Item 1 - Cover Page

WCG Wealth Advisors, LLC

Doing Business As: Franz Tatum Wealth Management
8925 W. Post Road Suite 200 | Las Vegas, NV 89148
(800) 346-4063

Gloria R. Franz

34220 Gateway Drive Suite 100 | Palm Desert, CA 92211
760-770-2003

08/24/2026

This brochure supplement provides information about Gloria R. Franz that supplements the
WCG Wealth Advisors, LLC disclosure brochure. You should have received a copy of that
brochure that describes the investment advisory services offered through WCG Wealth Advisors,
LLC, an investment advisor firm. Please contact WCG Wealth Advisors, LLC at the telephone
number above if you did not receive their brochure or if you have any questions
about the contents of the supplement.

Additional information about Gloria R. Franz is available on the SEC's website at
www.adviserinfo.sec.gov.
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Item 2 - Educational Background and Business Experience

Gloria Franz
Year of birth: 1968

Education
Kaplan University; Certified Financial Planner™ 2006-2007

Business Experience
WCG Wealth Advisors, LLC; Investment Advisor Representative
04/2017 — Present

LPL Financial, LLC; Registered Representative
04/2017 — Present

National Planning Corporation; Registered Representative 01/2007 —
04/2017

Professional Designations

Certified Financial Planner™ - CFP®

Designation: Certified Financial Planner (CFP®). Issuing Organization: Certified Financial
Planner Board of Standards, Inc. (CFPBS). Prerequisites/Experience Required: Must have a
bachelor's degree (or higher) from an accredited college or university, and three years of full- time
personal financial planning experience. Educational Requirements: Must complete a CFP®-board
registered program or hold another designation authorized by the CFPBS. Continuing Education:
30 hours every two years.

Charter SRI Counselor™ - CSRIC™

Designation: Charter SRI Counselor™ (CSRIC™). Issuing Organization: College for Financial
Planning. Prerequisites/Experience Required: None. Educational Requirements: Completion of a
graduate-level course of study. Continuing Education: 16 hours every two years.

Item 3 - Disciplinary Information
Your financial advisor has no legal or disciplinary events required to be disclosed in response to this

item. There may be items that are contained on brokercheck.finra.org or www.adviserinfo.sec.gov
that you may wish to review and consider in your evaluation of your advisor's background.

Item 4 - Other Business Activities

Franz Tatum Wealth Management/DBA for Securities and Advisory Business; The Wealth
Consulting Group/DBA for Securities and Advisory Business; Franz Wealth Management/Tax
Entity; Fixed insurance sales/sale of non-variable insurance and health; Member of the Editorial
Board of The Desert Sun Newspaper; Planning Commissioner/City of Indio; Governing Board
Member for JFK Hospital; Non-profit Board member and Trustee for the Coachella Valley History
Museum.

Your advisor also established an entity called Franz Wealth Management. This entity was formed
for the purpose of receiving compensation earned through WCG Wealth Advisors for tax purposes
and provide no services or products. The total amount of time spent on these activities is X hours per
month, and X hours a month during trading hours. Therefore, this activity does not represent a
conflict of interest.
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Insurance Licensed Registered Representative:

Your financial advisor provides brokerage services as a registered representative of LPL Financial, a
registered broker/dealer and member of FINRA. In such a capacity, he will sell securities through
LPL and receive normal and customary commissions and other compensation, for example, mutual
fund 12b-1 fees or variable annuity trails. Your financial advisor is also licensed to sell insurance
and receive commissions for insurance sales, through LPL's affiliated insurance agency, or WCG’s
affiliated entity WCG Insurance or an independent insurance agency. When selling securities and
insurance, your financial advisor has a financial incentive to recommend securities and insurance
products based on the compensation received, rather than on the client's needs. In the case of
securities, LPL addresses this conflict by maintaining a supervisory system for its registered
representatives to confirm that recommendations are suitable and appropriate. In the case of
insurance products, if insurance is sold through any affiliated insurance agency, both LPL and WCG
address this conflict by maintaining a supervisory system to confirm that insurance
recommendations are suitable and appropriate. If insurance is sold through an independent insurance
agency, WCG/LPL addresses the conflict by reviewing and approving the financial advisor's request
to conduct the activity as an outside business activity. If you have any questions regarding the
compensation your financial advisor receives when recommending a security or insurance, you
should ask your financial advisor. You are under no obligation to purchase securities or insurance
through your financial advisor.

Item 5 - Additional Compensation
Your financial advisor can receive economic benefits from persons other than clients in connection

with advisory services. Your financial advisor provides services in an Asset Management account
and may recommend mutual funds. Only no-load and load-waived mutual funds are available to be
purchased in such asset management accounts. However, some of these mutual funds may pay
distribution or service fees (e.g., 12b-1 fees) payable to LPL Financial. However, when your
financial advisor provides investment advisory services, it is as a fiduciary under the Investment
Advisers Act and has a duty to act in your best interest and to make full and fair disclosure to you of all
material facts and conflicts of interest.

This compensation also includes other types of compensation, such as bonuses, awards or other
things of value offered by LPL. LPL may pay your advisor in different ways, such as payments based
on production, awards of stock options to purchase shares of LPL's parent company, LPL Financial
Holdings Inc., reimbursement of fees that he may pay to LPL for items such as administrative
services, and other things of value such as free or reduced-cost marketing materials, payments in
connection with the transition of association from another broker/dealer or investment advisor firm to
LPL, advances of advisory fees, or attendance at LPL's national conference or top producer forums
and events. LPL may pay your advisor this compensation based on my overall business production
and/or on the amount of assets serviced in LPL advisory programs. Therefore, the amount of this
compensation may be more than what would be received if a client participated in other LPL
programs, programs of other investment advisor firms or paid separately for investment advice,
brokerage and other client services. Therefore, your advisor may have a financial incentive to
recommend an advisory program over other programs and services. However, your advisor may only
recommend a program or service that the advisor believes is suitable for you.

Your financial advisor may receive non-cash compensation from product sponsors and certain third-party
vendors. Such compensation may include occasional gifts (within the limits established by firm policy),
meals, entertainment (such as tickets to sporting or cultural events), or reimbursement of reasonable
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expenses associated with educational or training events, conferences, or approved marketing and
advertising initiatives. This compensation is not contingent upon or directly tied to the sale of any specific
investment product or the recommendation of any particular security. The Firm maintains policies and
procedures to mitigate conflicts of interest and support recommendations made in clients' best interests and
consistent with fiduciary obligations.

Your Advisor receives asset-based advisory fees in LPL-sponsored managed account programs as an
IAR of WCG Advisors, LLC. LPL shares a portion of the account fee you pay with your advisor, and
the amount of these fees can be more or less than if the client paid separately for investment advice,
brokerage, and other services. The receipt, of advisory fees, presents a conflict of interest causing
your Advisor to have a financial incentive when recommending to open an account under the LPL-
sponsored managed account program. The conflict is addressed by the client receiving disclosure
documents prior to or at the time an account is opened. In addition, as part of your advisor ’s fiduciary
duty, your advisor will endeavor at all times to put the interest of the client first and will only make
recommendations when they are reasonably believed to be in the client’s best interests.

If your financial advisor provides you services in a Strategic Wealth Management (SWM) account,
you pay LPL a transaction charge that varies depending on the type of security you buy or sell. If
your financial advisor provides services to you in a SWM account that you don’t pay transaction
charges, your financial advisor pays LPL for transactions depending on the type of security. In the
case of mutual funds in these accounts, the amount your financial advisor owes to LPL depends on
the amount of recordkeeping fees that LPL receives from the mutual fund and/or whether the sponsor
of the mutual fund participates in LPL's "No Transaction Fee Network." The fact that your financial
advisor pays transaction charges in SWM presents a conflict of interest because it creates a financial
incentive for your advisor to select a lower transaction charge security type or mutual fund. In
particular, your financial advisor has an incentive to select No Transaction Fee Funds for your
accounts to avoid paying transaction charges. It also creates a financial incentive for your advisor to
not place transactions in your account. However, when your financial advisor provides investment
advisory services, he or she is a fiduciary under the Investment Advisers Act and has a duty to act in
your best interest and to make full and fair disclosure to you of all material facts and conflicts of
interest.

Item 6 - Supervision
Jimmy Lee is the CEO of WCG Wealth Advisors, LLC. He is responsible for all activities of the

firm, however, the compliance activities are monitored by the Chief Compliance Officer (“CCO”) and
the Compliance Department. Compliance staff uses tools that monitor the advisory services provided
by your financial advisor, for example, with respect to asset allocation, concentration, and account
activity where additional scrutiny or analysis may be appropriate. If you have any concerns, please
contact Rosemary Richard (CCO) at (702) 263-8379 or by email at compliance@wealthcg.com.
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Item 1 - Cover Page

WCG Wealth Advisors, LLC

Doing Business As: Franz Tatum Wealth Management
8925 W. Post Road Suite 200 | Las Vegas, NV 89148
(800) 346-4063

Nila Lynn Tatum

34220 Gateway Drive Suite 100 | Palm Desert, CA 92211
760-770-2003

09/14/2026

This brochure supplement provides information about Nila Lynn Tatum that supplements the
WCG Wealth Advisors, LLC disclosure brochure. You should have received a copy of that
brochure that describes the investment advisory services offered through WCG Wealth Advisors,
LLC, an investment advisor firm. Please contact WCG Wealth Advisors, LLC at the telephone
number above if you did not receive their brochure or if you have any questions
about the contents of the supplement.

Additional information about Nila Lynn Tatum is available on the SEC's website at
www.adviserinfo.sec.gov.
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Item 2 - Educational Background and Business Experience
Nila Tatum

Year of birth: 1958

Education

Nila Tatum has no formal education after high school. Generally, the firm requires associated
persons to have a college degree or a minimum of 4 years related experience, have displayed a
high degree of integrity in previous business background, have high moral and ethical standards
and commit to provide quality investment advice.

Business Experience
WCG Wealth Advisors, LLC; Investment Advisor Representative
04/2017 — Present

LPL Financial, LLC; Registered Representative
04/2017 — Present

National Planning Corporation; Registered Representative
06/2009 — 04/2017

Professional Designations

Chartered Financial Consultant® - ChFC® 05/2000

Designation: Chartered Financial Consultant (ChFC). Issuing Organization: The American College of
Financial Services. Prerequisites/Experience: Required: 3 years of full-time business experience
within the five years preceding the awarding of the designation. Educational Requirements: 7 core
and 2 elective courses. Continuing Education: 30 CE credits every 2 years.

Charter SRI Counselor™ - CSRIC™

Designation: Charter SRI Counselor™ (CSRIC™). Issuing Organization: College for Financial
Planning. Prerequisites/Experience Required: None. Educational Requirements: Completion of a
graduate-level course of study. Continuing Education: 16 hours every two years.

Item 3 - Disciplinary Information
Your financial advisor has no legal or disciplinary events required to be disclosed in response to this

item. There may be items that are contained on brokercheck.finra.org or www.adviserinfo.sec.gov that
you may wish to review and consider in your evaluation of
your advisor's background.

Item 4 - Other Business Activities

Franz Tatum Wealth Management/DBA for Securities and Advisory Business; The Wealth
Consulting Group/DBA for Securities and Advisory Business; Fixed insurance sales/sale of non-
variable insurance and health.

Insurance Licensed Registered Representative:

Your financial advisor provides brokerage services as a registered representative of LPL Financial, a
registered broker/dealer and member of FINRA. In such a capacity, he will sell securities through
LPL and receive normal and customary commissions and other compensation, for example, mutual
fund 12b-1 fees or variable annuity trails. Your financial

advisor is also licensed to sell insurance and receive commissions for insurance sales, through LPL's
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affiliated insurance agency, or WCG’s affiliated entity WCG Insurance or an independent insurance
agency. When selling securities and insurance, your financial advisor has a financial incentive to
recommend securities and insurance products based on the compensation received, rather than on the
client's needs. In the case of securities, LPL addresses this conflict by maintaining a supervisory
system for its registered representatives to confirm that recommendations are suitable and appropriate.
In the case of insurance products, if insurance is sold through any affiliated insurance agency, both
LPL and WCG address this conflict by maintaining a supervisory system to confirm that insurance
recommendations are suitable and appropriate. If insurance is sold through an independent insurance
agency, WCG/LPL addresses the conflict by reviewing and approving the financial advisor's request to
conduct the activity as an outside business activity. If you have any questions regarding the
compensation your financial advisor receives when recommending a security or insurance, you should
ask your financial advisor. You are under no obligation to purchase securities or insurance through
your financial advisor.

Item 5 - Additional Compensation
Your financial advisor can receive economic benefits from persons other than clients in connection

with advisory services. Your financial advisor provides services in an Asset Management account and
may recommend mutual funds. Only no-load and load-waived mutual funds are available to be
purchased in such asset management accounts. However, some of these mutual funds may pay
distribution or service fees (e.g., 12b-1 fees) payable to LPL Financial. However, when your financial
advisor provides investment advisory services, it is as a fiduciary under the Investment Advisers Act and
has a duty to act in your best interest and to make full and fair disclosure to you of all material facts and
conflicts of interest.

This compensation also includes other types of compensation, such as bonuses, awards or other things
of value offered by LPL. LPL may pay your advisor in different ways, such as payments based on
production, awards of stock options to purchase shares of LPL's parent company, LPL Financial
Holdings Inc., reimbursement of fees that he may pay to LPL for items such as administrative
services, and other things of value such as free or reduced-cost marketing materials, payments in
connection with the transition of association from another broker/dealer or investment advisor firm to
LPL, advances of advisory fees, or attendance at LPL's national conference or top producer forums
and events. LPL may pay your advisor this compensation based on my overall business production
and/or on the amount of assets serviced in LPL advisory programs. Therefore, the amount of this
compensation may be more than what would be received if a client participated in other LPL
programs, programs of other investment advisor firms or paid separately for investment advice,
brokerage and other client services. Therefore, your advisor may have a financial incentive to
recommend an advisory program over other programs and services. However, your advisor may only
recommend a program or service that the advisor believes is suitable for you.

Your financial advisor may receive non-cash compensation from product sponsors and certain third-party
vendors. Such compensation may include occasional gifts (within the limits established by firm policy),
meals, entertainment (such as tickets to sporting or cultural events), or reimbursement of reasonable
expenses associated with educational or training events, conferences, or approved marketing and advertising
initiatives. This compensation is not contingent upon or directly tied to the sale of any specific investment
product or the recommendation of any particular security. The Firm maintains policies and procedures to
mitigate conflicts of interest and support recommendations made in clients' best interests and consistent with
fiduciary obligations.

Your Advisor receives asset-based advisory fees in LPL-sponsored managed account programs as an
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IAR of WCG Adpvisors, LLC. LPL shares a portion of the account fee you pay with your advisor, and
the amount of these fees can be more or less than if the client paid separately for investment advice,
brokerage, and other services. The receipt, of advisory fees, presents a conflict of interest causing your
Advisor to have a financial incentive when recommending to open an account under the LPL-
sponsored managed account program. The conflict is addressed by the client receiving disclosure
documents prior to or at the time an account is opened. In addition, as part of your advisor ’s fiduciary
duty, your advisor will endeavor at all times to put the interest of the client first and will only make
recommendations when they are reasonably believed to be in the client’s best interests.

If your financial advisor provides you services in a Strategic Wealth Management (SWM) account, you
pay LPL a transaction charge that varies depending on the type of security you buy or sell. If your
financial advisor provides services to you in a SWM account that you don’t pay transaction charges,
your financial advisor pays LPL for transactions depending on the type of security. In the case of
mutual funds in these accounts, the amount your financial advisor owes to LPL depends on the amount
of recordkeeping fees that LPL receives from the mutual fund and/or whether the sponsor of the
mutual fund participates in LPL's "No Transaction Fee Network." The fact that your financial advisor
pays transaction charges in SWM presents a conflict of interest because it creates a financial incentive
for your advisor to select a lower transaction charge security type or mutual fund. In particular, your
financial advisor has an incentive to select No Transaction Fee Funds for your accounts to avoid
paying transaction charges. It also creates a financial incentive for your advisor to not place
transactions in your account. However, when your financial advisor provides investment advisory
services, he or she is a fiduciary under the Investment Advisers Act and has a duty to act in your best
interest and to make full and fair disclosure to you of all material facts and conflicts of interest.

Item 6 - Supervision
Jimmy Lee is the CEO of WCG Wealth Advisors, LLC. He is responsible for all activities of the firm,

however, the compliance activities are monitored by the Chief Compliance Officer (“CCQO”) and the
Compliance Department. Compliance staff uses tools that monitor the advisory services provided by
your financial advisor, for example, with respect to asset allocation, concentration, and account activity

where additional scrutiny or analysis may be appropriate. If you have any concerns, please contact
Rosemary Richard (CCO) at (702) 263-8379 or by email at compliance@wealthcg.com.
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Iltem 1: Cover Page

The Wealth
Consulting Group

Registered As: WCG Wealth Advisors, LLC
Doing Business As: The Wealth Consulting
Group

8925 West Post Road, Suite 200
Las Vegas, NV 89148

Phone: (702) 263-1919
Fax: (702) 263-7273

March 31, 2026
FORM ADV PART 2A BROCHURE

NOTICE TO PROSPECTIVE CLIENTS: READ THIS DISCLOSURE BROCHURE IN ITS ENTIRETY

All the material within this Brochure must be reviewed by those who are considering becoming a client of our firm. This
Brochure provides information about the qualifications and business practices of WCG Wealth Advisors, LLC doing business
as The Wealth Consulting Group. If you have any questions about the contents of this Brochure, please contact us at (702)
263-1919.

In accordance with federal and state regulations, this Brochure is on file with the appropriate securities regulatory
authorities as required. The information provided within this Brochure is not to be construed as an endorsement or
recommendation by state securities authorities in any jurisdiction within the United States or by the United States
Securities and Exchange Commission (“SEC”). The information in this Brochure has not been approved or verified by the
United States Securities and Exchange Commission or by any state securities authority. WCG Wealth Advisors, LLC is a SEC
Registered Investment Adviser. Registration as a Registered Investment Adviser does not imply any level of skill or training.
Additional information about WCG Wealth Advisors, LLC also is available on the SEC’s Website at www.adviserinfo.sec.gov.
Many of the financial advisors of WCG Wealth Advisors, LLC are also Registered Representatives with securities offered
through LPL Financial, member FINRA/SIPC. Iltem 2 Summary of Material Changes.

Form ADV Part 2 requires registered investment advisers to amend their brochure when information becomes materially
inaccurate. If there are any material changes to the adviser's disclosure brochure, the Adviser is required to notify you and
provide you with a description of the material changes.

The Wealth =X
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ltem 2: Summary of Material Changes
We have had several material changes since our last Firm Brochure dated June 18, 2025.

1) Item 5: Fees and Compensation: We updated the fees for advisory accounts and financial planning services.
We also updated how we bill for retirement planning services.

2) Item 14: Client Referrals and Other Compensation: WCG Wealth Advisors, LLC has entered into arrangements
to compensate third-party promoters for client referrals. Please see Item 14 (Client Referrals and Other
Compensation) for additional information.

We will ensure that you receive a summary of any material changes to this and subsequent Brochures within 120 days
of the close of our business’s fiscal year. We may further provide other ongoing disclosure information about material
changes, as necessary. We will further provide you with a new Brochure as necessary based on changes or new
information, at any time, without charge.

Currently, our Disclosure Brochure may be requested by contacting us at (702) 263-1919 or by emailing
compliance@wealthcg.com.

Additional information about WCG Wealth Advisors, LLC is also available via the SEC's Website
www.adviserinfo.sec.gov. The SEC’s Website also provides information about any persons affiliated with WCG Wealth
Advisors, LLC who are registered or are required to be registered, as Investment Adviser Representatives of WCG
Wealth Advisors, LLC.
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Item 4: Advisory Business

Description of Firm

WCG Wealth Advisors, LLC (“WCG”, “Advisor”) d/b/a The Wealth Consulting Group, an SEC Registered Investment
Adviser based in Las Vegas, Nevada, was formed in October 2014. WCG has established a network of partner offices
that provide advisory services under “doing business as” names in several states throughout the country. A complete
list of approved “doing business as” names can be found by searching for WCG Wealth Advisors, LLC (CRD #173194)
at www.adviserinfo.sec.gov.

WCG is an independently owned and operated wealth management firm. The firm is wholly owned by Wealth CG
Partners, LLC, which in turn is owned by the 1970 Lee Trust. The owner and trustee of the 1970 Lee Trust is Jimmy
Lee. Mr. Lee also serves as a Managing Member of WCG.

WCG provides fee-based investment advisory services for compensation primarily to individual clients, high-net-worth
individuals, and corporate clients based on the individual goals, objectives, time horizon, and risk tolerance of each
client. Portfolio management services include, but are not limited to, the following:

Investment Strategy

Asset Allocation

Risk Tolerance

Personal Investment Policy
Asset Selection

Regular Portfolio Monitoring

WCG’s associated Investment Advisor Representatives (“IARs”) are restricted to providing services and charging fees
in accordance with the descriptions detailed in this document and the account agreement. However, the exact service
and fees charged to a client are dependent upon the representative that is working with the client. Advisors are diligent
in evaluating the individual needs of each client when recommending an advisory platform. Investment strategies and
recommendations are tailored to the individual needs of each client.

The individuals associated with WCG are appropriately licensed and authorized to provide advisory services on behalf
of WCG. Individuals associated with WCG Wealth Advisors, LLC may also be Registered Representatives of LPL Financial,
an SEC registered broker/dealer, a member of the Financial Industry Regulatory Authority ("FINRA"), and the Securities
Investors Protection Corporation (“SIPC”). WCG Wealth Advisors, LLC, and LPL Financial are not affiliated legal entities.
All material conflicts of interest are disclosed herein.

Wealth Management

WCG, through its Investment Adviser Representatives, provides ongoing investment advice and management on assets
in the client’s custodial Strategic Wealth Management (SWM) account held at LPL Financial. Strategic Wealth
Management is the name of the custodial account offered through LPL to support investment advisory services
provided by WCG Wealth Advisors, LLC to our clients. Client accounts can also be custodied at Charles Schwab & Co.,
Inc., and Fidelity Brokerage Services, LLC. WCG may also engage other custodians as necessary and agreed upon with
the respective clients utilizing them. Before selecting a custodian, clients should discuss with their advisor the differing
custodial accounts, programs, services, fees, and costs. Additionally, the custodians offer various third-party
investment manager programs. The final decision to custody assets with any custodian is made by WCG’'s clients,
including client accounts established under Employee Retirement Income Security Act of 1974, as amended (“ERISA”)
or Individual Retirement Account (“IRA”) rules and regulations, in which case the client is acting as either the plan
sponsor or IRA accountholder. For more information about these custodians, clients should refer to Investment Advisor
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Public Disclosure at www.adviserinfo.sec.gov or FINRA BrokerCheck at https://brokercheck.finra.org/. More specific
account information and acknowledgments are further detailed on the account application.

Investment adviser representatives provide advice on the purchase and sale of various types of investments, such as
mutual funds, exchange-traded funds (“ETFs”), variable annuity subaccounts, real estate investment trusts (“REITs”),
equities, structured products, fixed-income securities and alternative investments. Our advice is strategically tailored
to guide each individual client toward attaining their personal financial goals and protecting their acquired wealth.
Accounts are reviewed on a regular basis and rebalanced as necessary according to each client’s investment strategy.

WCG generally does not have a required minimum account value, but certain programs/WCG portfolio models have
required minimumes. Please refer to the programs below for the account minimumes.

As of December 31, 2025, WCG had discretionary assets under management of $6,276,683,993.
Third-Party Advisory Services.

WCG has entered into agreements with various third-party investment advisers. Under these agreements, WCG can
offer clients various types of programs sponsored by these investment advisers. All third-party investment advisers to
whom clients may be referred to will be licensed as investment advisers by their resident state and any applicable
jurisdictions or registered investment advisers with the Securities and Exchange Commission.

After analyzing a client's financial situation and investment objectives, the IAR will assist the client in selecting a third-
party program. Typically, securities transactions will be decided upon and executed by the Third-Party Advisory Service,
and that party will exercise discretion in the management of client accounts. Meaning, WCG and its IARs will generally
not manage or obtain discretionary authority over the assets. However, these relationships can vary and the client
should refer to the executed agreement(s) with all third-party advisors for specific powers, duties, and obligations.

WCG IARs will periodically review reports provided to the client. An IAR will contact the client at least annually, or more
often as agreed upon with each client, to review the client’s financial situation and objectives, communicate
information to the Third-Party Advisory Service managing the accounts as warranted, and assist the client in
understanding and evaluating the services provided by the Third-Party Advisory Service. Clients will be expected to
notify the IAR of any changes in their financial situation, investment objectives, or account restrictions.

WCG may also provide services to clients referred by a third-party investment advisor. These various services can
include billing, and management of clients” assets.

WCG receives compensation pursuant to its agreements with these third-party advisors for introducing clients to these
third-party advisors and for certain ongoing services provided to clients as well as managing and other administrative
functions. This compensation is disclosed to the client in a separate disclosure document and is typically equal to a
percentage of the investment advisory fee charged by that third-party adviser/Advisor or a fixed fee. The disclosure
document provided by WCG will clearly state the fees payable to WCG and the impact on the overall fees due to these
payments.

Since the compensation the Investment Adviser Representative of WCG receives may differ depending on the
agreement with each third-party investment adviser, the IAR may have an incentive to recommend one third-party
advisor over another if the compensation arrangements are more favorable. Since the independent third-party adviser
may pay the fee for the investment advisory services of WCG, the fee paid to the Advisor is not negotiable, under most
circumstances.
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Fees paid by clients to independent third parties are established and payable in accordance with Form ADV 2A or other
equivalent disclosure documents of each independent third-party adviser to whom the Advisor refers its clients, and
may or may not be negotiable, as disclosed in the disclosure documents of the third-party adviser.

Clients who are referred to third-party investment advisers/advisor will receive full disclosure, including services
rendered and fee schedules, at the time of the referral, by delivery of a copy of the relevant third-party adviser's Form
ADV 2A or equivalent disclosure document at the same time as the Form ADV 2A or equivalent disclosure document
of WCG.

In addition, if the investment program recommended to a client is a wrap fee program, the client will also receive the
wrap fee brochure provided by the sponsor of the program. WCG or its Investment Adviser Representative will provide
each client with all appropriate disclosure statements, including disclosure of solicitation fees to the Advisor and its
advisory associates.

LPL Sponsored Advisory Programs

Optimum Market Portfolios Program (OMP)

OMP offers clients the ability to participate in a professionally managed asset allocation program using Optimum Funds
Class | shares. Under OMP, the client will authorize LPL on a discretionary basis to purchase and sell Optimum Funds
pursuant to investment objectives chosen by the client. The IAR will assist the client in determining the suitability of
OMP for the client and assist the client in setting an appropriate investment objective. Advisor will have the discretion
to select a mutual fund asset allocation portfolio designed by LPL consistent with the client’s investment objective. LPL
will have the discretion to purchase and sell Optimum Funds pursuant to the portfolio selected for the client. LPL will
also have the authority to rebalance the account.

A minimum account value of $1,000 is generally required for OMP (note that accounts below $10,000 are required to
have systematic contributions in place.)

Personal Wealth Portfolios Program (PWP)

Our PWP Program offers clients an asset management account using asset allocation model portfolios designed by
LPL. Your Advisor will have discretion in selecting the asset allocation model portfolio based on the client’s investment
objective. Advisor will also have discretion for selecting third-party money managers (PWP Advisors) or mutual funds
within each asset class of the model portfolio. LPL will act as the overlay portfolio manager on all PWP accounts and
will be authorized to purchase and sell on a discretionary basis mutual funds and equity and fixed-income securities.

A minimum account value of $250,000 is required for PWP.
Model Wealth Portfolios Program (MWP)

Our MWP Program offers clients a professionally managed mutual fund asset allocation program. WCG Wealth
Advisors, LLC and its Investment Adviser Representatives will obtain the necessary financial data from the client, assist
the client in determining the suitability of the MWP program and assist the client in setting an appropriate investment
objective. The IAR will initiate the steps necessary to open an MWP account and have the discretion to select a model
portfolio designed by LPL’s Research Department consistent with the client’s stated investment objective. LPL’s
Research Department is responsible for selecting the mutual funds within a model portfolio and for making changes
to the mutual funds selected.

The client will authorize LPL to act on a discretionary basis to purchase and sell mutual funds (including in certain
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circumstances exchange-traded funds) and to liquidate previously purchased securities. The client will also authorize
LPL to effect rebalancing for MWP accounts.

The MWP Program also offers diverse model portfolios designed by outside strategists, other than LPL’s Research
Department. Our clients, with the guidance of their IAR, can choose from strategists such as BlackRock, J.P. Morgan
Asset Management, Quantitative Advantage, Cougar Global Investments, AlphaSimplex Group, and others under this
platform.

Minimum account values vary based on manager and model, starting at $10,000.
Guided Wealth Portfolios (GWP)

Our GWP Program offers clients the ability to participate in a centrally managed, algorithm-based investment program,
which is made available to users and clients through a web-based, interactive account management portal (“Investor
Portal”). Investment recommendations to buy and sell open-end mutual funds and exchange-traded funds are
generated through proprietary, automated, computer algorithms (collectively, the “Algorithm”) of Xulu, Inc., doing
business as “FutureAdvisor” based upon model portfolios constructed by LPL and selected for the account as described
below (such model portfolio selected for the account, the “Model Portfolio”).

Communications concerning GWP are intended to occur primarily through electronic means (including but not limited
to, email communications or through the Investor Portal), although your IAR will be available to discuss investment
strategies, objectives, or the account in general in person or via telephone.

A preview of the Program (the “Educational Tool”) is provided for a period of up to forty-five (45) days to help users
determine whether they would like to become advisory clients and receive ongoing financial advice from LPL,
FutureAdvisor and Wealth Consulting Group by enrolling in the advisory service (the “Managed Service”). The
Educational Tool and Managed Service are described in more detail in the GWP Program Brochure. Users of the
Educational Tool are not considered to be advisory clients of LPL, FutureAdvisor, or Wealth Consulting Group, do not
enter into an advisory agreement with LPL, FutureAdvisor, or Wealth Consulting Group, do not receive ongoing
investment advice or supervision of their assets, and do not receive any trading services,

Features of the Educational Tool

Users of the Educational Tool (each user) agree to terms of use ("Terms of Use") and complete an investor profile. An
investment objective ("Investment Objective") and Model Portfolio are assigned to each user based upon factors in
the investor profile, including risk tolerance and the number of years remaining until the age of retirement (such time
being referred to herein as the "Retirement Age"). (See the description in "Features of the Managed Service" below
for information regarding the design of the Model Portfolios.) Based on the Investment Objective and Model Portfolio,
the Educational Tool generates sample analysis, advice, and investment recommendations ("Sample
Recommendations").

The Educational Tool provides Sample Recommendations that can assist users in determining whether to utilize the
Managed Service. Access to the Educational Tool is generally limited to a period of forty-five (45) days. The Educational
Tool is intended to be used for educational and informational purposes only. The Educational Tool does not provide
comprehensive financial planning and is not intended to constitute legal, financial, or tax advice. There can be other
relevant factors and financial considerations (e.g., debt load or financial obligations) that LPL, FutureAdvisor, and our
IARs do not take into consideration in formulating any Sample Recommendations provided. The Sample
Recommendations made are meant solely as a sample of the types of recommendations available through the
Managed Service. LPL, FutureAdvisor, and Registrant are not responsible for any actions taken with respect to the
Sample Recommendations, and users are solely responsible for making their own investment decisions. The
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Educational Tool is only one of many tools that users can use as part of a comprehensive investment analysis process.
Users should not rely on the Educational Tool as the sole basis for investment decisions.

Although LPL is an investment adviser and broker-dealer registered with the SEC and a member of FINRA, and
FutureAdvisor is an investment adviser registered with the SEC, in providing access to the Educational Tool, LPL,
FutureAdvisor, and Advisor do not intend to establish an advisory relationship, or in the case of LPL, a brokerage
relationship, with users of the Educational Tool. Users are not charged an advisory fee or any other fee or expense to
use the Educational Tool. The scope of any investment advisory relationship with LPL, FutureAdvisor, and Registrant
begins when users enroll in the Managed Service. The output that users receive by using the Educational Tool, including
the Sample Recommendations, can differ materially from the advice users would receive as an advisory client of LPL,
FutureAdvisor, and/or Registrant.

None of LPL, FutureAdvisor, or Registrant provides ongoing investment management or trading services for assets of
users of the Educational Tool, makes any determination as to whether the website through which the GWP program
("Program") is accessed or the Educational Tool is appropriate for any user, can access any assets in any accounts users
aggregate in the Educational Tool, places any trades on behalf of users of the Educational Tool, or provides ongoing
supervision of assets of users of the Educational Tool. The Sample Recommendations provided are intended as an
informational preview of the Managed Service, and the Sample Recommendations are being provided to demonstrate
the types of analysis, advice, and recommendations provided by the Managed Service.

Features of the Managed Service

Investors participating in the Managed Service complete an account application (the "Account Application") and enter
into an account agreement (the "Account Agreement") with LPL, Registrant, and FutureAdvisor. As part of the account
opening process, such clients are responsible for providing complete and accurate information regarding, among other
things, their age, risk tolerance, and investment horizon (collectively, "Client Profile"). LPL, the IAR, and FutureAdvisor
rely on the information in the Client Profile in order to provide services under the Program, including but not limited
to, the determination of the suitability of the Program for clients and an appropriate Investment Objective and Model
Portfolio for clients. The Model Portfolios have been designed and are maintained by LPL or, in the future, a third-
party investment strategist (as applicable, the "Portfolio Strategist") and shall include a list of securities holdings,
relative weightings, and a list of potential replacement securities for tax harvesting purposes. FutureAdvisor,
Registrant, IARs, and participating clients cannot access, change or customize the Model Portfolios. Only one Model
Portfolio is permitted per account.

Based upon a participating client's risk tolerance as indicated in the Client Profile, the client is assigned an investment
allocation track (currently, allocation track options include Fixed Income Tilt, Balance Tilt, or Equity Tilt), the purpose
of which is to slowly rotate the client's equity allocation to fixed income over time. LPL's Research Department created
these tracks using academic research on optimal retirement allocations, the industry averages as calculated by
Morningstar for the target date fund universe, and input from FutureAdvisor.

Within the applicable allocation track and based upon a participating client's chosen Retirement Age in the Client
Profile, such client will be assigned a Model Portfolio and one of five of LPL's standard investment objectives (described
below):

e Income with capital preservation. Designed as a longer-term accumulation account, this investment objective
is considered generally the most conservative. Emphasis is placed on the generation of current income with
minimal risk of capital loss. Lowering the risk generally means lowering the potential income and overall return.

e Income with moderate growth. This investment objective emphasizes the generation of current income with a

secondary focus on moderate capital growth.
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e Growth with income. This investment objective emphasizes modest capital growth with some focus on the
generation of current income.

e Growth. This investment objective emphasizes achieving high long-term growth and capital appreciation. There
is little focus on the generation of current income.

e Aggressive growth. This investment objective emphasizes aggressive growth and maximum capital appreciation,
with no focus on the generation of current income. This objective has a very high level of risk and is for investors
with a longer time horizon.

Both the participating client and our IARs are required to review and approve the initial Investment Objective. As such
a client approaches the Retirement Age, the Algorithm will automatically adjust the client's asset allocation. Any
change to the Investment Objective directed by a client due to changes in the client's risk tolerance and/or Retirement
Age will require written approval from the client and our IAR before implementation. Failure to approve the change in
Investment Objective can result in a client remaining in a Model Portfolio that is no longer aligned with the applicable
Client Profile. The Investment Objective selected for the account is an overall objective for the entire account and can
be inconsistent with a particular holding and the account's performance at any time and can be inconsistent with other
asset allocations suggested to a client by LPL, our IARs or FutureAdvisor prior to client entering into the Account
Agreement. Achievement of the stated investment objective is a long-term goal for the account, and asset withdrawals
can impair the achievement of the client's investment objectives. A Client Profile that includes a conservative risk
tolerance over a long-term investment horizon can result in the selection of an Investment Objective that is riskier
than would be selected over a shorter-term investment horizon. Clients should contact their IAR if they believe the
Investment Objective does not appropriately reflect the information in a Client Profile, such as a client's risk tolerance.

By executing an Account Agreement, clients authorize LPL and FutureAdvisor to have the discretion to buy and sell
only ETFs and open-end mutual funds (collectively, "Program Securities") according to the Model Portfolio selected
and, subject to certain limitations described in the Account Agreement, hold or liquidate previously purchased non-
model securities that are transferred into the account ("Legacy Securities"). In order to be transferred into an account,
Legacy Securities must be open-end mutual funds with which LPL has a full or partial selling agreement, ETFs, or
individual U.S. listed stocks. Securities that are not Program Securities included within the Model portfolio will not be
purchased for an account, and FutureAdvisor, in its sole discretion, will determine whether to hold or sell Legacy
Securities, generally, but not solely, with the goal of optimizing tax impacts for accounts that are subject to tax.
Additional Legacy Securities will not be purchased for the account. Clients cannot impose restrictions on liquidating
any Legacy Securities for any reason. Clients should not transfer in Legacy Securities that they are not willing to have
liquidated at the discretion of FutureAdvisor.

In addition, uninvested cash can be invested in money market funds, the Multi-Bank Insured Cash Account ("ICA"), or
the Deposit Cash Account ("DCA"), as applicable, as described in the Account Agreement. Dividends paid by the
Program Securities in the account will be contributed to the cash allocation and ultimately reinvested into the account
based on the Model Portfolio once the tolerance within cash allocation is surpassed.

Pursuant to the Account Agreement, FutureAdvisor is authorized to perform tax harvesting when deemed acceptable
by the Algorithm. LPL, our IARs, and clients cannot alter trades made for tax harvesting purposes. In order to permit
trading in a tax- efficient manner, the Account Agreement also grants FutureAdvisor the authority to select specific tax
lots when liquidating securities within the account. Although the Algorithm attempts to achieve tax efficiencies, by
doing so, a client's portfolio can or will not directly align with Model Portfolio. As a result, a client can receive advice
that differs from the advice received by accounts using the same Model Portfolio, and the client's account can perform
differently than other accounts using the same Model Portfolio.
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During the term of the Account Agreement, FutureAdvisor will perform a daily review of the account to determine if
rebalancing is appropriate based on tolerance thresholds established by LPL and/or FutureAdvisor. At each
rebalancing review, the account will be rebalanced if at least one of the account positions is outside such thresholds,
subject to a minimum transaction amount established by LPL and/or FutureAdvisor. In addition, LPL and/or
FutureAdvisor can review the account for rebalancing in the event that the Portfolio Strategist changes a Model
Portfolio. FutureAdvisor can delay placing rebalancing transactions for non-qualified accounts by a number of days, to
be determined by FutureAdvisor, in an attempt to limit short-term tax treatment for any position being sold. In
addition, trading in the account at any given time is also subject to certain conditions, including but not limited to,
conditions related to trade size, compliance tests, the target cash allocation, and allocation tolerances. LPL, IARs, and
clients can alter the rebalancing frequency.

FutureAdvisor is compensated directly by LPL for its services, including the Algorithm and related software, through
an annual sub-advisory fee (tiered based on assets under management by FutureAdvisor, at a rate ranging from 0.10%
to 0.17%). As each asset tier is reached, LPL's share of the compensation shall increase, and clients will not benefit
from such asset tiers. No additional fee is charged for FutureAdvisor's services.

The Advisor believes that certain clients will benefit from GWP's advisor-enhanced advisory services, particularly due
to the relatively low minimum account balance and the combination of a digital advice solution with access to an
advisor. Unlike direct- to-consumer robo platforms, our IARs are responsible on an ongoing basis as investment
advisors and fiduciaries for the client relationship, including for recommending the Program for the client; providing
ongoing monitoring of the Program, the performance of the account, the services of LPL and FutureAdvisor;
determining initial and ongoing suitability of the Program for the client; reviewing clients' suggested portfolio
allocations; reviewing and approving any change in Investment Objective due to changes clients make to their Client
Profile; answering questions regarding the Program, assisting with paperwork and administrative and operational
details for the account; and being available to clients to discuss investment strategies, changes in financial
circumstances, objectives or the account in general in person or via telephone. Our IARs can also recommend other
suitable investment programs if clients have savings goals or investment needs for which GWP is not the optimal
solution.

A minimum account value of $5,000 is required to enroll in the Managed Service.
Manager Access Select Program (“MAS”)/Manager Access Network (“MAN”)

MAS/MAN offers clients the ability to participate in the Separately Managed Account Platform (the “SMA Platform”)
or the Model Portfolio Platform (the “MP Platform”). In the SMA Platform, WCG will assist the client in identifying a
third-party portfolio manager (SMA Portfolio Manager) from a list of SMA Portfolio Managers made available by LPL,
and the SMA Portfolio Manager manages the client’s assets on a discretionary basis. Advisor will provide initial and
ongoing assistance regarding the SMA Portfolio Manager selection process. In the MP Platform, clients authorize LPL
to direct the investment and reinvestment of the assets in their accounts, in accordance with the selected model
portfolio provided by LPL’s Research Department or a third-party investment advisor.

Minimum account values for Manager Access Select vary based on portfolio manager and strategy, starting at $50,000.

A minimum account value of $100,000 is required for Manager Access Network, however, in certain instances, the
minimum account size may be higher.
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Schwab Sponsored Advisory Programs

WCG provides advisory services to clients through the following program sponsored by Schwab, but not limited to:
Managed Account Access — This wrap fee program sponsored by Schwab provides access to professional money
managers. It is a “single contract” structure that allows the Advisor to work with an array of money managers, and the
IAR will select from an array of money managers and hundreds of investment strategies. The money managers will
manage the accounts on a discretionary basis. The account minimum for the Managed Account Access program is
typically $100,000 for accounts utilizing equities but can be more for fixed income.

Managed Variable Annuities

WCG may include the management of Variable Annuity (VA) sub- accounts. WCG has approved various VA carrier
products for this service. WCG manages various model portfolios for each VA carrier product. Model portfolio
objectives may range from aggressive to conservative. Once the client has completed an Agreement, the various model
portfolios are actively managed for the client on a discretionary basis. Sub-account asset allocations are limited by the
VA carrier product fund options. Asset allocations may also be restricted by the VA carrier. WCG Financial Advisors
who are also Registered Representatives of LPL Financial may receive commissions and/or 12b-1 fees related to the
VA contracts.

American Funds 529-F-2 Direct-At-Fund Program

WCG has entered into an agreement with American Funds Service Company ("AFS") through which it makes available
to clients the 529-F-2 Direct-at-Fund program. The program is a discretionary, fee-based program that facilitates
investments into American Funds' 529-F-2 share class offerings directly held at the American Funds. AFS serves as the
transfer agent for the program and provides quarterly statements with automated fee-debiting. Shares in this class do
not have upfront or a contingent deferred sales charges and do not carry a 12b-1 fee but may have slightly higher
administrative costs than other share classes. Clients in this program should consult the fund’s prospectus to have a
better understanding of the costs and expenses of the specific mutual fund, including the expenses of the 529-F-2
share class. There is no minimum amount to invest in this program.

Retirement Plan Services

WCG Wealth Advisors, LLC provides advisory services to employer-sponsored retirement plans with participant
directed investments. Services provided fall under Sections 3(21) and 3(38) of the Employee Retirement Income
Security Act of 1974, as amended (ERISA).

When serving as a 3(38) investment manager, WCG Wealth Advisors, LLC will act as fiduciary, as defined by ERISA, in
a discretionary capacity, taking responsibility for selecting, monitoring, and adjusting the Plan’s investment lineup
according to the Plan’s Investment Policy Statement (IPS). The 3(38) Investment Management Agreement, executed
between WCG Wealth Advisors, LLC and the Plan Sponsor, will disclose the full details and provisions of the services
provided.

When serving as a 3(21) investment advisor, WCG Wealth Advisors, LLC will act as a co-fiduciary with the Plan Sponsor.
WCG Wealth Advisors, LLC will make plan investment recommendations for the Plan Sponsor’s ultimate approval or
rejection. The Plan Sponsor will be responsible for documenting any decision they make and implementing any
recommendation. The 3(21) Investment Advisor Agreement, executed between WCG Wealth Advisors, LLC and the
Plan Sponsor, will disclose the full details and provisions of the services provided.
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Although WCG is deemed a fiduciary under the Investment Advisers Act of 1940, WCG may also provide Plan Consulting
Services that are non-fiduciary for purposes of Employee Retirement Income Security Act of 1974 (ERISA). These
services may include participant education, enroliment support, due diligence reviews, and benchmarking. The scope
of services and applicable terms will be set forth in the governing agreement. WCG does not provide ERISA fiduciary
advice when performing these services).

WCG Wealth Advisors, LLC does not serve as administrator or trustee of the employer sponsored retirement plan.
WCG Wealth Advisors, LLC does not have the authority to initiate third-party disbursements of Plan funds or securities
with the exception of, for some plans, having written authorization from the Plan Sponsor to deduct our fees.

To the extent required under ERISA Section 408(b)(2), WCG Wealth Advisors, LLC will disclose any material
changes to required information as soon as practicable, but no later than sixty (60) days after becoming aware
of the change, unless extraordinary circumstances delay the disclosure. Upon written request from the
responsible plan fiduciary or Plan Administrator, WCG Wealth Advisors, LLC will provide, within thirty (30) days,
any information related to the Retirement Plan Services Agreement and associated compensation necessary for
the plan to satisfy its ERISA reporting and disclosure requirements, unless extraordinary circumstances prevent
timely delivery.

Rollovers

In accordance with general WCG policy, WCG IARs do not provide recommendations about whether to roll assets out
of employer-sponsored retirement Plans. If Client is a participant in an employer-sponsored retirement plan such as a
401(k) plan and decides to roll assets out of the plan into the Account, WCG IARs have a financial incentive to
encourage the Client to invest those assets in the Account, because WCG will be paid on those assets, for example,
through advisory fees. You should be aware that such fees likely will be higher than those a participant pays through
an employer-sponsored plan, and there can be maintenance and other miscellaneous fees. As securities held in
employer-sponsored plans are generally not transferable to the Account, commissions and sales charges may be
charged when liquidating such securities prior to the transfer, in addition to commissions and sales charges previously
paid on transactions in the plan. However, this conflict of interest is mitigated by WCG’s policy prohibiting its IARs from
recommending clients roll out of employer-sponsored plans into a WCG individual retirement account (“IRA”), though
IARs may assist by educating clients on their options as well as various pros and cons of initiating a roll-out of an
employer-sponsored plan and may recommend how IRA assets be invested after the client has determined to roll out
of the plan.

Wrap Fee Program(s)

We are a portfolio manager to a wrap fee program, which is a type of investment program that provides clients with
access to several money managers or mutual fund asset allocation models for a single fee that includes administrative
fees, management fees, and commissions. If you participate in our wrap fee program, you will pay our firm a single
fee, which includes our money management fees, certain transaction costs, and custodial and administrative costs.
We receive a portion of the wrap fee for our services. The overall cost you will incur if you participate in our wrap fee
program may be higher or lower than you might incur by separately purchasing the types of securities available in the
program.

In general, we manage wrap fee accounts on a discretionary basis. Wrap fee accounts are typically more appropriate
for active accounts and are managed accordingly. We also manage non-wrap fee accounts on either a discretionary or
a non-discretionary basis and may include a different investment strategy in managing non-wrap accounts.

If you participate in a wrap fee program, we will provide you with a separate Wrap Fee Program Brochure

explaining the program and costs associated with the program. You should also review Part 2A thoroughly to
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evaluate any differences between the services we offer as wrap versus non-wrap.
WCG Portfolio Models and Sub-Advisory Services

IARS of WCG as well as unaffiliated RIAs can utilize the services of the WCG portfolio management team which is a
separate offering consisting of portfolio design, investment consulting, trade execution, and portfolio rebalancing
services. The WCG Team manages the WCG Model Portfolios. The services/portfolios are offered through WCG
Advisors, LLC., and the services are generally governed (for RIAs not affiliated with WCG) by a sub- advisory agreement
with WCG Advisors, LLC. The WCG portfolio management team can access client accounts through advisors’ existing
custodians.

The WCG Model Portfolios have required minimums from $15,000-$500,000 depending on the portfolio you
choose. IARs of WCG are under no obligation to utilize these services and WCG Clients who utilize this service
are not charged a separate fee. The IARs pay for these services themselves as a business expense.

Financial Planning Services

A. CONSULTING AND FINANCIAL PLANNING SERVICES

Our IARs can provide consulting and financial planning services ("Consulting and Financial Planning Services"), which
includes preparing and providing clients with a written financial plan if requested by the client. Financial planning
services are based on an analysis of the client's current financial circumstances, goals, and objectives. Provision of
these services typically necessitates that the client provides the IAR with personal data such as family records,
budgeting, personal liability, estate information, and additional financial goals. WCG’s Consulting and Financial
Planning services include any or all of the following services as requested and/or directed by the client: information
and recommendations regarding tax planning, investment planning, retirement planning, estate needs, business
needs, education planning, life and disability insurance needs, long-term care needs, cash flow/budget planning, asset
protection, multi-generational planning, charitable gifting, and risk management. The services consider information
collected from the client such as financial status, investment objectives, and tax status, among other data. Fees for
such services are negotiable and detailed in the client agreement.

Implementation of our consulting recommendations or financial plan recommendations is entirely at the client's
discretion. The Advisor is not qualified to, and does not, offer legal or accounting advice. If a client would like help with
tax or legal advice, there are several options. In most cases, our advisors will refer clients to an accountant, attorney,
or other specialists as necessary for advisory-related services. If feasible, advisors may facilitate the completion of
estate planning documents through a third-party vendor. The third-party vendors will write documents and provide
legal advice through websites or client portals. Our IARs are only facilitating the completion of documents and not
providing legal advice to clients. The client is responsible for all information provided to the third-party vendor or
advisor to assist in the completion of documents. The third-party vendor is a separate and unaffiliated entity from
WCG and clients are under no obligation to use such vendor to create legal documents and the client is free to accept
or reject any recommendation from WCG in this regard. The decision to use such a vendor is at the sole discretion of
the client. Consulting and Financial Planning Services are provided pursuant to a separate written Financial Planning
and Hourly Consulting Agreement with the client.

Comprehensive Financial Planning

Generally, financial planning services are based on an analysis of the client's current financial circumstances, goals,
and objectives. This involves a process of information gathering by the IAR, then preparation of a financial plan or
other written report. Specifically, Comprehensive Financial Planning will address each of the key areas of financial
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planning:

Final Expenses
Insurance Planning
Investment Planning
Tax Planning

Divorce

College Education
Major Purchase Planning
Cash Flow Planning
Retirement Planning
Estate Planning
Business Succession
Wealth Accumulation

Our written financial plans are provided to clients or financial planning consultations rendered to clients and usually
include general recommendations for a course of activity or specific actions to be taken by the clients. For example,
recommendations can be made that the clients begin or revise investment programs, create or revise wills or trusts,
obtain or revise insurance coverage, commence or alter retirement savings, or establish education or charitable giving
programs.

For Comprehensive Financial Planning engagements, we provide our clients with a written summary of their financial
situation, observations, and recommendations. Financial plans or consultations are typically completed within five (5)
months of a client signing a contract with us, provided that all the information and documents we request from the
client are provided to us promptly. Implementation of the recommendations will be at the discretion of the client.
Clients are free to implement investment recommendations through brokers unaffiliated with WCG or its IARs.

Subscription-Based Financial Planning Services

The Advisor has the ability to offer Financial Planning services on a subscription (flexible payment) fee basis. Please
see Iltem 5 below for a description of subscription-based financial planning.

Hourly Consulting Services
General hourly consulting services are provided for a variety of purposes including, but not limited to:

e Annual Update to Financial Plan

Asset Allocation Recommendations
Portfolio Management Recommendations
Individual Issue Consulting

Third-Party Review (2nd opinion)

For hourly consulting engagements, we usually do not provide our clients with a written summary of our observations
and recommendations as the process is less formal than our financial planning services. Implementation of any
recommendations or the next steps to be taken will be at the discretion of the client.

WCG does not serve as an accountant/tax preparer/real estate agent or attorney in law for any client and no portion
of WCG's services should be construed as the same. Some of WCG’s supervised persons recommend tax preparation
services or could be real estate agents, certified public accountants or attorneys in law, in their individual capacities.
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Their activities are separate and apart from WCG and any services or advice rendered in that capacity is not provided
by or through WCG. See Item 10 for additional information.

Referrals to Third Parties

To the extent requested by a client, WCG will recommend the services of other professionals for certain non-
investment implementation purposes (i.e., attorneys, accountants, third-party vendors etc.). The client is under no
obligation to engage the services of any such recommended professional. The client retains absolute discretion over
all such implementation decisions and is free to accept or reject any recommendation from WCG in this regard. Please
Note: If the client engages in any such recommended professional as set forth above, and a dispute arises thereafter
relative to such engagement, the client agrees to seek recourse exclusively from and against the engaged professional.

Item 5: Fees and Compensation
Fees for Advisory Accounts

WCG and its Advisors offer a variety of services and manage a broad range of client accounts with different mandates,
fee structures and expenses. WCG’s Advisors charge differing investment advisory fees based upon certain criteria
(i.e., anticipated future earning capacity, anticipated future additional assets, dollar amount of assets to be managed,
related accounts, account composition, negotiations with client, etc.). This is also a conflict of interest, as it creates a
financial incentive for WCG Advisors to provide preferential treatment to one account over others in terms of
allocation of management time, resources, and investment opportunities. In addition to disclosing these conflicts of
interest, WCG has created and implemented a compliance and supervisory program to mitigate such conflicts through
the oversight of client accounts and investment advisory activities. WCG mitigates these conflicts of interest, in part,
by endeavoring to act in each client’s best interest and through the adoption and implementation of WCG’s Code of
Ethics and other policies and procedures. See Item 11 for additional information.

Generally, fees are due and payable, and deducted from your account by the custodian in advance or arrears based
upon the market value of the client’s account assets as of the close of business on the last day of the previous calendar
guarter. At no time will the Management Fee assessed by WCG exceed 2.5% of the gross assets under management
(valued at fair market value).

It is important to note that the fees charged to clients vary based on the investment adviser representative advising
the account. An advisor can negotiate the fees at their sole discretion with the client, based on the complexity of the
customer’s situation, the scope of services provided, time commitment, and the experience and expertise of the
advisor. Please note the Advisor may group certain related Client accounts, often known as “householding”, for the
purposes of achieving the minimum account size and determining the annualized fee.

The advisory fee will be disclosed as an “Exhibit A” attached to the investment management agreement. In addition,
fee schedules are set forth by the platform provider and agreed upon and monitored by WCG in their sole discretion
with the client, so long as such fees fall within the ranges approved by the Advisor.

We will bill you for our investment advice through LPL Financial’s billing system, or through third-party billing systems
for accounts custodied at LPL, Schwab and Fidelity. For clients who are billed based on a percentage of account assets,
guarter-end fee assessments will be calculated using one of the following methodologies:

Using the LPL Financial system, the fee is calculated by taking the value of the account (based on the fair market value
as assessed by the qualified custodian on the last day of the quarter) and multiplying that value by your advisory fee,
the result is then divided by 360, representing days per accounting year and multiplying that result by the number of
days in the month (based on 30 days in the month).
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Using third-party systems, the fee is calculated the same way except based on 365/366 days per accounting year and
the actual days in the month.

Note: LPL's quarter-end fee assessment is based on the settlement date and the third-party is based on the valuations
of the last day of the quarter. Because of the different accounting methods, there may be slight variances in your
assessed investment advisory fee. However, both methods are acceptable accounting practices. If you have any
questions regarding the differences in fee calculation methods or how your fees are assessed, you are highly
encouraged to contact WCG for further guidance. In addition, neither methods includes margin balances in the
calculation of advisory fees.

The advisory relationship can be terminated by the client or by third parties to the contract in accordance with the
provisions of the Investment Advisory Agreement and Platform/TAMP paperwork. The client receives a pro-rata refund
of any prepaid unearned advisory fees. Any unpaid fees become immediately due and payable. Clients receive an
account statement from their custodian at least quarterly. The statement includes the amount of any fees paid directly
to WCQG. Clients should note that the same or similar services to those described above can be available elsewhere at
a lower cost to the client.

Custodian-sponsored programs, third-party investment managers or programs may require a minimum asset level or
charge a minimum fee, and clients should be aware that the imposition of minimum fees by another entity will result
in a higher fee being charged than is described in this Brochure, particularly where partial withdrawals by the client
reduce asset levels. As noted above, generally advisory fees assessed by WCG do not include the manager's fee, nor
does it include brokerage commissions and other trading costs of transactions (such as mark-ups and mark-downs);
mutual fund 12b-| fees; sub-transfer agent, networking and omnibus processing fees; transfer taxes, fund management
fees, and administrative servicing fees; certain deferred sales charges on previously purchased mutual funds and other
transaction charges and service fees, IRA and Qualified Retirement Plan fees; administrative servicing fees for trust
accounts; and other taxes and charges required by law or imposed by exchanges or regulatory bodies. Fees for these
platforms are found in the custodian sponsor/sponsor's or manager's Form ADV Part 2A brochure (or the applicable
agreements), which will be delivered to the client prior to the commencement of investing in the platform. Clients
typically authorize the deduction of third-party investment managers’ or program’s fees from the client’s custodial
account. Fees for similarly situated accounts will differ due to the negotiation of the advisory fee with the IAR, the size
of the account, the complexity of the client's servicing needs, long-term or family relationship with the IAR, and services
requested, and time commitment.

Further information regarding fees and charges assessed by any mutual funds, variable annuities, and exchange-
traded funds which are passed down to a client are further outlined in the sponsor's or manager's Form ADV, and in
that mutual fund's or annuity's prospectus and other disclosure documents, which are available upon request by
contacting your IAR.

Important information related to the fees for all available investment platforms are described in additional detail
below.

Asset-Based Pricing (“ABP”) Fee

WCG Program clients can choose to pay one fee for advisory services and transaction charges. WCG advisors can
choose an Asset-Based Fee (ABP) through accounts custodied at LPL Financial or transaction- based pricing. An ABP is
a percentage charge on the dollar amount of assets in the account in lieu of individual transaction fees on trades
executed in the account. The ABF is in addition to the advisory fee charged by the WCG Financial Advisor and in addition
to the administrative fee (where applicable). The asset-based fees applicable to your account were negotiated based
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on the total amount of assets collectively maintained with the custodian of the assets. The ABF is calculated and paid
to the custodian directly each month and is used to cover the transaction expenses to implement and trade the
individual investment positions in the account.

Transaction-Based Pricing (“TBP”) Fee

Schwab, Fidelity and LPL offer custodial transaction-based pricing fees. The custodial transaction-based charges are
billed by and paid to the custodian, on trade date, when a transaction is executed through the custodian and is based
on the specific security or investment involved in the transaction. Custodial transaction-based charges are deducted
from WCG's wrap fee or, as applicable, deducted from the client’s non-wrap fee account. The custodial transaction-
based charges cover various transaction costs, such as mutual fund fees, brokerage commissions and mark-ups/mark-
downs for fixed income securities.

If a client chooses to pay individual transaction fees and based on historic and anticipated levels of trading volumes,
clients with larger account values may have lower overall transaction costs by choosing to pay the individual
transaction fees from their account. You can discuss your specific situation and preference with your Financial Advisor.

LPL Financial (“LPL") platforms:

Strategic Wealth Management (“SWM”) - The SWM platform is an open architecture, fee-based investment platform.
Through this platform, clients can consolidate multiple investments into one account and receive one statement. The
platform is available in two forms, the selection of which is mutually determined at the inception of the engagement.

SWM: Clients pay WCG's advisory fee and all transaction costs and commissions, if applicable. Clients authorize LPL
Financial (“LPL”), the custodian, to deduct applicable transaction charges and other account fees directly from the
account. Transaction charges vary depending on the type of security traded and are a source of revenue to LPL. In
certain transactions, such as fixed-income trades, LPL may act as principal and receive a markup or markdown. WCG
does not receive or share in transaction charges, commissions, or mutual fund distribution fees (e.g., 12b-1 fees), if
applicable. 12b-1 fees are marketing and distribution fees on a mutual fund. The 12b-1 fee is considered to be an
operational expense and, as such, is included in a mutual fund’s expense ratio.

These and other mutual fund expenses are described in the fund’s prospectus and are included in the fund’s expense
ratio. Payments provided to the fund, such as recordkeeping fees and asset-based service fees or sales charges are
used by LPL to reduce its trading costs, and therefore, LPL assesses lower transaction charges to clients. Mutual fund
transaction charges are currently either SO or $26.50. LPL does not charge a transaction charge for fixed-income
securities (e.g., bonds or structured products); however, LPL acts as principal on fixed-income security transactions
and receives a markup/down on the transaction. WCG does not share or participate in any such transaction fees,
commissions, or 12b-1 fees, if applicable. 12b-1 fees are marketing and distribution fees on a mutual fund. The 12b-1
fee is considered to be an operational expense and, as such, is included in a mutual fund’s expense ratio.

SWM (“WCG Wrap Accounts”) — Transaction costs are included in a single fee that covers both advisory fees and
transaction costs, the latter of which is paid by the adviser. Please refer to the WCG Wrap Brochure for more
information.

WCG and/or the IAR have the option to negotiate asset-based pricing with the custodian for a flat basis point or flat
fee to cover all the transaction charges or will pay the standard transaction fees. It is important to remember that the
IAR can charge a higher overall advisory fee in order to offset their cost for the transaction charges involved in the
management of the portfolio. The appropriateness of SWM Il can depend on a number of factors, including, among
other things, client investment objectives and financial situation, frequency of withdrawals from the accounts, the
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IAR's investment strategies and trading patterns including the frequency of trading, and the number and size of the
transactions. Clients should consider that depending upon the level of the fee charges, the amount of portfolio activity
in their accounts, the value of services that are provided, and other factors, SWM Il can exceed the aggregate cost of
services if they were to be provided separately. A transaction-based pricing arrangement can be more cost-effective
for accounts that do not experience frequent trading activity or client withdrawals which would increase the number
of transactions. WCG primarily utilizes mutual funds that are part of the custodian's No-Transaction Fee (NTF) platform.
This platform allows WCG to buy mutual funds without transaction fees being charged to the account. The client may
still pay fees associated with mutual fund family fees that are described in their prospectus and the custodian's fee
disclosure. Although clients do not pay a transaction charge for transactions

In some SWM accounts, WCG can pay LPL transaction charges for those transactions. The transaction charges paid by
Advisor vary based on the type of transaction (e.g., mutual fund, equity, or ETF) and for mutual funds based on whether
or not the mutual fund pays 12b-1 fees and/or recordkeeping fees to LPL. Because Advisor pays the transaction charges
in these accounts, there is a conflict of interest in cases where the mutual fund is offered at both $0 and $26.50. Clients
should understand that the cost to WCG of transaction charges may be a factor that Advisor considers when deciding
which securities to select and how frequently to place transactions in this type of account. In many instances, LPL
makes available mutual funds in a SWM Il account that offer various classes of shares, including shares designated as
Class A Shares and shares designed for advisory programs, which can be titled, for example, as "Class I," 'institutional,"
"retail," "service," "administrative" or "platform" share classes ("Platform Shares"). The Platform Share class offered
for a particular mutual fund in SWM Il in many cases will not be the least expensive share class that the mutual fund
makes available and was selected by LPL in certain cases because the share class pays LPL compensation for the
administrative and recordkeeping services LPL provides to the mutual fund. Client should understand that another
financial services firm may offer the same mutual fund at a lower overall cost to the investor than is available through
SWMII.

Although WCG does not offer/sell Class A share mutual funds, it is important to note that A Shares typically pay LPL a
12b-1 fee for providing brokerage-related services to the mutual funds. Platform Shares are generally not subject to
12b-1 fees. As a result of the different expenses of the mutual fund shares classes, it is generally more expensive for a
client to own Class A Shares than Platform Shares. An investor in Platform Shares will pay lower fees over time, and
keep more of his or her own investment returns than an investor who holds Class A Shares of the same fund. Clients
should consider any additional indirect expenses borne as a result of mutual fund fees when negotiating and discussing
with their Advisor the advisory fee for the management of an account.

Fees for LPL Third-Party Sponsored Advisory Services

The fee charged to clients for each LPL-sponsored advisory program is negotiable, subject to established maximums.
The advisory fee includes the WCG Advisory fee and the LPL program fee. Please note, certain advisory programs may
include third-party managers or strategists. In such cases, clients will incur additional fees charged by those third
parties. These fees are separate from, and in addition to, the advisory fees disclosed below .95Clients are encouraged
to carefully review all applicable disclosure documents, including those provided by LPL Financial, the third-party
manager, and this Firm, to fully understand the total fees and expenses associated with the selected program.

MWP Platform 2.95% (LPL program fee, strategist fee, and an advisor fee)

OMP Platform 2.50% (LPL program fee and an advisor fee)

PWP Platform 2.95% (LPL fee, separate account manager fees, and an advisor fee)
MAS Platform 2.95% (LPL program fee, manager fee, and an advisor fee)

MAN Platform 2.95% (LPL program fee, manager fee, and an advisor fee)

GWP Platform 1.35% (LPL program fee and an advisor fee)

The platform fees for the MWP, OMP, PWP, MAS, MAN and GWP platforms are calculated by LPL at the beginning of
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each quarter based on the value of the client's assets invested in the platform as of the close of business on the last
day of the preceding quarter. LPL will deduct the full platform fee from the client's platform account as authorized by
the client in the platform agreement, unless other arrangements have been agreed to in writing, and will pay WCG its
advisory fee. LPL's refund policy is fully outlined in the LPL disclosure brochure for each platform, which is provided to
platform clients and should be fully reviewed upon receipt.

With regard to accounts utilizing third-party portfolio managers under aggregate, all-in-one account fee structures
(including MAS, MAN, PWP, and the legacy MWP fee structure), because the portion of the account fee retained by
WCG varies depending on the portfolio strategist fee associated with a portfolio. WCG has a financial incentive to
select one portfolio instead of another portfolio. Since we are acting as a fiduciary, we have an obligation to do what
is in the best interest of the client. Please refer to the relevant LPL Form ADV program brochure for a more detailed
discussion of conflicts of interest.

We will deduct our fee directly from your account through the qualified custodian holding your funds and securities.
We will deduct our advisory fee only when you have given our firm written authorization permitting the fees to be
paid directly from your account. The custodian will deliver an account statement to you at least quarterly. These
account statements will show all disbursements from your account. You should review all statements for accuracy. An
invoice may be sent to clients for non-fiduciary management services showing the amount owed.

Clients may terminate the agreement without penalty for a full refund of WCG Wealth Advisors, LLC's fees within five
business days of signing the Investment Advisory Contract. Thereafter, clients may terminate the Investment Advisory
Contract generally with 30 days’ written notice.

WCG receives compensation as a result of a client’s participation in an LPL program. Depending on, among other
things, the type and size of the account, the type of securities held in the account, changes in its value over time, the
ability to negotiate fees or commissions, the historical or expected size or number of transactions, and the number
and range of supplementary advisory and client-related services provided to the client, the amount of this
compensation may be more or less than what WCG would receive if the client participated in other programs, whether
through LPL or another sponsor or paid separately for investment advice, brokerage, and other services.

Clients should consider the level and complexity of the advisory services to be provided when negotiating the account
fee (or the advisor fee portion of the account fee, as applicable) with WCG.

Custodial account and other service fees are not covered by the annual wrap fee, including, but not limited to, mutual
fund fees and exchange-traded fund charges imposed directly at the fund level (e.g., management fees and other fund
expenses), margin interest, account activity fees, and any fee associated with maintaining a retirement account
charged by the custodian of the qualified account. Additionally, for wrap accounts held at LPL the client will incur a
ticket charge for foreign stock transactions.

Payment of Fees
Explanation of Financial Planning Services Fees Provided

WCG Wealth Advisors, LLC is configured to charge a fee for financial planning advice through the following three
services:

One-Time Fixed Engagement

A one-time fixed engagement will develop and deliver customized financial advice tailored to the client’s unique
financial situation. The client relationship in this engagement terminates once the recommendations addressing all
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the client’s specific financial objectives have been delivered to the client and all questions and concerns regarding
those recommendations have been addressed. The total timeframe for a fixed engagement shall not exceed 12
months. A personal financial management website provided through a third-party may or may not be included and
shared with the client during the scope of this engagement. This provides the client with secure access to an online
website in which they will have the ability to aggregate all of their financial accounts into one place, a vault to upload
personal documentation into, and the ability to view on-demand financial reports that may include but are not limited
to; cash flow, balance sheet, and income/expense projections. Fees for comprehensive financial planning services are
generally fixed and typically range from $1,500 to $10,000, depending on the scope and complexity of the
engagement. In limited circumstances, fees may be lower than this range. For more limited or situational financial
planning engagements (generally consisting of three modules or fewer), fees typically range from $500 to $5,000. All
fees are determined based on factors including, but not limited to, the scope of services, complexity of the client’s
financial situation, and the time required to complete the engagement.

Fees for ongoing financial advice are charged at a non-negotiable monthly rate. Fees will be billed directly to the client
each month and are due upon receipt of the billing statement.

For new financial planning clients, the first 12 months of ongoing financial advice will include all the services listed in
the one-time fixed engagement model. In addition, the client will have access to a secure personal financial
management website provided by a third party. Access to the personal online website will enable the client to
aggregate all their eligible financial accounts into one central place, upload personal documentation, and view on-
demand financial reports. The financial reports may include but are not limited to, cash flow, balance sheet, and
income/expense projections. Beyond the first 12 months, clients receiving ongoing financial advice will be provided an
annual progress report which will include, at a minimum, the client’s updated net worth statement and a comparison
of their financials from previous years. Other areas of analysis may also be included, as agreed upon by the financial
advisor and the client. Clients will also receive continued access to their personal financial management website and
unlimited access to their financial advisors who are available to answer questions.

Existing financial planning clients who have previously received a comprehensive financial plan and wish to engage in
ongoing financial advice will immediately begin to receive an annual progress report which will include, at a minimum,
the client’s updated net worth statement, as well as a comparison of their financials from previous years. Other areas
of analysis may also be included, as agreed upon by the financial advisor and the client. In addition, clients will receive
continued access to their personal financial management website, as well as unlimited access to their financial advisors
who are available to answer questions. This progress report fee can range from $500 - $8,000.

Hourly Consulting

WCG Wealth Advisors, LLC, through its IARs, provide consulting services on an hourly basis. These services may include,
as selected by the client in the consulting agreement, advice regarding tax planning, investment planning, retirement
planning, estate planning, cash flow/budget planning, business planning, education planning, and personal financial
planning. The services consider information collected from the client such as financial status, investment objectives,
and tax status, among other data. The investment advisor representatives may or may not deliver to the client a written
analysis or report as part of the services. The investment advisor representatives tailor the hourly consulting services
to the individual needs of the client based on the investment objective chosen by the client. The engagement
terminates upon final consultation with the client. The negotiated hourly fee for these services is between $100 to
S500. The fee is based on complexity and the Investment Adviser(s) time for participating. The focus of hourly
consulting is generally on a specific area of financial concern. Fees are charged either 50% or 100% in advance but
never more than six months in advance. If 50% in advance, the remainder is due upon presentation of the plan.

20

TheWealth
Consulting Group




Termination of Services

This agreement may be terminated by either party involved. For one-time fixed engagements, the first 12 months of
ongoing financial advice, and hourly consulting, no refunds will be issued after a signed delivery acknowledgment of
the financial plan has been received. Prior to receipt of the signed delivery acknowledgment, the client may receive a
full refund at any time upon written notice of termination by either party. Monthly ongoing financial advice services
may be terminated by either party upon 30 days’ written notice. No partial month refunds will be provided.

Clients will still have full service for the month a 30-day written notice is received/and or given and monthly payments
will terminate upon completion of that month. Termination of the agreement will not affect the liabilities or obligations
of the parties for activity initiated prior to termination.

WCG Wealth Advisors, LLC collects its one-time fixed engagement and hourly consulting fees, either 100% in advance
or 50% in advance and 50% upon delivery. The monthly fee for ongoing financial advice is charged in advance on the
1st of each month. If the execution of the fee agreement for ongoing financial advice is signed mid-month, the first
payment will be billed on the first of the month following the date of the signed agreement. WCG offers clients the
ability to pay by check, credit card, or via ACH debit for planning services.

The financial plan may include generic recommendations as to general types of investment products or specific
securities which may be appropriate for the client to purchase given his/her financial situation and objectives.

The client is under no obligation to act upon the investment advisor’s recommendation or purchase such securities
through WCG Wealth Advisors, LLC, and the IAR. However, if the client desires to purchase securities or advisory
services to implement his/her financial plan, WCG Wealth Advisors, LLC may make a variety of products and services
available through its IARs. This may result in the payment of normal and customary commissions, advisory fees, or
other types of compensation to WCG Wealth Advisors, LLC, and the IAR.

A conflict exists between the interests of the investment advisor and the interests of the client. Depending on the type
of account that could be used to implement a financial plan, such compensation may include (but is not limited to)
advisory fees, commissions; mark-ups and mark-downs; transaction charges; confirmation charges; small account fees;
mutual fund 12b-1 fees; mutual fund sub-transfer agency fees; hedge fund, managed futures, and variable annuity
investor servicing fees; retirement plan fees; fees in connection with an insured deposit account program; marketing
support payments from a mutual fund, annuity, and insurance sponsors; administrative servicing fees for trust
accounts; referral fees; compensation for directing order flow; and bonuses, awards or other things of value offered
by WCG Wealth Advisors, LLC to the IAR. To the extent that IAR recommends that the Client invests in products and
services that will result in compensation being paid to WCG Wealth Advisors, LLC, and the IAR, this presents a conflict
of interest. This compensation to IAR and WCG Wealth Advisors, LLC may be more or less depending on the product
or service that IAR recommends. Therefore, the IAR has a financial incentive to recommend that a financial plan be
implemented using a certain product or service over another product or service. However, your IAR may only
recommend a product or service that he or she believes is suitable and in your best interests in accordance with the
applicable standards under the Investment Advisors Act.

The IAR may receive additional cash or non-cash compensation from advisory product sponsors. Such compensation
may not be tied to the sales of any products. Compensation may include such items as gifts valued at less than $100
annually, an occasional dinner or ticket to a sporting event, or reimbursement in connection with educational meetings
or marketing or advertising initiatives.

Transactions in LPL Financial advisory program accounts are generally affected through LPL Financial as the executing
broker/dealer.
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Neither WCG nor any investment adviser representatives are registered or have an application pending to register, as
a futures commission merchant, commodity pool operator, commodity trading advisor, or representative of the
foregoing.

The specific manner in which fees are charged by WCG is established in a client’s written agreement between the
client and WCG Wealth Advisors, LLC — up to 2.5% of assets under management. Clients can determine whether to
engage the services of WCG Wealth Advisors, LLC on a discretionary or non-discretionary basis. WCG’s annual
investment advisory fee shall be based upon a percentage (%) of the market value and type of assets placed under
WCG’s management to be charged quarterly in advance based on the balance on the first day of the billing quarter,
and WCG Wealth Advisors, LLC's representatives may at their discretion negotiate a fee in accordance with the above
fee schedule. Fees for Financial Planning and Hourly Consulting services are subject to negotiation and at the discretion
of WCG, will differ from the above schedules due to the size of the total estate, complexity, additional services needed,
time commitment, and recurring revenue from an advisory account.

Fees for Retirement Plan Services

For retirement plan services, Plan Sponsors are charged fees as set forth in the applicable Advisory Agreement.

Fees are typically structured as a percentage of plan assets under management (“AUM”). Fees are generally calculated
based on the plan’s value, determined using either the quarter-end balance or the average daily balance of plan assets.
In certain cases, WCG may charge a fixed fee or other agreed-upon fee arrangement, as specified in the Advisory
Agreement. Fees may be billed quarterly in advance or in arrears and, in some instances, may be billed on a monthly
basis. The specific fee schedule, billing methodology, and calculation process are detailed in the Advisory Agreement
executed with the Plan Sponsor.

Fees may be deducted directly from plan assets or participant accounts with written authorization, as outlined in the
Advisory Agreement. Alternatively, the Plan Sponsor may be billed directly for the agreed-upon fee. When invoiced,
payment is due within thirty (30) days after the end of the quarter. Clients receive account statements from the plan’s
qualified custodian and should compare them with any reports provided by WCG. If services terminate during a billing
period, prepaid unearned fees will be refunded, or if billed in arrears, fees will be charged only for services provided
through the termination date.

WCG Wealth Advisors, LLC (“WCG”) does not receive compensation based on capital gains or capital appreciation of
Plan assets and does not maintain custody of Plan assets. The plan custodian will provide plan statements or reports
directly to the Plan Sponsor reflecting all fee deductions. Plan Sponsors are encouraged to review these statements or
reports and compare them with any fee information provided by WCG.

WCG Wealth Advisors, LLC believes that its annual fee is reasonable in relation to the services provided and the fees
charged by other retirement plan consultants, including investment advisers, offering similar services/programs.
However, WCG Wealth Advisors, LLC's annual fee may be higher or lower than that charged by other consultants
offering similar services and programs. In addition to WCG Wealth Advisors, LLC's compensation, clients will incur
charges imposed at the investment level (e.g., mutual fund advisory fees and other fund expenses) and charges
imposed by the Plan’s custodian and Third-Party Administrator (if applicable). A description of mutual fund fees and
expenses is available in each mutual fund prospectus.

The Plan’s custodian or the Third-Party Administrator to the Plan will send statements to the Plan, at least quarterly,
showing all disbursements from the Plan, including, if applicable, the amount of the fee paid to WCG Wealth Advisors,
LLC directly from the Plan and when such a fee is deducted directly from the Plan. Any discrepancies between fee
billing notices received from WCG Wealth Advisors, LLC and the statements received from the Plan custodian or Third-
Party Administrator should be immediately reported to WCG Wealth Advisors, LLC and/or to the issuer of the account
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statements (the Plan custodian or Third-Party Administrator).

Brokerage commissions and/or transaction ticket fees charged by the custodian will be billed directly to the client by
the custodian. WCG Wealth Advisors, LLC will not receive any portion of such brokerage commissions or transaction
fees from the custodian or the client.

The fees charged by WCG Wealth Advisors, LLC are in addition to other costs charged by third parties for custodial,
legal, accounting, or record-keeping tasks. In addition, the client may incur certain charges imposed by third parties
other than WCG Wealth Advisors, LLC in connection with investments made through the Plan, including but not limited
to, 12(b)-1 fees and surrender charges, variable annuity fees and surrender charges, and qualified retirement plan
fees.

WCG Wealth Advisors, LLC does not expect to receive any other compensation, direct or indirect, for its services. If
WCG Wealth Advisors, LLC receives any other compensation for such services, we will (i) offset that compensation
against its stated fees, and (ii) will disclose the amount of such compensation, the services rendered for such
compensation, and the payer of such compensation to the client.

The Retirement Plan Services may be terminated by either party at any time without penalty upon receipt of thirty
(30) days' written notice of termination. There is no penalty or “termination fee” for the termination of services. If
either party terminates the services during a billing quarter, the client will be charged a pro-rated fee based on the
number of days that services were provided and if WCG Wealth Advisors, LLC has received fees in advance, we will
promptly issue a pro-rated refund to the client.

The hourly consulting fee will be based on the type of services to be provided, experience and expertise, and the
sophistication of the client. The maximum hourly fee to be charged to any client will not exceed $500 without
extenuating circumstances and approval by the Chief Compliance Officer.

If a client desires, a client can engage certain representatives of WCG, in their individual capacities as Registered
Representatives of LPL Financial, an SEC registered and FINRA/SIPC member broker-dealer, to implement investment
recommendations on a commission basis. In the event a client chooses to purchase investment products through LPL
Financial, LPL Financial will charge brokerage commissions to effect securities transactions, a portion of which
commissions LPL Financial shall pay to WCG's representatives, as applicable. The brokerage commissions charged by
LPL Financial may be higher or lower than those charged by other broker/dealers.

In addition, LPL Financial, as well as WCG's representatives, relative to commission mutual fund purchases, may also
receive additional ongoing 12b-1 trailing commission compensation directly from the mutual fund company during
the period that the client maintains the mutual fund investment.

The recommendation that a client purchase a commission product through LPL Financial can present a conflict of
interest, as the receipt of commissions provides an incentive to recommend investment products based on
commissions received, rather than on a client’s need. No client is under any obligation to purchase any commission
products from LPL Financial. WCG’s Chief Compliance Officer or compliance staff is available to address any questions
that a client or prospective client may have regarding this conflict of interest.

LPL Financial charges brokerage commissions and transaction fees for effecting certain securities transactions (i.e.,
transaction fees are charged for certain no-load mutual funds, and commissions are charged for individual equity and
debt securities transactions). LPL Financial enables us to obtain many no-load mutual funds without transaction
charges and other no-load funds at nominal transaction charges. LPL Financial commission rates are generally
discounted from customary retail commission rates. However, the commission and transaction fees charged by LPL
Financial may be higher or lower than those charged by other custodians and broker/dealers. Clients may direct their
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brokerage transactions at a firm other than LPL Financial. Advisory fees are generally not reduced to offset
commissions or markups.

When dealing with investment advisory clients and services, Investment Advisor Representatives have an affirmative
duty of care, loyalty, honesty, and good faith to act in the best interests of their clients. IARs are required to fully
disclose all material facts concerning any conflict that does arise with these clients and should avoid the appearance
of a conflict of interest.

WCG and IARs must abide by honest and ethical business practices including, but not limited to:

e Not inducing trading in a client's account that is excessive in size or frequency in view of the financial
resources and character of the account:

e Making recommendations with reasonable grounds to believe that they are appropriate based on
the information furnished by the client;

e Placing discretionary orders only after obtaining the client’s written trading authorization contained
within the advisory agreement or via separate amendment;

e Not borrowing money or securities from, or lending money or securities to a client;

e Not placing an order for the purchase or sale of a security if the security is not registered, or the security
or transaction is not exempt from registration in the specific state.

WCG and the IAR will:

e Allocate securities in a manner that is fair and equitable to all clients
o Not affect agency-cross transactions for client accounts

All IARs of WCG Wealth Advisors, LLC are required to sign an acknowledgment of their understanding and acceptance
of these terms. Clients may purchase investment products recommended by our firm through other broker-dealers or
agents.

When WCG's representatives sell an investment product on a commission basis, WCG does not charge an advisory fee
in addition to the commissions paid by the client for such a product. When providing services on an advisory fee basis,
WCG Wealth Advisors, LLC representatives do not also receive commission compensation for such advisory services
(except for any ongoing 12b-1 trailing commission compensation that is received by LPL, not WCG as previously
discussed). However, a client may engage WCG to provide investment management services for an advisory fee and
purchase only investment product from WCG’s representatives on a separate commission basis.

Fees for customized and participant advisory services are typically based on the value of assets under management
and will vary by engagement. The amount of the fee will be set out in the client agreement executed by the client at
the time the relationship is established. The advisory fee is negotiable between the investment advisor representative
and the client and is payable in advance as described in the client agreement.

The agreement will state how the client can obtain a refund of any pre-paid fee if the agreement is terminated before
the end of the billing period.

In most cases, a third-party broker-dealer will provide trade execution. In such cases, the broker-dealer may charge
clients commissions, markups, markdowns, and/or transaction charges.

Advisor receives compensation because of a client’s participation in an LPL Financial program. Depending on, among
other things, the size of the account, changes in its value over time, the ability to negotiate fees or commissions, and
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the number of transactions, the amount of this compensation may be more or less than what the Advisor would receive
if the client participated in other programs, whether through LPL Financial or another sponsor or paid separately for
investment advice, brokerage, and other services.

LPL Financial serves as a program sponsor, investment advisor, and broker/dealer for the LPL advisory programs. WCG
Wealth Advisors, LLC and LPL Financial may share in the account fee and other fees associated with program accounts.
Associated persons of advisor may also be Registered Representatives of LPL Financial.

Lower fees for comparable services may be available from other sources.

Investment Adviser Representatives (“IARs”) are also licensed insurance agents through various insurance agencies,
including WCG Insurance, LLC, an affiliated entity. In their capacity as insurance agents, these individuals do
recommend the purchase of insurance products and do receive commissions in connection with such transactions.

The purchase of securities/insurance commission products presents a conflict of interest, as the receipt of
commissions provides an incentive to recommend investment/insurance products based on commissions received,
rather than on a client’s need. As a fiduciary, we can only recommend products that are in the best interest of the
client and no client is under any obligation to purchase any commission products from an investment advisor
representative of the WCG. Clients may purchase investment/insurance products recommended by investment
advisory representatives through other, non-affiliated broker/dealers or insurance agents. Such conflicts are subject
to review by the Chief Executive Officer and the Compliance department for consistency with WCG’s Code of Ethics.

Private Trust Company, N.A.

Please Note: LPL s affiliated with Private Trust Company, N.A., a trust company licensed in all 50 states under a national
bank charter (“PTC”). To the extent that a client elects to utilize LPL as their custodian, LPL will direct the client’s IRA
assets to be held at PTC. As such, clients can incur an Annual IRA maintenance fee charged by PTC. Any Annual IRA
maintenance fees incurred by the client shall be separate and in addition to WCG’s investment advisory fee.

Clearing and Custody Arrangements

LPL Financial, Schwab, and Fidelity Brokerage Services can execute trades, settle securities transactions, and custody
client assets on behalf of our clients using our Services. For further details concerning these arrangements, clients
should refer to the Investment Advisory Agreement and/or other related disclosure documents relative to the type of
account they select. Each of the custodians utilized by WCG has miscellaneous accounts and other charges that are
borne solely by the client and are deducted from the client’s wrap fee account or, as applicable non-wrap fee account.
These custodial account and other service charges are billed by and paid to the custodian, based upon the specific
custodial account or service, including, but not limited to, wire fees, transfer fees, margin interest, account activity
fees, and any fee associated with maintaining a retirement account charged by the custodian of the qualified account.
Custodians may waive custodian account and other service charges based on a level of assets maintained in the
account, and the asset level or other conditions for a fee waiver may be higher or lower than those required by other
custodians. Furthermore, a WCG Advisor, at the Advisor’s sole discretion, may pay any custodial account and other
charges.

Due to the unigue nature of fee-based variable annuities, they must be maintained directly with the variable annuity
sponsor. Neither the IAR nor WCG creates or forwards client account statements or confirmations relating to variable
annuities. This responsibility remains exclusively with the variable annuity sponsor. All subaccount reallocations are
directed to and executed at the variable annuity sponsor. Fee-based Variable annuities are not assessed transaction
fees since the reallocation of transactions are placed directly with the variable annuity sponsor.
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In order to address a client’s specific situation, WCG Advisors may recommend non-tradable assets (e.g., annuities or
structured products) be purchased in an advisory account. The client would not be charged commissions by WCG for
such investment products, but these products would be subject to the advisory fees calculated based on assets held
in the advisor’s account(s).

Third-Party Advisory Fees

Compensation for third-party advisory fees generally, consists of three elements: i) management and advisory fees
shared by the Third-Party Advisory Services, Advisor, and its IARs; ii) transaction costs — if applicable — which may be
paid to purchase and sell such securities; and iii) custody fees. A complete description of the programs and services
provided, the amount of total fees, the payment structure, termination provisions, and other aspects of each program
are detailed and disclosed in: i) the Third-Party Investment Advisory Service’s Form ADV Part Il; ii) the program wrap
brochure (if applicable) or other applicable disclosure documents; iii) the disclosure documents of the portfolio
manager or managers selected; or, iv) the Third-Party Advisory Service’s account opening documents.

WCG also acts as a solicitor for referring potential clients to third-party investment advisory firms. As set forth in the
written agreement relating to such arrangements, WCG will receive a portion of the annual management fee that the
third-party advisory firm collects from the referred client. To the extent that WCG receives compensation for such
referrals, a conflict of interest exists because WCG will be inclined to recommend advisors from which Advisor receives
a referral fee. Please see Item 14 for additional information.

WCG endeavors at all times to put the interests of its clients first. Clients should be aware, however, that the receipt
of economic or other benefits by WCG in and of itself creates a conflict of interest and may influence WCG's choices
for investments, custodial services, third-party investment managers and TAMPs. Additionally, the receipt of economic
or other benefits by WCG Advisors in and of itself creates a conflict of interest and may influence the Advisors’
recommendations to clients. Furthermore, a conflict of interest arises in that WCG Advisors have an incentive to
increase the assets held in an advisory account (wrap or non-wrap) as it increases the investment advisory fee paid to
WCG and its Advisors. Similarly, a conflict of interest arises in that WCG ‘s advisors in some cases, have a disincentive
to trade securities in order to reduce the custodial transaction-based charges in a wrap account, thereby increasing
the wrap fee amount retained by WCG and its Advisors. Wrap fees and custodial charges may be higher or lower than
those charged by other investment advisors. The investment strategy, investments and related transactions will impact
whether a client will pay more in a non-wrap versus a wrap fee account.

Item 6: Performance-Based Fees and Side-By-Side Management

WCG Wealth Advisors, LLC does not accept performance-based fees or participate in side-by-side management.
Performance-based fees are fees that are based on a share of capital gains or capital appreciation of a client's account.
Side-by-side management refers to the practice of managing accounts that are charged performance-based fees while
at the same time managing accounts that are not charged performance-based fees. Our fees are calculated as
described in the Fees and Compensation section above and are not charged based on a share of capital gains upon, or
capital appreciation of, the funds in your advisory account. WCG Wealth Advisors, LLC does not provide advisory
services to such clients as a hedge fund or other pooled investment vehicles.

Item 7: Types of Clients

There are minimum account size requirements for some WCG Advisory services offered through WCG or established
and the individual IARs that are affiliated with WCG. In addition, there can be a minimum account size requirement
established by the particular program. These minimum account size requirements can be waived by WCG, office, or
custodian if possible.
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The advisory services offered by WCG Wealth Advisors, LLC are available for individuals, high net worth individuals,
individual retirement accounts (“IRAs”), banks and thrift institutions, pension, and profit-sharing plans, including plans
subject to Employee Retirement Income Security Act of 1974 (“ERISA”), trusts, estates, charitable organizations, state
and municipal government entities, corporations and other business entities. WCG is currently not working with other
types of clients or pursuing them as prospects but would not turn away any opportunities that may arise.

If a client's account is a pension or other employee benefit plan governed by ERISA, WCG can be a 3(21) or 3(38)
fiduciary to the plan. In providing our investment advisory services, the sole standard of care imposed upon us is to
act with the care, skill, prudence, and diligence under the circumstances then prevailing that a prudent person acting
in a like capacity and familiar with such matters would use in the conduct of an enterprise of a like character and with
like aims.

We will provide certain required disclosures to the "Responsible Plan Fiduciary" (as such term is defined in ERISA) in
accordance with Section 408(b)(2), regarding the services we provide and the direct and indirect compensation we
receive from such clients. Generally, these disclosures are contained in this Brochure or the RCPA and are designed to
enable the ERISA plan's fiduciary to: (1) determine the reasonableness of all compensation received by us; (2) identify
any potential conflicts of interest; and (3) satisfy reporting and disclosure requirements to plan participants.

However, WCG generally provides investment advice to individuals and high-net-worth individuals as well as corporate
clients. WCG is currently not working with other types of clients or pursuing them as prospects but would not turn
away any opportunities that may arise.

Item 8: Methods of Analysis, Investment Strategies, and Risk of Loss

We emphasize continuous and regular account supervision. As part of our asset management service, we generally
create a portfolio, consisting of individual stocks or bonds, exchange-traded funds (“ETFs”), options, mutual funds, and
other public and private securities or investments.

The client’s individual investment strategy is tailored to their specific needs and may include some or all the previously
mentioned securities. Each portfolio will be initially designed to meet an investment goal, which we determine to be
suitable to the client’s circumstances. Once the appropriate portfolio has been determined, we review the portfolio at
least quarterly and if necessary, rebalance the portfolio based on the client’s individual needs, stated goals, and
objectives. Each client has the opportunity to place reasonable restrictions on the types of investments to be held in
the portfolio.

WCG uses a combination of fundamental, technical, and macroeconomic analysis to formulate investment advice
when managing assets. In some WCG models, WCG conducts quantitative analysis on styles or factors (trend,
momentum, value, quality, volatility) and may use selection filters or strategies to invest in companies adhering to ESG
or Gender-focused goals. WCG may implement a strategic, tactical, or strategic/tactical blend strategy based on
current market conditions and the objectives and risk tolerance of a client. WCG may use a blend of both passive and
active strategies when managing portfolios.

Fundamental analysis involves the analysis of financial statements, the general financial health of companies, and/or
the analysis of management or competitive advantages. Fundamental analysis concentrates on factors that determine
a company’s value, revenue, cash flows, leverage, and expected future earnings. This analysis looks at valuation, quality
of earnings, and a company’s financial health when investing.

The risk assumed is that this analysis doesn’t consider market moves that are not captured by fundamentals alone.
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Technical analysis involves the observation of price behavior, both at the company and aggregated index levels.
Technical analysis seeks to identify short-, intermediate- and long-term trends as well as the relative strength or
momentum of trends. Technical analysis also seeks to identify securities that may follow discernible patterns that
would be attractive to investors.

The risk to this analysis is that stocks, indices, or other securities/financial instruments do not always follow known
patterns or stay within a current trend.

Macroeconomic analysis involves secular and cyclical analyses and seeks to understand investment implications by
evaluating levels of and changes to currencies, consumer behavior, the labor market, outside economies, debt
expansions and contractions, industries and sectors, and trade.

The risks with this analysis are that any forecast of macroeconomic changes and the timing of those changes may not
always coincide with investments that would perform favorably in those environments.

Quantitative analysis of factors and styles involves looking at statistical measures that categorize certain investments
based on how they have behaved historically.

The risk to this analysis is that investments may change how they have historically behaved or that markets don’t
reward attractive risk premiums as they historically have.

Depending on the analysis, WCG will implement a long- or short-term trading strategy based on the objectives and risk
tolerance of a client.

Please note, investing in securities involves risk of loss that clients should be prepared to bear. There are different
types of investments that involve varying degrees of risk, and it should not be assumed that the future performance
of any specific investment or investment strategy will be profitable or equal to any specific performance level(s). Past
performance is not indicative of future results.

WCG’s methods of analysis and investment strategies do not represent any significant or unusual risks; however, all
strategies have inherent risks and performance limitations such as:

e Market Risk: the risk that the value of securities may go up or down, sometimes rapidly or unpredictably, due
to factors affecting securities markets generally or particular industries.

e Interest Rate Risk: the risk that fixed-income securities will decline in value because of an increase in interest
rates; a bond or a fixed-income fund with a longer duration will be more sensitive to changes in interest rates
than a bond or bond fund with a shorter duration.

e CreditRisk: the risk that an investor could lose money as a result of the market impact of a credit event, usually
related to credit spreads widening, a downgrade in credit quality or a default in the issue.

e  Mutual Funds: Investing in mutual funds carries the risk of capital loss and thus you may lose money investing
in mutual funds. All mutual funds have costs that lower investment returns. The funds can be of bond “fixed
income” nature (lower risk) or stock “equity” nature (mentioned below).

e Equity: Equity investment generally refers to buying shares of stocks in return for receiving a future payment
of dividends and/or capital gains if the value of the stock increases. The value of equity securities may fluctuate
in response to specific situations for each company, industry conditions, and the general economic
environments.

e Fixed income: Fixed Income investments generally pay a return on a fixed schedule, though the amount of the
payments can vary. This type of investment can include corporate and government debt securities, leveraged
loans, high yield, and investment grade debt, and structured products such as mortgage and other asset-
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backed securities, although individual bonds may be the best-known type of fixed-income security. In general,
the fixed-income market is volatile, and fixed-income securities carry interest rate risk. (As interest rates rise,
bond prices usually fall, and vice versa.) This effect is usually more pronounced for longer-term securities.
Fixed-income securities also carry inflation risk, liquidity risk, call risk, and credit and default risks for both
issuers and counterparties. The risk of default on treasury inflation-protected (inflation-linked) bonds is
dependent upon the U.S. Treasury defaulting (extremely unlikely); however, they still carry a potential risk of
losing share price value, albeit minimal. The risks of investing in foreign fixed-income securities also include
the general risk of non-U.S. investing, as described below.

Non-U.S. Securities: present certain risks such as currency fluctuation, political and economic change, social
unrest, changes in government regulation, differences in accounting, and the lesser degree of accurate public
information available.

Exchange Traded Funds ("ETFs"): An ETF is an investment fund traded on stock exchanges, similar to stocks.
Investing in ETFs carries the risk of capital loss (sometimes up to a 100% loss in the case of a stock-holding
bankruptcy). Areas of concern include the lack of transparency in products and increasing complexity, conflicts
of interest, and the possibility of inadequate regulatory compliance. Precious Metal ETFs (e.g., Gold, Silver, or
Palladium Bullion backed “electronic shares” not physical metal) specifically may be negatively impacted by
several unique factors, among them (1) large sales by the official sector which own a significant portion of
aggregate world holdings in gold and other precious metals, (2) a significant increase in hedging activities by
producers of gold or other precious metals, (3) a significant change in the attitude of speculators and investors.
Leveraged and Inverse ETFs, ETNs, and Mutual Funds. Leveraged ETFs, ETNs, and mutual funds, sometimes
labeled “ultra” or “2x” for example, are designed to provide a multiple of the underlying index's return,
typically on a daily basis. Inverse products are designed to provide the opposite of the return of the underlying
index, typically on a daily basis. These products are different from and can be riskier than traditional ETFs,
ETNs, and mutual funds. Although these products are designed to provide returns that generally correspond
to the underlying index, they may not be able to exactly replicate the performance of the index because of
fund expenses and other factors. This is referred to as a tracking error. Continual re-setting of returns within
the product may add to the underlying costs and increase the tracking error. As a result, this may prevent
these products from achieving their investment objective. In addition, compounding of the returns can
produce a divergence from the underlying index over time, in particular for leveraged products. In highly
volatile markets with large positive and negative swings, return distortions are magnified over time. Because
of these distortions, these products should be actively monitored, as frequently as daily, and are generally not
appropriate as an intermediate or long-term holding. To accomplish their objectives, these products use a
range of strategies, including swaps, futures contracts, and other derivatives. These products may not be
diversified and can be based on commodities or currencies. These products may have higher expense ratios
and be less tax-efficient than more traditional ETFs, ETNs, and mutual funds.

Annuities: are a retirement product for those who may have the ability to pay a premium now and want to
guarantee they receive certain monthly payments or a return on investment later in the future. Annuities are
contracts issued by a life insurance company designed to meet requirements or other long-term goals. An
annuity is not a life insurance policy. Variable annuities are designed to be long-term investments, to meet
retirement and other long-range goals. Variable annuities are not suitable for meeting short-term goals
because substantial taxes and insurance company charges may apply if you withdraw your money early.
Variable annuities also involve investment risks, just as mutual funds do. If a client purchases a variable annuity
thatis part of a Program, the client will receive a prospectus and should rely solely on the disclosure contained
in the prospectus with respect to the terms and conditions of the variable annuity. Clients should also be
aware that certain riders purchased with a variable annuity may limit the investment options and the
ability to manage the subaccounts. Some products may charge a recapture or redemption fee for
contracts or benefits not held for a specified period of time or that do not follow stated withdrawal terms.
Alternative Investment Risk: There are a number of different risks involved with alternative investments,
including some or all of those listed below. The risks vary depending on the type of alternative investment,
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with the main risks generally being illiquidity, higher and multi-layered fee structures, complex investments,
less transparency, tax issues; and lack of diversification of investment. Management Risk: the strategies
utilized by WCG, as well as portfolio managers of mutual funds and ETFs, can or will not be successful in some
market conditions; Inflation Risk: When any type of inflation is present, a dollar today will not buy as much as
a dollar next year, because purchasing power is eroding at the rate of inflation.

Business Risk: These risks are associated with a particular industry or a particular company within an industry.
Generally, business risk is that a company will go bankrupt or perform below expectations. Every company
carries the business risk that it will produce insufficient cash flow in order to maintain operations. Business
risk can come from a variety of sources, some systemic and others un-systemic. That is, every company has
the business risk that the broader economy will perform poorly and therefore that sales will be poor, and also
the risk that the market simply will not like its products; Market Liquidity Risk: Liquidity is the ability to readily
convert an investment into cash. Generally, assets are more liquid if there is an active market for the asset.
For example, Treasury Bills are highly liquid, while real estate properties are not. The value of securities held
in client accounts that are traded on exchanges and the risks associated with holding these positions vary in
response to events that affect asset markets in general. Market disruptions such as those that occurred in
1987, in September 2001, and the "Flash Crash" in May 2010 (the biggest one-day point decline, 998.5 points,
on an intraday basis in Dow Jones Industrial average history) could lead to violent price swings in securities
held within client portfolios and could result in substantial losses;

Extraordinary Events: global terrorist activity and United States involvement in armed conflict can negatively
affect general economic prospects, including sales, profits, and production, and can lead to depressed
securities prices and problems relating to infrastructure and trading facilities; Potential Concentration: Client
portfolios can have highly concentrated positions in issuers engaged in one or a few industries. This increases
the risk of loss relative to the market as a whole; Tax Risk: WCG in some cases can or will not manage client
accounts with tax consequences in mind. Some strategies, including transactions in options and futures
contracts, can be subject to special tax rules, which can have adverse consequences for the account holder;
Counterparty Risk: the risk that the other party in a transaction will not fulfill its contractual obligations;
Leverage Risk: Excessive borrowing to finance a business' operations increases the risk of profitability because
the company must meet the terms of its obligations in good times and bad. During periods of financial stress,
the inability to meet loan obligations can result in bankruptcy and/or a declining market value;

Margin Account Risk: Clients should be aware that margin borrowing involves additional risks. Margin
borrowing will result in an increased gain if the value of the securities in the account goes up but will result in
increased losses if the value of the securities in the account goes down. The Advisor acting as the client’s
creditor will have the authority to liquidate all or part of the account to repay any portion of the margin loan,
even if the timing would be disadvantageous to the client. For performance illustration purposes, the margin
interest charge will be treated as a withdrawal and will, therefore, not negatively impact performance reports.
Option Trading Risk: Clients should be aware that the use of options involves additional risks. The risks of
covered call writing include the potential for the market to rise sharply. In such case, the security may be
called away and a Program account will no longer hold the security. When purchasing options there is the risk
that the entire premium paid (the purchase price) for the option can be lost if the option is not exercised or
otherwise sold prior to the option’s expiration date. When selling (or “writing”) options, the risk of loss
can be much greater if the options are written uncovered (“naked”). The risk of loss can far exceed the
amount of the premium received for an uncovered option and in the case of an uncovered call option,
the potential loss is unlimited.

Alternative Strategy Mutual Funds: Certain mutual funds available in the Programs invest primarily in
alternative investments and/or strategies. Investing in alternative investments and/or strategies may not be
appropriate for all investors and involves special risks, such as risks associated with commodities, real estate,
leverage, selling securities short, the use of derivatives, potential adverse market forces, regulatory changes,
and potential illiquidity. There are special risks associated with mutual funds that invest principally in real
estate securities, such as sensitivity to changes in real estate values and interest rates and price volatility
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because of the fund’s concentration in the real estate industry. These types of funds tend to have higher
expense ratios than more traditional mutual funds. They also tend to be newer and have less of a track record
or performance history. Closed-End/Interval Funds: Clients should be aware that closed-end funds available
within the Programs may not give investors the right to redeem their shares, and a secondary market may not
exist. Therefore, clients may be unable to liquidate all or a portion of their shares in these types of funds.
While the fund may from time to time offer to repurchase shares, it is not obligated to do so (unless it has
been structured as an "interval fund"). In the case of interval funds, the fund will provide limited liquidity to
shareholders by offering to repurchase a limited number of shares on a periodic basis, but there is no
guarantee that clients will be able to sell all the shares in any particular repurchase offer. In some cases, there
may be an additional cost to investors who redeem before holding shares for a specified amount of time. The
repurchase offer program may be suspended under certain circumstances.

WCG Financial Advisors may allocate client investable assets within one or more of the following proprietary
investment strategies:

Stock
e The strategic objective is a long-term focus on performance through full market cycles seeking competitive
risk- adjusted returns. Active strategies focus on individual equities and may include ETFs and mutual funds.

Stock Gender

e The strategic objective is a long-term focus on performance through full market cycles seeking competitive
risk- adjusted returns. Active strategies focus on individual equities and may include ETFs and mutual funds.
These models are also screened for gender lens factors and social responsibility, corporate governance, and
environmental factors.

Stock Select

e The strategic objective is a long-term focus on performance through full market cycles seeking competitive
risk- adjusted returns. Active strategies focus on individual equities and may include ETFs and mutual funds.
These models are also screened for social responsibility, corporate governance, and environmental factors.

Tactical

e The strategic objective is to participate with the market during normal environments and tactically reduce risk
during volatile environments. The strategy employs four signals for two asset classes that will signal to raise
cash when appropriate. The equities in the models are diversified across all market capitalizations and styles.

Tactical WLS

e The strategic objective is to participate with the market during normal environments and tactically reduce risk
during volatile environments. The strategy employs four signals for two asset classes that will signal to raise
cash when appropriate. The equities in the models are only diversified via the S&P 500.

Tactical High Yield

e The strategic objective is to participate in the high yield market during normal environments and to tactically
reduce risk during volatile environments. The strategy employs a trend following signal and will shift to cash
when appropriate. The model will only hold high yield bond ETFs or ultra-short fixed income and cash-like
ETFs.

Stock ETF

e The strategic objective is long-term focus on performance through full market cycles seeking competitive risk-
adjusted returns. Active and passive strategies including individual stocks, mutual funds, and ETFs are utilized
for this portfolio.
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Income

e The strategic objective is long-term focus on performance through full market cycles seeking competitive risk-
adjusted returns. Active and passive strategies including individual stocks, mutual funds, and ETFs are utilized
for this portfolio. This model focuses primarily on equity income and interest income.

MS Value
e Thisis an aggressive growth model that focuses on large stocks that are believed to be undervalued and have
a competitive advantage compared to other stocks.

MS Growth
e Thisis an aggressive growth model that focuses on large stocks that have experienced strong growth and are
believed to be reasonably priced.

MS Dividend
e This is an aggressive growth model that focuses on large stocks that are paying an above average dividend
yield and are believed to be reasonably priced.

ETF

e The strategic objective is a long-term focus on performance through full market cycles seeking competitive
risk-adjusted returns. These models blend low-cost passive ETFs with actively managed ETFs. When
appropriate, mutual funds may also be used.

ETF Select

e The strategic objective is a long-term focus on performance through full market cycles seeking competitive
risk-adjusted returns. These models blend low-cost passive ETFs with actively managed ETFs. When
appropriate, mutual funds may also be used. The funds in the model may also be screened for social
responsibility, corporate governance, and environmental factors.

High Impact Portfolios (HIP)

e The strategic objective is a long-term focus on performance through full market cycles seeking competitive
risk- adjusted returns. Actively managed mutual funds that are involved at the company level in proxy voting,
engagement, and high-impact initiatives may be used in these models. The primary goal of these models is
adherence to ESG standards. We may also hold individual stocks and ETFs that are screened for social
responsibility, corporate governance, and environmental factors.

e Liquid Alternatives Bolt-on (LAB)
The strategic objective is to reduce drawdowns and improve diversification when attaching this model to
another model. This strategy uses both liquid mutual funds and ETFs in asset classes or strategies that are
often not found in other portfolios. These include hedged investments, managed futures, listed infrastructure,
market neutral and long/short strategies, gold, and cryptocurrencies.

Item 9: Disciplinary Information

Registered investment advisors are required to disclose all material facts regarding any legal or disciplinary events that
would be material to your evaluation of an advisory firm or the integrity of a firm’s management. Any such disciplinary
information for WCG and their Investment Advisor Representatives would be provided herein and publicly accessible
by selecting the Investment Advisor Search option at http://www.adviserinfo.sec.gov.

There are no legal or disciplinary events to disclose.
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Item 10: Other Financial Industry Activities and Affiliations

Investment Adviser Representatives may also be Registered Representatives of LPL Financial, an unaffiliated SEC
registered and FINRA/SIPC member broker/dealer. Clients may choose to engage a registered investment adviser in
their capacity as a Registered Representative of the unaffiliated LPL Financial broker/dealer, to implement investment
recommendations on a commission basis. Please refer to Item 12 for a discussion of the benefits the Adviser may
receive from LPL Financial and the conflicts of interest associated with receipt of such benefits.

Representatives of our firm may also be insurance agents/brokers. They may offer insurance products and receive
customary fees as a result of insurance sales. A conflict of interest arises as these insurance sales create an incentive
to recommend products based on what the compensation advisor and/or our supervised persons may earn and may
not necessarily be in the best interests of the client. Such potential conflicts of interest are subject to review by the
Chief Compliance Officer.

Neither WCG Wealth Advisors, LLC nor any of the management persons are registered or have a registration pending
to register as a futures commission merchant, commodity pool operator, commodity trading advisor, or an associated
person of the foregoing entities.

IARs are permitted to engage in certain approved activities other than the provision of advisory services through WCG,
and in certain cases, an IAR could receive greater compensation through the outside business than through WCG. For
example, an IAR could also be an accountant, real estate agent, tax preparer, or lawyer. To the extent that these IARs
provide such services all such services shall be performed by those IARs in their individual professional capacities,
independent of WCG, for which services WCG shall not receive any portion of the fees charged by the IAR (referral or
otherwise). Itis expected that these IARs, solely incidental to their activities, may recommend WCG's services to certain
of their clients. No client of WCG is under any obligation to use the services of these IARs. The Chief Compliance Officer
remains available to address any questions that a client or prospective client may have regarding the above conflict of
interest and if you engage with an IAR for services separate from WCG, you may wish to discuss with him or her any
guestions you have about the compensation he or she receives from the engagement.

WCG Wealth Advisors, LLC may recommend and select independent, third-party money managers in addition to the
third- party managers offered through LPL Financial to manage all or a portion of a client’s account. It should be noted
that the total fees incurred by clients when utilizing third-party managers will include both management fees payable
to the third-party managers for their services as well as the fees payable to WCG Wealth Advisors, LLC for their
investment advisory services.

Item 11: Code of Ethics, Participation or Interest in Client Transactions and Personal Trading

WCG Wealth Advisors, LLC maintains a Code of Ethics, which serves to establish a standard of business conduct for all
employees that are based upon fundamental principles of openness, integrity, honesty, and trust.

The Code of Ethics includes guidelines regarding personal securities transactions of its employees and Investment
Adviser Representatives. WCG’s Code of Ethics permits employees and Investment Adviser Representatives or related
persons to invest for their own personal accounts in the same or different securities that an IAR may purchase for
clients in program accounts.

This presents a potential conflict of interest because trading by an employee or an IAR in their personal securities
account in the same or different security on or about the same time as trading by a client could potentially
disadvantage the client. WCG Wealth Advisors, LLC addresses this conflict of interest by requiring in its Code of Ethics
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that employees and IARs report certain personal securities transactions and holdings to the Chief Compliance Officer
for review.

An Investment Adviser Representative is considered a fiduciary. As a fiduciary, it is an investment adviser’s
responsibility to provide fair and full disclosure of all material facts and to act solely in the best interest of each of our
clients always. We have a fiduciary duty to all clients. Our fiduciary duty is considered the core underlying principle for
our Code of Ethics which also includes Insider Trading and Personal Securities Transactions Policies and Procedures.
We always require all our supervised persons to conduct business with the highest level of ethical standards and to
comply with all federal and state securities laws. Upon employment or affiliation and at least annually thereafter, all
supervised persons will sign an acknowledgment that they have read, understand, and agree to comply with our Code
of Ethics. Our firm and supervised persons must conduct business in an honest, ethical, and fair manner and avoid all
circumstances that might negatively affect or appear to affect our duty of complete loyalty to all clients. This disclosure
is provided to give all clients a summary of our Code of Ethics. However, if a client or a potential client wishes to review
our Code of Ethics in its entirety, a copy will be provided promptly upon request.

WCG and its associated persons may buy or sell securities at the same time and in the same securities as Clients, which
can create a conflict of interest. In order to mitigate conflicts of interest, such as frontrunning, no less than quarterly,
the personal holdings of its affiliated persons are reviewed. These reviews ensure that the personal trading of affiliated
persons does not disadvantage Clients of WCG.

Neither WCG Wealth Advisors, LLC nor a related person recommends to clients, or buys or sells for client accounts,
any securities in which WCG or a related person has a material financial interest.

Item 12: Brokerage Practices

We recommend the brokerage and custodial services of LPL Financial LLC, Charles Schwab & Co., Inc., or Fidelity
Brokerage Services, LLC. (whether one or more "Custodians"). Your assets must be maintained in an account at a
“qualified custodian,” generally a broker-dealer or bank. In recognition of the value of the services the Custodian
provides, you may pay higher commissions and/or trading costs than those that may be available elsewhere.

We seek to recommend a custodian/broker that will hold your assets and execute transactions on terms that are,
overall, the most favorable compared to other available providers and their services. We consider various factors,
including:

e Capability to buy and sell securities for your account itself or to facilitate such services.
o The likelihood that your trades will be executed.

e Availability of investment research and tools.

e The overall quality of services.

e Competitiveness of price.

e Reputation, financial strength, and stability.

e Existing relationship with our firm and our other clients.

Research and Other Soft Dollar Benefits

In selecting or recommending a broker-dealer, we will consider the value of research and additional brokerage
products and services a broker-dealer has provided or will provide to our clients and our firm. Receipt of these
additional brokerage products and services are considered to have been paid for with "soft dollars." Because such
services could be considered to provide a benefit to our firm, we have a conflict of interest in directing your brokerage
business. We could receive benefits by selecting a particular broker-dealer to execute your transactions, and the
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transaction compensation charged by that broker-dealer might not be the lowest compensation we might otherwise
be able to negotiate.

Products and services that we may receive from broker-dealers may consist of research data and analyses, financial
publications, recommendations, or other information about particular companies and industries (through research
reports and otherwise), and other products or services (e.g., software and databases) that provide lawful and
appropriate assistance to our firm in the performance of our investment decision-making responsibilities. Consistent
with applicable rules, brokerage products, and services consist primarily of computer services and software that permit
our firm to effect securities transactions and perform functions incidental to transaction execution. We use such
products and services in our general investment decision-making, not just for those accounts for which commissions
may be considered to have been used to pay for the products or services.

The test for determining whether a service, product, or benefit obtained from or at the expense of a broker constitutes
"research" under this definition is whether the service, product, or benefit assists our firm in investment decision-
making for discretionary client accounts. Services, products, or benefits that do not assist in investment decision-
making for discretionary client accounts do not qualify as "research." Also, services, products, or benefits that are used
in part for investment decision-making for discretionary client accounts and in part for other purposes (such as
accounting, corporate administration, recordkeeping, performance attribution analysis, client reporting, or investment
decision- making for WCG's own investment accounts) constitute "research" only to the extent that they are used in
investment decision-making for discretionary client accounts.

Before placing orders with a particular broker-dealer, we determine that the commissions to be paid are reasonable
in relation to the value of all the brokerage and research products and services provided by that broker-dealer. In some
cases, the commissions charged by a particular broker for a particular transaction or set of transactions may be greater
than the amounts charged by another broker-dealer that did not provide research services or products.

We do not exclude a broker-dealer from receiving business simply because the broker-dealer does not provide our
firm with soft-dollar research products and services. However, we may not be willing to pay the same commission to
such a broker-dealer as we would have paid had the broker-dealer provided such products and services.

The products and services we receive from broker-dealers will generally be used in servicing all of our clients' accounts.
Our use of these products and services will not be limited to the accounts that paid commissions to the broker-dealer
for such products and services. In addition, we may not allocate soft dollar benefits to your accounts proportionately
to the soft dollar credits the accounts generate. As part of our fiduciary duties to you, we always endeavor to put your
interests first. You should be aware that the receipt of economic benefits by our firm is considered to create a conflict
of interest.

We have instituted certain procedures governing soft dollar relationships including preparation of a brokerage
allocation budget, mandated reporting of soft dollar irregularities, an annual evaluation of soft dollar relationships,
and an annual review of our brochure to ensure adequate disclosures of conflicts of interest regarding our soft dollar
relationships.

Economic Benefits

As a registered investment adviser, we have access to the institutional platform of your account custodian. As such,
we will also have access to research products and services from your account custodian and/or other brokerage firms.
These products are in addition to any benefits or research we pay for with soft dollars, and may include financial
publications, information about particular companies and industries, research software, and other products or services
that provide lawful and appropriate assistance to our firm in the performance of our investment decision-making
responsibilities. Such research products and services are provided to all investment advisers that utilize the
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institutional services platforms of these firms and are not considered to be paid for with soft dollars. However, you
should be aware that the commissions charged by a particular broker for a particular transaction or set of transactions
may be greater than the amounts another broker who did not provide research services or products might charge.

LPL Financial

WCG receives support services and/or products from LPL Financial, many of which assist the Advisor to better monitor
and service program accounts maintained at LPL Financial; however, some of the services and products benefit Advisor
and not client accounts. These support services and/or products may be received without cost, at a discount, and/or
at a negotiated rate, and may include the following:

e Investment-related research

e  Pricing information and market data

e Software and other technology that provide access to client account data

e Compliance and/or practice management-related publications

e  Consulting services

e Attendance at conferences, meetings, and other educational and/or social events

e  Marketing support

e Computer hardware and/or software

e Other products and services used by Advisor in furtherance of its investment advisory business operations

LPL may pay for some or all of third-party support services fees if provided by a third-party. These support services are
provided to Advisor based on the overall relationship between Advisor and LPL Financial. It is not the result of soft
dollar arrangements or any other express arrangements with LPL Financial that involves the execution of client
transactions as a condition to the receipt of services. Advisor will continue to receive the services regardless of the
volume of client transactions executed with LPL Financial. Clients do not pay more for services as a result of this
arrangement. There is no corresponding commitment made by the Advisor to LPL or any other entity to invest any
specific amount or percentage of client assets in any specific securities as a result of the arrangement. However,
because Advisor receives these benefits from LPL Financial, there is a potential conflict of interest. The receipt of these
products and services presents a financial incentive for Advisor to recommend that its clients use LPL Financial’s
custodial platform rather than another custodian’s platform.

LPL Financial Transition Assistance Benefits

LPL Financial provides various benefits and payments to Dually Registered Persons that are new to the LPL Financial
platform to assist the representative with the costs (including foregone revenues during account transition) associated
with transitioning his or her business to the LPL Financial platform (collectively referred to as “Transition Assistance”).
The proceeds of such Transition Assistance payments are intended to be used for a variety of purposes, including but
not necessarily limited to, providing working capital to assist in funding the Dually Registered Person’s business,
satisfying any outstanding debt owed to the Dually Registered Person’s prior firm, offsetting account transfer fees
(ACATSs) payable to LPL Financial as a result of the Dually Registered Person’s clients transitioning to LPL Financials’
custodial platform, technology set-up fees, marketing and mailing costs, stationary and licensure transfer fees, moving
expenses, office space expenses, staffing support, and termination fees associated with moving accounts. The amount
of the Transition Assistance payments are often significant in relation to the overall revenue earned or compensation
received by the Dually Registered Person at [his/her] prior firm. Such payments are generally based on the size of the
Dually Registered Person’s business established at [his/her] prior firm and/or assets under custody on the LPL Financial.
Please refer to the relevant Part 2B brochure supplement for more information about the specific Transition Payments
your representative receives.
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Transition Assistance payments and other benefits are provided to associated persons of WCG in their capacity as
registered representatives of LPL Financial. However, the receipt of Transition Assistance by such Dually Registered
Persons creates conflicts of interest relating to WCG’s advisory business because it creates a financial incentive for
WCG's representatives to recommend that its clients maintain their accounts with LPL Financial. In certain instances,
the receipt of such benefits is dependent on a Dually Registered Person maintaining its clients’ assets with LPL
Financial, and therefore WCG has an incentive to recommend that clients maintain their account with LPL Financial in
order to generate such benefits.

WCG attempts to mitigate these conflicts of interest by evaluating and recommending that clients use LPL Financials’
services based on the benefits that such services provide to our clients, rather than the Transition Assistance earned
by any particular Dually Registered Person. WCG considers LPL Financial’s services based on the quality and pricing of
the execution, benefits of an integrated platform for brokerage and advisory accounts, and other services provided by
LPL Financial.

WCG may consider net improvement price and quality of service when recommending or requiring that clients
maintain accounts with LPL Financial. Clients should be aware of this conflict and take it into consideration in making
a decision whether to custody their assets in a brokerage account at LPL Financial.

Oversight Fees for Assets Held Away from LPL

As stated previously, many individuals associated with WCG are licensed as registered representatives of LPL Financial.
As a result of this licensing relationship, LPL Financial is responsible for supervising certain activities of WCG to the
extent WCG manages assets at a broker/dealer and custodian other than LPL Financial. LPL Financial charges a fee for
this oversight. This presents a conflict of interest in that WCG has a financial incentive to recommend that you maintain
your account with LPL Financial rather than another custodian in order to avoid the oversight fee. However, to the
extent WCG recommends you use LPL Financial for such services, it is because WCG believes that it is in your best
interest to do so based on the quality and pricing of the execution, benefits of an integrated platform for brokerage
and advisory accounts, and other services provided by LPL Financial. As discussed previously, certain associated
persons of the advisor are registered representatives of LPL Financial.

As a result of this relationship, LPL Financial may have access to certain confidential information (e.g., financial
information, investment objectives, transactions, and holdings) about Advisor's clients, even if the client does not
establish any account through LPL. If you would like a copy of the LPL Financial Privacy policy, please contact your IAR.

Schwab- Your Custody and Brokerage Costs

For our clients’ accounts it maintains, Schwab generally does not charge you separately for custody services but is
compensated by charging you commissions or other fees on trades that it executes or that settle into your Schwab
account. In addition to commission rates, Schwab charges you a flat dollar amount as a “prime broker” or “trade away”
fee for each trade that we have executed by a different broker-dealer but where the securities bought or the funds
from the securities sold are deposited (settled) into your Schwab account. These fees are in addition to the commission
or other compensation you pay the executing broker-dealer. Because of this, in order to minimize your trading costs,
we have Schwab execute most trades for your account.

Schwab Advisor Services

Schwab Advisor Services (formerly called Schwab Institutional) is Schwab’s business serving independent investment
advisory firms like ours. They provide us and our clients with access to its institutional brokerage — trading, custody,
reporting, and related services — many of which are not typically available to Schwab retail customers. Schwab also
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makes available various support services. Some of those services help us manage or administer our clients” accounts
while others help us manage and grow our business. Schwab’s support services are generally available on an
unsolicited basis (we do not have to request them) and at no charge to us.

Services that Benefit You

Schwab’s institutional brokerage services include access to a broad range of investment products, execution of
securities transactions, and custody of client assets. The investment products available through Schwab include some
to which we might not otherwise have access or that would require a significantly higher minimum initial investment
by our clients. Schwab’s services described in this paragraph generally benefit you and your account.

Services that May Not Directly Benefit You

Schwab also makes available to us other products and services that benefit us but may not directly benefit you or your
account. These products and services assist us in managing and administering our clients’ accounts. They include
investment research, both Schwab’s own and that of third parties. We may use this research to service all or some
substantial number of our clients” accounts, including accounts not maintained at Schwab. In addition to investment
research, Schwab also makes available software and other technology that:

e Provide access to client account data (such as duplicate trade confirmations and account statements).
e Facilitate trade execution and allocate aggregated trade orders for multiple client accounts.

e Provide pricing and other market data; facilitates payment of our fees from our clients” accounts; and
e Assist with back-office functions, recordkeeping, and client reporting.

Services that Generally Benefit Only Us

Schwab also offers other services intended to help us manage and further develop our business enterprise. These
services include:

e Educational conferences and events.

e Technology, compliance, legal, and business consulting.

e Publications and conferences on practice management and business succession.

e Access to employee benefits providers, human capital consultants, and insurance providers.
e Discount of up to $4,250 on PortfolioCenter® Reporting Software.

Schwab may provide some of these services itself. In other cases, it will arrange for third-party vendors to provide the
services to us. Schwab may also discount or waive its fees for some of these services or pay all or a part of a third-
party’s fees. Schwab may also provide us with other benefits such as occasional business entertainment for our
personnel.

Our Interest in Schwab’s Services

The availability of these services from Schwab benefits us because we do not have to produce or purchase them. These
services may give us an incentive to recommend that you maintain your account with Schwab based on our interest in
receiving Schwab’s services that benefit our business rather than based on your interest in receiving the best value in
custody services and the most favorable execution of your transactions. This is a potential conflict of interest. We
believe, however, that our selection of Schwab as custodian and broker is in the best interests of our clients. It is
primarily supported by the scope, quality, and price of Schwab’s services (based on the factors discussed above — see
“The Custodian and Broker We Use”) and not Schwab’s services that benefit only us. We do not believe that
maintaining our client's assets at Schwab for services presents a material conflict of interest.
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Fidelity Brokerage Services, LLC

WCG has an arrangement with Fidelity Brokerage Services, LLC (together with all affiliates, "Fidelity") through which
Fidelity provides Adviser with Fidelity's "platform" services. The platform services include, among others, brokerage,
custodial, administrative support, record keeping, and related services that are intended to support firms like WCG in
conducting business and in serving the best interests of their clients. Fidelity charges brokerage commissions and
transaction fees for effecting certain securities transactions (i.e., transaction fees are charged for certain no-load
mutual funds and commissions are charged for individual equity and debt securities transactions). Fidelity enables
WCG to obtain many no-load mutual funds without transaction charges and other no-load funds at nominal transaction
charges. Fidelity's commission rates are generally considered discounted from customary retail commission rates.
However, the commissions and transaction fees charged by Fidelity may be higher or lower than those charged by
other custodians and broker-dealers. As part of the arrangement, Fidelity also makes available to WCG, at no additional
charge, certain research, and brokerage services, including research services obtained by Fidelity directly from
independent research companies, as selected by WCG (within specified parameters).

These research and brokerage services include:

e  Provide access to client account data (such as trade confirmations and account statements).
e Facilitate trade execution and allocate bundled trade orders for multiple client accounts).

e Provide research, pricing, and other market data.

e  Facilitate payment of WCG's fees from its clients' accounts.

e Assist with back-office functions, recordkeeping, and client reporting.

e Compliance, legal and business consulting; and

e  Publications, and conferences on practice management and business succession.

As a result of receiving such services for no additional cost, WCG may have an incentive to continue to use or expand
the use of Fidelity's services. WCG examined this potential conflict of interest when it chose to enter into the
relationship with Fidelity and has determined that the relationship is in the best interests of its clients and satisfies its
client obligations, including its duty to seek the best execution. WCG and Fidelity are not affiliated, nor is there any
broker-dealer affiliation between WCG and Fidelity. Brokerage for Client Referrals.

We do not receive client referrals from broker-dealers in exchange for cash or other compensation, such as brokerage
services or research.

Directed Brokerage Block Trades

In some cases, we do not combine multiple orders for shares of the same securities purchased for advisory accounts
we manage (the practice of combining multiple orders for shares of the same securities is commonly referred to as
"block trading"). Accordingly, you may pay different prices for the same securities transactions than other clients pay.
Furthermore, we may not be able to buy and sell the same quantities of securities for you and you may pay higher
commissions, fees, and/or transaction costs than other clients.

Trading Error
In the event a trading error occurs in your account, our policy is to restore your account to the position it should have

been in had the trading error not occurred. Depending on the circumstances, corrective actions may include canceling
the trade, adjusting an allocation, and/or reimbursing the account.
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Mutual Fund Share Classes

Mutual funds are sold with different share classes, which carry different cost structures. Each available share class is
described in the mutual fund's prospectus. When we purchase, or recommend the purchase of, mutual funds for a
client, we select the share class that is deemed to be in the client’s best interest, taking into consideration cost, tax
implications, and other factors. When the fund is available for purchase at net asset value, we will purchase, or
recommend the purchase of, the fund at net asset value. We also review the mutual funds held in accounts that come
under our management to determine whether a more beneficial share class is available, considering cost, tax
implications, and the impact of contingent deferred sales charges.

ltem 13: Review of Accounts

For those clients to whom WCG provides investment advisory services, account reviews are conducted at least annually
by its IARs. All investment advisory clients are advised that it remains their responsibility to advise their IAR of any
changes in his/her/its financial situation, investment objectives, and/or risk tolerance. All clients (in person, via virtual
meeting, or by telephone) are encouraged to discuss and review all such changes with their IAR on an annual basis.
Clients who do not respond to requests to meet will be sent a communication via mail or email to help them
understand their current financial position and assist their IAR in the continued management of the account(s).

IARs can or will conduct account reviews on an other-than-periodic basis upon the occurrence of a triggering event,
such as a change in a client's financial situation, investment objectives, risk tolerance, market corrections, and client
request.

As mentioned previously, WCG has a dedicated Financial Planning department (“ARC”) that generates financial plans
based on the client's goals and objectives that have been discussed with the WCG Financial Advisor. ARC or financial
planners on WCG financial advisor teams prepare the financial plans with review by ARC/ WCG Financial Advisor before
the presentation of the plan to the client.

Financial planning clients do not receive reviews of their written plans unless they take action to schedule a financial
consultation with their IAR. WCG does not provide ongoing services to Comprehensive Financial Planning or Hourly
Consulting clients unless they separately contract with WCG for a post-financial plan meeting or an update to their
initial written financial plan.

Retirement Plan Consulting clients receive reviews of their pension plans for the duration of the pension consulting
service. IARs also provide ongoing services to pension consulting clients where we meet with such clients upon their
request to discuss changes to their circumstances and resulting updates to their plans.

Clients are provided, at least quarterly, with written transaction confirmation notices and regular written summary
account statements directly from the broker-dealer/custodian and/or program sponsor for the client accounts. WCG
Wealth Advisors, LLC may also provide a written periodic report summarizing account activity and performance.

Item 14: Client Referrals and Other Compensation

WCG Wealth Advisors, LLC receives an economic benefit from LPL Financial in reimbursement for marketing-related
expenses. Please see the detailed discussion of the categories of marketing-related expenses and potential conflicts
of interest in Item 12 Brokerage Practices.

WCG Wealth Advisors, LLC, and employees receive additional compensation from product sponsors. However, such
compensation may not be tied to the sales of any products. Compensation may include such items as gifts valued at
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less than $100 annually, an occasional dinner or ticket to a sporting event, or reimbursement in connection with
educational meetings with their IAR, client workshops or events, marketing events, or advertising initiatives, including
services for identifying prospective clients. Product sponsors may also pay for, or reimburse WCG Wealth Advisors, LLC
for the costs associated with, education or training events that may be attended by WCG Wealth Advisors, LLC
employees, and IARs, and for WCG Wealth Advisors, LLC sponsored conferences and events. WCG Wealth Advisors,
LLC does not directly or indirectly compensate any person who is not a supervised person for client referrals.

WCG Wealth Advisors, LLC (“WCG”) may enter into written agreements with third parties (“Promoters”) to pay a flat
fee or a percentage of advisory fees for client referrals in the future. Such arrangements create a conflict of interest,
as Promoters would have a financial incentive to recommend WCG. Any such arrangements will be structured to
comply with the SEC Marketing Rule (Rule 206(4)-1), including requirements that Promoters provide prospective
clients with written disclosure describing their relationship with WCG and the compensation received. WCG will
maintain written agreements with Promoters and implement reasonable oversight of such arrangements. Clients will
not pay higher advisory fees as a result of these arrangements unless otherwise disclosed.

WCG Insurance, LLC (an affiliated entity) is a licensed insurance agency, and in such capacity may offer for sale,
insurance-related products on a commission basis, including the sale of such products to investment advisory clients
of WCG. WCG Financial Advisors providing advice may be licensed insurance agents. Normal commissions from
insurance products are earned and paid by insurance companies to WCG Financial Advisors when such products are
placed directly with their clients. Insurance products offered through various insurance vendors are often
recommended to clients of WCG to minimize clients’ exposure to identified risks. Although clients are under no
obligation to purchase insurance products or utilize the companies recommended by WCG, clients often do purchase
such products when the needs arise. For clients of WCG who do purchase such products, causing commissions or
recurring revenue to be generated, such commissions or recurring revenue are paid to the WCG Financial Advisors.

There are no other economic benefits provided by someone who is not a client for providing investment advice.

WCG Wealth Advisors, LLC may receive referral fees from other third-party managers when we refer clients. Thus, we
have a conflict of interest in our decision to recommend a third-party manager that pays WCG Wealth Advisors, LLC a
referral fee. At all times, WCG Wealth Advisors, LLC will act in the best interest of the client when recommending a
third-party manager.

When a client is referred to a third-party manager by us, we will provide the client with a copy of the third-party
manager’s Form ADV Part 2 Disclosure Brochure, if WCG is an unaffiliated registered investment adviser firm, as
required by the Investment Advisers Act of 1940.

The referral agreements between WCG Wealth Advisors, LLC, and any third-party manager we refer a client to will not
result in any charges to clients in addition to the normal level of advisory fees charged.

LPL Financial

WCG and/or its Dually Registered Persons are incented to join and remain affiliated with LPL Financial and to
recommend that clients establish accounts with LPL Financial through the provision of Transition Assistance (discussed
in Item 12 above). LPL also provides other compensation to WCG and its Dually Registered Persons, including but not
limited to, bonus payments, repayable and forgivable loans, stock awards, and other benefits.

The receipt of any such compensation creates a financial incentive for your representative to recommend LPL Financial
as custodian for the assets in your advisory account. We encourage you to discuss any such conflicts of interest with
your representative before making a decision about the custody of your assets at LPL Financial.
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The Advisor receives asset-based advisory fees as a result of its clients’ participation in the LPL-sponsored programs.
The amount of these fees can be more or less than what WCG would receive if a client participated in other LPL
programs or paid separately for investment advice, brokerage, and other client services. Additionally, WCG or one or
more of its IARs will receive all or a portion of certain third-party fees that are paid by program clients. Therefore, WCG
has a financial incentive when recommending that its clients open an account under the LPL- managed account
program. As part of WCG’s fiduciary duty to its clients, WCG and its IARs will endeavor at all times to put the interest
of the clients first and will only make recommendations when they are reasonably believed to be in the best interests
of the client. Please refer to Item 5 of this Brochure for further details regarding fees.

Charles Schwab & Co., Inc.- Institutional

In addition, WCG receives an economic benefit from Schwab in the form of the support products and services it makes
available to us and other independent investment advisers whose clients maintain their accounts at Schwab. These
products and services, how they benefit us, and the related conflicts of interest are described above (see Item 12 -
Brokerage Practices). The availability to WCG of Schwab's products and services is not based on us giving particular
investment advice, such as buying particular securities for our clients.

As disclosed under the Fees and Compensation section in this brochure, persons providing investment advice on behalf
of our firm are licensed insurance agents. For information on the conflicts of interest this presents, and how we address
these conflicts, refer to the Fees and Compensation section.

WCG does not receive any compensation from any third-party in connection with providing investment advice to you
nor do we compensate any individual or firm for client referrals.

Refer to the Brokerage Practices section above for disclosures on research and other benefits we may receive resulting
from our relationship with your account custodian.

Item 15: Custody

As paying agent for our firm, your independent custodian will directly debit your account(s) for the payment of our
advisory fees. This ability to deduct our advisory fees from your accounts causes our firm to exercise limited custody
over your funds or securities. WCG Wealth Advisors, LLC does not have physical custody of any of your funds and/or
securities. Your funds and securities will be held with a bank, broker-dealer, or other qualified custodians. You will
receive account statements from the qualified custodian(s) holding your funds and securities at least quarterly. The
account statements from your custodian(s) will indicate the amount of our advisory fees deducted from your
account(s) each billing period. You should carefully review account statements for accuracy.

WCG Wealth Advisors, LLC urges you to carefully review the statements provided by the custodian and compare such
official custodial records to the account statements that may be provided by WCG Wealth Advisors, LLC.

[tem 16: Investment Discretion

The client can determine to engage WCG Wealth Advisors, LLC to provide investment advisory services on a
discretionary basis. Prior to WCG Wealth Advisors, LLC assuming discretionary authority over a client’s account, the
client shall be required to execute an Investment Advisory Agreement, naming WCG Wealth Advisors, LLC as the
client’s attorney and agent in fact, granting WCG Wealth Advisors, LLC full authority to buy, sell, or otherwise affect
investment transactions involving the assets in the client’s name found in the discretionary account.

Accounts that utilize third-party money managers may be managed on a discretionary or non-discretionary basis.
For non-discretionary accounts, WCG Wealth Advisors, LLC will discuss the investments to be purchased or sold
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for the client’s account(s) and will obtain client approval before any changes are made while staying within the
parameter of the Investment Policy Statement mutually agreed upon by the client and WCG Wealth Advisors,
LLC.

Item 17: Voting Client Securities

WCG Wealth Advisors, LLC does not vote client proxies, however, third-party money managers selected or
recommended by our firm may vote proxies for clients. Clients will otherwise receive their proxies or other solicitations
directly from their custodian. Clients may contact WCG Wealth Advisors.

WCG does not take any action or render any advice concerning any securities held in any accounts that are named in
or subject to class action lawsuits or whether you are eligible to participate in class action settlements or litigation nor
do we initiate or participate in litigation to recover damages on your behalf for injuries because of actions, misconduct,
or negligence by issuers of securities held by you. We do, however, forward to clients any information that we receive
regarding class action legal matters involving any security held in client accounts.

ltem 18: Financial Information

WCG Wealth Advisors, LLC does not require or solicit prepayment of more than $1,200 in fees per client, six months
or more in advance.

There are no financial conditions that are reasonably likely to impair WCG’s ability to meet contractual commitments
to clients.

At no time has WCG Wealth Advisors, LLC been the subject of a bankruptcy petition.
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Wealth Advisors, LLC. If you have any questions about the contents of this brochure, please contact WCG Wealth
Advisors, LLCat(702) 263-1919 orcompliance @wealthcg.com. The informationinthis brochure has notbeen approved

or verified by the United States Securities and Exchange Commission (“SEC”) or by any state securities authority.
Registration does not imply a certain level of skill or training.

Additional information about WCG Wealth Advisors, LLC is also available on the SEC’s website at
www.adviserinfo.sec.gov.
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[tem 2: Summary of Material Changes

Form ADV Part 2 requires registered investment advisers to amend their Brochures when information becomes
materially inaccurate. If there are any material changes to anadviser's disclosure brochures, the adviser is required
to notify you and provide you with a description of the material changes.

WCG has one material change since our last Firm Brochure dated March 31, 2026:

Item 9: Additional Information

WCGwill ensure that you receive a summary of any material changes to this and subsequent Brochures within 120
days of the close of our business’ fiscal year. WCG may further provide other ongoing disclosure information about
material changes, as necessary. WCG will further provide you with a new Brochure as necessary based on changes or

new information, at any time, without charge.

Currently, our Disclosure Brochure may be requested by contacting WCG at (702) 263-1919 or
compliance@wealthcg.com.

Additionalinformation about WCG Wealth Advisors, LLCis also available via the SEC’s website www.adviserinfo.sec.gov.
The SEC’s website also provides information about any persons affiliated with WCG Wealth Advisors, LLC who are
registered or are required to be registered, as Investment Adviser Representatives of WCG Wealth Advisors, LLC.
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ltem 4: Services, Fees, and Compensation
Services

WCG Wealth Advisors, LLC (“Advisor” and “WCG”) d/b/a The Wealth Consulting Group offers asset management
services based onthe individual needs ofthe client. This Brochure describesthe advisoryservices offered under WCG
Wrap Accounts. WCG can participate in wrap fee programs sponsored by other firms. For more information about the
Advisor's other investment advisory services, please contact the Advisor for a copy of a similar brochure or visit
www.adviserinfo.sec.gov.

In WCGWrapAccounts, Advisor provides ongoing investment advice and management of assetsinthe client’saccount.
Advisor provides advice on the purchase and sale of various types of investments, such as mutual funds, exchange-
traded funds (“ETFs”), variable annuity subaccounts, equities, and fixed-income securities. Advisor provides advice
that is tailored to the individual needs of the client based on the investment objective chosen by the client. Clients
may impose restrictions on investing in certain securities or groups of securities by indicating in the written advisory
agreement with Advisor.

The Advisor provides management services on a discretionary or non-discretionary basis. The client may authorize the
Advisor to have discretion on the advisory agreement. All accounts are managed by the Investment Adviser
Representative (“IAR”) according to the Investment objective for the accounts. Advisor provides ongoing
supervision over the IAR managing an account.

The IAR may delegate portfolio management responsibilities to the Advisor using one of the Advisor’s model portfolios.
This sub-advisor is a separate offering consisting of portfolio design, investment consulting, trade execution, and
portfolio rebalancing services. The sub-advisor utilizes the account custodianand services are provided through WCG
through a separate written agreement. IARs of Advisor are under no obligation to utilize these services and WCG
Clients who utilize this service are not charged a separate fee. The IARs pay for these services themselves as a
business expense.

Assets formost program accounts are held atLPLFinancial (“LPL”), Charles Schwab & Co., Inc., and Fidelity Brokerage
Services, LLC as custodian(s). Other accounts and accounts that are managed by a third party may be custodied by a
separate custodian.

Fees

In WCG Wrap Accounts, clients pay advisors a single annual advisory fee for advisory services and execution of
transactions. Clients do not pay brokerage commissions, markups, or transaction charges for the execution of
transactions in addition to the advisory fee. The advisory fee is negotiable betweenthe client and the Advisor and
is setout in the advisory agreement. The advisory fee is a percentage based on the value of all assetsin the
account, including cash holdings. The maximum advisory fee charged by WCG is 2.5%. Fees for similarly situated
accounts will differ dueto the negotiation of the advisory fee with the IAR, the size of the account, the
complexity of the client's servicing needs, long-term or family relationship with the IAR, and services requested
and time commitment. Fees may also be waived for employees orrelatives of the advisor. The advisory fee may
be higher than the fee charged by other investment advisers for similar services. The advisory fee is paid to Advisor
andis sharedbetween Advisor and its associated persons. Advisor does not accept performance-basedfeesfor program
accounts.

Asset-Based Pricing (“ABP”) Fee

WCG advisors can choose an Asset-Based Fee (ABP) through accounts custodied at LPL Financial or
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transaction-based pricing. An ABP fee is a percentage charge on the dollar amount of assets in the account
in lieu of individual transaction fees on trades executed in the account. The ABP is in addition to the
advisory fee charged by the WCG Financial Advisor and in addition to the administrative fee (where
applicable). The asset-based fees applicable to your account were negotiated based on the total amount of
assets collectively maintained with the custodian of the assets. The ABP is calculated and paid to the
custodian directly each month and is used to cover the transaction expenses to implement and trade the
individual investment positions in the account.

Transaction-Based Pricing (“TBP”) fee: Schwab, Fidelity and LPL offer custodial transaction-based pricing fees.
The custodial transaction-based charges are billed by and paid to the custodian, ontrade date, when a
transaction is executed through the custodian and is based on the specific security or investment involved in the
transaction. Custodial transaction-based chargesare deducted from WCG’s wrap fee. The custodial transaction-
based charges covervarious transaction costs, such as mutual fund fees, brokerage commissions and mark-
ups/mark-downs for fixed-income securities.

WCG's advisory fees are billed in advance or in arrears.

Itis important to note that the feeschargedto clients canvary based onthe investment adviser representative
advising the account. An advisor may negotiate the feesat their sole discretion with the client, based on the
complexity of the customer’s situation, the scope of services provided, time commitment, and the experience and
expertise of the advisor. Please note the Advisor may group certain related Client accounts, oftenknown as
“householding”, for the purposes of achieving the minimum account size and determining the annualized fee.
The advisory fee will be disclosedas an“Exhibit A” attachedto the investment management agreement. In addition,
fee schedules are set forthby the platform provider and agreed upon and monitored by WCG in their sole discretion
with the client, so long as such fees fall within the ranges approved by the Advisor.

WCG will bill you for our investment advice through LPL Financial’s billing system, or through our third-party billing
systems. For clients who are billed based on a percentage of account assets, quarter-end fee assessments will be
calculated using one of the following methodologies:

e Using the LPL Financial system, the fee is calculated by taking the value of the account (based on the fair
market value as assessed by the qualified custodian onthe last day of the quarter) and multiplying that
value by your advisory fee, the result is then divided by 360, representing days per accounting year and
multiplying that result by the number of days inthe month (based on 30 days in the month).

e Using the third-party systems, the fee is calculated the same way except based on 365/366 days per
accounting year and the actual days in the month.

Note: LPL’squarter-endfee assessment is basedonthe settlement date, while the third-party assessment is based on
the valuation as of the last day of the quarter. Because of the different accounting methods, there may be slight
variances in your assessed investment advisory fee. However, both methods are acceptable accounting practices. If
you have any questions regarding the differencesin fee calculation methods or how your fees are assessed, you are
highly encouraged to contact WCG for further guidance.

The advisory feeis deducted fromthe accountby the custodianof the assets based ona written authorization
fromthe client. The custodian calculates and deducts the advisory fee quarterly in advance orarrears. If the advisory
agreement is terminated beforethe end of the quarterly period, the client is entitled to a pro-ratedrefund of any
pre-paid quarterly advisory fee based on the number of days remaining inthe quarter after the termination date.

Generally, advisoryfeesassessed by WCGdo notinclude the manager'sfee, nordoesit include brokerage commissions
and othertrading costs of transactions (such as mark-ups and mark-downs); mutual fund 12b-I fees; sub-transfer
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agent, networking, and omnibus processing fees; transfer taxes, fund management fees, and administrative servicing
fees; certain deferred sales charges on previously purchased mutual funds and other transaction charges and service
fees, IRA and Qualified Retirement Plan fees; administrative servicing fees fortrust accounts; and other taxesand
chargesrequired by law or imposed by exchanges or regulatory bodies. Fees forthese platformsare found in the
sponsor's or manager's Form ADV.

Further information regarding fees and charges assessed by mutual funds, variable annuities, and exchange-traded
funds that are passed on to a client is outlined in the sponsor's or manager's Form ADV and in that mutual fund's or
annuity's prospectus and other disclosure documents, which are available upon request by contacting your IAR.

Important information relatedto the feesforall available investment platformsisdescribed in additional detail below.
LPL Financial (“LPL”) SWM Platform:

Transaction costs are included in a single feethat covers both advisory fees and transaction costs, the latter of
which is paid by the adviser. As described previously, WCG has the option to negotiate with the custodianfora
flat basis point orflatfeeto coverallof the transactioncharges orwill paythe standard transactionfees. Itisimportant
to remember that the IAR can charge a higher overall advisory fee in order to offset their cost for the transaction
charges involvedin the management of the portfolio. Transactionfees vary by broker and/or custodianand canvary
by IAR. Please ask your IAR for details on transaction fees and/or commissions specific to your account.

The appropriateness of a SWM WRAP account can depend on several factors, including, among other things, client
investment objectives and financial situation, frequency of withdrawals from the accounts, the IAR's investment
strategies and trading patterns including the frequency of trading and the number and size of the transactions.
Clients should consider that depending upon the level of the fee charges, the amount of portfolio activity in their
accounts, the value of services that are provided, and other factors, SWMcan exceedthe aggregatecost of services
if they were to be provided separately. Atransaction-based pricing arrangement can be more cost-effective foraccounts
that do not experience frequent trading activity or client withdrawals whichwouldincrease the number of transactions.
WCG primarily utilizes mutual funds that are part of the custodian's No-Transaction Fee (NTF) platform. This
platform allows WCG to buy mutual funds without transaction fees being charged to the account. The client may
still pay fees associated with mutual fund family fees that are described in their prospectus and the custodian's fee
disclosure. Although clients do not pay a transactioncharge fortransactions in aSWM account, clients should be
aware that WCGcan pay LPL transactioncharges forthosetransactions. The transactioncharges paid by Advisor vary
based on the type of transaction(e.g., mutual fund, equity, or ETF) and for mutual funds based on whether or
not the mutual fund pays 12b-1 feesand/orrecordkeeping feesto LPL. Because the Advisor pays the transaction
chargesinSWMaccounts, there is a conflict of interest in cases where the mutualfund is offeredat both $0 and $26.50.
Clients should understand that the costto WCG of transaction charges may be a factor that the Advisor considers
when deciding which securities to select and how frequently to place transactions in a SWM account.

In many instances, LPL makes available mutual funds in a SWM account that offervarious classes of shares,
including shares designated as Class A Shares and shares designed for advisory programs, which can be titled, for
example, as"Class|," 'institutional," "retail," "service," "administrative" or"platform" share classes ("Platform Shares").
The Platform Share class offered for a particular mutual fund in SWM in many cases will not be the least expensive
share class that the mutual fund makes available and was selected by LPL in certain cases because the share class
pays LPL compensation forthe administrative and recordkeeping services LPL provides to the mutual fund. Client
should understand that another financial services firm may offer the same mutual fund at a lower overall cost to
the investor than is available through SWM.

Although WCG does not sell Class A share mutual funds, it is important to note that A Shares typically pay LPL a




12b-1 fee for providing brokerage-related services to the mutual funds. Platform Shares are generally not subject to
12b-1fees. As a result of the different expenses of the mutual fund shares classes, itis generally more expensive for
a client to own Class A Shares than Platform Shares. An investor in Platform Shares will pay lowerfees overtime
and keep more of his or her own investment returns than an investor who holds Class A Shares of the same fund.
Clients should considerany additional indirect expenses borne as a result of mutual fund fees when negotiating
and discussing with their Advisor the advisory fee for the management of anaccount.

As noted above, mutualfunds are sold with differentshare classes, whichcarry different cost structures. Eachavailable
share class is described in the mutual fund's prospectus. When WCG purchases, or recommends the purchase of,
mutual funds for a client, WCG selects the share class that is deemed to be in the client’s best interest, taking into
consideration cost, tax implications, and other factors. When the fund is available for purchase at net asset value,
WCG will purchase, or recommend the purchase of, the fund at net asset value. WCG also reviews the mutual funds
held in accounts that come under our management to determine whether a more beneficial share classis available,
considering cost, tax implications, and the impact of contingent deferred sales charges.

Other Types of Fees and Charges

Programaccountswillincuradditional feesand charges from parties other thanthe Advisor as notedbelow. These fees
and charges are in addition to the advisory fee paid to Advisor. Advisor does not share in any portion of these third-
party fees.

LPL Financial, as the broker-dealer providing brokerage and execution services on program accounts, and various
custodians will impose certain fees and charges. LPL notifies clients of these charges at account opening and makes
available a list of these fees and charges onits website at www.Ipl.com. The custodianthat holds the account will deduct
these fees and charges directly from the client’s program account.

Thereare otherfeesandchargesthatareimposed by otherthird parties thatapply to investments in programaccounts.
Some of these fees and charges are described below.

e Ifa client’s assetsare invested in mutual funds or other pooled investment products, clients should be
aware that there will be two layers of advisoryfees and expenses forthose assets. Client will pay an advisory
fee to the fund manager and other expenses as a shareholder of the fund. Client will also pay Advisor the
advisory fee with respect to those assets. Most of the mutual funds available inthe program may be purchased
directly. Therefore, clients couldgenerally avoid the second layer of fees by not using the management services
of an Advisor and by making their own investment decisions.

e Certainmutualfunds impose feesand chargessuchas contingentdeferredsalescharges, earlyredemptionfees,
and charges forfrequent trading. These charges mayapply if the client transfers into orpurchasessucha fund
with the applicable charges in a program account.

Although only no-loadand load-waived mutual funds canbe purchased in a programaccount, as noted previously,
the client should understand that some mutual funds pay asset-basedsales charges or service fees (e.g., 12b-1
fees) to the custodian with respect to account holdings.

e If a client holds a variable annuity as part of an account, there are mortality, expense, and administrative
charges, fees foradditional riders onthe contract, and charges for excessive transfers within a calendar
year imposed by the variable annuity sponsor.

Further information regarding fees assessed by a mutual fund, or variable annuity is available in the appropriate
prospectus, which is available upon request from the Advisor or from the product sponsor directly.
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Other Important Considerations

e The advisory fee is an ongoing wrap fee for investment advisory services, the execution of transactions,
and other administrative and custodial services. The advisory fee may cost the client more than purchasing the
program services separately, for example, paying an advisory fee plus commissions for eachtransaction
in the account. Factorsthat bear upon the costofthe account in relation to the costof the same services
purchased separately include the type and size of the account, historical and orexpectedsize orthe number
of trades for the account, and number and range of supplementary advisory and client-related services
provided to the client.

e The advisory fee also may costthe client more than if assets were held in a traditional brokerage account.
Ina brokerage account, a client is chargeda commission foreachtransaction, and the representative has
no duty to provide ongoing advice with respect to the account. If the client plans to follow a buy-and-hold
strategy for the account or does not wish to purchase ongoing investment advice or management services,
the client should consider opening a brokerage account rather than a program account.

e The Advisor recommending the program to the client receives compensation as a result of the client’s
participation in the program. This compensation includes the advisory fee and also may include other
compensation, such as bonuses, awards, or other things of value offeredby LPL Financial to the Advisor
orits associated persons. The amount of this compensation maybe moreorless than whatthe Advisor would
receive if the client participatedin other LPL Financial programs, and programs of other investment advisors
or paid separately forinvestment advice, brokerage, and other client services. Therefore, the Advisor may
have a financial incentive to recommend a program account over other programs and services.

e The investment products available to be purchased in the program canbe purchased by clients outside of
a program account, through broker-dealers, or other investment firms not affiliated with Advisor.

Economic Benefits

As a registered investment adviser, WCG has access to the institutional platform of your account custodian. As such,
WCGwill also have accessto research products and services fromyouraccount custodianand/orotherbrokerage firms.
These products are in addition to any benefits or research WCG pay for with soft dollars, andmay include financial
publications, informationabout particularcompaniesandindustries, researchsoftware, and otherproducts or services
that provide lawful and appropriate assistance to our firm in the performance of ourinvestment decision-making
responsibilities. Such research products and services are provided to all investment advisers that utilize the
institutional services platforms of these firms and are not consideredto be paid for with soft dollars. However, you
should be aware that the commissions charged by a particular broker for a particular transactionor set of transactions
may be greater than the amounts another broker who did not provide research services or products might charge.

Charles Schwab & Co., Inc.- Institutional

In addition, WCG receives aneconomic benefitfrom Schwabin the formofthe support products and servicesit makes
available to us and other independent investment advisors whose clients maintain their accounts at Schwab. The
availability to us of Schwab's products and services is not based on us giving particular investment advice, such as

buying particular securities for our clients.

Services that Benefit You

Schwab’s institutional brokerage services include access to a broad range of investment products, execution of
securities transactions, and custody of client assets. The investment products available through Schwab include
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some to which WCG might not otherwise have access or that would require a significantly higher minimum initial
investment by our clients. Schwab’s services described in this paragraph generally benefit you and your account.

Services that May Not Directly Benefit You

Schwabalso makes available to us other products and services thatbenefit us but may notdirectly benefityouoryour
account. These products and services assist us in managing and administering our clients’ accounts. They include
investment research, both Schwab’s own and that of third parties. WCG may use this research to serviceall or
some substantial number of our client’s accounts, including accounts not maintained at Schwab. In addition to
investment research, Schwab also makes available software and other technology that:

e provide access to client account data (such as duplicate trade confirmations and account statements).

e facilitate trade execution and allocate aggregated trade orders for multiple client accounts.

e provide pricing and other market data; facilitate payment of our fees from our clients’ accounts; and assist
with back-office functions, recordkeeping, and client reporting.

Services that Generally Benefit Only Us

Schwab also offers other services intended to help us manage and further develop our business enterprise. These
services include:

e Educational conferences and events;

e technology, compliance, legal, and business consulting;

e publications and conferences on practice management and business succession;

e access to employee benefits providers, human capital consultants, and insurance providers;
e discount of upto $4,250 on PortfolioCenter® software.

Schwabmay provide some of these services itself. In other cases, it will arrange for third-party vendors to provide the
servicesto us. Schwab may also discount or waive its fees for some of these servicesor pay all or a part of a third party’s
fees. Schwabmay also provide us with other benefits such as occasional business entertainment for our personnel.

Fidelity Brokerage Services, LLC

WCG has an arrangement with Fidelity Brokerage Services LLC (together with all affiliates, "Fidelity") through which
Fidelity provides WCG with Fidelity's "platform" services. The platform services include, among others, brokerage,
custodial, administrative support, recordkeeping, and related services that are intended to support firms like WCG
in conducting business and in serving the best interests of their clients. Fidelity charges brokerage commissions and
transaction fees for effecting certain securities transactions (i.e., transactions fees are charged for certain no- load
mutual funds and commissions are charged forindividual equity and debt securities transactions). Fidelity enables
WCG to obtain many no-load mutual funds without transaction charges and other no-load funds at nominal
transaction charges. Fidelity's commission rates are generally considered discounted from customary retail
commission rates. However, the commissions and transaction fees charged by Fidelity may be higher or lower than
those charged by other custodians and broker-dealers. As part of the arrangement, Fidelity also makes available to
WCG, at no additional charge, certain research, and brokerage services, including research services obtained by
Fidelity directly from independent research companies, as selected by WCG (within specified parameters).

These research and brokerage services include:

e provide access to client account data (such astrade confirmations and account statements);
e facilitate trade execution and allocate bundled trade orders for multiple client accounts);
e provide research, pricing, and other market data;
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e facilitate payment of WCG's fees from its clients' accounts;
assist with back-office functions, recordkeeping, and client reporting;
e compliance, legal and business consulting; and
e publications, and conferences on practice management and business succession.

As a result of receiving such services forno additional cost, WCG may have an incentive to continue to use or
expand the use of Fidelity's services. WCGexamined this potential conflict of interest when it choseto enter into
the relationship with Fidelity and has determined thatthe relationship isinthe best interests of its clients and satisfies
its client obligations, including its duty to seek the best execution. WCG and Fidelity are not affiliated, noris there
any broker-dealer affiliation between WCG and Fidelity.

Brokerage for Client Referrals

WCG does not receive client referrals from broker-dealers in exchange for cash or other compensation, such
as brokerage services or research.

Retirement Plan Services

WCG Wealth Advisors, LLC provides advisory services to employer sponsoredretirement plans with participantdirected
investments. Services provided fallunder Sections3(21) and 3(38) of the Employee RetirementIncome Security Act of
1974, as amended (ERISA).

When serving as a 3(38) investment manager, WCG Wealth Advisors, LLC will act as fiduciary, as defined by ERISA, ina
discretionary capacity, taking responsibility for selecting, monitoring, and adjusting the Plan’s investment lineup
according to the Plan’s Investment Policy Statement (IPS). The 3(38) Investment Management Agreement, executed
between WCG Wealth Advisors, LLC and the Plan Sponsor, will disclose the full details and provisions of the services
provided.

When serving as a 3(21) investment advisor, WCG Wealth Advisors, LLC willact as a co-fiduciary withthe Plan Sponsor.
WCG Wealth Advisors, LLC will make plan investment recommendations forthe Plan Sponsor’s ultimate approval or
rejection. The Plan Sponsor will be responsible for documenting any decision they make and implementing any
recommendation. The 3(21) Investment Advisor Agreement, executed between WCG Wealth Advisors, LLC andthe Plan
Sponsor, will disclose the full details and provisions of the services provided.

AlthoughWCGis deemed a fiduciary under the Investment Advisers Act of 1940, WCG may also provide Plan Consulting
Services that are non-fiduciary for purposes of Employee Retirement Income Security Act of 1974 (ERISA). These
services may include participant education, enrollment support, due diligence reviews, and benchmarking. The scope
of services and applicable terms will be set forth in the governing agreement. WCG does not provide ERISA fiduciary
advice when performing these services),

WCG Wealth Advisors, LLC does notserve as administratoror trustee of the employer sponsoredretirement plan. WCG
Wealth Advisors, LLC does not have the authority to initiate third-party disbursements of Plan funds or securities with
the exception of, for some plans, having written authorization from the Plan Sponsor to deduct our fees.

To the extent required under ERISASection408(b)(2), WCG Wealth Advisors, LLC will disclose any material changes to
required information as soon as practicable, but no later than sixty (60) days after becoming aware of the change,
unless extraordinary circumstances delay the disclosure. Upon written request from the responsible plan fiduciary or
Plan Administrator, WCG Wealth Advisors, LLC will provide, within thirty (30) days, any information related to the
Retirement Plan Services Agreement and associated compensation necessary for the plan to satisfy its ERISAreporting
and disclosure requirements, unless extraordinary circumstances prevent timely delivery.
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Rollovers

In accordance withgeneral WCG policy, WCG IARs do not provide recommendations about whether to roll assets out
of employer-sponsored retirement Plans. If Client is a participant in an employer-sponsored retirement plansuch as a
401(k) plan and decidesto roll assets out of the planinto the Account, WCGIARs have a financialincentive to encourage
the Clienttoinvest those assetsin the Account, because WCG will be paid on those assets, forexample, through advisory
fees. You should be aware that such fees likely will be higher than those a participant pays through an employer-
sponsored plan, and there canbe maintenance and other miscellaneous fees. As securities heldin employer-sponsored
plans are generally not transferable to the Account, commissions and sales charges may be charged when liquidating
such securities prior to the transfer, in addition to commissions and sales charges previously paid on transactions in the
plan. However, this conflict of interest is mitigated by WCG's policy prohibiting its IARs from recommending clients roll
outof employer-sponsored plansinto a WCGindividual retirementaccount (“IRA”), though |ARs may assist by educating
clients on their options as well as various pros and cons of initiating a roll-out of an employer-sponsored planand may
recommend how IRA assets be invested after the client has determined to roll out of the plan.

Fees for Retirement Plan Services

For retirement plan services, Plan Sponsors are charged fees as set forth in the applicable Advisory Agreement.
Fees are typically structured as a percentage of planassets under management (“AUM”). Fees are generally calculated
basedonthe plan’s value, determined using either the quarter-end balance orthe average daily balance of planassets.
In certain cases, WCG may charge a fixed fee or other agreed-upon fee arrangement, as specified in the Advisory
Agreement. Fees may be billed quarterly in advance or in arrears and, in some instances, may be billed on a monthly
basis. The specific fee schedule, billing methodology, and calculation process are detailed in the Advisory Agreement
executed with the Plan Sponsor.

Fees may be deducted directly from plan assets or participant accounts with written authorization, as outlined in the
Advisory Agreement. Alternatively, the Plan Sponsor may be billed directly for the agreed-upon fee. When invoiced,
payment is due within thirty (30) days afterthe end of the quarter. Clients receive account statements fromthe plan’s
qualified custodianand should compare them with any reports provided by WCG. If services terminate during a billing
period, prepaid unearned fees will be refunded, or if billed in arrears, fees will be charged only for services provided
through the termination date.

WCG Wealth Advisors, LLC believes that its annual fee is reasonable in relationto the services provided and the
fees charged by other retirement plan consultants, including investment advisors, offering similar
services/programs. However, WCG Wealth Advisors, LLC's annual fee may be higher or lower than that charged by
other consultants offering similar services and programs. In addition to WCG Wealth Advisors, LLC's compensation,
clients will incur charges imposed at the investment level (e.g., mutual fund advisory fees and other fund expenses)
and charges imposed by the Plan’s custodian and Third-Party Administrator (if applicable). Descriptions of mutual
fund fees and expenses are available in each mutual fund prospectus.

The Plan’s custodian orthe Third-Party Administrator to the Plan will send statements to the Plan, atleast
quarterly, showing all disbursements fromthe Plan, including, if applicable, the amount of the fee paid to WCG Wealth
Advisors, LLCdirectly fromthe Plan and when a such feeis deducted directly from the Plan. Any discrepancies
between fee billing notices received from WCG Wealth Advisors, LLC and the statements received from the Plan
custodian or Third-Party Administrator should be immediately reported to WCG Wealth Advisors, LLC and/or to
the issuer of the account statements (the Plan custodian or Third-Party Administrator).

Brokerage commissions and/or transaction ticket fees charged by the custodianwill be billed directly to the client

by the custodian. WCG Wealth Advisors, LLC will not receive any portion of such brokerage commissions or transaction
fees from the custodian or the client.
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The fees charged by WCG Wealth Advisors, LLC are in addition to other costs charged by third parties forcustodial,
legal, accounting, or record-keeping tasks. In addition, the client may incur certain chargesimposed by third parties
other than WCG Wealth Advisors, LLC in connection with investments made through the Plan, including but not
limited to, 12(b)-1 feesand surrender charges, variable annuity feesand surrender charges, and qualifiedretirement
plan fees.

ltem 5: Account Requirements and Types of Clients

A minimum accountvalue is not generallyrequired forthe program. If you are invested in the WCG Model
Portfolios, the minimum requirement ranges from $15,000-$500,000 depending on the portfolio you select. The
program is available for individuals, high net worth individuals, individual retirement accounts (“IRAs”), banks and
thrift institutions, pension, and profit-sharing plans, including plans subject to the Employee Retirement Income
Security Act of 1974 (“ERISA”), trusts, estates, charitable organizations, state and municipal government entities,
corporations, andotherbusiness entities. WCGis currently not working with other types of clients or pursuing them
as prospects but would not turn away any opportunities that may arise.

ltem 6: Portfolio Manager Selection and Evaluation

WCG Wealth Advisors, LLC, through its Investment Advisor Representatives, is responsible for tailored investment
advice and asset management onthe purchase and sale of various types of investments, such as:

e mutual funds

e exchange-traded funds (“ETFs”)
e variable annuity subaccounts

e equities

e fixed income securities

e Structured products,

e Alternative Investments

Adviceis provided to clients basedon their individual needs and investment objectives. Clients mayimposerestrictions
on investing in certain securities or groups of securities in the written advisory agreement.

WCG generally requires that Investment Advisor Representatives involved in determining or giving investment
advice have severalyears of experience dealing with individuals and/orsmallbusinesses. WCGdoes not select, review,
or recommend partners or portfolio managers not registered with WCG.

There are no differences between how the wrap fee programis managed and how otheraccounts are managed.
The other non-wrap fee programs provided by the advisor include:

e Asset Management
Investment advisor representatives provide advice on the purchase and sale of various types of investments, such
asmutual funds, exchange-tradedfunds (“ETFs”), variable annuity subaccounts, real estateinvestment trusts (“REITs”),
equities, fixed income securities. The advice is tailored to the individual needs of the client
based on the investment objective chosen by the client in order to help assist clients in attempting to meet their

financial goals. Accounts are reviewed on a regular basis and rebalanced as necessary according to each client’s
investment profile.
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As previously mentioned, a minimum account value is not required forthe programunlessyou are in the WCG Model
Portfolios. WCG Model Portfolios range from $15,000-$500,000. Assets managed in a wrap fee account are not
managed differently from a non-wrap fee account. However, WCG Wealth Advisors, LLC may charge a higher fee,
up to 2.5%, and receive a portion of the wrap fee for services provided.

As of December 31, 2025, WCG had $6,276,683,993 in discretionary assets under management.

The Advisor has entered into agreements with various third-party advisors. Under these agreements, the Advisor
offersclients various types of programs sponsored by these advisors. All third-party investment advisors to whom
the Advisor will refer clients will be licensed as investment advisors by their resident state and any applicable
jurisdictions or registered investment advisors with the Securities and Exchange Commission.

After gathering information about a client's financial situation and investment objectives, the Advisor will assist the
client in selecting a particular third-party program. The Advisor receives compensation pursuant to its agreements
with these third-party advisors for introducing clients to these third-party advisors and for certain ongoing services
provided to clients.

This compensationis disclosed to the client in a separate disclosure document and is typically equal to a percentage
of the investment advisoryfee chargedby that third-party advisor ora fixedfee. The disclosure document provided
by the Advisorwill clearly state the feespayable to the Advisorandthe impactto the overallfees due to these payments.

Since the compensation the Advisor receives may differ depending on the agreement with each third-party advisor,
the Advisor may have an incentive to recommend one third-party advisor over another, if the compensation
arrangements are more favorable. Since the independent third-party advisor may pay the fee for the investment
advisory services of the Advisor, the fee paid to the Advisor is not negotiable under most circumstances.

Fees paid by clients to independent third parties are established and payable in accordance with Form ADV 2A or
other equivalent disclosure documents of each independent third-party advisor to whom the Advisor refers its
clients, and may or may not be negotiable, as disclosed in the disclosure documents of the third-party advisor.

Clients who are referred to third-party investment advisors will receive full disclosure, including servicesrendered
and fee schedules, atthe time of the referral, by delivery of a copy of the relevant third-party advisor's Form ADV
2A orequivalent disclosure document atthe same time asthe Form ADV 2A or equivalent disclosure document of
the Advisor.

In addition, if the investment programrecommendedto a client is a wrapfee programthe client will also receive
the wrap fee brochure provided by the sponsor of the program. The Advisor will provide each client with all of the
appropriate disclosure statements, including disclosure of solicitation fees to the Advisor and its advisory
associates.

LPL Sponsored Programs

e Optimum Market Portfolios Program (OMP)

OMP offers clients the ability to participate in a professionally managed asset allocation program using Optimum
Funds Class | shares. Under OMP, the client will authorize LPL Financial on a discretionary basis to purchase and sell
Optimum Funds pursuant to investment objectives chosen by the client. The advisor will assist the client in
determining the suitability of OMP for the client and assist the client in setting an appropriate investment objective.
Advisor will have the discretionto select a mutual fund asset allocation portfolio designed by LPL Financial
consistent with the client’s investment objective. LPL Financial will have the discretion to purchase and sell
Optimum Funds pursuant to the portfolio selected forthe client. LPL Financial will also have the authority to
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rebalance the account.

A minimum account value of $10,000 is generally required for OMP.

e Personal Wealth Portfolios Program (PWP)

PWP offers clients an asset management account using asset allocation model portfolios designed by LPL Financial.
Advisors will have discretioninselecting the asset allocationmodel portfolio based onthe client’s investment objective.

Advisors will also have discretionfor selecting third-party money managers(PWP Advisors)or mutual funds within each
assetclass of the model portfolio. LPL Financial willact as the overlay portfoliomanager onall PWP accounts and will be
authorized to purchase and sell on a discretionary basis mutual funds and equity and fixed income securities.

A minimum account value of $250,000 is required for PWP.
e Model Wealth Portfolios Program (MWP)

MWP offers clients a professionally managed mutual fund asset allocation program. WCG Wealth Advisors, LLC
investment advisor representatives will obtain the necessary financial data from the client, assist the client in
determining the suitability of the MWP program and assist the client in setting an appropriate investment objective.
The Advisor will initiate the steps necessary to open an MWP account and have the discretion to select a model
portfolio designed by LPL Financial’s Research Department consistent with the client’s stated investment objective. LPL
Financial’s Research Department is responsible for selecting the mutual funds within a model portfolio and for
making changes to the mutual funds selected.

The client will authorize LPL Financial to actona discretionary basis to purchase and sell mutual funds (including
in certain circumstances exchange-traded funds) and to liquidate previously purchased securities. The client will
also authorize LPL Financial to effect rebalancing for MWP accounts.

Inthe future, the MWP programmay make available model portfolios designed by strategists otherthan LPL Financial's
Research Department. If such models are made available, Advisor will have the discretion to choose among the
available models designed by LPL Financial and outside strategists.

A minimum account value of $10,000 — $100,000 is generally required (maybe lower)for MWP depending on the
portfolio you choose.

e Manager Access Select Program (“MAS")/Manager Access Network (“MAN”)

MAS/MAN provides clients accessto the investment advisory services of professional portfolio management firms
forthe individual management of client accounts. The advisor will assist the client in identifying a third-party portfolio
manager (Portfolio Manager) from a list of Portfolio Managers made available by LPL Financial. The Portfolio
Manager manages the client’s assets on a discretionary basis. Advisor will provide initial and ongoing assistance
regarding the Portfolio Manager selection process.

A minimum account value of $50,000 is required for Manager Access Select, however, in certain instances, the
minimum account size may be higher.

A minimum account value of $100,000is required for Manager Access Network, however, in certain instances, the
minimum account size may be higher.
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Schwab Advisory Program

° Managed Account Access Program (Access”)

The Managed Account Access Program (“Access”)is a “single contract” structure that allowsthe Advisor to work
with an array of money managers. Otherfeatures and benefitsinclude, but are notlimited to, bundled feesand access
to over 75 managers on this platform.. The money managers will manage the accounts ona discretionary basis. The
account minimum forthe Managed Account Access programis typically $100,000 for accounts utilizing equities but
can be more for fixed income.

An advisor recommending the wrap fee program receives compensation as a result of a client’s participationin the
program. The amount of this compensation may be more than what the person would receive if the client
participated in other programs or paid separately for investment advice, brokerage, and other services. Therefore,
advisors may have a financial incentive to recommend the wrap fee program over other programs or services.

There may be additional fees onassets held in the wrap program, such as mutual fund expenses and mark-ups,
mark-downs, or spreads paid to market makers. A more detailed description of these fees and circumstances is
detailed above in Item 4 above.

Formore informationabout the associated person of the Advisor managing the account, the client should refer to
the Brochure Supplement forthe associated person, whichthe client should have received along with this Brochure
at the time client opened the account.

LPL Financial performs certain administrative services for Advisor, including the generation of quarterly
performance reports for program accounts. Client will receive an individual quarterly performance report, which
provides performanceinformation ona time-weighted basis. The performancereports areintended to informclients
as to how their investments have performed fora period, both onan absolute basis and compared to leading
investment indices.

Methods of Analysis and Investment Strategies

e Alternative Strategy Mutual Funds. Certain mutual funds available in the program invest primarily in
alternative investments and/or strategies. Investing in alternative investments and/or strategies may not
be suitable forall investors and involves special risks, such as risks associated with commodities, real
estate, leverage, selling securities short, the use of derivatives, potential adverse market forces, regulatory
changes, and potential illiquidity. There are special risks associated with mutual funds that invest
principally in real estate securities, such as sensitivity to changes in real estate values and interest rates
and price volatility because of the fund’s concentration in the real estate industry.

e Closed-End Funds. Client should be awarethat closed-end funds available within the program are not
readily marketable. In an effort to provide investor liquidity, the funds may offer to repurchase a certain
percentage of shares at net asset value on a periodic basis. Thus, clients may be unable to liquidate all or
a portion of their shares in these types of funds.

e Exchange-Traded Funds (ETFs). ETFs are typically investment companies that are legally classified as open-
end mutual funds orUITs. However, they differ fromtraditional mutual funds in that ETFshares are listed
ona securities exchange. Shares canbe bought and sold throughout the trading day like shares of other publicly
traded companies. ETF shares may trade ata discount or premium to their net asset value. This
difference betweenthe bid price and the asking price is often referred to as the “spread.” The spread varies
over time based onthe ETF'strading volume and market liquidity and is generally lower if the ETF has a
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lotof trading volume and market liquidity and higher if the ETF has little trading volume and market liquidity.
Although many ETFs are registered as aninvestment company under the Investment Company Act of 1940
like traditional mutual funds, some ETFs, in particular those that invest in commodities, are notregistered
as an investment company.

Exchange-Traded Notes (ETNs). AnETNis a senior unsecured debt obligationdesignedto trackthe totalreturn
of an underlying market index or other benchmark. ETNs may be linked to a variety of assets, for example,
commodity futures, foreign currency, and equities. ETNs are similar to ETFs in that they are listed on an
exchange and can typically be bought or sold throughout the trading day. However, an ETN is not a mutual
fund and does not have a net asset value; the ETN trades at the prevailing market price. Some of the
more commonrisks of an ETN areasfollows. The repayment of the principal, interest (if any), and the payment
of any returns atmaturity orupon redemption are dependent upon the ETN issuer’s abilityto pay. In
addition, the trading price of the ETN in the secondary market may be adversely impacted if the issuer’s
credit rating is downgraded. Theindex orasset class for performance replication in an ETN may or may not
be concentrated in a specific sector, asset class, or country and may therefore carry specific risks.

Options. Certaintypes of options trading are permitted in order to generateincome orhedge a security
held in the program account; namely, the selling (writing) of covered call options or the purchasing of put
options on a security held in the programaccount. Client should be aware that the use of options involves
additional risks. The risks of covered callwriting include the potential for the market to rise sharply. In such
case, the security may be called awayand the program account willno longer hold the security. The risk
of buying long puts is limited to the loss of the premium paid forthe purchase of the put if the optionis
not exercised or otherwise sold by the program account.

Structured Products. Structured products are securities derived from another asset, such as a security or
a basket of securities, an index, a commodity, a debt issuance, or a foreign currency. Structured products
frequently limit the upside participation in the reference asset. Structured products are seniorunsecured debt
of the issuing bank and are subject to the credit risk associated with thatissuer. This credit risk exists whether
or not the investment held in the account offers principal protection. The creditworthiness of the issuer does
not affectorenhance the likely performance of the investment other than the ability of the issuer to meet
its obligations. Any payments due at maturity are dependent onthe issuer’s ability to pay. Inaddition, the
trading price of the security in the secondary market, if there is one, may be adversely impacted if the issuer’s
credit rating is downgraded. Some structured products offer full protection of the principal invested, others
offeronlypartialorno protection. Investors may be sacrificing a higheryield to obtainthe principal guarantee.
Inaddition, the principal guarantee relates to the nominal principal anddoes notoffer inflation protection. An
investor in a structured product never has a claim on the underlying investment, whether a security, zero
coupon bond or option. There may be little or no secondary market for the securities and information
regarding independent market pricing forthe securities may be limited. This is true even if the product has a
ticker symbol or has been approved for listing on an exchange. Tax treatment of structured products may be
different from other investments held in the account (e.g., income may be taxed as ordinary income even
though payment is not received until maturity). Structured CDsthat are insured by the FDIC are subject to
applicable FDIC limits.

Hedge Funds and Managed Futures. Hedge and managed futures funds are available for purchase in the
program by clients meeting certain qualification standards. Investing in these funds involves additional
risks including, but not limited to, the risk of investment loss due to the use of leveraging and other speculative
investment practices and the lack of liquidity and performance volatility. In addition, these funds are not
required to provide periodic pricing or valuation information to investors and may involve complex tax
structures and delays in distributing importanttaxinformation. Client should be aware that these funds are
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not liquid as there is no secondary trading market available. At the absolute discretion of the issuer of the
fund, there may be certain repurchase offers made from time to time. However, there is no guarantee that
the client will be able to redeem the fund during the repurchase offer.

e Variable Annuities. If the client purchases a variable annuity that is part of the program, the client will
receive a prospectus and should rely solelyon the disclosure containedin the prospectus withrespect to
the terms and conditions of the variable annuity. Client should also be aware that certainriders purchased with
a variable annuity may limit the investment options and the ability to manage the subaccounts.

e Margin Accounts. Client should be aware that margin borrowing involves additional risks. Marginborrowing
will result in anincreased gainif the value of the securities in the account goes up but will result in increased
losses if the value of the securities inthe account goesdown. The custodian, acting asthe client’s creditor,
will have the authority to liquidate all or part of the accountto repay any portion of the margin loan, even if
the timing wouldbe disadvantageousto the client. For performanceillustration purposes, the margin interest
chargewill be treatedasa withdrawal and will, therefore, not negativelyimpact the performance figures
reflected on the quarterly advisory reports.

WCG Financial Advisors may allocate client investable assets within one or more of the following proprietary
investment strategies:

Stock
e The Strategic objective is a long-term focus on performance through full market cycles seeking competitive
risk- adjusted returns. Active strategies focus onindividual equities and may include ETFs and mutual funds.

Stock Gender

e The Strategic objective is a long-termfocus on performance through full market cycles seeking competitive
risk- adjusted returns. Active strategies focus onindividual equities and may include ETFs and mutual funds.
These models are also screened for gender lens factors and social responsibility, corporate governance, and
environmental factors.

Stock Select

e The strategic objective is a long-termfocus on performance through full market cycles seeking competitive
risk- adjusted returns. Active strategies focus on individual equities and may include ETFs and mutual funds.
These models are also screened for social responsibility, corporate governance, and environmental factors.

Tactical

e The strategic objective isto participate withthe market during normalenvironments and to tactically reduce risk
during volatile environments. The strategyemploys foursignals fortwo asset classes that will signalto raise
cashwhen appropriate. The equities in the models are diversified acrossall market capitalizations and styles.

Tactical WLS

e The strategic objective isto participate withthe market during normalenvironments and to tactically reduce risk
during volatile environments. The strategyemploys foursignals fortwo asset classesthat will signalto raise
cash when appropriate. The equities in the models are only diversified via the S&P 500.

Tactical High Yield

e Thestrategic objectiveisto participate inthe highyieldmarketduring normal environments andto tactically reduce
risk during volatile environments. The strategy employs a trend following signal and will shift to cash when
appropriate. The model will only hold high yield bond ETFs or ultra-short fixed income and cash-like ETFs.
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Stock ETF

e The strategic objective is long-term focus on performance through full market cycles seeking competitive risk-
adjusted returns. Active and passive strategies including individual stocks, mutual funds, and ETFs are utilized
for this portfolio.

Income

e The strategic objective is long-term focus on performance through full market cycles seeking competitive risk-
adjusted returns. Active and passive strategies including individual stocks, mutual funds, and ETFs are utilized
for this portfolio. This model focuses primarily on equity income and interest income.

MS Value
e This is an aggressive growth model that focuses on large stocks that are believed to be undervalued and
have a competitive advantage compared to other stocks.

MS Growth
e This is an aggressive growth model that focuses on large stocks that are experienced strong growth and
are believed to be reasonably priced.

MS Dividend

e This is an aggressive growth model that focuses on large stocks that are paying an above average
dividend yield and are believed to be reasonably priced.

ETF

e The Strategic objective is a long-termfocus on performance through full market cycles seeking competitive
risk- adjusted returns. These models blend low cost passive ETFs with actively managed ETFs. When
appropriate, mutual funds may also be used.

ETF Select

e The strategic objectiveis a long-termfocus on performance through full market cycles seeking competitive
risk- adjusted returns. These modelsblend low cost passive ETFs with actively managed ETFs. Whenappropriate,
mutual funds may also be used. The funds in the model may also be screened for social responsibility, corporate
governance, and environmental factors.

High Impact Portfolios (HIP)

e The strategic objectiveis a long-termfocus on performance through full market cycles seeking competitive
risk- adjusted returns. Actively managed mutual funds that are involved at the company level in proxy voting,
engagement, and high impact initiatives may be used in these models. The primary goal of these models is
adherence to ESG standards. We may also hold individual stocks and ETFs that are screened for social
responsibility, corporate governance, and environmental factors.

e Liquid Alternatives Bolt-on (LAB)
The strategic objectiveisto reduce drawdowns and improve diversification whenattaching this modelto another
model. This strategy uses both liquid mutual funds and ETFs in asset classes orstrategies that are oftennot found
in other portfolios. These include hedged investments, managed futures, listedinfrastructure, market neutraland
long/short strategies, gold, and cryptocurrencies.

It is important to note that no methodology or investment strategy is guaranteed to be successful or profitable.
Investing in securities involves the risk of lossthat clients should be prepared to bear. For more information on
Risks, please refer to the WCG Form ADV Part 2A Brochure, Item 8 Methods of Analysis, Investment Strategies, and
Risk of Loss.
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Voting Client Securities

WCG does not accept authority to vote client securities. Clients retain the right to vote for all proxies that are
solicitedforsecurities heldin the account. Clients will receive proxies orother solicitations fromthe custodianof assets.
If clients have questions regarding the solicitation, they should contactthe Advisor orthe contact personthatthe
issuer identifies in the proxy materials. In addition, WCG does not accept authority to take action with respect to
legal proceedings relating to securities held in the account.

ltem 7: Client Information Provided to Portfolio Managers

In WCG Wrap Accounts, the IAR is responsible for account management; there is no separate portfolio manager
involved. The IAR obtains the necessary financial data from the client and assists the client in setting an appropriate
investment objective for the account. The IAR obtains this information by having the client complete an advisory
agreement and other documentation. Clients are encouragedto contact the Advisor if there have been any changes
in the client’s financial situation orinvestment objectives orif they wishto impose any reasonable restrictions on
the management of the account or reasonably modify existing restrictions. Client should be aware that the
investment objective selected for the program is an overall objective for the entire account and may be inconsistent
with a particular holding and the account’s performance atany time. Client should further be aware that
achievement of the stated investment objective is a long-term goal for the account.

WCG's policy requires an annual client meeting (one review every 12 months) to determine if there have been any
changes in the client's financial situation, investment objectives, or restrictions. In addition, the meeting should
incorporate the account performance, appropriateness of the account, and any other information determined
pertinent to the client's situation. The annual meeting may occur by phone, in person, via e-mail, or video
conference and documentation will be maintained to evidence that forexample the following topics were reviewed:

e Client’s financial status

e Risk Tolerance

e Time Horizon

e Investment Objective and Goals
e Asset Allocation and/or Account Holdings

ltem 8: Client Contact with Portfolio Managers

Client should contact WCG at any time with questions regarding the program account.

ltem 9: Additional Information
Disciplinary Information

Registered investment advisors are required to disclose all material facts regarding any legal or disciplinary events
that would be material to your evaluation of an advisory firm or the integrity of a firm’s management.

Any such disciplinary information for WCGand its Investment Advisor Representatives would be provided herein and is
publicly accessible by selecting the Investment Adviser Search option at http://www.adviserinfo.sec.gov.

There are no legal or disciplinary events to disclose.
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Other Financial Industry Activities and Affiliations

Investment Adviser Representatives may also be Registered Representatives of LPL Financial, an unaffiliated SEC
registered and FINRA/SIPC member broker/dealer. Clients may choose to engage a registered investment adviser in
their capacity as a Registered Representative of the unaffiliated LPL Financial broker/dealer to implement investment
recommendations on a commission basis. Pleasereferto Iltem 12 fora discussion ofthe benefits the Adviser mayreceive
from LPL Financial and the conflicts of interest associated with receipt of such benefits.

Representatives of our firm may also be insurance agents/brokers. They may offer insurance products and receive
customaryfees as a result of insurance sales. Aconflict of interest arises as these insurance sales create anincentive to
recommend products based on what the compensationadvisor and/or our supervised persons may earn and may not
necessarily be in the best interests of the client. Such potential conflicts of interest are subject to review by the Chief
Compliance Officer.

Neither WCG Wealth Advisors, LLC nor any of the management persons are registered or have a registration pending
to register as a futures commission merchant, commodity pool operator, commodity trading advisor, oranassociated
person of the foregoing entities.

IARs are permitted to engage incertain approved activities other than the provision of advisory services through WCG,
and in certain cases, anlAR could receive greater compensationthroughthe outside business than through WCG. For
example, anIAR could also be an accountant, real estate agent, tax preparer, or lawyer. To the extent that these IARs
provide such services all such services shall be performed by those IARs in their individual professional capacities,
independent of WCG, forwhich services WCG shall not receive any portion of the fees charged by the IAR (referral or
otherwise). Itis expectedthatthese IARs, solelyincidental to their activities, mayrecommend WCG’s services to certain
of their clients. No client of WCGis under any obligationto use the services of these IARs. The Chief Compliance Officer
remains available to address any questions that a client or prospective client may have regarding the above conflict of
interest and if you engage with an IAR for services separate from WCG, you may wish to discuss with him or her any
questions you have about the compensation he or she receives from the engagement.

WCG Wealth Advisors, LLC may recommend and select independent, third-party money managers in addition to the
third-party managers offeredthrough LPL Financial to manage all ora portionof a client’saccount. It should be noted
that the total fees incurred by clients when utilizing third-party managers will include both management fees payable
to the third-party managers for their services as well as the fees payable to WCG Wealth Advisors, LLC for their
investment advisory services.

Code of Ethics, Participation or Interest in Client Transactions and Personal Trading

WCG Wealth Advisors, LLC maintains a Code of Ethics, which serves to establish a standard of business conduct for all
employees that are based upon fundamental principles of openness, integrity, honesty, and trust.

The Code of Ethics includes guidelines regarding personal securities transactions of its employees and Investment
Adviser Representatives. WCG's Code of Ethics permits employees and Investment Adviser Representatives or related
personstoinvest fortheir ownpersonalaccountsinthe same or different securities thatan IAR may purchase forclients
in program accounts.

This presents a potential conflict of interest because trading by an employee or an IAR in their personal securities
accountinthe same or different security onor about the same time as trading by a client couldpotentially disadvantage
the client. WCG Wealth Advisors, LLC addresses this conflict of interest by requiring in its Code of Ethics thatemployees
and IARs report certain personal securities transactions and holdings to the Chief Compliance Officer for review.
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An Investment Adviser Representativeis considered afiduciary. Asafiduciary, itis an investment adviser’s responsibility
to provide fairand full disclosure of all materialfacts andto act solelyin the best interest of each of our clients always.
We have a fiduciary duty to all clients. Our fiduciary duty is considered the core underlying principle forour Code of
Ethics which also includes Insider Trading and Personal Securities Transactions Policies and Procedures. We always
require all our supervised persons to conduct business with the highest level of ethical standards and to comply with
all federal and state securities laws. Upon employment or affiliation and at least annually thereafter, all supervised
persons will sign an acknowledgment that they have read, understand, and agree to comply with our Code of Ethics.
Our firm and supervised persons must conduct business in an honest, ethical, and fair manner and avoid all
circumstances that might negatively affect orappearto affect ourduty of complete loyalty to all clients. This disclosure
is providedto giveall clientsa summary of our Code of Ethics. However, if a client or a potential client wishesto review
our Code of Ethics in its entirety, a copy will be provided promptly upon request.

WCGanditsassociated persons may buy orsell the same securities as clients at the same time which cancreate a conflict
of interest. Inorder to mitigate conflicts of interest, suchas frontrunning, no less than quarterly, personal holdings are
reviewed of its affiliated persons. These reviews ensure that the personal trading of affiliated persons does not
disadvantage Clients of WCG.

Neither WCG Wealth Advisors, LLC nor a related person recommends to clients or buys or sells for client accounts, or
securities in which you or a related person has a material financial interest.

Review of Accounts

For those clientsto whom WCG provides investment advisory services, account reviews are conductedatleastannually
by its IARs. All investment advisory clients are advised that it remains their responsibility to advise their IAR of any
changes in his/her/its financial situation, investment objectives, and/or risk tolerance. All clients (in person, via virtual
meeting, or by telephone) are encouraged to discuss and review all such changes with their IAR on an annual basis.
Clientswho do not respond to requests to meet will be senta communicationvia mail or emailto helpthem understand
their current financial position and assist their IAR in the continued management of the account(s).

IARs can or will conduct account reviews on an other-than-periodic basis upon the occurrence of a triggering event,
such as a changein a client's financial situation, investment objectives, risk tolerance, market corrections, and client
request.

As mentioned previously, WCG has a dedicated Financial Planning department (“ARC”) that generates financial plans
based on the client's goals and objectives that have been discussed with the WCG Financial Advisor. ARC or financial
planners on WCGfinancial advisorteams prepare the financial plans with review by ARC/ WCG Financial Advisor before
the presentation of the plan to the client.

Financial planning clients do not receive reviews of their written plans unless they take action to schedule a financial
consultation with their IAR. WCG does not provide ongoing services to Comprehensive Financial Planning or Hourly
Consulting clients unless they separately contract with WCG for a post-financial plan meeting or an update to their
initial written financial plan.

Retirement Plan Consulting clients receive reviews of their pension plans for the duration of the pension consulting
service. |ARs also provide ongoing services to pension consulting clients where we meet with such clients upon their
request to discuss changes to their circumstances and resulting updates to their plans.

Clients are provided, at least quarterly, with written transaction confirmation notices and regular written summary
account statements directly from the broker-dealer/custodian and/or program sponsor for the client accounts. WCG
Wealth Advisors, LLC may also provide a written periodic report summarizing account activity and performance.
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Client Referrals and Other Compensation

WCG receivesaneconomic benefitfromLPL Financialinreimbursement for marketing-related expenses. Please see the
detailed discussion of the categories of marketing-related expenses and potential conflicts of interest in Item 12
Brokerage Practices.

WCG and its employees may receive additional compensation from product sponsors. However, such compensation
may not be tied to the sale of any products. Compensation may include items such as gifts consistent with firm policy,
occasional meals or entertainment (e.g, sporting events), and reimbursements related to educational meetings with
IARs, client workshops, marketing events, or advertising initiatives, including services used to identify prospective
clients. Product sponsors may also pay for or reimburse WCG Wealth Advisors, LLCfor costsassociated with education
or training events attended by its employees and IARs, as well as firm-sponsored conferences and events.

WCG Insurance, LLC (an affiliated entity) is a licensed insurance agency, and in such capacity may offer for sale,
insurance-related products ona commission basis, including the sale of such products to investment advisory clients of
WCG. WCG Financial Advisors providing advice may be licensedinsurance agents. Normal commissions frominsurance
products are earned and paid by insurance companies to WCG Financial Advisors whensuch products are placeddirectly
with their clients. Insurance products offered through various insurance vendors are often recommended to clients of
WCG to minimize clients’ exposure to identified risks. Although clients are under no obligationto purchase insurance
productsor utilize the companies recommended by WCG, clients often do purchase such products whenthe needs arise.
For clients of WCG who do purchase such products, causing commissions or recurring revenue to be generated, such
commissions or recurring revenue are paid to the WCG Financial Advisors.

There are no other economic benefits received from non-clients in connection with providing investment advice.

WCG Wealth Advisors, LLC may receive referral fees from other third-party managers when we refer clients. Thus, we
have a conflict of interest in our decision to recommend a third-party manager that pays WCG Wealth Advisors, LLC a
referral fee. At all times, WCG Wealth Advisors, LLC will act in the best interest of the client when recommending a
third-party manager.

When a client is referred to a third-party manager by us, we will provide the client with a copy of the third-party
managers Form ADVPart 2 Disclosure Brochure, if WCGis anunaffiliated registered investment adviser firm, asrequired
by the Investment Advisers Act of 1940.

The referral agreements between WCG Wealth Advisors, LLC, and any third-party manager we refer a client to will not
result in any charges to clients in addition to the normal level of advisory fees charged.

WCG Wealth Advisors, LLC (“WCG”) may enter into written agreements with third parties (“Promoters”) to pay a flat
fee ora percentage of advisoryfees forclient referrals inthe future. Such arrangements create a conflict ofinterest, as
Promoters wouldhave a financial incentive to recommend WCG. Any such arrangements will be structured to comply
with the SEC Marketing Rule (Rule 206(4)-1), including requirements that Promoters provide prospective clients with
written disclosure describing their relationshipwith WCG and the compensationreceived. WCG will maintain written
agreements with Promoters and implement reasonable oversight of such arrangements. Clients will not pay higher
advisory fees as a result of these arrangements unless otherwise disclosed.

LPL Financial

WCG and/or its Dually Registered Persons are incented to join and remain affiliated with LPL Financial and to
recommendthat clients establish accounts with LPL Financial through the provision of Transition Assistance (discuss
TheWealth
Consulting Group




in Item 12 above). LPL also provides other compensation to WCG and its Dually Registered Persons, including but not
limited to, bonus payments, repayable and forgivable loans, stock awards, and other benefits.

The receipt of any such compensation creates a financial incentive for your representative to recommend LPL
Financial ascustodianforthe assets in your advisoryaccount. We encourage youto discuss any such conflicts of interest
with your representative before making a decision to the custody of your assets at LPL Financial.

The Advisor receives asset-based advisory fees as a result of its clients’ participationin the LPL-sponsored programs.
Theamount of these fees canbe more or lessthan what WCG wouldreceive if a client participatedinother LPL programs
or paid separately for investment advice, brokerage, and other client services. Additionally, WCG or one or more of its
IARs will receive all or a portion of certain third-party fees that are paid by program clients. Therefore, WCG has a
financial incentive when recommending that its clients open an account under the LPL- managed account program. As
part of WCG’s fiduciary duty to its clients, WCG and its IARs will endeavor at all times to put the interest of the clients
first and will only make recommendations when they are reasonably believed to be in the best interests of the client.
Please refer to Item 5 of this Brochure for further details regarding fees.

Charles Schwab & Co., Inc.- Institutional

In addition, WCG receives an economic benefit from Schwabin the form of the support products and services it makes
available to us and other independent investment advisers whose clients maintain their accounts at Schwab. These
products and services, how they benefit us, and the related conflicts of interest are described above (see Item 12-
Brokerage Practices). The availability to WCG of Schwab's products and services is not based on us giving particular
investment advice, such as buying particular securities for our clients.

As disclosed under the Fees and Compensationsectioninthis brochure, persons providing investment advice onbehalf
of ourfirm arelicensed insurance agents. Forinformationonthe conflicts of interest this presents, and how we address

these conflicts, refer to the Fees and Compensation section.

Referto the Brokerage Practices sectionabove fordisclosures onresearchandother benefits we may receive resulting
from our relationship with your account custodian.

Financial Information

WCG Wealth Advisors, LLC does not require or solicit prepayment of more than $1,200 in fees per client, six months or
more in advance.

There are no financial conditions that are reasonably likely to impair WCG’s ability to meet contractual commitments to
clients.

At no time has WCG Wealth Advisors, LLC been the subject of a bankruptcy petition.

23 TheWealth
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WCG Wealth Advisors, LLC
Privacy Policy

Facts What Does the Firm Do With Your Personal Information?
Financial companies choose how they share your personal information. Federal
Why? law gives consumers the right to limit some but not all sharing. Federal law also
’ requires us to tell you how we collect, share, and protect your personalinformation.
Please read this notice carefully to understand what we do.
The types of personal information we collect can include:
e Social Security number
e |nvestment experience
e Income
What? e Account transactions
e Assets
e Retirement assets
When you are no longer our customer, we will continue to hold your information
and share it as described in this notice.
All financial companies need to share customers’ personal information to run their
How? everyday business. In the section below, we list the reasons financial companies
) can share their customers’ personal information, the reasons the firm chooses to
share personal information and whether you can limit this sharing.

. Does the firm Can you limit this
Reason We Share Your Personal Information y .
share? sharing?
For our everyday business purposes, to process your
transactions, maintain your account(s), respond to
courtorders and legal investigations, or report to credit Yes No
bureaus. With broker-dealer firms having regulatory
requirements to supervise certain of WCG's activities.
For our marketing purposes to offer our products and
EpPUP P No We don’t share

services to you

For joint marketing with other financial companies No We don’t share
For our affiliates’ everyday business purposes -

. . yday €35 purp . No We don’t share
information about your transactions and experiences

For our affiliates’ everyday business purposes -

. . yaay - ‘p P No We don’t share
information about your creditworthiness

For non-affiliates to market to you

*if your advisor leaves WCG for another firm, WCG or your advisor may .

disclose your personalinformation to the new firm or to a third-party vendor Yes Yes

to facilitate the transition to the new firm unless you instruct us not to

disclose by contacting compliance@wealthcg.com to opt-out.

Rev: 03/31/2026 WCG Wealth Advisors, LLC
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Questions?

compliance@wealthcg.com or (702) 263-1919

Who is Providing this Notice:

WCG Wealth Advisors, LLC

Definitions

How does the firm protect my personal
information?

To protect your personal information from
unauthorized access and use, we use security
measures that comply with federal law. These
measures include computer safeguards and secured
files and buildings.

How does the firm collect my personal
information?

We collect your personal information, for example,
when you:

e Openanaccount

e Enterinto aninvestment advisory account

e Apply forinsurance

e Tellus about your investment or retirement

portfolio

e Seek advice about your investments
We also collect your personal information from
others such as credit bureaus, affiliates, or other
companies.

Why can’t | limit all sharing?

Federal law gives you the right to limit only:
e Sharing for affiliates’ everyday business
purposes
¢ Information about your creditworthiness
o Affiliates from using your information to
market to you
e Sharing for non-affiliates to market to you
State laws and individual companies may give you
additionalrights to limit sharing. See below for more
on your rights under state law.

Affiliates

Companies related by common ownership or
control. They can be financial and nonfinancial
companies. WCG has one affiliated entity WCG
Insurance, LLC.
e We do not share with affiliates so they can
market to you.

Non-affiliates

Companies not related by common ownership or
control. They can be financial and nonfinancial
companies.

Our Non-affiliated partners include categories of
companies such as financial institutions. or broker-
dealers that have regulatory requirements to
supervise.

Rev: 03/31/2026

WCG Wealth Advisors, LLC
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Joint Marketing A formal agreement between nonaffiliated financial
companies that together market financial products
or services to you.

- We do not jointly market.

Other Important Information

If the mailing address provided for your account is in California, Vermont, or North Dakota, we will
automatically treat your account as if you do not want us to disclose your personal information to non-
affiliated third parties for purposes of them marketing to you, except as permitted by the applicable state
law. If you want to consent to share your personal information with a new firm, then you must provide
written consent (opt-in) before we will allow your financial professional to take your personal
information to a new firm. Please contact us at compliance@wealthcg.com to opt-in or withdraw your
previous opt-out.

If you want to opt-out to not disclosing your personal information to non-affiliated third parties for
purposes of them marketing to you when your advisor joins a new firm, you may contact us at
compliance@wealthcg.com.

Rev: 03/31/2026 WCG Wealth Advisors, LLC
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WCG Wealth Advisors, LLC
Relationship Summary

We do business as The Wealth Consulting Group and are registered with the U.S. Securities and Exchange Commission
(SEC) as an investment adviser under the legal name, WCG Wealth Advisors, LLC. Many of our investment advisers and other
financial professionals conduct business under a DBA (doing-business-as) name other than “The Wealth Consulting Group.” Indeed,
you may know your investment adviser or financial professional only in the context of their DBA name.

As a client or prospective client who is a retail investor, you should know that brokerage and investment advisory services
and fees are different. It is important for you to understand these differences. You can also learn more by visiting this SEC website:
https://www.investor.qov/CRS. It provides free and simple search tools to research firms and financial professionals, as well as
educational materials about broker-dealers, investment advisers, and investing.

What investment services and advice can you provide me?

We generally offer two types of investment advisory services: financial planning and investment advice. Our financial
planners can help you understand your overall financial situation and implement your financial objectives through a planning process
that addresses investments, taxes, insurance, retirement, and other financial matters. But they do not actively manage your
account(s) or portfolio. Rather, our investment advisers continuously monitor and manage (e.g., make trades if authorized and when
appropriate) the investments in your account(s). Monitoring is part of the advisory services we provide through our Wealth
Management programs.

When you agree to a client-adviser relationship with us, you decide the investment authority we exercise over your
account(s). If you want to make the final decision on how to invest your money, then you would give us non-discretionary authority.
If you want us to make investment decisions for you, then you would give us discretionary authority. You can limit our authority by
providing us with reasonable instructions on how we may manage your investments. For example, you can specify that only certain
investments be held in your portfolio. Our ability to advise you depends, in part, on you notifying us of changes in your financial
status, investment objectives, or other circumstances that affect your financial situation. Know also that we do not offer services
related to proprietary products, or a limited menu of products or types of investments. Finally, we don’t require clients to maintain a
minimum account balance, however, certain programs/portfolios we offer have specific minimum account balances.

You can find more information in our Form ADV, Part 2A, ltems 4, 5, 7, 8, 10, 12, 13, and 16 by visiting
https://adviserinfo.sec.gov.

START A CONVERSATION WITH YOUR ADVISER
o Given my financial situation, should | choose an investment advisory service? Why or why not?
o How will you choose investments to recommend to me?
o What is your relevant experience, including your licenses, education, and other qualifications? What do these
qualifications mean?

What fees will | pay?

We will present you with our advisory fees before providing you with services. Our maximum annual fee for our Wealth
Management programs is 2.5% of your account's market value (including cash). We collect most of our fees in advance through
quarterly debits from your account(s). Based on the financial planning service you select, fees will vary. Fees for a comprehensive
fixed engagement plan can range from $1,500-$10,000 for a situational financial plan (3 modules or less) can range from $500-
$5,000, and hourly fees ($100-$500) determined by the type of plan, plan complexity, investment adviser time, or a non-negotiable
monthly fee. The more assets there are in your advisory account(s), the more you will pay in fees, and we may therefore have an
incentive to encourage you to increase the assets in your account(s). These fees are separate from other fees and expenses
deducted from your account(s) and investments. For example, brokers charge for carrying out transactions, custodians charge for
maintaining accounts, and managers charge for directing funds. You will pay fees and costs whether you make or lose money
on your investments. Fees and costs will reduce any amount of money you make on your investments over time. Please
make sure you understand the fees and costs you are paying.
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WCG Wealth Advisors, LLC
Relationship Summary

You can find more information in our Form ADV, Part 2A, Items 5, 6, 10, and 12, by visiting
https://ffiles.adviserinfo.sec.gov

START A CONVERSATION WITH YOUR ADVISER
e Help me understand how these fees and costs might affect my investments. If | give you $10,000 to invest, how
much will go to fees and costs, and how much will be invested for me?

What are your legal obligations to me when acting as my investment adviser? How else does your firm make
money and what conflicts of interest do you have?

When we act as your investment adviser, we have to act in your best interest and not put our interest ahead of yours. At
the same time, the way we make money creates some conflicts with your interests. You should understand and ask us about these
conflicts because they can affect the investment advice we provide you. Here are some examples to help you understand what this
means. Many of our investment advisers and financial professionals are affiliated with and compensated by LPL Financial LLC
(“LPL"), an SEC-registered broker-dealer and investment adviser. This arrangement may create conflicts of interest for these
investment advisers and financial professionals. They may offer you brokerage services through LPL or investment advisory services
through us. The fees we charge for advisory services are different from the fees LPL charges for brokerage services. An investment
adviser affiliated with LPL may earn additional compensation for brokerage transactions they recommend to you in their capacity as
your adviser. Some of our investment advisers and financial professionals are also insurance agents/brokers. They may be licensed
to sell through WCG Insurance, LLC (an affiliated entity) or other insurance agencies. When acting as an agent/broker, they may
receive fees for insurance products they offer and sell to you. This may create a conflict of interest because the product may not
necessarily be in your best interest. We may compensate third parties for referring clients to our firm. These payments create a
conflict of interest because the person referring you has a financial incentive to recommend our services. As a fiduciary, we must
always act in your best interest.

You can find more information in our Form ADV, Part 2A, Items 4, 5, 10, 11, 12 and 14, by visiting
https://adviserinfo.sec.gov. You can learn more about conflicts related to LPL by asking your investment adviser or
financial professional, or by visiting https://www.Ipl.com/disclosures.html.

START A CONVERSATION WITH YOUR ADVISER
e How miaht vour conflicts of interest affect me. and how will vou address them?

How do your financial professionals make money?
We pay our investment advisers and financial professionals a percentage of the advisory fees that we charge you.

Do you or your financial professionals have legal or disciplinary history?
Yes. Please visit https://www.investor.gov/CRS for a free and simple search tool to research our firm,
investment advisers, and financial professionals.

START A CONVERSATION WITH YOUR ADVISER
e As a financial professional, do you have any disciplinary history? For what type of conduct?

Please visit our website at https://www.wealthcg.com/ or call our Las Vegas office at 702-263-1919 to receive more
information about our investment advisory services and a copy of this Relationship Summary. You can also email us at
Compliance@wealthcg.com. Finally, you can learn more about us from the SEC at https://www.investor.qov/CRS.

START A CONVERSATION WITH YOUR ADVISER
o  Who is my primary contact person?
e [s he or she a representative of an investment adviser or broker-dealer?
o Who can | talk to if | have concerns about how this person is treating me?
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LPL Financial LLC (LPL)
RelationShip Summary Effective March 31, 2026

LPL (referred to as “we” or “us”) is registered with the U.S. relationship summary will explain the various services we
Securities and Exchange Commission as a broker-dealer offer, how we charge for those services, and conflicts of

and an investment adviser. We have a network of financial interest that exist when we provide our services. To help you
professionals (“Professionals”) who offer brokerage and research firms and financial professionals, you can access
investment advisory services. Brokerage and investment free and simple tools at Investor.gov/CRS, which also provides
advisory services, and the fees we charge for them, differ, educational materials about broker-dealers, investment

and it’s important that you understand the differences. This advisers, and investing.

What investment services and advice can you provide me?

Our Professionals offer brokerage services, investment requirements, such as account or investment minimums.
advisory services, or both, depending on their licenses. We encourage you to ask your Professional whether any
Each Professional generally provides access to a range of investment limitations or account requirements apply.

investment products, such as stocks, bonds, exchange-
traded funds (ETFs), mutual funds, annuities, and alternative
investments. Please note that the range of investment
options available to you may be limited depending on the
licenses your Professional holds or if he or she is located at a
financial institution that does not offer certain options. Your
Professional or account program may also have specific

If your Professional offers you both brokerage and advisory
services, your Professional will inform you when he or she
offers an investment recommendation or advice, and
whether the recommendation or advice is part of a
brokerage or advisory service. Some of the key differences
between brokerage and investment advisory services are
described below.

Brokerage Services Investment Advisory Services

* Brokerage services include taking your orders and * Some of the investment advisory services we offer

executing your securities transactions; making
recommendations for you to buy, sell, or hold
securities; and holding your securities for safekeeping
(known as having “custody” of your securities).

* In most cases, we provide recommendations to
you on specific investments, but you make the final
investment decisions for your account. We also have
a program available through a limited number of
financial institutions in which you make investment
decisions on your own without any recommendations
from us.

* We don’t monitor brokerage account investments for
you, unless we state otherwise in writing.

° We may provide brokerage services (but not
investment recommendations) to you if your
Professional is providing advisory services through a
separate investment advisory firm.

Member FINRA/SIPC
AP-0004411-0525

include wrap fee programs and non-wrap fee
programs; mutual fund asset allocation programs;
advisory programs offered by third-party investment
advisory firms; financial planning services; retirement
plan consulting; investment research; digital advice
programs; and other custom advisory services.

* You’ll typically grant us discretion to buy and sell
investments in your account without asking you in
advance. You may limit our discretion, such as by
imposing reasonable restrictions on investing in certain
securities or groups of securities. In other investment
advisory accounts, you grant investment discretion to
another financial institution.

* Some of our investment advisory accounts are
nondiscretionary, which means you are required
to preapprove each investment transaction that
we recommend.

e We’ll typically monitor accounts, and specific
investments within accounts, on an ongoing basis to
align with your investment goals. However, in limited-
scope consulting or advisory relationships, we won’t
provide ongoing monitoring.

a1 LPL Financial
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More detailed information about our advisory services

can be found in the Form ADV for your advisory program.
Detailed information about our brokerage services can be
found at Brokerage Compensation Information and Related

Conflicts of Interest. If viewing a paper version of this form,
please visit Ipl.com/CRS for hyperlinks to these documents.

Questions to ask your Professional:

* Given my financial situation, should | choose an investment
advisory service? Should | choose a brokerage service?
Should | choose both types of services? Why or why not?

* How will you choose investments to recommend to me?

* What is your relevant experience, including your licenses,
education, and other qualifications? What do these
qualifications mean?

What fees will | pay?

Investing is an individual journey, and we want to provide
you with options. Below we outline the fees you could
be charged for both brokerage and advisory accounts

Fees Associated with Brokerage Services

* For brokerage services, we charge a transaction-
based fee (sometimes referred to as a commission)
every time you buy or sell an investment. The amount
you pay as a transaction-based fee varies according
to the particular investment and amount invested.
The more trades you make, the more transaction-
based fees we earn. This creates an incentive to
encourage you to trade often.

* For investments in stocks or ETFs, the transaction-
based fee is usually charged as a separate
commission or sales charge. For investments in
bonds, this fee is typically included as part of the
price you pay for the investment (called a markup
or markdown).

* For investments in certain products like mutual
funds, annuities, and alternative investments, we
receive transaction-based fees from the investment
product sponsor in the form of asset-based sales
charges (e.g., sales loads). These fees are based on
the amount invested in a product and, depending
on the product, may be based on how long you hold
the investment. Our receipt of asset-based sales
loads creates an incentive to recommend products or
sponsors that include such charges.

Other Fees and Costs

If applicable to your account, we’ll charge you directly

for other fees in addition to brokerage commissions and
advisory fees, including: (1) account maintenance fees
such as custody, trade confirmation processing, corporate
actions, and transfer fees; (2) cash management fees such
as cash sweep, checking, and wire fees; and (3) investment
specific fees such as those for administration of alternative

depending on your investment choices. Fee Schedules
for our brokerage and advisory programs can be found

on lpl.com.

Fees Associated with Investment Advisory Accounts

* For investment advisory services, we typically charge
an ongoing quarterly fee (sometimes referred to as an
asset-based fee). This fee is a percentage of the value
of your account. You pay this fee even if you don’t buy
or sell investments. The more assets you have in an
asset-based fee account, the more you’ll pay us in fees.
This creates an incentive to encourage you to increase
the size of your account, including by transferring or
rolling over assets from other accounts. For some types
of accounts, there is a per transaction charge in addition
to an asset-based fee. We may also charge an hourly
fee or fixed fee for additional services such as financial
planning and consulting services that are of limited
duration or nature.

* For wrap fee program accounts, you will pay us a single
asset-based fee for advisory services. This fee also
covers most transaction costs and certain administrative
and custodial costs associated with your investments.

If you expect to trade infrequently or to pursue a “buy
and hold” strategy, a wrap fee program may cost you
more than paying for the program’s services separately,
and you may want to consider a brokerage relationship
rather than an advisory relationship.

* The fee you pay to your Professional is generally
negotiated with him or her directly, and subject to
different maximums, depending on the advisory
program selected.

investments or for foreign securities. See the Fee Schedules
for our brokerage and advisory programs at Ipl.com for
more information. You should understand that these fees
are not charged by us if your investment is in an account
that is held directly with the sponsor, and not in an LPL
investment account.
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You may also incur fees charged by the particular investment
product in which you are invested, including mutual funds,
ETFs, and other pooled funds, in addition to brokerage
commissions and advisory fees charged by us. Some of
these fees may be shared, as described below in Third-Party
Payments. Certain investment products have significant fees
triggered by particular events, e.g., annuities may include
mortality, expense, and administrative fees, and fees for
excessive transfers or early withdrawals.

You will also pay interest on any amount you borrow through
securities-based loans.

You will pay fees and costs whether you make or lose money
on your investments. Fees and costs will reduce any amount
of money you make on your investments over time. Please

make sure you understand what fees and costs you are
paying. Detailed information on our advisory fees can be
found in the Form ADV for your advisory program. Detailed
information on our brokerage fees can be found at Brokerage
Compensation Information and Related Conflicts of Interest

and, depending on the investment product in which you
invest, may be included in the product’s prospectus or other
offering document. If viewing a paper version of this form,
please visit Ipl.com/CRS for hyperlinks to these documents.

Questions to ask your Professional:

* Help me understand how these fees and costs might affect
my investments. If | give you $10,000 to invest, how much will
go to fees and costs, and how much will be invested for me?

What are your legal obligations to me when providing recommendations as
my broker-dealer or when acting as my investment adviser? How else does
your firm make money and what conflicts of interest do you have?

When we provide you with a recommendation as your
broker-dealer or act as your investment adviser, we have to
act in your best interest and not put our interest ahead of
yours. At the same time, the way we make money creates
some conflicts with your interests. You should understand
and ask us about these conflicts because they can affect
the recommendations and investment advice we provide
you. Here are some examples to help you understand
what this means. If you have questions about whether any
of these situations could apply to your investments, ask
your Professional.

Third-Party Payments

We receive compensation from third parties related to
investments you make in certain products, including

mutual funds, ETFs, annuities, alternative investments, and
other investments. This compensation includes ongoing
distribution charges (e.g., 12b-1 fees or trail payments),
which an investment product charges you and then pays to
us. We also receive fees from investment products and/or
their sponsors for recordkeeping and other administrative
services we provide in relation to your investments. In some
accounts we offer, uninvested cash is automatically placed
into interest-bearing federally insured bank accounts. We
receive fees for your participation in these “cash sweep”
programs from the banks sponsoring the programs. The fees
we receive are typically higher than the interest you earn on
the cash held in the bank accounts and are in addition to any
fees you pay to us. This creates an incentive for LPL if you
maintain a cash balance in your account. Revenue sharing
payments are another type of third-party compensation
we receive from sponsors who participate in our marketing
programs. These programs support our product marketing
to our Professionals and for education and training efforts,
and facilitate communications between sponsors and our
Professionals. Finally, certain sponsors pay us to make their

investment products available on our platform. Because

we receive payments from these third parties, there is an
inherent incentive for us to recommend or invest your assets
in those investment products. Detailed information regarding
third-party payments can be found in the Third-Party
Compensation and Related Conflicts of Interest document on

Ipl.com.

Principal Trading

In brokerage accounts, we sometimes directly buy from you
or sell to you investments including bonds or certain shares
of mutual funds, unit investment trusts (UITs), or alternative
investments. These are called principal trades. If the principal
trade involves a bond, we receive a markup or markdown by
either buying the bond from you at a lower price than we will
sell it for or by selling the bond to you at a higher price than
we bought it for. That creates an incentive for us to either
buy the bond from you at the lowest price possible or sell
the bond to you at the highest price possible and maximize
our profit on the principal trade. In advisory accounts,
purchases of mutual funds, UITs, or alternative investments
may be processed through our proprietary account, but we
do not receive a markup or markdown in these trades. Also,
in certain advisory accounts where a third-party investment
advisory firm has discretion, we trade as principal and
receive a markup or markdown.

Detailed information on our conflicts of interest can be found
in the Form ADV for your advisory program and in Brokerage
Compensation Information and Related Conflicts of Interest.

If viewing a paper version of this form, please visit Ipl.com/
CRS for hyperlinks to these documents.
Questions to ask your Professional:

* How might your conflicts of interest affect me, and how will
you address them?
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How do your financial professionals make money?

Our Professionals are primarily independent contractors,

although a portion are employees or employees of an affiliated

company. The agreement between each Professional and LPL
sets out the payments we make to them. Those who provide
investment advisory services receive a portion of the advisory

fee you pay. Professionals who provide you brokerage services

receive a portion of the commissions or markups/markdowns
from your trades. Receiving a portion of the advisory or
brokerage fees you pay to us creates an incentive for them
to encourage you to increase your investment account size
or trade more frequently. We also compensate Professionals
based on production, including payments based on the
amount of client assets they service and the products they
sell. In addition, our Professionals receive different levels of
compensation for selling different types of investments or
services. This could include, for example, a share of the 12b-1
fees, trail payments, a portion of the interest on securities-
based loans or sales loads paid to us by an investment
product. Although your Professional must recommend
investment products or manage your account in your best
interest, these additional forms of compensation create an
incentive for them to recommend specific financial products.

Our Professionals may receive compensation from us in other
ways, including:

* Transition assistance if he or she moves to LPL from
another company. This assistance can include forgivable
loans, advance payment of advisory fees, and/or waiving

or reducing other costs associated with transitioning

the Professional’s business. This assistance creates

an incentive to migrate and maintain business on our
platform from another investment platform, and to sell or
recommend the sale of investments held in an account if
we do not offer those investments.

Waived or reduced costs and fees (e.g., for administrative
services that we provide for your accounts, attending

our conferences and events, and free or reduced-cost
marketing materials). These waived and reduced costs
and fees create an incentive for Professionals to associate
with us instead of other financial firms.

Equity awards in our parent company, LPL Financial
Holdings Inc., which give your Professional an incentive to
remain with us during the vesting period applicable to his
or her stock holdings (the period of time before the stock is
unconditionally owned). This also gives the Professional a
financial interest in the success of our business.

Your Professional is legally required to act in your best interest
and not put his or her interests ahead of your own. We have
systems in place to mitigate the conflicts of interest that arise
from the way he or she makes money, including systems to
review whether a recommendation is in your best interest.
More information on compensation can be found at Brokerage
Compensation Information and Related Conflicts of Interest. If

viewing a paper version of this form, please visit Ipl.com/CRS
for a hyperlink to this document.

Do you or your financial professionals have legal or disciplinary history?

Yes. Visit Investor.gov/CRS for a free and simple search tool
to research LPL and our Professionals.

Questions to ask your Professional:

As a financial professional, do you have any disciplinary
history? For what type of conduct?

Additional Information

Please visit the Disclosures page on Ipl.com for more
information, including a copy of the agreement for the
account and/or program you are considering, the Form ADV
Brochure for any advisory program you are considering,
detailed information on our brokerage services under
Brokerage Compensation and Related Conflicts of Interest,
and more information regarding our brokerage and advisory
programs under Third Party Compensation and Related
Conflicts of Interest.

Please visit the Investor Regulatory & Educational Resources
page on Ipl.com to learn more about how to determine your
investment objective and risk tolerance, among other items.

We are affiliated with other investment firms. If your
Professional works with LPL Enterprise, LLC, you can find the
relationship summary for that firm at Ipl.com/Ipl-enterprise.
html. More information on our affiliations can be found in the
Form ADV for your advisory program.

If viewing a paper version of this form, please visit Ipl.com/
CRS for hyperlinks to cross-referenced documents.

To request up-to-date information or a copy of this
relationship summary, please call us at (800) 558-7567.

We also encourage you to review the general information
provided by the U.S. Securities and Exchange Commission
regarding investing, choosing an investment professional,
and related considerations, available by visiting Investor.gov.

Questions to ask your Professional:

Who is my primary contact person? Is he or she a
representative of an investment adviser or a broker-dealer?
Who can I talk to if I have concerns about how this person
is treating me?

Al LPL Financial


https://www.investor.gov/CRS
https://www.lpl.com/disclosures.html
https://www.lpl.com/disclosures/lpl-financial-firm-brochure-and-program-forms-for-advisory-services.html?_ga=2.226492378.1398880380.1571678542-1128018412.1571678542
https://www.investor.gov/
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf

LPL FINANCIAL BROKERAGE COMPENSATION AND CONFLICTS DISCLOSURE

www.|pl.com

This disclosure provides information about the business practices, compensation and conflicts of interest related to the brokerage business of
LPL Financial LLC (referred to as “we,” “us,” or “LPL"). Additional information about LPL and its financial professionals is available on FINRA's
website at http://brokercheck.finra.org.
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ITEM 1 INTRODUCTION

LPL is a broker-dealer registered with the Securities and Exchange Commission (“SEC"”) and member of the Financial Industry Regulatory
Authority (“FINRA"). LPL is also registered as an investment adviser with the SEC and introducing broker with the Commodity Futures Trading
Commission. In addition, LPL is qualified to sell insurance products and annuities in all 50 states. As a broker-dealer, LPL transacts business in
various types of securities, including mutual funds, 529 plans, exchange-traded funds ("ETFs"), stocks, bonds, commodities, options, private
and public partnerships, variable annuities, real estate investment trusts (“REITs"”) and other investment products.

LPL maintains a network of individuals, referred to as “financial professionals,” who offer brokerage services, investment advisory services, or
both, depending on their licenses. Some of LPL's financial professionals are investment adviser representatives (“IARs") of LPL or a non-
affiliated third party investment adviser. LPL sometimes refers to these specific financial professionals as “financial advisors” or “advisors.”
LPL's financial professionals are primarily independent contractors though there are some who are employees. In other cases, our financial
professionals may be employees of unaffiliated financial institutions, like banks and credit unions, at which LPL's services are offered. LPL
financial professionals are dispersed throughout the U.S. and often market services under their own business name.

Although most financial professionals offer both brokerage and investment advisory services, some only offer brokerage services and others only
offer investment advisory services. You should ask your financial professional about what capacity they are acting or will be acting on your behalf,
as a broker-dealer registered representative and/or an IAR. Unless stated otherwise, your financial professional is acting in the capacity, brokerage
or advisory, required by the account type for which the respective transaction takes place. This disclosure discusses important information
regarding financial professionals who act as registered representatives of LPL's broker-dealer. For more information about LPL and the services
financial professionals provide when they act as IARs, please see LPL's Form ADV disclosure brochures available on Ipl.com/disclosures.html or, in
the case of a financial professional who is associated with a third party investment adviser, please refer to www.adviserinfo.sec.gov or contact that
investment adviser for a copy of its Form ADV. For additional information on which type of investment account is right for you, please see LPL's
Form CRS (Customer Relationship Summary) that will soon be on |pl.com/disclosures.html.

Like all financial services providers, LPL and its financial professionals have conflicts of interest when acting in a brokerage capacity. LPL and its
financial professionals are compensated directly by customers and indirectly from the investments made by customers. When customers pay
us, we typically are paid an upfront commission or sales load at the time of the transaction and in some cases a deferred sales charge. If we
are paid an upfront commission, it means that we are paid more the more transactions a customer makes. When we are paid indirectly from
the investments made by customers, we receive ongoing compensation, typically called a “trail” payment, for as long as a customer holds an
investment. In addition, we receive compensation from the sponsors of some of the investment products that customers purchase through us.
The amount we receive varies depending on the particular type of investment a customer makes. The compensation described in this
disclosure represents the maximum gain or profit we receive on an investment, before subtraction of our expenses.

Please also note that not all of the conflicts described in this disclosure apply to a particular financial professional, the financial professional’s
services or all the products we sell. The types and amounts of compensation we receive change over time. You should ask your financial
professional if you have any questions about compensation, costs, fees, or conflicts of interest.
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ITEM 2 COMMISSIONS, FEES AND OTHER TYPES OF SALES COMPENSATION

Commissions and Sales Charges

LPL receives upfront commissions when it executes transactions that result in the purchase or sale of a security. A commission, which also may be
called a sales load, sales charge or placement fee, is typically paid at the time of the sale and can reduce the amount available to invest or can be
charged directly against an investment. Commissions are often based on the amount of assets invested. LPL receives the sales charge or
commission and shares it with your financial professional. In some cases, a portion of the sales charge or commission is retained by the
investment’s sponsor. Commissions vary from product to product, which creates an incentive to sell a higher commission security rather than a
lower commission security and to trade more frequently, generally and in large amounts. The maximum and typical commissions for common
investment products are listed below. For more information about other commissions that apply to a particular transaction, please refer to the
applicable investment's prospectus or other offering document.

e Equities and Other Exchange Traded Securities. The maximum commission charged by LPL in an agency capacity on an exchange
traded security transaction, such as an equity, option, ETF, exchange traded note (ETN) or closed-end fund (CEF), is 1.5% of the
transaction amount or $30. The commission amount decreases from 1.5% as the size of the transaction amount increases according to a
schedule. Additionally, the financial professional can decide to discount the commission amount to a minimum of $30 per transaction.

e  Mutual Funds and 529 plans. The maximum commission or sales charge permitted under applicable rules is 8.5%, although the
maximum is typically 5.75%.

*  Annuities. The maximum upfront commission paid for new sales of annuities is typically 7%, but varies depending on the time purchased,
and type of annuity, such as fixed, fixed index, traditional and investment-only variable annuities.

e Alternative Investments. For alternative investment products, such as hedge funds, private equity funds, non-traded business
development companies (BDCs), real estate private placements, or real estate investment trusts (REITs), the upfront sales load is as high
as 5.5%. For qualified opportunity zone funds the upfront sales load can be as high as 6%. In addition, depending on the structure of
these investments, there may be ongoing internal fees charged to the client that result in ongoing commission or fee payments to us and
your financial professional. There may also be fees and charges associated with the sale of these investments.

*  Unit Investment Trusts (UITs). The upfront sales charge paid typically ranges from 1.85% to 3.95%, and can depend on the length of the
term of the UIT.

Markups and Markdowns - Principal Transactions

Where permitted by law, when LPL buys from you or sells to you a security in a principal capacity, LPL and the LPL financial professional
receive a markup or markdown on the transaction. In these circumstances, if a security is sold at a price higher than what was paid for it, we
will earn a markup. Conversely, if a security is purchased from you at a price lower than what it is sold for, we will earn a markdown. Markups
and markdowns typically apply to transactions in bonds or other fixed-income securities such as structured products.

The maximum markup/markdown on a transaction with a customer that we receive when acting in a principal capacity typically does not
exceed 2.5% of the value of the security. On rare occasions, a markup/markdown may exceed 2.5% on a deeply discounted security. In many
cases, the actual markup/markdown percentage is lower based on factors such as quantity, price, type of security, rating, maturity, etc.
Because profits can potentially be higher when trading in a principal capacity, LPL has an incentive to trade certain investment products such
as fixed income, equities and UITs.

Direct Fees and Charges

If you hold an account at LPL, LPL charges miscellaneous fees directly to your account such as fees for transaction processing, account
transfers, and retirement account maintenance. For direct fees that apply per transaction, LPL receives more fees the more transactions that
result from a financial professional’s recommendation. These direct fees and charges are set out in the Miscellaneous Account and Service Fee
Schedule at Ipl.com/disclosures.html, are not shared with financial professionals, and are not charged by LPL if you hold an account directly
with a product sponsor rather than with LPL.

ITEM 3 THIRD PARTY COMPENSATION

LPL and financial professionals receive compensation from investment product sponsors and other third parties in connection with investments
that LPL customers make in securities such as mutual funds, 529 plans, annuities, and alternative investments. Some types of third-party
compensation are received by LPL and shared with financial professionals, and other types are retained only by LPL. For more information
about the third party compensation LPL receives, the investment product sponsors and other third parties that pay LPL the compensation, and
related conflicts of interest, please see the Third Party Compensation and Related Conflicts of Interest on Ipl.com/disclosures.html.

Third Party Compensation Shared by LPL and Financial Professionals

Brokerage Conflict Disclosure — 0325

LPL FINANCIAL LLC Page 2
Member FINRA / SIPC



https://www.lpl.com/disclosures.html
https://www.lpl.com/disclosures.html
https://www.lpl.com/disclosures.html
https://www.lpl.com/disclosures.html
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Trail Compensation

LPL and its financial professionals receive ongoing compensation from certain investment products such as mutual funds, 529 plans, annuities
and alternative investments. This compensation (commonly known as trails or Rule 12b-1 fees) is typically paid from the assets of the
investment product under a distribution or servicing arrangement with the investment sponsor and is calculated as an annual percentage of
assets invested by LPL customers. The more assets you invest in the product, the more we will be paid in these fees. Therefore, we have an
incentive to encourage you to increase the size of your investment. The amount of trails received varies from product to product creating an
incentive to recommend a product that pays a higher trail rather than a lower trail. We also have an incentive to recommend a product that
pays trails (regardless of amount) rather than products that do not pay trails. For more information about trail compensation received with
respect to a particular investment, please refer to the prospectus or offering document for the investment.

e Mutual Funds and 529 plans. The ongoing payment depends on the class of shares but is typically between 0.25% and 1% of assets annually.

*  Annuities. LPL receives a trail payment from an annuity issuer for the promotion, sale and servicing of a policy. The amount and timing of
trail payments vary depending on the agreement between LPL and the issuer, and the type of policy purchased. The maximum trail
payment for annuities is typically 1.5%, and varies depending on the type of annuity.

e Alternative Investments. For alternative investment products, such as private funds, trail payments may be as high as 1% on an annual
basis. Trail payments for managed futures funds can be as high as 2% annually.

Concessions and Mutual Fund Finder’s Fee

In certain cases, LPL and financial professionals receive compensation from a mutual fund sponsor in connection with transactions for which
sales charges are waived or under other circumstances and as described in a fund’s offering documents. This compensation is generally
referred to as a finder's fee or concession and typically ranges between 0.25% and 1% of the transaction amount. LPL also receives
concessions from investment sponsors for other types of investments. These concessions vary from product to product, and are generally
shared between LPL and the financial professional. Concessions can be as high as 2.00% of the transaction amount for new issues of
certificates of deposit, up to 2.60% of the transaction amount for Unit Investment Trusts, 0.50% of the transaction amount for new issues of
municipal bonds, as high as 2.00% of the transaction amount for other new issue bonds, up to 3.625% of the transaction amount for
structured products, and up to 4% of the transaction amount for CEFs.

Life Insurance

LPL receives compensation from issuers of life insurance (universal, variable universal, whole life, and term) and other insurance contracts that are
available to brokerage customers, such as long term care insurance and disability insurance. The compensation includes commissions and trails, and
may include payments for administrative services that LPL provides and/or payments made in connection with LPL's marketing and sales-force
education and training efforts, including LPL’s annual national sales and education conference and other conferences. LPL and/or its affiliated
insurance agency, LPL Insurance Associates, Inc. (“LPLIA"), to whom your financial professional may be an agent of, receive commissions ranging from
4% to 140% of first-year commissionable premiums. LPL may also receive a trail payment in the range of 0.5% to 15% of subsequent premiums, if any.
The amount of commission varies depending on the issuer, coverage and the premium amount. For business placed through LPLIA, LPLIA typically
retains between 10% and 35% of first-year commissionable premiums to support the additional case-management services that LPLIA provides for
products offered through LPLIA. Financial professionals receive a percentage of the commissions and trailing commissions the insurance company
pays to LPL and/or LPLIA. LPL, LPLIA, and financial professionals also receive additional compensation from certain insurance companies when LPL's
sales of the companies’ products exceed premium thresholds specified in selling agreements with LPL and/or LPLIA. LPL further receives payments
generated from the successful facilitation of life insurance settlements placed through referral partnerships. These payments consist of 5% of the
lower of the value created subject to reimbursements for transactional costs, or 4% of the death benefit subject to transactional costs.

Bonus Payments from Investment Sponsors

Certain insurance companies offer financial professionals bonus payments, oftentimes called persistency or retention bonuses, based on the
amount of customer assets that the financial professional has placed in the insurance company’s products. Although LPL does not participate
in these bonus programs, LPL may from time to time accept and share these payments on a one-time basis with a financial professional who
recently joined LPL and was entitled to such payments through the financial professional’s former brokerage firm.

Non-Cash Compensation

LPL, LPL employees and financial professionals may receive non-cash compensation from investment sponsors. Compensation includes such
items as gifts valued at up to $100 annually, an occasional dinner or ticket to a sporting event, or reimbursement in connection with
educational meetings, customer workshops or events, or marketing or advertising initiatives, including services for identifying prospective
customers. Investment sponsors also pay, or reimburse LPL and/or its financial professionals, for the costs associated with education or
training events attended by LPL employees and financial professionals and for LPL sponsored conferences and events.

Third Party Compensation Retained by LPL
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Cash Sweep Service Options

LPL automatically transfers cash balances (including otherwise uninvested cash amounts received from the customer, securities transactions, dividend
and interest payments, and other account-related activities) in a customer's eligible accounts through the account’s designated sweep service option,
where applicable. The type of sweep service options available (and how cash is held) depends on the customer’s account type. LPL offers FDIC-
insured bank sweep services for most customer accounts. Accounts may be eligible for the LPL Insured Cash Account (“ICA") Program, the Single
Bank Insured Cash Account (“SBICA") sweep program, or the money market mutual fund sweep, each described below. LPL's Deposit Cash Account
("DCA") is only available to certain types of advisory retirement accounts and is discussed in our advisory disclosures. Not all sweep service options
are available to all types of customer accounts. Cash sweep is offered as an account feature and service to facilitate the operation and maintenance of
the account and is not intended to be used as an investment option or as part of an account's asset allocation. LPL and its financial professionals do
not typically recommend specific sweep service options or underlying sweep holdings. For more information, please see your customer agreement
and the applicable ICA, SBICA disclosure booklet, or the sweep money market mutual fund prospectus.

The aggregate fees and expenses received by LPL in connection with the customer account’s designated sweep service option can be higher
or lower than the customer's yields on the sweep service option depending on the particular sweep option, prevailing interest rates and other
market factors. See https://www.|pl.com/disclosures/Ipl-financial-fdic-insured-bank-deposit-sweep-programs.html for information about our
customer fees and customer interest rates for ICA, or contact your financial professional for information about our customer fees and
customer interest rates for SBICA and for money market funds. Historically, customer yields in ICA have always been lower than the aggregate
fees and charges received by LPL. Customer yields in SBICA and in money market mutual funds have been both lower and higher than the
aggregate fees and charges received by LPL.

Cash sweep services are not intended to be used for long-term investments and are more appropriately viewed as an indirect cost of
maintaining and operating the account. LPL makes available a wide range of investment alternatives with differing risk and return
characteristics, which are better suited for meeting customer investment needs and objectives. Customers should compare the terms, interest
rates, required minimum amounts and other features of their account’s applicable sweep service option with the sweep service option
available through other types of accounts and the investment options available in their account.

FDIC insurance protects against the loss of FDIC-insured deposits if the depository institution or bank holding the deposit fails. LPL itself is not an
FDIC-insured depository institution. With respect to our sweep service options, only balances received by, and deposited at, the ICA and SBICA
participating banks are eligible for FDIC insurance (subject to applicable limits). Eligibility for pass-through deposit insurance coverage for ICA
and SBICA deposits is subject to fulfilling specific conditions. Client Cash Accounts and money market mutual funds are not customer bank
deposits and are subject to investment risks, including the potential loss of the amount invested. These investments are not FDIC-Insured, but
may be subject to SIPC protection.

* Insured Cash Account (ICA). LPL's ICA sweep service option automatically sweeps otherwise uninvested cash balances held within
customer brokerage (and certain advisory accounts) into interest-bearing bank deposits eligible for FDIC insurance (subject to applicable
limits). Under its agreement with each ICA participating bank in which customer cash may be swept, LPL receives a fee from the bank
equal to a percentage of the average daily deposit balance held at the bank. Such fees differ among the participating banks depending
on the current interest rate environment and/or any fee waivers made by LPL. The fee LPL receives is generally an average aggregate
annual rate of up to 6% as applied across the deposits held at all of the ICA participating banks. Because the banks generally pay
different amounts to LPL on account balances, fees received by LPL with respect to a specific customer account (and the account's cash
holdings) may be higher or lower than this average percentage amount. The fees received by LPL from the ICA participating banks reduce
the interest rate customers receive on their cash held through ICA. These fees are additional compensation to LPL for operating and
maintaining the account and for LPL's other services to the account. LPL has chosen to offer ICA as the sole sweep service option for certain
account types, in part because of the additional compensation LPL earns from the use of ICA.

In situations where customer cash balances allocated through ICA exceed the deposit availability at ICA participating banks, uninsured cash
balances may be placed into an “overflow” Client Cash Account. Such balances are considered to be “free credit balances” and represent a
direct liability of LPL to the customer. See below for information about how LPL is compensated on Client Cash Account balances.

ree credit balances” and represent a direct liability of LPL to the customer. See below for information about how LPL is compensated on
Client Cash Account balances.

e Single Bank Insured Cash Account (SBICA). For customers participating in an LPL investment program associated with, or located at,
certain banks, LPL makes available the SBICA sweep service (and not the ICA sweep service). The SBICA sweep service functions like the ICA
sweep service, except that otherwise uninvested customer account cash balances will automatically be swept into deposits eligible for FDIC
insurance (subject to applicable limits) of the bank through which the investment program is offered, or in some situations, in a series of
banks affiliated with the investment program bank. The banks participating in the SBICA have an agreement with LPL for financial
professionals to offer brokerage and advisory services on their premises. This presents an additional conflict of interest because the
financial professional is an employee of the bank that is also used for the sweep, and the bank benefits financially from the deposits.
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Under its agreement with each SBICA participating bank into which customer cash may be swept, LPL receives a fee from the bank of up to
an average of 0.50% as applied across all deposit accounts taken in the aggregate. Because the banks generally pay different amounts to
LPL on account balances, fees received by LPL with respect to a specific customer account (and the account's cash holdings) may be
higher or lower than this average percentage amount. In limited situations, LPL will receive no fee with respect to these deposits. The fees
received by LPL from the SBICA participating bank(s) reduce the interest rate received by customers on their cash held through SBICA. These
fees are additional compensation to LPL for operating and maintaining the account and for LPL's other services to the account. LPL has
chosen to offer SBICA as the sole sweep service option for certain account types (and accounts sourced from the bank, bank premises or the
bank employees acting as LPL financial professionals), in part because of the broader business relationship that LPL has with the bank (and its
affiliates) as well as the additional compensation LPL receives (if any).

¢ Client Cash Accounts — ICA Overflow Balances. LPL receives additional compensation and benefits from customer cash balances
maintained in the ICA overflow mechanism, referred to as Client Cash Accounts, which constitute free credit balances available for LPL use.
LPL can use free credit balances to fund its on-going operations subject to the limitations under SEC Rule 15¢3-3. Pursuant to Rule 15¢3-3,
LPL can (i) deposit free credit cash balances into a segregated deposit account at its banks, thereby earning interest on the Client Cash
Account balances deposited, or (i) invest the cash balances in securities backed by the full faith and credit of the U.S. government, thereby
making money on any yield generated by such securities. The amount LPL will earn from these sources will vary based on market forces and
the contracts for deposit arrangements that LPL is able to secure with its banks. LPL may use both or either of these vehicles at its sole
discretion. Any amounts LPL receives pursuant to these sources will be reduced by the interest payable, if any, to customers on such
balances, and further reduced by the cost of borrowing any funds necessary to meet its reserve requirements under Rule 15¢3-3. For
example, LPL may earn interest or a return by investing in short-term U.S. Government or Agency instruments or by using these balances to
fund margin loans to its customers at a lower funding cost than would otherwise be the case. Customers do not share in the returns or
proceeds associated with LPL's use or investment of such free credit balances, which are expected to exceed the amount of any interest paid
to the customer for Client Cash Account balances.

*  Money Market Mutual Fund Sweep Option. For customer accounts not eligible for ICA or SBICA, otherwise uninvested cash balances
held in the account are automatically swept and invested daily into shares of a money market mutual fund. Currently, taxable and tax-
exempt money market funds offered by J.P. Morgan Asset Management and Federated Services Company are available. LPL receives
compensation in the form of servicing fees of up to 0.25% of customer assets invested in J.P. Morgan Asset Management money market
funds and up to 0.35% of customer assets invested in Federated Services Company money market funds. These money market mutual
funds generally pay higher 12b-1 fees than other money market mutual funds that are not used for sweep services. The 12b-1 fees and
the payer of such fees are set out in the prospectus of the money market mutual fund. LPL receives service and administrative fees relating
to support of the sweep program from the sponsors of these funds, ranging between 0.25% and 0.45% of the assets invested in the money
market funds. Such fees may be waived by the fund companies in their sole discretion. These payments are in addition to other fees (e.g.,
recordkeeping and 12b-1 fees) received by LPL, where applicable.

Non-Sweep Money Market Mutual Funds (Outside of LPL's Sweep Service Options)

Customers are able to invest cash balances in a limited number of money market mutual funds outside the Sweep Service Options offerings (Non-
Sweep Money Market Funds). Like any other mutual fund transactions at LPL, transaction and other fees may apply. Moreover, unlike under the
sweep services, transactions in Non-Sweep Money Market Funds are customer-directed (or directed by customer's representative) and do not
provide for automatic daily sweep. Depending on current interest rates and other market factors, investment returns of money market mutual funds
could be, lower or higher than the aggregate fees and expenses charged by LPL in connection with the transaction. Contact your financial
professional for information about current fees and investment returns on money market funds. Customers should understand that the share class
offered for a particular Non-Sweep Money Market Fund charges higher fees and expenses than other share classes that are offered by the same Non-
Sweep Money Market Fund but are not available on LPL's platform. LPL receives compensation for the LPL customer assets invested in the Non-
Sweep Money Market Funds (up to 0.30% on an annual basis) for distribution, recordkeeping, shareholder servicing and administrative services it
provides for the funds and in connection with marketing support services LPL provides to the fund sponsors as described in this disclosure.

Unlike other types of mutual funds available on LPL's platform, LPL makes available Non-Sweep Money Market Funds from only a limited
number of mutual fund sponsors. By making available a limited number of Non-Sweep Money Market Funds, LPL is able to negotiate greater
compensation from the fund companies for services it provides to the funds. Because of the limited number of Non-Sweep Money Market
Funds available on the platform and the fees paid by those funds, other money market mutual funds not available through LPL's brokerage
platform are likely to have higher returns than the Non-Sweep Money Market Funds.

Recordkeeping Fees

In the case of accounts held at LPL, LPL performs recordkeeping and administrative services on behalf of mutual funds and receives fees for
performing such services. These services include establishing and maintaining sub-account records reflecting the issuance, exchange or
redemption of mutual fund shares by each account. For certain mutual funds LPL processes transactions on an omnibus basis, which means
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that LPL consolidates customer trades into one daily trade with a fund, and maintains all pertinent underlying shareholder information for the
fund. The compensation LPL receives for these services can be paid based on customer assets in the fund (0% to 0.30% on an annual basis) or
based on the number of positions held by customers in the fund ($0 to $25 per position). Because these fees vary, LPL has an incentive to
recommend a fund that pays more in recordkeeping fees than a fund that pays a lower amount.

Networking Fees

If LPL does not provide recordkeeping services to a mutual fund on an omnibus basis, then fund shares are traded on a networked basis, which
means LPL submits a separate order to the fund for each individual customer trade. In that case, LPL maintains only certain elements of the fund’s
shareholder information. LPL also receives networking fees in the case of accounts held directly with an investment sponsor like a mutual fund or
annuity company. In such cases, the investment sponsor pays LPL networking fees to link accounts with the investment sponsor to systems and
accounts at LPL. The fees, which vary product by product, are typically based on the number of LPL customer positions in the investment product
or assets, which creates incentive to hold positions with investment sponsors that provide higher networking fees. For mutual funds, LPL receives
compensation that is based on the number of LPL customer positions held with the fund (up to $12 per position per year) or based on the amount
of customer assets in the fund (up to 0.15% on an annual basis). For annuities, LPL receives compensation that is based on the number of
customer positions or contracts held with each annuity carrier (up to $6 per position per year).

Product Onboarding and Maintenance Fees

LPL charges a setup fee and certain maintenance fees to product sponsors when adding new investment products or share classes of an
investment product to its investment platforms. When a new mutual fund family joins LPL's platform, LPL typically charges up to $40,000 to
add the family to LPL's platforms, which is comprised of up to $15,000 as a due diligence fee and up to $7,500 per fund. LPL typically charges
annuity product sponsors a one-time onboarding/networking setup fee of up to $75,000 to reimburse LPL for associated technology-related
costs. LPL typically charges alternative investment sponsors up to $45,000 for products, follow-on product offerings or new share classes that
are added to its platforms. For individual product setup, LPL typically charges exchange traded product (ETPs) sponsors a setup fee of up to
$7,500 per fund and up to an additional $15,000 per product for complex ETPs. For UITs LPL charges up to $5,000 per fund. Additionally, LPL
charges sponsors up to $25,000 per CUSIP for certain corporate action events.

For alternative investment products, LPL charges product sponsors a $35 annual administration fee per position (subject to a maximum of
$100 per year if being held in an LPL account), a $50 processing fee per position for the purchase or re-registration of an alternative
investment being held in an LPL account, a $50 processing fee for each redemption transaction arising from a redemption request and a $100
fee for each filing of Unrelated Business Tax Income (UBTI) taxes if the investment is being held in a LPL account.

Revenue Sharing Payments

LPL receives revenue sharing payments from investment sponsors who participate in LPL's sponsorship programs. Investment sponsors make these
payments to incentivize LPL to promote their products, and the sponsors receive preferential treatment as a result of the payment. Those preferences
include supporting LPL's product marketing, education and training efforts for financial professionals so that investment sponsors can communicate
with financial professionals and employees and promote their products. The arrangements also allow the investment sponsor’s products in certain
cases to benefit from lower ticket charges that are typically paid by a financial professional and/or customer. These payments are typically calculated
as a fixed fee, as an annual percentage of the amount of assets invested, as a percentage of annual new sales, or as a combination.

®  Mutual Funds. LPL receives compensation of up to 0.25% on an annual basis of customer assets invested with certain mutual fund
families. LPL also receives flat annual payments at the discretion of certain fund sponsors as support for LPL's product marketing and the
education and training efforts for financial professionals in connection with the sale of their products. In addition, LPL also receives from
mutual fund sponsors up to $10 per ticket charge for mutual fund purchases.

*  Money Market Funds. LPL receives up to 0.10% on an annual basis of customer assets invested in the money market funds in connection
with marketing support services LPL provides to the fund sponsors.

e  Variable Annuities. LPL receives compensation that is based on customer assets (up to 0.15% annually), based on sales of such products
(up to 0.35% annually) or based on a formula that is a combination of a fixed fee, customer assets and/or product sales.

*  Fixed and Fixed Index Annuities. LPL receives payments of up to 0.50% annually on new sales or up to 0.25% annually on customer assets.

e Alternative Investments. For certain alternative investments, LPL receives a marketing allowance fee directly from the investment sponsor,
and not as a portion of the upfront commission or trail. These fees can be paid on an annual basis of up to 0.35% of customer assets invested
and/or paid upfront up to 1.50% of sales in alternative investments, such as managed futures funds, REITs, hedge funds and private equity.

®  UITs. LPL receives fees, often referred to as volume concessions, from UIT sponsors that are based on a percentage of sales volume.
These fees are set by the UIT sponsor and vary. The UIT prospectus contains detailed descriptions of these additional payments.

®  Retirement Plan Products. LPL receives marketing and educational support payments of up to $260,000 per year from certain retirement
plan product sponsors to assist with training and educating financial professionals.
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Investment sponsors pay LPL different amounts of revenue sharing, and receive different levels of benefits for such payments. Because these
fees can vary by fund and share class of a fund, LPL has an incentive to recommend, and select a fund or share class that pays more in revenue
sharing than a fund or share class that pays a lower amount. LPL generally does not share these revenue sharing payments with financial
professionals.

Technology Funding

When LPL incurs technology development-related costs associated with the launch or maintenance of a platform, tool or service, LPL
sometimes receives reimbursements from product sponsors for such costs. Because LPL benefits from product sponsors’ reimbursements of
technology development-related costs, LPL has an incentive to make such product sponsors available on its platforms rather than others that
do not reimburse for technology related costs.

Data, Analytics and Reporting

Various mutual fund, ETF, annuity and insurance investment sponsors each pay LPL up to $600,000 in exchange for access to analytical data,
business intelligence and ad hoc reporting relating to financial professionals. LPL has an incentive to recommend products associated with
sponsors that pay for these services.

Reimbursement for Shareholder Materials

When LPL delivers mutual fund shareholder reports and proxies to you, LPL is reimbursed by the mutual fund for the delivery costs. The
maximum fee that can be charged for delivery is set by New York Stock Exchange (NYSE) rules. If LPL uses a vendor to perform the delivery,
the vendor seeks reimbursement from the mutual fund on LPL's behalf and in certain cases remits a portion of the reimbursement to LPL.

Optimum Funds

LPL provides investment consulting services to the investment adviser to the Optimum mutual fund family. LPL assists the adviser in
determining whether to engage sub-advisers for the Optimum Funds, along with providing other services. As compensation for these services,
LPL receives investment consulting fees of up to 0.22% of fund assets from the adviser to the Optimum Funds. Because LPL receives an asset-
based fee from the Optimum Funds, it has an incentive to recommend investments in the Optimum Funds.

Collateralized Lending Arrangements

LPL offers a program that enables customers to collateralize certain investment accounts to obtain secured loans through banking institutions that
participate in the program. LPL receives compensation from these participant banks based on the amount of the outstanding loans.
Compensation can be up to 0.75% of the outstanding loan amount. This compensation to LPL varies, and, therefore, LPL can earn more or less
depending on the bank selected by the customer. This compensation is a conflict of interest to LPL because LPL has a financial incentive for the
customer to select a bank in the program, and a participating bank that pays LPL more. However, LPL does not share this compensation with
financial professionals, and therefore, a financial professional does not have a financial incentive to recommend one bank over another. LPL and
its financial professionals do have an incentive to recommend that customers borrow money rather than liquidating some of their account assets
so that LPL and the financial professional can continue to receive brokerage commissions and fees on those assets.

When a customer pledges assets in an account, the customer is a borrower and uses the cash and securities in the account as collateral for a
loan and pays interest to the bank. Because of LPL's arrangements with the banks participating in the program, customers may be limited in
their ability to negotiate the most favorable loan terms. However, customers are not required to use the banks in LPL's program, and can work
directly with other banks to negotiate loan terms or obtain other financing arrangements. If a customer obtains a loan from a non-partner
bank, the customer should notify financial professional of the amount of the line of credit. Customers should be aware that LPL's collateralized
loan program is one way, among many, to obtain a secured loan.

Credit Cards

As part of its cash management services, LPL makes available credit cards for its customers through a partner bank. LPL receives a flat fee for
each new activated credit card that is used by the cardholder in the first 90 days. LPL also receives a portion of the transaction volume of the
cardholder’s account. LPL’s portion of the transaction volume varies depending on the number of LPL active cardholder accounts.

ITEM 4 PRODUCT COSTS AND RELATED CONFLICTS

Financial professionals provide recommendations with respect to a broad range of investment products, including stocks, bonds, ETFs, mutual
funds, annuities and alternative investments. Each type of investment product carries unique risks, and many investment products charge fees
and costs that are separate from and in addition to the commissions and fees that LPL and financial professionals receive. You can learn more
about these risks and the fees and costs charged by an investment product by reviewing the investment product’s prospectus, offering
memorandum, or other disclosure documents.

Set out below is the typical range of expenses of the various investment products we sell. In most cases, these expenses are in addition to the
commissions and fees that LPL receives for its brokerage services.
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*  ETFs. The expense ratios range from 0.05% to 1.0%, with an average expense ratio of around 0.44%.

®  Mutual Funds. Expense ratios can vary based on the type of mutual fund purchased. The average expense ratio for actively managed
funds is 0.5% to 1.0%, for passive index mutual funds the average is 0.2%.

e 529 plans. Expense ratios for the 529 plans will vary based on the plan offered in your particular state but can range from as low as 0.0%
to 1.75%.

*  Annuities. The typical range of annual expenses associated with annuities is 0.60% to 5.00% dependent upon the combination of options
selected by the investor including type of annuity (variable annuities have a mortality and expense fee whereas fixed index annuities do not),
optional riders elected (living and/or death benefits) and investment options where applicable (subaccounts or models for variable annuities).

e Alternative Investments. The typical range of annual expenses, excluding any commissions or dealer manager fees, is 0.80% to 6.00%
which may include management fees, acquisition fees, disposition fees, performance participation fees, organization and offering fees,
acquired fund fees and expenses, or interest payments on borrowed funds.

e UITs. Typical annual operating expenses for UITs range from 0.20% to 4.00%. Equity UITs usually comprise the low end of the range while
UITs whose trust consist of a basket of CEFs typically comprise the high end of the range.

e Certificates of Deposit. LPL offers and sells certificates of deposit (“CD") issued by various banks through its platform. Some of the
issuers also maintain a separate business relationship with LPL whereby LPL's financial professionals, who may also be employees of the
bank or credit union (collectively referred to as “financial institutions”), offer financial services on the premises of the financial institutions.
LPL's CD offering platform contains a no-transaction-fee (“NTF") program for which banks can pay LPL to participate and offer their CDs.
Generally, LPL's financial professionals must pay LPL each time they place a CD transaction. These charges are typically labeled “ticket
charges” and run approximately $35 per transaction. For issuing banks participating in LPL's NTF program, LPL waives the ticket charge
allowing the financial professional to sell certain CDs without incurring this additional cost. This provides them with an additional incentive
to sell CDs issued by NTF program participants rather than those issued by non-participants.

Share Class and Fund Selection

LPL offers various share classes of mutual funds and 529 plans. As an example, certain mutual fund share classes, often referred to as Class A shares,
charge an upfront sales charge and an ongoing trail. For other mutual fund share classes, often titled Class C shares, there is no upfront sale charge
paid, however, there is an ongoing trail payment and a contingent deferred sales charge to the investor if there is a redemption within a certain
period of time after purchase. Depending on the length of the holding period for the mutual fund or 529 plan, and other factors, one share class may
be less expensive to the investor than another, and LPL and the financial professional may earn more or less in compensation for one share class than
another. Because of their characteristics and sales load structure, mutual funds generally are longer term investments. Frequent purchases and sales
of mutual funds can result in significant sales charges unless the transactions are limited to exchanges among mutual funds offered by a sponsor that
permits exchanges without additional sales charges. LPL maintains policies and procedures that are designed to detect and prevent excessive mutual
fund switching, but you should monitor your account and discuss with your financial professional any frequent mutual fund purchases and sales.

Some share classes or funds we offer do not charge or pay to us an upfront sales charge, and pay us ongoing trails of 0.25% or less annually (“no-
load funds”). LPL makes no-load funds available only to certain customers or through certain of our programs. We may be compensated in other
ways by sponsors of no-load funds, such as through revenue sharing payments. Because of the limited compensation from no-load funds, we have
an incentive to limit the availability of no-load funds we offer and to recommend you invest in funds that impose sales charges and trails.

LPL also offers various mutual funds and ETFs, some of which have similar or identical investment strategies but differing fee structures. For
example, a mutual fund that is designed to track an index of securities, such as the S&P 500 Index, may have higher or different types of fees
than an ETF that is designed to track the same index. Whether a fund or ETF is more expensive than another fund or ETF with a similar or
identical investment strategy may depend on factors such as length of holding, size of the initial investment and other factors. LPL and a
financial professional may earn more compensation for one fund or ETF than another, giving LPL and the financial professional an incentive to
recommend the product that pays more compensation to us.

ITEM 5 CUSTOMER REFERRALS, OTHER COMPENSATION AND OTHER CONFLICTS
Payment for Referrals

LPL offers programs where LPL pays professionals, such as attorneys or accountants, for referrals. In one such program, LPL pays such
professionals for referrals exclusively to its advisory business, and customers must acknowledge the referral payment to the professional. In
another program, the professionals become registered as representatives of LPL and share in brokerage commissions and advisory fees in
connection with the referral. In addition, some financial professionals offer brokerage and advisory services on the premises of unaffiliated
financial institutions, like banks and credit unions. In some of those cases, the financial institution pays an employee (e.g., a teller) a “nominal”
fee for referrals to a financial professional in accordance with applicable banking regulations.

LPL and its financial professionals may enter into lead generation, marketing and/or referral arrangements with third parties and other financial
intermediaries, for the purpose of introducing LPL customers to new service providers for various needs. The fees paid for these services can
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be structured in various ways, including as an ongoing flat fee or as one-time referral fees. Such compensation would be paid to LPL in cash,
and a percentage of that compensation would be remitted to the financial professional servicing the referred client subject to the terms of the
referral agreement.

Margin

LPL offers customers the ability to purchase securities on credit, also known as margin purchases. When a customer purchases securities on
margin, LPL extends a line of credit to the customer and charges interest on the margin balance. LPL has a financial incentive to encourage
margin borrowing because LPL earns compensation in the form of interest, transaction charges and other fees on investments made with
borrowed amounts. That financial incentive creates a conflict of interest insofar as LPL and financial professionals benefit from your decision to
borrow and incur the various fees and interest described above. If contemplating use of margin, please consult the LPL Margin Agreement
and related disclosures for additional details.

Float

If a customer holds an account at LPL, LPL maintains the assets in a segregated account and receives compensation in the form of earnings on
its investment of uninvested cash. These earnings are generally known as "float.” Cash in the account would typically result from contributions
to the account or sales of securities in the account before that cash is credited to a specific customer accounts. LPL also receives float on
outstanding checks after they are issued by LPL to the customer and before they are presented for payment. LPL does not share this
compensation with financial professionals.

Error Correction

If a customer holds an account at LPL and a trade error caused by LPL occurs in the account, LPL will cancel the trade and remove the resulting
monetary loss to a customer from the account. If a trade correction is required as a result of a customer (e.g., if a customer does not make full
payment for purchases or fails to deliver negotiable securities for liquidations before trade settlement), LPL will cancel the trade and any
resulting monetary loss will be borne by the customer. In the case of a trade that requires a correction and that resulted in a monetary gain to
the customer, such gain may be removed from the account and may result in a financial benefit to LPL.

Rollovers

If a customer decides to roll assets out of a retirement plan, such as a 401(k) plan, and into an individual retirement account (IRA), we have a
financial incentive to recommend that a customer invests those assets with LPL, because we will be paid on those assets, for example, through
commissions, fees and/or third party payments. A customer should be aware that such fees and commissions likely will be higher than those
the customer pays through the plan, and there can be custodial and other maintenance fees. As securities held in a retirement plan are
generally not transferred to an IRA, commissions and sales charges may be charged when liquidating such securities prior to the transfer, in
addition to commissions and sales charges previously paid on transactions in the plan. Additionally, if a customer decides to roll assets out of a
529 college savings plan to a Roth IRA pursuant to Section 126 of the SECURE 2.0 ACT, those assets will incur sales charges from LPL upon
transfer, in addition to commissions and sales charges previously paid on transactions in the plan. For more information about rollovers, see
Ipl.com/disclosures.html under IRA Rollover Information.

If your financial professional makes a recommendation that you move assets from an IRA at another financial institution to LPL Financial, he or
she is required to consider, based on the information you provide, whether you will be giving up certain investment-related benefits at the
other financial institution, such as the effects of breakpoints, rights of accumulation, and index annuity caps, and has determined that the
recommendation is in your best interest for these reasons:

e  Greater services and/or other benefits (including asset consolidation and holistic advice and planning) can be achieved with the LPL
Financial IRA; and

® The costs associated with the LPL Financial IRA are justified by these services and benefits.

Notwithstanding whether a recommendation has been made, you understand and agree that with respect to any assets you decide
to transfer/roll over from a qualified plan or move from an IRA at another financial institution now or in the future, you must: (1) evaluate the
investment and non-investment considerations important to you in making the decision; (2) review and understand the fees and costs
associated with a LPL Financial IRA; (3) recognize that higher net fees (if applicable) will substantially reduce your investment returns and
ultimate retirement assets; and (4) understand the conflicts of interest raised by the financial benefits to LPL Financial and its employees
resulting from your decision to roll or transfer assets to a LPL Financial IRA.

Limitations on Investment Recommendations

LPL and financial professionals offer and recommend investment products only from investment sponsors with which LPL has entered into
selling and distribution agreements. Other firms may offer products and services not available through LPL, or the same or similar investment
products and services at lower cost. In addition, LPL may only offer certain products in a brokerage account, even though there is a version of
the product that may be offered at a lower cost through an advisory account, and vice versa.
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The scope of products and services offered by certain financial professionals may also be more limited than what is available through other
financial professionals. A financial professional’s ability to offer individual products and services depends on the financial professional’s licensing,
training or branch office policy restrictions. For example, a financial professional maintaining a Series 6, Series 63 and Life Insurance Agent license
is limited to providing investment company securities, such as mutual funds and UITs and variable annuity contracts. A financial professional
maintaining a Series 7, Series 63 and Life Insurance Agent license is able to provide solutions including all securities available for sale by a Series 6
representative as well as individual stocks, bonds, and alternative investments, among others. As another example, a financial professional may
only be licensed to provide brokerage services, and not advisory services, or vice versa. To provide investment advisory services, a financial
professional is often required to be registered as an IAR with the state in which the financial professional has a place of business.

You should ask your financial professional about the securities or services your financial professional is licensed or qualified to sell, and your
professional’s ability to service investments that you transfer to LPL from another firm. You should also review the licenses held by your
financial professional by visiting the FINRA BrokerCheck system at http://brokercheck.finra.org.

Compensation of Certain LPL Employees

Certain LPL employees provide sales support resources to financial professionals who offer various types of brokerage and advisory products,
programs, platforms and services. The compensation that LPL pays to these employees varies based on a number of factors, including assets
in the program and compensation earned by LPL from the sales of these products and services. These sales employees have an incentive to
promote certain LPL programs and platforms to financial professionals over others or those available through third parties.

Customized Products

Some financial professionals work with UIT sponsors to create customized UlTs. For customized UlTs, IARs provide the UIT sponsor with input
regarding the portfolio composition of the UIT, and in exchange may be paid a consulting fee. The UIT sponsor retains sole responsibility for
creating and implementing the investment portfolio of the UIT. LPL has policies and procedures in place for customized UITs that are
designed to prevent conflicts of interest and to ensure that financial professionals act in clients’ best interest. Among other things, these
policies prevent financial professionals from receiving consulting fees for assets that any LPL client invests in customized UITs. Depending on
the securities held by the UIT and on whether a client separately pays transaction charges a customized UIT's sales charges and sponsor fees
could be more expensive than separately purchasing the basket of securities in the UIT's portfolio. Before investing in a customized UIT, you
may wish to ask your financial professional questions about compensation received from the UIT and about the UIT's fees and expenses.

ITEM 6 FINANCIAL PROFESSIONAL COMPENSATION, FEES AND RELATED CONFLICTS

LPL generally compensates financial professionals pursuant to an independent contractor agreement, and not as employees. However, some
financial professionals are employees of LPL. Described below are the compensation and other benefits that independent contractor financial
professionals receive from LPL.

Cash Compensation

LPL typically pays financial professionals a percentage of the revenue they generate from the sales of products and services. The percentage
received can vary (typically between 90% to 100%) depending on your financial professional’s agreements with LPL and the investment
product or service recommended, and can be more or less than what he/she would receive at another brokerage firm. The payments can
include enhanced compensation that is based on the amount of assets serviced or revenue generated by the financial professional. When
compensation is based on the level of production or assets, the financial professional has a financial incentive to meet those production or
asset levels. In addition, LPL pays compensation to branch managers based on sales of products and services in the branch. In some cases,
financial professionals pay a portion of their compensation to their branch manager or another financial professional for supervision and/or
administrative or sales support. There is a conflict of interest because the compensation affects the branch manager’s ability to provide
objective supervision of the financial professional. LPL and branch managers have an obligation to supervise financial professionals and may
decide to terminate a financial professional’s association with LPL based on performance, a disciplinary event or other factors. The amount of
revenue a financial professional generates creates a conflict of interest when considering whether to terminate a financial professional.

Other Benefits

Financial professionals are eligible to receive other benefits based on the revenue they generate from sales of products and services. These
benefits present a conflict of interest because the financial professional has an incentive to remain a registered representative of LPL in order
to maintain these benefits. These benefits include eligibility for practice management support and enhanced service support levels that confer
a variety of benefits, conferences (e.g., for education, networking, training, and personal and professional development), and other non-cash
compensation. Such benefits also include equity awards from LPL's parent company, LPL Financial Holdings Inc. (“LPL Holdings"”), free or
reduced-cost marketing materials, reimbursement or credits of fees that financial professionals pay to LPL for items such as administrative
services or technology, and payments that can be in the form of repayable or forgivable loans (e.g., for retention purposes or to assist a
financial professional in growing a securities practice). If LPL makes a loan to a new or existing financial professional, there is also a conflict of
interest because LPL's interest in collecting on the loan affects its ability to objectively supervise the financial professional.

Brokerage Conflict Disclosure — 0325

LPL FINANCIAL LLC Page 10
Member FINRA / SIPC



http://brokercheck.finra.org/
http://brokercheck.finra.org/

LPL FINANCIAL BROKERAGE COMPENSATION AND CONFLICTS DISCLOSURE

Fees Charged to Financial Professionals

LPL charges financial professionals various fees under its independent contractor agreement for, among other things, trade execution,
administrative services, insurance, certain outside business activity related supervision, technology and licensing. Depending on the situation,
these fees make it more or less profitable for the financial professional to offer and recommend certain services or products over others. In certain
cases, these fees are reduced based on the financial professional’s overall business production or the amount of assets serviced by the financial
professional, which gives the financial professional an incentive to recommend that you invest more in your account or engage in more frequent
transactions. Transaction fees charged to your financial professional can also vary depending on the specific security that the financial professional
recommends. As an example, the transaction fees a financial professional must pay to LPL to purchase or sell a mutual fund for your account may
differ between funds, which creates an incentive for your financial professional to recommend the fund that carries the lowest transaction charge.
In certain circumstances, such as with LPL distributed certificates of deposit (“CD"), LPL sponsors a no-transaction-fee (“NTF") program where
your financial professional will not pay any transaction charge by selling a CD issued by a bank participating in the program versus those issued by
banks not participating in the program. Both LPL and your financial professional have a financial incentive to allow banks to participate in the NTF
program and sell products issued from those participating banks, respectively. This creates a conflict of interest with the investor since the sale of
a particular CD will benefit LPL and your financial professional to a greater extent than the sale of a CD issued by a non-participating bank.

Recruitment Compensation and Operational Assistance

LPL typically pays financial professionals recruitment compensation in connection with the financial professional joining LPL if they become
associated with LPL after working with another financial services firm. In many cases, this assistance includes payments from LPL that are
commonly intended to assist a financial professional with costs associated with the transition or business development; however, LPL does not
verify that any payments made are actually used for those purposes. These payments can be in the form of repayable or forgivable loans, and are
subject to favorable interest rate terms, as compared to other lenders. In the case of forgivable loans, the loans are generally subject to
repayment if the financial professional leaves LPL before a certain period of time or other conditions are not met. In addition, for certain situations
involving the transfer of customer accounts from a third party platform to LPL's platform, existing financial professionals are eligible to receive a
flat-dollar amount of up to $350 per transferred account to assist with offsetting the estimated time and expense incurred to complete the
account transfer process.

The amount of recruitment compensation is often significant in relation to the overall revenue earned or compensation received by the
financial professional at his or her prior firm. Such payments are generally based on the size of the financial professional’s business established
at the financial professional’s prior firm, for example, a percentage of the revenue earned or assets serviced at the prior firm, or on the size of
the assets that transition to LPL. The receipt of this compensation creates a conflict of interest in that the financial professional has a financial
incentive to recommend that a customer open and maintain an account with LPL for advisory, brokerage and/or custody services, and to
recommend switching investment products or services where a customer’s current investment options are not available through LPL, in order
to receive this type of benefit or payment.

Arrangements with Banks and Credit Unions

Some financial professionals offer brokerage and advisory services on the premises of unaffiliated financial institutions, like banks and credit unions.
LPL typically shares compensation with the financial institution, including a portion of the brokerage commissions and fees the financial professional
generates. In such case, the financial institution typically pays part of that amount to the financial professional. Such compensation can vary
depending on the investment product or service recommended. The financial institution can limit the types of products that may be sold by a financial
professional. LPL typically shares with the financial institution between 75% to 100% (depending on the type of investment product) of the
commissions and ongoing trail payments that LPL receives in connection with the investment. In such case, the financial professional (an employee of
the financial institution) will be compensated (e.g., in the form of salary, bonus, compensation based on commissions, etc.) by the financial institution
in accordance with the terms agreed upon between the financial institution and the financial professional and approved by LPL (which vary depending
on each financial institution and employee). Some of these financial institutions are affiliated with investment product sponsors (such as mutual fund
sponsors or certificates of deposit) which presents a conflict of interest for a financial professional employed by a financial institution to encourage
customers to invest in that financial institution’s proprietary investment products. If the financial professional is not an employee of the financial
institution where he/she provides services to a customer, LPL typically shares with the financial professional between 25% to 100% and with the
financial institution between 0% to 75% (depending on the type of investment product) of the commissions and ongoing trail payments that LPL
receives in connection with the investment. LPL or its affiliates employ directly a limited population of financial professionals located in financial
institutions. Such financial professionals are compensated in a manner consistent with financial professionals employed by financial institutions.

Financial Professional’'s Outside Business Activities

Financial professionals are permitted to engage in certain LPL-approved business activities other than the provision of brokerage and advisory
services through LPL, and in certain cases, a financial professional receives more compensation, benefits and non-cash compensation through the
outside business than through LPL. Some financial professionals are accountants, real estate agents, insurance agents, tax preparers, or lawyers,
and some financial professionals refer customers to other service providers and receive referral fees. As an example, a financial professional could
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provide advisory or financial planning services through an unaffiliated investment advisory firm, sell insurance through a separate business, or
provide third party administration to retirement plans through a separate firm. If a financial professional provides investment services to a
retirement plan as a representative of LPL and also provides administration services to the plan through a separate firm, this typically means the
financial professional is compensated from the plan for the two services. In addition, a financial professional may sell insurance through an
insurance agency not affiliated with LPL or directly through an insurance carrier. In those circumstances, the financial professional would be
subject to the policies and procedures of the third party insurance agency or carrier related to the sale of insurance products, and would have
different conflicts of interest than when acting on behalf of LPL. A financial professional may earn compensation, benefits and non-cash
compensation through the third party insurance agency or carrier and may have an incentive to recommend you purchase insurance products
away from LPL. If you engage with a financial professional for services separate from LPL, you may wish to discuss with your financial professional
any questions you have about the compensation they receive from the engagement. Additional information about your financial professionals
outside business activities is available on FINRA’s website at http://brokercheck.finra.org.

Compensation for Other Services

LPL and financial professionals can offer various types of advisory and brokerage programs, platforms and services, and earn differing types and
amounts of compensation depending on the type of service, program or platform in which you participate. This variation in compensation can
incentivize a financial professional to recommend services, programs or platforms that generate more compensation for LPL and the financial
professional than others. Certain LPL financial professionals receive a higher payout rate for selling advisory/insurance products, which can
incentivize these financial professionals to sell advisory/insurance products rather than brokerage products. As another example, if you expect to
trade securities frequently in your account, a brokerage account in which you pay a commission for each transaction may generate more
compensation for your financial professional than an advisory account that generates compensation in the form of investment advisory fees.

Please also note that not all of the conflicts described in this disclosure apply to a particular financial professional, the financial professional’s
services or all of the products we sell. The types and amounts of compensation we receive change over time. You should ask your financial
professional if you have any questions about compensation or conflicts of interest.

ITEM 7 OTHER FINANCIAL INDUSTRY AFFILIATIONS

LPL is affiliated with other financial services companies. LPL and The Private Trust Company, N.A. (PTC), a federally chartered non-depository
bank, are related companies. LPL is also a related company to Fiduciary Trust Company of New Hampshire, a state chartered non-depository
trust company (“FTC"). PTC and FTC serve as custodians for customer retirement accounts, including IRAs, and receives an annual
maintenance fee for these services. PTC also provides personal trustee services to customers for a variety of administrative fiduciary services,
including services that may relate to a brokerage account. Because LPL, PTC and FTC are affiliated companies and share in revenues, there is
a financial benefit to the companies if a client uses PTC or FTC as a custodian or for personal trustee services, or if a PTC or FTC client uses
LPL a broker-dealer or investment advisor. PTC and FTC custodian and trustee services and related fees are established under a separate
engagement between customers and the two firms.

LPL and Allen & Company of Florida, LLC (Allen & Co.), an investment adviser firm, are affiliated companies. In addition, IARs of Allen & Co.
are typically brokerage registered representatives of LPL.

LPL Enterprise, LLC (“LPLE") is a registered broker-dealer and registered investment adviser, and is affiliated with LPL.
LPL Insurance Associates, Inc. (“"LPLIA") is an affiliated insurance agency.

LPL Holdings, Inc. acquired Atria Wealth Solutions, Inc., (“Atria”) and its subsidiaries. LPL expects to convert the acquired assets to its platform
in mid-2025. Atria operates the following wealth management subsidiaries that provide brokerage and advisory services: CUSO Financial
Services, L.P., Sorrento Pacific Financial, LLC, Cadaret, Grant & Co., Inc., NEXT Financial Group, Inc., Western International Securities, Inc.,
SCF Securities, Inc.. SCF Investment Advisors, Inc., Grove Point Investments, LLC and Grove Point Advisors, LLC. All of these wealth
management subsidiaries of Atria are affiliates of LPL.

LPL Financial Holdings Inc. (“LPL Holdings"”), is a publicly traded company. LPL does not permit its financial professionals to recommend or
solicit orders of LPL Holdings stock in customer brokerage accounts.

Please consult the Disclosures page on LPL’s website for the current information about LPL's brokerage compensation and related
conflicts of interest. LPL posts changes to this disclosure on its website Ipl.com/disclosures.html from time to time. LPL may not notify
you when these changes are made, so you should consult the website to learn about any changes that have been made. If you are
unable to access the website or require paper copies of any documents referenced here, please contact a financial professional.

201 Washington Street, Suite 300, Boston, Massachusetts 02108
4707 Executive Drive, San Diego, California 92121
1055 LPL Way, Fort Mill, SC 29715
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