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Item 1. Cover Page

The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: info@planningretirements.com
www.planningretirements.com

Brochure Date: February 23, 2012

This brochure provides information about the qualifications and business practices
of The Retirement Planning Group. If you have any questions about the contents of
this brochure, please contact Robert O’Blennis at 913-498-8898 or
rob@planningretirements.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.

The Retirement Planning Group is a Registered Investment Advisor with the United
States Securities and Exchange Commission. This registration does not imply a
certain level of skill or training.

Additional information about The Retirement Planning Group also is available on
the SEC’s website at www.adviserinfo.sec.qov.
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Item 2. Material Changes from last annual update.

1. Growth of Assets Under Management

Despite difficult economic times, our firm has continued to grow. Our level of assets
under management has grown from $294 million (at the end of 2010) to the present $334
million. This increase is due to a variety of factors including growth in existing client
accounts and new client relationships.
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Item 4. Advisory Business

A. Firm Description

The Retirement Planning Group is a financial advisory firm registered with the United
States Securities and Exchange Commission. We work almost exclusively with
individual investors. We have been in business since February 13, 2004. Our principal
owners include Chris K. Costello and Kevin M. Conard.

B. Types of Advisory Services

We work chiefly with individual investors. Our typical client is someone who is
approaching retirement or who has already retired. Our services include a wide scope of
services such a person might require.

These services include asset management and supervision, income and financial
planning, and advice concerning the various issues a retiree or pre-retiree may face. In
certain cases we may provide advice to clients on matters not involving securities.

C. How We Tailor our Advice for Our Clients

For the majority of clients, at the beginning of a relationship we take you through our
P.R.E.P (Pre-Retirement Education and Planning) Process™. This process of our own
design guides you through a detailed financial planning process.

In our first appointment we ask a series of questions designed to identify your financial
assets, financial goals and your personal vision for retirement. We also begin to educate
you on the issues you may face in retirement. At the conclusion of the first appointment,
your advisor will begin crafting a highly detailed retirement financial plan based on your
responses.

In our second appointment, your advisor will present the personalized retirement
financial plan. This plan relies on the information you provide. Your advisor may
explore alternate scenarios designed to help you evaluate your options. Your advisor will
help you understand the strengths and weaknesses of the scenarios we explore. In this
second appointment your advisor will also discuss our investment philosophy. Lastly,
your advisor will spend time explaining - in great detail - the costs associated with the
plan we created.

The culmination of this process is a personalized written financial plan accompanied by a
no-nonsense list of recommendations for how to implement the plan.

In the vast majority of on-going Client relationships this plan is updated at least annually.
This update is based on a Client meeting where we update the plan with current
information and incorporate relevant changes. This revised plan is then used as a
framework for on-going Client advice.
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In very limited instances, this process may be abbreviated or even eliminated based on
the needs and wishes of the client.

In limited instances, we may accept situations where a Client imposes restrictions on
investing in certain securities or types of securities. This is on a case-by-case basis and
subject to our discretion.

D. Wrap Fee Programs
We do NOT provide portfolio management services to Wrap Fee Programs.

E. Value of Assets Under Management

We manage assets under either a discretionary basis or a non-discretionary basis. As of
the date of this document, the values of these assets are as follows:

# Accounts Dollar Value
Discretionary Assets: 1606 $331,000,000
Non-Discretionary Assets: 150 $3,000,000
Total Assets Under Management: 1756 $334,000,000

Item 5. Fees and Compensation

A. How We are Compensated for Our Services
We are compensated solely via a management fee for our advisory services.

Our management fee is calculated as a percentage of the value of our Client’s account(s)
per year. We use a standardized scale to generate this percentage fee. This fee ranges
from 0.50% to 1.65%.

In limited cases and under special circumstances, we will depart from our standardized
approach and negotiate a modified scaled fee or flat percentage fee. This fee may range
from 0.50% to 2.00% per year.

For the initial quarter of services, the first quarter’s fees are calculated on a pro rata basis.

In rare cases, we may perform advisory services for compensation on an hourly basis.
Hourly rates begin at $150 per hour of services.

B. How Fees are Billed

At the beginning of each quarter, the total value of a Client’s managed accounts are
added together to determine a household value. This household value is entered into the
agreed upon scale to calculate a quarterly fee. This amount is then debited from the
Client’s account(s) as payment for that quarter’s services. We do not invoice Clients for
our management fee.
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C. Other Fees and Expenses Clients May Pay

Our Clients may also pay modest commissions or trading expenses incurred through the
routine management of their account(s). These costs are explained in advance. We
receive no part of these commissions or trading expenses. These expenses go entirely to
the custodian. There typically is no annual fee to maintain an account with our
recommended custodian, Charles Schwab. (See Item 12 for further discussion).

Certain individual investments we may use (mutual funds and exchange-traded funds
(ETFs), for example) contain an expense ratio. The particular expense ratio of an
individual investment will be illustrated by the advisor. This information is also widely
available on free internet resources. The overall expense ratio for a particular Client’s
portfolio is illustrated by the advisor. No part of this expense ratio is shared with our
firm or its” advisors. (See Item 5.E for further discussion).

D. Clients Pay Fees in Advance

Our Clients pay management fees in advance. Management fees are debited on or about
the 15" day of a fiscal quarter, as payment for that fiscal quarter.

If a Client relationship terminates prior to the end of a fiscal quarter the Client will be
refunded a pro rata amount of fees paid.

In order to determine the amount of the refund, our Chief Financial Officer will
determine the cost per day the client paid for advisory services for that fiscal quarter.
This is determined by dividing the amount of the quarterly fee by the number of days in
that particular quarter. The CFO will then determine the remaining number of days in the
fiscal quarter after the termination of the advisory contract. The CFO will then multiply
the cost per day by the remaining number of days to produce an amount to be refunded.
This refund amount will be credited back to Client’s account.

E. Incentive or Commission Based Sales of Securities

Neither our firm, nor its advisors, accepts compensation through commissions, marketing
or distribution fees (such as 12B-1 fees), sales charges or service fees. Period.

We believe these practices create an unacceptable conflict of interest. We believe this
practice creates an incentive for an advisor to recommend investment products based on
the compensation received, rather than on the Client’s needs.

We chiefly use mutual funds and exchange-traded funds (ETFs) for our Clients. These
investment options are widely available and may be obtained through a wide variety of
sources that are not affiliated with us.

Item 6. Performance-Based Fees and Side-by-Side
Management

We do not accept compensation based on investment performance of the assets we
manage. (See Item 2).
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ltem 7. Types of Clients

Our specialty is working with individuals who want a serious financial plan for their
retirement. Our Clients are typically business executives, business owners and private
employees. The bulk of our clients are between the ages of 55 to 65. Our minimum
household value for new Clients is $250,000 of investible assets.

In certain cases individual advisors may choose to work with Clients whose assets do not
currently meet this minimum value. This decision is at the advisor’s discretion, subject to
Firm approval. Common instances when this situation may occur include a family
connection or the desire to create a working relationship in anticipation of Client’s
retirement.

Managed assets may be held in individual name(s), in an Individual Retirement Account
(IRA), in trust, or in some other mutually acceptable registration.

To a lesser extent we work with corporate retirement plans and private companies.

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

A. Investment Strategy and Methods of Analysis

Our investment strategy involves chiefly the selection of mutual funds and exchange
traded funds (ETFs) for our Clients’ portfolios. This is done through various means of
research available to us. We primarily use well-diversified portfolios of an allocation
designed to be in line with Client’s expressed capacity for risk. We chiefly use passively
managed funds. In some instances we use actively management funds. Regardless of
strategy, investment in securities involves risk of loss that you should be prepared to bear.

B. Material Risks of Our Approach

Our investment approach includes investing in the stock market. Investing in the stock
market carries significant risks. We take great pains to explain these risks to our clients.
If you feel you do not fully understand these risks, you should consult your advisor.

We make NO guarantee of return. All investments are subject to fluctuation in value and
principle loss.

We chiefly use mutual funds and exchange-traded funds (ETFs). These investments pool
underlying investments. This ‘pooling’ insulates you from dramatic changes in value of
an individual investment. However this approach still exposes you to dramatic changes
in the overall investment markets. Thus our approaches contain significant risk. We feel
that wise management of these tools can mitigate risk, but we can never fully eliminate
risk.

Our approach does not include frequent trading of securities (i.e. day trading).
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Important Note: It is your responsibility to promptly inform your Advisor of any material
changes to your financial situation or if your portfolio allocation does not match your risk
tolerance.

Item 9. Disciplinary Information

A. Disclosure of any criminal or civil action in a domestic,
foreign or military court by our firm or any advisor.

We have no information to disclose.

B. Disclosure of any administrative proceeding before the SEC,
any other federal regulatory agency, any state regulatory agency, or
any foreign financial regulatory authority by our firm or any advisor.

We have no information to disclose.

C. Disclosure of any proceeding by a self-regulatory
organization by us.
We have no information to disclose.

Item 10. Other Financial Industry Activities and
Affiliations

A. Whether any persons are registered as a broker-dealer, or as
a registered representative of a broker-dealer.
Our firm is not registered as a broker-dealer nor as a registered representative of a broker-
dealer. We have no affiliation with any broker-dealer. We are independently owned and
operated and are not affiliated with Charles Schwab. (See Item 12 for further discussion).

David Dreher, in his personal capacity, is a registered representative of Purshe Kaplan
Sterling Investments ("PKS"), a FINRA member broker-dealer.

B. Whether any persons are registered as a futures
commission merchant, commodity pool operator, commodity trading
advisor, or an associated person of these entities.

We have no advisors registered nor active in any of these capacities.

C. Describe any relationship or arrangement material to clients
with related persons.

David Dreher is separately licensed as registered representative of PKS. As such, David
is able to effect securities transactions for his Clients, for which he receives separate and
customary compensation. Clients, however, are not under any obligation to use David’s
PKS affiliation when considering implementation of advisory recommendations. The
implementation of any or all recommendations is solely at the discretion of the client.
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David spends a minimal amount of time with his affiliation with PKS. David’s registered
representative activity is supervised by PKS.

Robert O’Blennis is a licensed attorney admitted to the Bar of the State of Missouri.
Robert also maintains a limited legal practice, separate and distinct from our advisory
business. In an effort to avoid conflicts of interest, Robert does not serve as an attorney
for any of our Clients. No portion of the advisory services rendered to our Clients should
be interpreted as legal advice. Rather, Clients and prospective clients should defer to the
advice of their own attorney. Robert spends a minimal amount of time with his legal
practice.

Our firm is a licensed insurance agency. Ryan Costello, Chris Costello, Kevin Conard,
Tom Boling, David Dreher and Paul Dreher are licensed insurance agents. As insurance
agents and agency, we may sell other services or investment products to advisory clients.
Insurance services we provide are separate and distinct from our advisory services. Such
services provide for separate and typical compensation. No one is obligated to use us for
any insurance services, and no insurance Client is obligated to utilize our advisory
services.

While these advisors endeavor at all times to put the interest of our Clients first as part of
our fiduciary duty, Clients should be aware that the receipt of additional compensation
itself creates a conflict of interest, and may affect the judgment of these advisors when
making recommendations.

D. Describe any practices or relationships with other
investment advisors that create material conflicts of interest.
We have no information to disclose. We do not recommend or select, or otherwise have
business relationships with, third party investment advisors for which we receive
compensation. We believe such relationships create material conflicts of interest which
would harm our Clients. (See Item 2.E. for further discussion).

Item 11. Code of Ethics, Participation in Client
Transactions and Personal Trading

A. We maintain a Code of Ethics

We believe ethical behavior is an essential element of a professional advisory firm. To
that end we have adopted a Code of Ethics to govern our behavior as advisors. This Code
addresses certain critical issues such as Business Conduct, Personal Securities
Transactions and Protecting Client Confidentiality. We periodically update our Code of
Ethics.

All advisors and staff agree to be bound by this Code.
We will happily provide you with a copy of our Code of Ethics upon request. Contact

Robert O’Blennis, Chief Compliance Officer at 913-498-8898 or
rob@planningretirements.com to request a copy.
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B. Conflict of Interest when Recommending Securities

We do not recommend to Clients, nor buy or sell in Client accounts, securities in which
we have a material financial interest. This would create a material conflict of interest we
feel may be harmful to our Clients.

C. Conflict of Interest when Firm Members Own Same
Securities as Our Clients

Our advisors, as individuals, may invest in the same widely traded investments we
recommend for our Clients. In essence, we follow the same advice we provide to our
Clients. This situation technically creates a potential for a conflict of interest between us
and our Clients.

Our advisory practice makes use of widely traded mutual funds and exchange-traded
funds (ETFs). These investments are traded in very large volumes everyday. Further, we
chiefly use index funds which contain all the companies found on an underlying index.

We acknowledge that this situation creates the potential for a conflict of interest in that an
advisor could manipulate his own holdings to the detriment of the Client. However, in
light of the colossal trading volumes of the particular investments we use with our
Clients, the millions of other parties trading in the same investments and the relatively
small value of the holdings owned by our advisors, the appreciable impact on the markets
is minimal. Thus, we feel the potential for harm to our Clients is insignificant. That said,
we continue to be aware of this issue.

D. Conflict of Interest when Firm Members Buy and Sell Same
Securities as Our Clients

In a related issue, our advisors, as individuals, occasionally buy and sell the same widely
traded investments we buy and sell in our Clients’ account(s). As above, we follow the
same advice we provide to our Clients. This situation creates a potential for a conflict of
interest between us and our Clients.

One of the hallmarks of our asset management style is timely rebalancing accounts. This
typically happens when a particular investment holding falls below, or exceeds, a certain
desired percentage in an account. When this phenomenon happens in one account, it
often happens in multiple accounts.

We acknowledge that this situation creates the potential for a conflict of interest in that an
advisor could time his own transactions relative to client transaction and unfairly benefit.
However, in light of the colossal trading volumes of the particular individual investments
we use with our clients, the millions of other parties trading in the same investments and
the relatively small value of the holdings owned by our advisors, the appreciable impact
of this practice would be minimal. Thus, we feel the potential for harm to our Clients is
insignificant. That said, we continue to be aware of this issue.
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Item 12. Brokerage Practices

A. We consider a variety of factors in recommending a
custodian of your assets

We have evaluated Charles Schwab & Co, Inc. (Schwab), and believe that it will provide
you with a blend of execution services, commission costs and professionalism that will
help us in meeting our fiduciary obligations to you. You should note that we participate
in the Schwab Advisor Services™ (formerly called Schwab Institutional®) program
offered to independent investment advisers by Schwab. As part of the Schwab Advisor
Services™ program, we receive certain benefits that we would not receive if it did not
offer investment advice to clients. (See Item 15.B. for further discussion.)

The Custodians We Recommend

We do not maintain custody of your assets that we manage, although we may be deemed
to have custody of your assets if you give us authority to withdraw assets from your
account (See Item 15). Your assets must be maintained in an account at a “qualified
custodian,” generally a broker-dealer or bank. We recommend that our clients use
Charles Schwab & Co., Inc. (Schwab), a registered broker-dealer, member SIPC, as the
qualified custodian. We are independently owned and operated and are not affiliated with
Schwab. Schwab will hold your assets in a brokerage account and buy and sell securities
when we or you instruct them to. While we recommend that you use Schwab as
custodian/broker, you will decide whether to do so and will open your account with
Schwab by entering into an account agreement directly with them. We do not open the
account for you, although we may assist you in doing so. Even though your account is
maintained at Schwab, we can still use other brokers to execute trades for your account as
described below (see “Your Brokerage and Custody Costs”).

How We Select Custodians

We seek to recommend a custodian who will hold your assets and execute transactions on
terms that are, overall, most advantageous when compared to other available providers
and their services. We consider a wide range of factors, including, among others:

» Combination of transaction execution services and asset custody services (generally
without a separate fee for custody)

» Capability to execute, clear, and settle trades (buy and sell securities for your account)

» Capability to facilitate transfers and payments to and from accounts (wire transfers,
check requests, bill payment, etc.)

* Breadth of available investment products (stocks, bonds, mutual funds, exchange-traded
funds (ETFs), etc.)

* Availability of investment research and tools that assist us in making investment
decisions

* Quality of services

» Competitiveness of the price of those services (commission rates, margin interest rates,
other fees, etc.) and willingness to negotiate the prices

* Reputation, financial strength, and stability

* Prior service to us and our other clients

* Availability of other products and services that benefit us, as discussed
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below (see “Products and Services Available to Us From Schwab”).

Your Brokerage and Custody Costs

For our clients’ accounts that Schwab 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. This commitment
benefits you because the overall commission rates you pay are lower than they would be
otherwise. In addition to commissions, 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
commissions 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. We have determined that having Schwab execute most trades is consistent with
our duty to seek “best execution” of your trades. Best execution means the most
favorable terms for a transaction based on all relevant factors, including those listed
above (see “How We Select Custodians”).

Products and Services Available to Us From Schwab

Schwab Advisor Services™ (formerly called Schwab Institutional®) is Schwab’s
business serving independent investment advisory firms like us. 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 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 generally are available on an unsolicited basis (we don’t have
to request them) and at no charge to us as long as our clients collectively maintain a total
of at least $10 million of their assets in accounts at Schwab. If our clients collectively
have less than $10 million in assets at Schwab, Schwab may charge us quarterly service
fees of $1,200. Following is a more detailed description of Schwab’s support services:

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 a 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:
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* Provide access to client account data (such as duplicate trade confirmations and account
statements)

» Facilitate trade execution and allocate aggregated trade orders for multiple client
accounts

* Provide pricing and other market data

* Facilitate payment of our fees from our clients’ accounts

* 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:

* Educational conferences and events

» Consulting on technology, compliance, legal, and business needs

* Publications and conferences on practice management and business succession

* Access to employee benefits providers, human capital consultants, and insurance
providers

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 of 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. We don’t have to pay for Schwab’s services so long as our
clients collectively keep a total of at least $10 million of their assets in accounts at
Schwab. Beyond that, these services are not contingent upon us committing any specific
amount of business to Schwab in trading commissions or assets in custody. The $10
million minimum 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. Our selection is primarily supported by the scope, quality, and
price of Schwab’s services (see “How We Select Custodians™) and not Schwab’s services
that benefit only us. We have more than $330,000,000 in client assets under management,
and we do not believe that recommending our clients to collectively maintain at least $10
million of those assets at Schwab in order to avoid paying Schwab quarterly service fees
presents a material conflict of interest.

B. We do not aggregate purchase or sales of securities for our
Clients

Transactions for each Client are considered and entered independently. We generally do
not aggregate trades.
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ltem 13. Review of Accounts

A. Periodic Review of Client Accounts
We periodically review our Clients” accounts and their financial plans.

For those Clients who hire us to provide investment management services, we review
account(s) at least quarterly. In addition, we may perform additional reviews when, in
our opinion, circumstances warrant them. All reviews are conducted by the Client’s
primary advisor. You are encouraged to discuss your needs, goals, and objectives with us
and to keep us informed of any changes.

For those Clients who hire us to create and maintain a financial plan, we formally update
and review this plan at least once per year. We are happy to perform more frequent
reviews as needed, such as at retirement or some other major life change. There is no
charge to Clients for these additional reviews. These reviews are conducted by the
Client’s primary advisor. You are encouraged to discuss your needs, goals, and
objectives with us and to keep us informed of any changes.

In addition, firm model portfolios are under continuous supervision by our Chief
Investment Officer, Chris K. Costello, CFP", as well as all advisors acting together as an
investment council.

Individuals who are not Clients of the firm may approach us to update or review financial
plans we have created in the past. Terms of such reviews, including compensation, are at
the advisor’s discretion. (See Item 2).

B. Content and Frequency of Client Reports

In addition to monthly brokerage statements provided by our Clients’ custodian, we
provide tailored performance reports for all our Clients.

These reports contain critical information to inform our Clients regarding the investment
performance of their managed accounts. Specifically these reports contain data such as
rates of returns over various periods of time, lists of investments, and overviews of
account performance. We strongly recommend you compare these performance reports
to the account statements you receive from Charles Schwab.

These reports are electronically transmitted to Clients on a quarterly basis. Clients may
request an updated report from their advisor at any time. Each Client is also provided
electronic access via our website to access our performance reporting software and
generate their own reports. Contact your advisor for details.

Iltem 14. Client Referrals and Other Compensation

We receive an economic benefit from Schwab in the form of the support products and
services it makes available to us and other independent investment advisors whose clients
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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). 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.

A. Conflict of Interest from Sales Awards or Other Prizes

As stated in Item 5, our firm and advisors are compensated solely by a management fee
for our advisory services. Neither our firm, nor its advisors, accepts compensation
through commissions, marketing or distribution fees (sometimes known as 12B-1 fees),
sales charges or service fees.

Further, we do not accept any economic benefit (such as a management fee, sales awards
or other prizes, or other consideration) for our advisory services from any third party.

We believe these practices would create an unacceptable conflict of interest. Thus we
avoid them. We believe these practices create an incentive for an advisor to recommend
investment products based on the compensation received, rather than on the Client’s
needs.

B. Compensation to Third Party for Client Referrals

In limited cases, with full written disclosure to our Client, we may compensate a third
party for a Client referral. In such cases, the existence of this relationship is included in
the Client’s Investment Management Agreement. Further, the Client separately
acknowledges in writing their awareness of and consent to this compensation.

Compensation to the third party is a usual and customary amount, which is disclosed to
our Client. This type of arrangement will not increase expenses to our Client.

ltem 15. Custody

A. Recommendation of Custodian

We do not maintain custody of your assets that we manage, although we may be deemed
to have custody of your assets if you give us authority to withdraw assets from your
account. Your assets must be maintained in an account at a “qualified custodian,”
generally a broker-dealer or bank. We recommend that our clients use Charles Schwab &
Co., Inc. (Schwab), a registered broker-dealer, member SIPC, as the qualified custodian.

Under government regulations, we may be deemed to have custody of your assets if, for
example, you authorize us to instruct Schwab to deduct our advisory fees directly from
your account or if you grant us authority to move your money to another person’s
account. In all cases, Schwab maintains actual custody of your assets. You will receive
account statements directly from Schwab at least quarterly. They will be sent to the email
or postal mailing address you provided to Schwab. You should carefully review those
statements promptly when you receive them. We also urge you to compare Schwab’s
account statements to the periodic portfolio reports you will receive from us. (See Item
12).
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We do not have discretionary authority to determine which custodian you use or to set the
commission rates you may pay. We reserve the right to decline any account for which
the client directs the use of a custodian other than Schwab, especially if we believe that
this choice would hinder our fiduciary duty to you and/or our ability to service the
account.

In directing the use of Schwab it should be understood we will not have authority to
negotiate commissions or to necessarily obtain volume discounts, and best execution may
not be achieved. In addition, a disparity in commission charges may exist between the
commissions charged to you and those charged to other clients. You should note that we
have a reasonable belief that Schwab is able to obtain best execution and competitive
prices, we will not be independently seeking best execution price capability through other
custodians. That said, we do monitor best execution issues and this recommendation may
be updated from time to time in an effort to best serve our Clients.

B. Our Relationship with Schwab Advisor Services

As noted above, we participate in Schwab Advisor Services™ (formerly called Schwab
Institutional®) program. While there is no direct linkage between the investment advice
given and participation in Schwab Advisor Services™, economic benefits are received
which would not be received if we did not give investment advice to clients.

These benefits include: receipt of duplicate client confirmations and bundled duplicate
statements; access to a trading desk serving Schwab Advisor Services™ participants
exclusively; access to block trading which provides the ability to aggregate securities
transactions and then allocate the appropriate shares to client accounts; ability to have
investment advisory fees deducted directly from client accounts; access, for a fee, to an
electronic communication network for client order entry and account information; receipt
of compliance publications; and access to mutual funds which generally require
significantly higher minimum initial investments or are generally available only to
institutional investors.

Additional benefits received through participation in Schwab Advisor Services™ may
depend upon the amount of transactions directed to, or amount of assets custodied by,
Schwab. We are required to maintain a minimum level of client assets with the Schwab
Advisor Services™ to avoid a quarterly service fee.

As a fiduciary, we endeavor to act in our Clients' best interests. Our recommendation
that Clients maintain their assets at Schwab may be based in part on the benefit to us of
the availability of some of the foregoing products and services and not solely on the
nature, cost or quality of custody and brokerage services provided by Schwab, which may
create a potential conflict of interest.

We do not, and will not, receive 12b-1 distribution fees from investment companies in
connection with the placement of your funds into those companies’ investments. We
endeavor at all times to put your interests first as part of our fiduciary duty. (See Item
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14.A.). We believe these practices would create an unacceptable conflict of interest.
Thus we avoid them. We believe these practices create an incentive for an advisor to
recommend investment products based on the compensation received, rather than on the
Client’s needs.

ltem 16. Investment Discretion

We have discretionary authority to manage securities on the majority of accounts we
manage for our Clients. In these relationships we do not need to obtain specific prior
consent from a Client to trade securities. We prefer to hold discretionary authority to
manage securities in our Clients” accounts.

We do not have discretionary authority on a minority of accounts we manage. In these
relationships we must obtain specific prior consent from you before we trade securities.

In the management relationships where we have discretionary authority, this authority is
found in the Investment Management Agreement. This agreement is signed by our
Clients and their advisor at the beginning of our relationship. This agreement contains a
limited power of attorney which gives us a limited scope authority to act on your behalf
with your accounts.

Further, Schwab requires each account holder to sign their initials on each account
application to indicate delegation of discretionary authority.

Item 17. Voting Client Securities

A. Voting Policy for Client Securities

We do not have, and will not accept, authority to vote Client securities. We do not direct
Clients to vote in a particular way in a solicitation to vote.

B. Clients Responsible to Vote Own Securities

Clients will receive proxies and other solicitations to vote directly from Charles Schwab,
or some other custodian or transfer agent, as appropriate. Clients may contact their
advisor to discuss their opportunity to vote. Ultimately voting decisions are the
responsibility of Client.

Item 18. Financial Information
This section contains specialized financial information required by law.

A. Details of Prepayment of Client Fees

We do NOT require prepayment of fees more than 6 months in advance. Arrangements
of this nature would require significant additional book- and record-keeping.

The maximum a Client might prepay management fees is 3 months before fees are

incurred. (See Item 2).
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B. Discretionary Authority & Firm Financial Condition

As we hold discretionary authority to manage securities in certain Client accounts we are
required to disclose any financial condition that may impair our ability to meet
contractual commitments to our Clients.

We do NOT have any financial conditions which might impair our ability to meet our
contractual commitments.

C. Prior Bankruptcy Information
We have NOT been the subject of a bankruptcy petition at any time.

Item 19. Final Thoughts

This disclosure document covers many topics. Feel free to discuss any of these topics
with your Advisor. Please contact us if you would like an updated copy of this
document. See cover page for contact information.

APPENDIX I. FORM ADV Part 2B: Brochure Supplements

Advisor: Chris K. Costello, CFP®

The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: Chris@planningretirements.com
www.planningretirements.com

Firm: The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: info@planningretirements.com
www.planningretirements.com

Supplement Date: February 23, 2012

This brochure supplement provides information about Chris Costello that
supplements The Retirement Planning Group brochure. You should have received
a copy of that brochure. Please contact Robert O’Blennis or Jaime Lowry at 913-
498-8898, rob@planningretirements.com, or jaime@planningretirements.com if
you did not receive The Retirement Planning Group’s brochure or if you have any
guestions about the contents of this supplement.
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Additional information about Chris Costello is available on the SEC’s website at
www.adyviserinfo.sec.gov.

1. Educational Background and Business Experience

Name: Chris K. Costello

Year of Birth: 1973

Education:  University of Kansas, B.S. in Business Administration, 1995

Professional Designations:

CERTIFIED FINANCIAL PLANNER™ (CFP®) since July 2009.
The CFP® designation is widely seen as the most respected designation a financial
advisor can achieve. The CFP® designation is conferred by the Certified Financial
Planner Board of Standards to those advisors who demonstrate proficiency in the areas of
Financial Planning through an Board-Registered Program, pass a multi-day critical
examination of principles in financial planning, possess at least 3 years of financial
planning experience and adhere to CFP Board's Code of Ethics and Professional
Responsibility, Rules of Conduct and Financial Planning Practice Standards.
Additionally, holders of the CFP® designation agree to maintain at least 30 hours of
continuing education every two years.

Chartered Retirement Planning Counselor™ (CRPC®) since June 2006.
The CRPC® designation is conferred by the College for Financial Planning to those
advisors who pass a critical examination of principles in retirement planning. Holders of
this designation agree to comply with a Code of Ethics and Standards for Professional
Conduct.

Business Background (preceding five years):
The Retirement Planning Group, 2/2004 to Present
Financial Advisor, CEO & Chief Investment Officer

2. Disciplinary Information

A. Whether advisor involved in criminal or civil action in a domestic, foreign or
military court of competent jurisdiction.
No.

B. Whether advisor involved in an administrative proceeding before the SEC, any
other federal regulatory agency, any state regulatory agency, or any foreign financial
regulatory authority.

No.

C. Whether advisor involved in self-regulatory organization (SRO) proceeding.
No.

D. Whether advisor was involved in any other proceeding in which a professional
attainment, designation, or license of the advisor was revoked or suspended because of a
violation of rules relating to professional conduct.

No.

3. Other Business Activities
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Nothing to Disclose.

4. Additional Compensation

Does someone who is not a Client provide an economic benefit (such as sales awards and
other prizes) to the advisor for providing advisory services?

No.

Does advisor receive a bonus that is based, at least in part, on the number or amount of
sales, Client referrals, or new accounts?

No.

5. Supervision
Chris Costello is subject to supervision through the Compliance program in place at The
Retirement Planning Group.

All written communications sent and received by Mr. Costello are memorialized and are
reviewed by the firm’s Chief Compliance Officer. All electronic communications to and
from Mr. Costello are memorialized. Representative samples of Mr. Costello’s electronic
communications are reviewed by the firm’s Chief Compliance Officer.

These reviews, in part, specifically look at the nature of the advice Mr. Costello provides
to his clients.
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Brochure Supplement

Advisor: Kevin M. Conard

The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: Kevin@planningretirements.com
www.planningretirements.com

Firm: The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: info@planningretirements.com
www.planningretirements.com

Supplement Date: February 23, 2012

This brochure supplement provides information about Kevin Conard that
supplements The Retirement Planning Group brochure. You should have received
a copy of that brochure. Please contact Robert O’Blennis or Jaime Lowry at 913-
498-8898, rob@planningretirements.com, or jaime@planningretirements.com if
you did not receive The Retirement Planning Group’s brochure or if you have any
guestions about the contents of this supplement.

Additional information about Kevin Conard is available on the SEC’s website at
www.adviserinfo.sec.gqov.

1. Educational Background and Business Experience

Name: Kevin M. Conard

Year of Birth: 1974

Education:  University of Kansas, B.S. in Business Administration, 1997

Professional Designations:

Chartered Retirement Planning Counselor™ (CRPC®) since May 2006.
The CRPC® designation is conferred by the College for Financial Planning to those
advisors who pass a critical examination of principles in retirement planning. Holders of
this designation agree to comply with a Code of Ethics and Standards for Professional
Conduct.

Business Background (preceding five years):
The Retirement Planning Group, 2/2004 to Present
Financial Advisor and President
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2. Disciplinary Information

A. Whether advisor involved in criminal or civil action in a domestic, foreign or
military court of competent jurisdiction.
No.

B. Whether advisor involved in an administrative proceeding before the SEC, any
other federal regulatory agency, any state regulatory agency, or any foreign financial
regulatory authority.

No.

C. Whether advisor involved in self-regulatory organization (SRO) proceeding.
No.

D. Whether advisor was involved in any other proceeding in which a professional
attainment, designation, or license of the advisor was revoked or suspended because of a
violation of rules relating to professional conduct.

No.

3. Other Business Activities
Nothing to Disclose.

4. Additional Compensation

Does someone who is not a Client provide an economic benefit (such as sales awards and
other prizes) to the advisor for providing advisory services?

No.

Does advisor receive a bonus that is based, at least in part, on the number or amount of
sales, Client referrals, or new accounts?

No.

5. Supervision
Kevin Conard is subject to supervision through the Compliance program in place at The
Retirement Planning Group.

All written communications sent and received by Mr. Conard are memorialized and are
reviewed by the firm’s Chief Compliance Officer. All electronic communications to and
from Mr. Conard are memorialized. Representative samples of Mr. Conard’s electronic
communications are reviewed by the firm’s Chief Compliance Officer.

These reviews, in part, specifically look at the nature of the advice Mr. Conard provides
to his clients.
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Brochure Supplement

Advisor: Ryan P. Costello

The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: Ryan@planningretirements.com
www.planningretirements.com

Firm: The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: info@planningretirements.com
www.planningretirements.com

Supplement Date: February 23, 2012

This brochure supplement provides information about Ryan Costello that
supplements The Retirement Planning Group brochure. You should have received
a copy of that brochure. Please contact Robert O’Blennis or Jaime Lowry at 913-
498-8898, rob@planningretirements.com, or jaime@planningretirements.com if
you did not receive The Retirement Planning Group’s brochure or if you have any
guestions about the contents of this supplement.

Additional information about Ryan Costello is available on the SEC’s website at
www.adviserinfo.sec.gov.

1. Educational Background and Business Experience
Name: Ryan P. Costello

Year of Birth: 1979

Education: ~ Baker University, B.S. in Business, 2002

Professional Designations:

Chartered Retirement Planning Counselor™ (CRPC®) since April 2006.
The CRPC® designation is conferred by the College for Financial Planning to those
advisors who pass a critical examination of principles in retirement planning. Holders of
this designation agree to comply with a Code of Ethics and Standards for Professional
Conduct.

Business Background (preceding five years):
The Retirement Planning Group, 2/2004 to Present
Financial Advisor and Vice President
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2. Disciplinary Information

A. Whether advisor involved in criminal or civil action in a domestic, foreign or
military court of competent jurisdiction.
No.

B. Whether advisor involved in an administrative proceeding before the SEC, any
other federal regulatory agency, any state regulatory agency, or any foreign financial
regulatory authority.

No.

C. Whether advisor involved in self-regulatory organization (SRO) proceeding.
No.

D. Whether advisor was involved in any other proceeding in which a professional
attainment, designation, or license of the advisor was revoked or suspended because of a
violation of rules relating to professional conduct.

No.

3. Other Business Activities
Nothing to Disclose.

4. Additional Compensation

Does someone who is not a Client provide an economic benefit (such as sales awards and
other prizes) to the advisor for providing advisory services?

No.

Does advisor receive a bonus that is based, at least in part, on the number or amount of
sales, Client referrals, or new accounts?

No.

5. Supervision
Ryan Costello is subject to supervision through the Compliance program in place at The
Retirement Planning Group.

All written communications sent and received by Mr. Costello are memorialized and are
reviewed by the firm’s Chief Compliance Officer. All electronic communications to and
from Mr. Costello are memorialized. Representative samples of Mr. Costello’s electronic
communications are reviewed by the firm’s Chief Compliance Officer.

These reviews, in part, specifically look at the nature of the advice Mr. Costello provides
to his clients.
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Brochure Supplement

Advisor: Robert O’'Blennis, J.D.

The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: rob@planningretirements.com
www.planningretirements.com

Firm: The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: info@planningretirements.com
www.planningretirements.com

Supplement Date: February 23, 2012

This brochure supplement provides information about Robert O’Blennis that
supplements The Retirement Planning Group brochure. You should have received
a copy of that brochure. Please contact Robert O’Blennis or Jaime Lowry at 913-
498-8898, rob@planningretirements.com, or jaime@planningretirements.com if
you did not receive The Retirement Planning Group’s brochure or if you have any
guestions about the contents of this supplement.

Additional information about Robert O’Blennis is available on the SEC’s website at
www.adviserinfo.sec.qov.

1. Educational Background and Business Experience

Name: Robert R. O’Blennis

Year of Birth: 1971

Education:  Washington University School of Law, J.D., 2000
University of Kansas, B.S. in Journalism, 1994

Professional Designations:

Chartered Retirement Planning Counselor™ (CRPC®) since May 2006.
The CRPC® designation is conferred by the College for Financial Planning to those
advisors who pass a critical examination of principles in retirement planning. Holders of
this designation agree to comply with a Code of Ethics and Standards for Professional
Conduct.

Missouri Bar Association, Active Member since 10/2000

Business Background (preceding five years):
The Retirement Planning Group, 1/2006 to Present
Financial Advisor and Chief Compliance Officer
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The Law Office of Robert R. O’Blennis, LLC, 10/2006 to Present

2. Disciplinary Information

A. Whether advisor involved in criminal or civil action in a domestic, foreign or
military court of competent jurisdiction.
No.

B. Whether advisor involved in an administrative proceeding before the SEC, any
other federal regulatory agency, any state regulatory agency, or any foreign financial
regulatory authority.

No.

C. Whether advisor involved in self-regulatory organization (SRO) proceeding.
No.

D. Whether advisor was involved in any other proceeding in which a professional
attainment, designation, or license of the advisor was revoked or suspended because of a
violation of rules relating to professional conduct.

No.

3. Other Business Activities
Nothing to Disclose.

4. Additional Compensation

Does someone who is not a Client provide an economic benefit (such as sales awards and
other prizes) to the advisor for providing advisory services?

No.

Does advisor receive a bonus that is based, at least in part, on the number or amount of
sales, Client referrals, or new accounts?

No.

5. Supervision

Robert O’Blennis is subject to supervision through the Compliance program in place at
The Retirement Planning Group. As Mr. O’Blennis is Chief Compliance Officer at The
Retirement Group, certain additional measures are in place to supervise Mr. O’Blennis’
activities.

All written communications sent and received by Mr. O’Blennis are memorialized and
are reviewed by the firm’s Chief Executive Officer, President or Chief Financial Officer.
All electronic communications to and from Mr. O’Blennis are memorialized.
Representative samples of Mr. O’Blennis’ electronic communications are reviewed by
the firm’s Chief Executive Officer, President or Chief Financial Officer.

These reviews, in part, specifically look at the nature of the advice Mr. O’Blennis
provides to his clients.
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Brochure Supplement

Advisor: David B. Dreher

The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: David@planningretirements.com
www.planningretirements.com

Firm: The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: info@planningretirements.com
www.planningretirements.com

Supplement Date: February 23, 2012

This brochure supplement provides information about David Dreher that
supplements The Retirement Planning Group brochure. You should have received
a copy of that brochure. Please contact Robert O’Blennis or Jaime Lowry at 913-
498-8898, rob@planningretirements.com, or jaime@planningretirements.com if
you did not receive The Retirement Planning Group’s brochure or if you have any
guestions about the contents of this supplement.

Additional information about David Dreher is available on the SEC’s website at
www.adyviserinfo.sec.gov.

1. Educational Background and Business Experience

Name: David B. Dreher

Year of Birth: 1951

Education:  University of Kansas, B.A. in Political Science, 1973

Professional Designations:
No.

Business Background (preceding five years):
The Retirement Planning Group, 4/2009 to Present
Financial Advisor and Senior Vice President
Purshe Kaplan Sterling Investments, 4/2009 to Present
UBS Financial Services, Inc. 5/2003 to 4/2009
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2. Disciplinary Information

A. Whether advisor involved in criminal or civil action in a domestic, foreign or
military court of competent jurisdiction.
No.

B. Whether advisor involved in an administrative proceeding before the SEC, any
other federal regulatory agency, any state regulatory agency, or any foreign financial
regulatory authority.

No.

C. Whether advisor involved in self-regulatory organization (SRO) proceeding.
No.

D. Whether advisor was involved in any other proceeding in which a professional
attainment, designation, or license of the advisor was revoked or suspended because of a
violation of rules relating to professional conduct.

No.

3. Other Business Activities
Nothing to Disclose.

4. Additional Compensation

Does someone who is not a Client provide an economic benefit (such as sales awards and
other prizes) to the advisor for providing advisory services?

No.

Does advisor receive a bonus that is based, at least in part, on the number or amount of
sales, Client referrals, or new accounts?

No.

5. Supervision
David Dreher is subject to supervision through the Compliance program in place at The
Retirement Planning Group.

All written communications sent and received by Mr. Dreher are memorialized and are
reviewed by the firm’s Chief Compliance Officer. All electronic communications to and
from Mr. Dreher are memorialized. Representative samples of Mr. Dreher’s electronic
communications are reviewed by the firm’s Chief Compliance Officer.

These reviews, in part, specifically look at the nature of the advice Mr. Dreher provides
to his clients.

Separate from our supervision, PKS also conducts its own supervision of Mr. Dreher.
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Brochure Supplement

Advisor: Tom S. Boling

The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: Tom@planningretirements.com
www.planningretirements.com

Firm: The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: info@planningretirements.com
www.planningretirements.com

Supplement Date: February 23, 2012

This brochure supplement provides information about Tom Boling that
supplements The Retirement Planning Group brochure. You should have received
a copy of that brochure. Please contact Robert O’Blennis or Jaime Lowry at 913-
498-8898, rob@planningretirements.com, or jaime@planningretirements.com if
you did not receive The Retirement Planning Group’s brochure or if you have any
guestions about the contents of this supplement.

Additional information about Tom Boling is available on the SEC’s website at
www.adviserinfo.sec.gov.

1. Educational Background and Business Experience
Name: Tom S. Boling

Year of Birth: 1980

Education:  Saint Louis University, B.S. in Finance, 2002

Professional Designations:
No.

Business Background (preceding five years):
The Retirement Planning Group, 4/2009 to Present
Financial Advisor and Vice President
Purshe Kaplan Sterling Investments, 4/2009 to 10/2010
UBS Financial Services, Inc. 8/2003 to 4/2009
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2. Disciplinary Information

A. Whether advisor involved in criminal or civil action in a domestic, foreign or
military court of competent jurisdiction.
No.

B. Whether advisor involved in an administrative proceeding before the SEC, any
other federal regulatory agency, any state regulatory agency, or any foreign financial
regulatory authority.

No.

C. Whether advisor involved in self-regulatory organization (SRO) proceeding.
No.

D. Whether advisor was involved in any other proceeding in which a professional
attainment, designation, or license of the advisor was revoked or suspended because of a
violation of rules relating to professional conduct.

No.

3. Other Business Activities
Nothing to Disclose.

4. Additional Compensation

Does someone who is not a Client provide an economic benefit (such as sales awards and
other prizes) to the advisor for providing advisory services?

No.

Does advisor receive a bonus that is based, at least in part, on the number or amount of
sales, Client referrals, or new accounts?

No.

5. Supervision
Tom Boling is subject to supervision through the Compliance program in place at The
Retirement Planning Group.

All written communications sent and received by Mr. Boling are memorialized and are
reviewed by the firm’s Chief Compliance Officer. All electronic communications to and
from Mr. Boling are memorialized. Representative samples of Mr. Boling’s electronic
communications are reviewed by the firm’s Chief Compliance Officer.

These reviews, in part, specifically look at the nature of the advice Mr. Boling provides to
his clients.
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Advisor: Roy M. Fortner, CFP®

The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: Roy@planningretirements.com
www.planningretirements.com

Firm: The Retirement Planning Group, Inc

11512 West 119" Street, Overland Park, Kansas 66213
Phone: 913-498-8898

Fax: 913-498-8897

Email: info@planningretirements.com
www.planningretirements.com

Supplement Date: February 23, 2012

This brochure supplement provides information about Roy Fortner that
supplements The Retirement Planning Group brochure. You should have received
a copy of that brochure. Please contact Robert O’Blennis or Jaime Lowry at 913-
498-8898, rob@planningretirements.com, or jaime@planningretirements.com if
you did not receive The Retirement Planning Group’s brochure or if you have any
guestions about the contents of this supplement.

Additional information about Roy Fortner is available on the SEC’s website at
www.adviserinfo.sec.gov.

1. Educational Background and Business Experience

Name: Roy M. Fortner

Year of Birth: 1941

Education:  University of Missouri—-Columbia, B.S. in Business Administration, 1964
University of Missouri—-Kansas City, Master of Business Admin., 1971

Professional Designations:

CERTIFIED FINANCIAL PLANNER™ (CFP®) since July 1985.

The CFP® designation is widely seen as the most respected designation a financial
advisor can achieve. The CFP® designation is conferred by the Certified Financial
Planner Board of Standards to those advisors who demonstrate proficiency in the areas of
Financial Planning through an Board-Registered Program, pass a multi-day critical
examination of principles in financial planning, possess at least 3 years of financial
planning experience and adhere to CFP Board's Code of Ethics and Professional
Responsibility, Rules of Conduct and Financial Planning Practice Standards.
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Additionally, holders of the CFP® designation agree to maintain at least 30 hours of
continuing education every two years.

Business Background (preceding five years):
The Retirement Planning Group, 10/2010 to Present
Financial Advisor and Senior Vice President
Fortner Financial Services, Inc. 4/1995 to 10/2010
Financial Advisor and President & CEO

2. Disciplinary Information

A. Whether advisor involved in criminal or civil action in a domestic, foreign or
military court of competent jurisdiction.
No.

B. Whether advisor involved in an administrative proceeding before the SEC, any
other federal regulatory agency, any state regulatory agency, or any foreign financial
regulatory authority.

No.

C. Whether advisor involved in self-regulatory organization (SRO) proceeding.
No.

D. Whether advisor was involved in any other proceeding in which a professional
attainment, designation, or license of the advisor was revoked or suspended because of a
violation of rules relating to professional conduct.

No.
3. Other Business Activities
Nothing to Disclose.

4. Additional Compensation

Does someone who is not a Client provide an economic benefit (such as sales awards and
other prizes) to the advisor for providing advisory services?

No.

Does advisor receive a bonus that is based, at least in part, on the number or amount of
sales, Client referrals, or new accounts?

No.

5. Supervision
Roy Fortner is subject to supervision through the Compliance program in place at The
Retirement Planning Group.

All written communications sent and received by Mr. Fortner are memorialized and are
reviewed by the firm’s Chief Compliance Officer. All electronic communications to and
from Mr. Fortner are memorialized. Representative samples of Mr. Fortner’s electronic
communications are reviewed by the firm’s Chief Compliance Officer.

These reviews, in part, specifically look at the nature of the advice Mr. Fortner provides
to his clients.
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