THE ASTORINO FINANCIAL GROUP, INC.
SCHEDULE OF FEES AND SERVICES
Fee Based Asset Management and Securities offered through Linsco/Private Ledger Member FINRA\SIPC

Putting Clients First includes full disclosure of fees.  
We are pleased to share our range of services and pricing structure because they are at the foundation of your plan along with a comprehensive financial strategy and implementation schedule.

By itemizing our services, detailing your options and communicating this in the early stages of our relationship, we fulfill two essential goals: 

1. You know exactly what you are buying and the cost you are paying for services. 

2. There will be no surprises due to our commitment to fee transparency. 
When you put our pricing structure and range of service options together, you will see how we deliver value for a reasonable and appropriate price.   

Why this Schedule of Fees and Services is one of your most important financial documents. 
We believe that achieving life’s greatest goals begins with a plan, and the Schedule of Fees and Services is a core component. As you review the information, we encourage you to recognize how far you have come in creating a plan and to take great pride in your accomplishment.
The power of a plan, and the progress you are making, cannot be overstated, particularly in light of these findings:

· Two-thirds of those who planned “a lot” found retirement very satisfying but only 4% of those who did not plan were satisfied. This is from Professor Annamaria Lusardi’s study for the Wharton School of Business on Americans’ retirement planning and preparedness. 1 

· The vast majority of investors who choose to work with financial advisors indicate that “the relationship improves their chances of growing their money and gives them peace of mind about their investments.” 2 This represents a sizable number of investors: “Among households that own fund shares outside defined contribution retirement plans, 80 percent currently own fund shares through financial advisors.” 2 This is from the Investment Company Institute (ICI), a national association of U.S. investment companies, which promotes high ethical standards and advances the interests of shareholders. 

How we create a durable and flexible financial plan for you.

In recognition of the absolute importance of planning, we divide the process into three clear phases. This is reflected in our Schedule of Fees and Services and includes the following components.     

Strategizing
· Identifying financial offerings that respond to your needs and objectives and can best provide for your loved ones, your future care and your long-term security

· Determining your comfort level with investment risk and articulating your financial goals 

· Taking an all-inclusive approach to your finances and including your employer-sponsored investment and insurance plans when developing a comprehensive strategy and implementation schedule   

· Ensuring that you understand our range of services and pricing structure and view our fees as realistic and reasonable    
Implementing

· Guiding the valuation and selection of insurance policies and adhering to the pre-determined schedule   
· Building your investment strategy on the time-tested principle of asset allocation
· Diversifying your savings among different types of investments 

· Advancing your financial knowledge with investor-friendly resources and tools so you can contribute to the financial decision-making process 

Managing

· Conducting ongoing portfolio monitoring as part of your defensive and offensive strategies
· Periodically rebalancing your investment portfolio

· Offering insight and perspective so you can better understand market developments and helping you take action to protect your savings and pursue emerging opportunities 
· Bringing new and suitable financial solutions to your attention 

The advantages of a holistic planning approach. 
To deliver on our dedication to putting clients first, we want to be sure you know what you own, why you own it, what you pay for and what to expect from us on a ongoing basis. To maximize our capabilities, we encourage you to access our wide array of services. 

Recent findings from the Investment Company Institute support this approach. 2  
“Altogether, nearly two-thirds of shareholders with ongoing advisory relationships indicate that they receive at least five distinct services from their primary advisors.”
We believe this directly contributes to another significant result that we mentioned earlier: investors who work with financial advisors find the relationship enhances their potential to grow their savings and provides them with much needed peace of mind regarding their investments. 
Shareholders Receive Numerous Investment Services from Professional Financial AdvisOrs 
(Percent of respondents with ongoing advisory relationships) 
	Types of Services Currently Received from Primary Advisor*
	 

	Investment Services
	 

	Regular portfolio review and investment recommendations
	85

	Review of allocation of investor's employer-sponsored retirement plan assets 
	61

	Planning Services
	 

	Periodic discussion of financial goals 
	83

	Planning to achieve specific goals, such as saving for retirement or paying for college
	75

	Comprehensive financial planning
	75

	Managing assets in retirement
	60

	Access to specialists in areas such as tax planning
	51

	Number of Services Received
	 

	Five or more services
	63

	Three or four services
	23

	One or two services
	14


*Multiple responses are included. 2008 Investment Company Fact Book, Investment Company Institute (ICI), www.icifactbook.org. 

Your ongoing role in our partnership. 
We will rely on you to provide us with updates on significant life events. This enables us to determine the affect on your current financial strategy, consider new options and jointly decide on the best ways to keep your long-term financial goals on track. 

With my training in Financial Life Planning and Coaching, we are able to help you prepare for expected changes. With my team’s experience, we are ready for virtually any change that occurs in your life. 

The following list contains some of life’s most significant events. Whenever possible, please let us know in advance about upcoming changes so we can help you manage them effectively and efficiently.   

· Changes affecting you and your family

⁯__ Marriage for the first time

⁯__ Divorce   

⁯__ Remarriage

⁯__ Birth or adoption of a child/grandchild 

⁯__ Your child starts high school

⁯__ Your child starts college 

⁯__ Your child graduates from college 

⁯__ Your child reaches the age of majority (18 or 21 depending upon your state)

⁯__ Your child marries  

⁯__ Your child divorces

· Changes impacting your finances

⁯__ You or a beneficiary receive an inheritance, a settlement or a financial windfall 

⁯__ You experience a major investment gain or loss

⁯__ You establish a trust

⁯__ You buy or sell a home  

⁯__ You receive a new insurance policy

⁯__ You become the legal guardian for another person 

⁯__ You discover an old life insurance policy that hasn’t been reviewed in a long time

        and/or mutual funds that you forgot

⁯__ You or your spouse receive Social Security

· Changes that are work related 
⁯__ You or your spouse gets a new job 

⁯__ You or your spouse loses a job  

⁯__ You start or buy a business

⁯__ You gain or lose a business partner

⁯__ Your company changes retirement plans or insurance providers

⁯__ You or your spouse retire

· Changes that are health related  

⁯__ Incapacitation or illness affects you, your spouse or a beneficiary

⁯__ You encounter health concerns 

⁯ __A beneficiary dies

As your personal situation evolves, you can rely on us to bring innovative solutions to the table, offer a viable plan of action and help maintain your confidence in the future.
LEVEL I

INVESTMENT MANAGEMENT

Fundamental Market Portfolio

	Portfolio implementation and management according to asset class or portfolio parameters through Linsco/Private Ledger
	· Ongoing portfolio monitoring and rebalancing



	· Performance reporting

	
	

	
	

	
	

	
	


FUNDAMENTAL MARKET PORTFOLIO AVERAGE FEES

	ACCOUNT RANGE                                                                        AVERAGE FEE
	

	
  

	

	$0 – 100,000
2.06%
	

	$100,000 – 250,000
1.87%
	

	$250,000 – 500,000
1.62%
	

	
	

	
	

	
	


LEVEL II

INVESTMENT MANAGEMENT 

     LPL’s Strategic Asset Management and Value Added Services  

	· Portfolio implementation and management     
~
Ongoing portfolio monitoring and rebalancing 

      according to asset class or portfolio parameters 

      through Linsco\Private Ledger                                       


	· Ongoing portfolio monitoring and rebalancing 

	· Integration of existing holdings
	· Risk profiling

	· Asset allocation 
	· Modular financial planning

	· Quarterly performance reports
	· College planning

	· Retirement planning
	· Tax planning strategies 

	· Estate planning 
	· Educational client workshops

	· Insurance analysis 
	· 401(k) asset allocation assistance

	· Quarterly/semi-annual client review 
	· Company stock option analysis


LPL’S STRATEGIC ASSET MANAGEMENT AVERAGE FEES

	ACCOUNT RANGE                                     SAM                                         MANAGER SELECT
	

	$150,000 -  249,000                                       1.50%                                         --
	

	$250,000  - 499,000

              1.25%


        -- 
	

	$500,000 - 999,999

              1.00%

                     1.70%
	

	$1,000,000 - 1,999,999                                  0.90%

 
      1.60%
	

	$2,000,000 - 2,999,999                                  0.80%                                        1.50% 
	

	$3,000,000 - 4,999,999                                  0.70%                                        1.40%
	

	Over $5,000,000                                            Negotiable                                 Negotiable
	


LEVEL III

INVESTMENT MANAGEMENT

Customized Full Service

	· Portfolio implementation management according to asset class or portfolio parameters through LPL
	· Analysis of existing holdings, including  asset class categorization, sector exposure and risk analysis      

	· Ongoing portfolio monitoring and rebalancing 
	· “Efficient frontier” positioning

	· Performance reporting 
	· Wealth  simulations for cash flow and estate planning
Performance reporting                                                       planning

	· Risk profiling
	· Joint presentation to client (please clarify)

	· Asset allocation 
	· Direct relationship with portfolio manager

	· Integration of existing holdings
	· Proactive tax management

	· Ongoing communication 
	· Retirement planning

	· Comprehensive proposal illustrating tax efficient transition strategies
	· Insurance analysis

	· Quarterly/semi-annual client review
	· Company stock option analysis

	· Educational client workshops 
	· Qualified plan beneficiary planning 

	· College planning 
	

	· 401(k) asset allocation assistance
	

	· Complete financial planning
	


CUSTOMIZED PRIVATE MANAGEMENT FEES

                             On Asset Management Account through Linsco\Private Ledger

Equity and Balanced Accounts

	First $2 million

Next $3 million

Next $5 million

Amount Over $10 million
	2 .00%

1.85%

1.75%

1.50%


Fixed-Income Only Accounts

	First $2 million

Next $3 million

Next $5 million

Amount Over $10 million
	1.00%

0.90%

0.80%

0.75%


FINANCIAL PLANNING FEE SCHEDULE 

     Comprehensive Personal Planning

Client Planning Levels

Based on the Planning Complexity           
Initial Planning
Renewal*

Level 1 – Minimum Fee

   Assets and income less than Level 2
$2,500
50%

Level 2 

   Assets in excess of $500,000
$3,500 
50%

   or income in excess of $80,000
  

 

   or a closely held business owner

Level 3

   Assets in excess of $750,000
$5,000
50%

   or income in excess of $100,000

   or two closely held businesses

Level 4

   Assets in excess of $1,000,000
$7,000
50%

   or income in excess of $120,000

   or three closely held businesses

Level 5

   Assets in excess of $1,500,000
$8,500
50%

   or income in excess of $150,000

   or four closely held businesses 

If the client’s circumstances are unique, the fee may be reduced or increased. This adjustment will be made at the time of the first interview and communicated to the client for approval. The client and any participating financial advisor, such as an attorney, accountant, agent or trust officer, will receive copies of all correspondence, interview notes, planning assumptions and objectives, the comprehensive plan and implementation schedules.

* Renewal Services - To ensure that your financial plan remains current—accurately reflecting changes in personal circumstance, tax laws, investment results and economic conditions—we will, at your request, review, monitor and update your plan on an annual basis.  

Fee Schedule for Trust Services at

The Private Trust Company, N.A.

Personal Trusts:

Revocable, Irrevocable and Agent for the Trustee

Minimum Asset Value………………………………$500,000

First $1MM…………………………………………..
65 bps

Next $2MM…………………………………………..55 bps

Next $2MM…………………………………………..45 bps

Above $5MM………………………………………..
35 bps
Charitable Remainder Trust:

Minimum Asset Value………………………………$200,000

First $1MM…………………………………………..
65 bps

Next $2MM…………………………………………..55 bps

Next $2MM…………………………………………..45 bps

Above $5MM………………………………………..
35 bps

Irrevocable Life Insurance Trusts:

Set-up Fee…………………………………………..
$200

Annual Fee………………………………………….
$900

Fee for Each Additional Policy……………………
No charge if on LPL approved list


$200 if not on LPL approved list

Annual Gift Letter (Crummy Notice) Charge……..
No charge

Termination Fee at Maturity……………………….
50 bps – Waived if funds remain at 


LPL for at least one year
A tax processing and return preparation fee of $375 will be charged annually. All other fees will be charged quarterly in advance. Additional fees may apply for non-standard assets or extraordinary work in terminating a trusteeship. 

Delivering on our commitment to innovative life-long financial solutions.  
What are the primary reasons that investors invest? Consider this question and it is most likely that your goals and objectives align with many others. Here is what the Investment Company Institute reported in 2008:2  
	Characteristics of Mutual Fund Investors: Why do they invest?
(2007)
91 percent are saving for retirement
52 percent hold mutual funds to reduce taxable income
45 percent are saving for emergencies


In addition, the ICI validates important assumptions we have made:

· “Most shareholders with ongoing advisory relationships cite the need for guidance in understanding their total financial picture and allocating their assets across a range of investments.”

· “Many also require explanations of the wide variety of investment options as well as assessments of whether they are saving enough for retirement. For others, making sure their estate is in order is a major reason for the advisory relationship.”
From our discussions and from what you have read in this Schedule of Fees and Services, you know what we provide core services to help clients pursue these essential goals. Then, we go one step further by building on my training in Financial Life Planning and Coaching and partnering with innovators, such as Dr. Louis Barretti. 

How we can help you build secure and sustaining financial relationships.  
As an esteemed psychologist, Dr. Barretti has extensive clinical training and has been in private practice since 1983. He has helped hundreds of couples manage their finances and is an integral part of our putting clients first value proposition. 

We understand the connection between money and emotions and recognize the complexity of financial planning from a psychological perspective. Simply put, your unique experiences with money combined with beliefs learned in our family and society can make discussions of financial decisions stressful for many couples. 
Together, Dr. Barretti and I can help you and your spouse in key ways including the following:   

· Understand how you communicate by taking a Personality DNA Profile
· Determine what financial fulfillment means to you by completing a Financial Satisfaction Survey 

· Apply relationship-building principles to financial-related matters

· Understand how to have clear, anxiety-free communication around the meaning of money 
· Support wealth-building strategies that enhance your “return on life”

· Enrich the way you plan together for your future
Studies prove that healthier relationships correlate to greater happiness and longevity. One of the most compelling findings is from Catherine E. Ross and John Mirowsky’s “Family Relationships, Social Support and Subjective Life Expectancy”:  

“Most of the impact of supportive relationships appears to be a direct result of projected security about the future. Feeling that you have someone who would care for you if sick appears to increase the sense of security about surviving future health crises, thereby increasing one's perceived inventory of the essential property-life itself.”
This aptly expresses a primary reason we are deeply committed to helping couples build on their best investment—their marriage. In partnership with Dr. Barretti, we offer proven ways to enhance a couples’ commitment to each other.
We encourage you to review our menu of options—from a plan that covers the basics to one that encompasses a wide range of offerings and sets the standard for comprehensiveness. Then, let us know how we can customize a plan to the distinct concerns, challenges and goals of you and your spouse.
THE NIRVANA PLAN

· Comprehensive Financial Plan

· Personality DNA Evaluation

· Financial Life Check-Up

· One Year of Coaching with Dr. Barretti & Frank Astorino

· On-Line Access to Financial Life Planning Technology

· On-Line Access to Wealth Vision/Account Aggregation Technology

· Comprehensive Portfolio Review

· Premier Money Management Assessment

· College Planning Navigation Workbook

· “Laugh Your Way through Marriage” (CD)

· Invitation to Future Workshop

PLAN OF BLISS

· Comprehensive Financial Plan

· Four coaching Sessions with Dr. Barretti & Frank Astorino

· Financial Life Check-Up

· On-Line Access to Financial Life Planning Technology

· On-Line Access to Wealth Vision/Account Aggregation Technology

· Comprehensive Portfolio Review

· Premier Money Management Assessment

· College Planning Navigation Workbook

· “Laugh your way through Marriage”

· Invitation to Future Workshop

COACHING 101

· Six Coaching Sessions with Dr. Barretti & Frank Astorino

BASE PLAN

· Personality DNA

· Financial Life Coaching Review

· On-Line Access to Financial Life Planning Technology

· On-Line Access to Wealth Vision/Account Aggregation

· Access to Full Platform of Money Management Resources

NIRVANA PLAN is priced at $7,000.

PLAN OF BLISS is priced at $5,000.

COACHING 101 is priced at $2,500.

BASE PLAN is priced at $1,200.

Taking the next step in helping you meet the future with certainty. 
We recognize that each day you have an opportunity to build your investments—the ones that give your life true meaning—your family, your interests, your charitable concerns and your community. Everyday you can rely on us to take care of the financial ones.

Understanding that the most important investments in your life are about more than money, the establishment of a financial plan and the communication of our Schedule of Fees and Services are critical to your long-term success. This will give you the confidence in our ongoing management so you can focus on the investments that matter most in your life. 
The next step is to ensure that you fully understand what we have presented to you in this document. To this end, we ask you to carefully review this material and share your questions with us immediately.  

It will be a pleasure and a privilege to provide you with answers and support you every step of the way. We look forward to demonstrating our commitment to putting clients first by providing you with guidance beyond expectations, across market cycles and throughout your life. 

1 “Transitioning To Retirement: How Will Boomers Fare?” The Wharton School, University of Pennsylvania, January 2007.

2 2008 Investment Company Fact Book, Investment Company Institute (ICI), www.icifactbook.org
3 “Family Relationships, Social Support and Subjective Life Expectancy”:  Journal of Health and Social Behavior, American Sociological Association, 2002, www.asanet.org
  

