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This brochure provides information about the qualifications and business practices of Solano Wealth 
Management, Inc. If you have any questions about the contents of this brochure, please contact us by 
telephone at (707) 435-8400 or email rufus@solanowealth.com. The information in this brochure 
has not been approved or verified by the United States Securities and Exchange Commission or by 
any State Securities Authority.  
 
Additional information about Solano Wealth Management, Inc. also is available on the SEC’s website 
at www.adviserinfo.sec.gov by searching CRD # 168720. 
 
Please note that the use of the term “registered investment adviser” and description of Solano Wealth 
Management, Inc. and/or our associates as “registered” does not imply a certain level of skill or 
training. You are encouraged to review this Brochure and Brochure Supplements for our firm’s 
associates who advise you for more information on the qualifications of our firm and our employees. 

http://www.solanowealth.com/
mailto:rufus@solanowealth.com
http://www.adviserinfo.sec.gov/
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Item 2: Material Changes 
 
 
Solano Wealth Management, Inc. is required to advise you of any material changes to our Firm 
Brochure (“Brochure”) from our last annual update, identify those changes on the cover page of our 
Brochure or on the page immediately following the cover page, or in a separate communication 
accompanying our Brochure.  
 
Since our last annual amendment filing on March 1st, 2022, we have the following material changes 
to report: 
 
Our firm has updated the Form CRS and item 7 of this brochure to report that our firm generally 
requires a minimum household balance of $250,000 to open and maintain accounts, but exceptions 
can be made for this on a case-by case basis. 
 
Our firm has updated this brochure to disclose that our firm now offers retirement plan consulting 
as part of our advisory services.  
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Item 4: Advisory Business 
 
We are dedicated to providing individuals and other types of clients with a wide array of investment 
advisory services. Our firm is a corporation formed in the State of California. Our firm has been in 
business as an investment adviser since 2013 and is solely owned by Rufus Williams. 
 
Types of Advisory Services Offered 
 
Financial Planning & Consulting: 
 
We provide a variety of financial planning and consulting services to individuals, families and other 
clients regarding the management of their financial resources based upon an analysis of the client’s 
current situation, goals, and objectives. Generally, such financial planning services will involve 
preparing a financial plan or rendering a financial consultation for clients based on the client’s 
financial goals and objectives. This planning or consulting may encompass one or more of the 
following areas: Investment Planning, Retirement Planning, Estate Planning, Charitable Planning, 
Education Planning, Corporate and Personal Tax Planning, Cost Segregation Study, Corporate 
Structure, Real Estate Analysis, Mortgage/Debt Analysis, Insurance Analysis, Lines of Credit 
Evaluation, Business and Personal Financial Planning. 
 
Our written financial plans or financial consultations rendered to clients usually include general 
recommendations for a course of activity or specific actions to be taken by the clients. For example, 
recommendations may be made that the clients begin or revise investment programs, create or revise 
wills or trusts, obtain or revise insurance coverage, commence or alter retirement savings, or 
establish education or charitable giving programs. It should also be noted that we may refer clients, 
upon request, to licensed accountants, attorneys or other specialists, as necessary for 
implementation of non-advisory related recommendations. Our firm does not receive any additional 
compensation for such referrals. For written financial planning engagements, we provide our clients 
with a written summary of their financial situation, observations, and recommendations. For 
financial consulting engagements, we usually do not provide our clients with a written summary of 
our observations and recommendations as the process is less formal than our planning service. Plans 
or consultations are typically completed within six (6) months of the client signing a contract with 
us, assuming that all the information and documents we request from the client are provided to us 
promptly. Implementation of the recommendations will be at the discretion of the client. 
 
Wrap Asset Management and Wrap Fee Comprehensive Portfolio Management Services: 
 
For more information regarding our Wrap Fee Based Asset Management and Wrap Fee 
Comprehensive Portfolio Management services, please see Item 4 of our Wrap Fee Brochure. 
 
Retirement Plan Consulting: 

 
Our firm provides retirement plan consulting services to employer plan sponsors on an ongoing 
basis. Generally, such consulting services consist of assisting employer plan sponsors in establishing, 
monitoring and reviewing their company's participant-directed retirement plan. As the needs of the 
plan sponsor dictate, areas of advising may include: 
 



ADV Part 2A – Firm Brochure Page 5 Solano Wealth Management, Inc. 

• Establishing an Investment Policy Statement – Our firm will assist in the development of a 
statement that summarizes the investment goals and objectives along with the broad 
strategies to be employed to meet the objectives.  

• Investment Options – Our firm will work with the Plan Sponsor to evaluate existing 
investment options and make recommendations for appropriate changes. 

• Asset Allocation and Portfolio Construction – Our firm will develop strategic asset allocation 
models to aid Participants in developing strategies to meet their investment objectives, time 
horizon, financial situation and tolerance for risk. 

• Investment Monitoring – Our firm will monitor the performance of the investments and 
notify the client in the event of over/underperformance and in times of market volatility. 

• Participant Education – Our firm will provide opportunities to educate plan participants 
about their retirement plan offerings, different investment options, and general guidance on 
allocation strategies. 

 
In providing services for retirement plan consulting, our firm does not provide any advisory services 
with respect to the following types of assets: employer securities, real estate (excluding real estate 
funds and publicly traded REITS), participant loans, non-publicly traded securities or assets, other 
illiquid investments, or brokerage window programs (collectively, “Excluded Assets”). All retirement 
plan consulting services shall be in compliance with the applicable state laws regulating retirement 
consulting services. This applies to client accounts that are retirement or other employee benefit 
plans (“Plan”) governed by the Employee Retirement Income Security Act of 1974, as amended 
(“ERISA”). If the client accounts are part of a Plan, and our firm accepts appointment to provide 
services to such accounts, our firm acknowledges its fiduciary standard within the meaning of Section 
3(21) or 3(38) of ERISA as designated by the Retirement Plan Consulting Agreement with respect to 
the provision of services described therein. 
 
Tailoring of Advisory Services 
 
We offer individualized investment advice to clients utilizing our Wrap Asset Management and Wrap 
Fee Comprehensive Portfolio Management services. Additionally, we offer general investment advice 
to clients utilizing our Financial Planning & Consulting service, and Retirement Plan Consulting. 
 
Participation in Wrap Fee Programs 
 
Our firm only offers wrap fee accounts to our clients, which are managed on an individualized basis 
according to the client’s investment objectives, financial goals, risk tolerance, etc. Please see our Part 
2A, Appendix 1 (the “Wrap Fee Program Brochure”) for more information. 
 
Regulatory Assets Under Management 
 
We manage $263,191,219 on a discretionary basis as of December 31, 2022. 
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Item 5: Fees & Compensation 
 
Compensation for Our Advisory Services 
 
Financial Planning & Consulting: 
 
We charge on an hourly or flat fee basis for financial planning and consulting services. The total 
estimated fee, as well as the ultimate fee that we charge you, is based on the scope and complexity of 
our engagement with you. Our flat fees generally range from $1,500 to $10,000 depending on the 
scope of the engagement. 
 
We require a retainer of fifty-percent (50%) of the ultimate financial planning or consulting fee with 
the remainder of the fee directly billed to you and due to us within thirty (30) days of your financial 
plan being delivered or consultation rendered to you. In all cases, we will not require a retainer 
exceeding $1200 when services cannot be rendered within 6 (six) months. 
 
Wrap Asset Management and Wrap Comprehensive Portfolio Management Services: 
 
For more information regarding pricing, please see Item 4 of the Wrap Fee Brochure. 
 
Retirement Plan Consulting: 
 
Our Retirement Plan Consulting services are billed on a fee based on the percentage of Plan assets 
under management. The total estimated fee, as well as the ultimate fee charged, is based on the scope 
and complexity of our engagement with the client. Fees based on a percentage of managed Plan assets 
will not exceed 1.00%. The fee-paying arrangements will be determined on a case-by-case basis and 
will be detailed in the signed consulting agreement.  
 
Other Types of Fees & Expenses 
 
Wrap clients will not incur transaction costs for trades by our chosen custodian. More information 
about this can be found in our separate Wrap Fee Program Brochure. 
 
LPL Financial offers a trading platform with select exchange traded funds (“ETFs”) that do not charge 
transaction fees. The no-transaction-fee ETF trading platform is available to clients participating in 
LPL Financial’s Strategic Wealth Management (“SWM”) and Strategic Asset Management (“SAM”) 
programs. Clients will be subject to transaction fees charged by LPL Financial for ETFs not included 
in LPL Financial’s platform and for other types of securities. The limited number of ETFs available on 
LPL Financial’s no-transaction fee platform may have higher overall expenses than other types of 
securities and ETFs not included in the platform. Other major custodians have eliminated transaction 
fees for all ETFs and U.S. listed equities, so clients may pay more for investing in the same securities 
at LPL Financial. 
 
Termination & Refunds 
 
Financial Planning & Consulting clients may terminate their agreement at any time before the 
delivery of a financial plan by providing written notice. For purposes of calculating refunds, all work 
performed by us up to the point of termination shall be calculated at the hourly fee currently in effect. 
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Clients will receive a pro-rata refund of unearned fees based on the time and effort expended by our 
firm. 
 
Either party to a Retirement Plan Consulting Agreement may terminate at any time by providing 
written notice to the other party. Full refunds will only be made in cases where cancellation occurs 
within 5 business days of signing an agreement. After 5 business days from initial signing, either 
party must provide the other party 30 days written notice to terminate billing. Billing will terminate 
30 days after receipt of termination notice. Clients will be charged on a pro-rata basis, which takes 
into account work completed by our firm on behalf of the client. Clients will incur charges for bona 
fide advisory services rendered up to the point of termination (determined as 30 days from receipt 
of said written notice) and such fees will be due and payable. 
 
Commissionable Securities Sales 
 
In order to sell securities for a commission, our supervised persons are registered representatives of 
LPL Financial, LLC (“LPL”), member FINRA/SIPC. Our supervised persons may accept compensation 
for the sale of securities or other investment products, including distribution or service (“trail”) fees 
from the sale of mutual funds. You should be aware that the practice of accepting commissions for 
the sale of securities presents a conflict of interest and gives our firm and/or our supervised persons 
an incentive to recommend investment products based on the compensation received, rather than 
on your needs. We generally address commissionable sales conflicts that arise: 

a) by explaining to clients that commissionable securities sales creates an incentive to 
recommend products based on the compensation we and/or our supervised persons may 
earn and may not necessarily be in the best interests of the client; 

b) when recommending commissionable mutual funds, explaining that “no-load” funds are also 
available. 

 

Item 6: Performance-Based Fees & Side-By-Side Management 
 
We do not accept performance-based fees. 
 

Item 7: Types of Clients & Account Requirements 
 
We have the following types of clients: 

• Individuals and High Net Worth Individuals; 
• Trusts, Estates or Charitable Organizations; 
• Corporations, Limited Liability Companies and/or Other Business Types  

 
Our requirements for opening and maintaining accounts or otherwise engaging us: 

• We generally charge a minimum fee of $1,500 for written financial plans. 
• We require a minimum household balance of $250,000 for our Wrap Asset Management and 

Wrap Comprehensive Portfolio Management services. 
 
The minimum account requirement is negotiable depending on the client’s extenuating 
circumstances. 
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Item 8: Methods of Analysis, Investment Strategies & Risk of Loss 
 
Methods of Analysis  
 
We use the following methods of analysis in formulating our investment advice and/or managing 
client assets: 
 
Asset Allocation. Rather than focusing primarily on securities selection, we attempt to identify an 
appropriate ratio of securities, fixed income, and cash suitable to the client’s investment goals and 
risk tolerance. A risk of asset allocation is that the client may not participate in sharp increases in a 
particular security, industry or market sector. Another risk is that the ratio of securities, fixed income, 
and cash will change over time due to stock and market movements and, if not corrected, will no 
longer be appropriate for the client’s goals. 
 
Fundamental Analysis. We attempt to measure the intrinsic value of a security by looking at 
economic and financial factors (including the overall economy, industry conditions, and the financial 
condition and management of the company itself) to determine if the company is underpriced 
(indicating it may be a good time to buy) or overpriced (indicating it may be time to sell). 
Fundamental analysis does not attempt to anticipate market movements. This presents a potential 
risk, as the price of a security can move up or down along with the overall market regardless of the 
economic and financial factors considered in evaluating the stock. 
 
Investment Strategies 
 
We use the following strategies in managing client accounts, provided that such strategies are 
appropriate to the needs of the client and consistent with the client's investment objectives, risk 
tolerance, and time horizons, among other considerations. Typically, we employ this strategy when 
we believe the securities to be currently undervalued, and/or we want exposure to a particular asset 
class over time, regardless of the current projection for this class. 
 
Long-Term Purchases. When utilizing this strategy, we may purchase securities with the idea of 
holding them for a relatively long time (typically held for at least a year). A risk in a long-term 
purchase strategy is that by holding the security for this length of time, we may not take advantages 
of short-term gains that could be profitable to a client. Moreover, if our predictions are incorrect, a 
security may decline sharply in value before we make the decision to sell. Typically, we employ this 
sub-strategy when we believe the securities to be well valued and/or we want exposure to a 
particular asset class over time, regardless of the current projection for this class. 
 
Short-Term Purchases. When utilizing this strategy, we may also purchase securities with the idea 
of selling them within a relatively short time (typically a year or less). We do this in an attempt to 
take advantage of conditions that we believe will soon result in a price swing in the securities we 
purchase.  
 
Structured Products: Structured products are designed to facilitate highly customized risk-return 
objectives. While structured products come in many different forms, they typically consist of a debt 
security that is structured to make interest and principal payments based upon various assets, rates 
or formulas. Many structured products include an embedded derivative component. Structured 
products may be structured in the form of a security, in which case these products may receive 
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benefits provided under federal securities law, or they may be cast as derivatives, in which case they 
are offered in the over-the-counter market and are subject to no regulation.  
 
Investing in structured products includes significant risks, including valuation, lack of liquidity, price, 
credit and market risks. The relative lack of liquidity due to the highly customized nature of the 
investment. Moreover, the full extent of returns from the complex performance features is often not 
realized until maturity. As such, structured products tend to be more of a buy-and-hold investment 
decision rather than a means of getting in and out of a position with speed and efficiency.  
 
Another risk with structured products is the credit quality of the issuer. Although the cash flows are 
derived from other sources, the products themselves are legally considered to be the issuing financial 
institution's liabilities. The vast majority of structured products are from high-investment-grade 
issuers only. Also, there is a lack of pricing transparency. There is no uniform standard for pricing, 
making it harder to compare the net-of-pricing attractiveness of alternative structured product 
offerings than it is, for instance, to compare the net expense ratios of different mutual funds or 
commissions among broker-dealers. 
 
Risk of Loss 
 
Securities investments are not guaranteed and you may lose money on your investments. We ask that 
you work with us to help us understand your tolerance for risk. Investing in securities involves risk 
of loss that clients should be prepared to bear. While the stock market may increase and your 
account(s) could enjoy a gain, it is also possible that the stock market may decrease and your 
account(s) could suffer a loss. It is important that you understand the risks associated with investing 
in the stock market, are appropriately diversified in your investments, and ask us any questions you 
may have.  
 

Item 9: Disciplinary Information 
 
We have determined that our firm and management have no legal or disciplinary events that are 
material to a client’s or prospective client’s evaluation of our advisory business or the integrity of our 
management. 
 

Item 10: Other Financial Industry Activities & Affiliations 
 
Rufus T. Williams III, Carlos R. Mendoza, Francisco Guerra, and Frank L. Holloway are Financial 
Advisors of LPL, member FINRA/SIPC. They may offer securities and receive commissions as a result 
of securities transactions. A conflict of interest may arise as these commissionable securities sales 
may create an incentive to recommend products based on the compensation they may earn. In any 
event, as a fiduciary, we always put our Client’s interest above our own. 
 
Rufus T. Williams III, Carlos R. Mendoza, Francisco Guerra, and Frank L. Holloway are insurance 
agents/brokers. They may offer insurance products and receive fees as a result of insurance sales. A 
conflict of interest may arise as these insurance sales may create an incentive to recommend products 
based on the compensation adviser and/or our supervised persons may earn. In any event, as a 
fiduciary, we always put our Client’s interest above our own. 
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Item 11: Code of Ethics, Participation or Interest  
in Client Transactions & Personal Trading 

 
As a fiduciary, it is an investment adviser’s responsibility to provide fair and full disclosure of all material 
facts and to act solely in the best interest of each of our clients at all times. Our fiduciary duty is the 
underlying principle for our firm’s Code of Ethics, which includes procedures for personal securities 
transaction and insider trading. Our firm requires all representatives to conduct business with the 
highest level of ethical standards and to comply with all federal and state securities laws at all times. 
Upon employment with our firm, and at least annually thereafter, all representatives of our firm will 
acknowledge receipt, understanding and compliance with our firm’s Code of Ethics. Our firm and 
representatives must conduct business in an honest, ethical, and fair manner and avoid all circumstances 
that might negatively affect or appear to affect our duty of complete loyalty to all clients. This disclosure 
is provided to give all clients a summary of our Code of Ethics. If a client or a potential client wishes to 
review our Code of Ethics in its entirety, a copy will be provided promptly upon request. 
 
Our firm recognizes that the personal investment transactions of our representatives demands the 
application of a Code of Ethics with high standards and requires that all such transactions be carried out 
in a way that does not endanger the interest of any client. At the same time, our firm also believes that if 
investment goals are similar for clients and for our representatives, it is logical, and even desirable, that 
there be common ownership of some securities. 
 
In order to prevent conflicts of interest, our firm has established procedures for transactions effected by 
our representatives for their personal accounts1. In order to monitor compliance with our personal 
trading policy, our firm has pre-clearance requirements and a quarterly securities transaction reporting 
system for all of our representatives.  
 
Neither our firm nor a related person recommends, buys or sells for client accounts, securities in 
which our firm or a related person has a material financial interest without prior disclosure to the 
client. 
 
Related persons of our firm may buy or sell securities and other investments that are also 
recommended to clients. In order to minimize this conflict of interest, our related persons will place 
client interests ahead of their own interests and adhere to our firm’s Code of Ethics, a copy of which 
is available upon request. 
 
Likewise, related persons of our firm buy or sell securities for themselves at or about the same time they 
buy or sell the same securities for client accounts. In order to minimize this conflict of interest, our 
related persons will place client interests ahead of their own interests and adhere to our firm’s Code of 
Ethics, a copy of which is available upon request. Further, our related persons will refrain from buying 
or selling the same securities prior to buying or selling for our clients in the same day unless included in 
a block trade. 
 
 
 

 
1 For purposes of the policy, our associate’s personal account generally includes any account (a) in the name of our associate, his/her spouse, 
his/her minor children or other dependents residing in the same household, (b) for which our associate is a trustee or executor, or (c) which our 
associate controls, including our client accounts which our associate controls and/or a member of his/her household has a direct or indirect 
beneficial interest in. 
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Item 12: Brokerage Practices 
 
Selecting a Brokerage Firm 

 
We seek to recommend a custodian/broker who will hold your assets and execute transactions 
on terms that are overall most advantageous when compared to other available providers and 
their services. We consider a wide range of factors, including, among others, these: 
 
• Ability to maintain the confidentiality of trading intentions 
• Timeliness of execution 
• Timeliness and accuracy of trade confirmations 
• Liquidity of the securities traded 
• Willingness to commit capital  
• Ability to place trades in difficult market environments 
• Research services provided 
• Ability to provide investment ideas 
• Execution facilitation services provided  
• Record keeping services provided 
• Custody services provided 
• Frequency and correction of trading errors 
• Ability to access a variety of market venues 
• Expertise as it relates to specific securities 
• Financial condition  
• Business reputation 

 
Our firm recommends that Clients establish accounts with LPL Financial (“LPL”), member 
FINRA/SIPC, to maintain custody of clients’ assets and to effect trades for their accounts. LPL 
provides brokerage and custodial services to independent investment advisory firms, including our 
firm. For accounts custodied at LPL, LPL is generally compensated by clients through commissions, 
trails, or other transaction-based fees for trades that are executed through LPL or that settle into LPL 
accounts. For IRA accounts, LPL generally charges account maintenance fees. In addition, LPL also 
charges clients miscellaneous fees and charges, such as account transfer fees. LPL charges our firm 
an asset-based administration fee for administrative services provided by LPL. Such administration 
fees are not directly borne by Clients, but may be taken into account when our firm negotiates its 
advisory fee with clients. 
 
While LPL does not participate in, or influence the formulation of, the investment advice our firm 
provides, certain supervised persons of our firm are Dually Registered Persons. Dually Registered 
Persons are restricted by certain Financial Industry Regulatory Authority (“FINRA”) rules and 
policies from maintaining accounts at another custodian or executing transactions in such accounts 
through any broker-dealer or custodian that is not approved by LPL. As a result, the use of other 
trading platforms must be approved by our firm and LPL. 
 
Clients should also be aware that for accounts where LPL serves as the custodian, our firm is limited 
to offering services and investment vehicles that are approved by LPL, and may be prohibited from 
offering services and investment vehicles that may be available through other broker-dealers and 
custodians, some of which may be more suitable for a client’s portfolio than the services and 
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investment vehicles offered through LPL. Clients should understand that not all investment advisers 
require that Clients custody their accounts and trade through specific broker-dealers. 
 
Benefits Received by Our Personnel 
 
LPL makes available to our firm various products and services designed to assist our firm in 
managing and administering client accounts. Many of these products and services may be used to 
service all or a substantial number of accounts, including accounts not held with LPL. These include 
software and other technology that provide access to client account data (such as trade confirmation 
and account statements); facilitate trade execution (and aggregation and allocation of trade orders 
for multiple client accounts); provide research, pricing information and other market data; facilitate 
payment of our firm’s fees from its clients’ accounts; and assist with back-office functions; 
recordkeeping and client reporting. 
 
LPL also makes available to our firm other services intended to help manage and further develop our 
business. Some of these services assist our firm to better monitor and service program accounts 
maintained at LPL. Many of these services, however, benefit only our firm. These support services 
and/or products may be provided without cost, at a discount, and/or at a negotiated rate, and include 
practice management-related publications; consulting services; attendance at conferences and 
seminars, meetings, and other educational and/or social events; marketing support; and other 
products and services used by our firm in furtherance of the operation and development of its 
investment advisory business. 
 
Where such services are provided by a third party vendor, LPL will either make a payment to our 
firm to cover the cost of such services, reimburse our firm for the cost associated with the services, 
or pay the third party vendor directly on behalf of our firm. 
 
The products and services described above are provided to our firm as part of its overall relationship 
with LPL. While as a fiduciary, our firm endeavors to act in its clients’ best interests, the receipt of 
these benefits creates a conflict of interest because our firm’s requirement that Clients custody their 
assets at LPL is based in part on the benefit to our firm of the availability of the foregoing products 
and services and not solely on the nature, cost or quality of custody or brokerage services provided 
by LPL. Our firm’s receipt of some of these benefits may be based on the amount of advisory assets 
custodied on the LPL platform. 
 
Client Transactions in Return for Soft Dollars 
 
Our firm does not direct client transactions to a particular broker-dealer in return for soft dollar 
benefits. 
 
Brokerage for Client Referrals 
 
Our firm does not receive brokerage for client referrals. 
 
Directed Brokerage 
 
Neither our firm nor any of our firm’s representatives have discretionary authority in making the 
determination of the brokers-dealers and/or custodians with whom orders for the purchase or sale 
of securities are placed for execution, and the commission rates at which such securities transactions 



ADV Part 2A – Firm Brochure Page 13 Solano Wealth Management, Inc. 

are effected. Our firm routinely recommends that clients direct us to execute through a specified 
broker-dealer. Our firm recommends the use of LPL. 
 
Special Considerations for ERISA Clients 
 
A retirement or ERISA plan client may direct all or part of portfolio transactions for its account 
through a specific broker or dealer in order to obtain goods or services on behalf of the plan. Such 
direction is permitted provided that the goods and services provided are reasonable expenses of the 
plan incurred in the ordinary course of its business for which it otherwise would be obligated and 
empowered to pay. ERISA prohibits directed brokerage arrangements when the goods or services 
purchased are not for the exclusive benefit of the plan. Consequently, we will request that plan 
sponsors who direct plan brokerage provide us with a letter documenting that this arrangement will 
be for the exclusive benefit of the plan. 
 
Client-Directed Brokerage 
 
We allow clients to direct brokerage outside our recommendation. However, we may be unable to 
achieve the most favorable execution of client transactions. Client directed brokerage may cost 
clients more money. For example, in a directed brokerage account, you may pay higher brokerage 
commissions because we may not be able to aggregate orders to reduce transaction costs, or you may 
receive less favorable prices. 
 
Aggregation of Purchase or Sale 
 
We perform investment management services for various clients. There are occasions on which 
portfolio transactions may be executed as part of concurrent authorizations to purchase or sell the same 
security for numerous accounts served by our firm, which involve accounts with similar investment 
objectives. Although such concurrent authorizations potentially could be either advantageous or 
disadvantageous to any one or more particular accounts, they are affected only when we believe that to 
do so will be in the best interest of the effected accounts. When such concurrent authorizations occur, 
the objective is to allocate the executions in a manner which is deemed equitable to the accounts 
involved. In any given situation, we attempt to allocate trade executions in the most equitable manner 
possible, taking into consideration client objectives, current asset allocation and availability of funds 
using price averaging, proration and consistently non-arbitrary methods of allocation. 
 

Item 13: Review of Accounts or Financial Plans 
 
We review accounts on at least a quarterly basis for our clients subscribing to our Wrap Asset 
Management and Wrap Comprehensive Portfolio Management services. The nature of these reviews 
is to learn whether clients’ accounts are in line with their investment objectives, appropriately 
positioned based on market conditions, and investment policies, if applicable. Investment Adviser 
Representatives of our firm, Rufus Williams, Frank L. Holloway, and Carlos Mendoza will conduct 
reviews of accounts, as is applicable to them. We do not provide written reports to clients, unless 
asked to do so, while verbal reports to clients take place on at least an annual basis when we contact 
clients who subscribe to our Wrap Asset Management and Wrap Comprehensive Portfolio 
Management services. 
 
We may review client accounts more frequently than described above for Wrap Asset Management 
and Wrap Comprehensive Portfolio Management services. Among the factors which may trigger an 
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off-cycle review are major market or economic events, the client’s life events, requests by the client, 
etc. 
 
Financial Planning clients do not receive reviews of their written plans unless they take action to 
schedule a financial consultation with us. We do not provide ongoing services to financial planning 
clients, but are willing to meet with such clients upon their request to discuss updates to their plans, 
changes in their circumstances, etc. Financial Planning clients do not receive written or verbal 
updated reports regarding their financial plans unless they separately engage our firm for a post-
financial plan meeting or update to their initial written financial plan.  
 
Retirement Plan Consulting clients receive reviews of their retirement plans for the duration of the 
service. Our firm also provides ongoing services where clients are met with upon their request to 
discuss updates to their plans, changes in their circumstances, etc. Retirement Plan Consulting clients 
do not receive written or verbal updated reports regarding their plans unless they choose to engage 
our firm for ongoing services. 
 

Item 14: Client Referrals & Other Compensation 
 
LPL Financial, LLC 
 
Our firm may receive from LPL or a mutual fund company, without cost and/or at a discount non 
soft-dollar support services and/or products, to assist us to better monitor and service client 
accounts maintained at such institutions. Included within the support services our firm may receive 
investment-related research, pricing information and market data, software and other technology 
that provide access to client account data, compliance and/or practice management-related 
publications, discounted or gratis consulting services, discounted and/or gratis attendance at 
conferences, meetings, and other educational and/or social events, marketing support, computer 
hardware and/or software and/or other products used by us to assist us in our investment advisory 
business operations. Our clients do not pay more for investment transactions effected and/or assets 
maintained at LPL as result of this arrangement. There is no commitment made by us to LPL or any 
other institution as a result of the above arrangement. 
 
Referral Fees  
 
In accordance with Rule 206 (4)-1 of the Investment Advisers Act of 1940, our firm does not provide 
cash or non-cash compensation directly or indirectly to unaffiliated persons for testimonials or 
endorsements (which include client referrals). 
 

Item 15: Custody 
 
Deduction of Advisory Fees: 
 
While our firm does not maintain physical custody of client assets (which are maintained by a 
qualified custodian, as discussed above), all our clients receive account statements directly from their 
qualified custodian(s) at least quarterly upon opening of an account. We urge our clients to carefully 
review these statements. Additionally, if our firm decides to send its own account statements to 
clients, such statements will include a legend that recommends the client compare the account 
statements received from the qualified custodian with those received from our firm. Clients are 
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encouraged to raise any questions with us about the custody, safety or security of their assets and 
our custodial recommendations. 
 

Item 16: Investment Discretion 
 
Our firm only manages accounts where we have discretionary authority. Such authority shall be 
granted through the executed investment advisory client agreement. By granting investment 
discretion, we are authorized to execute securities transactions, which securities are bought and sold, 
the total amount to be bought and sold, and the costs at which the transactions will be effected.  
 

Item 17: Voting Client Securities 
 
SEC Rule 206(4)-6 requires investment advisers who have voting authority with respect to securities 
held in their clients’ accounts to monitor corporate actions and vote proxies in their clients’ interests. 
Our firm is required by the SEC to adopt written policies and procedures, make those policies and 
procedures available to clients, and retain certain records with respect to proxy votes cast. 
 
Our firm considers proxy voting an important right of our clients as shareholders and believe that 
reasonable care and diligence must be taken to ensure that such rights are properly and timely 
exercised or abstain if we determine the issue to be non-material to our clients’ interests. When our 
firm has discretion to vote the proxies of our clients, our firm will vote those proxies in the client’s 
best interests and in accordance with these policies and procedures. Clients may request a copy of 
our written policies and procedures regarding proxy voting and/or information on how particular 
proxies were voted by contacting our Chief Compliance Officer, Rufus Williams, by phone at 707-435-
8400 or email at rufus@solanowealth.com. 
 

Item 18: Financial Information 
 
We are not required to provide financial information in this Brochure because: 
 

• We do not require the prepayment of more than $1200 in fees and when services cannot be 
rendered within 6 months. 

• We do not take custody of client funds or securities. 
• We do not have a financial condition or commitment that impairs our ability to meet 

contractual and fiduciary obligations to clients. 
• We have never been the subject of a bankruptcy proceeding. 
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