is not sufficient to protect an investor or for a
broker or investment adviser to satisfy his obligations to an investor. See In re Dept. of
Enforcement v. Gerald J. Kesner Lakewood, Co., 2010 WL 781456, *9 (N.A.S.D.R.); see
also In re Chase, SEC Release No. 47476, 2003 WL 917974 (“Mere disclosure of risks is
not enough. A registered representative must ‘be satisfied that the customer fully
understands the risks involved and is . . . able . . . to take those risks.” (quoting /In re
Patrick G. Keel, SEC Release No. 31716, 1993 WL 12348)).

Disclosures must be set forth in plain English. If the risks or the conflict cannot be
adequately expressed to be fully understood by the client, the disclosure is meaningless.

14. Data and other information describing the extent to which retail customers
are confused about the regulatory status of the person from whom they
receive financial services (i.e., whether the party is a broker-dealer or an
investment adviser). Provide data and other information describing whether
retail customers are confused about the standard of conduct the person
providing them those services owes to them. Describe the types of services
and/or situations that increase or decrease retail customers’ confusion and
provide information describing why. Describe the types of obligations about
which retail customers are confused and provide information describing
why.

In its original report to Congress, the “Study on Investment Advisers and Broker-Dealers”
(the “SEC Study”)15, the Commission studied the extent to which retail customers were
confused about the status of the person from whom they receive financial services. The
Commission reviewed two studies which it sponsored, and a study conducted by Consumer
Federation of America (the “CFA Survey”).

Commission-sponsored Studies

(i) Siegel & Gale Study: Siegel & Gale, LLC, and Gelb Consulting Group,
Inc., were retained by the Commission in 2004 to conduct focus group
testing. The focus group participants had the same issues as those raised
by investors in the publicly solicited comments, namely that they did not
understand that the roles and legal obligations of investment advisers and
broker-dealers can be different, and that the different titles used are
confusing. The participants also did not understand terms such as
“fiduciary”.

" See Federal Research Division, Library of Congress, Financial Literacy Among Retail
Investors in the United States (Dec. 30, 2011). The Library of Congress Report is
incorporated by reference in the Commission’s Financial Literacy Study and is attached
thereto as Appendix 1.

“Study on Investment Advisers and Broker-Dealers”, available at
http://www.sec.gov/news/studies/2011/913studyfinal. pdf.

15
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(i) RAND Corporation Report. The Commission retained RAND in 2006 to
conduct a study of broker-dealers and investment advisers.

a) Firm Analysis: RAND found it difficult to identify with certainty the
business practices of investment advisers and broker-dealers.
RAND noted that it could be difficult for investors to understand the
differences in the services provided by financial firms as the
information was not presented uniformly, with some firms providing
so much information it would be difficult to process and others
providing scant information. RAND found that the firms believed
investors tend to trust a particular firm without necessarily
understanding the firm’s services and responsibilities.

b) Investor Survey: Survey respondents and focus group participants
reported that they did not understand the differences between
investment advisers and broker-dealers, and found the titles used
confusing. Focus group participants noted that “the interchangeable
titles and ‘we do it all' advertisements made it difficult to discern
broker-dealers from investment advisers.”*® Participants also did not
understand the legal duties owed to investors by investment advisers
and broker-dealers. “The primary view of investors was that the
financial professional — regardless of whether the person was an
investment adviser or a broker-dealer — was acting in the investor's
best interest.”"’

c) RAND’s Conclusion. RAND came to the conclusion that the
“financial services market had become more complex over the last
few decades in response to market demands for new products and
services and the regulatory environment.”'® Therefore, there has
been a blurring of the distinctions between investment advisers and
broker-dealers.

CFA Survey

Industry advocates and certain industry groups also conducted a survey. The
results of the survey again suggest that investors do not understand the differences
between investment advisers and broker-dealers, nor do they understand that
there are differing standards of conduct related to each.

SEC Study Conclusion

The SEC Study found that, based on the comments, studies and surveys it had
reviewed, investors do not understand the differences between investment
advisers and broker-dealers. This misunderstanding is compounded by the fact
that many retail investors may not have the “sophistication, information, or access
needed to represent themselves effectively in today’s market and to pursue their
financial goals.””® The SEC Study concluded that, “it is important that retail
investors be protected uniformly when receiving personalized investment advice or

See SEC Study, p. 98.
See SEC Study, p. 98.
See SEC Study, p. 99.
See SEC Study, p. 101.
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recommendations about securities regardless of whether they choose to work with
an investment adviser or a broker-dealer. It is also important that the personalized
securities advice to retail investors be given in their best interests, without regard to
the financial or other interest of the financial professional, in accordance with a
fiduciary standard.”*

Finally, we provide some comment with respect to the “Request for Data and Other
Information Relating to Potential Areas for Further Regulatory Harmonization.” We are
supportive of harmonizing the regulations applicable to broker-dealers and investment
advisers. To the extent the individuals are providing the same, or very similar, services to
investors, they should be subject to the same regulations.

Specifically, brokers and investment advisers should be subject to the same advertising
regulations. However, as noted above in response to Item 2, broker-dealer advertisements
are very misleading to investors, despite the fact that their advertisements are regulated.
Any regulatory scheme governing advertisements must ensure that the advertisements
accurately describe the services offered by a broker-dealer, broker, or investment adviser
and that the advertisements are consistent with the legal duties owed to investors. To the
extent there are conflicts of interests, those conflicts should be prominently disclosed in
advertisements, however, both brokers and investment advisers should endeavor to
eliminate conflicts.

With respect to continuing education requirements, both brokers and investment advisers
should be subject to such requirements. The materials used to satisfy the continuing
education requirements should be retained by the firms to ensure that their representatives
have received adequate training.

PIABA supports harmonizing the regulation of brokers and investment advisers and
ensuring that brokers are held to the same stringent fiduciary duty. PIABA thanks the
Commission for the opportunity to provide additional information on this very important
issue.

? See SEC Study, p. 101.
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By allocating funds wisely and employing tax-advantaged
financlal tovls, you and yoir Merrtil Lynch Financial Advisor
can work together toward providing wealth for futire
genarations end lifeblood for the causes that matter most
to you.

Find 3 Merrill Lynch Financtal Advisor

We invite you to explore our broad aray of sohitions and tilk with a Merrill Lyich Finaseial Advisor about

how thay might fit your needs. Sturt a conversation with o Merrill Lynch Finangial Advisor today,

Sitemap - Privacy & Security - Legal information

Mamll Lynch Weslih Manag
5 Investor P Corp
& licensed insuranca agancy and whally owned subsidiary of Bark of Amardes Corporation,

% makes

- MLPFAS Financial Staloments

ble products and services offered by Metrilt Lynch, Pietce, Fanner & Smilh Incorparated (MLPFES), a registered broker-daaler and Mambar
ion {B1PC), and other subsidianss of Bank of America Corporation. INsurancs and snnuity products 8 offared through Merill Lynch Life Agsncy ing.,

Enter Zip Subsemit

» Mbl.com

Teust and lidugiary services ara providad by Merril Lyneh Trust Company, a division of Bank of Amarica, N.A. Banking products are provided by Bank of America, N.A. and affilisied banks,

Members FDIC and wholly owned subsidiaries of Bank of Amerits Carparation.

Invasting in securilies invoives riske, 8nd here is slways tha palential of lssing moaagy when you invest in securities,

Invasiment products, ingursncs and dnnuity products:

{ Aro Not FOIC fnsursd i Are Not Bank Guarantsed

i May Leaa Value |

| Are Not Deposits |

Are Not Insured by Any Federal Govemment Agency i

Arg Not 2 Condition to Any Banking Service or Activity i

MLPESS ang Maril Lynch Trust Company make Ir

Wt products sponsored, managed, distibiulad or provided by companias that are affifiatex of 8ank of Amarca Corporation

or inwhich Bank of America Corporation has & substantial etanomic intarest, including BofA™ Global Capital Managamant.

$ 3013 Bank of Amades Corporation: Ail dghts reserved.

Merrill Lynch
Wealth Managsment®
Benk of Amafica Corporatinn
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Services

1ofl

htip://www2.morganstanley.com/wealth/services/

¢ BUUIE | SRR | RO
XUARET Pleasc sebct 4

wd

2E AT EH !

Morgan Stanley

i s

Wﬁa!th Plarmmg tnvutmntsmlcgzes : . investment Solutions | i

Your Relationship With Us

HIGHER LE\
FINANCIAL

ON WALL

VDUR RE&RT‘XONSHI?

witH Services Connect
w 4 NNING : . . .
EALTH PLANN The pursult of wealth is shared by many. When you achieve i, Find a Financial Advisor
INVESTMENT STRATEGIES your specialized needs deserve a greater evel of attention. At .
Morgan Stanley, our-dedicated Financial Advisors are ready to Enter ZIP Cade
SERVICES work closely with you. With a clear understanding of your Morg. seaech options

unique circumstances, wa'li find the right services and solutions

Access 1o Banking Services
to halp meet your objectivas today and tomorrow.

INVESTMENT SGLUTIONS | 0 OR CALL 2({BB8}932-6772

PRIVATE WEALTH Accass to Banking Services Philanthropy

MANAGEMENT

Consider 8 comprahensiva set of A donor-advised fund allows investors

DISCLOSURES offerings thast fulfill your spacisiized to combine charitable.goals with

banking, lending and cagh financial benefits, |

management needs. :
toarn More

Learn More

Private Wealth
Management

Our pranmier service is designed
especially for individuals and families
with significant means and assets.

Laarn Wora

LAGET0713, 2032-+6-1033 »

Locate a Financial Advisor, Private Weaith Advisor or a Branch Near You,  Enter ZIP Code @ or Call {888) 932-6772

Gur naswerk of more than 16,000 Finandial Advisors ten hslp yau graste persansl investment wiratapies to mowt your rotirement, education, wealth transtar uad ethar finsosisl needs.

The information and servies provided on the webzite are intended for persons in the US only, NenUS parsons arg dlesciad to our Global Gffices pisge.

£2013 Morgan Starkey Smih Barney LLE, momber $10C &8 rights sexirved, I

Privisty & Guiais | Terms of Use | DEeksuess | Mirgan Staniy Seith Basiey LLL Hiancil Statenmnt | Horgan Slanky % Co. LLG Financial Stalement

6/12/2013 12:44 PM



Wealth Planning
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H

Moigan Stanley

hitp://'www2.morganstanley.com/wealth/wealthplanning/

@
OR
QDA

YOUR RELATIONSHIP
WITH US

Your Relationship With Us - | Waaith Planning

A

WEALTH PLANNING

Flanning for the Long Term
[nvesting

Managing Rizk

Strateglc Borrowing

Charitable Giving

Transfor of Weslth

Money and Values

Your Wealth and Your Business

[ion B Cane v IR v oo INIRCONTACT US|

ALORRL OFFICES

The pursuit of dreams is something we all share. Dreams like
generating income and preserving wealth for retirement,
purchasing a vacation home and funding your children's or
grandchildren's education. And, of course, there's the dream of
leaving s legzcy to the next generation. Your Financisl Advisor
can help you succead the right way, with a personalized wealth
management plan that goes beyond nvestrments,

INVESTMENT STRATEGIES Planning for the Long Term

SERVICES Satting objectives, getting 8 full picturs of what you own and how td protect it,
angd monitoring your progréss toward yaur gogls—~these are just some key

INVESTMENT SOLUTIONS elements to the planning process.

PRIVATE WEALTH » Learn More

MANAGEMENTY

DISTLOSURES

Investing

As an Individual investor at Morgan Staniey, you ¢an beneflt from the market
insight, global prasence, risk management resources and analytical rigor that
drive our Institutional relationships.

+ Learn Mare

Managing Risk

There ate many things that can jzepardize your financial well-being: loss of a
1ob, damiage to proparty, market downturas, just to name & fow,

tLearn Mare

Strategic Borrowing

Leoking at both sides of your balance sheet is essential to informed gdecision
making.

¥ Learn More

s

CARNG | Peasaseect
M 1o}
Investment Stiategics Services | Private Wealm Management
URRE)
L
i1 Eﬁ i ‘i
e =1
. 2
; 74 . i ““1’“‘
! % i £ il = 3 § ; t g &
Wealth Planning Connect

Fird & Financial Advisor

Enter 2IP Code )
More search options

0 OR CALL 1(BBB)832-8772
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Your Relationship With Morgan Stanley http://www2.morganstanley.com/wealth/relationshipwithms/

[ AReck ] ! [J-LoEAL OFFiLES

1 of2

YOUR RELATIONSHIP
WITH US

working Together
Bacoming an Informed Investor

Understanding Our Commisions
and Fies

Morgan Stanley Reserved

WEALTH PLANNING

INVESTMENT STRATEGIES

SERVICES

INVESTMENT SOLUTIONS

PRIVATE WEALTH
MANAGEMENT

DISCLOSURES

Your Relationship With Morgan Stanley

When you've spent a lifetime pursuing the goal of financial
success, choosing the right Financial Advisor is critical, Meany of
the most accomplished individuals and their families ~ as well
as corporations, foundations and endowments — have made
the same choice: Margan Stanley Financial Advisors, who are as
devoted to your goals as you are.

i G281

Morgan Stanley Reserved

Morgan Staniey Yops
Barron's List of Financeial
Advisors

rorgan Stanlay is proud to have inore
Financial Advisors placed on Barron's
2013 Top 100 Financia) Advisor list
than any other firm. In all, 27 of our
Financial Adyigors and Private Weatth
Advigars ware honorad,

Morgan Staniey Reserved clients enjoy
Jceess to benefits such as fae walvers,
exclusive offers from prestigious
brands and Invitations to elite events.

* Learn More

» Maet Our Team

TREGITGLY

AR

32 A LH

Find a Financial Advisor

Enter ZIP Cade ]
fAore. seAch. opLons

COR CALL 1{888)932-6772
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Our Approach]
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MorganStanley

WEALTH MANAGEMENT

YOQUR RELATIONSHIP
TH US

WI

ﬁttp://wwwz.morganstanley.com/wealth/ourapproach/

o] { 1 l
XINENE | plessa selact ;

fat Ak CH

WEALTH PLANNING

INVESTMENT STRATEGIES

SERVICES

INVESTMENT SOLUTIONS

PRIVATE WEALTH
MANAGEMENT

DISCLUSURES

Our Approach

AN UNWAVERING COMMITMENT TO YOUR SUCCESS

When you've dedicated a lifetime to building financial success
as a gosl, chovsing a Financlal Advisor committed to your
objectives Is critical. Today, many of the nation's most
accomplished individuals and their families—as well as
cerporations, foundations and endowments—have our Financial
Advisors help them achieve thelr goals.

At Morgan Stantey Wealth Managemeant, your Financlal Advisor becomes your
personal advocate--gaming an understanding of your needs, advising you and
helping you salect the right capabilities from our company to meet themn,

Working together with ug, you'll discover how to levarage our firm’s many
strengths:

Personal Wealth Managed to Institutional Standards

a5 o client of Morgan Stanley Weaith Manag , you'll benefit from the same
markat (nsight, globd! presence, risk managemant resources and analytk rigor
that drive our institutiona! relationships.

In-depth Knowledge and Experience

Qur firm and our Financial Advisors have an In-depth understanding !ur the
challenges, goals, préferences, styles and strategies that distinguish weslthy
invastors, As a truly globat institution, we have an acute knowtedge of financial
opportunities and their potential risks, This combination better positions us to
develop, structure and execute strategies for your most impartant financial
needs.

Investment Insights Without Limits

At Morgan Staniey Wealth Mansgement, we provide access to the strategic and
tactical views of some of the worid's most respected Investment prafessionals.
This information and analysis Is directly available to our clients, and your
Financial Advisor can help you ievarage these resourtes o strengthen your
portfolip.

Wealth Management

Working Together Strategies

Your Financial Advisor can help you By loaking at your complete

criats & strategy thit addresses short  pltture—your resources snd your
term and long term goals, advising priorities—your Financial Advisor can

Connect

Find a Financial Advisor

Enter ZIP Codg @
Hore sexrch options

0 oR GALL 1{888)932-6772

6/12/2013 12:13 PM
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Our Financial Advisors | UBS United States http://www,ubs.com/us/en/wealth/exp_ubs/our_fin_advisors.html

3¢ UBS

Advisors without peer.
Advice without equal.

in an increasingly
complex, uncertain
global economy, the
right advice has never
been more important
in helping you have
the confidence that
you are on track to
meet your investiment

goals—no matter what
the environment.

At UBS, our clients are the focus of everything we do. And with access to the best resources and intellectual capital in the
industry, our Financial Advisors are in the best position to help clients reach their goals. In addition to having exceptional
credentials, experience and perspactive, our Advisors Know it's essential to listen to you and truly understand your goals in
order to help you achieve the financial future you envision.

Beyond this, there are other reasons we believe our Financial Advisors are the best in the industry. With invested assets per
Advisor of $126 miliion,* our Advisors are intimately familiar with the specific needs that come with significant weaith. In fact,
thera's no better place for affluent individuals to invest. And with unique access to research perfarmed solely for private
investors, exclusive third-party partnerships and extensive global solutions, UBS Financial Advisors are unmatched in being
able to deliver the full resources of UBS to help you reach your financial goals.

These resources, combined with the trusted advice of our Financial Advisors, can make all the difference in helping you move
forward with confidence in today's economy.

Advice you can trust starts with & conversation, seo find g UBS Financial Advisor today,

“Sourca: UBS AG 1Q2013 company report.

Related Links

* Planning

Tenms.of Use | Prvacy Statement | Additional lsgal information | Report fraudulent mail | Cookies

Products and services mentioned on these web pages may not be available for residents of certain nations. Please consult the sales
restrictions relating to the service in question for further information. www.ubs.com

1of2 6/12/2013 12:52 PM



Planning | UBS United States hitp://www.ubs.com/us/en/wealth/planning.htmli

fof2

3¢ UBS

Planning—the confidence to pursue all your life’s
goals starts with a plan

At UBS, we can help you pursue all of your financial goals—including those that go beyond investing—to help you live the life
you've always imagined. What drives this approach is the financial plan we create ‘togetherw-»a road map that informs which
solutions are right for you based on what you want to achieve. From helping you save for retirement to helping you borrow for
a purchase that enriches your life, you have access to a wide range of options that address both sides of your balance sheet.
Whether you'd like to grow your assets more strategically or protect them more intelligently, our Advisors can connect you to
the right solutions, starting with a comprehensive financial plan.

in addition to financial planning services, a UBS Financial Advisor can provide access to specialists in various areas, including
investment and cash management, retirement, education funding, and estate and charitable planning. This collaborative
approach not only allows our Advisors to help you address your most specific and complex needs, but also helps you

strategically position to pursue the financial future you envision.

Advice. Beyond Investing,

For more insight into how a plan can benefi your individual strategy, connect with a UBS Financial Advisor today.

Related links

* Financial planning

+ Education planning

* Long-term care planning

+ Retirement planning

6/12/2013 12:52 PM



Planning | UBS United States http://www.ubs.com/us/en/wealth/planning.html

+ Estate planning

Terms of Use | Privacy Statement | Additions! legat information | Report fraudulent mail | Cookies

Products and sarvices mantioned on these web pages may not be available for residants of certain nations, Please consult the sales
restrictions relating to the service In guestion for furthar information. www.ubs.com

® UBS 2013. The key symbol and UBS are among the registered and unregistered trademarks of UBS, All rights reserved.

Wealth managemant servicas in the United States are provided by UBS Financial Services Inc., a registered broker-dealer offering
sacuritiss, trading, brokerage and related products and services. Member SIPC. Member FINRA.

Notice for Non-U.S. Investors. Order Routing Disclosure. Statement of Financlal Condition. Best Execution Statement. Loan Disclosure
Staternent. Account Sweep Yields, Advisol rokerage Services, CFP Board's Trademark Disclaimer. Important information About
Action Rate Securities.
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Advice, Beyond investing. | UBS United States hitp://www.ubs.com/us/en/advice-beyond-investing htm|?start=true

&% UBS

plan  mcoess  save  borrow  grow  protect  give

The confidence to pursue all your life's goals
starts with a plan.

Plannirg is the road map for the financisl luture you envisian, i's
the first step in our ongoing convarsation with you to develop 8
ciear, actionable and fiexible plan basad 6n your needs. Whether
you're loaking to save more intelligenty, access your monay mors
efficiently or borrow rmora stratagically, a comprehansive financial
plan from your UBS Financial Advisor will give you more
confidenca in your ability to moet your goals over time.

Only about ona-third of Amerlcans have a finanslai plan.”
Talk to yaur UBS Financial Advisor today about the
importance of having one or click an arve below to explore

salutions that help addross your entire financial life, Connect with your UBS Financial Advisor or find &
UBS Financial Advisor.

access save borrow
Manage your assels Reapare for the future Gat cradit you can count on, the way
more efficienty you gnvision 1 you want it
grow - protect - give
Align your investment objuciives with Take steps to proserve overything Make an Impact on the paople and
youe parsonal or hutiooss goals you've worked $o hard to achiove calises you care most about

*2012 Household Financial Planding Survey. Certified Financial Plannes Board of Standards and C F fion of Af

Terms of Use | Privacy.Sistament | Addiiional leget information | Repon fraugulant mall | Cookies

Visa Signature is # rogistered gervice mark of Visa Intemationyl, The UBS Vise debit card, UBS Visa Signeture credit card and UBS Preferred Visa Signature crodit card are
iasued and administored by UBS Bank USA with permission fram Viss ULS.A, incorporated,

Rasourceling is a service mark of UBS Financial Services inc.

Borrawing using securities as coliateral entails risk and may not be appropriate for your noeds. All loans are subject to credit approval. For a full disgussion of the risks sssocisted
wilh bofrowing using securitios as collateral, you should review the Loon Disclosure Statement thal will be included in your application package, Neither UBS Financial Services
inc, nor UBS Bank USA provides legal or tax advice. You should consult your (68l and tax advisors regarding the legyl and tax implicstivns of borrowing using securilies as
coilataral for a loan. 1

Margin loans are provided by UBS Financlal Services Inc. and ara subject to cradit approval.

Al mortgage producis are only offered by UBS Monigage. UBS Merigage is & trade name for UBS AG, Tampa Branch or, in cerlain stales for cartain products, UBS Bank USA. All

loans are subject to underwriling, credit and property spproval, Not all products are available in ail states, or for ail loan gmounts, Other restrictions and limitations may apply. UBS
Mortgage currently offers residential mortgags loens within the 50 states of the United States of America and the Distric! of Columbila.

Equal Opportunity Lender. Equal Housing Londer, ®
Waalily managamant services in the Unitod Statns are provided by UBS Financial Services Ing,, 4 registered broker/dealer offering securilies, trading, brokerage and rolated

produets and sarvicos, As a firn providing wosith management services 1o cients in the LS., we offer bolh investment advisory services and brokerage accounts. Advisory
senvices and brokarage sofvices 366 separale and Sistingt, diter in materisl ways and are govemed by different lawe and geparate contracta. It 1s important that clients understand

lof2 6/12/2013 12:53 PM



Investing | UBS United States http://www.ubs.com/us/en/wealth/investing.htm]

% UBS

Investing intelligently to provide for your needs and
help you reach your goals.

Building an
investment plan and
an optimal asset
allocation strategy to
meel your unique
needs requires careful
consideration and
often, outside
! 4;« - expertise. Our UBS

Financial Advisors are

committed to helping you with this process, allowing you to spend more time on the activities you truly enjoy.

UBS Financial Advisors take a holistic wealth management approach to carefully understanding your overall financial situation,
unigue needs and goals, and deliver an optimal investment solution to meet thern, Our brsadth of offerings, intellectual capital
and investment expertise empower your UBS Financial Advisor to partner with you to create a custom asset allocation and
work with you to adapt your portfolio to the changing market environment and personal life events. Ultimately, allowing you
more time to focus on what matters most.

In today's complex world of investing, many people turn to professionals. Their portfolios have reached a size where they want
expert money management working for them.

At UBS Wealth Management, we not only leverage our internal capabilities, including our Investment Bank and Global Asset
Management, but also look outside the firm to third-party partners, finding the appropriate solutions to address your needs.

For more insights on investing intelligently, connect with your UBS Financial Advisor or find 2 URS Finanglal Advisor.

Related links:
v Investment advisory programs
» Traditional investments

+ Nontraditional investments

Terms of Use | Privacy Statemaent | Additional legal information | Report fraudulent mail | Cookies

Products and services mentioned on these web pages may not be available for residents of certain nations. Please consult the sales
restrictions relating to the service in question for furthar information. www.ubs.com

@ UBS 2013. The key symbol and UBS are among the registered and unregistered trademarks of UBS. All rights reserved.
Waalth managemenit services in the United States are provided by UBS Financial Services Inc., a registerad broker-dealer offering

1of2 6/12/2013 12:53 PM
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Financial Advisor Relationship | Ameriprise Financial https://www.ameriprise.com/financial-planning/financial-planning-g...

Getting Started with Your ongoing advisor relationship

Ameriprise . , ) _ . Take the next step
After you've met with an advisor and decided to work together, you'll Speak to a financial
How to clisuse 1 finunal schedule onie or more follow-up discussions to start developing your agvisor ”
plannisg fim plan. As part of your planning relationship, your advisor miay also 800.257.8740
invite you to participate in financial seminars and client appreciation 8amtos pm CT

events and provide you with eurrent finaneial information, including
commentary and insights about the financial markets from our
experts.

How 15 contact o financial Monday - Friday

advisor

Email one of our

Huw Lo seleet 1 finnnuial advisor & A A
finapeial advisors

Whils every advisor works a little differently, here's an idea of the
steps you'll take, based on our unique Dream » Plan > Track »%

Conumon quest s client experience,

Search foran

Your fist meeling . .
advisor by vip code

1. Identify and prioritize objectives

Your ongoing advisor Based on your frst meeting, your sdvisor will continue to diseuss your .

relationship dreams and gonls to get a clesr picture of where you are and wherg
you want 1o go. At this point, you'l] prioritize and determine which Related
gouls and immediate needs are most important to you. s .
Now I'm working information
with the children 2. Gather information Solutions
ﬁ,f my Eh?ms' Lstill Like many people, you've probably already taken steps toward your An sdvisor will continue to
ave t (?ll’n goals. Your advisor will review your important records to help regommend products, services
drawings. understand the big picture and see the progress you've already made. and other resources i halp
bring your plan to life,

Nanette, an Amonpriss finandal

To prepare, you'll want to locate:

Read about vur preducts

advisor
. Recent brokeruge and bank statements
Hew osn advizors’ storivs

Tax returns | How toehoose an advisor
Insurance policies Whist is o personal financial
. lan?
Retirement plans P
Siving aned hudgeting
Recent pay stubs SrRLoRICs

Your budget or estimate of how you spend your money each month Plan for a new job, a new baby
or other major events in vour
3. Analyze information lite
. Retirgment planning
Your advisor will considar your prioritized goals and needs together information for youy stage of
with your currant financial situation, They will evaluate the retirement
information you provided induding the four cornerstones of your
financial situation: cash and liabilities, insurance, investments and
taxes, From there, your advisor can begin to determine where you
need to take action or make changes to put you on a path to reach
YOUT g0als,

4. Propose recommendations

Once the advisor has s clear understanding of your fingneial life, they
can provide adviee and help you create a plan to pursue your goals.
You'll review the advisor recommendstions together and go over any
questions you have, This is where you'll begin to see clearly the impact
each recommendation and decision you make will have toward
meeting your goals over time.

5. Take action

Next, you'll discuss how 1o work together and deterwine the product
and service solutions that are right for you. The advisor ean help you
open an account or accounts and take eare of other financial details,
You tay also choose to implement recommendations yourself. We are
committed to providing the type of guidance and golutions that best
meat your unique needs.

&. Track ongeing progress

Regulirly, you and your advisor will review your progress and make
adjustments to help keep you on track with your goals. Many advisors

1of2 6/12/201312:54 PM



Financial Advisor Relationship | Ameriprise Financial

20f2

plan to meet twica a-year and follow s schedule simitar to the one
helow, however, you and your advisor niay discuss the areangement
that works best fur you.

Tracking checkpoints

Following the finunelal planning process, the advisor's main job is
helping you stay on track. You keep the advisor up to date on snything
that might affect your plan. For instance if your goals change or you
experiencs othee life changues (imarriage, job change, new baby, new
business ete.). In addition, you should contact your advisor with any
financial questions or concerns that eome up, so that your advisor
always has a aurrent understanding of your financial situstion,

6-month review

At the mid-year review, your advisor will follow-up with you to find
out how you are trackiog toward your goals, At this tire, the advisor
can make any needed adjustments to your plsn or investments. You
may also discuss topics such as tax strategies, estate planning or
beneficlary review, .

Year-end review

At the year-end review, you'll review your accomplishments of the
past year and go over your goals, including any new goals you'd like to
wark toward, At this time, the advisor will take you through planned
fees and expectations and, should you contimee to work together,
begin to create your plan for the coming year.

Annual reviews

During your annual review, you and the advisor typleally review your
financial plan, recap your goals, rebalance your portfolio if necessary
and other activities. The advisor will also show your current financial
situation including your cash, Habilitles, investments, insuranee and
1a¥es and may offer recommendations and solutions to you to fill any
gaps you may have.

You may not always work with the same advisor over an extended
period of time.

Amsriphse Fingneish Ghnot giarantos (ufirs Shandiel tusults,

Ipise Fing and % ropf do not provide tax or kol advico, Consult yourtax
advisor of sltordy eERIdng Spedfin bix e

Hrokorege, invasimen! 3nd finincial advisory sovices iy mads gvailable through Amoripriso
Flngncisl Bervicos, Ine. Mombor FINRA and SIPC.

Someone you know may already be working with us. Ask them.

Bome Retirement & 1ifu Yvents Pind an Advisor My Accounts
Wiy Amatipnse Retiroment Stages Abo . Overview
ut Ameripeisy
Gatling Siaried with Ameriprise Mibximize Your Savingy 4 Paorticiio
Qur Clients' Storins Manage Your Invasimants Campany Information Transters & Bifl Pay
Qur Advisors Ratirement ncome & Expenses Investor Ralsions Trade
Fass Collnge Education Newsroam Statements 8 DoCUMants
Anefipnse Client Resources inheritance Caraors Meeting Management
More... Customer Sarvice Massaga Canter
Conlact Us
Prothicts & Services Biterap Rowards

Financil Planaing Revearch & Market Insights

investments Resaarch Wt{c:s Conncet with Us

GCash, Cards, & Lending Market Ingiging

Anruities Finencial Adicles Qut Facabook Page

Lifa Insuranca Financa Calculators Quor YouTube Gharel

Autg & Horg Insurance Tax Center Linkedin - Amaripiice Carears

Twilter - Ameriprise News

Corporale Eritics and Important Disciosares, Webisite Rules andg Regulatons, Prvacy and Sueutily Contar,  Onling Seewily Guaraniae and Aloul Emall Fraug
$ 2005-2013 Amuriprise Finanaal, inc, All Agnts reserved. Users of this site ogrea 1o oo bound by the-tenns of ths Ameriprise Financial Websiie Rulas and Rugulations.

https://www.ameriprise.com/financial-planning/financial-planning-g...

*Ametipriss halped pioneer the finandal planning procoss more than 30 years ago. Our unique Oroam > Aon > Track >® approgen Is about mors than Jus numbors, 'S both sclence and ar, Wa haw
more findncial planning tlients and more CERTIFIED FINANGIAL PLANNER ™ p {nan any cthar company in (he U,§, based on data filed at adyiserinf,sec.gov and documarnied by the

Geilified Finaniat Plannar Baard of Standards, ing. 35 of Deg. 31, 2012
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Financial Products and Financial Planning Services | Ameriprise Fin...

Products & Services

Financial planning

True financial planning is 8 comprehensive, ongoing approach that starts with helping you define your
dreams, developing a plan to help you get there, then tracking your progress along the way, recommending
changes where needed,

Cash, cards and lending

Pind the solutions you need to streamline your financial life today and make the most of your cash reserves
with investment and cash management agcounts, certificates, cradit cards, lending and more.

Insurance and annuitics

Life can surprise you. So help protect your family and your sssets and moet your retirement needs with your
choice of products: life insurance, disability income, auto and home and lang-term care, as well as annuities
for retirement income.

Investments

Ameriprise financial advisars give you access to numerous investment options and brokerage account types,
soyou can build a portfolio designed to help you achieve your financial goals.

Client stories

A special family, a special cause

Ag parents of o child with congenital mugeular dystrophy, Rich and Ann hope to
see their daughter walk someday., Their Ameriprise financial sdvisor helped
them meet their day-to-day and long-term needs while dedicating ... (3:05)

Amatipse Finanda! Sorvices, ing. is a suteidiary of Amedprize Financis, inc.

¥ Buch putvon jup g i 2 ¥ ot puaalidiory of policy tsaumi by 7 Lifs Company of R Life
Ingtirunca ©a. of Mow York, und ig distutsing hisiher o¥padance in that rogard,

Amoripaze Finsncial cannt guiianlon Ruie insncio niasity

Invastment products are not insured by tho FOIC, are not dep or k of or dbya invaivd

risks, inclody ibie Jous of princlpa), and may in valuo,

Brokutogy, vestmant and nancial adwisory somvices are mada availiblo through Amediaine Finansial Sarvices, e, Mambar FINRA and &IPC, Bonw
products and setvicos may rot be avaitable in aff furisdictions or ta all cliemis.

htip://www.ameriprise.com/financial-products/?link=nav
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in your neighborhood
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Investments
IRAs & retirament plans
Mutual funds
Stocks & 1TFs
Honds
Education saviugs

Roal estats & allemative
investinents

Misaged aceounts
Structured products

Certificates

{Unil tnvestinent Trusts (UTTS)

Options

Synicates

Did you know?

We offer over
5,000 mutual
inds and
investment
products.

Investment Products, Mutual Funds, and Investment Services | Amer...

Investments

Tuvesting in the financial markets can help you reach your future
dreams of retirement, educstion or world travel. Whethier you already
know a lot about the market or you want someoctie to help you' make
serse of investing, an Ameriprise financial advisor can help,

IRAs & vetirement plans

Roth and Traditional 1RAs offer tax advantages for retirement
savings. Consolidate or rollover the assets in a 401(k) and 404(h)
account to enjoy a complate picture of your retivement savings plan.

Mutual funds

Diversify your investments with professionally managed mutual
funds, Choose from over 3,500 available mutual funds for efficient
and cost-cffective money management.,

Stocks & ETFs

Stocks can play a role in a long-term, diversified investment strategy.
A financial advisor can help you build a portfolio that works for your
immediate needs and your future dreams,

Bonds

Bonds are a debt security that can provide a prediciable income
stream, By working with an Ametriprise financial advisor, you have
actess to a wide variety of bonds to help diversify your investment
portfolio.

Education savings

(et the rundown on options for ssving for your children's edubation
(or yours!), including 529 plans, Coverdell accounts, and UTMA
custodial seeounts,

Real estate and alternative investments

If you are Jooking for "atypical" investment options, our alternative
investments may help you diversify your portfolio,

Managed accounts

A managed aceount provides aceess to investment professionals that
salect and monitor investments based on your investing goals and
needs, Choose active involvement in regular account activities, or
delegate it entirely to investment professionals.

Structured products

Our atructured products are designed to provide various levels of
principal protention and potential parformance returns,

Certificates
A solid Investment for your eash reserve needa. Since 1894,

Ameriprise® Centificates have been offering guaranteed principal,
flexible terms und competitive rates.

http:/fwww.ameriprise.com/investment/

Take the next step

Speak to a financial
visor

800.257.8740

Bamtogpm T

Mouday - Friday

Email one of our
financial ndviyors

Search foran
advisor by zip code
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Options

Options are complex and sophisticated invesimenis that give the
holder the right or the obligation to buy or selt securities ata
predetermined prics within a set perlod of time,

Unit Investment Trusts {UTTs)

Unit investment trusts (UTTs) are professionally-selected securities in
a passively managed portfolio that offer aceess to a variety of investing
styles, sectors, und usset classes,

Syndicates

A gyndication is 3 neans of bringing a dew security to the market.
Ameriprise Finencial participates in two types of syndicate offerings:
closed end funds and preferred stock.

Work with an investment professional

Contact an Atneriprise finsuelal advisor Wwday to belp you take a look
at your overall financial situation and offer {deas and
recommendations about investment solutions that fit your goals, visk
tolerance and timeline.

lnvnhnml producu. lmludlnu ishumx sf muunl funds, sre rot lndm’nlly o FRICHsurad, s
not by, any t and invoive
investment d;iu including pambk loss of prineipal and fhicraation in valun.

You should idur tha ) , fisks, chargos and expensos of 2 mutual
fund betare invwating, For s tew opy o4 prospecton, whick contains this snd oiher
infarmation sbout the mutual fund, call 200.652.7919. Read tha prospectus carsfully befora
investing.

Brokarage, investmant and financisl advisary somvices are mode svalkabio Uwzugh Amenprise
Finuwtal Gorvicew, Ife. Merbwr FINRA und GIPC. Born podduins st setvites twy /il b
avallable in ol juRadicticns of to all chent.

Theoughout your Daaneial plaeving ralabonstip, you can eauat on v oantinuous bt of suppos,
ovon though you may wark wih ditfersnt advizors ovef lime as titcumatances dictate.

Oivarafication halps you Epread sk ihroughout your portfolio, €0 investinesis that do patly niay e
by oftiars thot do ly bottar,

Diversification i@ nof a guarantoe of avarall pantfolio FrONt and dais not prstict againss 1oss,

You shouid consider the investriont obwc:wm, Tisks, charges 3nd oxpongos of coricalos carofully
bekote | ing. D d & 1rod ) e WL COntRi this sthe ather lingarting
inlormation about wyr cortilicatos, Rud he prospoctus curofully tlare you invost,

Cadlifizaton aré baskod by of 6351 and QUAkod ass s an dopoait. The pssats backing the
certficates havo varying ralings ond generatly incroass in market vatuo es interest mice folt and
decruuse It kel valo ae Ialuies] rates dee, Thare a0 ke asouddslod with canifiesty
Investmants, inguding credit sk, Intercut rate ik, and propaymant and oxtension Hek.

Ampripitan Cattifléatos are nol tedarally or FOICRsurd aint invelvy investinnt acks including
posaibio loat of pancipal,

Amerigyise Canitcales aro feaucd
Finartial Sorvicos, nc. Membor VlNRA e sch

it Conpany axd distdbalod sy Anvoriplize

Ameriguine Finandsl s & of REIT aifeiings and dous ot pardeipats In aslestiag,
mangging, of seling rozd propacty or othet oxcepl 3% in the REIT
products are imited 10 invesions who most ihe fnancal yui mhwlg :rancum 3% spacifiod in tho
piospbctus, i sckdition to tes Aretipniza Financel W
Homc Retivement ¥ Life Gvents
Why Anaeripnss Ratirement Stages
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Our Agdvistrs Rewrement innome & Expensas
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Investments Regasrch Tools
Cash, Cards, & Lending Markat Insighls
Anpuities Financil Articles
Lite insurance Birancial Caleistators
Auto & Home Insurance Tax Center

Corporate Enlilies and Impattant Disclogures, Webaite Rules andd Reguiations, Privady and Sacurily Cariter,

¥ind an Advisor

About Ameriprise

Company formstion
Invastor Rolations
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Caroers

Customar Sorvide
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Sitemap

Connect with Uy
Qur Facshook Page
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Twitler - Ameripnso Mows

© 2005-2013 Ameriplise Financial, ing. All rights reserved, Users of thig sile agree la bz bound by the tamms of the Ameniprise Finangial Wsbsita Hulas and Raguiations.

‘Transfers & 84 Pay

Statemeniz & Decuments
Maating Mansgamant

Online Sataity Guiranies and Abaut Email Fraud

hup//www.ameriprise.com/investment/
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Retirement & Life Events

Retirement
Retirement stages Maximize your savings Define your expectations
Organize your accounts Munaga your investments Plan ratirement ingome and
eXPeNSes
Top Retirement Questions
Plan for — or continue to enjoy — 8 long-lasting retirement.
!
In retirement Near retivement Far From
How ean | miake my savings When am rotive? Whers should 1 save my
st? ) y monty? 401K ?
ls How ean 1 save wore? oney? 401k, IRA
T'vevlast mionay = what should 1 . How can 1 save more with all
do? “ How much will hoalth core sast 0 aber o) ig,mm:-,“
' me? - " ’

; oo s What type of investments
Are my family obligations going should 1 have?

ta afect ny retivement?

How ean T make sure my
income will cover my expenses?

What are my Requived Should I amsolidate my

What should I do with the

ini istributions? . ounts?
Minimum Distributions compatiy stock i my 401007 acrounts
Life events
Prepare financiully for life events and life goals.
Dealing with divorce Job loss Having a baby
Saving for eollege Job transition Home downsizing
Getting married Manuging an inherituance Buying a home

Client stories

Retired and doing what they love

Living your dream retirement - despite market volatility

the Atlantic to live in the Mediterrancan. With the help of their Ameriprise
financial advisor, they've heen able to stay the course despite recent ... (1g1)

¥ Euch chont ep ited invesls with prise Finantial Bafvices, Ine., Mombar FINRA and SIPG, a ragl Biokerdoalar, sod is hisher

1 e Az u ciont of Amesprise Finengial you may work with diffirsnt sdvizors over ime,

Brokaroge, investment snd Tinande) esfvisory suvieus af made avillad ivough Ameniprse Finandal Bonvices, [ng. Momber FINRA and SIPC. Somo

peaduits and armicns may not be ovaliobie In il jutisdicions of to 3l chents.

Ron and Mary Ann came to their advisor 13 years ago because they wanied to

invest for retirement, Over the years, their Ameriprise financlal advisor became

like family and helped them feal confident in their future. Today, they're ... (129}
i

Chuck and Alison's retirement dream became reality when they safled across

http://'www.ameriprise.com/retire/?link=nav

Find an advisor
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Fing 1S on Facebook
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& Tools
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Maximize Your Savings
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Resoareh Tools
Maret Irsights
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Overview
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Statemonts & Documents
Masting Management
Megsage Center
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Onfing Securily Guarantss 8nd Abou! Emai Fraug

& 2005-201% Amariprise Financial, Inc. All ights reserved. Usars ¢! this siis agres 1o ba daund by ihe tarma of the Amerigniss Finsncial Webaits Rulas and Regulations.
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Investor Belations Find an LPL Financial Advisor

Working with an Advisor

WE SHARE IN OUR CUSTOMERS' PASSION FOR
HELPING CLIENTS REALIZE THEIR DREAMS

Working with an Advisor

With increasingly complex fingncisl markets and longer fife expectancies, working with an investment professional is
more important than ever. One of the most importont degislons you can make Is to seek the advice of & trusted,
aqualified advisor. For this important partriership, you rieed & trajm;d professional who sees your total finanelal pictures
someane who can belp you dafing your (ife godls, estabiish the right financial plan, provide strategias focused on your
ngeds, and help you stay on track.

At LPL Financlal, we understand the lmportant role & financial adviser con play in managing vour total hinangial life,
That's why we proviga cur financlal advisors with the tools they need to help you mast your goals, When you ehoose an
advisor supported by the vast resources of LPL Finandal, you can ba confident that your sdvisor will bave acoess (o
independent rasearch, state-cf«the art technoiogy, inndvative investment tools, and the exceptional support that allow
your advisor to devote his or her full attention te your needs and objectives.

Why Use an LPL Financial Advigor?

Ovar the past decade, financial advisors backad by LPL Financial have become & leading source of objective advice for
accurmylating and managing personal wesith, As experienced financial professivnaly, these advisors possess an average
of 10 vears of Industry experienca whaii they partner with sur organization, With thousands of LPL Financial advisors to
choose from nstionwide, you £an idantify and interview more than one advisor in your reglon before choosing ane with
whom you fesl most comfartable, Whils advisors alignad with LPL Financial come from diffgrent backgrounds and offer
different types of expertise, they all have two things in common; they'rae backed by 3 market leader and thay're 100%
committgd 10 Relping you achieva your long-term financial and life goals. Thiz means that when you invast with an LPL
Financial advisor, you can beaefit from:

Objective guidance and esdvice - With access to leading independent research, your LPL Finaricial advisor can
hilp you make informeg, objective dedisions.

Investment choice and flexibllity » LPL Financial does not offer any proprigtary products, 50 your advisor ean
help you chaose unbiased investmant products and strategies from many of the nation's lesding investment
managars,

Halistie approach ta life planning - No matter where you are in lifa-just getting started or winding down a
successfyl carear-ydi have goals and dreams. Your advisor angages you in 3n ongolag conversation about your
nugds, goals, Ind objactives to create the fife plan that's righz for you,

Convenient sccount access - You <an manage your account online anytime, day or night, from the conveniente
of your own home or affice, In ddditian, easy-to-read account statemnents keap you informed of account activity
and performance.

Passion far providing indeégandent advica - LPL Financial advisors offer tailored strategies désigned to addrass
the needs of your life Joals and financial growth. Qur advisors base their success upon helping their clients by
tapping into pur vast raseurces to provide the objective advice you need.

An tndependent investmvent partnsr - Your LPL Financlal advisor more than likely lives and works in your
community. And because your LPL Financial sdvisor cares as much about your pérsonal satisfaction 8¢ the
performanca of your portfalio, he or she serves a3 & trug partnar to halp you live the (ife you desire,

Take thie first step to starung 8 pew partnarship with an LPL Financial advisor today through our conveniant aovisor-
IeCatar Wt

Home  Find an LPL Financial Advisar  Privacy/Security ContactUs  Site Map

€ 2012 LPL Financial
Member FINRA / SIPC
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WE SHARE IN OUR CUSTOMERS' PASSION FOR
HELPING CLIENTS REALIZE THEIR DREAMS

How We Support Your Advisor

. |
LB Findncial provides advisors with tha tools, technology, and support they need to manags & successful practice.
Baeked by aur substantial rasourcss, your LPL Financial advisor can focus on what he or she does best—provide you

About LPL Financial Who We Serve
About LPL Financlal
Who We Sorve
Working with an Advisor with

prudent financial Quidance and adviee.

LPL, Financial offers your financiat advisor:

Integrated techasclogy — Our Integrated; web-based technology platform showe customars to manage critical
aspacts of thelr business while remaining highiy efficlent and responsiva to thair clients’ needs, Time-consuming
processas—such ac account opening and managernent, documeant imaging, transaction execution, and account
rebslancing~are autarmatad to Improve efficiency and accurac‘y‘ With LPL Finaneial focused dn technology, advisors
are able to focus on whit 8 most impartant: growing their clinnts’ assets.

Independant ressarch = Dur Research team provides unbiased research on mutual funds, separste accounts,
annuities, siternative invastrments, equities, fixed-ingome securities, and more. WIth 3 focus on performance,
sarvice, and transparancy, our research team delivers timely perspectives on the gver-changing economic
mérkutplace, halping advisors to halp their clisnts undarstand and adjust to the atest developments.

Practice management progréms and training ~ LPL Financial constantly seeks ways to help customers
increase their service to their cllents. Our experience and leadership in our industey, &% well a4 the sizr and
diversity of our custamer bass, give us the ability to benchmark the best practices of sugcessful financial advisors
and financial institution-based Investiment programs, 1o addition, we dre able to dedicata an expedanced and
divarse set of professionals to work with customers, helplng them to builld and manage thair businezs ang client
refationships through ong-sn-one consuiting and group training,

Comprehansive clearing and compliance services — LPL Financial custodies and dears the majonty of our
customers’ sransactions, providing an enhanced customer experience and expeditad procegsing capabilitigs—all
batked by robust and rigpensive $servics center and operations organizations focused on providing timaly,
actyrate, NG CONSISIENT SUPPOIL,

I8 addition, our 300-persan Complignce team proviges uvehlght of many diverse compliance and monitoring
requirements. We serve as a true business partrier to our advisors, working closely with tham and acting
proaguvaly on their behatf 0 they can run a compliant practice, By seamiessly integrating sompliang: fungtionality
neo our advisors’ practices, we enable many oF thelr procedures Yo be fully automated, With LPL Financial focusing
on back-olffica service and support, advisors are able to focus on thelr cilents’ futurg rathor than on logistics,

Hame  Find an LPL Finencisl Adviser  Privacy/Security  Contact Us  Site Map
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WE SHARE IN OUR CUSTOMERS' PASSION FOR
HELPING CLIENTS REALIZE THEIR DREAMS

Objective Guidance
At LPL Finaneisl, wa provide sl the tools advisors nead to offer you objective advice, including exceptional research
and adninistrative support for tracking and monitsring sccount parformanca. We believe advisors backed ty LPL
Financal have a greater undarstanding of the economy and markets, more time to evallate finsncisl trategins, and
greater agcess to tomprehensive information. As & result, you can depend an your LPL Financlal advisor for objective
financiai agvice.
Our advisors ara able to offer thelr cilents a broad areay of financial produets, including:

Mutust funcs

Annuities and other tax-efficient invastments

Domastic and international securities

Insurancs

Feu-besed asset anagemant programs

Estats and financial planning

Trust servicas®

Giropig rathee

Exchange-traded funds (ETF) and exchange-traded notes FFI'Nsn

From these and othar investmant options, your LPL Financlal adviser can construct individual Investment pertfolios by
uging our unbiased rexearch on the sconomy and a renga of othar investment-related topics. Bacause we offer no
proprietary investment products and have no investment banking aperations, our research i frés from conflicts of
Intarast., As 3 result, our financla! advisors ara able to make informed recommendations based on objective resesrch
and your individual needs.

*LPL Financial representatives offer access (0 trust services through The Private Trust Company, NA., an affillate of LPL
Financial.

VINFORMATION REGARDING LEVERAGED AND INVERSE ETFs, ETNg, AND MUTLAL FUNDS {collectively raterred to 35
“Products™; — Similar to any investment, these types of products have risks. Thase include the genersl risks sssociated
with investing in szcurities, potential tracking errors, and the possibility that particular indexes may 13g other market
segrnents or dgtive managers, Leversged ETFs, ETNS, and mutusl fundg are different from and can be riskier than
traditionial ETFs, ETNs, and mutual funcds. Compaunding of the returns, 1/ particular for leversged progucts, can produce
& slgnificant divergence from the undarlying index aver time, especially In volatile markets; therefore, these products
shauld be actively monitored, as frequently as dally, and may not be appropriate as an intermediate or Ionp-zerm'
Holding. Additisnally, thess products may not be diversified snd sy be based on commodities or currencies, These
progducts may have higher expense ratios and be Jess tox efficient than more traditional ETFs, ETNS, and mutuaf funds.

Home  Find an LPL Financisl Adviser  Privacy/Security  Contact Us  Sita Map
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About LPL Financial Who We Serve Workitig with an Advisar Invastor Relations Find an LPL Financial Advisor

WE SHARE IN OUR CUSTOMERS' PASSION FOR
HELPING CLIENTS REALIZE THEIR DREAMS

About LPL Financial Before You Invest

Who Wa Sarve Generally, avery firm requires 3 dient 1o sign a aew actount sgresrment befors tha gllant invests, You should carefully
ravigw the informatinn contained in this document because it may affect your legal rights regarding your account. Ask

Working with an Advisor 1o s2e any account documentation prepared for you by the sslos represantative. o not sign the hew aceourit

How We Suppart Your agresmant unigss you tharoughly understand It and agree with the tesms and conditions [t mposes on you; In addition,

Advisor do riot rely on verbel reprasentationd from & seles reprasontative that are not contained in the agreament. LPL Finantial
agvisars will ask for information about your investment objectives and parsonal financial sitwation, Including your

Objective Guidance incomae, net worth, and investment experience, It Is important that you answer these questions honastly, because

advisars widl use this information in making Investmant recommendations te you.

Bolore You Invest
Completion of the now account agreement requires that you make three critical decisions:

Prudent Invasting with an
LPL Finsncial Advisor 1. Wha will controt degision making in your account?
How Wa Aro Regidated . . .
You will contril the investmant decisions made in your aggount unless you decida to give discretionary authority to the
Yools aavisor to make investment decisions for you. At LPL Financal, diseretianary suthority within an advisory account allows
& third party to make Investmant decisions based on what they belisve is best—without consulting you abaut the price,
invostor Kolations the type oOf sacurity, the amount, or whan to buy or sell. Do not give discretionary stthority ta enyone without seriously

considoring whathar this arrangemant is appropriate for you.
Find an LPL Financial

Advisor 2. How will you pay for your invastment?

Mozt investors maintain & cash docount that requires paymant in full for each security purchase. An altarmative type of

Find an LPL Financlal aceount IS @ margin account. Buving securities through a margin account mgans that you can borrow money from the

Advisor brokerage tirm to Duy securities; this arrangament requiras that you pay Interest on that loan, You will be required to
sign & margin agreament distlosing intarest tenms. If you purchase securities on marngin (by borrowing money from the

Learn more about brokerage firm), the firm has autherity to immedlataly 8l sny security in your account, without notice to you, 1o cover

Disclosure any shorttall resulting from a decline in the value of your securities. If the valug of your account is lez& than tha amount

of the outstanding loan~even dug 10 8 one-doy market drop—you are liable for the balance. This balance may be s
substantial amount of money even after your securities are gold. The margin account sgreement ganerally provides that
the securities in your margin account may be ient out by the brokerage firm at any time, witheut rotice or
compangation to you,

3. How much risk should you assume?
In @ new account agreement, you must specify your overall investment sbjective in tarms of risk. 84 Sure that you

und d the b ) tha tarms, and be cartain that the risk level you choose aecurately reflacts your
nvesument goals. fead mere abuur investment abjestives,

This Lrings you o an importarit investment decision: never invest in @ product you dan't fully understand. You may
wish (o consult additional information scurces such as business and financlal publizations; information abbut the
fundamentals of invetting and basic financial tarminalogy can be found at your local Wibrary, You shouid also ask your
Adyisor for the proguct prospedtus, atfering clreular, of Mast recent aANUI report, as well ag the eptions disclosurs
dagument,  you are investing in options, Read these materials carefully and, If you have questions, talk with your
advisor before invasting.

Nobody invests (@ 1058 monay. However, Investments always entail some dagree of risk. Be aware that:

The higher the expected rate of return, the greater the risk. Gepending on market devilapments, ysu could lose
some or all of your initial investment.

Some invastmants canaat essily be sold or converted to tash. Check to see if there Is 3 penaity or charge if you
miust selt an investmeant quickly or before its maturity date!

Investments in secunties issued by a company with little or #o operating history or published Infarmation rray
invplve greatar rigk.

Securities investments, inciuding mutual fundy, ere not federally insured againgt a 1056 in markes valua,

BRCUnLias You own may be subject to tender offars, mergers, resrganizations, or third-party actions that can affect
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] N ) the value of your ownership Inter@gmBay Find an LPL Finsacis) Advisor 3 Privacy/Securtty ¢ Contact Us ! Site Map
;ﬁ’ai?;é g;:x";rggé sbout. sych transactions; thay involve complex investment decisions. Be sure you fully understand the terms of any
offgr 1 exchange or sell your shares before you act. In soma ¢asos, such as partial or two-tier tender offers,
failure to act can have detrimantal effects on your investment.

The past succass of 3 particular investment is no guarantee of future performance.
Although capital markets are carefully regulated, market reaction to events and news are part of the normal course

of 8 trading day, Cllants should be familar with what may occur during perfods in which markets are more volatile.
Berat! inors ablet harket volatitity.
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Home HNews & Media Centar  Careers  Distlosure  Contect Us

About LPL Financial Who We Serve Working with an Advisor Investor Relations Find an LPL Financial Advisor

WE SHARE IN OUR CUSTOMERS' PASSION FOR
HELPING CLIENTS REALIZE THEIR DREAMS

" . « f N

About LPL Financial Prudent Investing with an LPL Financial Advisor

Who We Serve Providing @ proper lnvestmant environment is a priority for LPL Financial. In addition to our efforts to belp safeguard
your aceounts, your own actions and awaranass ore also critical to keeping funds properly investad, FollowIng is some

Working with an Advisor Impartant information to keep In mind:

How We Suppart Your

Paymaent for securities investments should always be made’directly to "LPL Financiai® or to & mutual fund, annuity,
or insurance company, or other LPL Financial product partner. View a list of many proguct sponsors that
Objeciive Guidanse partner with LEL Rinancisl and thelr check payee Information. If you 8o asked to write 2 check to a product
provider that does nat appear on tiis list, please call 800-558-7567.

Advisor

Before You Invest
LPL Financial advisors are required to place sequrities investments through LPL Finencial or directly with a mutual

Prudent invasting with an fund, insurance company, or other praduct provider, fike the anss in the list sbove, DG not make checks payable
LPL Finsncial Advisor directiy o 2 financial advisor, the financlal advisor's business name, or any businass controlled by the Minancia!
advisor.

How We Acr Rogulated

When dealing with a representative of LPL Financlal, accept account paymants from LPL Financial or the product

Tools
provider orly. Payment from any other business names or the reprosentative is not spproprists.

Investor Relations
You should never borrow from or land money to 3 represantative of LPL Financlal,

Find an LPL Financial
Advisor Always gign your swh cotuments and never ask someons else 16 sign for you unless thuy can lagally act for you,

©.g. via power of atternay. .

Roview your statamants whan you recaive tham. If you receive a summary statement from your financial advisor,
Find an LPL Financial compare the statement numbers to your Sitements from each product provider or official LA, Binsncial account
Advisor statemant,

Learn more about

Distiosure With guestions abaut these prudent investing proctizes or to repart any suspltious activity on the part of your financial

advisar; please contact the LPL Financdlal compllance deéparument at B0D-558-7567.

For your rifarence, following are several sample communieations from LPL Finandal, Your sccount-related
communications from your LPL Financial advisor should resembie these documents:

Trege conliva
Fampi Aveounpt Statmuant

Tax forms: deaided Ging givdd Loy Stattmaent and Consoltdated 10699

© 2012 L F1 5l Homs  Find an LPL Financiat Advisor  Privacy/Security  Contact Us  Site Map
nancka

Member FINRA / SIPC
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FISHER INVESTMENTS
{NVEST ASSURED Celt ua at (B00) 587-5512 | Subscriby lo Marketiinder Waakly Digast

OtherWave p.GontaoL s | TextSize A A A

Home Individual Institutionat Publications Caresrs News

Services Invasting Clients Education Reports About Contact Us

Home — Sarvices Boskmark This Page
Fisher Investments Services HOW CAN WE HELP YOU?
Founided in 1979 a3 8 sole proprietorship, Fisher invastments offers globs! ety Contact Figher Invastments for more
management 107 high nel worth and institutional elients, Based in Woodside, CA, the firm information:
oparates two principal busingss units; Fishes Invesiments Institutions! Group and Fisher Phone: (800) 587-8812
investmants Private Client Group. Fisher Investments takes an active approach to portfolio :
management, laveraging information derived from capital markets technology {i.e. ways of 13100 Skyline Boulsvard
analyzing intarmation differantly) to adjust client portfolios depending on our forecast and ) Woodside, CA 84062
opportunities we 3ea in the markets,
-y Emall Us
Figher Investments Private Client Group ‘
In 1995, the Fisher Investments Private Client Grouy was formed 10 extend personalized
purticlio management services 1o high net wonth individuals, Fisher investments manages "
investment portfolios for each client based on individual investing goals, lime horizon, cash Service Banefits Fisher
flow requirements, owside holdings and tax status, slong with other faciors, and moasures investments Private Clients
investment performance relalive to an appropriate banchmark. Fisher Investmants private i Recelve
clients anjoy a series of enrichmont programs designued to keep them informed, educated and
comfortabla with their investment strategy.
= Direct, Proactive Cygtomer Sorvice
Each client is assigned & dedicated
Fisher Investments Institutional Group Investment Counselor as a primary point of
i . . ) oo contact (hat can answer account or markeat-
With roots as an institutfonal investment manager, Fisher Investments Institutional Group related questions in as much detai] as clients
continuas to thrive, ovarsesing assets for some of the world's leading organizations. iz dasira
global cllent base includes corporations, foundations and endowmants, non-profit . !+ Reqular Communicat] R
i i Requiar Communications
organizations and govarnmenis. The Fisher investmenis Instiiutional Group offers an array of ! Each quanier, cienis recelve a Quartsry

ices, m 2cific investing ¢ ies and styles, g
services, based on 8 number of spacific invasting swategies and styl Review with in-depth explanation of tha IPC's

views for the recent period and a look ahead.

Fisher Investments Porifolic Management Team Clints also recelve & sami-annual DVD
featuring a roundtabla discussion with the

Togelher, Ken Figher, Jeff Silk, Andraw Taufel, Bill Glaser, and Aaron Anderson make up the irC.

Investment Policy Commiltee (IPC) at Fisher Investments. The I1PC, directly supported by « Fisher Foracast Seminars

Fisher invesiments’ dedicated leam of research anslysts, makes strategic investment Throughout the year, we hold 8 gares of i

ducision$ for both institutional and private clignt portfolios. - saminars alf ovar the country to provide i

; clients with the latest information regarding

; our global market views and pontfolic
strategy.

» investment Roundtables

i1 Benior members of our Ressarch and Client

Bervice departments travel the country to

conduct in-depth, discussion-oriented Q&A

sasslons with small groups of clients,

Fishar Friands Eventa

Uniqua, exclusive svents giving ¢lients the
chance 1o meet other tocal Fisher
Iinvestments ciients in an informal, social
setting.

Cliont Conferencs Calls

Seniar membars of the firm regularly hold
client conferanca calls (o discuss our outlonk,
poriiolio pasitioning, and a host of athar
lopics.

MarkeiMinder.com

H Piiblished daily with support from our

| research staff, MarkatMinder provides Fisher
i investments' thinking on limely isaues and,
news,

Sltes: \ndividual inyesiors | Institutionalinvestors | Careers | Publications | Kep Fisher | News | MarketMinder
Links: Gantact Us | Privacy & Security | Qisclpsures | Sile Map

Intermnadional Gannany | Ualted Kinpdom

Copyright © 2013 Fisher Asset Managemant, LLC, dcing business as Fisher investmants. All rights reserved.
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FISHER INVESTMENTS

http://investor.fisherinvestments.com/

INVEST ASSURED Call us ai (800} 587-5512 | Subserive 1o MarkelMinder Weeily Dinast
Qihor Ways (o Contued Us | Taxt Bize A & A

Home indlvidual Institutional Publications Careers

News

irnvesting with Fishar Private Client Group Advantages Investor Bagics Research Analysls

Fishar Investments Private Client Group

World-class money managemaent services for financially
suctcessiul individuals looking for a persanalized approach,
global exposure, unparslieled service, and an experianced
portfolio managemeant team.

o
fishe.

Follow us:

Private Client Group Background

Itvestments bagan offering personalized portiolio management diraclly to high net worth indlviduals!
Taday, the firm serves a global client base of diverse investors including over 100 large institutions and
avar 25,000 private clients. Founder snd CEC Kan Fisher has writtent the Forbes "Portfolio Stratagy”
column since 1984, has authorad 10 books (4 of which are New York Times besisellers), and was
named by Investment Advisor magazine as ona of the 30 most intluantial industry Individuals in the last
30 years (May 2010).

What You Can Expect From the Fisher investments Private Client Group

1. Persenalization: Once your needs and objectives are understood, a parsanalized portfolio ia
created for you that may include stocks, bonds, cash, and/or exchange iraded funds (ETFg),

2. Global, flexible approach: Your portfolio will typically ba invested in globsl markets and may be
adiusted as your parsonal situation, your investmant objectives, or our axpactstions for market
conditiong change.

knows you by nama and provides parsonal altention tailored to your naads.

4. Ongolng education: You will have access to ongeing education about invasting and our portiolio
management approach through & saries of live events, quarterly reports, hooks, websites, and
more, ’

5, Sescurity: For your additional comfort and securily, accounts ara held at well-known, sacurs
institutions specializing in assset custody, and your porifclio is accassible by you at any time.

Baokmark This Page

’ ACCREDITED

B“E“a ﬁU&NESS

MarketMinder Headlines

What You Don't Know About Your
Portfolio May Help You

Tuesday, June 11, 2013 3:55:16 PM |
Carl Richards, The New York Times

MarketMindor's View: This piece is spot
on, in our view. Because of behavioral
financs concepts like prospsect theory
—hurnans tend 1o fear losses much more
than they appreciate gaing—investors
tend to make quick, emotional dacisions
which are often quite detrimental in the
longer term.

The Oid Rating Regime Totters On
Tuesday, June 11, 2013 3;53:25 PM |
David Coftla, The Wall Street Journal

MarkatMindar's View: We agree with
the natlon (nvestors have basically
dizcounted ratings agencles’ often
jatedo-the-game proglamalions, and
matkets have largely brushed off thair
actions over the past few yesrs, The fact
regulations siilf rely on them isn't 3 great
reason to pay them much heed.

'Battie Lines Drawn’' in German Court
Over ECB ’

Tuesday, June 11, 2013 3:50:14 PM |
Holly Ellyatt, CNBC

MarkatMinder's View: Evenis here bear
watching as Germany's Constitutional
Court will hear testimony regarding the
constitulionalily of the ECB's
cantroversial bond-buying program. For
more, sese our 8/11/2013 cover story
‘Germany Takes the OMT to Court.”

Fisher Investments Commentary

«» Lara Hoffmans® (Fisher [nvestmants
Forbaes contributor} article, "4
Things for invastors to Remembaer
in 2013*

Sites: individual investors | natulionalinyasiors | Caraers | Bublisations | Kenfishar | News ) MakelMinder
Privagy & Seaurity | Risclosures | Site Man

Links: Gontagt.Us, | |
international: Garmany | United Kingdom
Copyright © 2013 Fisher Assel Management, LLC, doing as Fisher All rights reserved.

Invastking instock markels involvas the risk of loss.
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Fisher Investments Advantages http://investor.fisherinvestments.com/fisher-investments-advantages/

Cali us al (800) 567-5512 | Subscrib to MarkatMinger Waakly Digest
O ayRI0.CoMAnLUs | Text Size & A A

FISHER INVESTMENTS
INVEST ASSURED

Home Indlviduai Ingtitutional Pubtications Gareors News

Investor Baslcs Research Analysis

Investing with Fisher

fndividus! Main — Advanteges

Private Client Group

Advantages

Fisher Investments Private Client Group

Advantages

Fisher Investments offers many unigue advantages, We beliave our business model eliminates
many conflicts of interast inherent in tha financisl services industry, and our focus diractly
benefits our clients. Learn more by clicking on the foliowing links.

Proactive Customar Service

At Fighar invesiments, dlents receive
proactive service from a dedicated
investment Counselor who knows you by
name and keeps you up-lo-data on any
important chisnges in your account, Lestn
mete,

Partfolio Cugtomlizability
Fishar Investments' personalized service

model and proprietary technology platform
allow far & wida range of customizations to

In-house Rasearch

Figher Investments in-house ressarch
department is responsible for daveloping
capital marksts technology and deing
fundamental research 10 suppornt the firm's
investrent decision making. Lean mets,

Stable Management Team

The Invesiment Policy Committes
members, including CED Ken Fishar, have
over 100 years combined industry
axparianca. Learn more.

Bookmark This Page

HOW CAN WE HELP YOU?

Contaet Fisher Investments for more
irformation:

Phone: {800) 567-5612
“¥ Email Us

1> favestor Resources

Don‘t come up shart in retirement

1f you have a $500,000
_portfolip, download

. our retirement guide.

. It can help you glan
for 3 comfortable and
secure retiremant,

your portfoliv. Learn mors.

Links: Contact Us | curity | Disclosures | Site Man
international: Geanany | Unitad Kingdom
Copyright & 2013 Fisher Assst Managamant, LLC, deing busi

Investing in stock mnrkels involves the rsk of Joss.

as Figher In . All fights reserved.
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Aspiriant — Who We Serve hitp://www.aspiriant.com/experience/who-we-serve/

CLIENT LOGIN | LBRARY | OFFicss | sontact
ﬁ
ASPIRIANT

ABOUT CLIENT DXPERIENCE QUR SERVICES WHY ASPIRIANT NEWSROOM

CLIENT EXPERIENCE Aspiriant’s Clients

WHO WE SERVE We serve a natign-wide, and often global, cllentele whom we expect to remain
clients forever, Our clients include successful professionals, corporate executives,
business owners, entrepreneurs, and Individuals and families with substantial and
complex assets, Indlviduals who have recently sold a business or recelved a
substantial inheritance or settlament choose us for our fresh perspective on
articulating and achieving thelr goals,

GLOBAL RESULTS

From the Newsroom

Aspinont.named.ane.of the Top 50 In al} cases, our clients value the Integration of sur comprehensive weaith planning services

Wealth Managers combined with our discretionary management of substantial investment portfolios.
ViSx QLR DIRSS
idition, we often provide servi 0 f senfor ional #
- Asplriant wins FAM in additio provide services to select groups of 5 professionals o corporate
PAM 2012 Award « Best executives, These group-sponsored engag ts are, in : , Indlvidua) engagemaents
bt i
v Private Wealth underwritten by a cllent’s employer or other sponsor. These arrangements arve usually part of sn

WINKER Manager ~ Client
R Service - Over $50 oversll exgcutivé compensation and benefits package and sevarsl of our current sponsorship

N INGEE DERS
yiew mare fress relationships span more than twenty years. Over the years, we have been retained by many
Tax.Chongss.Yau.Nesd. 2o Knew prestigious public companies and professional firms to provide comprehensive Mnancisl advisory
gﬁgﬁ,xw“ﬁﬂs fasturing Sandi $€rvices to their most senlor personnel,
VIQKEINQIR DIVSS
#2013 Aspint,  Peieacy Policy ang Foym ARV | Twrms of uxe | Gesidimer | Faltaw aur nows!
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ASPIRIANT

QUR SERVICES
TNVESTMENT MANAGEMENT
FINANCIAL & STRATEGIC PLANNING

TAX SERVICES b EXPENSE MANAGEMENT

From the Newsroom

Asniriank pamed ene of tha Too 5
Weglth Mansagrz
view meng press

LY Aspitiant winsg PAM

PN 2012 Award ~ Best

(< Privata Wealth
wWNNER  Mansger ~ Cllgnt
T Service ~ Over $58

Aspiriant Ingight Aprit 2043 First
{uprter Morkat Snapshot
VIOW. IO PSS

hitp://www.aspiriant.com/services/investment-management/

CLIENT LOGIN | Ligkary | orkicgs | oontacT

CLIENT EXPERIENCE QUR SERVICES WHY ASPIRIANT NEWSROOM

World-Class Investment Management

Aspiriant’s approech to portfolio management is a direct result of our cost-efficient,
risk-aware investment philosophy and unwavering commitment to acting always in
our ¢cllants’ best interests.

Sorry

Yhe creator of this vides has not given you permission to embed it on this domain.
This is » Vimec. Blus feature,

vimeo
Investmant Philosophy Bauity Qver Elxed Income
World:Glass Investment Platform No Market Timing
Measured Appreach.to Risk Appropriste Use of Margin
Qpen Arghitesturg Sansltivity to Expenses and Taxes

investment Philasophy
Substantial weaith is craated through successful participation in global economic activity, over the

long tarm, Aspirlant manages client's portfolios to harness the wealth-creating power of global
capital markets in order ta deliver atiractive investment returns as ingxpensively, and tax
efticiently, as possible, consistent with each client’s tolerance for lavels of risk and appetite for
levels of return,

In maore efficient public markets, we predominantly use relfatively low-risk and low-cost passive
stratagies. Where it 15 appropriate for the client, we supplement thig allocation with actively
managed, higher risk private Investmants that offer substantial opportunities sufficiently greater
to compensate for thelr usually higher levels of cost, liliquidity, ang risk.

World-Claus Investment Flatform
Aspiriant has built 3 flexible and innovative world-class investment pistform designed to generate

ir the optimal way, risk-adjusted, after-1ax returns to pchieve each client’s financial goals,
1
Employing true open srchitecture, we apply objective analysis to source, evaluate, and selact
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"best In ¢lags” investments, wherever they are to be found,

e hhnzrlilttte rbdy A REIRb GRS R Aber datddBA 3‘\3“5&d%rrﬁ?ﬁé'é‘%ﬁniiarin'é“gm our newsd
analysis, However, since aur clients are individuals, they often have long timeframaes that
institutional fiduclaries cannot easlly adopt. Consequently, Aspirlant clients can develap

investment plans that aim for higher raturns than those anjoyed by institutional investors,

At Aspirtant, we belleve that cllents’ risk tolerance should be determined by the level of raturn
necessary or gesired to achlave clients’ objectives. Aspiriant clients make decisions about thelr
own money, and are thus free to knowingly accept levels of risk that Institutional fiduciarles
would rarely sccept,

Measured Approach to Risk
Stilt, we believe that risk should only be undertaken to the extent necessary tg achieve the

objective. Far many of our cltents, risk ts not necessary, but instead is & preference. Qur role i3 to
provide cliarity $o that clients ¢an be informed, delibgrate ang intentionsl about risk snd return,
But regardiess of whather risk Is a preference or a reguirement, Aspiriant strives to achieve broad
diversitication both across and within asset classes to reduce the volatility that iz inherant in any
portfolio.

Opean Architecture
We implement portfolios for each client using “best of breed” opportunities, ragardless of their

source, We may use outside separate account managers, and large, institutional managers, or
investment funds not nonnally avsifabiy to individusl invasters (or that may be, in fact, closed to
new investors). In apprapriate cases, Aspiriant also empioys mutual funds, ETF’s and ETN'S In the
canstruction of investment portfolios.

Equity Over Fixed Income
Portfolios tend to be brosdly diversified amony asset classes, Nevertheless, for portfolios

designed to meet long investment timeframes, Aspiriant aften favors strong equity welghtings.
History and the logic of necessary capital markat behavior both support equity investing 85 most
sultable for the funding of long-range finunclol objectives,

No Market Timing
An gverwhelming body of evidence Ingicates that congistently making atourate near-term

forecasts of & market's dicection 1s extremely Improbable. The attempt ¢an 8156 be costly and
very inefficlent on an after-tax basis,

Moreover, one or two Incorrect or lil-timed decisions can more thaa undo all of the advantage of
remalning committed to equity investments over the long tarm. We cosch our clients to accept
snd tolerste sometimes painful short-term volatility to reap the positive perfurmance advantages
that accrue over the long term,

Appropriate Use of Margin
Consequently, using leverage to finance diversifiad, long-term assets makas strong &conomic

sense for clients who are able and willing to accapt more short-term risk. For the right investor, a
reasonable use of durable investment margin is a worthwhile strategy for sugmenting long-term
equity returns {Use of margin Increases the volatility, or positive and negative rigk in the
portfofio, ond the result of using margin may be, from time to time, exictly the opposite of the
gesired purpose and expected long-term results — with losses greater than might have been
experienced in an ynleveraged portfolio, See Important disclosuras by clicking hare,)

Sensitivity to Expenses and Taxes

Taxes are inescapable for virtuslly all of our clients and are a very significant consideration for
many of them. Jur wealth managers are experts in mitigating the tax consequences of portfolio
management, We exerclse great care in the appropriate placement of (nvestments within taxable
and tax~deferred sccounts and ¢ontinually monitar aod revigw portfolios for tax apportunities.

Expenges reduce investment returns for every dlient. Since Aspirtant has no proprigtary financial
interest in any strategy or investment product, we slways seject investments for our clients that
cambine top parformance expectations with the lowest possible cost.
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CLHT LOoGIH | LBRARY | OFFIcES | contact

ABPIRIANT

ABOUT CLIENT EXPERIENCE GUR SERVICES WHY ASPIRIANT NEWSROOM

OUR SERVICES financial & Strategic Planning

INVESTMENT MANAGEMENT Aspirtant's wealth planning team provides our dients with best-in-class expertise
and practices in the critical areas of financial independence and wealth
accurmnulation planning, philanthropy, risk management, and wealth transfer as well
a5 optimizing stock-based and other high-level executive compensation programs.
We develop creative, customized, and often unconventional approaches to identify
ang accomplich each client’s unique financial objectives,

FINANCIAL & STRATEGIC PLANNING

VAR SERVICES & EXPENSE MANAGEMENT

From the Nawsroom

Fnclal Indenendencs {3 (htf 1
50 atack Compansanen Philantheany
Wweglth Manaaers Wealth Transler

View more. oness
Financial Independence

- Aspiriant wing PAM Many Aspiriant clients are still accumulating substantial wealth from their employment, business,
t"‘/ ,iﬁﬁﬁx:ﬁt; Best or professions. All of our clients, however, are sager to know whether what they bave aiready -~
WikNER  Manager - Client accumnulated or expect to acquire is adeguate to comfortably achieve ail their key goals, Through

Service « Over
- Y — xmm: 58 rigorous and lterative analysls, we gulde our clients to reliable canclusions for managing the

complex interplay of;

Zuckarbsarg's.Loan. Glves. New

%‘g&%m featuring Sandi > Budgeted expenses
view.more presy + The amount and timing of farnlly and charitable gifts

» Whether to continue employment or business involvement or to *retire”
s What investmant returng and risks o bursug,..or aceept.

Phitanthropy
Many of our clients have ambitious and complex ?bjectlves for charitable giving. We create

customized charitable giving solutions to osptimize the combination of avallable tax benefits snd
use of financial resources In order to achleve soclal welfare and the personal satisfaction that
comas from giving.

Cur camprehensive planping process helps clisnts identity and peioritize thelr appetite and
capacity for miaking charitable contributions, We then pursue optimal gift structures that can
inglude donor advised funds, supporting organizations, private/family foundations, direct
cash/stock gifts, and a wide varisty of charitable trusts such as charitable lead and charitable
remainder trusts.

‘These spproaches often also accomplish other key goals such as portfolio diversification,
interganerations| wealth transfer, and the development of a philanthropic ethic for the family's
younger generglions.

Risk Management
Aspiriant’s wealth managers raview all risks that clients face..,property loss, lisbility, health,

disability..and evaluate how best to manage these exposures. (ften, clients are In 3 pasition to
*self-insure” many of these risks. In other cases, insurance or sorme other structure Is essential to
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avold or mitigate the risk.

18 APHAP U e SN OGN T By 58thg britetll thitisibal P S0P ients  FURY AlEns!
gsurance to domestic or offshore creditor protection trusts. Perhaps as impottait, we have no
interest in any particular solution. Qur clients can therefore depend on a thoroughly competent

and unblased assessment of thelr sverall insurance portfolio...a combination very difficult to find
anywhere elge,

Wealth Transfer
Aspiriant wealth managers are expert in the broad array of gstate planning Isvues and

opportunities, including the use of wills and trusts, optimal forms of property ownership, estate
and gift taxes, philanthropy, and strategies for property transfer betwaen spouses ang through
the generotions of the tlient’s family,

We work with our cliants’ atterneys to oralt and Imptement family lmited partnerships (FLP'S),
Famnily LLC's, stock option teangfers, spacie! necds trusts, incentive trusts, grantor retalned
annulty trusts (GRAT'S), intentlonally defective grantor trusts (0GT’s), and dynasty trusts as
appropriate to clients’ objectives.

Stack Compensation
In sddition to dirget cash compensation many of our clisnts have compensation and benefits

programs which Include a wide array of 401(k)'s, deferrad compénsation, profit sharing and/or a
pension, as well as stock options (both 150’ and non-qualified), and restricted stock
componiants, White these stock-based compensation components are potent sources of wealth
accumulation, potentlal pitfalls Include over-concentration in one stock and an over-rellance on
the success of one company.

Aspiriant’s wealth managers can be of extraordinary value in this arena, We help many senior
carporate executives develop comprehansive strategles for stock options, deferred compensation,
ond sales under 10b5-1 plans, hedges, and trangfers. We coordingte these egpacially complex
and tax « and ragulation ~ sensitlve elemients as vital components of an overall financial plan.

Tim Kochls suthored the book, "Managlng Concentrated Siock Wealth.”

IF aur clients are not already reprasented by coungel, we can rafer to @ broad array of tha highest
quality estote planning speclalists for the necessary legsl work Involved in this sres,

http://www.aspiriant.com/services/financial-planning/
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Site Saarch I SEARCH

Home Services — Individual and Family

About Us Oxford helps individuals and familics
develop and implement sophisticated,

Leadership lo?xg-lerm ﬁm{mfml ‘pl‘ans that are hlgh ly
tailored to their individual needs, With
. billions of dollars of assets under
Services

advisement, Oxford is expansive erough to
offer a full range of services and access to
global investment opportunitics as well as
Institutiona world-class independent research,

[ndividua) and Farnily

Our size also affords us extraordinary access 1o top-ticr money managers in arcas such as private equity, real
estate and hedge funds that go well heyond the traditional ssset ¢lasses, At the same time, we remain small
enough to be privately held and 1o offer you highly customized, independent advice.

Family Office Services

The sofe commitment of our Family Office Services group is to enhance the financial fives of our clients and 10

¢ Pty { Tisgiaimsy : enrich their family legacies. This means helping you to organize and deploy your wealth in ways that enable you
and your family to lead lives that are happicr, more harmonious and scoure, We provide successful families and
individusls ihe advantages and synergics of a single family office.

News & Insights

Contact Us

Family Office Services includes cverything from financial and cstate planning to assistance with insurance, taxes,
real-sstate holdings, credit solutions and phitanthropy, For some clients, we ¢ven manage houschold finances and
provide concierge-like services.

Investment Services

Our first step at Oxford is'to work with you to develop a clear understanding of your financial goals and then
document thent in a written Investment Policy Statement. Based on this statement, we design strategic and
tactical asset allocation policies, recommend the appropriate managers and investnent vehicles, monitor
performance, conduet angoing due ditigence, report results and recommend changes as required. It's a rigorous
portfolio construction process, bascd on insightful analysis,with the goal of providing you the highest probability
of achieving your financial objectives.

The Trust Company of Oxfordm™

Oxford established The Trust Company of Oxford to serve as an independent third party that scis in a fiduciary
role for our clients—as 1 custodian of certain assets, as a trustee or a co-trustec of a trust. Although The Trust
Company of Oxford is a separate legal entity, its subsidiary relationship with Oxford enables us to align the
services offered by the two organizations, providing a single point of contact for our individual and family
clients,

All elients enjoy the benefit of an Oxford Financial Group partner dedicated to their account, complementing the
expertise of a fiduciary adminisirator. There is a single set of records and a common set of objectives for each
client, and the necessary authorities are in one place. This alignment can be particularly valuable during times of
sudden chanpe, such as a marriage, a child reaching the age of majority, the sale of a business or a death in the
family.

Alternative Investments

For qualified investors with long-term investment horizons, investments in “altornative”™ #reas such as private
cquity partnerships, private real estate partnerships, hedge funds and natural resources offer benefits that include
the potential for higher long-term performance, diversification and an enhaneed ability to msnage risk and return.

Oxford's Savile Row® offers pooled investment vehicles that give qualified investors access to a diversified mix
of top-tier alternative investment managers. And through our May fair investment program, we offer you
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occasional opportunitics to make dircet equity investments in privately held companies.

Consulting Services ,

Are you looking for a second opinion on your finunciul investment strategy? Oxford offers consulting services
for individuals and institutions wighing 1o evaluate their current financial results when compared to their
objectives. To learn more, please give us a call or drop us 2 note, We'll be huppy to visit your offices and tell you
more ghout who we are and how we work. We cordially invite you to do the same, to help us Jearn mote about
you and your financial needs.

Fees

Oxford is truly a fec-only wealth advisor—we only charge a fee for the services we provide, with no hidden costs
or expenscs. We offer you somplete objectivity because we have no affiliations or financial arrangements with
third partics that might distort our objectivity or present contlicts of interest, nor do we scll mutual funds,
insurance or other products,

Beeause we do nol receive compensation from other sources, our sole commitment is So serve your best interests
at a fair price. in other words, we sit on the same side of' the table as our clients.

Call us today for a complimentary consultation,
Toll-free: 800.722.2289
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Juna 12, 2013

S-—é—( What We Do
o

What We Do g',;‘ very investor or fiduciary’'s objective Is to make effective financis| decisions. Our role is to provide the negessary tools,

istiutonsi Consulling =~ Process and relationship for our clients, so that they can comfortably and confidently address the needs of their

) ~ institution or family, We consult to and provide investrnent management, fidudary compliance and educations! resources
Private Waaith Manogerment 1

for institutional and private investors, trusts and foundations,

£ 2013 Shepherd Kaplan LLC
125 Summer Street, 22nd Floor, Boston, MA 02110

impanart Distiasuies
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i

g«é Private Wealth Management
WhatWe De ©:  Qur private wealth management practice is focused on enabling our clients to enjoy the benefits of an integrated approach
institutions! Consulling 1 managing their wealth, Qur role is to anticipate and salve financial problems and provide wealth management

leadership so thst our clients' lives can be gasler and richer,
Privite Waalin Managemant

We guide clients through strategic decision making based upon goals for their personal lifestyle, family, and charitable
legacigs,

We facus on the elements of wealth management that are truly controliable such as asset location and allocation, market

efficiency, costs, and taxation. We than serve as the focal point for Investment managemaent, tax planning and day to day
orgardzation,

© 2013 Shepherd Kaplan LLC
125 Summer Street, 22nd Floor, Boston, MA 02110

Important Declosures
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Roaources .. ‘{E{}e provide our clients with a unique set of resources for making effective financial decisions, Our propristary systems
Resmarch 5 “¥ and processes provide incressed transparency, and ensure a greater integrity of analysis,
Best Practices ¢
Educalion <
Hertifilive v timents O
Reogowing ©-
© 2013 Shepherd Kaplan LLC
125 Summar Street, 22nd Foor, Bosr.?n, MA 02110

tnpartant PBeckdsums
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Alternative lovesiments
Quatified invastors have long recognized the benefits of diversification, enhanced returns, and potential risk reduction

through allacations to noh-correlated alternative investment strategles.

We provide independent and unbissed advice to help our clients identify and particlpate in investments not. readily
available to the broader marketplace.

We also assist our clients with due-diligence on & wide variety of private equity opportunities including venture capital
offarings. )

) 2013 Shepherd Kapln LT
125 Summaer Street, 22nd Floor, Bostan, MA.02110

impastant Distiasyras
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Ronald Blue & Co. - Financial and Investment Planning > Financial ... http:/www.ronblue.com/Financial-Planning

Client Login
Financial Planning
Financial Planning
Investment Management
Tax & Business Services

Estate Planning

Philanthropic Counsel

One of the things | love about
this firm is thit we have an
unwavering commitment to the
clicnts and to the people wh

‘The purpose of a financial plan is to set you on a puth to achieving your financial goals. There are no serve them, ’
independent financial decisions and there is a greater ability to make wise chioices when we are able Brian Shepler
to see with a long-term perspective. A well-cratted, integrated plan is a road map showing an Chief Financial Officer, EVP
cificient way to get to your desired destination. Client Services

Atlanta, GA

Contact Us To Begin

Borvices About Us Resources Carears News Contact Us

Copyright 2013 by Ronald Blue & Co.
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Client Login
Investment Management

Financial Planning
Investment Management
Tax & Business Services
Estate Planning

Philanthropic Counsel

What we do is very client
focused. We do a lot of listening
to match our clients” needs with
what we have 1o offer.

We believe that investing plays an important role in the overall stewardship process to help Sarah Baker

individuals provide for their families, do good works, and be generous. We strive to help clients grow Fitiancial Advisor

{heir investments 1o meet their personal financial goals. Our method of investing is “Principled Charlotte, NC

Reasoning,” a decision- making process that combines our investment philosephy (wisdom) with

ongoing investment rescarch (knowledge).

Contact Us To Begin

Services About Us Re’aources Caraors Nows Contact Us

Copyright 2013 by Ronald Blue & Co.

lof2 6/12/2013 1:50 PM



