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This brochure provides information about the qualifications and business practices of 
Ironwood Wealth Advisors, LLC. If you have any questions about the contents of this 
Brochure, please contact us at (480) 473-3459 and/or info@ironwoodwealth.com. 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. 
 
 
Additional information about Ironwood Wealth Advisors, LLC also is available on the 
SEC’s website at www.adviserinfo.sec.gov. 
 
 
Any references to Ironwood Wealth Advisors, LLC as a registered investment adviser 
or its related persons as registered advisory representatives does not imply a certain 
level of skill or training. 
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Material Changes 
This is the initial disclosure brochure.  Therefore, there are no material changes to disclose. 
At least annually, this Item will discuss only specific material changes that are made to 
the  Brochure  and  provide  clients  with  a  summary  of  such  changes.    Additionally, 
reference to the date of the last annual update to this Brochure will be provided. 
 

Advisory Business 
 
Ironwood Wealth Advisors, LLC (hereinafter referred to as “IWA”) is an investment 
advisory firm offering a variety of advisory services customized to the individual needs of 
the client.  The services are more fully described below.   
 
IWA was created in September of 2010 and filed for investment adviser registration with the 
Securities and Exchange Commission in October of 2010.  Derek J. Sinani is the Managing 
Member and founder.  Derek has been in the financial services industry since 1995, and co-
founded Ironwood Asset Management (IAM) in 2003.     Additional business information 
about Mr. Sinani is disclosed on the Supplemental Brochure attached to this Brochure. 
 
IWA offers the following advisory services.  As previously stated, each of the services is 
more fully described below. 

• Asset Allocation Services not involving Asset Management 
• Asset Management 
• Financial Planning 
• Retirement Planning 
• College Planning 
• Pension Consulting   
• Analysis, Recommendation and Monitoring of Third Party Managed 

Programs 
 
IWA tailors the advisory services it offers to the individual needs of the client.  A client may 
impose restrictions and/or limitations on the investing in certain securities or types of 
securities.  IWA will ask each client to complete a fact finder or data gathering questionnaire 
to assist IWA with obtaining information about the client’s financial situation and history.  
Additionally, IWA will meet with the client and conduct an interview and data gathering 
session to continue the due diligence process.  The information gathered by IWA will assist 
IWA to provide client with the requested services and customize the services to the client’s 
financial situation.  Depending on the services requested by the client, IWA will gather 
various financial information and history from client including, but not limited to: 

• Retirement and financial goals 
• Investment objectives 
• Investment horizon 
• Financial needs 
• Cash flow analysis 
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• Cost of living needs 
• Education needs 
• Savings tendencies 
• Other applicable financial information required by IWA in order to provide 

the investment advisory services requested.   
 
The investment advisory process is initiated with a phone call or a meet and greet meeting 
between the client and IWA.  During the initial meeting services are explained and IWA 
determines along with the client whether or not there is a synergy.  Upon agreement between 
IWA and the client that a working relationship should continue, IWA provides the client with 
a client profile questionnaire.  The client will be asked to complete the questionnaire 
independently.  The questionnaire gathers various financial background information about 
the client and helps IWA assess the client’s risk profile.  Upon the client returning the 
questionnaire to IWA, IWA will analyze the information and schedule a meeting with the 
client.  During the meeting IWA will present its analysis and recommendations to the client. 
 
IWA utilizes a combination of financial tools to analyze the client’s information and prepare 
its recommendations.  IWA utilizes a combination of systems including an investment 
analysis system provided through Schwab Institutional, portfolio optimization software and 
Morningstar.   

Asset Management Services 
 
Upon IWA completing its analysis of the client’s situation, IWA will determine an asset 
allocation customized to the client’s financial goals, objectives and risk tolerance.  IWA has 
designed various model portfolios.  After evaluating the client’s information gathered by 
IWA, IWA will determine which of its model portfolios would be most suitable for the 
client.  From there, IWA customizes the client’s portfolio allocation taking into consideration 
limitations or restrictions of the client, the market and economy at the time and the client’s 
financial situation, goals and objectives.  
 
IWA will schedule a meeting with the client and present the recommended portfolio 
allocation.  Upon client’s approval, IWA will implement the portfolio allocation.  IWA will 
provide continuous and ongoing management of the client’s account.  Unless otherwise 
expressly requested by the client, IWA will manage the account and will make changes to the 
allocation as deemed appropriate by IWA.  IWA will determine the securities to be 
purchased and sold in the account and will alter the securities holdings from time to time, 
without prior consultation with the client.  IWA may actively trade securities and hold such 
holdings for periods of 30 days or less or maintain positions for longer or shorter term 
periods. 
 
Clients are advised that transactions in the account, account reallocations and rebalancing 
may trigger a taxable event for the client, with the exception of IRA accounts, 403(b) 
accounts and other qualified retirement accounts. 
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As previously stated, IWA will start the portfolio construction process by determining the 
model portfolio that best meets the client’s suitability parameters. IWA has created six 
portfolios: Preservation, Conservative, Moderate, Moderately-Aggressive, Aggressive, and 
Speculative.  A client’s managed account may be similarly managed and contain similar 
holdings as compared to other clients’ managed accounts. 
 
As further described below, IWA has entered into a relationship to offer clients brokerage 
and custodial services through Schwab Institutional division of Charles Schwab & Co., Inc. 
(“Schwab”) or Pershing Advisory Solutions, a division of Pershing, LLC (“Pershing”).  
There is no affiliation between IWA and Pershing and Schwab.  
 
Clients who select another brokerage firm for custodial and/or brokerage services will not be 
able to receive asset management services from IWA.  Instead, clients will be provided with 
asset allocation services as described below.  Advisory representatives registered with IWA 
are dually registered with a broker/dealer, FSC Securities Corporation (“FSC”), member 
FINRA and SIPC.  Advisory Representatives must adhere to FINRA rules and regulations 
and the policies and procedures of FSC.  FSC policies and procedures and FINRA have a 
rule that prohibits representatives from conducting transactions at a broker/dealer for which 
approval has not been obtained from FSC.   
 
Accounts may not be established by the deposit of securities or the depositing of additional 
securities into existing fee based brokerage accounts, which were purchased by the client on 
a commission basis in the prior twenty-four (24) months either through FSC or through the 
client’s FSC representative at another broker-dealer.  The purpose of this prohibition is to 
prevent the client from paying arguably duplicative or extra charges.  Clients are advised that 
they may also not want to open fee based brokerage accounts with the proceeds of the sale of 
commission securities since the client will then bear the transaction fees on purchases and 
sales of the commission securities and the fees and charges associated with the fee based 
brokerage account. 

Asset Allocation Services Not Involving Asset Management 
 
Clients who have accounts for which IWA is not able to offer its management services may 
obtain asset allocation advice from IWA.  The frequency of the advice will be solely 
depending on the client’s ability to provide IWA with current and accurate account 
information.  Preferably, IWA should be given duplicate statements or not less than quarterly 
statements.   
 
IWA will provide the client with asset allocation recommendations.  Implementation of the 
advice and execution of the transactions is solely the responsibility of the client.  IWA and its 
advisory representatives will not participate in the implementation of the advice. 
 
Based on the information gathered from the client, IWA will provide the client with a written 
asset allocation recommendation.  The recommendations offered by IWA will be limited to 
those securities available in the client’s account.  Additionally, IWA may base the asset 
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allocation recommendations based on its model portfolios IWA utilizes in its managed assets 
account program disclosed above. 

Financial, Retirement, and College Planning Services  
 
IWA will schedule a meeting with the client and present to the client the analysis of the 
client’s situation and recommendations for steps to be taken to assist the client to work 
toward financial goals.   
 
Plans are based on the client’s financial situation at the time and are based on financial 
information disclosed by the client to IWA.  Clients are advised that certain assumptions may 
be made with respect to interest and inflation rates and use of past trends and performance of 
the market and economy. However, past performance is in no way an indication of future 
performance.  IWA cannot offer any guarantees or promises that the client’s financial goals 
and objectives will be met.  Further, each client must continue to review the plan and update 
the plan based upon changes in the client’s financial situation, goals, or objectives or changes 
in the economy. Should a client’s financial situation or investment goals or objectives change, 
the client must notify IWA promptly of the changes.  Clients are advised that the advice 
offered by IWA may be limited and is not meant to be comprehensive.  Therefore, a client 
may need to seek the services of other professionals such as an insurance adviser, attorney 
and/or accountant. 
 
Clients are not obligated to implement advice through IWA or Advisory Representatives.  
Should client implement the plan with IWA’s Advisory Representatives, commissions or 
other compensation may be received in addition to the advisory fee paid to IWA. 

General Information 
Clients are advised the investment recommendations and advice offered by IWA are not legal 
advice or accounting advice.  Client should coordinate and discuss the impact of financial 
advice with their attorney and/or accountant. Client is advised that it is necessary to inform 
IWA promptly with respect to any changes in the client’s financial situation and investment 
goals and objectives.  Failure to notify IWA of any such changes could result in investment 
recommendations not meeting the needs of the client. 
 

Fees and Compensation 

Asset Management Services 
Fees are negotiable and are not based on a share of capital gains upon or capital appreciation 
of the funds or any portion of the funds. 
 
Advisory fees will be charged in advance of the billing period.  The billing period will be 
negotiated with each client and will be either 1) on a calendar quarterly basis (i.e. March 31, 
June 30, September 30, and December 31) or 2) every three months from the execution of the 
advisory contract.  The quarterly advisory fee will be based on the value of the Account on 
the last business day of the just completed three month period.  Fees for partial period will be 
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prorated.  The initial quarterly fee will be a pro-rated portion of the fee based on the number 
of days remaining in the three month period. 
 

Clients may make additions to the Account or withdrawals from the Account, provided the 
Account continues to meet minimum account size requirements.  Fee adjustments for 
additional assets deposited into the Account after it is opened that exceed 10% of the account 
value will be charged a pro-rata fee based upon the number of days remaining in the then 
current three month period.  Additionally, partial withdrawals from the account exceeding 
10% of the account value will result in a prorated portion of the fee being credited to the 
Account.  No fee adjustments will be made for Account appreciation or depreciation. 
 

Account Size Annual Fee 
$0 to $499,999 1.75% 
$500,000 to $999,999 1.50% 
$1,000,000 to $2,499,999 1.25% 
$2,500,000 to $4,999,999 1.00% 
$5,000,000 to $9,999,999 0.80% 
$10,000,000 and above 0.70% 

 
Fees are determined based on each account size.  Therefore, clients with multiple accounts 
will pay a fee based on each account value.  Consequently, depending on the account size, 
each account will be charged a different fee.  IWA does not aggregate all accounts together 
to determine the fee.   
 
IWA may change the above fee schedule upon 30-days prior written notice to the client.  
 
In addition to the advisory fees above, client will pay transaction fees for securities 
transactions executed in client’s account in accordance with the custodian’s transaction fee 
schedule.  Additionally, client may pay fees for custodial services, account maintenance fees, 
transaction fees, and other fees associated with maintaining the Account.  Such fees are not 
charged by IWA and are charged by the product, broker/dealer or account custodian.  IWA 
does not share in any portion of such fees. Additionally, client may pay their proportionate 
share of the fund’s management and administrative fees and sales charges as well as the 
mutual fund adviser’s fee of any mutual fund they purchase.  Such advisory fees are not 
shared with IWA and are compensation to the fund-manager.  Clients should read the mutual 
fund prospectus prior to investing. 

Advisory fees will generally be collected directly from the account, provided the client has 
given IWA written authorization.  Clients will be provided with an account statement 
reflecting the deduction of the advisory fee.  If the Account does not contain sufficient funds 
to pay advisory fees, IWA has limited authority to sell or redeem securities in sufficient 
amounts to pay advisory fees. Client may reimburse the account for advisory fees paid to 
IWA, except for ERISA and IRA accounts.   
 
Termination Provisions 
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Clients may terminate investment advisory services obtained from IWA, without penalty, 
upon written notice within five (5) business days after entering into the advisory agreement 
with IWA.  Client will be responsible for any fees and charges incurred by client from third 
parties as a result of maintaining the Account such as transaction fees for any securities 
transactions executed and Account maintenance or custodial fees.  Thereafter, client may 
terminate investment advisory services with 30-days written notice to IWA. Should client 
terminate investment advisory services during three month period, client will be issued a pro-
rated refund of the advisory fee from the date of termination to the end of the three month 
period.   

Financial, Retirement, and College Planning Services and Asset Allocation Services Not 
Involving Asset Management 
 
Client is advised that fees for planning services are strictly for planning services.  Therefore, 
client may pay fees and/or commissions for additional services obtained such as asset 
management or products purchased such as securities or insurance. 
 
Fees are negotiable.  A client’s fees will be dependent on several factors including time spent 
with IWA, number of meetings, complexity of the client’s situation, amount of research, 
services requested and staff resources.   
 

Fee Type Maximum Fee Payable 
Fixed Fee $3,000 Payable one-half (1/2) upon execution of the advisory 

agreement with IWA and the balance due at the time 
of presentation of the plan, unless otherwise 
negotiated with the client. 

Hourly Fee $250 per hour Payable at the end of each month based upon time 
spent by IWA. 

 
Termination Provisions 
Clients may terminate advisory services obtained from IWA, without penalty, upon written 
notice within five (5) business days after entering into the advisory agreement with IWA.  
Thereafter, client may terminate investment advisory services with 30-days written notice to 
IWA.  Client will be responsible for any time spent by IWA. 
 

Performance-Based Fees and Side-By-Side Management 
 
This section is not applicable to IWA since IWA does not charge performance based fees to 
clients.  
 

Types of Clients 
 
IWA’s services are geared toward individuals both high net worth (i.e. clients with a net 
worth of $1,500,000) and other than high net worth.   
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IWA generally requires a minimum amount of assets be deposited to an account for the 
purpose of obtaining asset management services.  IWA will generally require clients to 
deposit a minimum of $500,000 (cash or securities).  However, under certain circumstances, 
IWA may waive the minimum account size requirement and accept accounts less than 
$500,000. Such circumstances may include but not be limited to additional assets will soon 
be deposited or client has other accounts under management with IWA.  Clients are advised 
that performance may suffer due to difficulties with diversifying smaller accounts and due to 
risk controls potentially being compromised.  Performance of smaller accounts may vary 
from the performance of accounts with more dollars invested due to fluctuations in the 
market may affect smaller accounts more and the effects of compounding may be greater in 
larger accounts. 
 

Methods of Analysis, Investment Strategies and Risk of Loss 
 
IWA conducts economic analysis and attempts to analyze and determine the trends.  
Additionally, IWA conducts fundamental analysis.  Fundamental analysis generally involves 
assessing a company’s or security’s value based on factors such as sales, assets, markets, 
management, products and services, earnings, and financial structure. 
 
IWA will conduct technical market analysis and technical trend following.  Technical 
analysis generally involves studying trends and movements in a security’s price, trading 
volume, and other market-related factors in an attempt to discern patterns. 
 
IWA does not represent, warrantee or imply that the services or methods of analysis used by 
IWA can or will predict future results, successfully identify market tops or bottoms, or 
insulate clients from losses due to major market corrections or crashes. No guarantees can be 
offered that client’s goals or objectives will be achieved.  Further, no promises or 
assumptions can be made that the advisory services offered by IWA will provide a better 
return than other investment strategies. 
 

Disciplinary Information 
 
There is no reportable disciplinary information required for IWA or its advisory 
representative. 
 

Other Financial Industry Activities and Affiliations 
 
As previously stated, IWA Advisory Representatives may be dually registered as advisory 
representatives of IWA and as a registered representatives of FSC.  Clients are under no 
obligation to purchase or sell securities through Advisory Representatives. However, if a 
client chooses to implement the plan, commissions may be earned in addition to any fees 
paid for advisory services.  Commissions may be higher or lower at FSC than at other 
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broker/dealers. IWA Advisory Representatives may have a conflict of interest in having 
clients purchase securities and/or insurance related products through FSC in that the higher 
their production with FSC the greater potential for obtaining a higher pay-out on 
commissions earned. IWA Advisory Representatives spend approximately 35% of their time 
offering securities products on a commission basis. 
 
Under the rules and regulations of the FINRA, FSC has an obligation to perform certain 
supervisory functions regarding certain activities engaged in by advisory representatives who 
are also registered representatives of FSC.  For such supervisory functions, IWA may pay 
FSC a portion of the advisory fees they receive.  FSC and IWA are not affiliated. 
 
IWA Advisory Representatives may be licensed with various insurance companies.  
Commissions will be earned if the insurance products are purchased through him.  Clients are 
under no obligation to purchase insurance products or services through IWA.  IWA Advisory 
Representatives spend approximately 10% of their time offering insurance products.  The 
insurance business is not a significant business to IWA Advisory Representatives.  Further, 
IWA does not concentrate resources toward the business.  However, because of the conflict 
of interest in having a client purchase insurance products through IWA Advisory 
Representatives, this disclosure is provided to clients. 
 
IWA attempts to mitigate the conflicts of interest with the potential receipt of commissions if 
recommendations are implemented by providing clients with these disclosures.  Further, 
clients are encouraged to consult other professionals and may implement recommendations 
through other financial professionals.  Furthermore, as a registered representative with FSC, 
IWA Advisory Representatives are subject to a supervisory structure at FSC for their 
securities business. 
 

Code of Ethics, Participation or Interest in Client Transactions and Personal Trading 
 
IWA and its associated persons may buy or sell securities identical to those securities 
recommended to clients.  Therefore, IWA and/or its associated persons may have an interest 
or position in certain securities that are also recommended and bought or sold to clients.  
IWA and its associated persons will not put their interests before a client’s interest. IWA and 
its associated persons may not trade ahead of clients or trade in such a way to obtain a better 
price for themselves than for clients.  
 
IWA is required to maintain a list of all securities holdings for its associated persons and 
develop procedures to supervise the trading activities of associated persons who have 
knowledge of client transactions and their related family accounts at least quarterly.  Further, 
associated persons are prohibited from trading on non-public information or sharing such 
information.   
 
Clients have the right to decline any investment recommendation.  IWA and its associated 
persons are required to conduct their securities and investment advisory business in 
accordance with all applicable Federal and State securities regulations.  
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CODE OF ETHICS 
IWA has a fiduciary duty to clients to act in the best interest of the client and always place 
the client’s interests first and foremost.  IWA takes seriously its compliance and regulatory 
obligations and requires all staff to comply with such rules and regulations as well as IWA’s 
policies and procedures.  Further, IWA strives to handle clients’ non-public information in 
such a way to protect information from falling into hands that have no business reason to 
know such information and provides clients with IWA’s Privacy Policy.  As such, IWA 
maintains a code of ethics for its Advisory Representatives, supervised persons and staff.   
The Code of Ethics contains provisions for standards of business conduct in order to comply 
with federal securities laws, personal securities reporting requirements, pre-approval 
procedures for certain transactions, code violations reporting requirements, and safeguarding 
of material non-public information about client transactions.  Further, IWA’s Code of Ethics 
establishes IWA’s expectation for business conduct.  A copy of our Code of Ethics will be 
provided to any client or prospective client upon request. 

Brokerage Practices 
As previously stated, IWA Advisory Representatives may also be registered representatives 
of FSC.  As a result they are subject to FINRA Conduct Rule 3040 which may restrict them 
from conducting securities transactions away from FSC unless FSC provides them with 
written authorization.  IWA’s Advisory Representatives have obtained approval to offer 
clients the ability to maintain accounts through FSC at its clearing firm or through Schwab 
Institutional division of Charles Schwab & Co., Inc. (“Schwab”), a registered broker/dealer, 
member SIPC. IWA is independently owned and operated and not affiliated with Schwab or 
FSC.   
 
Clients are advised that not all investment advisers require clients to maintain accounts at a 
specific broker/dealer.   IWA’s clients are advised they may maintain accounts at another 
broker/dealer.  However, the services provided by IWA will be limited to only advice and 
will not include implementation. 
 
In initially selecting FSC and Schwab, IWA conducted due diligence.  This evaluation and 
criteria included ability to service clients, staying power as a company, financial strength, 
industry reputation, ability to report to clients and to IWA, trading platform, products and 
services available, technology resources, and educational resources. 
 
Periodically, IWA will review alternative broker/dealers and custodians in the marketplace to 
ensure FSC and Schwab and its custodians are meeting IWA’s duty to provide best execution 
for client accounts.  The review will include a comparison to FSC and Schwab which involve 
evaluating criteria such as overall expertise, cost competitiveness and financial condition.   
The quality of execution by FSC and Schwab will be reviewed through trade journal 
evaluations.  However, best execution does not simply mean the lowest transaction cost.  
Therefore, no single criteria will validate nor invalidate a custodian, but rather, all criteria 
taken together will be used in evaluating the currently utilized custodian.   
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Additionally, product sponsors such as variable and investment companies and limited 
partnerships which are recommended to clients may provide support to IWA.  Such support 
includes research, educational information, and monetary support for due diligence trips and 
client events. 
 
Clients are advised there is an incentive for IWA and its Advisory Representatives to 
recommend a broker/dealer over another based on the products and services that will be 
received rather than the client’s best interest. 
 
Schwab 
 
Schwab provides IWA with access to its institutional trading and custody services, which are 
typically not available to Schwab retail investors.  These services generally are available to 
independent investment advisers on an unsolicited basis, at no charge so long as a total of at 
least $10 million of IWA’s clients’ assets is maintained in accounts at Schwab Institutional.  
Further there is no other contingent upon IWA committing to Schwab any specific amount of 
business (assets in custody or trading).  Schwab’s services include brokerage, custody, 
research and access to mutual funds and other investments that are otherwise generally 
available only to institutional investors or would require a significantly higher minimum 
initial investment. 
 
For IWA’s clients’ accounts maintained in its custody, Schwab generally does not charge 
separately for custody but is compensated by account holders through commissions or other 
transaction-related fees for securities trades that are executed through Schwab or that settle 
into Schwab accounts. 
 
Schwab makes available to IWA other products and services that benefit IWA but may not 
benefit its clients’ accounts.  Some of these other products and services assist IWA in 
managing and administering clients’ accounts.  These include software and other technology 
that provide access to client account data, such as trade confirmation and account statements; 
facilitate trade execution and allocation of aggregated trade orders for multiple client 
accounts; provide research, pricing information and other marked data; facilitate payment of 
IWA’s fees from its clients’ accounts; and assist with back-office functions, recordkeeping 
and client reporting.  Many of these services generally may be used to service all or a 
substantial number of IWA’s accounts, including accounts not maintained at Schwab 
Institutional.  Schwab Institutional also makes available to IWA other services intended to 
help IWA manage and further develop its business enterprise.  These services may include 
consulting, publications and conferences on practice management, information technology, 
business succession, regulatory compliance and marketing.  In addition, Schwab may make 
available, arrange and/or pay for these types of services rendered to IWA by independent 
third parties.  Schwab Institutional may discount or waive fees it would otherwise charge for 
some of these services or pay all or a part of the fees of a third party providing these services 
to IWA.  While as a fiduciary, IWA endeavors to act in its clients’ best interests, and IWA’s 
recommendation that clients maintain their assets in accounts at Schwab may be based in part 
on the benefit to IWA of the availability of some of the foregoing products and services and 



Ironwood Wealth Advisors, LLC 

December 1, 2010 13 of 15  

not solely on the nature, cost or quality of custody and brokerage services provided by 
Schwab which may create a potential conflict of interest. 
 
From time-to-time Advisor may make an error in submitting a trade order on your behalf. 
When this occurs, Advisor may place a correcting trade with the broker-dealer which has 
custody of your account. If an investment gain results from the correcting trade, the gain will 
remain in your account unless the same error involved other client account(s) that should 
have received the gain, it is not permissible for you to retain the gain, or we confer with you 
and you decide to forego the gain (e.g., due to tax reasons). If the gain does not remain in 
your account and Charles Schwab & Co. Inc. (“Schwab”) is the custodian, Schwab will 
donate the amount of any gain $100 and over to charity. If a loss occurs greater than $100, 
Advisor will pay for the loss. Schwab will maintain the loss or gain (if such gain is not 
retained in your account) if it is under $100 to minimize and offset its administrative time 
and expense. Generally, if related trade errors result in both gains and losses in your account, 
they may be netted. 
 
FSC 
 
FSC has a wide range of approved securities products for which FSC performs due diligence 
prior to selection.  Fuss’s registered representatives are required to adhere to these products 
when implementing securities transactions through FSC.  Commissions charged for these 
products may be higher or lower than commissions clients may be able to obtain if 
transactions were implemented through another broker/dealer.  FSC also provides its 
representatives, and therefore the IWA, with back-office operational, technology, and other 
administrative support.  Other services may include consulting, publications and conferences 
on practice management, information technology, business succession, regulatory 
compliance and marketing.  Such services are intended to help IWA manage and further 
develop its business enterprise.   
 
FSC and its clearing broker/dealer, Pershing, LLC also make available to IWA other 
products and services that benefit IWA but may not directly benefit its clients' accounts.  
Some of these other products and services assist IWA with managing and administering 
client accounts.  These include software and other technology that provide access to client 
account data (such as trade confirmation and account statements); facilitate trade execution; 
provide research, pricing information and other market data; facilitate payment of IWA's fees 
from its clients' accounts; and assist with back-office functions; recordkeeping and client 
reporting.  Many of these services generally may be used to service all or a substantial 
number of IWA 's accounts, including accounts not held through FSC.   
 
As Registered Representatives of a broker/dealer, IWAs Advisory Representatives may 
receive trail commissions (i.e. 12b-1 fees) for a period of time as a result of directing 
securities transactions through FSC.  Load and no-load mutual funds may pay annual 
distribution charges, sometimes referred to as 12b-1 fees.  12b-1 fees come from fund assets, 
therefore, indirectly from client assets.  12b-1 fees may be initially paid to FSC and a portion 
passed to IWA.  The receipt of such fees could represent an incentive for IWA to recommend 
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funds with 12b-1 fees over funds that have no fees or lower fees.  As a result, there is a 
potential conflict of interest.   
 
 
Review of Accounts 
 
Clients participating in the Asset Management and Asset Allocation Services Not Involving 
Asset Management Programs will have reviews not less than at least annually or as agreed by 
client and IWA.  Clients may request more frequent reviews and may set thresholds for 
triggering events that would cause a review to take place.  IWA will monitor for changes or 
shifts in the economy, changes to the management and structure of a mutual fund or company 
in which client assets are invested, and market shifts and corrections.   
 
Clients are advised that they must notify IWA promptly of any changes to the client’s 
financial goals, objectives or financial situation as such changes may require him review the 
potfolio allocation and make recommendations for changes. 
 
Clients will be provided statements at least quarterly direct from the account custodian.  
Additionally, clients will receive confirmations of all transactions occuring direct from the 
account custodian.  At least annually when the client attents the annual review, IWA will 
provide client a consolidated report of their managed account.  Clients should compare the 
report with statements received direct from the account custodian. Should there be any 
discrepancy the account custodian’s report will prevail.  
 
Clients participating in Financial, Retirement and College Planning Services will not receive 
regular reviews.  IWA recommends clients have at least an annual review and update to any 
plans.  However, the time and frequency of the reviews are solely up to the client.  
Additionally, client will be charged review fees based on the fee schedule disclosed under the 
program.  Other than the initial plan or analysis, there will be no other reports issued. 
 

Client Referrals and Other Compensation 
 
IWA does not compensate any person or entity for referring business to IWA. 
 

Custody 
 
With the exception of deduction of IWA’s advisory fees from clients’ accounts, IWA does 
not take custody of clients’ funds or securities. 

Investment Discretion 
 
IWA offers asset management services exclusively on a discretionary basis.  Clients will 
grant such authority to IWA by execution of the client agreement.  Clients who are not 
comfortable with IWA managing their accounts on a discretionary basis will not be suitable 
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for IWA’s management services.  Further, should a client elect to terminate discretionary 
authorization, such termination will result in a termination of IWA’s management of the 
client’s account.  
 
Additionally, clients are advised that: 

1) Clients may set parameters with respect to trading restrictions or limitations; 
2) Clients’ written consent is required to establish any mutual fund, variable annuity, or 

brokerage account; 
3) IWA requires the use of the broker/dealer with which IWA’s Advisory 

Representatives are registered for sales in commissionable mutual funds or variable 
annuities, if clients elect to implement recommendations through IWA; 

4) With the exception of deduction of IWA’s advisory fees from the account, if client 
has authorized automatic deductions, IWA will not have the ability to withdraw 
client’s funds or securities from the account. 

 
 
Voting Client Securities 
 
IWA does not vote clients’ securities.  
 

Financial Information 
 
IWA will not require clients to prepay more than $1,200 and six or more months in advance 
of receiving the advisory service. 
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This brochure supplement provides information about Derek Sinani that 
supplements the Ironwood Wealth Advisors, LLC brochure. You should have 
received a copy of that brochure. Please contact Derek Sinani at (480) 223-8953 
and/or Derek@ironwoodwealth.com if you did not receive the Ironwood Wealth 
Advisors, LLC brochure or if you have any questions about the contents of this 
supplement.   
 
 
Additional information about Derek Sinani is available on the SEC’s website at 
www.adviserinfo.sec.gov. 
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Derek J. Sinani 
 
Educational Background and Business Experience 
Year of Birth: 1971 
 
Education: 
 

Name of School Years Attended Year 
Graduated 

Degree Major 

Arizona State University 1990 to 1995 1995 BS Finance 
 
Business Background: 
 
Name of Employer City/State of 

Employment 
Type of Business Title Period of 

Employment
Ironwood Wealth 
Advisors, LLC 

Scottsdale, AZ Advisory and 
Financial Planning 

Managing 
Member, 
Advisory 
Representative 

10/2010 to 
Present 

Ironwood Asset 
Management, LLC 

Scottsdale, AZ Advisory and 
Financial Planning 

Managing 
Partner, 
Advisory 
Representative 

09/2003 to 
10/2010 

FSC Securities 
Corporation 

Scottsdale, AZ Broker/Dealer Registered 
Representative 

04/2004 to 
Present 

 
Disciplinary Information 
 
There are no legal or disciplinary events material to a client’s or prospective client’s 
evaluation of Derek Sinani. 
 
Other Business Activities 
 
Derek Sinani is dually registered as an advisory representative of Ironwood Wealth 
Advisors, LLC (“IWA”) and as a registered representative of FSC Securities Corporation, 
a registered broker/dealer, member of the Financial Industry Regulatory Association and 
SIPC.  Clients are under no obligation to purchase or sell securities through Derek Sinani.  
FSC and IWA are not affiliated.  Derek is an independent contractor of FSC.  
 
Derek may recommend clients implement recommendations through FSC.  If the clients 
implement investment recommendations through FSC on a non-fee basis, Derek will 
receive a commission.  Additionally, as further disclosed in the Disclosure Brochure 
under the section entitled Brokerage Practices, Derek may receive trail compensation for 
investments directed through FSC.  Therefore, there is a conflict of interest to cause a 
client to direct certain securities business through FSC. 
 
As a registered representative of FSC, Derek is subject to oversight by FSC over all his 
securities activities and certain outside business activities.  Such oversight includes 
review of Derek’s securities business to ensure he considers the client’s best interests. 
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It is important clients refer to the disclosures under Brokerage Practices in the Disclosure 
Brochure. 
 
Additional Compensation 
 
Clients are advised the amount of commissions paid by FSC to Derek can fluctuate based 
on his overall production.  Therefore, the more business placed by Derek through FSC 
can enable Derek to reach another threshold enabling him to earn a higher payout.  FSC 
does take into consideration the amount of business placed through Charles Schwab & 
Co., Inc. 
 
Supervision 
 
Supervision and oversight of the activities conducted through IWA is conducted by 
Derek Sinani.  However, as stated in the Disclosure Brochure and as indicated above, 
FSC will oversee the securities business of Derek Sinani. 
 
Because Derek is a dually registered agent of FSC and IWA, FSC has certain supervisory 
and administrative duties pursuant of the requirements of Conduct Rule 3040. In that 
regard, FSC will require and furnish certain account opening documentation to be 
completed by the client and Derek. Once all such materials and forms have been 
completed by clients in consultation with Derek, Derek is required to submit these 
materials and forms to FSC for its review and approval, in its capacity as Derek’s 
Broker/Dealer. Such review does not include the provision of investment advisory 
services to the IWA’s client accounts. 
 

 


