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This brochure provides information about the qualifications and business practices of Southern
Financial Group, LLC. If you have any questions about the contents of this brochure, please contact
us at 205-383-1415 or david@thesouthernfinancialgroup.com. The information in this brochure
has not been approved or verified by the United States Securities and Exchange Commission or by
any state authority.

Southern Financial Group, LLC is an investment advisory firm registered with the appropriate
regulatory authority. Registration does not imply a certain level of skill or training. Additional
information about Southern Financial Group, LLC also is available on the SEC’s website at
www.AdviserInfo.sec.gov.

Item 2 - Material Changes

This Brochure is prepared in the revised format required beginning in 2011. Registered
Investment Advisers are required to use this format to inform clients of the nature of advisory
services provided, types of clients served, fees charged, potential conflicts of interest and other
information. The Brochure requirements include providing a Summary of Material Changes (the
“Summary”) reflecting any material changes to our policies, practices, or conflicts of interest made
since our last required “annual update” filing. In the event of any material changes, such Summary
is provided to all clients within 120 days of our fiscal year-end. Our last annual update was filed on
January 10, 2014. Of course the complete Brochure is available to clients at any time upon request.


http://www.adviserinfo.sec.gov/
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Item 4 - Advisory Business

General Information

Southern Financial Group, LLC (“Southern Financial Group”) was formed in 2006, and provides
portfolio management, financial planning, consulting, income tax preparation, and estate settlement
services to its clients.

Christopher T. Holder and David F. Painter are the principal owners of Southern Financial Group.
Please see Brochure Supplements, Exhibit A, for more information on these principal owners and
other individuals who formulate investment advice and have direct contact with clients, or have
discretionary authority over client accounts.

As of December 31, 2013, Southern Financial Group managed $354,504,010 on a discretionary
basis, and no assets on a non-discretionary basis.

SERVICES PROVIDED

Individual Portfolio Management
Our firm provides continuous advice to a client regarding the investment of client funds based on

the individual needs of the client. Through personal discussions in which goals and objectives based
on a client's particular circumstances are established, we develop a client's personal investment
policy and create and manage a portfolio based on that policy. During our data-gathering process,
we determine the client’s individual objectives, time horizons, risk tolerance, and liquidity needs. As
appropriate, we also review and discuss a client's prior investment history, as well as family
composition and background.

We manage these advisory accounts on a discretionary basis. Account supervision is guided by the
client's stated objectives (i.e, maximum capital appreciation, growth, income, or growth and
income), as well as tax considerations.

Clients may impose reasonable restrictions on investing in certain investments, types of
investments, or industry sectors.

Our investment recommendations are not limited to any specific products or services offered by a
broker-dealer or insurance company and will generally include advice regarding the following:

Exchange-listed securities

Securities traded over-the-counter
Foreign issuers

Warrants

Corporate debt securities (other than commercial paper)
Commercial paper

Certificates of deposit

Municipal securities

Variable life insurance

Variable annuities

Mutual fund shares

United States governmental securities
Other
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Because some types of investments involve certain additional degrees of risk, they will only be
implemented/recommended when consistent with the client's stated investment objectives,
tolerance for risk, liquidity and suitability.

Financial Planning
We provide financial planning services. Financial planning is a comprehensive evaluation of a

client’s current and future financial state by using currently known variables to predict future cash
flows, asset values and withdrawal plans. Through the financial planning process, all questions,
information and analysis are considered as they impact and are impacted by the entire financial and
life situation of the client. Clients requesting this service receive a written report which provides
the client with a detailed financial plan designed to assist the client in achieving his or her financial
goals and objectives.

In general, the financial plan can address any or all of the following areas:

o PERSONAL: We review family records, budgeting, personal liability, estate information and
financial goals.

e TAX & CASH FLOW: We analyze the client’s income tax and spending and planning for past,
current and future years; then illustrate the impact of various investments on the client's
current income tax and future tax liability.

e [INVESTMENTS: We analyze investment alternatives and their effect on the client's portfolio.

o INSURANCE: When requested we review existing policies to ensure proper coverage for life,
health, disability, long-term care, liability, home and automobile.

o RETIREMENT: We analyze current strategies and investment plans to help the client
achieve his or her retirement goals.

e ESTATE: We assist the client in developing long-term strategies, including as appropriate,
living trusts, wills, review of estate tax, powers of attorney, etc. We gather required
information through in-depth personal interviews. Information gathered includes the
client's current financial status, tax status, future goals, returns objectives and attitudes
towards risk. We carefully review documents supplied by the client, including a
questionnaire completed by the client, and prepare a written report. Should the client
choose to implement the recommendations contained in the plan we will assist them,
however, implementation of financial plan recommendations is entirely at the client's
discretion.

We also provide general advice on topics that may include tax and budgetary planning, estate
planning and business planning.

Typically the financial plan is presented to the client promptly, provided that all information
needed to prepare the financial plan has been provided.
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Consulting, Income Tax Preparation, Estate settlement Services
Clients can also receive general advice and services on a more focused basis. This may include

advice on only an isolated area(s) of concern such as income tax preparation, estate settlement
issues, or any other specific topic. These services will be offered on a case by case basis.

Item 5 - Fees and Compensation

Portfolio Management Fees
The annualized fee for portfolio management services will be charged as a percentage of assets

under management, according to the following schedule:

Assets Under Management Annual Fee
First $500,000 1.00%
Next $500,000 0.85%
Next $1,000,000 0.75%
Above $2,000,000 0.50%

Our fees are billed quarterly, in advance, at the beginning of each calendar quarter based upon the
value (market value or fair market value in the absence of market value), of the client's account at
the end of the previous quarter. Fees will be debited from the account in accordance with the client
authorization in the Investment Advisory Agreement.

A minimum account size of $50,000 of assets under management and a minimum quarterly fee of
$75 per account is required for this service. This account size and minimum quarterly fee may be
negotiable under certain circumstances. Southern Financial Group may group certain related client
accounts for the purposes of achieving the minimum account size and determining the annualized
fee.

Limited Negotiability of Advisory Fees: Although Southern Financial Group has established the
aforementioned fee schedule(s), we retain the discretion to negotiate alternative fees on a client-
by-client basis. Client facts, circumstances and needs will be considered in determining the fee
schedule. These include the complexity of the client, assets to be placed under management,
anticipated future additional assets; related accounts; portfolio style, account composition, reports,
among other factors. The specific annual fee schedule will be identified in the contract between the
adviser and each client.

Discounts, not generally available to our advisory clients, may be offered to family members and
friends of associated persons of our firm.

Financial Planning Fees
Southern Financial Group financial planning fee will be determined based on the nature of the

services being provided and the complexity of each client’s circumstances. All fees are agreed upon
prior to entering into a contract with any client.

Our financial planning fees are calculated and charged on an hourly basis, ranging from $50 to $200
per hour. Although the length of time it will take to provide a Financial Plan will depend on each
client's personal situation, we will provide an estimate for the total hours at the start of the
advisory relationship. There is a minimum fee of $1,000 for this service.
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These fees may be waived for clients who choose to use the firm’s portfolio management services or
other services provided by the firms associated persons in their capacities as registered
representatives or insurance agents.

Consulting, Income Tax Preparation, Estate Settlement Services Fees
Southern Financial Group’s fee for these services will be determined based on the nature of the

services being provided and the complexity of each client’s circumstances. All fees are agreed upon
prior to entering into a contract with any client.

These fees are calculated and charged on an hourly basis, ranging from $50 to $200 per hour. An
estimate for the total hours is determined at the start of these relationships.

Other Compensation
Transaction-based accounts: Mr. Holder and Mr. Painter are licensed as registered

representatives of Triad Advisors, Inc. (“Triad”) (FINRA and SIPC member, and registered broker-
dealer) and are licensed as insurance agents with various insurance companies. As such, they are
entitled to receive commissions or other remuneration on the sale of insurance as well as other
products.

As a result of this relationship, Triad may have access to certain confidential information (e.g.,
financial information, investment objectives, transactions, and holdings) about Southern Financial
Group clients, even if the client does not establish any account through Triad. If you would like a
copy of Triad’s privacy notice, please contact David Painter.

GENERAL INFORMATION

Termination of the Advisory Relationship: A client agreement may be canceled at any time, by
either party, for any reason upon receipt of 24 hours written notice. As disclosed above, certain fees
are paid in advance of services provided. Upon termination of any account, any prepaid, unearned
fees will be promptly refunded. In calculating a client’s reimbursement of fees, we will pro rate the
reimbursement according to the number of days remaining in the billing period.

Mutual Fund Fees: Fees paid to Southern Financial Group for investment advisory services are
separate and distinct from the fees and expenses charged by mutual funds and/or ETFs to their
shareholders. These fees and expenses are described in each fund's prospectus. These fees will
generally include a management fee, other fund expenses, and a possible distribution (12b-1) fee. If
the fund also imposes sales charges, a client may pay an initial or deferred sales charge. A client
could invest in a mutual fund directly, without our services. In that case, the client would not
receive the services provided by our firm which are designed, among other things, to assist the
client in determining which mutual fund or funds are most appropriate to each client's financial
condition and objectives. Accordingly, the client should review both the fees charged by the funds
and our fees to fully understand the total amount of fees to be paid by the client and to thereby
evaluate the advisory services being provided.

Additional Fees and Expenses: In addition to our advisory fees, clients are also responsible for the
fees and expenses charged by custodians and imposed by broker dealers, including, but not limited
to, any transaction charges imposed by a broker dealer with which an independent investment
manager effects transactions for the client's account(s). Refer to the "Brokerage Practices" section
(Item 12) of this Form ADV for more information.
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Additional Portfolio Recordkeeping Fees Clients will be charged a nominal annual fee to cover the
cost of portfolio management software. This software allows the performance, cost basis, and other
records pertaining to a client's portfolio to be available upon request by the client.

Grandfathering of Minimum Account Requirements: Pre-existing advisory clients are subject to
Southern Financial Group's minimum account requirements and advisory fees in effect at the time
the client entered into the advisory relationship. Therefore, our firm's minimum account
requirements will differ among clients.

ERISA Accounts: Southern Financial Group may be deemed to be a fiduciary to advisory clients that
are employee benefit plans or individual retirement accounts (IRAs) pursuant to the Employee
Retirement Income and Securities Act (“ERISA”). As such, our firm is subject to specific duties and
obligations under ERISA and the Internal Revenue Code that include among other things,
restrictions concerning certain forms of compensation. To avoid engaging in prohibited
transactions, Southern Financial Group may only charge fees for investment advice about products
for which our firm and/or our related persons do not receive any commissions or 12b-1 fees.

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

Southern Financial Group does not have any performance-based fee arrangements. “Side by Side
Management” refers to a situation in which the same firm manages accounts that are billed based
on a percentage of assets under management and at the same time manages other accounts for
which fees are assessed on a performance fee basis. Because Southern Financial Group has no
performance-based fee accounts, it has no side-by-side management.

Item 7 - Types of Clients

Southern Financial Group serves individuals, high net worth individuals, corporations, and other
businesses. As previously disclosed in Item 5, Fees and Compensation, our firm has established
certain initial minimum account requirements, based on the nature of the service(s) being
provided. For a more detailed understanding of those requirements, please review the disclosures
provided in each applicable service.

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

Methods of Analysis

Asset Allocation. Rather than focusing primarily on investment selection, we attempt to identify an
appropriate ratio of securities, fixed income, and cash suitable to the client’s investment goals and
risk tolerance.

A risk of asset allocation is that the client may not participate in sharp increases in a particular
security, industry or market sector. Another risk is that the ratio of securities, fixed income, and
cash will change over time due to stock and market movements and, if not corrected, will no longer
be appropriate for the client’s goals. For this reason, we will rebalance the portfolios as dictated by
changes in economic conditions.

Investment Strategies:

Southern Financial Group’s strategic approach is to invest each portfolio in accordance with the
Plan that has been developed specifically for each client. This means that the following strategies
may be used in varying combinations over time for a given client, depending upon the client’s
individual circumstances.
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Long-term purchases. We purchase investments with the idea of holding them in the client's
account for a year or longer. Typically we employ this strategy when we want exposure to a
particular asset class over time.

Short-term purchases. When utilizing this strategy, we purchase investments with the idea of
selling them within a relatively short time (typically a year or less). We do this in an attempt to take
advantage of conditions that we believe will soon result in a positive price swing in the investments
we purchase.

Trading. Although not common, upon client request we may purchase investments with the idea of
selling them very quickly (typically within 30 days or less). We do this in an attempt to take
advantage of potential brief price swings.

Margin transactions. Although not common, upon client request we will purchase investments for
your portfolio with money borrowed from your brokerage account. This allows you to purchase
more investments than you would be able to with your available cash, and allows us to purchase
investments without selling other current holdings.

Risk of Loss

While Southern Financial Group seeks to diversify clients’ investment portfolios across various
asset classes consistent with their Investment Plans in an effort to reduce risk of loss, all investment
portfolios are subject to risks. Accordingly, there can be no assurance that client investment
portfolios will be able to fully meet their investment objectives and goals, or that investments will
not lose money.

Below is a description of several of the principal risks that client investment portfolios face.

Management Risks. While Southern Financial Group manages client investment portfolios based on
Southern Financial Group’s experience, research and proprietary methods, the value of client
investment portfolios will change daily based on the performance of the underlying securities in
which they are invested. Accordingly, client investment portfolios are subject to the risk that
Southern Financial Group or a Manager allocates assets to asset classes that are adversely affected
by unanticipated market movements, and the risk that Southern Financial Group’s specific
investment choices could underperform their relevant indexes.

Risks of Investments in Mutual Funds, ETFs and Other Investment Pools. As described above,
Southern Financial Group may invest client portfolios in mutual funds, ETFs and other investment
pools (“pooled investment funds”). Investments in pooled investment funds are generally less risky
than investing in individual securities because of their diversified portfolios; however, these
investments are still subject to risks associated with the markets in which they invest. In addition,
pooled investment funds’ success will be related to the skills of their particular managers and their
performance in managing their funds. Pooled investment funds are also subject to risks due to
regulatory restrictions applicable to registered investment companies under the Investment
Company Act of 1940.

Equity Market Risks. Southern Financial Group will generally invest portions of client assets directly
into equity investments, primarily stocks, or into pooled investment funds that invest in the stock
market. As noted above, while pooled investments have diversified portfolios that may make them
less risky than investments in individual securities, funds that invest in stocks and other equity
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securities are nevertheless subject to the risks of the stock market. These risks include, without
limitation, the risks that stock values will decline due to daily fluctuations in the markets, and that
stock values will decline over longer periods (e.g., bear markets) due to general market declines in
the stock prices for all companies, regardless of any individual security’s prospects.

Fixed Income Risks. Southern Financial Group may invest portions of client assets directly into fixed
income instruments, such as bonds and notes, or may invest in pooled investment funds that invest
in bonds and notes. While investing in fixed income instruments, either directly or through pooled
investment funds, is generally less volatile than investing in stock (equity) markets, fixed income
investments nevertheless are subject to risks. These risks include, without limitation, interest rate
risks (risks that changes in interest rates will devalue the investments), credit risks (risks of default
by borrowers), or maturity risk (risks that bonds or notes will change value from the time of
issuance to maturity).

Foreign Securities Risks. Southern Financial Group may invest portions of client assets into pooled
investment funds that invest internationally. While foreign investments are important to the
diversification of client investment portfolios, they carry risks that may be different from U.S.
investments. For example, foreign investments may not be subject to uniform audit, financial
reporting or disclosure standards, practices or requirements comparable to those found in the U.S.
Foreign investments are also subject to foreign withholding taxes and the risk of adverse changes in
investment or exchange control regulations. Finally, foreign investments may involve currency
risk, which is the risk that the value of the foreign security will decrease due to changes in the
relative value of the U.S. dollar and the security’s underlying foreign currency.

Item 9 - Disciplinary Information

Registered investment advisers are required to disclose all material facts regarding any legal or
disciplinary events that would be material to a client’s evaluation of Southern Financial Group or
the integrity of Southern Financial Group’s management. Southern Financial Group has no
disciplinary events to report.

Item 10 - Other Financial Industry Activities and Affiliations

Mr. Holder and Mr. Painter are also shareholders of National Advisors Holdings, Inc. (NAH) a
Delaware corporation organized in August of 1998. Each hold a minority interest in the aggregate
stock of NAH. NAH has formed a federally chartered trust company, "National Advisors Trust
Company (NATC). NATC offers trust services to clients of investment advisory firms, such as
Southern Financial Group across the United States. When consistent with its fiduciary duty to act in
the best interests of its clients, a client may be recommended to the trust services of NATC. Due to
this minority interest of Mr. Holder and Mr. Painter in NATC, a conflict of interest in recommending
a client to these services exists.

We take the following steps to address conflicts of interest due to the items mentioned above:
e we disclose to clients the existence of all material conflicts of interest, including the
potential for our firm and our employees to earn compensation from advisory clients in

addition to our firm's advisory fees;

o we disclose to clients that they are not obligated to purchase recommended investment
products from our representatives;
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e we collect, maintain and document accurate, complete and relevant client background
information, including the client’s financial goals, objectives and risk tolerance;

e our firm's partners conduct regular reviews of each client account to verify that all
recommendations made to a client are suitable to the client’s needs and circumstances;

e we require that our employees seek prior approval of any outside employment activity so
that we may ensure that any conflicts of interests in such activities are properly
e addressed;

e we periodically monitor these outside employment activities to verify that any conflicts of
interest continue to be properly addressed by our firm; and

e we educate our employees regarding the responsibilities of a fiduciary, including the need
for having a reasonable and independent basis for the investment advice provided to
clients.

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

Code of Ethics and Personal Trading
Southern Financial Group has adopted a Code of Ethics (“the Code”), the full text of which is

available to you upon request. Southern Financial Group’s Code has several goals. First, the Code is
designed to assist Southern Financial Group in complying with applicable laws and regulations
governing its investment advisory business. Under the Investment Advisers Act of 1940, Southern
Financial Group owes fiduciary duties to its clients. Pursuant to these fiduciary duties, the Code
requires persons associated with Southern Financial Group (managers, officers and employees) to
act with honesty, good faith and fair dealing in working with clients. In addition, the Code prohibits
such associated persons from trading or otherwise acting on insider information.

Next, the Code sets forth guidelines for professional standards for Southern Financial Group’s
associated persons. Under the Code’s Professional Standards, Southern Financial Group expects its
associated persons to put the interests of its clients first, ahead of personal interests. In this regard,
Southern Financial Group associated persons are not to take inappropriate advantage of their
positions in relation to Southern Financial Group clients.

Third, the Code sets forth policies and procedures to monitor and review the personal trading
activities of associated persons. From time to time Southern Financial Group’s associated persons
may invest in the same securities recommended to clients. Under its Code, Southern Financial
Group has adopted procedures designed to reduce or eliminate conflicts of interest that this could
potentially cause. The Code’s personal trading policies include procedures for limitations on
personal securities transactions of associated persons, reporting and review of such trading and
pre-clearance of certain types of personal trading activities. These policies are designed to
discourage and prohibit personal trading that would disadvantage clients. The Code also provides
for disciplinary action as appropriate for violations.

Participation or Interest in Client Transactions
Because associated persons may invest in the same securities as those held in client accounts,

Southern Financial Group has established a policy requiring its associated persons to pre-clear
transactions in certain of these securities with the Chief Compliance Officer. The goal of this policy

Page 10



is to avoid any conflict of interest that may present itself in these situations. Some types of
securities, such as CDs, treasury obligations and open-end mutual funds are exempt from this pre-
clearance requirement. However, in the event of other identified potential trading conflicts of
interest, Southern Financial Group’s goal is to place client interests first.

Consistent with the foregoing, Southern Financial Group maintains policies regarding participation
in initial public offerings (IPOs) and private placements to comply with applicable laws and avoid
conflicts with client transactions. If a Southern Financial Group associated person wishes to
participate in an IPO or invest in a private placement, he or she must submit a pre-clearance
request and obtain the approval of the Chief Compliance Officer.

Finally, if associated persons trade with client accounts (i.e., in a bundled or aggregated trade), and
the trade is not filled in its entirety, the associated person’s shares will be removed from the block,
and the balance of shares will be allocated among client accounts in accordance with Southern
Financial Group’s written policy.

Item 12 - Brokerage Practices

Clients may ask that we recommend a broker-dealer to be used. The factors considered when
making these recommendations are the broker's ability to provide professional services, our
experience with the broker, the broker's reputation, the broker's quality of execution services and
costs of such services, among other factors. Clients are not under any obligation to effect trades
through any recommended brokers and should evaluate each before opening an account.

Southern Financial Group has an arrangement with National Financial Services LLC, and Fidelity
Brokerage Services LLC (together with all affiliates, "Fidelity") through which Fidelity provides our
firm with their "platform" services. The platform services include, among others, brokerage,
custodial, administrative support, record keeping and related services that are intended to support
intermediaries like Southern Financial Group in conducting business and in serving the best
interests of our clients but that may also benefit us.

Fidelity charges brokerage commissions and transaction fees for effecting certain securities
transactions (i.e., transactions fees are charged for certain no-load mutual funds, commissions are
charged for individual equity and debt securities transactions). Fidelity enables Southern Financial
Group to obtain many no-load mutual funds without transaction charges and other no-load funds at
nominal transaction charges. Fidelity’s commission rates are generally considered discounted from
customary retail commission rates. However, the commissions and transaction fees charged by
Fidelity may be higher or lower than those charged by other custodians and broker-dealers. As part
of the arrangement, Fidelity also makes available to our firm, at no additional charge to us, certain
research and brokerage services, including research services obtained by Fidelity directly from
independent research companies, as selected by Southern Financial Group (within specified
parameters). These services are used by our firm to manage accounts for which we have
investment discretion. Without this arrangement, we might be compelled to purchase the same or
similar services at our own expense.

As a result of receiving such services for no additional cost, we may have an incentive to
recommend our clients to use or expand the use of Fidelity's services. We examined this potential
conflict of interest when we chose to enter into the relationship with Fidelity and have determined
that the relationship is in the best interests of Southern Financial Group's clients and satisfies our
client obligations, including our duty to seek best execution. A client may pay a commission that is
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higher than another qualified broker-dealer might charge to effect the same transaction where we
determine in good faith that the commission is reasonable in relation to the value of the brokerage
and research services received. In seeking best execution, the determinative factor is not the lowest
possible cost, but whether the transaction represents the best qualitative execution, taking into
consideration the full range of a broker-dealer’s services, including the value of research provided,
execution capability, commission rates, and responsiveness. Accordingly, while Southern Financial
Group will seek competitive rates, to the benefit of all clients, we may not necessarily obtain the
lowest possible commission rates for specific client account transactions. Although the investment
research products and services that may be obtained by us will generally be used to service all of
our clients, a brokerage commission paid by a specific client may be used to pay for research that is
not used in managing that specific client’s account. Southern Financial Group and Fidelity are not
affiliated.

Soft Dollars

Generally, in addition to a broker's ability to provide "best execution," Southern Financial Group
may also consider the value of "research" or additional brokerage products and services a broker-
dealer has provided or may be willing to provide. The provision of these added benefits may be
based in whole or in part on the value of Southern Financial Group’s assets under management held
at Fidelity, on the brokerage revenue to Fidelity generated by Southern Financial Group’s activities,
or on a combination of these two factors. This is known as paying for those services or products
with "soft dollars." Because many of the services or products could be considered to provide a
benefit to Southern Financial Group, and because the "soft dollars" used to acquire them are client
assets, Southern Financial Group could be considered to have a conflict of interest in allocating
client brokerage business. In this way, Southern Financial Group could receive valuable benefits by
selecting a particular broker or dealer to execute client transactions and the transaction
compensation charged by that broker or dealer might not be the lowest compensation Southern
Financial Group might otherwise be able to negotiate. In addition, Southern Financial Group could
have an incentive to cause clients to engage in more securities transactions than would otherwise
be optimal to generate brokerage compensation with which to acquire products and services.

Southern Financial Group's use of soft dollars is intended to comply with the requirements of
Section 28(e) of the Securities Exchange Act of 1934. Section 28(e) provides a “safe harbor” for
investment managers who use commissions or transaction fees paid by their advised accounts to
obtain investment research services that provide lawful and appropriate assistance to the manager
in performing investment decision-making responsibilities. As required by Section 28(e), Southern
Financial Group will make a good faith determination that the amount of commission or other fees
paid is reasonable in relation to the value of the brokerage and research services provided. That is,
before placing orders with a particular broker, Southern Financial Group generally determines,
considering all the factors described below, that the compensation to be paid to Fidelity is
reasonable in relation to the value of all the brokerage and research products and services provided
by Fidelity. In making this determination, Southern Financial Group typically considers not only the
particular transaction or transactions, and not only the value of brokerage and research services
and products to a particular client, but also the value of those services and products in Southern
Financial Group’s performance of its overall responsibilities to all of its clients. In some cases, the
commissions or other transaction fees charged by a particular broker-dealer for a particular
transaction or set of transactions may be greater than the amounts another broker-dealer who did
not provide research services or products might charge.

The products and services Southern Financial Group receives from broker-dealers will generally be
used in servicing all Southern Financial Group client accounts. Southern Financial Group’s use of
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these products and services will not be limited to the accounts that paid commissions to the broker-
dealer for such products and services. In addition, soft dollar benefits may not be allocated to
accounts proportionately according to the soft dollar credits the accounts generate.

Aggregated Trade Policy
Southern Financial Group may enter trades as a block where possible and when advantageous to

clients whose accounts have a need to buy or sell shares of the same security. This method permits
the trading of aggregate blocks of securities composed of assets from multiple client accounts. It
allows Southern Financial Group to execute trades in a timely, equitable manner, and may reduce
overall costs to clients

Southern Financial Group will only aggregate transactions when it believes that aggregation is
consistent with its duty to seek best execution (which includes the duty to seek best price) for its
clients, and is consistent with the terms of Southern Financial Group’s Investment Advisory
Agreement with each client for which trades are being aggregated. No advisory client will be
favored over any other client; each client that participates in an aggregated order will participate at
the average share price for all Southern Financial Group’s transactions in a given security on a given
business day. Transaction costs for participating accounts will be assessed at the custodian’s
commission rate applicable to each account; therefore, transaction costs may vary among accounts.
Accounts may be excluded from a block due to tax considerations, client direction or other factors
making the account’s participation ineligible or impractical.

Southern Financial Group will prepare, before entering an aggregated order, a written statement
(“Allocation Statement”) specifying the participating client accounts and how it intends to allocate
the order among those clients. If the aggregated order is filled in its entirety, it will be allocated
among clients in accordance with the Allocation Statement. If the order is partially filled, it will
generally be allocated pro-rata, based on the Allocation Statement, or randomly in certain
circumstances. Notwithstanding the foregoing, the order may be allocated on a basis different
from that specified in the Allocation Statement if all client accounts receive fair and equitable
treatment, and the reason for different allocation is explained in writing and is approved by an
appropriate individual/officer of Southern Financial Group. Southern Financial Group’s books and
records will separately reflect, for each client account included in a block trade, the securities held
by and bought and sold for that account. Funds and securities of clients whose orders are
aggregated will be deposited with one or more banks or broker-dealers, and neither the clients’
cash nor their securities will be held collectively any longer than is necessary to settle the
transaction on a delivery versus payment basis; cash or securities held collectively for clients will
be delivered out to the custodian bank or broker-dealer as soon as practicable following the
settlement, and Southern Financial Group will receive no additional compensation or remuneration
of any kind as a result of the proposed aggregation.

Item 13 - Review of Accounts

Portfolio Management Services

Reviews: The underlying investments within accounts are continually monitored by each advisor
and their support staff. Accounts are reviewed in the context of each client's stated investment
objectives and guidelines. More frequent reviews may be triggered by material changes in variables
such as the client's individual circumstances, the market, political, or economic environment.
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Reports: In addition to the monthly statements and confirmations of transactions that clients
receive from their broker-dealer, upon client request we provide reports summarizing account
performance, balances, and holdings.

Financial Planning Services
Reviews: While reviews may occur at different stages depending on the nature and terms of the

specific engagement, formal reviews will be conducted for Financial Planning clients upon client
request. These reviews will be conducted by each advisor and their support staff.

Reports: Financial Planning clients will receive a completed financial plan. Additional reports will
be provided upon client request.

Consulting, Tax Preparation, Estate Settlement Services
Reviews: While reviews may occur at different stages depending on the nature and terms of the

specific engagement, formal reviews will be conducted for clients upon request. Such reviews will
be conducted by each advisor and their support staff.

Reports: These clients will receive reports as deemed appropriate to complete the services
provided.

Item 14 - Client Referrals and Other Compensation

As noted above, Southern Financial Group may receive an economic benefit from Fidelity in the
form of support products and services it makes available to Southern Financial Group and other
independent investment advisors that have their clients maintain accounts at Fidelity. These
products and services, how they benefit our firm, and the related conflicts of interest are described
in Item 12 - Brokerage Practices. The availability of Fidelity’s products and services to Southern
Financial Group is based solely on our participation in the programs and not in the provision of any
particular investment advice. Neither Fidelity nor any other party is paid to refer clients to
Southern Financial Group.

In addition, also discussed in Item 5, Fees and Compensation, although not a common occurrence
our advisors are eligible to receive incentive awards (including prizes such as trips or bonuses) for
recommending certain types of insurance policies or other investment products that we
recommend. While we endeavor at all times to put the interest of our clients first as part of our
fiduciary duty, the possibility of receiving incentive awards creates a conflict of interest, and may
affect the judgment of these individuals when making recommendations.

Item 15 - Custody

Fidelity is the custodian of nearly all client accounts at Southern Financial Group. From time to
time however, clients may select an alternate broker to hold accounts in custody. In any case, it is
the custodian’s responsibility to provide clients with confirmations of trading activity, tax forms
and at least quarterly account statements. Clients are advised to review this information carefully,
and to notify Southern Financial Group of any questions or concerns. Clients are also asked to
promptly notify Southern Financial Group if the custodian fails to provide statements on each
account held.

From time to time and in accordance with Southern Financial Group’s agreement with clients,
Southern Financial Group will provide additional reports. The account balances reflected on these
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reports should be compared to the balances shown on the brokerage statements to ensure
accuracy. At times there may be small differences due to the timing of dividend reporting, pending
trades or other similar issues.

Item 16 - Investment Discretion

As described above under Item 4 - Advisory Business, Southern Financial Group manages
portfolios on a discretionary basis. This means that after an Investment Plan is developed for the
client’s investment portfolio, Southern Financial Group will execute that plan without specific
consent from the client for each transaction. For discretionary accounts, a Limited Power of
Attorney (“LPOA”) is executed by the client, giving Southern Financial Group the authority to carry
out various activities in the account, generally including the following: trade execution; the ability
to request checks on behalf of the client; and, the withdrawal of advisory fees directly from the
account. Southern Financial Group then directs investment of the client’s portfolio using its
discretionary authority. The client may limit the terms of the LPOA to the extent consistent with
the client’s investment advisory agreement with Southern Financial Group and the requirements of
the client’s custodian. The discretionary relationship is further described in the agreement
between Southern Financial Group and the client.

Item 17 - Voting Client Securities

As a policy and in accordance with Southern Financial Group’s client agreement, Southern Financial
Group does not vote proxies related to securities held in client accounts. The custodian of the
account will normally provide proxy materials directly to the client. Clients may contact Southern
Financial Group with questions relating to proxy procedures and proposals; however, Southern
Financial Group generally does not research particular proxy proposals.

Item 18 - Financial Information

Southern Financial Group does not require nor solicit prepayment of more than $1,200 in fees per
client, six months or more in advance, and therefore has no disclosure with respect to this item.
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Part 2B of Form ADV: Brochure Supplement

Item 1 - Cover Page

David F. Painter
of

Southern Financial Group, LLC
Two Perimeter Park South
Suite 250 East
Birmingham, Alabama 35243

(205) 383-1415
October 10, 2014

This brochure supplement provides information about David F Painter that supplements the
Southern Financial Group, LLC brochure. You should have received a copy of that brochure.
Please contact David F Painter if you did not receive Southern Financial Group, LLC's
Brochure or if you have any questions about the contents of this supplement.

Additional information about David F Painter is available on the SEC’s website at
www.adviserinfo.sec.gov.

Iltem 2 Educational, Background and Business Experience
Full Legal Name: David F Painter Born: 1968

Education

1 Auburn University; Bachelors, Accounting; 1990

Business Experience

L1 Allmerica Financial; Registered Representative; from 6/1/1994 to 12/31/2000

[ Triad Advisors, Inc.; Registered Representative; from 1/1/2001 to current

1 Money Management Services, Inc.; Vice President and Secretary; from 6/1/1994 to
12/31/2005


http://www.adviserinfo.sec.gov/

1 Money Management Services, Inc; Investment Advisor Representative; from
1/1/2006 to 3/31/2007

[ Southern Financial Group, LLC; Chief Compliance Officer; from 11/6/2006 to
present

Designations

David F Painter has earned the following designation(s) and is in good standing with
the granting authority:

L1 CPA; AICPA; 8/23/1992

Certified Public Accountant (CPA) CPAs are licensed and regulated by their state boards of accountancy. While
state laws and regulations vary, the education, experience and testing requirements for licensure as a CPA
generally include minimum college education (typically 150 credit hours with at least a baccalaureate degree
and a concentration in accounting), minimum experience levels (most states require at least one year of
experience providing services that involve the use of accounting, attest, compilation, management advisory,
financial advisory, tax or consulting skills, all of which must be achieved under the supervision of or verification
by a CPA), and successful passage of the Uniform CPA Examination. In order to maintain a CPA license, states
generally require the completion of 40 hours of continuing professional education (CPE) each year (or 80 hours
over a two year period or 120 hours over a three year period). Additionally, all American Institute of Certified
Public Accountants (AICPA) members are required to follow a rigorous Code of Professional Conduct which
requires that they act with integrity, objectivity, due care, competence, fully disclose any conflicts of interest (and
obtain client consent if a conflict exists), maintain client confidentiality, disclose to the client any commission or
referral fees, and serve the public interest when providing financial services. The vast majority of state boards of
accountancy have adopted the AICPA’s Code of Professional Conduct within their state accountancy laws or
have created their own.

L PFS; AICPA; 1/1/1996

Personal Financial Specialist (PFS) The PFS credential demonstrates that an individual has met the minimum
education, experience and testing required of a CPA in addition to a minimum level of expertise in personal
financial planning. To attain the PFS credential, a candidate must hold an unrevoked CPA license, fulfill 3,000
hours of personal financial planning business experience, complete 80 hours of personal financial planning CPE
credits, pass a comprehensive financial planning exam and be an active member of the AICPA. A PFS
credential holder is required to adhere to AICPA’s Code of Professional Conduct, and is encouraged to follow
AICPA’s Statement on Responsibilities in Financial Planning Practice. To maintain their PFS credential, the
recipient must complete 60 hours of financial planning CPE credits every three years. The PFS credential is
administered through the AICPA.

1 CFP; Financial Planning Board; 9/9/1996

Certified Financial Planner® (CFP) The program is administered by the Certified Financial Planner Board of
Standards Inc. Those with the CFP designation have demonstrated competency in all areas of finance related to
financial planning. Candidates complete studies on over 100 topics, including stocks, bonds, taxes, insurance,
retirement planning and estate planning. In addition to passing the CFP certification exam, candidates must also
complete qualifying work experience and agree to adhere to the CFP Board's code of ethics and professional
responsibility and financial planning standards.



Item 3 Disciplinary Information

David F Painter has no reportable disciplinary history.

Item 4 Other Business Activities
A. Investment-Related Activities
1. David F Painter is also engaged in the following investment-related

activities:

[IRegistered representative of Triad Advisors, Inc. a broker-dealer

Please refer to Southern Financial Group, LLC's Form ADV Part 2A Item 5 for more details.

1 Minority shareholder of National Advisors Trust Company, a federally chartered
trust company

Please refer to Southern Financial Group, LLC's Form ADV Part 2A Item 10 for details.

2. David F. Painter receives commissions, bonuses or other compensation
on the sale of securities or other investment products.

Please refer to Southern Financial Group, LLC's Form ADV Part 2A Item 5 for details.
B. Non Investment-Related Activities

David F. Painter is not engaged in any other business or occupation that
provides substantial compensation or involves a substantial amount of his time.

Iltem 5 Additional Compensation

Transaction-based accounts: Mr. Painter is licensed as a registered representative of
Triad Advisors, Inc. (“Triad”) (FINRA and SIPC member, and registered broker-dealer) and is
licensed as an insurance agent with various insurance companies. As such, he is entitled to
receive commissions or other remuneration on the sale of insurance as well as other
products.

As a result of this relationship, Triad may have access to certain confidential information
(e.g., financial information, investment objectives, transactions, and holdings) about Southern



Financial Group clients, even if the client does not establish any account through Triad. If
you would like a copy of Triad’s privacy notice, please contact David Painter.

Although it is not common, Mr. Painter may receive incentive awards from broker-dealers or

product issuers as a result of our clients purchasing their products. In such situations, the

best interest of the client will be placed first in deciding whether to recommend the products
provided by such third party.

Please refer to Southern Financial Group, LLC's Form ADV Part 2 Items 5 and 14 for more
detalils.

Iltem 6 Supervision
Supervisor: David F Painter
Title: Chief Compliance Officer

Phone Number: (205) 383-1415



Part 2B of Form ADV: Brochure Supplement
Item 1 - Cover Page

Christopher T. Holder
of

Southern Financial Group, LLC
Two Perimeter Park South
Suite 250 East
Birmingham, Alabama 35243

(205) 383-1415

October 10, 2014

This brochure supplement provides information about Christopher T Holder that supplements
the Southern Financial Group, LLC brochure. You should have received a copy of that
brochure. Please contact David F Painter if you did not receive Southern Financial Group,
LLC's brochure or if you have any questions about the contents of this supplement.

Additional information about Christopher T Holder is available on the SEC’s website at
www.adviserinfo.sec.gov.

Iltem 2 Educational, Background and Business Experience
Full Legal Name: Christopher T Holder Born: 1968

Education

1 Auburn University; Bachelors, Accounting; 1990

Business Experience

LI Allimerica Financial; Registered Representative; from 6/1/1994 to 12/31/2000

L1 Triad Advisors, Inc; Registered Representative; from 1/1/2001 to current

L1 Money Management Services, Inc; Vice President and Treasurer; from 6/1/1994 to
12/31/2005


http://www.adviserinfo.sec.gov/

1 Money Management Services, Inc; Investment Advisor Representative; from
1/1/2006 to 3/31/2007

1 Southern Financial Group, LLC; Chief Financial Officer; from 11/6/2006 to current

Designations

Christopher T Holder has earned the following designation(s) and is in good standing with the
granting authority:

L1 CPA; AICPA; 1/31/1994

Certified Public Accountant (CPA) CPAs are licensed and regulated by their state boards of accountancy. While
state laws and regulations vary, the education, experience and testing requirements for licensure as a CPA
generally include minimum college education (typically 150 credit hours with at least a baccalaureate degree
and a concentration in accounting), minimum experience levels (most states require at least one year of
experience providing services that involve the use of accounting, attest, compilation, management advisory,
financial advisory, tax or consulting skills, all of which must be achieved under the supervision of or verification
by a CPA), and successful passage of the Uniform CPA Examination. In order to maintain a CPA license, states
generally require the completion of 40 hours of continuing professional education (CPE) each year (or 80 hours
over a two year period or 120 hours over a three year period). Additionally, all American Institute of Certified
Public Accountants (AICPA) members are required to follow a rigorous Code of Professional Conduct which
requires that they act with integrity, objectivity, due care, competence, fully disclose any conflicts of interest (and
obtain client consent if a conflict exists), maintain client confidentiality, disclose to the client any commission or
referral fees, and serve the public interest when providing financial services. The vast majority of state boards of
accountancy have adopted the AICPA’s Code of Professional Conduct within their state accountancy laws or
have created their own.

L1 PFS; AICPA; 1/1/1996

Personal Financial Specialist (PFS) The PFS credential demonstrates that an individual has met the minimum
education, experience and testing required of a CPA in addition to a minimum level of expertise in personal
financial planning. To attain the PFS credential, a candidate must hold an unrevoked CPA license, fulfill 3,000
hours of personal financial planning business experience, complete 80 hours of personal financial planning CPE
credits, pass a comprehensive financial planning exam and be an active member of the AICPA. A PFS
credential holder is required to adhere to AICPA’s Code of Professional Conduct, and is encouraged to follow
AICPA's Statement on Responsibilities in Financial Planning Practice. To maintain their PFS credential, the
recipient must complete 60 hours of financial planning CPE credits every three years. The PFS credential is
administered through the AICPA.

1 CFP; Financial Planning Board; 10/14/1996

Certified Financial Planner® (CFP) The program is administered by the Certified Financial Planner Board of
Standards Inc. Those with the CFP designation have demonstrated competency in all areas of finance related to
financial planning. Candidates complete studies on over 100 topics, including stocks, bonds, taxes, insurance,
retirement planning and estate planning. In addition to passing the CFP certification exam, candidates must also



complete qualifying work experience and agree to adhere to the CFP Board's code of ethics and professional
responsibility and financial planning standards.

Item 3 Disciplinary Information

Christopher T. Holder has no reportable disciplinary history.

Item 4 Other Business Activities
A. Investment-Related Activities

1. Christopher T Holder is also engaged in the following
investment-related activities:

[] Registered representative of Triad Advisors, Inc. a broker-dealer

Please refer to Southern Financial Group, LLC's Form ADV Part 2A Item 5 for more details.

L1 Minority shareholder of National Advisors Trust Company, a federally chartered
trust company

Please refer to Southern Financial Group, LLC's Form ADV Part 2A Item 10 for details.

2. Christopher T. Holder receives commissions, bonuses or other compensation
on the sale of securities or other investment products.

Please refer to Southern Financial Group, LLC's Form ADV Part 2A Item 5 for detalils.
B. Non Investment-Related Activities

Christopher T. Holder is not engaged in any other business or occupation that
provides substantial compensation or involves a substantial amount of his time.

Iltem 5 Additional Compensation

Transaction-based accounts: Mr. Holder is licensed as a registered representative of Triad
Advisors, Inc. (“Triad”) (FINRA and SIPC member, and registered broker-dealer) and is
licensed as an insurance agent with various insurance companies. As such, he is entitled to
receive commissions or other remuneration on the sale of insurance as well as other
products.

As a result of this relationship, Triad may have access to certain confidential information
(e.g., financial information, investment objectives, transactions, and holdings) about Southern
Financial Group clients, even if the client does not establish any account through Triad. If
you would like a copy of Triad’s privacy notice, please contact David Painter.



Although it is not common, Mr. Holder may receive incentive awards from broker-dealers or
product issuers as a result of our clients purchasing their products. In such situations, the

best interest of the client will be placed first in deciding whether to recommend the products
provided by such third party.

Please refer to Southern Financial Group, LLC's Form ADV Part 2 Items 5 and 14 for more
details.

Item 6 Supervision
Supervisor: David F Painter
Title: Chief Compliance Officer

Phone Number: 205-337-1167
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