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	Text1:  
 
 
R.O.I. DISCLOSURE DOCUMENT
(ADV PART 2A & 2B [the Brochure Supplement])
 
R.O.I.
 (Ronald Olson, Inc.)
Grant, Ben and Ron Olson
(the Supervised Persons)
 351 East 140 North, Lindon, Utah 84042-2004
801-785-3254 (office)
801-785-3244 (fax)
www.roionweb.com (website)
ronaldolsoninc@gmail.com (email)
 
R.O.I.'s ADV Part 2B (the Brochure Supplement), which provides information about the above named supervised persons, is included in this document.  Therefore, the term “Disclosure Document” as used herein also includes the term “Brochure Supplement”, and the required ADV Part 2B information.  Note that Grant, Ben and Ron Olson serve as R.O.I.'s:  (1) Only Executive Officers; (2) Investment Management Committee; and, (3) as a Team that works with each client.  Therefore, all advice and plans (whether investment or financial planning related) are created as a committee and delivered as a team to a client (e.g., in virtually all meetings with clients, at least two members of the committee and team are present and participating, and when clients contact R.O.I., any of the committee and team members can usually take care of the client's questions or needs).  
 
This Disclosure Document provides information about the qualifications and business practices of R.O.I.  If you have any questions about the contents of this Disclosure Document, please contact us at the phone number and email address, above.  The information in this document has not been approved or verified by the United States Securities and Exchange Commission, or by any state securities authority.  Registration is mandatory for all persons meeting the definition of investment advisor and does not imply a certain level of skill or training.  
 
This Disclosure Document was updated April 1, 2011.  This Disclosure Document, and future changes thereto, are incorporated by this reference into (i.e., becomes a part of) each client's agreement or contract with R.O.I.
 
Note:  Terms in CAPITAL LETTERS AND ARIAL FONT are defined in the definitions section.
 
 
 
 
 
 
 
  
	Text2:  
 
MATERIAL CHANGES   Because of:  (1) New Securities and Exchange Commission (SEC) rules requiring investment advisers  who manage less than $100 million to be registered with state securities divisions; and, (2) The resulting, new ADV Part 2A & 2B format requirements; R.O.I.'s Disclosure Document and Agreement (the last annual update was 12/21/2010) has been entirely reformatted into this Disclosure Document, and new clients will sign a separate Agreement (contract) with R.O.I. that will incorporate by reference this Disclosure Document .  In spite of there being few “material changes”, the newly required format is very, very different.  Therefore, R.O.I. strongly encourages EVERY CLIENT - new or old - to thoroughly review this Disclosure Document.  In the future, only “material changes” will be discussed in this section, and they will be more easily identified because the format of this Agreement will be the same each year.
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	Text4:  ADVISORY BUSINESS  Since January 1990 (includes succeeding Financial Analysis, Inc. in August 1992), R.O.I. has provided the following services to clients:  (1) Investment Management; (2) Comprehensive Financial Planning; and, (3) Other Services.  
 
(1) Investment Management means managing ONLY clients' mutual fund investment accounts (e.g., individual, joint, retirement, etc.), via Fidelity's Investment Advisor Network (see page [10], Other Financial Industry Activities and Affiliations, below), in accordance with each client's INVESTMENT POLICY, using R.O.I.'s Active Investment Management (see page [8], Methods of Analysis, Investment Strategies and Risk of Loss).   
 
(2) R.O.I.'s primary service is individualized, Comprehensive Financial Planning (CFP), which is based upon each client's:  relevant personal, financial and business information; government benefits (e.g., social security); inflation, income and estate taxes; and, MONTE CARLO PROJECTIONS.  R.O.I. creating a CFP for a client is subject to the client providing the necessary information in a timely manner.  Comprehensive Financial Planning includes but is not limited to -
· Active Investment Management (see page [8], Methods of Analysis, Investment Strategies and Risk of Loss, below) to fund  -
1. Kids' and clients' goals (e.g., church missions, education, marriages);
2. ACTIVE RETIREMENT PLANNING; and,
· Counseling (including working with clients' other professionals) relative to  -
1. Insurance (e.g., life, disability, long-term care);
2. Long-term care;
3. Estate design and tax minimization (even though Ron Olson is an attorney, R.O.I. does not prepare wills, trusts, powers of attorney, etc.);
4. Income tax minimization (even though Ben Olson is a C.P.A., R.O.I. does not prepare or file tax forms); 
5. Business design (even though Ron Olson is an attorney, R.O.I. does not create business entities); and,
6. Asset protection (protecting assets from law suits and creditor claims).
 
(3) R.O.I.'s Other Services include  -
· R.O.I. drafted, monthly, “Taking Care of You” newsletters;
· Personally reviewed, individual client Quarterly Investment Reports;
· Special communications to clients on important issues;
· Annual Client Reviews; and,
· Direct access (no receptionists, secretaries or assistants) via phone and/or email to Grant and Ben Olson.
 
From its inception, R.O.I. has very successfully used the Family Managed, Office In Home, business model.  R.O.I.'s offices are located in the homes of Grant, Ben and Ron Olson.  Ron Olson's home has been, from R.O.I.'s inception, the main office, and is where R.O.I. meets with clients.  The offices in all three homes are electronically linked together.  (Advisory Business Section continues on Continuation Page 1 Page 21)
  
 
 
 
 
 
	Text5: FEES AND COMPENSATION  R.O.I.'s fees are not negotiable.  R.O.I.'s only compensation for ALL of R.O.I.'s services, is a percentage of each client's total ASSETS UNDER MANAGEMENT (AUM).  (R.O.I. still receives minute renewal commissions [<$500/yr] relative to R.O.I. previously provided services.  R.O.I. yearly gifts those commissions to a charity.)  All of Grant, Ben and Ron Olson's compensation (in the form of salary, regular bonuses, chairman of board fees, and office rents) are derived from R.O.I.
 
Based upon each client's total AUM, R.O.I. annually charges:
 
ASSETS UNDER MANAGEMENT (AUM) ANNUAL % CHARGE 
$0 - $250,000                         1.250% 
$250,001 - $500,000              1.000% 
$250,001 - $750,000              0.750% 
$750,000 - $1,000,000           0.500% 
Above $1,000,000                 0.250% 
 
R.O.I.'s fees are billed quarterly, in arrears (i.e., for the prior approximate three months), based upon the actual AUM value on the date of each client's Quarterly Investment Report.  For example, if the Quarterly Investment Report is for a 90 day period and the actual AUM value on the day of the report is $300,000, then R.O.I.'s fee would = 
   $250,000 x (90days/365days) x 1.25%/year = $770.55
+$   50,000 x (90days/365days) x 1.00%/year = $123.29
   $300,000                                                            $893.84
 
Rather than mass producing all clients' reports at the end of each calendar quarter, R.O.I. individually prepares  - along with R.O.I.'s comments  - each client's Quarterly Investment Report on or about each client's Quarterly Contract Date.  For example, if a client's annual contract date is February 15, the Quarterly Contract Dates would be on or about 5/15, 8/15, 11/15 and 2/15 of each year.  The result is a Quarterly Investment Report approximating what R.O.I. would tell each client about his or her portfolio if R.O.I. and the client had a face to face meeting.
 
Most clients prefer R.O.I.'s fees to be withdrawn from their Fidelity accounts (see page [10], Other Financial Industry Activities and Affiliations, below), however clients can pay R.O.I. directly, via a check, upon receiving each Quarterly Investment Report (which also includes a billing).  Either the client or R.O.I. can terminate their agreement upon five days written notice - fees not paid within 30 days of receipt of billings accrue at 10%, compounded annually from the date billed until paid in full.  In the event of a dispute, the losing party will pay the costs, including reasonable attorneys' fees, of the winning party.  R.O.I. may not assign any client agreement without the client's permission.
 
Mutual fund manager's fees (which every mutual fund charges as a percentage of the mutual fund's assets, and which range from about .10% to 2.00% per year), and fees paid by mutual fund families to Fidelity (as a percentage of each family's assets in Fidelity's mutual fund network, which are about .35%/year) for the right to be available to investment advisers like R.O.I., are not part of R.O.I.'s fees.  In a client's Fidelity accounts, the average yearly mutual manager fee is usually about 1.10%)
 
R.O.I.'s financial motivation is very similar to clients' motivation relative to their AUM, in that R.O.I. wants clients' AUM:  (1) To increase in value (which clients also want), because R.O.I. will be paid more; and, (2) Not to decrease in value (which clients also want), because R.O.I. will be paid less.  However, this motivation could create a conflict of interest in certain situations.  For example, if a client asked for R.O.I.'s advice about something that might result in a reduction of the client's AUM and thus R.O.I.'s compensation (e.g., using AUM to purchase some real estate or an annuity), this could create a conflict in R.O.I.'s advice (however, see page [11] Code of Ethics, Participation or Interest in Client Transactions and Personal Trading).
 
 
 
	Text6: PERFORMANCE-BASED FEES AND SIDE BY SIDE MANAGEMENT  This does not apply to R.O.I. in that R.O.I. charges no Performance-Based Fees and performs no Side By Side Management.
 
 
	Text7:  TYPES OF CLIENTS  Over 85% of R.O.I.'s clients are individuals and couples, and about 85% live in Utah.  Less than 10% of R.O.I.'s clients are small businesses and less than 5% of R.O.I.'s clients are trusts.
 
In order for a client to receive ALL of R.O.I.'s services (see page [4], Advisory Business), a client must have at least $50,000 of AUM.  Clients with less than $50,000 AUM receive all of R.O.I.'s services, except:  (1) They do not receive Comprehensive Financial Planning; (2) Investment Reports from R.O.I. are sent on a semi-annual instead of a quarterly basis; and, (3) They do not receive Annual Interviews.
 
 
 
 
 
	Text8: METHODS OF ANALYSIS, INVESTMENT STRATEGIES AND RISK OF LOSS  R.O.I.'s Active Investment Management analysis and strategies:  (1) Were discussed with each client during each client's pre-client meeting with R.O.I.; (2) Are described in detail on R.O.I.'s website (see Services at www.roionweb.com); and, (3) One step is re-taught in each issue of R.O.I.'s monthly newsletter.  R.O.I.'s Active Investment Management analysis and strategies include the following primary steps: 
1.  Investment Objective  - (a) PARTICIPATE IN UP MARKETS; and, (b) CONTROL PARTICIPATION IN DOWN MARKETS.  Accomplishing BOTH of these objectives over a long period should result in a positive performance gap for R.O.I. clients' Fidelity accounts versus most other investors' portfolios;
2.  Asset Allocations  - As applicable to each client, depending upon their comprehensive financial plan, or, risk tolerance, R.O.I. allocates each client's accounts to Aggressive, Moderate, Conservative and/or Protective allocations (these allocations are described in detail in each client's INVESTMENT POLICY).  Asset Allocations involve broad diversification, which means dividing client Fidelity mutual fund accounts into thirteen asset classes and several sub-asset classes (these are more asset and sub-asset classes than what most advisers use)  - your pre-client meeting with R.O.I. and your INVESTMENT POLICY describes this diversification in more detail.  This diversification also applies elements of MODERN PORTFOLIO THEORY and TACTICAL ASSET ALLOCATION;
3.  Fill Allocations  - Fill the above allocations from R.O.I.'s BEST FUNDS LIST;
4.  Monitor Best Funds List  - At least monthly, R.O.I. reviews its BEST FUNDS LIST to see that each fund is performing within expectations  - then it makes appropriate changes to the BEST FUNDS LIST and to each client's Fidelity accounts;
5.  Apply Fine Tuning Strategies  - At least monthly, R.O.I. makes small to moderate changes in basic asset allocations to take advantage of, or, to protect against, what is happening, or anticipated changes, in markets, the economy, etc.  These asset allocation changes involve elements of TACTICAL ASSET ALLOCATION after R.O.I.'s review of various professional, financial, investment and tax related internet sites, newspapers and magazines;
6.  Rebalancing Asset Allocations  - To hopefully increase returns (over a long period) and reduce volatility (i.e., the size of performance swings in clients' accounts), R.O.I. (usually annually) “sells high” where current allocations exceed currently targeted allocations and “buys low” where current allocations are below currently targeted allocations; and,
7.  Tax Efficient Management  - Relative to the above monitoring, fine tuning strategies, and rebalancing, to minimize tax consequences in taxable accounts, R.O.I. “harvests losses” to apply against gains (i.e., R.O.I. looks for mutual funds that can be sold at a loss but replaced with like mutual funds to maintain current allocations), and, postpones some changes until short term capital gains can mature into long term capital gains.
 
R.O.I. makes no guarantees of minimal returns or limits on losses.  R.O.I. only uses no-load, waived load, no-transaction fee mutual funds in clients' Fidelity accounts that R.O.I. manages.  Though it has never happened in modern history, it is theoretically possible for every dollar to be lost in all twenty+ mutual funds used in clients' accounts, i.e., the 1000s of governments, companies, bonds and real estate properties in the world that are invested in at any one point in time by the twenty+ mutual funds in your account, could become worthless all at the same time.  Also, though average account investment performance over a long period of time may be attractive, it can very widely in any one year (e.g., the average return of the S&P 500 during the 20 year period of 1990-2009 was 10%+, but the highest yearly return was 38%+ and the lowest yearly return was -37%+).  More importantly, depending upon a client's individual situation, the timing of negative returns in the client's account can greatly affect a client's ability to reach goals even though the average return over a long period is attractive.  For a more detailed description of the risks involved in MODERN PORTFOLIO THEORY and TACTICAL ASSET ALLOCATION, see page [9], Definitions, below.  Even though R.O.I. has had a very admirable long-term investment performance track record, R.O.I. makes no assurance that those returns will be obtained in the future.  All R.O.I. can promise is our best efforts to Participate In Up Markets and Control Participation In Down Markets - which is consistent with both R.O.I.'s and clients' interests.
 
	Text9: DISCIPLINARY INFORMATION  Neither R.O.I., nor Grant, Ben or Ron Olson, have had any disciplinary actions of any type, including but not limited to:  criminal or civil actions; administrative proceedings or arbitrations before any foreign, federal or state agency; self-regulatory organization (SRO) proceedings or arbitrations; any other proceeding relative to a professional attainment, designation or license; or, a bankruptcy petition.
 
 
	Text10: OTHER FINANCIAL INDUSTRY ACTIVITIES AND AFFILIATIONS  R.O.I., including Grant, Ben and Ron Olson, have no other financial industry or other business activities or affiliations beyond R.O.I.'s Advisory Business (see page 2) and Brokerage Practices (see page [12]).  
 
 
	Text11: CODE OF ETHICS, PARTICIPATION OR INTEREST IN CLIENT TRANSACTIONS AND PERSONAL TRADING  R.O.I.'s relationship with clients is a “fiduciary” relationship, meaning R.O.I. must  put the interests of clients before its own.  Part of our NAPFA “Fiduciary Oath” (see “NAPFA Advisor Values” at www.roionweb.com, or ask R.O.I. for a copy) is to:
· Always act in good faith and with candor.
· Be proactive in disclosing any conflicts of interest that may impact clients (see “Fee Only Structure” at www.roionweb.com).
When R.O.I. purchases and sells mutual funds on behalf of clients' Fidelity accounts in accordance with each client's INVESTMENT POLICY and R.O.I.'s Active Investment Management, R.O.I. buys and sells the same mutual funds at the same time for all clients' Fidelity accounts  - including the personal and family members' accounts of Grant, Ben and Ron Olson.  In other words, Grant, Ben and Ron Olson's personal and family members' accounts are likewise managed in accordance with R.O.I.'s Active Investment Management (i.e., the same way as clients' accounts), and hold the same mutual funds in the same proportions (for the same investment allocations) as clients' Fidelity accounts.
 
 
 
 
	Text12: BROKERAGE PRACTICES  Since the mid 1990s, R.O.I. has been very pleased with the services of Fidelity Institutional Wealth Services' mutual fund network (referred to in this Agreement as Fidelity or Fidelity's Investment Adviser Network).  Over this long period of time:
1.  Fidelity has always had a wide and competitive variety of no-load, load-waived, and no-transaction fee* mutual funds (i.e., 1000s of mutual funds that R.O.I. can buy and sell for clients' accounts without any commissions or transaction fees*  - the only type of mutual fund that R.O.I. uses in clients' R.O.I. managed accounts); and,
2.   Fidelity has consistently treated R.O.I. and its clients as well as could be expected and hoped for from any such investment adviser network.
(* On a best efforts basis, R.O.I. avoids early redemption fees (ERFs) that Fidelity (as do the other two major investment adviser networks, i.e., Schwab and TD Ameritrade) and/or some mutual funds charge for positions that are not held for a minimum period  - usually about 60 days).
 
R.O.I. feels the above factors and this very positive, long term experience with Fidelity, is worth a great deal to R.O.I.'s ability to best serve its clients  - and therefore worth a great deal to clients.  Therefore, Fidelity acts as custodian for ALL clients' investment accounts that R.O.I. manages  - in other words, in order for R.O.I. to manage clients' accounts, their accounts must be moved to Fidelity accounts.  Fidelity is located nationally, 1-800-523-1203.
 
All clients' Fidelity accounts are held in clients' names  - not R.O.I.'s name.  In order for R.O.I. to manage these accounts, clients grant R.O.I. LIMITED TRADING AUTHORITY/DISCRETIONARY AUTHORITY in their Fidelity account applications.  Mutual fund families pay about .35% to participate in networks such as Fidelity's  - this charge is born by the mutual fund families and is not an additional charge to the mutual funds used by R.O.I. via Fidelity.  Since neither R.O.I. nor any of its owners or employees, are agents or representatives of any brokers, R.O.I. has no other brokerage practices.
 
Relative to Fidelity:  (1) R.O.I. receives no research or other products or services (i.e., soft dollars) from Fidelity; (2) R.O.I. receives no referrals from Fidelity; (3) All mutual fund purchases and sales are subject only to most favorable execution because R.O.I. aggregates all clients' purchases and sales (the only exceptions would be when a new account is established [purchases are then performed as soon as possible at no additional cost to the client], and, when a client needs cash from an account and the client cannot wait until aggregate transactions are performed for all clients [if this subjects client to any ERFs, this is discussed with the client so the client can make final decisions about incurring the fees]); and, (4) Fidelity sends clients account reports at least quarterly, independently of R.O.I.'s Quarterly Investment Reports.  These Fidelity reports describe all transactions (including the withdrawal of R.O.I.'s fees, as applicable)  - these reports should be carefully reviewed by clients to confirm that R.O.I.'s Quarterly Investment Reports are consistent with Fidelity's account reports.  
 
 
	Text13: REVIEW OF ACCOUNTS  Reviews of all clients' Fidelity accounts are performed at least monthly as described in more detail on page [8], Methods of Analysis, Investment Strategies and Risk of Loss, and on page [22], BEST FUNDS LIST.  These reviews are also conducted any time clients', economic, world and other circumstances necessitate.  All reviews are performed by Grant and Ben Olson (see page [21] Advisor Biographies, Ownership and Directors, Officer Positions & Education).  These account reviews are internal reviews that are part of R.O.I.'s Active Investment Management as opposed to R.O.I.'s written Quarterly Investment Reports that reflect the results of these reviews (including Internal Rates of Return [IRRs] and asset allocation changes), and, R.O.I.'s monthly newsletter that includes an explanation of the changes made in clients' Fidelity accounts as a result of these reviews.
 
	Text14: CLIENT REFERRALS AND OTHER COMPENSATION  If clients refer prospects who become R.O.I. clients, to express R.O.I.'s appreciation and to encourage clients' referrals, it has always been R.O.I.'s practice to credit the referring client's next billing with a credit equal to 10% of the new client's estimated first year fees.  A referred client should recognize the potential conflict of interest if an existing client refers them to R.O.I. in that the existing client receives a billing credit for doing so.  R.O.I. does not receive any form of compensation for referring clients to any professionals or advisers.
 
	Text15: CUSTODY  Because R.O.I. has authority from many clients to withdraw its fees from clients' Fidelity accounts,  R.O.I. technically has custody.  This is the only authorized access R.O.I. has to clients' accounts (besides LIMITED TRADING AUTHORITY OR DISCRETIONARY AUTHORITY, see page [23]).
 
	Text16: INVESTMENT DISCRETION Because clients grant R.O.I. LIMITED TRADING AUTHORITY (see page [23]) as part of completing Fidelity account applications, R.O.I. has investment discretion of clients' accounts.  Therefore, R.O.I. is required to have and keep in force a $10,000 bond.  Clients are welcome to inquire about bond details.
 
LIMITED TRADING AUTHORITY is essential in order for R.O.I. to carry out its Active Investment Management (see page [8], Methods of Analysis, Investment Strategies and Risk of Loss) on behalf of all clients' (which is part of the reason why clients hire R.O.I.).  This authority is granted R.O.I. by each client on each Fidelity account application.  Individual clients may express their concerns and make suggestions to R.O.I. (which R.O.I. will try to apply within its Active Investment Management responsibility to that individual client), but individual clients cannot place individual client limitations upon R.O.I.'s LIMITED TRADING AUTHORITY without disrupting R.O.I.'s ability to meet its Active Investment Management mandate for that individual client.
 
 
	Text17: VOTING CLIENT SECURITIES  As a convenience to clients, clients can elect on their Fidelity account application forms, to have R.O.I. vote on their behalf, ALL mutual funds held in their Fidelity accounts.  Clients are welcome to contact R.O.I. about how R.O.I. voted on their behalf (and request copies of such votes), but R.O.I. does not automatically send out any reports of how it has voted.  Clients can contact Fidelity at www.fidelity.com (using their own password and user name) to find out what mutual fund votes may be coming.  When R.O.I. votes on behalf of clients, it does so as a block vote  - not an individual vote for each client's individual mutual fund.  It is R.O.I.'s policy and procedure that when R.O.I. receives voting ballots, to respond to them promptly and to vote in accordance with what R.O.I. believes is in the best interest of all or at least a vast majority of R.O.I.'s clients.  There could be conflicts of interest when R.O.I. makes a block vote on behalf of all clients, i.e., the interests of an individual client may differ from the interests of the block of clients, or from R.O.I.'s perspective.  R.O.I. resolves conflicts by following its Code of Ethics (see [11], Code of Ethics, Participation or Interest in Client Transactions and Personal Trading), which states in part:  “R.O.I.'s relationship with clients is a `fiduciary' relationship, meaning R.O.I. must put the interests of clients before its own.”  However, if a client wants to vote in a certain way but has previously granted R.O.I. authority to do so, the client must notify R.O.I. to remove its voting authority for that client (and as a consequence, ALL of that client's mutual funds), and to have R.O.I. contact the mutual fund company and have a separate voting form sent to the client.  If a client removes R.O.I.'s voting authority, R.O.I. will no longer have authority to vote on behalf of that client until that client again executes a new form requesting R.O.I. to vote ALL mutual funds on that client's behalf.  If a client does not grant R.O.I. authority to vote in his/her behalf, the client will automatically receive all voting notices directly from the individual mutual fund companies (along with all prospectuses and reports), but can ask for R.O.I.'s opinion on how the client might vote. 
 
 
	Text18: FINANCIAL INFORMATION  R.O.I. is not required to disclose financial information in this Disclosure Document, however clients are welcome to inquire about R.O.I.'s financial information
	Text19: REQUIREMENTS FOR STATE-REGISTERED ADVISER  R.O.I. registers or is licensed (as applicable) as an investment adviser in every state (including Utah) where it is required to do so (most states don't require registration or licensing unless the investment adviser has more than five clients in the state).  There never have been any:  (1) Arbitration claims; or, (2) Civil, self-regulatory organization, or administrative proceedings; filed against R.O.I., or any principal, officer or manager of R.O.I.  Also, neither R.O.I., nor any principal, officer, or manager of R.O.I., has any relationships or arrangements with an issuer.  R.O.I. is not actively engaged in any other business than its business as described in the Advisory Business section (see page [4]).
 
 
 
 
 
 
	Text20: Grant, Ben and Ron Olson:  are the only full-time employees of R.O.I.; when clients contact R.O.I. they deal directly with Grant, Ben or Ron Olson; and, Grant, Ben and Ron Olson provide all of R.O.I.'s services.  Some family members assist part-time to help in the business.  R.O.I. has in place a Disaster Recovery and Contingency Plan.
 
This Family Managed, Office In Home, business model allows R.O.I.'s highly educated, and, experienced advisers (see page [21], Advisor Biographies, Ownership and Directors, Officer Positions & Education, below) to:
· Work with fewer, middle to upper middle income clients;
· Give those clients more direct attention and service;
· Have a record of business stability that clients have greatly appreciated (Grant, Ben and Ron Olson have owned and managed the same business in the same place for over 20 years.  Grant and Ben Olson are sons of Ron Olson, and thus Grant and Ben Olson are the second generation of owners and managers of R.O.I.); and,
· Still remain very successful.
 
Depending upon the prevailing Securities and Exchange Commission (SEC) rules at the time, from its inception, R.O.I. has been either registered with the SEC as an investment adviser, or licensed with the Utah Division of Securities as an investment adviser. 
 
In order for R.O.I. to implement its Active Investment Management (see page [8], Methods of Analysis, Investment Strategies and Risk of Loss) on clients' behalf, beyond agreeing to clients' modifications to their individual INVESTMENT POLICES, clients cannot impose restrictions on R.O.I. relative to investing in certain securities or types of securities.  R.O.I. does not provide wrap fee programs.  As of December 21, 2010, R.O.I. had about 160 clients, and about $47 million ASSETS UNDER MANAGEMENT (AUM)  - R.O.I. has DISCRETIONARY AUTHORITY for all AUM (see page [22], Definitions, Limited Trading Authority or Discretionary Authority for a more detailed explanation).
 
	Text21: Advisor Biographies, Ownership and Directors, Officer Positions & Education
 
 
                                                                   EMPLOYMENT
 
                                                        R.O.I.          R.O.I.           EDUCATION 
 
Name              Birth       Family         %Owned         Position    Prior To R.O.I.       Part Time        Full Time        Under Grad      Grad    Designations          
 
RHO Trust    N/A           N/A               58%                N/A             N/A                      N/A                  N/A                 N/A                 N/A           N/A
 
Ronald          May         Married           0%            Chairman       N/A                      N/A                 1992            Political              Law          JD   
Olson            1948          8 Kids                                      of                                                                                         Science
                                      15 GKids                                Board
 
Grant           April        Married           21%           President        N/A                      1992-               8/2003        Business           2003 MBA   2004   
Olson            1979           4 Kids                                   and                                           2003                                   Business           Business      CFP**
                                                                                   Director                                     Office Help                      Mgt, UVU**    Admin USU**
                                                                                                                                   
Ben            January      Married           21%         Secretary-         CPA                     1992-              10/2005*     2001 BS,     2002 MAC     2004
Olson         1976             3 Kids                              Treasurer        2002-                      2002                               Accounting     Accounting   CPA                                                                                                                                             Director          2005 Tax &                                       and                2005 Tax &         Office Help                           UVU**           USU**       2005
                                                                                  Director         Audit                                                                                                             CFP
 
* For more than five years, Grant, Ben and Ron Olson have served, as R.O.I.'s:  (1) Only Executive 
   Officers; (2) Investment Management Committee; and, (3) Team that works with each client. 
** BS = Bachelor of Science; BYU = Brigham Young University, Provo, Utah; UVU = Utah 
    Valley University, Orem, Utah; JRC = BYU's J. Reuben Clark Law School, Provo, Utah; USU = Utah State 
    University, Logan, Utah; JD = Jurist Doctorate; MBA = Master Of Business Administration; MAC =
     Master Of Accounting. 
*** CFP® = Certified Financial Planner (Applicants must have a bachelors degree; pass 5 tests (about 4 hours each); pass a final 10 hour test, taken over a two day period; work for one year under the supervision of a financial professional); CPA = Certified Public Accountant (In the state of Utah, Applicants must have a Masters Degree or a minimum number of work hours with a bachelors degree; pass the four, four hour, state CPA exams; work under the supervision of a CPA for at least one year).
Note:  Ben Olson's work outside of R.O.I. was planned for and designed to bring to R.O.I. actual CPA experience in:  (1) Business and personal income tax planning; and, (2) Business auditing (Ben worked in two different CPA firms, each one specializing in either tax or audit services).
R.O.I. has no other business activities other than its Advisory Business (see page [4]). 
 
	Text22: DEFINITIONS
 
Active Retirement Planning  - R.O.I.'s Active Retirement Planning:  (1) If timely for a client's situation, this was discussed with the client during his/her pre-client meeting with R.O.I.; (2) Is described in detail on R.O.I.'s website (see Retirement Planning at www.roionweb.com); (3) If timely for a client's situation, this is discussed in detail during each client's Annual Review; and, (4) Is re-taught at least once/year in an issue of R.O.I.'s newsletters.  R.O.I.'s active retirement planning strategy is unlike most retirement planning strategies that seek to put income planning on “auto pilot” by using fixed percentage portfolio withdrawals, bond ladders, and/or annuities, as those strategies primarily focus on the “outliving income” concern.  R.O.I.'s strategy addresses all four of the major retirement income concerns:  outliving income; beating the effects of inflation (also deflation) and taxes; dealing with life's contingencies; and, transferring unused assets to heirs.
 
Assets Under Management (AUM)  - All assets that R.O.I. manages, and upon which R.O.I.'s fees are based, are no-load, waived load and no-transaction fee mutual funds in Fidelity accounts.  Less than a dozen clients also have employer 401-k accounts through Fidelity's Brokerage Link to which R.O.I. can also apply its Active Investment Management (see page [8], Methods of Analysis, Investment Strategies and Risk of Loss)  - such clients can grant R.O.I. LIMITED TRADING AUTHORITY OR DISCRETIONARY AUTHORITY for said 401-k accounts and thus said 401-k accounts can also be part of that client's AUM.  Less than a dozen clients who have been R.O.I. clients for many years, also have some Variable Universal Life (VUL) and Variable Annuity (VA) accounts to which R.O.I. applies its Active Investment Management within the limitations of those kinds of accounts and thus those accounts are part of those clients' AUM  - but R.O.I. will not manage any new clients' VUL or VA accounts.
 
 
Best Funds List  - A proprietary list created by R.O.I. for each asset and sub-asset class that determines which mutual funds will be used in clients' Fidelity accounts (over twenty different mutual funds are used in clients' Fidelity accounts at the same time).   At least monthly, the mutual funds in each asset and sub-asset class are rated by R.O.I.'s proprietary performance rating system to identify those mutual funds in the top 25% of each asset and sub-asset class.  Before a mutual fund makes it to the Best Funds List (and thus would be used in any client accounts), it is reviewed by R.O.I. in accordance with selected criteria that R.O.I. deems applicable for each asset and sub-asset class.  Performance and criteria are from Morningstar's Principia software, various internet sites, and various professional, financial, investment and tax related newsletters, newspapers and magazines.
 
Control Participation In Down Markets  - To illustrate, if the S&P 500 index goes down during a year, R.O.I.'s Moderate Allocation hopes to participate in less than 85% of the down swing, e.g., in 2002 the S&P 500 went down about 21% and R.O.I.'s Moderate Allocation went down about 7% (about 33% participation).
 
Investment Policy  - A document executed by each client that describes the client's desired basic asset allocation for each account R.O.I. is to manage, and the investment guidelines and procedures used by R.O.I.
 
Limited Trading Authority or Discretionary Authority  - Within clients' Fidelity accounts (and less than a dozen clients' 401-k accounts), R.O.I. has authority, without prior approval of clients (i.e., R.O.I. has discretion), to buy and sell, and allocate the mutual funds, in accordance with each client's written INVESTMENT POLICY, and R.O.I.'s Active Investment Management (see page [8], Methods of Analysis, Investment Strategies and Risk of Loss).  R.O.I. does not have authority to change owners, beneficiaries, addresses, make withdrawals or deposits, etc. (i.e., R.O.I.'s authority is limited to trading within those accounts).  However, R.O.I. does have authority to withdraw its fees when granted by clients who want R.O.I. to withdraw its fees from their Fidelity accounts.
 
	Text23: Modern Portfolio Theory  - Modern Portfolio Theory (MPT) is a famous and widely used Nobel awarded theory or strategy.  The primary MPT principle that R.O.I. incorporates in its Active Investment Management (see page [8], 
Methods of Analysis, Investment Strategies and Risk of Loss) is the concept that by adding a riskier (i.e., more volatile) asset or sub-asset class to a portfolio, the over-all risk (i.e., volatility) of the portfolio can actually be decreased and the returns over a long period of time may be increased.  The risk of loss relative to this principle is that it is part of a theory  - not a guarantee  - and that it does not always work efficiently.   If the principle does not work efficiently during a particularly important year for a client (e.g., shortly before or during the earliest years of retirement), the ability of the client's portfolio to reach targeted goals may be significantly impaired. 
 
Monte Carlo Projections  - This is a term for a methodology for measuring the probability of outcomes.  It can be conceptualized as rolling sets of dice for each year of a person's life, and applying the “winning” numbers to that year of the person's life.  The numbers on two of the sets of dice would represent a wide range of probable investment returns, and, inflation rates.  When the dice rolling is completed for one life-time, the process is performed again and again for 1000s of possible life times.  The results are counted and graphed to project the probability of lifetime outcomes where the person would not run out of money.
 
Participate In Up Markets  - To illustrate, if the S&P 500 index goes up during a year, R.O.I.'s Moderate Allocation hopes
to participate in at least 85% of the up swing, e.g., in 2003 the S&P 500 went up about 28% and R.O.I.'s Moderate
Allocation went up about 31% (about 111% participation).
 
Tactical Asset Allocation  - Tactical Asset Allocation (TAA) can be better understood by comparing it to another strategy usually called Strategic Asset Allocation (SAA).  An example of SAA would be moving all allocations out of stock and putting all those values in bonds and/or cash because of a belief that markets will experience a significant downswing  - this might be conceptualized as making a very large bet.  An example of TAA based upon the same belief would be, moving only a small fraction of stock allocations to bonds and/or cash  - this might be conceptualized as making a small bet.  R.O.I.'s Active Investment Management (see page [8], Methods of Analysis, Investment Strategies and Risk of Loss) typically makes several, monthly, “small bets,” rather than very large bets quarterly (or even less often).  The risk of TAA is that a winning bet will not produce as great a benefit  - on the other hand, a losing bet will not produce as much harm, and, will not remain in place very long
	Text24: ADV PART 2B ITEMS
 (BROCHURE SUPPLEMENT)
 
ITEM 1:  COVER PAGE  See page 1, Cover Page.
 
ITEM 2:  EDUCATIONAL BACKGROUND AND BUSINESS EXPERIENCE  See page [21], Advisor Biographies, Ownership and Directors, Officer Positions & Education.  [on page 21, an explanation of CFP and CPA]
 
ITEM 3:  DISCIPLINARY INFORMATION   See page [9], Disciplinary Information. 
 
ITEM 4:  OTHER BUSINESS ACTIVITIES  See page [10], Other Financial Industry Activities and Affiliations.
 
ITEM 5:  ADDITIONAL COMPENSATION  See page [5], Fees and Compensation.  
 
ITEM 6:  SUPERVISION  See page 1,  Cover Page.
 
ITEM 7:  REQUIREMENTS FOR STATE-REGISTERED ADVISERS  See page [9], Disciplinary Information


