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This brochure is dated 5/8/2020 
 

 
Part 2A of Form ADV:  Firm Brochure 

 
 
 
This brochure provides information about the qualifications and business practices of TMG Wealth 
Advisors, Inc.  If you have any questions about the contents of this brochure, please contact us at 
(503) 533-4929.  The information in this brochure has not been approved or verified by the United 
States Securities and Exchange Commission or by any state securities authority. 
 
Additional information about TMG Wealth Advisors, Inc. is available on FINRA’s website at 
www.Brokercheck.FINRA.org.   
 
‘Registered Investment Adviser Representative’ title requires specific industry licensing requirement, 
rather than a certain level of skill or training. 
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Item 2 – Material Changes 
 
Since this brochure’s last update on 12/31/2019 there have been the following material changes: 
 

- The firm’s corporate name was changed from The Morgan Group, Inc. to TMG Wealth Advisors, Inc. No 
other changes than the name were made. 
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Item 4 – Advisory Business 
 
TMG Wealth Advisors, Inc. is a Registered Investment Advisor (RIA) practice, and has been in business since 
12/2002 (and incorporated in 12/2010). Prior to 5/2020 the company went by the name The Morgan Group, 
Inc. Kurt Morgan is the sole owner of the company.   
 
We provide two distinct levels of service: 1) Comprehensive Financial Planning or 2) Financial Coaching. 
 
 1) Financial Planning 

We use a methodology called ‘Values-Based Financial Planning ™’, to help our Clients make smart 
choices about their money so that they can achieve their goals and fulfill their values. This methodology 
involves comprehensive financial planning services to our Clients. As a Financial Planning Client, you 
receive value in the following ways: 
• The big picture of where you are now, where you want to be, and what’s important to you will be 

crystal clear (by having a Values-Based Financial Roadmap ® - a worksheet which brings clarity to 
your values, financial milestones and profiles all your current assets & liabilities). 

• You will have a written, comprehensive, step-by-step action plan for all aspects of your financial life. 
• You will receive customized progress reports – so you have the confidence of knowing exactly where 

you stand measured against pre-determined benchmarks. We will measure progress toward your 
goals. 

• Annually, you will receive an updated Implementation Plan – summarizing your financial plan into a 
simple list of action steps required to create the greatest probability that you will stay on track with 
your financial plan over the years. 

• We will be proactive – meaning we anticipate future needs before they occur, rather than reacting to 
them as they occur. 

• Your finances will be consolidated so that you have the fewest products and relationships possible to 
produce the desired results. This simplifies your life so you can focus on what’s important to you. 

• We will work alongside your CPA, Attorney and other professionals to help ensure that your plan is 
doing what it’s supposed to do. As such, your plan will include appropriate tax and estate planning. If 
you do not currently have outside professionals, we will gladly provide names of trusted advisors. 
(TMG Wealth Advisors does not receive any outside compensation or ‘kick-back’ from these referred 
professionals.) 

 
We are an independent Registered Investment Advisor (RIA). As such, we are not beholden to any specific 
company’s products or offerings. This allows us to select investment products from companies that are 
most appropriate for our Clients. Typical investments for a Client may include – but are not limited to – 
mutual funds, stocks, ETF’s (exchange-traded funds) corporate or government bonds, cash, certificates of 
deposit, and variable annuities. Since we are a fee-based Advisor, we select investments that typically do 
not have sales charges/commissions – or ‘loads’. In the rare time a Client may need a product that does 
have a sales charge (such as certain variable annuities), this information is disclosed before the 
transaction takes place. 

 
We use ‘wrap accounts’ to help our Clients purchase mutual fund shares without a sales charge. These 
accounts are provided through Triad Advisors, LLC – a broker-dealer with whom Kurt Morgan is a licensed 
registered representative. All fees for using a wrap account are explained in detail in the wrap account 
brochure – and are explained in detail to our Clients prior to use.   

 
The wrap accounts through Triad Advisors, LLC allow us to effectively meet the investment needs of 
virtually any Client, regardless of account size or investment objectives. Based on consultations with the 
Client, we determine the Client’s investment goals and risk tolerance. These accounts give us the ability to 
customize asset allocations and investment strategies to meet each Client’s individual financial situation 
and investment objectives. Prior to selecting an account, we work to determine which one is most suitable 
for each individual Client account. Currently, we select from two wrap accounts through Triad Advisors: 
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• Apex Account.  The Apex account is designed to allow the Client to hold mutual funds, stocks, bonds, 
options and insurance products all within the same account registration. Apex accounts have no 
minimum account size. The Apex is intended for accounts that offer complete product availability at 
discounted transaction rates. The Apex has a lower annual service fee than a Pinnacle account, but 
does have transaction charges. The Apex has a minimum annual service fee of $110. The current 
Apex transaction schedule is detailed in the Advisory Agreement. 
 

• Pinnacle Account.  The Pinnacle account is designed to allow the Client to hold mutual funds, stocks, 
bonds, options and insurance products all within the same account registration. Pinnacle accounts 
have a minimum $150,000 account size. The Pinnacle is intended as a pure wrap account – with 
complete product availability with no transaction charges. The Pinnacle has a higher annual service 
fee than the Apex, but does not have transaction charges. The Pinnacle has a minimum annual 
service fee of $280. The current Pinnacle transaction schedule is detailed in the Advisory Agreement. 

 
As of December 2019, we managed approximately $25,600,000 on a discretionary basis, and $0 on a 
non-discretionary basis. ‘Discretionary basis’ means that we are able to initiate transactions (such as 
purchases and sales) on our Clients’ behalf within their accounts.  

 
 2) Financial Coaching 

The purpose of financial coaching is to empower our Clients through education and skill building so that 
they are better able to make their own financial choices. Coaching services include goal setting, asking 
questions, teaching, brainstorming, and how to understand financial data readily available through the 
public domain.  
 
Financial coaching evaluates their current financial situation and educates them on how to meet their 
financial goals, including recommendations for specific courses of action. In the context of a Financial 
Coach, we do not give tax or legal advice. If needed, we may refer Clients to professionals in those areas. 
Additionally, in the context of Financial Coach we do not make specific product or investment 
recommendations unless the client specifically asks for them and they also reside in a state in which we 
are appropriately licensed.  
 
As a Financial Coaching Client, you receive value in the following ways: 
• Online tools for tracking your current income and spending* 
• An ongoing budgeting system which can be automatically updated with your spending* 
• Help in creating & tracking progress toward your specific financial goals* 
• Help in creating a plan to eliminate your debt 
• Regular accountability that you are doing the things you need to do to make progress toward your 

goals 
• A snapshot of your current credit score & credit report 
• Availability for general questions & financial mentoring  
• Online tools reflecting your total Net Worth (‘what you own minus what you owe’)* 
• Regular ‘check-ins’ to: 

o Track progress on any ‘to-do’ items from previous sessions 
o Answer any interim questions since our last conversation 
o The first ‘check-in’ will happen within one week of initial client engagement. At a minimum, 

additional ones will occur at 1 month, 3 months, 6 months & 12 months. 
• Help in exploring ways to increase your income over time 
• A review of your insurance needs (reviewing what you currently have relative to what you need) 
• Optional access to $ymbil – an online investment platform sponsored by Ladenburg Thalmann Asset 

Management (LTAM). $ymbil assesses a client’s risk profile and recommends a risk-appropriate 
managed investment portfolio which is adjusted based on changes in the market. These accounts are 
invested and held with discretion by LTAM. (Note: TMG Wealth Advisors receives a 0.20% referral fee 
annually on assets held through $ymbil.) 
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*For the duration of the Financial Coaching Agreement, you will receive free access to your 
own unique eMoney online financial website. This robust and powerful platform provides an 
intuitive, one-stop location for each of these services – and more. 

 
 
Item 5 – Fees and Compensation 
 
 1) Financial Planning 

We have two basic fees: creating our Client’s initial Financial Implementation Plan, and ongoing 
Advisory/Consulting Fees (‘Fee/s’). These two basic fees will vary depending on whether the Client chooses 
to also include the optional legal services of Bob Kabacy with Kell, Alterman & Runstein, LLP, Attorneys. 
(For more information, see ‘Accounting & Legal’ under Item 10 on page 10.)  The two fee structures are as 
follows – ‘Without Legal’ and ‘With Legal’: 

 
 ‘Without Legal’ -- Initial Financial Implementation Plan: 

The fee to create this plan is $1,500. This can be paid in full at time of signing Client Agreement (prior to 
creating the plan), or ½ paid at signing of Client Agreement and ½ paid at Implementation Plan Delivery. 
This is a one-time fee only – which covers the expense of reviewing and analyzing the Clients’ financial 
documents to create their initial Plan. Creation and delivery of the initial Financial Implementation Plan will 
be completed within 6 months of the signed Client Agreement. Future updates to their Plan are included 
in the ongoing Fee/s. 

 
 ‘Without Legal’ -- Advisory Fees: 

The ongoing fee for services may be comprised of a combination of fees for assets under management 
(‘AUM’), and/or commissions on some products. The fee will be calculated by Triad Advisors, LLC (our 
broker-dealer) at the end of each quarter, and debited from the cash portion of the Client’s brokerage 
account. Each quarter, we conduct random ‘spot-check’ audits of account fees calculated by Triad – 
verifying their accuracy.  Inaccuracies (if any) would be immediately reported to Triad for correction. 

 
Prior to each quarterly debit of Fee/s, Triad provides our Clients with a breakdown of the Advisory Fees 
which will be debited from their respective accounts – reflecting the fees for each account under 
management for the quarter.   

 
All fees are paid in advance based on the previous quarter’s average daily balance (see schedule below). 
If an account becomes funded in the middle of a quarter, an initial pro-rated fee will be debited based on 
the number of days that the account was funded. No minimum dollar amount invested is required to be 
one of our Clients. 

     Average Daily Account Balance   Annual Fee   
     $0 – $200,000      $2,500            
     $200,000 – $500,000       1.40%   
     $500,000 – $1M         1.20% 
     $1M – $3M                     1.00%            
     $3M – $5M                     0.75%         
     $5M – $10M                     0.60%         
     $10M +                      0.50%         
 

The fee schedule only applies to the value of accounts under management (ie: held with accounts at Triad 
Advisors, LLC). Outside assets (such as separate 401k accounts, college savings accounts, bank 
accounts) do not count toward the Fee/s. The value of accounts under management are combined to 
provide the lowest fee to the Client. Fees for larger accounts may be negotiable.   

 
As an exception, Clients may choose to be billed directly each quarter for their Fee/s, rather than having 
the fees debited from their investment account.   
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Occasionally, compensation for securities transactions may be in the form of commissions from the 
product vendor (such as an insurance company in the sale of an annuity). In such cases, because an 
initial commission is paid, the value of these assets will ‘drop off the radar’ in terms of Fee/s, and will not 
count as assets under management again until three years after the product’s purchase date. 

 
On occasion, financial advice may be provided for a fee of $150/hour – or portion thereof. Hourly fees are 
billed and paid when services are provided. 

 
 Other fees: 

Depending on which type of brokerage account a Client has through Triad Advisors, LLC, there may be 
additional fees associated with owning an account. These will vary depending on which account is owned, 
and how it is used over time. We do not receive any portion of these other fees.  As described earlier, 
these other fees are described in detail in the brokerage Advisory Agreement. 

 
The contract for our services can be cancelled at any time by either the Client or by us. Cancellation must 
be in writing, signed by us and the Client, and specify the date the contract is to be cancelled. If contract 
is cancelled before a quarter-end reporting period, fees will be calculated and billed on a pro-rata basis – 
up to the date the Client’s account(s) are closed with Triad Advisors, LLC. 

 
 ‘With Legal’ -- Initial Financial Implementation Plan: 

The fee for preparation and analysis of Client’s financials, delivery of Implementation Plan & initial legal 
work with attorney Bob Kabacy will be a flat fee based upon Client’s overall net worth: less than $1M: 
$2,500, more than $1M: $4,000. This can be paid in full at time of signing Client Agreement (prior to 
creating the plan), or ½ paid at signing of Client Agreement and ½ paid at Implementation Plan Delivery. 
This is a one-time fee only – which covers the expense of reviewing and analyzing the Clients’ financial 
documents to create their initial Plan.  (Of the $2,500 plan fee, $1,000 is paid to Kell for legal services 
rendered. Of the $4,000 fee, $2,500 is paid to Kell for legal services rendered.) Creation and delivery of 
the initial Financial Implementation Plan will be completed within 6 months of the signed Client 
Agreement. 

 
 ‘With Legal’ -- Advisory Fees: 

The ongoing fee for services may be comprised of a combination of fees for assets under management 
(‘AUM’), and/or commissions on some products. The fee will be calculated by Triad Advisors, LLC (our 
broker-dealer) at the end of each quarter, and debited from the cash portion of the Client’s brokerage 
account. Each quarter, we conduct random ‘spot-check’ audits of account fees calculated by Triad – 
verifying their accuracy.  Inaccuracies (if any) would be immediately reported to Triad for correction.  

 
Prior to each quarterly debit of Fee/s, Triad provides our Clients with a breakdown of the Advisory Fees 
which will be debited from their respective accounts – reflecting the fees for each account under 
management for the quarter.   

 
All fees are paid in advance based on the previous quarter’s average daily balance (see schedule below). 
If an account becomes funded in the middle of a quarter, an initial pro-rated fee will be debited based on 
the number of days that the account was funded. ‘Amount to Kell’ reflects the portion of total Fee/s which 
are paid to Kell for the legal services that are rendered through their office. Clients will receive separate 
disclosures with more details prior to engagement. No minimum dollar amount invested is required to be 
one of our Clients. 

     Average Daily Account Balance   Annual Fee  Amount to Kell  
     $0 – $200,000      $2,850 $350           
     $200,000 – $500,000       1.55%  0.15%  
     $500,000 – $1M         1.30% 0.10% 
     $1M – $3M                     1.05% 0.05%           
     $3M – $5M                     0.78%  0.03%        
     $5M – $10M                     0.62%  0.02%        
     $10M +                      0.50%        0.00% 
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The fee schedule only applies to the value of accounts under management (ie: held with accounts at Triad 
Advisors, LLC). Outside assets (such as separate 401k accounts, college savings accounts, bank 
accounts) do not count toward the Fee/s. The value of accounts under management are combined to 
provide the lowest fee to the Client. Fees for larger accounts may be negotiable.   

 
As an exception, Clients may choose to be billed directly each quarter for their Fee/s, rather than having 
the fees debited from their investment account.   

 
Occasionally, compensation for securities transactions may be in the form of commissions from the 
product vendor (such as an insurance company in the sale of an annuity). In such cases, because an 
initial commission is paid, the value of these assets will ‘drop off the radar’ in terms of Fee/s, and will not 
count as assets under management again until three years after the product’s purchase date. 

 
On occasion, financial advice may be provided for a fee of $150/hour – or portion thereof. Hourly fees are 
billed and paid when services are provided. 

 
Other fees: 
Depending on which type of brokerage account a Client has through Triad Advisors, LLC, there may be 
additional fees associated with owning an account. These will vary depending on which account is owned, and 
how it is used over time. We do not receive any portion of these other fees. As described earlier, these other 
fees are described in detail in the brokerage Advisory Agreement. 
 
The contract for our services can be cancelled at any time by either the Client or by us. Cancellation must be 
in writing, signed by us and the Client, and specify the date the contract is to be cancelled. If contract is 
cancelled before a quarter-end reporting period, fees will be calculated and billed on a pro-rata basis – up to 
the date the Client’s account(s) are closed with Triad Advisors, LLC. 
 
 2) Financial Coaching 

$100/month – billed at the beginning of each month. Cancellable at any time, just like Financial Planning.  
 
 
Item 6 – Performance-Based Fees and Side-By-Side Management 
 
We do not charge our fees based on a share of capital gains or capital appreciation of the assets of a Client.  
Our fees are simply based upon the total value of assets under management, and are described in detail above 
– under ‘Advisory Fees’. 
 
 
Item 7 – Types of Clients 
 
For Financial Planning clients, we choose to work primarily with individuals, but will occasionally work with 
business entities that may benefit from the Values-Based Financial Planning ™ methodology that we use with 
our Clients. We do not have any minimum account size to be one of our Clients. Our fees are simply based-
upon the total value of assets under management, and are described in detail above – under ‘Advisory Fees’. 
 
For Financial Coaching clients, we will work with individuals who believe they will receive value in the specific 
services offered through Coaching – as described above in Item #4 ‘Financial Coaching’. 
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Item 8 – Methods of Analysis, Investment Strategies and Risk of Loss 
 
We use several methods of analysis in implementing our Clients’ investment plans: 

• Charting – Graphing market variables, especially of investment prices and market averages 
• Fundamental Analysis – Detecting mis-valued investments through an analysis of their business 

prospects (focusing on earnings, dividend payments, interest rates, and risk to the company) 
• Technical Analysis – Analyzing statistics and data such as historical prices and trading volumes over 

time 
• Cyclical Analysis – Considering investments that are subject to regular or irregular ups & downs over 

time 
 
Please be aware that investing in securities does involve a certain level of risk of loss. When we work with 
Clients, we understand that there is a balance between a Client’s desire to accomplish their financial goals and 
the investment risk that may accompany the need to get there. We try to gain an understanding of each of our 
Client’s comfort level with various types of investment risk – and create a financial strategy that lives within that 
comfort level.   
 
The majority of our Clients’ assets are invested in mutual funds. According to Investopedia®, mutual funds are 
“an investment vehicle that is made up of a pool of funds collected from many investors for the purpose of 
investing in securities such as stocks, bonds, money market instruments and similar assets. Mutual funds are 
operated by money managers, who invest the fund's capital and attempt to produce capital gains and income 
for the fund's investors. A mutual fund's portfolio is structured and maintained to match the investment 
objectives stated in its prospectus. One of the main advantages of mutual funds is that they give small 
investors access to professionally managed, diversified portfolios of equities, bonds and other securities, which 
would be quite difficult (if not impossible) to create with a small amount of capital. Each shareholder 
participates proportionally in the gain or loss of the fund.” 
 
Mutual funds – like all investments – have their own types of risks. More aggressive funds may invest 
predominantly in a specific industry or geographic region. They also might invest in smaller, up-and-coming 
companies. More conservative funds might invest primarily in large, well-known companies and industries – or 
in more developed nations and economies. Some funds invest exclusively in corporate or government bonds.  
Regardless of the fund, each investment will possess a certain level of volatility. In making specific investment 
recommendations to our Clients, we look for a healthy balance between an appropriate investment risk, the 
Client’s risk tolerance, and their desired financial goals.  
 
We will not introduce unusual risk into a Client’s plan. We will adjust Client portfolios over time to reflect their 
progress toward their goals. 
 
As many of our Clients’ financial goals are longer-term, so are their investment holdings. We are not “day 
traders”, and prefer to make account trades and exchanges on an as-needed basis. Depending on which 
brokerage account is used, infrequent transactions minimize account activity fees. As a Client’s needs (or 
other outside market conditions) change, we may adjust portfolios accordingly. As we implement a Client’s 
financial plan, we also consider an appropriate cashflow strategy. Some needs are more immediate – and have 
shorter & more conservative investments. Other needs are longer term – and have more balanced or 
aggressive investments. Each Client – and plan – is different.  
 
 
Item 9 – Disciplinary Information 
 
There are no disciplinary events or information to report. 
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Item 10 – Other Financial Industry Activities and Affiliations 
 
Triad Advisors, LLC 
Kurt Morgan is a licensed registered representative of Triad Advisors, LLC, a broker-dealer. TMG Wealth 
Advisors is not a subsidiary or affiliate of Triad Advisors, LLC. Securities activities are supervised from a Triad 
office at 5155 Peachtree Parkway, Suite #3220, Norcross, GA 30092-6538, (770) 840-0363. 
 
Accounting & Legal 
In the overall planning process, it is common for Clients to need outside legal counsel in creating or reviewing 
estate planning documents such as wills, trusts, medical directives, powers of attorney and other concepts. We 
believe this work is instrumental in establishing a strong foundation for an overall financial plan and future. 
 
For those Clients who need such legal counsel as part of the planning process (and are interested), TMG 
Wealth Advisors has established a relationship with Bob Kabacy of Kell, Alterman & Runstein, LLP, attorneys – 
in Portland, Oregon. The relationship allows Clients to address their legal planning needs as part of their 
financial planning process and implementation of the plans as we work toward achieving Client goals. We 
recognize and offer Clients the choice of their own legal counsel but offer Bob Kabacy's services based on a 
high level of quality we want to deliver. The choice of legal counsel, however, is always up to the Client. This 
arrangement is an optional service for Client’s convenience. Client is under no obligation to use this service. 
 
Bob's services may include the initial review of existing planning documents, if any, estate plan design, 
creation of appropriate documents and analysis related to how the legal plan matches the Client goals when 
considering the Client's financial plan with our help. Tax matters may also be taken into account. If a plan 
necessitates more complex planning, separate fee arrangements will be discussed in advance of any planning.   
 
Bob does not provide financial advice or services and we do not provide legal advice or services but together, 
we can develop an appropriate plan meeting the needs of our Clients. Part of the service also allows at least 
annual reviews with Bob and us to make sure the Client’s plan is up to date and on the right track.   
 
To simplify the process, TMG Wealth Advisors will pay for Bob's services as part of the overall fees paid to TMG 
Wealth Advisors. Bob Kabacy and Kell, Alterman & Runstein, LLP do not share fees in any manner and even 
though TMG Wealth Advisors pays Kell, Alterman & Runstein, LLP, the Client would be a Client of Kell, 
Alterman & Runstein, LLP who provides independent advice. TMG Wealth Advisors simply acts as a pay agent 
for the financial aspect of the relationship. Again, TMG Wealth Advisors does not receive any portion of Kell, 
Alterman & Runstein, LLP's fees nor does it provide legal counsel. A fee schedule of our fees as well as what 
we pay to Kell, Alterman & Runstein, LLP is provided prior to any engagement. If you have any questions, 
please do not hesitate to ask. 
 
Occasionally we also refer Clients to other various legal & accounting firms – in an effort to ensure that this 
aspect of their financial plan is implemented as well. We are not Attorneys or CPA’s – and do not present 
ourselves as such. We do find that having a short list of trusted professionals in these areas can bring much 
added value to the Client’s financial lives.   
 
We do not receive any ‘kick-backs’ or compensation for making these referrals, nor are our Clients obligated to 
use their services. We are just as able to work alongside our Clients’ existing professionals. Our overall intent is 
that the Clients’ needs are being served. 
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Insurance 
TMG Wealth Advisors is a licensed life & health insurance agency in the State of Oregon, and may provide 
Clients with appropriate life, health, disability, long term care or annuity products. Kurt Morgan is a licensed 
agent of TMG Wealth Advisors. Compensation for insurance transactions is typically in the form of 
commissions paid by the insurance company itself. Clients are under no obligation to effect insurance 
transactions through us. Our overall intent is that the Clients’ needs are being served. 
 
 
Item 11 – Code of Ethics, Participation or Interest in Client Transactions and Personal Trading 
 
It is possible that on occasion some of our Clients may own a same specific investment (such as a mutual fund 
or stock) that one of our Advisers owns. Such an event does not pose any conflict of interest. Any specific 
Client’s holding is based exclusively on the merits of that investment within a Client’s portfolio. If one of our 
Advisers also happened to own the same investment, it would be based on the merits of the investment for our 
Adviser. We do not have a financial interest in holding common investments as our Clients. 
 
 
Item 12 – Brokerage Practices 
 
We are an independent Registered Investment Advisor (RIA) firm. Although we are an independent firm, we 
are licensed to conduct business through Triad Advisors, LLC – an independent broker-dealer. Our 
relationship with Triad allows us to open and hold Client investment brokerage accounts, provide ongoing 
account reporting, year-end tax reporting, as well as the ability to affect transactions within our Clients’ 
accounts.   
 
In the financial business, the concept of ‘soft dollar benefits’ – and the potential for conflicts of interest – can 
be a concern. Soft dollar benefits are extra benefits given to an Adviser that are not in the form of cash. Such 
benefits may include financial planning software, marketing assistance, fancy meals at a high-end restaurant, 
tickets to an event, special incentive trips, and more. The possible conflict of interest can be obvious.  
Although such arrangements are not illegal, it can become a slippery slope as to what influence ‘soft dollar 
benefits’ may have on an Adviser’s financial product recommendations to a Client. 
 
With this in mind, we reject such benefits. We pay for our own planning software. Our marketing costs are our 
own. We use outside & independent research – or that specifically provided by our broker-dealer, Triad 
Advisors, LLC. Infrequently, a representative of an investment company we may use will call to schedule a 
breakfast or lunch meeting – at a local family restaurant, and at their expense. These meetings are for the 
purpose of providing investment & market updates. These occasional meetings can be helpful, but are usually 
declined, as they take our time away from the office and serving our Clients. All other ‘soft dollar benefits’ – 
should they present themselves – must be disclosed to both our Clients and to Triad Advisors, LLC. 
 
Because we are a fee-based independent firm, we are able to pick & choose the investment companies and 
products that we want to provide to our Clients. We are not beholden to any specific company’s products or 
offerings. With our affiliation with Triad Advisors, LLC we are also able to offer a wide variety of investment 
products without any sales charge – using ‘wrap accounts’ as described above under ‘Advisory Business’. 
Depending on which account(s) are used, Clients might (or might not) pay individual transaction charges 
within the wrap accounts – which may be higher or lower than transaction charges at other broker-dealers. A 
current transaction schedule is detailed in the Advisory Agreement that is provided to our Clients before 
opening an account.    
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We do not aggregate (combine) the purchase or sale of mutual funds and stocks for multiple various Client 
accounts. With the specific ‘wrap accounts’ that we use, there is no difference in cost to our Clients whether 
purchases or sales of investments were made in the aggregate or not. Transaction costs are per-account/per-
Client. 
 
Because of the benefits of our affiliation with Triad Advisors, LLC, we have chosen to use them as our sole 
broker-dealer firm. They allow us the independence to run our business the way we choose and provide our 
Clients with a wide variety of products, reporting, technology and service. As such, our Clients’ brokerage 
accounts will be opened and held only through Triad Advisors, LLC.   
 
Trade Errors:  A trade error is generally an error in the placement, execution or settlement of a transaction and 
not an intentional or reckless act of misconduct. A good faith error in an investment recommendation or 
decision for a client does not represent a trading error. Another way TMG Wealth Advisors will define a trade 
error is the gain or loss generated in order to correct one of the following situations: 

- Overbuying or overselling of securities into or out of a client account, caused by clerical errors made 
by TMG Wealth Advisors. 

- Buying or selling of unintended securities into, or out of, a client account, caused by clerical errors 
made by TMG Wealth Advisors. 

- Erroneously executing buy transactions as sales or vice versa, caused by clerical errors made by 
TMG Wealth Advisors. 

 
Trade errors typically will not include (i) intentional or reckless acts of misconduct or (ii) good faith errors in 
judgment in making investment decisions for clients, but may include innocent errors and negligent acts. As 
part of a standard examination of an investment adviser, examiners will typically review trading errors to 
determine if clients were in any way disadvantaged in the process and if errors were resolved in a timely 
fashion.  
 
Correcting Trade Errors:  As applicable, TMG Wealth Advisors will review all trade errors and will maintain 
records that reflect the resolution of trading errors as evidence that customers were not charged losses as a 
result of the error. TMG Wealth Advisors will also be responsible for reviewing the trade error file on at least an 
annual basis. 

- Errors found prior to settlement will be cancelled or “broken” unless it will affect the execution that 
will be achieved; 

- Errors discovered after settlement will be corrected on an “as of” basis. 
- If TMG Wealth Advisors is at fault for the error, the error will be settled out of its own account, not 

using client brokerage or funds, in order to place the client in such as position as if the error never 
occurred (“making the client whole”). 

- Under no circumstances will TMG Wealth Advisors correct a trading error in one account by 
executing purchase or sale transactions in another client account, or by use of soft dollars credits. 

- Under no instances will TMG Wealth Advisors use net trade error gains for anything other than the 
offsetting of trade error losses. Netting of gains and losses when correcting an error in a client’s (or 
among clients) account(s) is generally prohibited. However, netting may be permitted in 
circumstances in which more than one transaction must be effected to correct one or more trade 
errors made as a result of a single investment decision. 

 
Best Execution Policy: As a fiduciary, TMG Wealth Advisors is obligated to act in the best interest of our clients.  
Since all clients’ trading accounts are held at National Financial Services – using Triad Advisors trading 
platform, TMG Wealth Advisors adopts the Best Execution Policy of Triad. Accordingly, Triad’s quarterly Order 
Routing Information Report is publicly available each calendar quarter and is available upon request. 
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3rd Party Money Managers 
TMG Wealth Advisors may offer advisory services by referring clients to outside, or unaffiliated money 
managers that are registered as investment advisors. When we refer a client to a 3rd party money manager the 
manager will provide asset management and investment advisory services directly to the client. The 3rd party 
money manager is responsible for continuously monitoring client accounts and making trades when 
appropriate.  
 
 
Item 13 – Review of Accounts 
 
Our Clients receive both Annual & Mid-Year reviews of their accounts and financial plans. Our Clients may 
request a more frequent or infrequent review if they choose. In addition, we may schedule an interim review if 
warranted (such as an upcoming retirement date, receiving an inheritance, the purchase or sale of property, 
marriage/divorce, or other significant life event). 
 
Annual Review, Part I: 
At the annual anniversary of our working relationship (the date our Clients sign a Client Agreement with us), we 
schedule an Annual Review. The Annual Review is comprised of two separate meetings. During the first 
meeting, we review their original Financial Roadmap® document and discuss any changes in their life that 
may affect their financial plan. We will also discuss any new goals, items or concerns that we haven’t already 
taken into account. Prior to this meeting, we ask our Clients to provide updated financial documents in order 
that we may update their overall financial plan. The documents we typically ask for during an Annual Review 
would include: property tax statements, Social Security benefit statements, bank account & credit card 
statements, pension statements, insurance documents, tax returns, and any updated legal documents.   
 
Annual Review, Part II: 
During the second part of the Annual Review, we present the following updated documents: 

- Progress Report – A summary page reflecting their overall change of net worth during the prior year, 
broken-down by type of asset or liability. 

- Implementation Plan – A ‘bullet-point’ list reflecting the milestones achieved during the prior year, as 
well as any new ‘to-do’ items that need to be addressed during the current year. The Implementation 
Plan is designed to help Clients by providing a summary of their financial plan into a simple list of 
action steps required to create the greatest probability that they will stay on track with their financial 
plan over the years. 

 
Mid-Year Review: 
Six months after a Client’s Annual Review, we schedule a Mid-Year review. The purpose of the Mid-Year review 
is to discuss anything new that we haven’t already taken into account in their financial plan. We review their 
Financial Roadmap® document as well as the ‘to-do’ items from the last Annual Review – taking note of which 
have been accomplished, and which still need to be done. Any new action items that need to be done will also 
be addressed. We review investment account values and allocations.   
 
All Client reviews are conducted by Kurt Morgan.   
 
Our Clients receive monthly & quarterly reports from Triad Advisors, LLC showing the allocation, positions and 
transactions of all securities held under our management. (These reports are provided in printed form, unless 
Client requests electronic delivery instead.) Early each calendar year, they receive year-end tax documents 
(such as 1099-DIV forms) that apply to their brokerage accounts. As an added service, early each calendar 
year we provide our Clients with a summary of Advisory Fees paid to our firm during the prior year. This 
summary may be helpful as they prepare their tax returns, as our Advisory Fees may be tax-deductible (talk 
with a tax preparer for more specific information about tax-deductibility). 
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Item 14 – Client Referrals and Other Compensation  
 
We find that the best referrals to our business come directly from our existing Clients. Clients who are 
benefiting from the Values-Based Financial Planning® methodology are in the best position to recommend 
others they may know who may also benefit in similar ways. During Client review meetings, we often take time 
to give our Clients opportunity to think of others who they feel may benefit by working with an advisory firm 
such as ours. 
 
Occasionally we will receive referrals from non-Clients, such as CPA’s, Attorneys, or family and friends. We 
appreciate that these individuals feel strongly enough in what we do to recommend our services to others. The 
individuals who refer others to our firm (CPA’s, Attorneys, etc.) do not receive any compensation – directly or 
indirectly – for doing so. In a similar light, we also do not receive any economic benefit should any of these 
non-Clients (such as CPA’s or Attorneys) provide services to our Clients. 
 
To phrase it more simply, individuals who refer people to us do so for the inherent value that the referral may 
receive in talking and working with us. No money or ‘kick-backs’ exchange hands.   
 
With regards to 3rd party money managers (see Item #12 on page 12 above), TMG Wealth Advisors does 
receive referral fees from unrelated investment advisor firms for referring clients to them for investment 
advisory services and/or financial planning. In these cases, a disclosure letter will be provided to the client 
prior to or at the time of entering into any solicitation arrangement for investment advisory services and/or 
financial planning that identifies the solicitation fee. TMG Wealth Advisors works to assure that 
recommendations made are consistent with our duties to clients. 
 
Currently TMG Wealth Advisors has only one such arrangement. Ladenburg Thalmann Asset Management 
(LTAM) provides an client-facing investment platform called $ymbil. $ymbil assesses a client’s risk profile and 
recommends a risk-appropriate managed investment portfolio which is tactically adjusted based on changes in 
the market. These accounts are invested and held with discretion by LTAM. TMG Wealth Advisors receives a 
referral fee of 0.20% annually on assets held through $ymbil. 
 
Certain mutual fund issuers and product sponsors may sponsor and help pay for client luncheons or other 
events that TMG Wealth Advisors investment adviser representatives host. These arrangements give rise to 
conflicts of interest in that they may provide incentives for investment adviser representatives to recommend 
investment products of these sponsors. However, TMG Wealth Advisors commitment to its clients and the 
policies and procedures it has adopted are designed to limit any interference with TMG Wealth Advisors 
independent decision-making process when recommending the best investment for our Clients. 
 
 
Item 15 – Custody 
 
When our Clients open brokerage accounts with us (through Triad Advisors, LLC), they authorize us to deduct 
our quarterly Advisory Fees from their respective investment accounts. At the end of every quarter our Clients 
receive a confirmation statement from Triad Advisors, LLC reflecting the fees that will be drawn from their 
account.  
 
Our Clients receive the following brokerage account statements directly from Triad Advisors, LLC: 

- Confirmation statement – whenever any transaction takes place within an account 
- Monthly statement – summary of month-end values, holdings & transactions 
- Quarterly statement – summary of quarter-end values, holdings & transactions 

 
Our Clients receive the following statements directly from us: 

- Prior-year summary of Advisory/Consulting Fees paid to our firm during the prior year (for tax-
reporting purposes) 
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We encourage our Clients to carefully review all account statements that they receive.   
 
Occasionally, Clients might establish written instructions authorizing TMG Wealth Advisors with the ability to 
make transfers of assets from their investment account to a third-party individual or organization. This might 
happen in order to make charitable gifts to specific organizations, send funds to a Title company for buying 
property, or other such situation. Establishing this type of third-party arrangement is called a Standing Letter of 
Authorization (SLOA). With recent clarification of the Investment Advisers Act of 1940 – Section 206(4) and 
Rule 206(4)-2, such an SLOA would consider TMG Wealth Advisors as having custody of the assets of such 
account. Keep in mind that even with an existing SLOA, TMG Wealth Advisors is only authorized to affect the 
specific transfer of assets in accordance with pre-existing, signed instructions by the Client – after we verbally 
confirm each such transaction with the Client. 
 
 
Item 16 – Investment Discretion  
 
When our Clients open brokerage accounts with us (through Triad Advisors, LLC), they give us ‘discretion’ on 
their respective investment accounts.   
 
Discretion means that our Clients give us authority to manage their accounts on their behalf. On a practical 
level, this means that within an account, we have permission to purchase or sell investments, make 
exchanges, or initiate redemptions or check requests on a Client’s behalf. We do not have authority to take 
possession of Client accounts or assets. 
 
It is important to us that our Clients know how we are managing their accounts on their behalf. By default, all 
Clients receive a confirmation statement of any and all transactions that take place in their accounts – even if 
the transaction was only a penny. Nothing is done in secret. 
 
Whenever we add a new mutual fund holding to a Client’s portfolio, we provide them with a prospectus of that 
fund prior to making the purchase. 
 
If at such time we choose to end our working relationship with a Client, the date we end our working 
relationship is also the date our discretion on their accounts ends. 
 
 
Item 17 – Voting Client Securities 
 
We do not – nor will we accept – authority to vote for our Client’s security holdings. 
 
The ability for an investor to vote on their investment holdings is an important and powerful right. We feel that 
the right to vote rests most appropriately with our Client. We encourage them to vote as often as they have 
opportunity. 
 
Our Clients occasionally receive proxies or other solicitations to vote. These are mailed directly from the 
transfer agent of the specific investment, and not from our office.   
 
If Clients have questions about a particular proxy or solicitation, they are invited to call us with questions or 
comments. We will be happy to answer their questions, but allow them to vote for themselves.   
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Item 18 – Financial Information 
 
Because we have ‘discretionary authority’ of our Clients’ funds (see item #16 ‘Investment Discretion’ above), 
we are required to disclose any financial condition that is reasonably likely to impair our ability to meet our 
contractual commitments to our Clients. 
 
No such conditions exist. 
 
In addition, TMG Wealth Advisors, Inc. and Kurt Morgan have never been the subject of a bankruptcy petition.  
 
 
Item 19 – Requirements for State-Registered Advisers 
 
TMG Wealth Advisors, Inc. is owned and managed by Kurt Morgan. 
 
General standards of education or business experience is required in determining or giving investment advice 
to our Clients.  We must have an appropriate educational background and/or related experience in the fields of 
investments, risk management, taxation, pension planning and estate planning. Following is a listing of our 
education and business backgrounds. As others join our firm, their information will be added as well. 
 
Name:   Kurt E. Morgan – age 57 
             14631 SW Millikan Way, Suite #17 
             Beaverton, OR  97003-2999 
             (503) 533-4929 
             Mail@TMGWealth.net www.TMGWealth.net 
 
Education Background 
School                              City, State           Graduated      Degree / Major 
Lincoln High                       Portland, OR       1981                None 
Oregon State University       Corvallis, OR       1986       Bachelor Science Business Management 
  
Business Background 
Name                               Location           Type                  Position                 Start/End Date 
TMG Wealth Advisors       Portland, OR      RIA                    Owner                  05/2020 – Present 
The Morgan Group   Portland, OR RIA Owner 12/2002 – 05/2020 
Triad Advisors, LLC             Norcross, GA      Broker/Dealer    Registered Rep.    05/2001 – Present 
Desert River Capital LLC      Phoenix, AZ       Real Estate        Co-Member           06/2007 – 03/2017 
ViSalus Sciences    Troy, MI   Health/Fitness Promoter 02-2012 – 03/2017 
Domination Fitness LLC       Beaverton, OR   Fitness Gym      Co-Member           10/2010 – 03/2017 
Morgan Advisors, Inc.  Carefree, AZ  RIA Owner 12/2011 – 11/2014 
Amplitude Media LLC          Portland, OR      Brand Develop. CFO                      01/2009 – 12/2009   
Advisory Associates             Salem, OR         RIA                    Salesperson          03/2001 – 02/2006 
New Hope Financial Svcs.   Beaverton, OR   Insurance          Salesperson          08/1997 – 12/2002 
Walnut Street Securities      Sioux Falls, SD   Broker/Dealer    Registered Rep.    01/1992 – 05/2001 
Building Tech Bookstore     Beaverton, OR   Bookstore          VP Marketing        04/1991 – 06/2000 
1st American Nat'l. Secur.  Duluth, GA         Broker/Dealer    Registered Rep.    09/1986 – 01/1992 
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Examinations / Professional Designations 
Name                     ExamType    Jurisdiction          Since 
Insurance                Life           State of Oregon    09/1986 
Insurance              Health      State of Oregon    04/2006 
Insurance   Variable  State of Oregon 04/2006 
Blue Sky                Series 63   FINRA                 11/1986 
Variable Contracts   Series 6     FINRA                 11/1986 
Investment Advisor  Series 65   FINRA                 04/2002 
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