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AN INTRODUCTION
For many attorneys and accountants, the idea of
a referral relationship with a financial professional
seems awkward. That’s because, too often, financial
professionals see nothing but dollar signs when they
seek referrals from a CPA or a lawyer. Recognizing
this unabashed self-interest, many other professionals
resent being thought of as a mere bank of referrals.

We find these qualities in you, and we hope that you
will consider the benefits of this proposed arrangement.
In the pages that follow, we hope to allay many of
your concerns, as well as answer any questions you
may have. And, of course, if you’d like to discuss
this relationship further, please don’t hesitate to
contact us.

Our approach is unusual in this respect. We are
committed to a professional alliance with your firm,
and we are convinced that this relationship can be
mutually rewarding. We are looking to partner with
professionals who have the same standards of
excellence, strength of dedication, and hard-earned
reputation that we have, so both of our clienteles can
benefit from the services we provide.
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EXPECTATIONS AND CONSIDERATIONS
We’d like to pledge ourselves to you.
Let us emphasize that with any referral relationship, it
is our intent to:
••Preserve your integrity as an advisor.
••Allow you to act as the client’s hero.
••Hold all client introduction meetings in your office.
••Give you the chance to thoroughly review any new
strategies in advance of their implementation.

Consider the following:
••Most successful people prefer one-stop shopping.
••Our practice welcomes the opportunity to work
with other professionals, both new and known to
the client.
••Most investors have been plugged into a
preordained investment program. We build
programs tailored to our clients’ particular
financial goals.

••Provide the highest degree of expertise and
professional excellence to your clients.
What would compel you to introduce us to your
best clients? Your fellow colleagues?
Your family and friends?

Quality financial strategies. We can represent a
positive ingredient to any client’s comprehensive
wealth strategy team. In some cases, we become the
team leader and add others to the team as we go
along. In others, we offer our expertise to the already
established lineup. Either way, we strive to provide
custom-made strategies to high-net-worth individuals
and their families.
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OUR IDEAL CLIENT
We seek to work with individuals who are:
••Comfortable with goals, targets, and a commitment
to achieve.
••Financial delegators seeking professional guidance
or asset management.
••Uninterested in reading the latest Do-It-Yourself
Stock Selection book.
••Self-employed or owners of small businesses.
••Recently retired or in need of an IRA/employer
plan rollover.
••Recipients of an unexpected windfall.
••More conceptual than analytical.

We are their ideal financial professional because:

••Planning on investing enough money to be able to
enjoy their retirement.

••We care more about our clients and their assets
than anyone who doesn’t share their last name.

••Realistic about financial goals.

••We prepare an asset allocation for our clients
aimed at achieving the best rate of return given
our clients’ risk tolerance.

••Fun to work with and generally happy.
••Knowledgeable of the markets’ ups and downs.
••Interested in additional wealth accumulation
and preservation.

••We work with our clients’ tax and legal advisors to
help pursue their financial goals.
••We proactively keep in touch with our clients.
••We are honest.
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A MAT TER OF INTEGRIT Y
How can we guarantee that you won’t face any liability
from recommendations that we make? We can’t.
But there are a few things you can control before
evaluating the costs and benefits of any relationship.
••Visit www.finra.org and search for our
professional history as recorded by the agency that
regulates our industry.
••Please feel free to contact people who have worked
with us in the past and get their feedback. We’ve
provided a list of names and numbers for you.

How are we compensated?

As Investment Adviser Representatives (IARs) of
Commonwealth Financial Network®, Member
FINRA/SIPC, a privately owned, national independent
broker/dealer and Registered Investment Adviser
(RIA) founded in 1979, we earn money in three
primary areas, but are not limited to:
••An hourly rate for providing consulting services
••Fee-based business
••Insurance products

SHARING THE WEALTH
A partnership with our firm will be solidified by
monetary compensation for any referrals you provide
to us. If a client whom you refer either sets up a
consultation meeting with me or hires me as his or
her financial professional, I will compensate you with
a percentage of the consulting or advisory fee I receive.
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CONCLUSION
We feel that our skills and services accommodate a
solid class of clients. We also understand that certain
styles fit certain personalities. In the field of financial
services, it is beneficial to work with an outfit that is
dynamic, growing, and attractive to the marketplace.
We fit this mold: we are proactive in servicing clients,
leading-edge in technology, and highly effective and
thorough in our operations. Additionally, if you are

interested in sharing compensation within one of
our fee-based programs, we have the infrastructure
to get you registered with our RIA (Commonwealth
Financial Network).
 e welcome the prospect of working with you. If you
W
are interested in formalizing an alliance with us, please
contact us.

A Winning Partnership for You and Your Client

Commonwealth

CAP

Advisor

Professional
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COMMONWEALTH ALLIANCE PROGRAM (CAP)
Executive summary

Advisory fee components

The Commonwealth Alliance Program (CAP)
is a turnkey program designed to allow outside
professionals, including attorneys, accountants,
and other client centers of influence, to share a
percentage of the fee-based compensation with IARs
of Commonwealth.

Fee-sharing structures are negotiated by Commonwealth
advisors and the APs. The AP will receive compensation
at the same time as the IAR of Commonwealth. Any
12b-1 fees will not be paid out to APs, as they are
considered a commission.

Licensing components

Commonwealth pays the APs directly and does
not pass the compensation through the IAR, as is
common with most other programs. Commonwealth
can also ACH or mail the advisory fee payments and
will send APs an itemized list of client accounts.

FINRA regulations prohibit splitting or sharing
commissions with unregistered individuals but do
allow sharing arrangements for advisory fees. In some
cases, the associated professionals (APs) may be required
to obtain FINRA registrations and register as IARs of
Commonwealth’s RIA. (See full CAP Kit for licensing
details.) IARs who share advisory fees with APs do not
need to obtain a FINRA Principal registration.

Affiliation benefits

Commonwealth Financial Network does not provide
legal or tax advice.

Program components

Shared advisory fees resulting from investments in
Commonwealth’s Preferred Portfolio Services® (PPS)
Custom and Direct programs, as well as our Wealth
Management Consulting program are available. APs
may not provide financial advice, nor will they have
the ability to trade on the accounts.
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CAP SUMMARY AND CHECKLIST
CAP is a turnkey program designed to allow outside
professionals (i.e., APs), including attorneys, accountants,
and other client centers of influence, to share a
percentage of fee-based compensation with IARs
of Commonwealth.
The following are requirements for APs:
••You must ensure that there are no restrictions
or prohibitions against receiving fees by any
associations or regulatory bodies that oversee your
professional conduct.

••Forward your test results to Commonwealth’s
Licensing department as soon as possible once
you’ve passed the exam. Commonwealth will
forward your results to the state along with the
other registration documents and the registration
fee for processing. Commonwealth will also notify
you when your registration becomes effective,
usually within two to four weeks.
You will only need to be registered in the state from
which you operate your referral business, even though
you may refer a person who resides outside that state.

••You may have to take one or more qualifying
examinations as part of the registration process if
the state requires registration as an IAR. (If you
have a professional designation, you may be exempt
from taking an examination in some states.)

••You must provide the Commonwealth IAR with
the name and address, in writing, of any potential
clients you have referred.

••Please note: If you are a licensed attorney in the
states of Kentucky, Maryland, New York, Ohio, or
Vermont, you may not be permitted to participate
in CAP due to restrictions imposed by your state
bar association. Please call Commonwealth’s
Licensing department at 800.251.0080, x9994, for
additional information.

••You must notify Commonwealth in writing should
you receive any compensation directly from the
Commonwealth IAR.

If you need to take an exam other than the FINRA
Series 63, 65, or 66, complete and submit the Sample
State Sponsor Request letter to your state agency.
In addition:
••Complete Form U10 for your state’s
securities administrator.
••Complete Form U4 if required by your state.
S end in all the documents mentioned above, along
with a check made payable to Commonwealth
Financial Network, to Commonwealth’s Licensing
department. Commonwealth’s Licensing department will
contact you to inform you that the 120-day window
for your test is open and will refer you to the list of
Proctor Testing Centers.

••You must ensure that clients are residents in
jurisdictions listed on the list of states in which
services may be marketed.

••You must affirm and state that you have not been
(a) the subject of an SEC order issued under
section 203(f) under the Investment Advisers Act
of 1940 (i.e., the 1940 ACT); (b) convicted within
the previous 10 years of felony or misdemeanor
involving conduct described in sections 203(e)(2)
(A)-(D) of the 1940 ACT; (c) found by the SEC
to have engaged, or been convicted of engaging, in
any of the conduct specified in paragraphs (1), (5),
or (6) of section 203(e) of the 1940 ACT.
••You must provide clients with a copy of
Commonwealth’s Form ADV Part 2A, as
well as obtain a signed Disclosure Statement
Acknowledgment from those clients.

••Contact the Proctor Testing Center to set up a
date for your test.
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C AP SUMMARY AND CHECKLIST continued

Ins and Outs of Being an AP
You can

••Receive compensation for referrals to a
Commonwealth IAR if those referrals start a
relationship with the advisor and the advisor
receives fees as compensation for that relationship.
••Receive compensation for business transacted after
all necessary registrations or exams have
been completed.
••Negotiate your fee-sharing structure with the
Commonwealth IAR.
••Share fees for participation in Commonwealth’s
PPS program.
••Contact clients whom you believe to be
appropriate for the Commonwealth IAR as long
as you remain within your fiduciary obligations to
your clients.
••Recommend that your clients entertain proposals
for investment advisory services from the
Commonwealth IAR.

You cannot

••Receive compensation for referring a client for
whom you serve as either trustee, co-trustee,
attorney-in-fact, guardian, or conservator.
••Receive any compensation until Commonwealth
receives the signed Disclosure Statement
Acknowledgment form.
••Act on behalf of or bind the IAR or Commonwealth
except in accordance with this agreement.
••Accept any payment or compensation directly from
the IAR. (Commonwealth will pay you directly.)
••Be a fiduciary, a trustee, or an administrator with
respect to any prospect that is a retirement plan.
••Provide investment advice, create financial plans,
or make securities recommendations.
••Be or act in the capacity of a co-advisor to any
prospective account.
••Be compensated for commission business,
including for insurance products.
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W E A LT H MA N AG E M E N T SECOND OPINION SERVIC E
Exclusively for friends, family and associates of our valued clients

In this challenging economy, you probably know
a friend, family member or colleague who may be
in a complex situation or just unhappy with the
advice from their financial advisor—it’s not
uncommon. Recent studies have shown that over
80% of high net worth investors would value a
second opinion. And according to a recent study
by Vanguard*, financial advisors can add about
3% of value in net portfolio returns over time.

In order to help the people you care about pursue
their financial goals, we have created our
complimentary Second Opinion Service. We’re pleased
to offer your friends, family and associates some of
the same expertise and guidance that you’ve come to
expect as a valued client of The Bridgeway Group.
Wealth Management

Investment consulting
• Asset allocation
• Portfolio Management
• Manager due diligence
• Risk Evaluation
• Performance Analysis

Advanced planning
•Wealth enhancement, including cash flow, tax
minimization and liability management
• Wealth transfer
• Wealth protection
• Charitable giving

Relationship management
• Regularly scheduled calls, reviews and
in-person meetings
•Team of experts, including legal, tax, insurance
and investment advisors

Working with a team that redefines
wealth management

Ask ten investors to define wealth management.
Actually, ask ten “wealth managers” to do so. You’ll
almost definitely get ten different answers, and most
are likely to be heavily focused on investing. As a
client of The Bridgeway Group, however, you
benefit from a cutting-edge team that has a clear and
comprehensive vision of wealth management.
Our consultative process
We approach each new engagement with a timetested, collaborative process. This allows us to have
an open dialogue in which we learn about your values
and goals while working with you to tailor a plan
to help meet them. As a valued client, you can offer
a portion of our services, complimentary, to your
friends, family and associates.
What to expect from the Second Opinion Service
We will meet with your friends, family and associates
for a discovery meeting and then invite them back for
a wealth management plan meeting. Hopefully, we
can confirm they’re on track to meet their values and
goals. If needed, we’ll suggest ways in which we can
help, including recommending someone else if we’re
not a good fit for their needs.
Either way, they’ll receive both a Total Client Profile
and personalized analysis of their current situation.
Second Opinion Service

Step 1

Step 2

Discovery
Meeting

Wealth
Management Plan
Meeting

Let us help those you care about. Contact us today

*Putting a value on your value: Quantifying
Vanguard Advisor’s Alpha, Vanguard Research,
March 2014.
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