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Item 1 – Cover Page 

Souders Financial Advisors, LLC 

ADV Part 2A Firm Brochure  

April 23, 2020

Souders Financial Advisors, LLC 

5968 Bridgetown Road 

Cincinnati, Ohio 45248 

(513) 598-2400 

This Brochure provides information about the qualifications and business practices of Souders Financial 

Advisors, LLC. (collectively herein referred to as “Souders,” “SFA,” or “firm”). If you have any questions 

about the contents of this Brochure, please contact us at (513) 598-2400 and/or 

daniel.souders@soudersfinancial.com. Currently, our Brochure may be requested free of charge by 

contacting Souders Financial Advisors at (513) 598-2400 or daniel.souders@soudersfinancial.com.

The information in this Brochure has not been approved or verified by the United States Securities and 

Exchange Commission (“SEC”) or by any state securities authority. 

Additional information about SFA, including a copy of this brochure, is also available on the SEC’s website at:

www.adviserinfo.sec.gov. The CRD number for SFA is 296780. 

References herein to SFA as a “registered investment adviser or any reference to being “registered” does not 
imply a certain level of skill or training.  
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Item 2 – Material Changes 

This Brochure, dated April 23, 2020, was prepared in accordance with SEC requirements, and contains the 
following material changes since the firm’s last annual amendment submitted on March 27, 2019: 

 Daniel Souders accepted the role of Chief Compliance Officer for the firm effective October 16, 2019.  
 The firm added language under Item 4 Advisory Business detailing the ways in which the firm 

communicates with clients, including the default delivery of client documents via electronic means and 
the firm’s website. 

You may also obtain a copy of this brochure by contacting Daniel Souders by phone at 513-598-2400, or by email 
at daniel.souders@soudersfinancial.com. 

Additional information about Souders Financial Advisors is available via the SEC’s website 
www.adviserinfo.sec.gov.
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Item 4 – Advisory Business 

About Souders Financial Advisors 

Since 1992, Souders Financial Advisors (hereinafter referred to as “SFA” and “Souders” and also doing 

business as Souders Financial Group and Bonaventura Wealth Advisors) has helped individuals, business 

owners, and corporations plan for their retirement needs. Souders submitted its registration to become an 

independent investment advisory firm in April of 2018. The firm is 100% privately owned with Daniel Souders, 

Brian Schweder, and Ryan Bonaventura as majority owners. SFA has two office locations in Cincinnati, Ohio, 

one in Bridgetown and one in Montgomery, and the firm provides investment advisory services to clients of all 

types including: 

 Individuals 

 High-net-worth individuals 

 Trusts 

 Pension Plans 

 Foundations and endowments 

Types of Advisory Activities 

 Personal Wealth Management: SFA’s Personal Wealth Management serves individuals by creating a 

customized long-term strategy seeking to grow and preserve wealth according to lifestyle and risk 

factors. The firm’s planning process begins with a review of the client’s goals and objectives to help 

incorporate the personal investment approach. The firm is dedicated in helping their clients protect and 

manage their assets, preparing for retirement and unexpected events, and developing a legacy that 

benefits your loved ones and future generations. The process begins with a review of the client’s goals 

and objectives to help determine if the client is on track, and typically incorporates the following 

important areas: 

 Investment Planning: At SFA, our investment philosophy is centered on helping to protect and grow 

your assets as we help the clients pursue their most important goals. The firm believes that risk tolerance 

alone should not be the basis for investment selection. Considering risk tolerance without considering 

your goals is like traveling without a destination. Successful investing is rooted in the development of a 

Financial Plan, based on careful consideration of assets, goals, risks, and time horizon viewed together. 

At SFA, through the use of our model portfolios and other investments, as appropriate, our team of 

experienced financial advisors and portfolio managers seek to create an investment portfolio tailored to 

the client’s objectives that can help ensure your assets are strategically allocated, diversified and managed 

over time, and based on your needs and risk tolerance. The firm’s approach to investment advisory and 

portfolio management services help ensure the client benefits not only from SFA’s collective experience, 

but the many perspectives and specialized expertise our individual team members bring in managing the 

client’s portfolio.  

In constructing the clients’ investment portfolio, we seek: 

 Quality investments, offering tangible value and utility. 
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 Diversification through various assets, asset classes, investment management styles, and 

methodologies.  

 Income generating investments that can provide an important component of total return, 

especially for investors in or nearing retirement.  

 Retirement Income Planning: SFA understands the unique needs and challenges investors face who are 

retired or about to retire. It’s important to understand how the client will structure their retirement 

income, how long the income will last, and which sources of income the client should tap into first to 

minimize taxes and maximize income potential.  

Through comprehensive planning, we can help you prioritize the clients’ goals and develop a strategy that 

seeks to protect and grow the clients’ retirement assets. Whether you are in the accumulation phase or 

have already retired, a comprehensive strategy is critical.  

SFA offers assistance to their clients in the following retirement plans and strategies: 

 Retirement Income Planning 

 401(k)/IRA Rollovers 

 Traditional and Roth IRAs 

 SEP IRAs 

 SIMPLE IRAs 

 Insurance Planning: Insurance planning is a fundamental aspect of wealth planning. Closing the gap on 

potential risks can be tricky without a comprehensive plan and process that seeks to methodically 

evaluate all potential risk factors. SFA offers a diverse insurance package to their clients in order to 

protect themselves, their loved ones, their home, or their businesses against unexpected events.

Life insurance products offer a spectrum of death benefit protection, spousal coverage, and cash value 

accumulation feature for a variety of needs. Life insurance is also used as an important estate planning 

tool, helping to ensure beneficiaries and heirs are not saddled with an undue estate tax burden. After a 

careful analysis of the client’s situation and objectives, the firm can help the client obtain the coverage 

that meets their needs, choosing among insurance programs from many of the nation’s leading providers.  

The ability to work and generate income is frequently the most valuable asset of our clients. Protecting it 

is paramount to achieving short-and long-term financial goals. Disability insurance helps guard the 

client’s income and lifestyle from unexpected interruptions during the working years of the client. 

Adequate disability coverage can ease the burden of lost income or wages while the client recovers from 

an accident or illness. It can also help to prevent the depletion of savings or being forced to sell 

investments at an inopportune time to raise cash for living expenses.  

Long-term care insurance helps pay for the care the client needs when they can no longer care for 

themselves. For many, long-term care insurance helps to preserve both independence and dignity, and 

may allow them to remain in their home while receiving the quality and level of care they require. It may 

also help protect their family’s financial future and their legacy. Long-term care insurance can help 

manage healthcare costs and reduce the impact of inflation, while helping to ensure the client’s healthcare 

needs, and those of loved ones, are covered well into the future. Adequate financial planning now can 

help prevent a lifetime of assets from falling short when the client needs them most. 
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 Education Planning: Whether the client is paying tuition costs now or saving for a future goal, it is 

important to determine if their education strategy is compatible with achieving your retirement income 

and related financial objectives. Tax considerations and retirement income needs must be weighed and 

evaluated before choosing a specific strategy. 

529 Education Savings Plans can be a good choice for many families seeking to set aside funds for future 

college or other education expenses on a tax-deferred basis. As independent advisors, we are under no 

pressure to recommend specific education savings programs or proprietary products of any type. Our only 

concern is which program best meets your needs. 

 Estate & Legacy Planning: Preserving wealth from one generation to the next can be complex and time-

consuming. Guidance from a competent, experienced advisor can go a long way toward helping make 

sure the client’s financial success is shared with their family, friends, and the charitable organizations 

they designate.  

SFA assists clients articulate their estate planning goals and will work closely with their tax and legal 

advisors to help ensure the client’s financial strategy reflects their estate planning needs. Or, if the client 

prefers, SFA can provide a referral to outside professional advisors adept at the intricacies of estate and 

tax planning. Whether the client uses a trust or another method for accomplishing their long-term estate 

planning goals, we can assist the client in navigating and simplifying today’s complex estate planning 

landscape. 

 Schwab Administrative Trust Services: Trust services are available through Schwab Administrative 

Trust Services (“SATS”). SATS will serve as trustee, co-trustee, or agent for the trustee, while 

specializing in delegating investment management to financial advisors. This model allows our clients to 

utilize SATS to provide professional trust administrative services while we provide investment 

management services. 

SATS serves in an administrative corporate trustee role, providing all record keeping, accounting and tax 

preparation; also, SATS ensures that trusts are managed and distributions occur according to the terms of 

the trust document.  

Assets Under Management

As of December 31, 2019, SFA was actively managing $367,660,098, $342,778,597 of clients’ assets on a 
discretionary basis plus $24,881,501 of clients’ assets on a non-discretionary basis.  

Client Communications and Delivery of Documents  

Where appropriate, SFA may combine the mailing of client statements and other client correspondence and 

information for accounts that have a common address (householding). Client may revoke client’s consent at any 

time by contacting SFA in writing. If client chooses to revoke client’s consent, SFA will begin sending separate 

mailings within 30 days after receiving notice of revocation. In addition, from time to time, Adviser may be 

required to deliver certain documents to the client. Client, to the extent that client has email capability and/or 

web access, hereby consents to the Adviser’s use of electronic means, such as email, to make delivery of 

required and other documents. This delivery may include notification of the availability of such document(s) on 

a website, and client agrees that such notification will constitute “delivery.” In conjunction with the investment 



7 

advisory agreement, the client will provide SFA with the client’s email address and keep this information current 

at all times by promptly notifying SFA of any change in email address. 

Item 5 – Fees and Compensation 

SFA receives its compensation through a combination of fixed, administrative, and asset-based fees. SFA’s 
general policy is to charge fees in accordance with the fee schedule in effect at the time of the charge, however, 
all fees are subject to negotiation.  

Souders Financial Advisors sponsors a Wrap Program and typically offers its investment advisory services 
through that program. Asset Management services are provided on either a discretionary or non-discretionary 
basis, as authorized by the client through the execution of each respective agreement. In the case of non-
discretionary services, the client must consent to each recommended securities transaction. In addition, SFA may 
charge a relatively minor fee either as a flat fee percentage or a flat fee dollar amount for certain non-
discretionary accounts to cover the administrative and overhead expenses associated with servicing those 
accounts outside of its discretionary management services. Please also note that unless otherwise stipulated, 
Souders Financial will typically agree to pay the maintenance fee charged by the Custodian (Schwab) for 
maintaining custody of the security(s) held in non-discretionary accounts. 

For more detailed information regarding the Wrap Fee Program, please review SFA’s Form ADV, Part 2A-
Appendix 1, Wrap Program Brochure, which is available upon request from SFA or your SFA financial advisor.  

The respective fees for SFA’s discretionary services are as follows: 

Personal Wealth Management  

Financial planning services – SFA financial planning services may be included at no additional charge. Financial 

planning fees are typically waived for clients with more than $250,000 in assets under management. Clients with 

under $250,000 in assets under management will generally receive a separate agreement for any financial 

planning services provided.  For these planning services, SFA typically charges $500-$850 on an annual basis. 

Portfolio management for individuals – The fee schedule for SFA’s retail services is dependent upon the scope of 
each client engagement. SFA generally recommends that a client engage SFA for services which meet their 
individual situation, however clients may choose to engage SFA for the services of their choosing. Advisory 
account fee covers all transaction charges, custodial fees, and Registered Investment Advisor fees for accounts 
managed by the firm. The fee schedule for our advisory serices is outlined in the table below:  

Account Value Total Annual Fee
$0- 249,999.99 1.25%

$250,000 – 499,999.99 1.10% 
$500,000 – 749,999.99 1.00%
$750,000- 999,999.99 0.90%

$1,000,000- 1,249,999.99 0.80% 
$1,250,000+ 0.70%

Client accounts may be aggregated for fee arrangement purposes in order to achieve above break points.  
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Portfolio management for corporate retirement plans – The fee schedule for SFA’s corporate advisory services and 
retirement plan consulting services is dependent upon the scope of each client engagement and the levels of service 
provided.  These fees are typically charged based on a percentage of assets or a fixed contracted fee.  The factors 
SFA considers in determining the fee schedule for these clients include but are not exclusive to: number of 
participants, number of offices, committee involvement, and number of plan updates.  

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

SFA does not have any performance-based fee arrangements, and consequently, does not participate in any side-
by-side management. 

Item 7 – Types of Clients 

SFA provides portfolio management services to individuals, high net worth individuals, trusts, and corporate 
retirement plans. 

SFA generally does not require a minimum account size to open a portfolio. 

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

When providing management and consulting services, SFA relies upon general securities and market knowledge, 
published investment strategies and general sources of securities and market information. The firm makes 
recommendations relaying to various investment asset types it believes will meet a client’s needs. SFA assists 
each client in tailoring their long-term investment goals that are representative and suitable to their personal 
situation. The tailored investment strategy will also be diversified in order to mitigate investment risks.  

SFA uses the following strategies in managing client accounts: 

 Longer-term purchases: The firm will purchase securities for certain strategies with the idea of 

holding them in the client’s account for more than a year.  

 Short-term purchases: The firm purchases securities with the belief that selling them within the 

year. SFA does this in attempt to take advantage of a belief of a favorable price swing.  

Investment returns are not guaranteed. While investing in securities SFA’s clients may lose money on their 
investments. The firm works with their clients to help understand their tolerance for risk. SFA feels that asset 
allocation or the process of diversifying money across different asset classes maximizes return and minimizes 
risk. Asset allocation does not ensure a profit or guarantee against loss, it is a method to help manage investment 
risk. Investing in securities involves risk of loss that clients should be prepared to bear. 

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 your evaluation of SFA or the integrity of SFA’s management. SFA has no 
information applicable to this Item. 



9 

Item 10 – Other Financial Industry Activities and Affiliations and Conflicts of 
Interest 

Licensed Insurance Agents. Certain SFA portfolio managers also serve as licensed insurance agents. The 
recommendation that a client purchase an insurance commission product from an SFA portfolio manager in his 
individual capacity as an insurance agent presents a conflict of interest, as the receipt of commissions may 
provide an incentive to recommend insurance products based on commissions to be received, rather than on a 
particular client’s need. No client is under any obligation to purchase any insurance commission products from an 
SFA portfolio manager. Clients are reminded that they may purchase insurance products recommended by SFA 
through other non-affiliated insurance agents.  

Registered Representatives of Private Client Services, LLC (“PCS”). Certain SFA portfolio managers also serve 
as registered representatives of PCS, a FINRA-registered broker dealer, and receive compensation related to the 
placement of certain investment products.  This presents a conflict of interest, as the recommendation by SFA 
portfolio managers of certain investment products through PCS would economically benefit portfolio managers of 
SFA through receipt of commissions. This could provide an incentive to recommend investment products based 
on commissions to be received, rather than on a particular client’s need.  No client is under any obligation to 
purchase any investment product recommended by an SFA portfolio manager through their affiliation with PCS.  
Clients are reminded that they may purchase investment products through other non-affiliated registered 
representatives and broker-dealers. 

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

SFA has adopted a Code of Ethics that will apply to all of the Firm’s supervised persons and sets forth the 
standard of conduct by which each individual should carry out his/her respective obligations. Specifically, this 
document presents the Firm’s fundamental standard of conduct and shall address issues pertaining to: 

 Privacy of Client Non-Public Personal Information 

 Insider Trading; 

 Personal Securities Transactions; 

 Receipt of Gifts; 

 Political Contributions. 

All supervised persons at SFA must acknowledge the terms of the Code of Ethics annually, or as amended. 

Subject to satisfying this policy and applicable laws, officers, directors and access persons of SFA may trade for 
their own accounts in securities which are recommended to and/or purchased for SFA’s clients. The Code of 
Ethics is designed to assure that the personal securities transactions, activities and interests of the access persons 
of SFA 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 access persons to invest for their own accounts. Under the Code 
certain classes of securities have been designated as exempt transactions, based upon a determination that these 
would materially not interfere with the best interest of SFA’s clients. In addition, the Code requires pre-clearance 
of many transactions, and restricts trading in close proximity to client trading activity. Nonetheless, because the 
Code of Ethics in some circumstances would permit access persons to invest in the same securities as clients, 
there is a possibility that access persons might benefit from market activity by a client in a security held by an 
employee. Employee trading is continually monitored under the Code of Ethics, and to reasonably prevent 
conflicts of interest between SFA and its clients. SFA’s clients or prospective clients may request a copy of the 
firm’s Code of Ethics by contacting its Chief Compliance Officer, Patrick D. Hayes. 
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Item 12 – Brokerage Practices 

The Custodians & Brokers We Use 
SFA does not maintain custody of their clients’ assets (although we may be deemed to have custody of your 
assets if you give us authority to withdraw assets from your account (see Item 15 - Custody, below). The clients’ 
assets must be maintained in an account at a “qualified custodian,” generally a broker-dealer or bank. SFA 
recommends that their clients use Charles Schwab & Co., Inc. (“Schwab”), a FINRA-registered broker-dealer, 
member SIPC, as the qualified custodian. Souders is independently owned and operated and not affiliated with 
Schwab. Schwab will hold client assets in a brokerage account and buy and sell securities when instructed. While 
SFA requests that clients use Schwab as custodian/broker, the client will decide whether to do so and will 
authorize the opening of the client’s account with Schwab by entering into an account agreement directly with 
them. SFA will not open any account unilaterally for their clients. Even though your account is maintained at Schwab, 
we can still use other brokers to execute trades for your account, as described in the next paragraph. 

How We Select Brokers/Custodians
We seek to recommend a custodian/broker who will hold your assets and execute transactions on terms that are 
overall most advantageous when compared with other available providers and their services. We consider a wide 
range of factors, including these: 

 Combination of transaction execution services along with asset custody services (generally without a 

separate fee for custody) 

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

 Capabilities to facilitate transfers and payments to and from accounts (wire transfers, check requests, 

bill payment, etc.) 

 Breadth of investment products made available (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 them 

 Reputation, financial strength, and stability of the provider 

 Their 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”) 

For our clients’ accounts it maintains, Schwab generally does not charge you separately for custody services but 
is compensated by charging you commissions or other fees on trades that it executes or that settle into your 
Schwab account. For some accounts, Schwab may charge you a percentage of the dollar amount of assets in the 
account in lieu of commissions. Schwab’s commission rates and asset-based fees applicable to our client accounts 
were negotiated based on our commitment to maintain a certain level of our clients’ assets statement equity in 
accounts at Schwab. This commitment benefits you because the overall rates and fees you pay are lower than they 
would be if we had not made the commitment. In addition to any related commissions or 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 the securities bought or the funds from the securities sold are deposited 
(settled) into your Schwab account. These fees are in addition to the commissions or other compensation you pay 
the executing broker-dealer. Because of this, in order to minimize your trading costs, we have Schwab execute 
most trades for your account. 
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Products and Services Available to Us From Schwab 
Schwab Advisor ServicesTM (formerly Schwab Institutional) is Schwab’s business serving independent 
investment advisory firms. They provide the firm’s clients and the firm with access to its institutional brokerage-
trading, custody, reporting, and related services-many of which are not typically available to Schwab retail 
customers. Schwab also makes available various support services. Some of those services help manage or 
administer SFA’s clients’ accounts, while others help the firm manage and grow their business. Here is a more 
detailed description of Schwab’s support services: 

Services That Benefit the Client. Schwab’s institutional brokerage services include access to a broad range of 
investment products, execution of securities transactions, and custody of client assets. The investment products 
available through Schwab include some to which SFA might not otherwise have access or that would require a 
significantly higher minimum initial investment by the firm’s clients. Schwab’s services described in this 
paragraph generally benefit the client and their accounts. 

Services That May Not Directly Benefit the Client. Schwab also makes available to SFA other products and 
services that benefit the firm but may not directly benefit the client or the client’s accounts. These products and 
services assist us in managing and administering clients’ accounts. They include investment research, both 
Schwab’s own and that of third parties. SFA may use this research to service all or some substantial number of 
clients’ accounts. In addition to investment research, Schwab also makes available software and other technology 
that: 

 provide access to client account data (such as duplicate trade confirmations and account statements); 

 facilitate trade execution and allocate aggregated trade orders for multiple client accounts; 

 provide pricing and other market data; 

 facilitate payment of our fees from our clients’ accounts; and 

 assist with back-office functions, recordkeeping, and client reporting.  

Services That Generally Benefit Only Us. Schwab also offers other services intended to help us manage and 
further develop our business enterprise. These services include: 

 educational conferences and events; 

 technology, compliance, legal, and business consulting; 

 publications and conferences on practice management and business succession; and 

 access to employee benefits providers, human capital consultants, and insurance providers. 

Schwab may provide some of these services itself. In other cases, it will arrange for third-party vendors to provide 
the services to the firm. Schwab may also discount or waive its fees for some of these services or pay all or a part 
of a third party’s fees. Schwab may also provide the firm with other benefits such as occasional business 
entertainment of our personnel. 

While SFA does not have any formal soft-dollar arrangements in which soft dollars are used to pay for third-party 
services, we may receive research, products or other services from broker-dealers such as those detailed above. 

Best Execution. When given discretion to select the brokerage firm that will execute orders in client accounts, 
SFA seeks “best execution” for client trades, which is a combination of a number of factors, including, without 
limitation, quality of execution, services provided, and commission rates. Therefore, SFA may use or recommend 
the use of brokers who do not charge the lowest available commission in the recognition of research and 
securities transaction services, or the quality of execution. Research services received with transactions may 
include proprietary or third-party research (or any combination), and may be used in servicing any or all of SFA’s 
clients. Therefore, research services received may not be used for the account for which the particular transaction 
was effected. 
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Order Aggregation: Transactions for each client account generally will be effected independently, unless SFA 
decides to purchase or sell the same securities for several clients at approximately the same time. SFA may bunch 
such orders to obtain better price execution, to negotiate more favorable commission rates, or to allocate equitably 
among SFA’s clients differences in prices and commissions or other transaction costs that might have been 
obtained had such orders been placed independently. Under this procedure, transactions will be averaged as to 
price and will be allocated among clients in proportion to the purchase and sale orders placed for each client 
account on any given day. SFA shall not receive any additional compensation or remuneration as a result of such 
aggregation. 

Proxy Voting.  Souders Financial does not vote proxies.  All clients retain the right and obligation to vote any 
proxies relating to the securities held in any client accounts.  

Item 13 – Review of Accounts 

SFA reviews client portfolio accounts on a daily basis through the use of portfolio accounting software to monitor 
allocations. SFA also provides ongoing access to our website where clients can view their portfolio on a daily 
basis.  At the client’s request and typically no less than annually, SFA portfolio managers meet with their clients 
and review their accounts.  

Item 14 – Client Referrals and Other Compensation 

As a matter of firm practice, SFA does not pay referral fees to affiliated or independent persons or firms 
(“Solicitors”) for introducing certain clients to us.  

SFA receives an economic benefit from Schwab in the form of the support products and services it makes 
available to the firm and other independent investment advisors that have their clients maintain accounts at 
Schwab. These products and services, how they benefit the firm, and the related conflicts of interest are described 
above (see Item 12 – Brokerage Practices). The availability of Schwab’s products and services to the firm is not 
based on our giving particular investment advice, such as buying particular securities for our clients.

Item 15 – Custody

Under government regulations, SFA is deemed to have custody of client assets if they authorize the firm or its 
representatives to instruct Schwab to deduct advisory fees directly from the client’s account. Schwab maintains 
actual custody of client assets. Clients will receive account statements directly from Schwab at least quarterly. 
They will be sent to the email or postal mailing address the client provided to Schwab. The client should carefully 
review those statements promptly when they receive them. SFA also urges their clients to compare Schwab’s 
account statements with the periodic account statements they will receive from the firm.

Item 16 – Investment Discretion 

SFA typically receives discretionary authority from the client at the outset of an advisory relationship to select the 
identity and amount of securities to be bought or sold. In all cases, however, such discretion is to be exercised in a 
manner consistent with the stated investment objectives for the particular client account. 
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When selecting securities and determining amounts, SFA observes the investment policies, limitations and
restrictions of the clients for which it advises. For registered investment companies, SFA’s authority to trade 
securities may also be limited by certain federal securities and tax laws that require diversification of investments 
and favor the holding of investments once made. Investment guidelines and restrictions must be provided to SFA 
in writing. 

Item 17 – Voting Client Securities 

As a matter of firm policy and practice, SFA does not have any authority to and does not vote proxies on behalf 
of advisory clients. Clients retain the responsibility for receiving and voting proxies for any and all securities 
maintained in client portfolios. SFA may provide advice to clients regarding the clients’ voting of proxies. 

Item 18 – Financial Information 

SFA does not solicit fees of more than $1,200 per client, six months or more in advance. SFA is unaware of any 
financial condition that is reasonably likely to impair its ability to meet contractual commitments relating to its 
discretionary authority over certain client accounts. SFA has not been the subject of a bankruptcy proceeding. 


