Compensation
Policy

IFG clients tend to share
the same traits: They
think long-term, they

believe in planning, and
they appreciate straight
talk.

This is an overview of
IFG’s compensation
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Cost is a function of value:

Benefit - Cost = Value
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Independence, Clarity, and Common Sense
JimLorenzen, CFP®, AIF®

The compensation and expense conversation is often discussed in the me- © =
dia, virtually always to the exclusion of risk mitigation, strategic tax optimi-
zation, or wealth management benefits not addressed in either their ‘in-a- = . N

box’ solutions or via the DVD products they sell. The result is an absence
of the value equation (benefit — cost = value) any valid decision would use
as a basis. Costs are a valid concern, however, for both IFG clients, as well as the advisor. All IFG fees will
be fully disclosed in advance and will be based on your needs and the services to be provided.

The concept behind the IFG fee structure is simple: Ongoing services, i.e., financial planning and invest-
ment advisory services, use an ongoing compensation model. Processes requiring few or no ongoing ser-
vices, i.e., life insurance, are not charged ongoing fees and use a single compensation model. All fees are
clearly explained in all IFG proposals and are mutually agreed upon prior to you becoming a client.

Compensation Breakdown:

Initial Introductory/Gap Analysis Meeting: This includes all preparation and follow up in order to provide
you with an informed analysis of your current situation. No fee requirement.

Financial Planning and Investment Advisory Fees:

I. Initial financial planning: A requirement for becoming an IFG investment advisory client, this fee is
quoted on a defined-project basis. Upon completion of the gap analysis, you will receive a written pro-
posal with everything clearly spelled-out.

II.  Ongoing investment advisory with financial plan reviews and updates. Financial planning and invest-
ment advisory services go hand-in-hand at IFG with compensation determined as follows:

¢ Minimum requirement for assets under advisement (AUA) is $250,000.

e Financial planning: A separate fee for subsequent financial planning services is
charged only for ‘held-away’ assets (those not covered by an IFG investment advisory

agreement) with IFG’s planning fee discounted equal to the percentage of the client’s
total financial assets being held at IFG.  Example: If 75% of your financial assets are
placed through IFG, the normal $300 hourly fee for the ongoing planning reviews con-
cerning ‘held-away’ assets is discounted 75%.

e Investment advisory fees are paid according to the investment advisory fee schedule
(see next page) which encompasses all ongoing financial planning review and update
meetings and services for assets placed through IFG, including investment advisory ser-
vices, encompassing ongoing due-diligence, monitoring, and client education. The in-
vestment advisory fee is asset-based and automatically deducted quarterly in accord-
ance with IFG’s investment advisory fee schedule (next page) by the custodial firm and
fully disclosed .



IFG’s investment advisory fee schedule**:

On the first $500,000 1.20% annually (0.30% quarterly)
On the next $500,000 0.70% annually (0.175% quarterly)
On assets over $1,000,000 0.50% annually (0.125% quarterly)
As asset levels increase, the fee percentage declines.

Examples:
Annualized

Client Assets Fee

$ 500,000 = 1.20%

$ 750,000 = 1.03%
51,000,000 = 0.95%
53,000,000 = 0.65%
55,000.000 = 0.59%

Points worth noting:

L

Please keep in mind that all fees are subject to adjustment based on each client’s unique circum-
stances and goals. IFG’s working arrangement will be provided to you in writing after a needs/gap
analysis has been completed.

Asset Custody: IFG does NOT take custody of client assets. Accounts will be in your name (or trustee
you designate) at an independent third-party custodian, most often Pershing/Bank of New York-
Mellon.

Referral Compensation Arrangements: Some marketing and business development functions are
outsourced to service providers who specialize in matching prospective clients with appropriate advi-
sors who can meet their needs. While IFG may pay referral fees to these sources to compensate them
for their advertising and marketing functions, IFG does not pay referral fees to attorneys, accountants,
or any other private professional or individual for personal referrals. IFG does not accept referral fees.

Insurance services: There are some instances, as noted above, where ongoing advisory fees would
seem inadvisable. For example: “fixed” insurance products generally do not require continuous or
ongoing manager due-diligence, oversight, and portfolio review — therefore it would seem incon-
sistent to charge ongoing advisory fees. Examples would include the placement of life insurance or
fixed annuities, generally used when estate protection, charitable giving, or other needs when insur-
ance products are either the only logical tool or an appropriate supplement available in the “financial
toolbox”. Insurance is provided under California license #0C00742. In California, licensed agents are
not allowed to charge fees for insurance placement and non-licensed professionals are not allowed to
provide guidance on specific policies.

Financial planning fees can be paid by bank ACH or credit card and monthly or quarterly subscrip-
tion fees can be arranged for certain services.




The Seven Step Planning Process

Understanding the Client’s Personal and
Financial Circumstances

Identifying and
Selecting Goals

7

Monitoring
Progress and
Updating

Financial
Planning
Process

Developing

the Financial
Planning Recom=-
mendation(s)

Disclosures

**Applies to IFG planning and advisory services only. Fees do not include advice on assets not covered under an
advisory agreement, or third party fees or expenses which may be charged for custodial, management, or re-
porting by other third party providers. This schedule does not include or apply to compensation for assets placed
in insurance products required to fulfill a plan. Annual fees are deducted on a quarterly basis by the asset custo-
dian according to the schedule(s) outlined in the proposal and platform provider’s fee agreement(s). Clients en-
gaged prior to January 2, 2021 may be paying fees that differ from this schedule for the same services. IFG’s ADV
filing is available upon request. All fees are subject to change without prior notice.
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See additional disclosures and information on the next page.
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Jim Lorenzen, CFP®, AIF®

Jim Lorenzen is a CERTIFIED FINANCIAL PLANNER' professional and an
ACCREDITED INVESTMENT FIDUCIARY® serving private clients’ wealth manage-
ment needs since 1991. Jim is Founding Principal of The Independent Finan-
cial Group, a Registered Investment Advisor providing wealth management,
retirement planning and investment advisory services. He is also licensed for
insurance as an independent agent under California license 0C00742. Jim's
background includes founding, building, and selling five successful businesses
and international consulting. He has been the headline speaker at more than
500 national and international association and corporate conventions for cli-
ents such as Foster Grant, Hobie Cat, CapCities/ABC, H.R. Textron, Hearst Corporation, The National
Management Association, the National Newspaper Association, and Cox Communications, as well as
scores of state, regional, and national conventions. Jim has also been featured on American Airlines'
Sky Radio heard on more than 19,000 flights, as well as in The Wall Street Journal’s SmartMoney maga-
zine, The Profit Sharing Council of America’s Insights, and has been published in the Journal of Compen-
sation and Benefits, NASDAQ, and in scores of national and international association trade publications.

The Independent Financial Group does not provide legal or tax advice and nothing contained herein should be
construed as securities or investment advice, nor an opinion regarding the appropriateness of any investment to
the individual reader. The general information provided should not be acted upon without obtaining specific le-
gal, tax, and investment advice from an appropriately licensed professional. All images used in this communica-
tion are in public domain unless otherwise noted.

Indgi’;e.nden.t
Financial

Group

A Registered Investment Advisor

Wealth Management Solutions since 1991

indfin.com

805.265.5416 800.257.6659
info@indfin.com

By Appointment Only
2655 First Street, Suite 250; Simi Valley, Ca. 93065

C100F



