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Item 1 – Cover Page 

 

8971 W 350 N 
PO Box 44 
Orland, IN 46776 
260-829-6319 
www.integrityplanner.com 
 

February 22, 2012 
This Brochure provides information about the qualifications and business practices of 
Integrity Financial Planning. If you have any questions about the contents of this Brochure, 
please contact us at 260-829-6319. 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. 

Integrity Financial Planning is a registered investment advisor in the state of Indiana. 
Registration of an Investment Advisor does not imply any level of skill or training. The oral 
and written communications of an Advisor provide you with information about which you 
determine to hire or retain an Advisor.  

Additional information about Integrity Financial Planning is also available via the SEC’s 
web site www.adviserinfo.sec.gov. The SEC’s web site also provides information about any 
persons affiliated with Integrity Financial Planning who are registered, or are required to 
be registered, as investment advisor representatives of Integrity Financial Planning. 
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Item 2 – Material Changes 
 
This Brochure, dated February 22, 2012, is materially different and contains certain new 
information that our previous brochure did not include. The following are material changes 
since Integrity Financial Planning’s (IFP) last brochure update on October 11, 2010: 
 
Item 4—Advisory Business: a more detailed description of the three primary advisor 
services offered by IFP. 
 
Item 5—Fees and Compensation: IFP’s hourly consulting rate is now a maximum of $150 
per hour. IFP’s asset management fees are now: 
 

Assets Under Management    Annual Fee Rate 
First $1 Million     0.80% 
Over $1 Million     0.50% 

 
Item 8—Methods of Analysis, Investment Strategies and Risk of Loss: a much more detailed 
explanation of IFP’s investment strategies, general investing risks, and risks of various 
specific securities.  

Item 12—Brokerage Practices: IFP now works strictly with Shareholders Service Group as 
custodian for client accounts.  

Item 16—Investment Discretion: to more efficiently manage client money, IFP now 
requires clients to grant IFP discretionary trading authority. 

 

In the past we have offered or delivered information about our qualifications and business 
practices to clients on at least an annual basis.  Pursuant to SEC Rules, we will ensure that 
you receive a summary of any materials changes to this and subsequent Brochures within 
120 days of the close of our business’ fiscal year.  We may further provide other ongoing 
disclosure information about material changes as necessary.   

We will further provide you with a new Brochure as necessary based on changes or new 
information, at any time, without charge. Currently, our Brochure may be requested by 
contacting Michael L. Wilson, Owner at 260-829-6319 or info@integrityplanner.com.  Our 
Brochure is also available on our web site, www.integrityplanner.com, also free of charge. 
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Item 4 – Advisory Business 
Integrity Financial Planning (IFP) is an investment advisor that provides comprehensive 
financial planning, specific issue analysis, and investment management advice to 
individuals and small businesses. This advice can include cash management, insurance 
analysis, investment management services, tax planning, retirement planning (for 
employees and employers/business owners), and/or estate planning. 

IFP specializes in maximizing retirement readiness for clients age 50 and older who are 
nearing, transitioning into, or in retirement. Retirement readiness includes holistic 
planning for health, wealth and happiness. 

IFP is strictly a fee-only financial planning and investment management firm. IFP financial 
planning services do not include preparation of any kind of income tax, gift or estate tax 
returns or preparation of any legal documents, including wills or trusts. 

IFP does not sell annuities, insurance, stocks, bonds, mutual funds, limited partnerships, or 
other commissioned products, nor is IFP affiliated with any entities that sell financial 
products or securities. No commissions in any form are accepted. No finder’s fees are 
accepted.  

Specific Advisory Services 

 Comprehensive Financial Planning 

As a financial planning firm, IFP’s role is to find ways to help clients understand their 
overall financial situation and help them set financial objectives. Comprehensive financial 
planning includes the gathering of complete financial information regarding the client's 
current and historical status in the areas of net worth, income, expenses, taxes, 
investments, retirement plans, life insurance, health and medical insurance, business 
arrangements and divorce agreements, as well as future goals and objectives. A 
personalized plan is then developed including specific recommendations in all applicable 
areas.  
 
 Specific Issue Consulting 

On more than an occasional basis, IFP furnishes advice to clients on matters not involving 
securities, such as financial planning matters, taxation issues, and other services. This 
service may consist, for example, of performing the financial planning services listed above 
but limited in scope to only those areas of the client's financial situation designated by the 
client, such as retirement planning or estate planning. The scope of the areas to be included 



 

2 

 

and the nature and extent of the service to be provided will be determined and agreed 
upon by the client and IFP in advance. 

 Investment Management Services 

IFP provides asset management and monitoring services separate from the financial 
planning services listed above. We provide our clients with investment management 
services with respect to their investment accounts (“client accounts”). We manage accounts 
on a discretionary basis, which means our clients give us the authority to buy and sell 
securities for their accounts in our discretion (“discretionary authority”). We do not 
provide services on a non-discretionary basis. IFP has the ongoing responsibility to select 
and make recommendations, based upon the objectives of the client, as to specific 
securities or other investments that we purchase or sell in client accounts. 

IFP specializes in managing low-cost, well-balanced and globally-diversified client 
accounts. We use stock and bond mutual funds and ETFs (exchange-traded funds) known 
as index funds or funds that have similar characteristics as index funds. Index funds are 
mutual funds or ETFs that aim to achieve the same return as a particular market index or 
asset class. Each model portfolio will be widely diversified by using a variety of investment 
vehicles of differing asset classes. The accounts will pay a proportional share of the 
investment vehicle's internal expenses, in addition to IFP’s management fee. 
 
Client accounts may include investments not directly managed by IFP (indirect 
management). For example, a client may have a 401(k) account through an employer. 
Assets in the 401(k) account are typically under the control of the employer (which selects 
an investment custodian, such as a mutual fund company). Though not managed directly by 
IFP, these assets are typically included in a client’s overall portfolio strategy for 
management and billing purposes, to provide the client with a holistic investment 
management process. 
 
Every investment management engagement involves: 
 

• Education and ongoing communication regarding investment concepts, philosophy 
and the advisor's strategy.  

• Development of asset allocation targets, portfolio selection, and a rebalancing plan.  
• Intense focus on what clients can control in the here and now, such as their asset 

allocation, rebalancing plans, contributions, savings rates, withdrawals, etc., to lead 
to a better probability of reaching client goals. IFP believes the future is 
unknowable, therefore very little emphasis is placed on estimating future rates of 
returns, economic forecasts, changes in public policies such as income tax rates, etc. 
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Rather than project or speculate about the future, IFP plans for potential 
uncertainties by managing client-controllable variables today. 

 
Restrictions 
 
IFP manages client investment accounts on an individual basis based on each client’s 
individual circumstances and general financial situation. Investment decisions for clients 
are made based on information the client supplies about their financial situation, goals, 
return objectives and risk capacity. IFP recommendations may be limited if the client does 
not provide them with accurate and complete information. It is the client’s responsibility to 
keep IFP informed of any changes to their financial situation, investment objectives or 
restrictions. Clients may call the office at any time during normal business hours to discuss 
directly with the advisor the client's account, financial situation, or investment needs. 
 
Clients may also request other restrictions on the account, such as when a client needs to 
keep a minimum level of cash in the account or does not want IFP to buy or sell certain 
specific securities or security types in the account. IFP reserves the right to not accept 
and/or to terminate management of a client’s account if we feel that the client-imposed 
restrictions would limit or prevent us from meeting or maintaining the client’s investment 
strategy. 
 
IFP may offer investment advice on any investment held by the client at the start of the 
advisory relationship. We may also occasionally offer advice regarding additional types of 
investments, if appropriate, to address the individual needs, goals, and objectives of the 
client or in response to client inquiry. We describe the material investment risks for types 
of securities that we recommend (below) under the heading Item 8 Methods of Analysis, 
Investment Strategies and Risk of Loss. 
 
Limitation on Individual Securities 
We do not invest in individual equity securities, except for exchange traded funds (ETFs) 
that trade during the day like individual securities. We will only transact in individual 
equities when selling existing holdings of new client accounts. We typically do not conduct 
individual fixed income securities transactions except when liquidating existing positions 
in new client accounts. 
 
Limitations on Mutual Funds 
IFP generally limits recommendations of open-end mutual funds to no-load funds. Some of 
the mutual funds we purchase may be institutional funds that are not ordinarily available 
to the general public. 
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Limitation by Custodian 
All clients establish accounts with Shareholders Service Group (“SSG”), registered 
broker-dealer, Member FINRA/SIPC. SSG is the custodian of all client accounts. IFP is 
limited to the securities transactions available through SSG. 
 
Wrap Fee Programs 
IFP does not manage client accounts as part of a wrap or bundled fee program. 
 
Termination 
A client may terminate any of the aforementioned agreements at any time by notifying IFP 
in writing and paying the fee for the time spent on the engagement prior to notification of 
termination. IFP may terminate any of the aforementioned agreements at any time by 
notifying the client in writing. 

Item 5 – Fees and Compensation 
 

Fee Schedule 
 
 Comprehensive Financial Planning and Consulting Services 

The fee for comprehensive financial planning services will be determined by IFP and 
agreed upon by the client in advance. The client will be asked to pay half of the agreed-
upon fee in advance and the balance at the completion of the initial planning service. The 
amount of the fee will be a factor of the complexity of the client's need, subject to a 
minimum of $2,500 for comprehensive financial planning (as described above); annual 
updates are typically subject to a minimum fee of $1,250. On occasion, the stated fees may 
be negotiated lower. The fee for this service will be set by IFP, discussed with the client, 
and agreed upon by both prior to any commitment by the client. Financial planning 
services terminate upon presentation of the written financial plan. 
 
The services of IFP may also be used on an hourly consultation basis regarding a specific, 
specialized analysis of a particular aspect of the client's financial situation, without 
engaging in any of the comprehensive financial planning arrangements described earlier. 
Consultations may be a one-time event or involve multiple meetings, as you ultimately 
determine. This arrangement will be billed on an hourly basis at the rate of $150 per hour. 
Prior to beginning any services, IFP will provide you with a written estimate of the time 
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needed to complete the requested services. You are charged the actual time used, whether 
over or under the written estimate given. 
 
 Investment Management Services 

For our investment management services, we charge fees based on a percentage of the 
client’s total assets under management (direct and indirect), according to the following fee 
schedule: 
 

Assets Under Management    Annual Fee Rate 
First $1 Million     0.80% 
Over $1 Million     0.50% 

 
The minimum quarterly fee is $300 ($1,200 annually). At our sole discretion, fees may be 
negotiable based on a client’s individual circumstances. 
 

Billing Method 
 
 Comprehensive Financial Planning and Consulting Services 

The fee for comprehensive financial planning services will be determined by IFP and 
agreed upon by the client in advance. The client will be asked to pay half of the agreed-
upon fee in advance and the balance at the completion of the initial planning service. 
 
For hourly consultation services, the client will pay the total fee due at the completion of 
the consulting process. 
 
 Investment Management Services 

Fees are generally payable at the end of each month or can be billed quarterly for the prior 
quarter; quarterly billings are based on the average of the three month-end account values 
for that quarter. Clients may terminate the advisory relationship at any point in time upon 
written notice. Fees will be prorated to the date of termination. For investment 
management fee calculation purposes, a calendar quarter is a period beginning on the first 
day of the month during a new calendar quarter (January, April, July and October) and 
ending on the last day of the month of a calendar quarter (March, June, September and 
December). A day is any calendar day including weekends and holidays. 
 
IFP will aggregate client accounts that have family or business relationships with each 
other for purposes of calculating the investment management fees. For purposes of 
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calculating fees, a "Client Relationship" means an individual and: (a) his or her spouse or 
domestic partner; (b) his or her minor children; (c) a business or non-profit entity over 
which the individual and/or other person defined in (a) above exercises exclusive control; 
and (d) trust as to which the individual and/or other person defined in (a) above is the sole 
trustee. IFP reserves the right to limit this Client Relationship account aggregation policy 
where the circumstances, in our sole discretion, warrant. 
 
The specific manner in which fees are charged by Integrity Financial Planning (IFP) is 
established in a client’s written agreement with IFP. IFP will generally bill its fees in arrears 
on a monthly or quarterly basis. Clients may elect to be billed directly for fees or to 
authorize IFP to directly debit fees from client accounts for their convenience. Management 
fees shall be prorated for each capital contribution and withdrawal made during the 
applicable calendar quarter (with the exception of de minimis contributions and 
withdrawals). Accounts initiated or terminated during a calendar quarter will be charged a 
prorated fee.  Upon termination of any account, any prepaid, unearned fees will be 
promptly refunded, and any earned, unpaid fees will be due and payable.  

 Other Fees and Expenses 

IFP’s fees are exclusive of brokerage commissions, transaction fees, and other related costs 
and expenses which shall be incurred by the client. Clients may incur certain charges 
imposed by custodians, brokers, third party investment and other third parties such as fees 
charged by managers, custodial fees, deferred sales charges, odd-lot differentials, transfer 
taxes, wire transfer and electronic fund fees, and other fees and taxes on brokerage 
accounts and securities transactions. Mutual funds and exchange traded funds also charge 
internal management fees, which are disclosed in a fund’s prospectus. Such charges, fees 
and commissions are exclusive of and in addition to IFP’s fee, and IFP shall not receive any 
portion of these commissions, fees, and costs. 
 
Item 12 (below) further describes the factors that IFP considers in selecting or 
recommending broker-dealers for client transactions and determining the reasonableness 
of their compensation (e.g., commissions). 

Item 6 – Performance-Based Fees and Side-By-Side Management 
Integrity Financial Planning does not charge any performance-based fees (fees based on a 
share of capital gains on or capital appreciation of the assets of a client). IFP does not use a 
performance-based fee structure because of the potential conflict of interest. Performance-
based compensation may create an incentive for the advisor to recommend an investment 
that may carry a higher degree of risk to the client. As described above, IFP provides its 
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services for a fixed fee, hourly charges and/or based upon a percentage of assets under 
management. 

Item 7 – Types of Clients 
Integrity Financial Planning provides investment management and financial planning 
services to individuals, high net worth individuals, charitable institutions, foundations, 
endowments, small businesses and corporations. 

IFP does not impose a minimum dollar value of assets for starting or maintaining an 
account; the firm wishes to preserve its ability to work with a diversity of people. The most 
important criteria for our firm is whether our services and philosophy represent a good fit 
for a prospective client. We do observe minimum hourly/annual fees as described earlier. 
Clients with portfolios under $150,000 seeking investment management services may find 
it more cost effective to use IFP’s consulting services and implement the investment advice 
themselves. Exceptions to minimum fee arrangements may be made for immediate family 
members and pro bono clients.  
 
As a service to our clients, we offer each child and grandchild a complementary counseling 
session upon graduation from college or otherwise in which we familiarize them with basic 
financial concepts, the dangers of debt, and the virtues of saving and investing. 

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

Investment Strategies 
Integrity Financial Planning generally uses diversification in an effort to optimize the risk 
and potential return of a portfolio. More specifically, we may utilize multiple asset classes, 
investment styles, market capitalizations, sectors, and regions to provide diversification. 
IFP’s general investment strategy is to seek a total return proportionate with the level of 
risk the client needs to take. 
 
While anyone can recognize historical patterns that seem to indicate a strong period for a 
particular asset class or sector, the length and intensity of these cyclical patterns are not 
predictable. Rather than speculate about an unknowable future, it is important to maintain 
a broad representation in many asset classes at a given time. Historical data indicates that 
diversification into certain sectors such as small cap, value, emerging markets, real estate, 
etc., can provide higher return for a level of risk. However, a client must be aware that a 
broadly diversified portfolio will look and perform differently than the S&P 500 Index, for 
instance. 
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Diversification, with its emphasis on variety, allows clients to better manage risk by 
tapping into the potential strength of sub-asset classes which may perform better in some 
periods of time than in others. For example, there are times when small cap stocks outpace 
larger, more stable companies and vice versa. Similarly there are times when interest-rate 
sensitive government bonds outperform credit-risk sensitive bonds, and vice versa.  
 
By including many different asset classes in a portfolio, clients reduce the risk of major 
losses that can result from over-emphasizing a single asset class, no matter how positive 
the returns may seem. Asset allocation is thus a coordinated portfolio strategy where the 
risk and return characteristics of the whole portfolio are more important than the 
individual investments. When IFP chooses new investments, it is with an eye to what a 
portfolio already owns and how a new investment helps to achieve better balance. By 
combining volatile as well as stable-price investments in a single portfolio, the goal is to 
produce more return for a given level of risk, or less risk for a given level of return. 
 
IFP’s fundamental belief is that the future is not predictable, but nonetheless IFP believes 
clients can prepare for and manage its uncertainties. IFP’s approach to investing focuses on 
controlling those variables of risk and return that are knowable and controllable in the 
here and now:  
 

• Staying power – a proper financial foundation to support a patient, businesslike 
mindset;  

• Asset allocation – by adopting a suitable mix of low risk and high risk investments;  
• Diversification – by spreading money broadly over and within many asset classes 

and refusing to chase performance;  
• Expenses – by buying low-cost mutual fund shares and ETFs;  
• Taxes and Trading costs – by trading infrequently and cheaply; and 
• Active management risk – by purchasing index funds and ETFs that provide 

consistent, pure exposure to carefully balanced asset classes. 
 
The benefit derived from IFP’s diversified approach is not only financial but also 
psychological. A diversified investment process instills contrarian habits—a healthy 
wariness about following the crowd and getting caught up in the whims and moods of the 
market, which we believe is one of the biggest risks facing investors. When clients invest 
only within their financial and emotional capacity to accept risk, they gain a basic 
advantage over market participants who do not. This includes many forecasters on Wall 
Street who act (and speak!) as though they have a crystal ball, and constantly follow the 
markets’ moods from unsustainable optimism to unjustified fear. The consequences of this 
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endless cycle of “investors zigging when the markets are zagging,” as Warren Buffett 
described it, are reflected in the annual studies conducted by Dalbar, a financial research 
firm that looks at how mutual fund investors’ behavior affects the returns they actually 
earn. Typically over any 20-year period, stock and bond investors will earn maybe 1/5th to 
1/3rd of what the respective benchmarks earned. 
 
In sum, IFP believes in the benefits of diversification (such as asset allocation, asset 
location—taxable and tax-deferred accounts—and time diversification, among other forms 
of diversification). While diversification can help to lower a portfolio’s overall volatility 
(significant price changes), investing in securities always involves a risk of loss that clients 
should be prepared to bear. IFP therefore attempts to balance reasonable levels of risk with 
reasonable levels of return to generate the capital necessary to meet client goals. Individual 
client risk capacity is also an important factor in the investment planning process. 
 
 Investment Portfolios 

 
IFP offers different model investment portfolios for managing client accounts. Based on the 
client’s personal situation, we will recommend managing the client’s accounts in 
accordance with one or multiple portfolios. 
 
The investment strategy for a specific client is based upon the objectives stated by the 
client during consultations, which typically outline the client’s general financial situation, 
investment objectives, liquidity needs, time horizon, return objective, and risk capacity, as 
well as any special considerations and/or restrictions the client chooses to place on the 
management of the client accounts. We will then make model investment strategy 
recommendations that are consistent with the client’s investment objectives. Each client 
needs to communicate their objectives and their desired investment strategy to IFP. 
 
Client accounts with similar investment objectives and asset allocation goals may own the 
same or different securities. Tax factors also influence IFP’s investment decisions. Clients 
who buy or sell securities on the same day may receive different prices based on the timing 
of the transactions during open market hours. 
 
Each model portfolio will maintain a target asset allocation. Generally, we review client 
accounts at least monthly to evaluate the extent to which the actual allocation matches the 
target allocation. When we consider the variance excessive, based on an upper-and 
lower-limit band that is subject to change at the discretion of IFP, we will take appropriate 
actions (by buying or selling securities) to bring the actual allocation within acceptable 
range of the target allocation. We refer to this process as "rebalancing."  
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The process of rebalancing offers a systematic process to buy or sell securities when 
investment categories (asset classes) vary from the target allocation. The portfolio is 
rebalanced systematically to maintain the target asset allocations and risk exposure. 
Rebalancing is critical because it keeps the proportion of stocks and bonds in line with the 
target policy and forces clients to sell some securities when prices are high, and buy others 
when price are low. IFP believes this approach increases return and reduces risk over the 
long run. The rebalancing process takes discipline because it often means selling an asset 
class that is in favor and purchasing one that is not popular at the moment.  
 

Methods of Analysis for Selecting Securities 
Integrity Financial Planning may use fundamental, technical, economic & cyclical analysis 
to evaluate securities and develop a holistic investment strategy. The main sources of 
information include financial newspapers and magazines, presentations by management, 
research materials prepared by others, corporate rating services, annual reports, 
prospectuses, filings with the Securities and Exchange Commission and company press 
releases. Other sources of information that IFP may use include Morningstar Principia 
mutual fund information and the internet. There can be no assurance that any such 
strategy or analysis will prove profitable or successful. 
 

Risk of Loss Considerations 
Prior to entering into an Investment Management Agreement with Integrity Financial 
Planning, each client should carefully consider that: 
 

1. investing in securities involves risk of loss, which clients should be prepared to bear; 
2. securities markets experience varying degrees of volatility; 
3. over time, the client’s assets may fluctuate and at any time be worth more or less 
than the amount invested; and 
4. client’s should only commit assets that are long-term in nature. This is typically a 
minimum of a ten-year time horizon; and, 
5. there can be no guarantee that an asset allocation strategy will meet its investment 
objectives or that it will not suffer losses. 

 
IFP relies heavily on an asset allocation strategy which seeks broad diversification by 
owning many different types of assets with different risk and return characteristics. The 
emphasis is on how assets mix together in a portfolio, and the risk and return of the overall 
portfolio, rather than on the risk of the specific securities in the portfolio. Clients should be 
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aware that some of those individual assets will easily entail more risk than the portfolio as 
a whole. 
 
Obviously all investment programs have certain risks that are borne by the investor. Our 
investment approach constantly keeps the risk of loss in mind. Investors may face the 
following investment risks: 
 

• Interest-rate Risk: Fluctuations in interest rates may cause investment prices to 
fluctuate. For example, when interest rates rise, yields on existing bonds become 
less attractive, causing their market values to decline. 
 

• Market Risk: The price of a security, bond or mutual fund may drop in reaction to 
tangible and intangible events and conditions. This type of risk is caused by external 
factors independent of a security’s particular underlying circumstances. For 
example, political, economic and social conditions my trigger market events. 
 

• Inflation Risk: When any degree of inflation is present, a dollar today will buy more 
than a dollar next year, because purchasing power is eroding at the rate of inflation. 
 

• Currency Risk: Non-domestic investments are subject to fluctuations in the value of 
the dollar against the currency of the investment’s originating country. This is also 
commonly referred to as exchange rate risk. 
 

• Reinvestment Risk: That is the risk that future proceeds from investments may have 
to be reinvested at a potentially lower rate of return (i.e. interest rate). This 
primarily relates to fixed income securities. 
 

• Business Risk: These risks are associated with a particular industry or a particular 
company within an industry. For example, oil-drilling companies depend on finding 
oil and then refining it, a lengthy process, before they can generate a profit. They 
carry a higher risk of profitability than an electric utility company, which generates 
its income from a steady stream of customers who buy electricity no matter what 
the economic environment is like. 
 

• Liquidity Risk: Liquidity is the ability to readily convert an investment into cash. 
Generally, assets are more liquid if many traders are interested in a standardized 
product. For example, Treasury Bills are highly liquid, while real estate properties 
are not. 
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• Financial Risk: Excessive borrowing to finance a business’ operations increases the 

risk to profitability, because the company must meet the terms of its obligations in 
good times and bad. During periods of financial stress, the inability to meet loan 
obligations may result in bankruptcy and/or a declining market value. 
 

• Asset-Allocation/Optimization/Monte Carlo Simulation Estimation Error Risks: 
Quantitative asset allocation tools provide recommendations for optimal diversified 
portfolio mix as well as estimates of ranges of expected risk and return. Monte Carlo 
simulations attempt to show the ranges of potential outcomes associated with 
various retirement investments and planning approaches. Estimates for portfolio 
risk and return are based on historical market risk and return data or on 
adjustments to this data involving forecasts about future returns. Past performance 
is not a guarantee of future return or risk levels. Forecasts about future returns are 
not dependable. Poorly selected data and assumptions may result in large 
distortions in recommended asset allocation and in projected estimates for risk and 
return. Diversification relies on assumptions about correlation patterns between 
asset classes, e.g. stocks, bonds, foreign real estate, commodities, etc. These 
correlations change over time and will affect portfolio risk and volatility compared 
to historical data. 

 
General Risks of Owning Securities 
The prices of securities held in client accounts and the income they generate may decline in 
response to certain events taking place around the world. These include events directly 
involving the issuers of securities held as underlying assets of mutual funds and ETFs in a 
client’s account, conditions affecting the general economy, and overall market changes. 
Other contributing factors include local, regional, or global political, social, or economic 
instability and governmental or governmental agency responses to economic conditions. 
Finally, currency, interest rate, and commodity price fluctuations may also affect security 
prices and income. For additional risk information please see appropriate mutual fund and 
ETF prospectuses. 
 
Specific Risks of Securities 
ETF and Mutual Fund Risk: ETF and mutual fund investments bear additional expenses 
based on a pro-rata share of operating expenses, including potential duplication of 
management fees. The risk of owning an ETF or mutual fund generally reflects the risks of 
owning the underlying securities held by the ETF or mutual fund. Clients also incur 
brokerage costs when purchasing ETFs. An investment in a mutual fund or ETF involves 
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risk, including the loss of principal. Mutual funds and ETFs are subject to secondary market 
trading risks.  
 
Shares of mutual funds and ETFs will be listed for trading on an exchange, however, there 
can be no guarantee that an active trading market for such shares will develop or continue. 
There can be no guarantee that a mutual funds’ and ETFs’ exchange listing or ability to 
trade its shares will continue or remain unchanged. Shares of the mutual fund or ETF may 
trade on an exchange at prices at, above or below their most recent net asset valuation 
(NAV), which is the price that an investor would buy or sell the mutual fund or ETF at. The 
per share NAV of a mutual fund is calculated at the end of each business day and fluctuates 
with changes in the market value of the mutual fund’s holdings. The trading prices of a 
mutual fund’s or ETF’s shares may differ significantly from NAV during periods of market 
volatility, which may, among other factors, lead to the mutual fund’s or ETF’s shares 
trading at a premium or discount to NAV. 
 
Exchange Traded Funds (ETFs) 
An ETF is a type of investment company (usually, an open-end fund or unit investment 
trust) containing a basket of stocks or bonds that usually tracks a specific index or sector. 
An ETF is similar to an index fund in that it will primarily invest in securities of companies 
that are included in a selected market index or that fall into a particular sector. Unlike 
traditional mutual funds, which can only be redeemed at the end of a trading day, ETFs 
trade throughout the day on an exchange. Like stock and bond mutual funds, the prices of 
the underlying securities and the overall market may affect ETF prices. Similarly, factors 
affecting a particular industry segment may affect ETF prices that track specific sectors. An 
investment in an ETF could lose money over short or even long periods. You should expect 
the ETFs share price and total return to fluctuate within a wide range, like the fluctuations 
of the overall stock market. 
 
Mutual Funds (Open-end Investment Company) 
A mutual fund is a company that pools money from many investors and invests the money 
in stocks, bonds, short-term money-market instruments, other securities or assets, or some 
combination of these investments. The portfolio of the fund consists of the combined 
holdings it owns. Each share represents an investor’s proportionate ownership of the 
fund’s holdings and the income those holdings generate. The price that investors pay for 
mutual fund shares is the fund’s per share net asset value (NAV) plus any shareholder fees 
that the fund imposes. An investment in a mutual fund could lose money over short or even 
long periods. You should expect the fund’s share price and total return to fluctuate within a 
wide range, like the fluctuations of the overall stock market. 
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Different Types of Funds 
When it comes to investing in mutual funds and ETFs, investors have literally thousands of 
choices. Most mutual funds and ETFs fall into one of three main categories: money market 
funds, bond funds (also called “fixed income” funds), and stock funds (also called “equity” 
funds). Each type has different features and different risks and rewards. Generally, the 
higher the potential return, the higher the risk of loss. 
 
Bond Funds 
Bond funds generally have higher risks than money market funds, largely because they 
typically pursue strategies aimed at producing higher yields. Unlike money market funds, 
the SEC’s rules do not restrict bond funds to high quality or short-term investments. 
Because there are many different types of bonds, bond funds can vary dramatically in their 
risks and rewards. 
 
Some of the risks associated with bond funds include: 
 

• Credit Risk. Credit risk refers to the risk that companies or other issuers may fail to 
pay their debts (including the debt owed to holders of their bonds). Consequently, 
this affects mutual funds and exchange-traded funds (ETFs) that hold these bonds. 
Credit risk is less of a factor for bond funds that invest in insured bonds or U.S. 
Treasury Bonds. By contrast, those that invest in the bonds of companies with poor 
credit ratings generally will be subject to higher risk. 

 
• Interest Rate Risk. Interest rate risk refers to the risk that the market value of bonds 

will go down when interest rates go up. Because of this risk, investors can lose 
money in any bond fund, including those that invest only in insured bonds or U.S. 
Treasury Bonds. Funds that invest in longer-term bonds tend to have higher interest 
rate risk. 

 
• Prepayment Risk. Bond issuers may choose to pay off debt earlier than the stated 

maturity date on a bond. For example, if interest rates fall, a bond issuer may decide 
to “retire” its debt and issue new bonds that pay a lower rate. When this happens, 
the bond fund may not be able to reinvest the proceeds in an investment with as 
high a return or yield. 

 
Stock Funds 
A stock fund’s value can rise and fall quickly (and dramatically) over short or even long 
periods. You should expect a fund’s share price and total return to fluctuate within a wide 
range. Overall “stock market risk” poses the greatest potential danger for investors in stock 
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funds. Stock markets tend to move in cycles, with periods of rising prices and periods of 
falling prices. Stock prices can fluctuate for a broad range of reasons—such as the overall 
state of the economy or demand for particular products or services. Not all stock funds are 
the same. For example: 
 

• Small Cap Funds. Funds that invest in stocks of small companies involve additional 
risks. Smaller companies typically have higher risk of failure, and are not as 
established as larger companies. Historically, smaller company stocks have 
experienced a greater degree of market volatility than the overall market average. 

• International Funds. Funds that invest in foreign securities involve special 
additional risks. International investments are subject to stock market risk as well 
as additional risks, including currency fluctuation, political instability, 
country/regional risk, and potential illiquid markets. 

• Emerging Market Funds. Emerging market investments involve stock market risk 
and the same risks as international investments. Investing in emerging markets may 
accentuate those risks. 

• Real Estate Investment Trust (REIT) Funds. REIT funds include REITs within the 
underlying fund holdings. REITs primarily invest in real estate or real estate-related 
loans. Equity REITs own real estate properties, while mortgage REITs hold 
construction, development, and/or long-term mortgage loans. REIT investments 
include illiquidity and interest rate risk. 

• Commodity Funds. Commodity funds invest in liquid futures contracts trading on 
regulated exchanges. Typical commodity investments include energy, agriculture, 
industrial metals, precious metals and livestock. Commodity funds face a high 
degree of principal and volatility risk. 

Item 9 – Disciplinary Information 
Registered investment advisors are required to disclose all material facts regarding any 
legal or disciplinary events that would be material to your evaluation of Integrity Financial 
Planning or the integrity of Integrity Financial Planning’s management.  Integrity Financial 
Planning has no information applicable to this Item, as it has faced no legal or disciplinary 
matters since its inception in 1998. 

Item 10 – Other Financial Industry Activities and Affiliations 
Since Integrity Financial Planning provides fee-only advice, no products are sold. Integrity 
Financial Planning (IFP) does provide comprehensive financial planning advice and 
consulting to individuals and small businesses. This advice can include cash management, 
risk management (insurance planning), investment planning (including investment advice,  
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supervisory services and/or portfolio checkups), tax planning, retirement planning (for 
employees and employers), and/or estate planning. Non-investment related services 
account for approximately 10-50% of the workload at IFP. IFP may receive back office and 
clerical support from brokers as a result of placing business with those brokers. 
 
IFP does not have any relationships or arrangements with broker-dealers, mutual funds, 
other investment advisors, or other entities that create any material conflict of interest for 
us in rendering investment management services to our clients. 

Item 11 – Code of Ethics 
Integrity Financial Planning adheres to the code of ethics as promulgated by the Certified 
Financial Planner Board of Standards. The Code of Ethics and Responsibility requires CFP® 
certificants to not only comply with all applicable laws and regulations but to also act in an 
ethical and professional responsible manner in all professional services and activities. The 
principles guiding CFP® certificants are: 

• Integrity 
• Objectivity 
• Competence (in providing services and maintaining knowledge and skills to do so) 
• Fairness (to clients, principals, partners and employers and disclosing any conflicts 

of interest in providing services) 
• Confidentiality (keeping all client information confidential without the specific 

client consent unless in response to legal process or in defense of charges of 
wrongdoing or civil dispute) 

• Professionalism 
• Diligence 

 
Integrity Financial Planning has adopted a Code of Ethics for all supervised persons of the 
firm describing its high standard of business conduct, and its fiduciary duty to its clients. 
The Code of Ethics includes provisions relating to the confidentiality of client information, a 
prohibition on insider trading, a prohibition of rumor mongering, restrictions on the 
acceptance of significant gifts and the reporting of certain gifts and business entertainment 
items, and personal securities trading procedures, among other things. All supervised 
persons at Integrity Financial Planning must acknowledge the terms of the Code of Ethics 
annually, or as amended. 

Integrity Financial Planning believes its employees should “eat their own cooking.” 
Accordingly, it uses the same processes and procedures in developing investment 
strategies (and other financial services) for clients as for its employees. Thus employees 
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will often invest in the same mutual funds, ETFs and/or other investment products as 
recommended to clients. Any potential conflicts of interest will be disclosed to clients. 
Integrity Financial Planning anticipates that, in appropriate circumstances, consistent with 
clients’ investment objectives, it will cause accounts over which IFP has management 
authority to effect, and will recommend to investment advisory clients or prospective 
clients, the purchase or sale of securities in which IFP, its affiliates and/or clients, directly 
or indirectly, have a position of interest. IFP’s employees and persons associated with IFP 
are required to follow IFP’s Code of Ethics. Subject to satisfying this policy and applicable 
laws, officers, directors and employees of IFP and its affiliates may trade for their own 
accounts in securities which are recommended to and/or purchased for IFP’s clients.  

The Code of Ethics is designed to assure that the personal securities transactions, activities 
and interests of the employees of IFP 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 employees 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 IFP’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 employees to invest in the same securities as clients, there is a possibility 
that employees 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 IFP and its clients. IFP’s clients or 
prospective clients may request a copy of the firm's Code of Ethics by contacting Michael L. 
Wilson. 

Item 12 – Brokerage Practices  
Integrity Financial Planning generally requires that clients open one or more brokerage 
accounts in their own names at Shareholders Service Group (“SSG”), a registered 
broker-dealer, Member FINRA/SIPC. The client will enter into a separate agreement with 
SSG to custody the assets. IFP also requires that each client IFP a limited power of attorney 
to execute client transactions through SSG. IFP is independently owned and operated, and 
unaffiliated with SSG.  
 
SSG may charge brokerage commissions (transaction fees and/or ticket charges) for 
executing securities transactions. We do not receive any part of these separate charges. SSG 
may provide us with access to their institutional trading and custody services platform, 
which is typically not available to SSG retail investors. SSG’s services include brokerage 
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custody, research, and access to mutual funds and other investments that are otherwise 
generally available only to institutional investors or would require a significantly higher 
minimum initial investment. 
 
We consider several factors in recommending SSG to clients, such as ease of use, 
reputation, service execution, pricing and financial strength. IFP may also take into 
consideration the availability of the products and services received or offered (detailed 
below). 

Research and Other Soft Dollar Benefits 
SSG makes available to us other products and services that may benefit IFP but may not 
directly benefit our clients’ accounts. These types of services will help us in managing and 
administering client accounts. These include software and other technology that provide 
access to client account data (i.e. trade confirmations and account statements); facilitate 
trade executions; provide research, pricing information, and other market data; facilitate in 
the payment of our fees from client accounts; and assist with back-office functions, record 
keeping, and client reporting. Many of these services may be used to service all or a 
substantial number of our client accounts. We place trades for our clients’ accounts subject 
to our duty to seek best execution and other fiduciary duties. We may use broker-dealers 
other than SSG to execute trades for client accounts maintained at SSG, but this practice 
may result in additional costs to clients, therefore we are more likely to place trades 
through SSG rather than other broker-dealers. SSG’s execution quality may be different 
from that of other broker-dealers. 
 
SSG may also provide us with other benefits and services such as client appreciation and 
educational events, and conferences on regulatory compliance, information technology, 
and business enterprise development. SSG may discount or waive fees it would otherwise 
charge for some of these services or pay all or a part of the fees of a third party providing 
these services to IFP. These benefits and services are not a material consideration for us in 
requiring clients to use SSG as a broker-dealer, nor do they result in any material conflicts 
of interest between us and clients. 
 
As part of our fiduciary duty to clients, IFP endeavors at all times to put the interests of our 
clients first. Clients should be aware, however, that the receipt of economic benefits by IFP 
in and of itself creates a potential conflict of interest and may indirectly influence our 
recommendation of SSG for custody and brokerage services. 
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Brokerage for Client Referrals 
Integrity Financial Planning does not receive client referrals, nor compensation or revenue 
from any broker-dealer or third party in exchange for using that broker-dealer or third 
party. 
 
Directed Brokerage 
We do not allow clients to direct us to use a specific broker-dealer to execute transactions. 
Clients must use the broker-dealers that Integrity Financial Planning recommends. Not all 
investment managers or advisors require their clients to trade through specific brokerage 
firms. 
 
Since we require all of our clients to maintain their accounts with SSG, it is also important 
for clients to consider and compare the significant differences between having assets 
custodied at another broker-dealer, bank or other custodian prior to opening an account 
with SSG. Some of these differences include, but are not limited to: total account costs, 
trading flexibility, transaction fee/commission rates, and security and technology services. 
By requiring clients to use SSG, IFP believes we may be able to more effectively manage 
client accounts, achieve favorable execution of client transactions, and overall lower the 
costs to the client accounts. In seeking best execution through a broker-dealer on behalf of 
our clients, the determinative factor is not the lowest possible cost, but whether the 
transaction represents the best qualitative execution. When taking into consideration 
qualitative execution, we consider the full range of broker-dealer services, such as: 
historical relationship, reputation, financial strength, execution capability, commission 
and/or transaction rates, and responsiveness. 
 
Aggregation and Allocation of Transactions 
In most cases, Integrity Financial Planning will recommend the purchase or sale of the 
same security for multiple clients at the same time. In those cases, IFP may combine buy 
and sell orders for all clients with the same security transaction order. These are 
sometimes referred to as “block” transactions. Block transactions are typically done in an 
effort to get better trade execution across multiple client accounts. IFP will generally 
allocate the securities or proceeds arising out of those transactions on an average price 
basis among the various participants in the transactions. We believe that combining orders 
in this way will be advantageous to all participating clients. However, the average price 
could be less advantageous to a particular client than if that client had been the only 
account affecting the transaction, or if the transaction had been completed before or after 
the other clients. 
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IFP may also place orders for the same security for different clients at different times and 
in different relative amounts due to, among other things, differences in investment 
objectives, cash availability, size of order, and practicability of participating in “block” 
transactions. The level of participation by different clients in the same security may also be 
dependent upon other factors relating to the suitability of the security for the particular 
client. There are circumstances when some of a client’s transactions in the security may not 
be aggregated with those of other clients. IFP has adopted policies and procedures 
intended to ensure that our trading allocations are fair to all of our clients. In addition, IFP 
and/or investment personnel may buy or sell specific securities for our own accounts that 
are not deemed appropriate for another client at the time, based on personal investment 
considerations that differ from the considerations as to which investment decisions for the 
client are made. 

Item 13 – Review of Accounts  
Investment management service portfolios are reviewed at least monthly. More frequent 
reviews may be triggered by market or economic conditions or by events related to the 
client's personal financial life. Other conditions that may trigger a review are changes in the 
tax laws, new investment information, and changes in a client’s own situation. 
 
Financial planning and consultation services terminate upon presentation of the plan or 
completion of the consultations and no reviews are conducted except on an “as needed” 
basis (i.e., determined and requested by you). Full updates for Comprehensive Financial 
Planning clients are done as contracted for by the client. 
 
At least annually, we may contact you to review our previous services and 
recommendations and to discuss the impact from any changes to your financial situation 
and/or investment objectives. Clients may choose to receive reviews in person (local in our 
office), by telephone, by video conference, or by email. All accounts are reviewed by 
Michael L. Wilson. 

Item 14 – Client Referrals and Other Compensation 
Myfinancialadvice, Inc. 
Integrity Financial Planning (IFP) also offers its services to consumers through an internet 
platform provided by Myfinancialadvice, Inc. (MFA). MFA provides this service under the 
name Myfinancialadvice.com. The website of MFA can be found at 
www.myfinancialadvice.com (MFA website). MFA maintains a list of Investment Advisors 
and other financial service providers (collectively, consultants), including IFP, who have 
indicated an interest in providing services to consumers through the MFA website. MFA, 
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through the MFA website, may provide the name of IFP to consumers who request advice 
or assistance in financial matters. Before any services are provided, IFP and the consumer 
must agree on the services to be provided and the amount of the fee that IFP will charge for 
those services. 
  
The fee will be based on the hourly rates described below; however, the amount of time to 
be spent and the total amount of the fee may be negotiable, depending on the nature of the 
question and the amount of detail that the consumer requests in the response. The total 
amount of the fee must be paid by credit card through the MFA website at the time IFP 
commences providing the services. 
  
In addition to providing advice directly to consumers as described above, IFP may provide 
advice to employees for firms through a negotiated arrangement with the employer where 
the employer agrees to pay the fees for its employees. Under these arrangements, IFP may 
provide advice to employees about establishing health care accounts that does not involve 
investment advice and/or provides advice about retirement account options that may 
include investment advice. Under these arrangements, IFP charges fixed fees per the 
arrangement with the employer, which fees are based on IFP's standard hourly rates. 
Under most arrangements, the fees are paid by the employer on behalf of the employee, but 
under some arrangements, the fees are paid by the employee. 
  
Under normal circumstances, fees are not refundable once they are paid, unless IFP fails to 
provide the services within a reasonable time. IFP and the consumer will agree on the 
amount of time it will take IFP to provide the services. Ordinarily MFA expects that services 
will be completed within 30 days or less. It is MFA's policy, however, that fees for services 
or any portion of the services that have not been completed within six (6) months from the 
date of commencement of the services must be immediately refunded to the consumer. In 
no event will fees be paid more than six months before the services are completed. If 
services are partially completed within the six-month period, the fees will be prorated. Fees 
are collected by MFA who pays IFP 50% to 75% of the total amount of the fees paid by the 
consumer. 

The actual percentage may depend on the type of services IFP provides and the amount of 
time IFP expects the services to take. MFA may pay a portion of the fee to third parties who 
sponsor the MFA website or who provide advertising space for MFA services or links to the 
MFA website. The balance of the fee is kept by MFA. As part of receiving services through 
MFA, the consumer and IFP must agree not to contact each other or obtain services 
directly. The fees that IFP charges consumers for services IFP provides through MFA are 
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the same as the fees that IFP charges its other clients. The cost will be determined using the 
hourly rates IFP uses for all of its Clients, as disclosed above.  
  
MFA is registered as an Investment Advisor with the Securities and Exchange Commission 
(SEC) and may be considered to be an investment advisor under the Investment Advisors 
Act of 1940 and/or under certain state laws. However, the services of MFA are limited to (i) 
obtaining the names of persons with credentials that appear to qualify those persons to 
give advice in various areas; (ii) providing a web-based platform where a consumer can 
obtain a list of consultants who may be available to assist the consumer with a specific 
question; (iii) collecting the fees from the consumer for the services once the consumer 
selects an advisor and negotiates or accepts an offered price for the service; (iv) paying the 
selected advisor for providing the services,- and (v) conducting follow ups with consumers 
to verify consumer satisfaction with the services. MFA is not responsible for determining or 
providing any advice to consumers nor does MFA recommend any specific consultant to 
consumers. Consumers must evaluate and choose consultants on their own, after being 
provided with information about the consultants disclosed or described on the MFA 
website. 

Outside Compensation 
We are a fee-only investment management firm. None of our employees may charge or 
accept commissions, or transaction-based revenues from loads, sales charges, or mark-ups. 
 
Integrity Financial Planning may refer clients or prospective clients to unaffiliated 
professionals for specific needs such as tax preparation, estate planning, or insurance 
related work. IFP does not have any agreements or formal referral arrangements with 
individuals or companies to whom we refer clients or prospective clients, and we do not 
receive any compensation for these referrals. From time to time, it is possible that IFP will 
receive reciprocal referrals from these professionals. 
 
IFP only refers clients to professionals we believe are competent and qualified in their field. 
However, it is ultimately the client’s responsibility to review the professional. We will 
generally provide the client with the professional’s contact information, and it is solely the 
client’s decision whether to engage the professional. Clients are under no obligation to 
purchase any products or services through these professionals, and we have no control 
over the services they provide. Clients that choose to engage these professionals will sign a 
separate agreement with them. Fees charged by these professionals are separate from and 
in addition to fees charged by IFP. 
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If the client desires, IFP will work with these professionals or the client’s other advisors 
(such as an accountant, attorney or banker) to help ensure that the professional 
understands the client’s portfolio and to coordinate services for the client. IFP will never 
share information with an unaffiliated professional unless first authorized by the client. 

Item 15 – Custody 
Integrity Financial Planning may be deemed to have custody of client funds solely because 
of the fee deduction authority granted by a client in the investment advisory agreement. It 
is the established policy of our firm to not hold custody of client cash, securities or other 
marketable assets. We view the separation of advisory and custody services as an 
important safeguard for our clients, and essential in avoiding any potential conflicts of 
interest that may exist (not to mention common sense). 
 
For accounts where we are deemed to have custody, we have established procedures to 
ensure all client funds and securities are held at a qualified custodian (SSG) in a separate 
account for each client under that client’s name. Clients or an independent representative 
of the client will direct, in writing, the creation of all accounts and therefore are aware of 
the qualified custodian’s name, address and the manner in which the funds or securities are 
maintained.  
 
Finally, account statements are delivered directly from the qualified custodian to each 
client, or the client’s independent representative, at least quarterly. The statements will 
reflect each client’s funds and securities held with the qualified custodian as well as any 
transactions that occurred in the account, including the deduction of our investment 
management fee. Clients should carefully review the account statements received from the 
qualified custodian. Our goal is 100% transparency regarding fees, transactions, client 
holdings, and investment performance. 

Item 16 – Investment Discretion 
Integrity Financial Planning has full discretion to decide the specific securities to trade, the 
quantity of such securities, and the timing of securities transactions for client accounts. IFP 
will not contact clients before placing trades in their accounts, but clients will receive 
confirmations directly from the broker-dealer and/or qualified custodian (SSG) for any 
trades placed. Clients grant us discretionary authority in the Investment Management 
Agreement they sign with us. Clients also give us trading authority over their accounts 
when they sign the custodian (SSG) paperwork. Certain client-imposed conditions may 
limit our discretionary authority, such as when the client prohibits transactions in specific 
security types. 



 

24 

 

 
The only access to the client's funds by IFP is the debiting of fees from the client's 
account(s). IFP has no authority to move the funds outside of such accounts except on the 
authority of the client and then only by mail, wire or other direct transmission to the client. 
Likewise, IFP has no authority to add client's funds to such a program; such additions may 
be made only on the client's authority. IFP does not receive any portion of the transaction 
fees paid by the client to the custodian on certain trades. 

Item 17 – Voting Client Securities 
As a matter of firm policy and practice, Integrity Financial Planning 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. IFP may provide advice to clients regarding the clients’ voting of proxies. 

Item 18 – Financial Information 
Registered investment advisors are required in this Item to provide you with certain 
financial information or disclosures about Integrity Financial Planning’s financial condition.  
IFP has no financial commitment that impairs its ability to meet contractual and fiduciary 
commitments to clients, and has not been the subject of a bankruptcy proceeding. IFP does 
not require or solicit the prepayment of more than $1,200 in fees six months or more in 
advance. 

Item 19 – Requirements for State-Registered Advisors 
Michael L. Wilson was born on April 2, 1961. In addition to a BA in English from Baylor 
University, he has an MBA in finance also from Baylor University. Mike is also a Certified 
Financial Planner® (CFP®) licensee, as well as a Certified Retirement Counselor® (CRC®). 
  
Prior to establishing Integrity Financial Planning in 1998, Mike was a faculty member at the 
College for Financial Planning in Denver. Before coming to the College, Mike worked for 
two years with Invesco Funds Group as the retail sales manager, and he worked for eight 
years with Fidelity Investments as a retirement team manager. 

Disciplinary Information 
Integrity Financial Planning is required to disclose all material facts regarding any legal or 
disciplinary event that would be material to the evaluation of each investment person 
providing advice to you. Mr. Wilson has no information required to be disclosed under this 
Item. 
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Other Business Activities 
In addition to his work at Integrity Financial Planning, Mr. Wilson may spend 10-40% of his 
time writing, developing, editing and/or training financial education materials for the 
general public and/or financial advisors. 

Additional Compensation 
None of Integrity Financial Planning’s employees or advisors receives additional 
compensation in the form of sales awards or prizes for providing referrals or investment 
advisory services. 
 
See Integrity Financial Planning’s Form ADV for additional information. 

 

Explanation of Professional Designations 

Certified Financial Planner (CFP®) 
The CFP® certification is a voluntary certification; no federal or state law or regulation 
requires financial planners to hold CFP® certification. It is recognized in the United States 
and a number of other countries for its (1) high standard of professional education; (2) 
stringent code of conduct and standards of practice; and (3) ethical requirements that 
govern professional engagements with clients. Currently, more than 62,000 individuals 
have obtained CFP® certification in the United States. To attain the right to use the CFP® 
marks, an individual must satisfactorily fulfill the following requirements: 
 

• Education – Complete an advanced college-level course of study addressing the 
financial planning subject areas that CFP Board’s studies have determined as 
necessary for the competent and professional delivery of financial planning services, 
and attain a Bachelor’s Degree from a regionally accredited United States college or 
university (or its equivalent from a foreign university). CFP Board’s financial 
planning subject areas include insurance planning and risk management, employee 
benefits planning, investment planning, income tax planning, retirement planning, 
and estate planning; 

• Examination – Pass the comprehensive CFP® Certification Examination. The 
examination, administered in 10 hours over a two-day period, includes case studies 
and client scenarios designed to test one’s ability to correctly diagnose financial 
planning issues and apply one’s knowledge of financial planning to real world 
circumstances; 

• Experience – Complete at least three years of full-time financial planning-related 
experience (or the equivalent, measured as 2,000 hours per year); and 
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• Ethics – Agree to be bound by CFP Board’s Standards of Professional Conduct, a set 
of documents outlining the ethical and practice standards for CFP® professionals.  

 
Individuals who become certified must complete the following ongoing education and 
ethics requirements in order to maintain the right to continue to use the CFP® marks: 
 

• Continuing Education – Complete at least 30 hours of continuing education hours 
every two years, including two hours on the Code of Ethics and other parts of the 
Standards of Professional Conduct, to maintain competence and keep up with 
developments in the financial planning field; and 

• Ethics – Renew an agreement to be bound by the Standards of Professional Conduct. 
The Standards prominently require that CFP® professionals provide financial 
planning services at a fiduciary standard of care. This means CFP® professionals 
must provide financial planning services in the best interests of their clients. 

 

PRIVACY POLICY 
 
Integrity Financial Planning collects non-public personal information about you from the 
following sources: 
 

• Information we receive about you on applications or other forms; 
• Information you give us orally; and 
• Information about your transactions with us or others. 

 
We are committed to protecting your privacy and your non-public personal information. 
We do not sell or market your non-public personal information to unaffiliated 
organizations. We maintain physical, electronic and procedural safeguards to guard your 
non-public personal information. We hold our employees to strict standards of conduct 
regarding confidentiality, and employees who violate our Privacy Policy are subject to 
disciplinary process. We restrict access to your information to those employees who need 
to know that information to carry out their duties. 
 
We do not disclose any non-public personal information about our clients or former clients 
without the client’s authorization, except as permitted by law. We may disclose the 
non-public information we collect to employees and affiliates, and unaffiliated third parties 
as permitted by law. Third parties may include law enforcement agencies, government and 
regulatory authorities, and professionals such as our legal counsel and auditors, and we 
may disclose information for reasons such as audit purposes, prevention of fraud or money 
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laundering, protection of confidentiality, compliance with laws, and to provide agreed upon 
products and services to you. Third parties may also include service providers performing 
financial services for us (such as brokers and custodians) and service providers performing 
non-financial services for us (such as third parties performing computer related or data 
maintenance, marketing or other services for us or to assist us in offering our products and 
services to you). It is our policy to require all third party service providers that will receive 
information to sign strict confidentiality agreements agreeing to safeguard such 
information and use it only for the purpose it was provided. 
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