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ITEM2: MATERIAL CHANGES SINCETHELAST ANNUAL
UPDATE:

There have been no material changes to this Brochure
since the last update in March 2019. However, certain
information in this Brochure may have been updated,
consequently, we encourage you toread thisBrochure
in itsentirety.
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ITEM 4: ADVISORY BUSINESS

A. FoundedinFebruary 1997, Sterling Capital Management, Inc.
(“SCMor the “Advisor”) is a corporation that was established in
the state of Wisconsinand maintainsofficesinalandmark
propertyknown locallyasthe Priedeman Estate. TomPortz, CFP
isthe sole owner of Sterling Capital Management, Inc.

B. SCMprovidesinvestmentadvisory, financialplanningand
consulting services to individuals, corporations, and non-profit
organizations on discretionary and non-discretionary basis.

SterlingCapitalManagement, Inc. alsoservesastheGeneral
Partner and investment advisor to a hedge fund, Sterlingworth
Capital Partners, L.P., a limited partnership (“Fund”). The Fund is
asingle pooled investment vehicle which is aggressive and non-
diversified. Acomplete descriptionof the Fund and its
investment strategy is provided in the Fund’s offering
documents which prospective investors (limited partners)
should carefully review prior to investing.

C. The Advisor manages segregated portfolios for individuals,
corporations, and non-profit organizations. While client portfolios
mayholdsimilarsecurities, eachportfolioisindividually tailored,
attempting tomatchthe uniqueneeds andinvestment objectives
of eachclient.

Asnotedabove, the Advisoralsomanagesahedge fund. Thisisa
pooledaccountwherethemoniesof morethanoneinvestorare
pooledintoasingle portfolioandtradedasasingleentity. SCM
doesnottailortheadvisoryservicestothespecificinvestment
objectives of individual Fundinvestors. The services SCM provides
totheFundareoutlinedinthe Fund’s offeringdocumentation. The
investorsin the Fund cannot generally impose restrictions or
limitationsastheyrelatetotheFund’sinvestmentstrategyand
objectives.
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Clients, on the other hand, can impose reasonable
restrictions on their investment portfolios. The
reasonableness of arequestedrestrictionisdetermined by
SCMatitssolediscretion. Examples mightinclude avoiding
tobacco companies or avoiding the purchase of the stock
of acompany that competes withthe client’s employer.
These restrictions should be submitted to the Advisorin
writing.

D. The Advisor does not offer wrap accounts.

E. Asof12/31/2019, the Advisor managed
$122,384,844 onadiscretionarybasisand $
106,290,985 onanon- discretionary basis.

ITEM 5: FEES AND COMPENSATION

A. Forseparatelymanagedaccounts (“SMAs”), the Advisor’s
feeisbasedontheclient’sassetsunder management
(typically 2% per year).

Fees are negotiable. The clients should refer to their
investment advisory agreement for the fee schedule
applicable tothem.

TheAdvisorchargesafixedfeeforfinancialplanning
services (typically $350.00 per hour). The Advisor may
modify, waive, orotherwisechargeaflatfeeforservice.

For the serviced provided to the Fund, the Advisor is
generallycompensatedthrougha2%asset management
fee. The Fund’s assets are valued, and the fees are
calculated by the Fund'sadministrator, Core Fund Solutions
of Los Altos, California. While there are management and
performance feesassociated with the hedgefund, the
Advisor may reduce or waive such fees at its sole discretion.

B. Subject to written approval from the client, fees are
deductedfromclientaccountsquarterly. The Advisor, atits
discretion, maychoosetodelaythequarterlybilling. Clients
may also arrange for payment of their fees directly.
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The custodian of the Fund will remit fees from the Fund
directly to the Advisor.

C. FeespaidtoAdvisorareexclusive of all custodial
fees, brokeragecommissionsandtransaction
costspaidtotheclient’scustodian, brokersor
other third-parties, aswellas any fees and taxes
ono brokerage accounts and securities
transactions. Inadditiontothe feesdescribedin
sections (A)and (B) above, clients mayincur
otherfees, charges, andexpensesasoutlined
below.

Clientsmay also pay brokerage charges that include commissions charged by
abrokertomakeastockorbondtrade. Inconnectionwiththe purchaseor
sale of income securities, the broker may charge a mark-up or amark-down.
Insomeinstances, theremaybeatransactionalcommissionchargedbya
broker to purchase or sell both load and no-load mutual funds. Brokers
oftenreduce, discount, ormay waivecommissionfeescompletely, attheir
discretion. Clientshavethe optiontopurchaseinvestment productsthat
SCMrecommends through other brokers or agents that are not affiliated
with SCM.

Mutual funds in the client portfolios also may charge
advisory fees and expenses.

Clients may also incur fees on individual retirement
accounts, servicefeessuchaswiring fees, andinsome
instances, feestoopenorclose accounts. Brokerage firms
and the custodians holding the securities account usually
charge a flat service fee for each transaction.

Forthehedgefund, Interactive Brokersof Greenwich,
Connecticutistheprimebrokerandcustodian (“Prime
Broker”). The Prime Broker may or may not receive
trailingcommissions (12b-1fees)orexpense feesfrom
mutual funds. It may also charge commissions to the
hedge fund for securities purchased or soldwithinthe
Fund. Neither SCMnorany of its affiliates, nor Moloney
Securities, norany of the officers, directors, oremployees
receive anydirectorindirect compensationortrading fees
associated with the activities of the Fund.
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D. TheAdvisortypically chargesfees three monthsin
advance. Asmentionedin this section, the Advisor
may, at its discretion, delay billingfees.

The Advisorwillcease theaccrual of advisory feesupon
receiptofwrittennoticebyaclientterminatinginvestment
advisoryservice. Arefundwillbe paidforanyfractional
periodforwhichtheclienthasalready paidor, alternately,
chargeswillbeassessedforanyfeesthat havenotbeen
billed for a fractional period.

Fees are subject to change. Such changes must be
approved by the client inwriting. Any approved changein
feesshallapply fortheentire quarterinwhichthefee
change was approved by the client.

The Fund pays the advisory fees on a quarterly basis, in
arrears. The Advisor may, at its discretion, delay the
remittance offees.

Asmentionedelsewherein this Brochure, the Advisor
directstradesformostofitsclients’ accountsthrough
Moloney Securities (“Moloney”). Certain personnel of the
Advisor are alsoregistered representatives of Moloney.
Actingintheir capacity asregistered representatives of
the broker-dealer or personnel of the Advisor, Investment
Advisor representatives may receive commissions on
stocktrades, bondtrades, andrelatedbrokerageservices.

They may, at their discretion, choose to reduce
commissions or complete trades at a loss. They may
receive trailing commissions (called 12b-1 fees) on
selected mutual funds, and commissions or trailing
commissions on annuities and insurance products. They
may receive commissions on initial public offerings and
mark-ups or mark-downs on selected income securities.
This should be considered additional compensation to the
Advisor.

Additionalcompensationrealized by personnel associated
with the Advisor may give rise to a conflict of interest as it
represents an incentive to recommend investment
productsbasedon the compensationreceived, rather
than on the client’sneeds.
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To address this concern, the Advisor considers the
investmentproductsofferedinthemarketplace, the
characteristics of the products, and their fitin the then
current economic condition. The Advisor also considers
the accessibility and service offered on the products and
thesupportofferedbytherespectivefirmassistingin
product placement. The Advisorissatisfied that the
historic and prospective choice of investments has and
maymaintainareasonablebalance, addressing overallfit
and reasonable overall cost. The Advisor does not
represent that any aspect of their fees or that the
investment selectionisdrivensolely by the lowest priced
product.

The Advisor may include mutual fundsinaclient’soverall
investment portfolio. The Advisor considers funds that
have no-load and funds that have front-end orrear-end
load.

As also noted herein, most no-load funds and some load
funds may have a transaction charge upon purchase or
sale. Theamountofthechargeisafactor, butnotthe
primary consideration in choosing a fund.

Tom Portz, President of the Advisor, alsomaintainsa
related business, Sterling Financial, Inc. That firm
receives commissions and related compensation
earned by personnel of the Advisor acting intheir
capacityasregisteredrepresentatives. Of thetotal
compensation earned by both firms, more than 50% is
from the sale of commissionable investment products and
trailing commissioncompensation.

Advisory fees are charged in addition to any commissions
or other sales compensation. Advisory fees are not
reduced to offset commissions, or the other
compensation received by personnel acting in their
capacityasregisteredrepresentatives. The Advisor may,
asstated previously and, atits sole discretion, reduce or
foregotheoverallannual feechargedat thetimethe
account isestablished.
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ITEM6: PERFORMANCE FEES AND SIDE-BY-SIDE
MANAGEMENT

The Advisor does not collect performance allocationfeeson
any accounts, with the exception of the Fund.

For the Fund, the Advisor may receive performance
allocationfeesonaquarterlybasis. Suchfeeis20%of the
profits of each investor in the Fund. Such additional
remuneration presents a conflict of interest as it gives the
Advisor anincentive to pursue investments that would earn
it additional compensation but are not necessarily in line
withtheFund’sobjectives. While the hedge fund generally
tends to be much more aggressive than other client
accounts, it is in fact, just one portfolio. The Advisor
performs exhaustive research and has the staff,
hardware/software, datafeeds, andtradingcapabilitiesto
properlymanageallotheraccountsandthe hedgefund.

Additionally, theincentive compensation could be greater
than the management fees charged on all other client
accountswhichmaygivetheAdvisoranincentivetofavor
accountsforwhichaperformanceallocationfeeisreceived.
The Advisorbelievesthisriskis migrated by twofactors.
First, the Advisor hasadequate personnel and technology
toreasonably manage both the SMA’s and the Fund.
Second, the performanceallocationispaidjustonceon
growthintheFund. Therefore,itisintheinterestofthe
Advisor todo all possible research to maximize returns and
minimize risk.

ITEM 7: TYPES OF CLIENTS

The Advisorhasabroad mixof clientsincludingindividuals,
high-net worth individuals, pooled investment vehicles, pension
and profit sharing plans, trustaccounts, corporations, charities
and non-profitorganizations.

The Advisor has a minimum account size of $100,000. The
Advisor may lower orwaive theinvestment minimum
requirement at its sole discretion.
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The Fund’s minimum commitment requirement is
$1,000,000; however, theAdvisorreservestherightto
accept lower initial investment and continuing
contributions. Investorsinthe Fund mustgenerallybe
“accredited investors” as defined in Rule 501(a) of
Regulation D under the Securities Act of 1933 and
“qualifiedclients” asdefinedinrule205-3 underthe
Investment Advisers Act of 1940. However, the Fund may
accept up to thirty-five (35) non-accredited
“sophisticated investors” who have such knowledge and
experienceinfinancialmatterstoevaluate themeritsand
risks of an investment in the Fund.

ITEM8: METHODS OF ANALYSIS, INVESTMENT STRATEGIES
AND RISK OF LOSS

A. The Advisorfocusesonchanging factorsinthe globaleconomy.
These typesof factorsmightincludepoliticalissues, changing
inflation and interest rates, changes in currencies and the
comparativeeconomicstrengthof specificcountriesandgeographic
areas.

Theinterpretationof these typesof globalissues then
leads the Advisor to choose specific stocks, bonds, mutual
funds, and related investments. These investments are
reviewed based on the Advisor’s evaluation of data from
varying sources.

Countless sources of data are utilized. These include, but
arenot limited to, televised news andonlineinformation,
printed research available to the general public, printed
research purchased by the Advisor or received
gratuitously by the Advisor, newspaper and magazine
information, economicandcompanyresearch preparedby
investment companies, as well as charts and direct
information obtained from programs - such as those
presented by the Chicago Federal Reserve.

Risks (Discretionary and Non-Discretionary Accounts): SCM's
investment strategies involve a risk of loss that clients should
be prepared tobear.
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Our discretionary-managed accounts and our non-
discretionary accounts are diversified and the values of
SCM'saccounts typically fluctuate inamanner consistent
with theirasset allocation, degree of value styletilt, and
prevailing marketconditions.

Risksaredifferentfordifferentstrategies. Asnoted,
investment programs/portfoliosareuniquelystructuredin
anattempt tomatchtheneedsandobjectivesof each
client. Most portfoliosare balanced, meaning they contain
amixof growthandincomesecurities. Some portfolios
limit investment exclusively to income securities. Some
clientspreferand havearisk tolerance thatallowsall
growthsecurities. Alimited number of portfolios, including
thoseof the personnel associatedwith the Advisor, are
quite aggressive. Clients in aggressive portfolios may
borrow money (margin) to invest. Some investment
portfoliosare comprised of after-tax funds
Abalancedportfoliotypically willinvestinincome
securities including certificates of deposit, preferred
shares, bonds, bond mutual funds and exchange-traded
funds (ETFs)whichinvestinbonds. These securities
present several risks including the default of the issuer.
The Advisor may apply reasonable research prior to
purchasingsuchabondforclients,onlytofindatsome
point in the future, that the value of the bond has
declined, because theissuer has become imperiled. The
othersignificantriskisinflationandrisinginterestrates.
Bothfactorscouldcausealossif thesecuritiesaresold
beforematurity. The Advisor, attemptingtofindthe
proper balance between reasonable yield and
reasonable maturity could purchase a bond or bond fund
that, if sold prior tomaturity, wouldseeadeclinein
value wereinterest rates torise. Clients may also obtain
ameasure of balance through the purchase of selected
annuity or insurance products which have some type of
rider that provides livingincome guaranteesor living
benefits. Balanced portfoliosusually include a portion of
portfolio assets in some type of growth security
discussed in the following paragraph.
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Growth securities, whether as a part of a balanced,
growth, oraggressive growth portfoliohaveavariety of
risks. The notion of growth securities, or assets with
fluctuatinggrowthcharacteristics,canbeexpandedto
include stocks, stock mutual funds, ETFs investing in
growthsecurities, structured products, andderivative
securities. The Advisor may also purchase ETFs which
invest in commoditiesOnoccasion, andsubjecttoprior
written approval of the client, the Advisor uses listed
derivatives, alsoknownaslistedoptions, tradeddailyon
organized exchanges. These strategies are largely focused
ontheuse of coveredcallswhich generateincome and
partially reducerisk. The Advisor may also purchase puts,
which are also designed to reduce risk.
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Aggressive portfoliosofteninclude thesamesecuritiesheld
ingrowth portfoliosorinthe growthsection of balanced
portfolios. However, these shares may be heldinmuch
higher concentrations, they may be traded more frequently
for comparatively small percentage price moves, and they
may employ leverage (margin). These portfolios are often
traded more actively than less aggressive portfolios. The
Advisornaturallytreatstheblocktradesoftheseclients
somewhat differently and uses a different trading rotation
whendecidingwhenandhowtoindividually tradethese
accounts. Therisksassociatedwiththeseportfoliosare
similar to growth securities previously discussed, but the
risks are greater. When an aggressive growth portfolio
declines due to its own merits, or due to overall market and
economic conditions, the declineis often greater due tothe
use of borrowed monies.

Itisnotablethattwoidentical portfolioswiththesame
strategy may have different returns. While the Advisor may
makeasingleblocktrade, simultaneously buying selling the
same security for all accounts, this is not always possible,
anditisnot alwaysdesirable. Oftenthe Advisorusesa
rotating system, reviewinga particular client’s portfolio,
tradingaparticularsecurity, andthenmovingontothe
next alphabetical client. As markets constantly change, two
clients, even with portfolios that are identical in sizeand
withidenticalobjectivesmayreceiveslightlydifferent
prices. The Advisor believes this isa minor issue compared
to the close security portfolios receive.

The Fundis aggressive and non-diversified. It tends to have
high turnover andis not tax efficient. The Advisor may
overweight positions or sectors in the market. The Advisor
may construct partial hedges against loss through the use
of oneormore derivativesstrategies. Strategies mayinclude
holding securities as long positions or selling securities as
short positions. Holding both long and short securities
positions may tend to hedge risk. The Advisor may use
multi-speed securities to generate return and potentially
offset risk. The Advisor may purchase structured products
inan effort to generate return and managerisk.
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The Advisor provides investment advice regarding
retirement plansincluding 401(k)s. This advisor works with
plansponsors (corporations) inestablishing and maintaining
any401(k)s. Serviceextendstomeetingwithemployees
eligible to participate ina 401(k) to help them understand
andinvestin available 401 (k) sub-accounts. In other cases,
The Advisor manages the specific retirement plan
investment portfolios forthe benefit of oneormoresuch
employees.

Prospectuses are disclosure documents describing the
function, objectives, fees and expenses of mutual funds.
They can be requested from The Advisor, the respective
mutualfundcompany, orinmanycasesfoundon-line.
Options are further described in a standardized booklet
called Characteristics and Risks of Standardized Options.
The Advisor will provide this booklet upon request
without charge.

ITEM 9: DISCIPLINARY INFORMATION

There are none currently and have never beenany
disciplinary actions against the Advisororits personnel.

ITEM10: OTHERFINANCIALINDUSTRY ACTIVITIESAND
AFFILIATIONS

A. General Disclosure

As noted elsewhere in this Brochure, the Advisor serves
as the investment adviser and General Partner to
SterlingworthCapital Partners, L.P.,ahedgefund.

TomPortz, the presidentof the Advisor, alsoowns
Sterling Financial, Inc., afinancial servicescompany
previouslyidentifiedinltem5, SectionD. iv. This
companysellsmutualfunds, annuities, insurance
products, and receivescommission assignments from
personnel of the Advisor, acting in their capacity of
registered representatives.
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This may present a conflict that this firm, orits personnel,
sells products andservices toadvisory clientswhichresultin
additionalincome to personnel of the Advisor. This product
placementandtradeexecutionalsorequirestime. The
Advisorbelieves these conflictsaremitigatedand more
than offset by the comprehensive and seamless assistance
in easily acquiring and servicing specific investment
products.

Tom Portz has also been awarded 10

U.S. patentsand6Canadianindustrial DesignCertificates
(patents). Mr. Portzhasalsoformed acorporationcalled
LuminexCorporation to furtherdevelopsuchpatents. Todate,
there are no revenues and no conflicts exist.

Under Item 5: FEES AND COMPENSATION of
thisBrochure, the Advisordiscussesthenature, conflicts,
and the handling of the conflicts associatedwith being a
registered representative of abroker-dealer.

B. TheAdvisordoesnothaveoutsideownersordirectors
that would otherwise might raise questions of conflict of
interest.

The Advisor does not have compensationarrangements
with other advisory firms, other than the brokerage division
of Moloney Securities. Individuals affiliated with the
Advisoralsohavesecuritieslicensesheld by Moloney. In
the context of maintaining (trading and servicing) advisory
and non-advisory clients, these individuals receive
compensation on various investment products from
Moloney.

ITEM11: CODEOFETHICS, PARTICIPATIONORINTERESTIN
CLIENT TRANSACTIONS & PERSONNEL TRADING

A. In accordance with the Advisors Act Rule 204A-1, the
Advisor has adopted a Code of Ethics (the “Code”) which is
available toanyone uponrequest. The Code largely focuses
onthepersonaltradingprotocolsof thepersonnelof the
Advisor. Certaincritical rules must be followed, suchas not
trading the same securityimmediately ahead (same day)as
clients, and not shortingasecurity that has otherwise
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been purchased indiscretionary accounts as long as
positionforotherclients. TheChief Compliance
Officer (“CCO”) monitors personnel trades daily.

B. Otherthaninthemaintenanceoffamilyaccounts,the
Advisordoesnotshareaninterestinanyclients’ accounts.

Occasionallyasecurity, normallyanincomesecurity, is
tradedthroughabrokerage firminwhichamark-upora
mark-downisaddedtothenetpriceofthesecurityatthe
time of the purchase or sale. When personnel of the
Advisor, acting in their capacity of registered
representativesof thebroker-dealer, arehandlingthis
trade, this results in incidental compensation to the
Advisor. Anyamount, nomatterhowlargeorhowsmall,
presents aconflict of interest. The Advisor, at the time of
trade, seeks mark-ups and mark-downs that are
comparable with standard mark-up and mark-downsin the
marketplace. Suchlevelsareoftendictated by thematurity
of thesecurity.

The Advisoriswellaware that netreturnstotheclients,
including mark-ups or mark-downs, arerelevant. As stated
earlier, the Advisor seeks best execution which is an
aggregate of factorsand does not represent that clients will
necessarily receive the lowest cost on any particular
transaction.

TheFundmaybesuitableforsomeofthe SMAclientsof the
Advisor. Assuch, moniesof the AdvisorwhoistheGeneral
PartneroftheFund, andof TomPortzand Tim Portzwho
are Limited Partnersin the Fund, share acommon financial
interest. The Advisor, Tom Portz and Tim Portz, portfolio
managers of the Fund, have a financial interest in the
successof thefundastheyshareintheprofitsof the Fund.

The Advisor believesinits recommendations and personnel
of the Advisorofteninvestinthesamesecuritiesasthose
chosenforclients. Asnoted, personnelmaynotinveston
the same day as the clients ahead of the clients. Personnel
may simultaneously trade, meaning joinablock tradeinthe
purchase or sale of securities, obtaining the same average
price asclients.
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Personnelmaynotshortasecuritythatithaspurchasedona
discretionary basis for clients. As personnel of the Advisor may
havemuchlargerconcentrationsthanclientsinaparticular
security, or may be pursuing a more aggressive trading
strategy, they may sell securities otherwise held as a longer-
terminvestment for most, if not all clients. The CCO oversees
all personneltrades and ascertains if trades by employees have
any adverse materialimpactonsharesotherwise held for
longer periods in managed client accounts.

ITEM 12: BROKERAGE PRACTICES

All discretionary accounts are traded through Moloney
Securities. Non-discretionary accounts may be maintained at
any brokerage firm the client chooses.

For the Fund, the Advisor may execute trades at various
firms, withcoordinatedclearing throughitsPrimeBroker,
Interactive Brokers.

Personnel of the Advisor are licensed with Moloney Securities
anddirect all discretionary trades through Moloney. While it is
anticipatedthatmost, if notalltrades, for the Fundwillbe
directed through Interactive Brokers, it is possible to trade the
Fundelsewhereandclearthosetradesthroughlinteractive
Brokers.

A. Research and Other Soft Dollar Benefits.

Priorto the establishment of the Fund, the Advisor had not
receivedresearchorotherbenefits, knownas"soft-dollars.".
Where abrokerage firmcanprovide useful research and
offer competitive (not the lowest price) commissions, the
Fund could execute the transactions through that broker-
dealer.

i. With respect to the Fund only, credible research
coupled witha"competitive" trading fees, permitsthe
Fund to trade away from Interactive Brokers and clear
through InteractiveBrokers.

[SCM-ADV Part 2A] Page 17



ii. The soft-dollar arrangement described in (i)
above pertains only toresearch.
Such a "competitive trading fee" would be higher
commission and would only apply to trades made
within the Fund.

iii. Though separately managed accounts traded through
Moloney would indirectly benefit from such
research/knowledge, they would not pay any premium
or be traded away from Moloney.

iv. By definition, the Advisor may only trade away from
Interactive Brokers (at what might be a higher
commission) if the Advisor believes research provided
by the firm hasamaterial valueand mayaddtothe
net return of the Fund.

The Advisor believes the Advisor’sinterest and the clients
interest are both served if a research firm offering
competitive executioncanaddtothevalueandinsightofa
particular investment or overall sector.

B. Brokerage for Client Referrals

i. Whenselectingabroker-dealerandorcustodianto
which the Advisor will direct the execution of the trades
for theclient accounts, SCM considers anumber of
factors, including, but not limited to, pricing; availability
of supportservices, includingstockandbondtrading
assistance; investment product knowledge; compliance
support.

TheAdvisoralsoconsidersthebroker-dealersandthe
custodian’s ability to assist with acquisition services, such
asrecruitingifinvestmentadviserseeksrepresentatives,
valuation of investment advisory firms and the financing
to purchase such firms.
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FortheFund, tradeswillbedirectedprimarily, if not

entirelythrough Interactive Brokers, the PrimeBroker.
Trades may also be executed at other firms and cleared
through Interactive Brokers.

Advisor believes this additional exposure to other firms
provides additional data and market views to the Advisor.
Rather than pose a conflict of interest, it is viewed by the
Advisor as a positive condition as it would tend to give the
Advisor a deeper view of the markets and available
investment opportunities.

ii. The Advisorderivesnotradingfeesortrailing
commissions, direct orindirect, from the Fund.

C. Directed Brokerage

i. Forseparately managed discretionary accounts, the
Advisor only offers Moloney Securities as the broker the
clients mayuse.

Forseparatelymanagednon-discretionary clientsmay
maintain part or all of their accounts at Moloney or another
firm of their choosing.

The Advisor does not permit directed brokerage
arrangements for the Fund. While most, if not all of
trading, islikely toberoutedthrough Interactive Brokers,
the Advisor does retain authority to direct brokerage to
anotherfirmifitisfeltthatthefirmprovidesresearch
thatisof valuetotheFund. Itispossible that whenthe
Advisor does so, the Fund may a higher commission than
customarily charged by Interactive Brokers.

ii. The Advisor does seek seeks to obtain best execution for
itsclients, whichisnot based on price alone, butisthe
composite of various issues. As previously indicated, such
factors include personal contact and handling of
transactions before and after the trade, overall speed and
trade efficiency for all clients, price, and the
depth/responsiveness of all supportdepartments.
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Employees of the Advisor have brokerage licenses to
transact brokerage business. These licenses are
held/maintained through Moloney Securities. These
individuals are personnel of the Advisor, and in their
capacityasregistered representatives of abroker-dealer,
may receive compensation when they direct trades
through Moloney Securities. Compensation may be earned
fromtransactions such asstock trades, bond trades, initial
public offering, mark-ups and mark-downs on income
securities, insurance and annuity purchases and trailing
fees paid on mutual fund andinsurance products. This
additionalcompensation presentsaconflict of interestasit
could potentially influence the selection of investments by
the Advisor.

D. The Advisoroften makes an aggregate (block) trades. In
doing so, the Advisor examines all accounts and makes a
single purchase or sale, allocating specific shares/bonds to
each respective account.

Insituations where the Advisor does not make a block
trade, the Advisorrotatesitsexaminationandaccount
trading. Asystemhasbeendevelopedwhichbeginseach
examinationwithclientsatdifferentpointsinthealphabet.

Systemicallyreviewing theaccountstradingmayresultin
different prices for different clients. These differences
tend to be small and the Advisor believes it has no
materialimpactoncomparativereturnsbetween similar
clients.

The Advisor regularly obtains new accounts, or has
additionalassetstransferredintoexistingclientaccounts.
Until these accounts are fully invested or rebalanced into
securitiesfollowedbytheAdvisor, theymaydifferfrom
those otherwise managed by the Advisor. During the initial
transition period and until these accounts generally match
therest of the Advisor accounts, trades may be more
frequent and may not necessarily follow the Advisors
alphabetic trading system.

[SCM-ADV Part 2A] Page 20



ITEM 13: REVIEW OF ACCOUNTS

The Advisor conductsaformalaccount review each quarter.
However, the continuous stream of global news (wars,
inflation, sovereign debt concerns, etc.), as well as
company-specific events cause the Advisor to review
accounts, orinvestment positionsinaccounts as frequently
asevery 10 days and spot/sample check returns every few
days. The Advisoralsomeetswithandcallsclients from
time-to-timetodiscussspecific portfolioissuesortheir
overall financial plan. Portfolios are reviewed to confirm
thattheyreasonablymatchtheobjectivesoftheclient.
Performanceisevaluatedandtheattendantriskthatis
being takentoachieve that performanceisconsidered. Tom
Portz and Tim Portz conduct these reviews.

Separately managed clients receive written account
summaries quarterly. Fundinvestors alsoreceive a
written quarterlyreport.

ITEM 14: PAYMENT FOR CLIENT REFERRALS

The Advisor does not currently pay for client referrals in SMA’s.
For the Fund, the offering documents disclose in the relevant
part that a portion of the management fee and/or
performanceallocationpaidbytheFundtothe Advisormay
beremittedtothirdpartiesintroducing potential limited
partners to the Fund. The Advisor may also use its own
resources tocompensate third partiesforsuchintroductions.

ITEM 15: CUSTODY

The Advisor does not have physical custody of any SMA
client assets. Personnel of the Advisor, when acting in their
capacity as registered representatives of the broker-dealer,
may route checksto theclients’ broker orcustodian. These
checks may not be made payable to Sterling Capital
Management, Inc., Sterling Financial, Inc., or any personnel
of either of these firms.
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Clients will receive account statements directly from the
broker- dealer, bank or other qualified custodian. The
Advisor also prepares an in-house summary which the Advisor
generally sends/reviews with clients quarterly in an effort to
stress the importance of reviewing both statements
accurately for any discrepancies.

The Advisor has custody of the Fund’s assets because it
has the ability to deduct advisory fees payable toitand
has a general power of attorney over the Fund’s account.

Interactive Brokersisthe Fund’s Prime Broker. Execution
andclearingservicesare provided by Interactive Brokers.
The physical assets of the Fund are also held inan account
with Interactive Brokers. Interactive Brokersisamember
of Financial Industry Regulatory Authority, Inc. (“FINRA”)
and the Securities Investor Protection Corporation
(“SIPC”).

ITEM 16: INVESTMENT DISCRETION

The majority of clients give the Advisor discretionary
authority over theiraccounts. Prior toacting upon this
authority, clients must review and sign an advisory
agreement, which includes language allowing discretionary
authority, a limited power of attorney form, a fee
agreement, andfeeauthorization (allowingfundstobe
withdrawn from their account). Clients may place
reasonablerestrictionsontheaccountsuchasadesireto
avoidcertainsecurities, certain sectorsof the market, and
maintain approximate guidelinesastotheamountand
relativequalityof thesecuritiestobe purchased. These
directives need to be provided to the Advisor in writing and
need to be updated by the client if their preferences
change.
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Discretionaryauthorityallowsthe Advisortopurchase
and sell securities, switch funds/portfolios within variable
annuities, variable life, ormutual fund products. Mutual
funds, ETF’s, and variable annuities/variable life products
have anadvisor that directs the purchase andsale of
securitiesin theirrespective portfolios. Indirecting the
purchase of these types of investments, it could be
construed that the manageris selecting other advisors for
the clients of Sterling Capital Management, Inc.

The Advisoralso provides advice tonon-discretionary
account clients. Upon evaluation of those remarks,
non-discretionary clients may or may not take actions
based upon the Advisor’s comments.

SCM is not limited in its authority to purchase or sell
securities for the Fund. SCM has full discretion and
authority tomake allinvestment decisions with respect to
thetypesofsecuritiestobeboughtorsoldortheamount
of securities to be bought or sold.

FortheFund, discretionaryauthority doesnot give ability
to take of have possession of any assetsinthe Fund’s
accountor todirect delivery of any securities or payment
of any funds held in the account to SCM.

ITEM 17: VOTING CLIENT SECURITIES

A. For SMA clients, the Advisor does not vote proxies.
Custodiansand transferagents will sendproxies
directly toclients the Advisor may assist the clientin
anefforttoreceivematerials (if theywish)intheir
preferred format.
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B. The Advisor will determine how to vote proxies of the Fund.

ITEM 18: FINANCIAL INFORMATION

The Advisor hasno financial circumstances thatimpairsitsability
tomeetitscontractual andfiduciary commitmentstoitsclients.

The Advisor has not been the subject of a bankruptcy petition at
any time during the past ten years.
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