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Item 1 – Cover PageForm ADV Part 2ATrinity Wealth Management LLC8041 Hosbrook Road Suite 422Cincinnati, OH 45236(513) 794-2870www.gotrinitywealth.comJune 30, 2015This Brochure, also referred to as Form ADV Part 2A, provides information about thequalifications and business practices of Trinity Wealth Management LLC (TWM).  If youhave any questions about the contents of this Brochure, please contact us at (513) 794-2870 or bob@gotrinitywealth.com .  The information in this Brochure has not beenapproved or verified by the United States Securities and Exchange Commission (SEC) or byany state securities authority.TWM is a registered investment adviser. Registration of an Investment Adviser does notimply any level of skill or training as defined by the SEC.  The oral and writtencommunications of an Adviser provide you with information about which you determine tohire or retain an Adviser.Additional information about TWM also is available on the SEC’s website atwww.adviserinfo.sec.gov.
Item 2 – Material ChangesThere are no material changes in our Form ADV Part 2A since our last filing dated March 1,2015.In the past we have offered or delivered information about our qualifications and businesspractices to clients on at least an annual basis.  Pursuant to State of Ohio rules (OAC1301:6-3-15.1 (3), we will continue to offer annually, in writing and without charge ourForm ADV Part 2A and Part 2B to each of our clients.  Upon written request by a client, wewill deliver or mail the requested forms within 7 days receipt of the request.Currently, our Brochure may be requested by contacting Bob Wassel, Chief InvestmentOfficer at (513) 794-2870 or bob@gotrinitywealth.com.Additional information about TWM is also available via the SEC’s web sitewww.adviserinfo.sec.gov.  The SEC’s web site also provides information about any personsaffiliated with TWM who are registered, or are required to be registered, as investmentadviser representatives of TWM.
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Item 4 – Advisory Business

Advisory FirmTrinity Wealth Management (TWM) is a fee-based Registered Investment Advisor.   TWM does notprovide tax preparation services, but we may assist your tax professional in completing your return.TWM is co-owned by J. Brock Dexter (Brock), Robert J Wassel Jr (Bob) with Christopher B. Dexter(Chris) as a minority owner.  TWM began operations January 6, 2010 with Bob as sole owner.  Brockjoined the firm and established ownership interest in June, 2010. Chris joined the firm andestablished ownership interest in September, 2014.
Advisory Services OfferedWe manage and advise on client assets also referred to as Assets Under Management (AUM).  AUMare invested assets to which we have access to the account and for which we exercise discretionarytrading authority. All services are tailored to meet client specific needs.  Client needs and investmentrestrictions are identified upon commencement of services, reviewed periodically, or as needschange.  For Wealth Management and Investment Advisory clients, in most cases, we will delineateneeds, restrictions and goals in the Investment Policy Statement (IPS).As of December 31, 2014, we manage $120,000,000 on a discretionary basis.We offer three basic levels of service: Wealth Management, Investment Advisory and Consultative.
Item 5 – Fees and CompensationFees paid by clients to TWM are in addition to management fees charged to shareholders by mutualfunds, ETF's, and alternative investments.  There are transaction fees to buy or sell equities, bondsand some mutual funds.  These fees are charged by and paid to the custodian performing thetransaction.  Advisory Fees are either deducted from client accounts or bills are sent to the clientquarterly.
Wealth ManagementThis is our most comprehensive service, generally for clients with at least $600,000 investable assetsand a need for detailed comprehensive financial planning.  We address financial planning issuesunique to your situation and prepare an IPS which establishes your goals and objectives based onyour risk tolerance assessment and other data you provide to us.  We then assist you inimplementing your financial and investment plan, to include coordinating with your estate attorney,your tax preparer and other professionals with whom you have established working relationships.Referrals to our non-affiliated professionals for legal, tax, or insurance needs are available uponrequest.Once the initial process is complete, we provide on-going investment advisory and financial planningservices.
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Wealth Management Fee ScheduleGenerally, requires $600,000 AUM to be cost effective for the client.  Ranges allow for differences innumber of accounts, holding requirements and other factors that contribute to complexity and allowfees to be negotiable.Base Fee* - $3,000 annually, paid in monthly installments ($250 per month)Wealth Management (WM) Fee Schedule**1% - 1.5% up to $600,000.9% - 1.25% next $400,000.65% - 1% next $3 Million.40% - .5% next $6 million.375% on any additional*Regardless of your AUM with TWM, we incur costs to administer your account(s), provide reportsetc.  The base fee is designed to cover these costs.  Clients can choose quarterly billing.**At the end of each quarter, we calculate the WM fee by determining total AUM, applying the ratefrom the above schedule, then reducing the WM amount payable by the monthly base fee paid thatquarter.  The WM fee is paid in arrears.Note: TWM recognizes cash as an asset class, however, our policy allows us to separately negotiaterates on cash based on its use in the portfolio and the level of current interest rates.
Investment Advisory (IA) ServiceFor those clients that do not need or desire comprehensive financial planning, we offer an on-goingIA only service.  Generally, a client needs about $300,000 in investable assets for this service to becost effective.  The service includes a Risk Tolerance assessment, Investment Policy Statement,account set-up and Asset Allocation Plan implementation, quarterly reports and on-going portfoliomanagement.  Financial Planning services are available on an hourly basis when requested by theclient.
Investment Advisory Service Fee ScheduleGenerally, requires $300,000 AUM to be cost effective for the client.Base Fee* - $1,500 annually, paid in monthly installments ($125 per month)AUM IA Fee Schedule**1% - 1.5% up to $300,000.75% - 1.25% next $700,000.60% - 1% next $3 Million.40% - .5% next $6 million.375% on any additional
Consultative ServicesWe offer our Consultative Services to smaller portfolios, 401k and other group retirement plans, andother limited service engagements.  While we don’t have an investment minimum, we will beginoffering this service at $1,500 per year or 1% of assets, whichever is greater.  On a case by case basiswe may go below this billing level.  These services can be billed monthly or quarterly based on clientpreference.  It is expected that this service for individuals will be of limited duration and move toInvestment Advisory or Wealth Management services when the client account values exceed$500,000.
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Consultative Services Fee ScheduleFor one-time Financial Planning and/or Investment Advisory service, we charge $150/hour.For on-going Financial Planning and Investment Advisory services, we charge based on the belowschedule:1% of AUM paid monthly or quarterly in arrears for individuals; or$1,500 annual fee paid monthly, quarterly or annually; or0.5% of AUM paid monthly or quarterly in arrears for 401k and other group retirement plans.These rates are negotiable based on the specific needs of the client.Clients with established relationships with TWM prior to this filing may remain on their current feeschedule.  It is the clients' responsibility to verify the accuracy of the advisor's fee calculation anddeduction.  Please note that the custodian will not determine whether or not the fee is properlycalculated.A client agreement may be cancelled at any time, by either party, for any reason upon receipt of 30days written notice.  Upon termination of the agreement, any prepaid, unearned fee will be promptlyrefunded, and any earned, unpaid fees will be due and payable.  The client has the right to terminatean agreement without penalty within five business days after entering the agreement.
Item 6 – Performance-Based Fees and Side-By-Side ManagementTWM does not charge any performance-based fees (fees based on a share of capital gains on orcapital appreciation of the assets of a client).
Item 7 – Types of ClientsTWM provides portfolio management services to individuals, corporate retirement and profit-sharing plans, and trusts. We do not enforce account minimums but do recommend portfoliominimums for Wealth Management services and Investment Advisory services.  (See fee structure)and have a recommended base fee for Consultative Services of $1,500 annually.
Item 8 – Methods of Analysis, Investment Strategies and Risk of LossOur investment strategy starts with an assessment of the clients risk profile and financial goals.  Riskprofiles include portfolio size, income, required investment income, estimated years to retirement,estimated years of distribution and a subjective gauge of the client’s attitudes toward risk.  Attitudestowards risk are considered in two general contexts: underperforming a broad equity index whenthat index has increased (less than 100% upside capture ratio) and the client’s attitude towards adecline in portfolio value.  These measurements and analysis are included in a client’s InvestmentPolicy Statement (IPS) or other appropriate documentation (asset allocation, case notes, etc.).Next, we determine a recommended position along the efficient market frontier which is simply theratio of equities to fixed income.  We call this our top level allocation and it ranges from a highlyconservative allocation of 10% equities and 90% fixed income to an aggressive allocation of 90%equities and 10% fixed income.  The theory behind this approach is that with a mix of equities andfixed income you achieve a higher expected rate of return with the same risk over time than if youheld all equities or all fixed income.  There are no guarantees this will be the case.
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We then spread the equities and fixed income dollars to various sub segments we call asset classes.For equities we break it down by company size (large, medium, small), geography (domestic,international) and whether the company is considered a growth company or a value company.Growth companies are expected to increase earnings at an increased rate over time.  Valuecompanies are expected to be either undervalued by the market (low share price) or pay dividendsor both.  For fixed income, we break it down by time to maturity (cash, short term, intermediateterm, long term) and geography (domestic versus international).For equities and bonds, we primarily use mutual funds to achieve diversification in each asset class.The theory behind diversification is that it reduces company specific risks but does not reducemarket risks. Mutual funds can lose value and reduce your portfolio value.We also use individual stock, individual bonds, managed futures, and hedging strategies when it isappropriate.  This is determined on a client by client basis and is dependent on, among other factors,portfolio size and the client risk assessment.  These investments can lose value and reduce yourportfolio value.There are several risks for each of the investment products we use.  These are disclosed in detail inthe prospectus for each mutual fund. Unless otherwise noted, there are no guarantees of principalprotection for any investment we recommend.
Item 9 – Disciplinary InformationRegistered investment advisers are required to disclose all material facts regarding any legal ordisciplinary events that would be material to your evaluation of TWM or the integrity of TWM’smanagement. TWM has no information applicable to this Item.
Item 10 – Other Financial Industry Activities and AffiliationsTWM, LLC has a collaboration agreement with Charles N Kuhn (Charlie).  Charlie is an InvestmentAdvisor Representative (IAR) under TWM’s Registered Investment Advisor (RIA). Charlie is licensedto sell insurance in various states and has a relationship with Principal Financial Group which payshim commissions for policies sold and implemented.  Charlie’s commissions from Principal FinancialGroup are credited to Charles N Kuhn & Associates and are not shared with TWM or any owners ofTWM. For client assets under management with TWM, TWM bills the clients and shares that revenuewith Charlie in his role as a TWM IAR.TWM and its owners are under no obligation to refer clients to Charlie Kuhn, Charles N Kuhn &Associates, or Principal Financial Group.Bob Wassel is a Certified Public Accountant (CPA) with the State of Ohio and the State of Tennessee.This is not material to TWM’s business and does not create any material conflicts of interest.TWM is wholly owned by Brock Dexter, Bob Wassel and Chris Dexter.
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Item 11 – Code of EthicsTWM has adopted a Code of Ethics for all supervised persons of the firm describing its high standardof business conduct, and fiduciary duty to its clients. The Code of Ethics includes provisions relatingto the confidentiality of client information, a prohibition on insider trading, restrictions on theacceptance of significant gifts and the reporting of certain gifts and business entertainment items,and personal securities trading procedures, among other things. All supervised persons at TWM mustacknowledge the terms of the Code of Ethics annually, or as amended. TWM anticipates that, inappropriate circumstances, consistent with clients’ investment objectives, it will cause accounts overwhich TWM has management authority to effect, and will recommend to investment advisory clientsor prospective clients, the purchase or sale of securities in which TWM, its affiliates and/or clients,directly or indirectly, have a position of interest. TWM’s employees and persons associated withTWM are required to follow TWM’s Code of Ethics. Subject to satisfying this policy and applicablelaws, officers, directors and employees of TWM and its affiliates may trade for their own accounts insecurities which are recommended to and/or purchased for TWM’s clients. The Code of Ethics isdesigned to assure that the personal securities transactions, activities and interests of the employeesof TWM will not interfere with (i) making decisions in the best interest of advisory clients and (ii)implementing such decisions while, at the same time, allowing employees to invest for their ownaccounts. Nonetheless, because the Code of Ethics in some circumstances would permit employees toinvest in the same securities as clients, there is a possibility that employees might benefit frommarket activity by a client in a security held by an employee. Employee trading is continuallymonitored under the Code of Ethics, and to reasonably prevent conflicts of interest between TWMand its clients.TWM’s clients or prospective clients may request a copy of the firm's Code of Ethics by contactingBob Wassel.It is TWM’s policy that the firm will use a third party broker dealer to effect trades for clients.  Inmost cases that will be Schwab Institutional.
Item 12 – Brokerage PracticesTWM does not maintain custody of your assets on which we advise. Your assets must be maintainedin an account at a “qualified custodian,” generally a broker-dealer or bank. We recommend that ourclients use Charles Schwab & Co., Inc. (Schwab), a registered broker-dealer, member SIPC, as thequalified 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 instructed byyou or TWM, as authorized in the account application. While we recommend that you use Schwab ascustodian/broker, you will decide whether to do so and will open your account with Schwab byentering into an account agreement directly with them. We do not open the account for you, althoughwe may assist you in doing so. Even though your account is maintained at Schwab, we can still useother brokers to execute trades for your account as described below (see “Your Brokerage and
Custody Costs”). TWM accepts no soft dollars from any source.
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How We Select Brokers/CustodiansWe seek to select, recommend and use a custodian/broker who will hold your assets and executetransactions on terms that are, overall, most advantageous when compared to other availableproviders and their services. We consider a wide range of factors, including, among others:• Combination of transaction execution services and asset custody services (generally without aseparate 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 below (see “Products and
Services Available to Us From Schwab”)Your Brokerage and Custody CostsFor our clients’ accounts that Schwab maintains, Schwab generally does not charge you separatelyfor custody services but is compensated by charging you commissions or other fees on trades that itexecutes or that settle into your Schwab account. This commitment benefits you because the overallcommission rates and asset-based fees you pay are lower than they would be otherwise. In additionto commissions and asset-based fees, 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 thesecurities bought or the funds from the securities sold are deposited (settled) into your Schwabaccount. These fees are in addition to the commissions or other compensation you pay the executingbroker-dealer. Because of this, in order to minimize your trading costs, we have Schwab executemost trades for your account. We have determined that having Schwab execute most trades isconsistent with our duty to seek “best execution” of your trades. Best execution means the mostfavorable terms for a transaction based on all relevant factors, including those listed above (see “How
We Select Brokers/Custodians”).Products and Services Available to Us From SchwabSchwab Advisor Services™ (formerly called Schwab Institutional®) is Schwab’s business servingindependent investment advisory firms like us. They provide us and our clients with access to itsinstitutional brokerage— trading, custody, reporting, and related services—many of which are nottypically 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 usmanage and grow our business. Schwab’s support services generally are available on an unsolicitedbasis (we don’t have to request them) and at no charge to us as long as our clients collectivelymaintain a total of at least $10 million of their assets in accounts at Schwab. If our clients collectively
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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 availablethrough Schwab include some to which we might not otherwise have access or that would require asignificantly higher minimum initial investment by our clients. Schwab’s services described in thisparagraph 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 directlybenefit you or your account. These products and services assist us in managing and administeringour 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, includingaccounts not maintained at Schwab. In addition to investment research, Schwab also makes availablesoftware and other technology that:• Provide access to client account data (such as duplicate trade confirmations and accountstatements)• 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 reportingServices That Generally Benefit Only Us.Schwab also offers other services intended to help us manage and further develop our businessenterprise. 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-partyvendors to provide the services to us. Schwab may also discount or waive its fees for some of theseservices 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.TWM uses all these services to varying degrees and depending on the complexity and needs of theindividual client.Our Interest in Schwab’s ServicesThe availability of these services from Schwab benefits us because we do not have to produce orpurchase them. We don’t have to pay for Schwab’s services so long as our clients collectively keep atotal of at least $10 million of their assets in accounts at Schwab. Beyond that, these services are notcontingent upon us committing any specific amount of business to Schwab in trading commissions orassets in custody. The $10 million minimum may give us an incentive to recommend that youmaintain your account with Schwab, based on our interest in receiving Schwab’s services that benefit
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our business rather than based on your interest in receiving the best value in custody services andthe 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 Brokers/Custodians”) and not Schwab’s services that benefit only us. We have $60 millionin client assets under management, and we do not believe that recommending our clients tocollectively maintain at least $10 million of those assets at Schwab in order to avoid paying Schwabquarterly service fees presents a material conflict of interest.Other CustodiansIn some cases, TWM acts as advisor to 401(k) “brokerage option” accounts for clients.  In thesesituations, we do not choose the custodian or any services provided.Clients may engage us to manage assets which are in custody with another broker-dealer.  In thosecases, we manage the accounts based on the products and services available from that custodian but,unlike our relationship with Schwab, we receive no direct support or services from those custodians.
Item 13 – Review of AccountsThe investments in each portfolio are monitored daily.  Review of accounts will be conducted at leastsemiannually and when TWM determines there has been a variance in value potentially requiringrebalancing, sale or additional purchase.  The criteria for the variance will be reviewed annually ormore frequently, if needed.  Client communicated changes in their personal situation may also triggera review.Quarterly statements from a third party custodian will be provided to each client.Investments will be made in accordance with the client approved Investment Policy Statement whichwill include allocation targets for appropriate asset classes and allowable variances in the allocationpercentage before rebalancing is required.
Item 14 – Client Referrals and Other CompensationWe receive an economic benefit from Schwab in the form of the support products and services itmakes available to us and other independent investment advisors whose clients maintain theiraccounts at Schwab. These products and services, how they benefit us, and the related conflicts ofinterest are described above (see Item 12 – Brokerage Practices). The availability to us of Schwab’sproducts and services is not based on us giving particular investment advice, such as buyingparticular securities for our clients.TWM does not compensate anyone for client referrals and does not receive or accept prizes orawards from anyone for any reason.
Item 15 – CustodyUnder government regulations, we are deemed to have custody of your assets if, for example, youauthorize us to instruct Schwab to deduct our advisory fees directly from your account or if you grantus authority to move your money to another person’s account. Schwab maintains actual custody ofyour assets. You will receive account statements directly from Schwab at least quarterly. They will besent to the email or postal mailing address you provided to Schwab. You should carefully review
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those statements promptly when you receive them. We also urge you to compare Schwab’s accountstatements to the periodic portfolio reports you will receive from us.
Item 16 – Investment DiscretionTWM usually receives discretionary authority from the client at the outset of an advisory relationshipto select the identity and amount of securities to be bought or sold. In all cases, however, suchdiscretion is to be exercised in a manner consistent with the stated investment objectives for theparticular client account, usually incorporated in the Investment Policy Statement.When selecting securities and determining amounts, TWM observes the investment policies,limitations and restrictions of the clients for which it advises.Investment guidelines and restrictions must be provided to TWM in writing.
Item 17 – Voting Client SecuritiesAs a matter of firm policy and practice, TWM does not have any authority to and does not voteproxies on behalf of advisory clients. Clients retain the responsibility for receiving and voting proxiesfor any and all securities maintained in client portfolios. TWM may provide advice to clientsregarding the clients’ voting of proxies.
Item 18 – Financial InformationRegistered investment advisers are required in this Item to provide you with certain financialinformation or disclosures about TWM’s financial condition. TWM has no financial commitment thatimpairs its ability to meet contractual and fiduciary commitments to clients, and has not been thesubject of a bankruptcy proceeding.
Item 19 – Requirements for State-Registered AdvisersJ. Brock Dexter, CFP®, born 1955, Bachelor of Science in Civil Engineering, United States Air ForceAcademy.  Brock has a high level of expertise in tax planning, executive compensation, and estateplanning.  He has comprehensive knowledge of investments and is able to apply macroeconomicprinciples to evaluate valuations.  He earned his Series 6, 63 and Ohio Insurance license (all currentlyinactive).  Brock is able to analyze the most complex personal financial issues and present them inclear terms with appropriate courses of action.11/09 - Present Consultant and Senior Advisor TWM, LLC12/03 - 10/09 Executive Vice President, Director of Financial Planning, FMG, Inc.7/88 - 11/03 Pilot, US Airways5/78 - 6/88 Pilot, A-10, United States Air ForceThe CERTIFIED FINANCIAL PLANNER™, CFP® and federally registered CFP (with flame design) marks(collectively, the “CFP® marks”) are professional certification marks granted in the United States byCertified Financial Planner Board of Standards, Inc. (“CFP Board”).
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The CFP® certification is a voluntary certification; no federal or state law or regulation requiresfinancial planners to hold CFP® certification.  It is recognized in the United States and a number ofother countries for its (1) high standard of professional education; (2) stringent code of conduct andstandards of practice; and (3) ethical requirements that govern professional engagements withclients.  Currently, more than 62,000 individuals have obtained CFP® certification in the UnitedStates.To attain the right to use the CFP® marks, an individual must satisfactorily fulfill the followingrequirements:
 Education – Complete an advanced college-level course of study addressing the financialplanning subject areas that CFP Board’s studies have determined as necessary for thecompetent and professional delivery of financial planning services, and attain a Bachelor’sDegree from a regionally accredited United States college or university (or its equivalent froma foreign university). CFP Board’s financial planning subject areas include insurance planningand risk management, employee benefits planning, investment planning, income tax planning,retirement planning, and estate planning;
 Examination – Pass the comprehensive CFP® Certification Examination. The examination,administered in 10 hours over a two-day period, includes case studies and client scenariosdesigned to test one’s ability to correctly diagnose financial planning issues and apply one’sknowledge of financial planning to real world circumstances;
 Experience – Complete at least three years of full-time financial planning-related experience(or the equivalent, measured as 2,000 hours per year); and
 Ethics – Agree to be bound by CFP Board’s Standards of Professional Conduct, a set ofdocuments outlining the ethical and practice standards for CFP® professionals.Individuals who become certified must complete the following ongoing education and ethicsrequirements in order to maintain the right to continue to use the CFP® marks:
 Continuing Education – Complete 30 hours of continuing education hours every two years,including two hours on the Code of Ethics and other parts of the Standards of Professional

Conduct, to maintain competence and keep up with developments in the financial planningfield; and
 Ethics – Renew an agreement to be bound by the Standards of Professional Conduct. The

Standards prominently require that CFP® professionals provide financial planning services ata fiduciary standard of care.  This means CFP® professionals must provide financial planningservices in the best interests of their clients.CFP® professionals who fail to comply with the above standards and requirements may be subject toCFP Board’s enforcement process, which could result in suspension or permanent revocation of theirCFP® certification.
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Robert J Wassel Jr, MBA, CPA/PFS, born 1960, Bachelor of Business Administration, University ofGeorgia; Master of Business Administration, The Owen Graduate School of Management, VanderbiltUniversity.  Bob served on active duty with the United States Navy as a Supply Corps Officer aftergraduation from the University of Georgia.  He worked as an auditor on the staff at KPMG inNashville, TN and then moved into corporate financial planning roles.  Bob worked on the brokerdealer side of the business where he earned his Series 7, 24, 63 and Ohio Life Insurance license (allcurrently inactive).  He earned the Personal Financial Specialist (PFS) credential from the AmericanInstitute of Certified Public Accountants (AICPA).Certified Public Accountant (CPA).CPA’s are licensed and regulated by their state boards of accountancy.  While state laws andregulations vary, the education, experience and testing requirements for licensure as a CPA generallyinclude minimum college education (typically 150 credit hours with at least a baccalaureate degreeand a concentration in accounting), minimum experience levels (most states require at least one yearof experience providing services that involve the use of accounting, attest, compilation, managementadvisory, financial advisory, tax or consulting skills, all of which must be achieved under thesupervision of or verification by a CPA), and successful passage of the Uniform CPA Examination.  Inorder to maintain a CPA license, states generally require the completion of 40 hours of continuingprofessional education (CPE) each year.  Additionally, all AICPA members are required to follow arigorous Code of Professional Conduct which requires that they act with integrity, objectivity, duecare, competence, fully disclose to the client any commission or referral fees, and serve the publicinterest when providing financial services.  The vast majority of state boards of accountancy haveadopted the AICPA’s Code of Professional Conduct within their state accountancy laws or havecreated their own.Personal Financial Specialist (PFS).The PFS credential demonstrates that an individual has met the minimum education, experience andtesting 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 ofpersonal financial planning business experience, complete 80 hours of personal financial planningCPE credits, pass a comprehensive financial planning exam and be an active member of the AICPA.To maintain their PFS credential, the recipient must complete 60 hours of financial planning CPEevery three years.  The PFS credential is administered through the AICPA.11/09 - Present Founder, Senior Advisor, Chief Compliance Officer,  TWM, LLC11/07 - 11/09 Chief Compliance Officer, Lead Planner, FMG, Inc.10/03 - 10/07 Director, Wealth Management Services, The O'Dell Group, LLC.
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Charles N Kuhn, III, born 1965, Bachelor of Business Administration, majored in Finance andMarketing, University of Cincinnati.  Charlie specializes in solving the financial needs and challengesof physicians, dentists, and other health care professionals. He has been assisting clients inmaximizing their wealth with a minimum of risk since 1990. He is generous with his time, advice, andresources as he strives to build long-term relationships with his clients. Furthermore, he believes inserving his clients on a personal basis with year-round contact and the highest level of integrity andobjectivity.  Charlie is an Investment Advisory Representative for TWM and shares no outside incomeor revenue with the firm or its owners.He has the following licenses: Series 7, Series 6, Series 63, and Series 65; Life and Health Insurance(various jurisdictions).4/10 - Present Investment Advisor Representative, TWM, LLC6/00 - 3/10 The O'Dell Group, LLC dba OJM Group, Cincinnati, OH, Advisory Representative1/97 - 9/13 - Princor Financial Services, Cincinnati, OH, Registered RepresentativeBroker/Dealer01/03 - Present Owner, President, Charles N. Kuhn & Associates (Insurance sales); K.O. Properties,Ltd.; Kelly Drive Properties, Ltd., Cincinnati, Ohio (Investment and Rental Property Firms)1/98 - 6/00 Northwestern Financial Network, Cincinnati, OH, Registered RepresentativeBroker/Dealer.


