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HELLO & 
WELCOME

At Freedman Financial, we act as
fiduciaries. Placing your interests first is
the cornerstone of our relationship. We've
done it this way for 50+ years, and now we
have an opportunity to share our approach
with you. 

From our very first conversation, you’ll find
us asking about everything in your
financial life – not just the money you may
want to invest. That’s because achieving
your financial goals requires an open and
honest dialogue that incorporates more
than just the numbers; it includes the
emotions attached to them too.

When you hire Freedman Financial, you get
an experienced team dedicated to getting
your financial house in order – and we’ll
work hard to help you.

Marc. S. Freedman, CFP
President/CEO

Marion Gilman, CFP
Executive Vice President
and Partner

Get to Know Us

Quite Simply. We Care. Deeply.
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Expect a conversation. We’ll get to know
you and you’ll learn about us. It’s important
that you feel good about the relationship
first, without pressure.

There are no limits to the questions you
can ask us. We are fully transparent and
seek to deliver “financial advice in a
language you can understand®.”

We’ll be asking questions too. Some may
be ones you’ve never been asked before.
Our goal as fiduciaries is to be certain that
we fully understand what’s most important
to you, your financial life, and how it aligns
with your hopes and dreams – before we
ever offer recommendations to you.

No matter where you are on your financial
journey, you can expect a tailored financial
plan that aligns with your goals. Whether
you’re planning for retirement,
accumulating wealth, crafting a
retirement-income strategy, or simply
trying to make sense of it all, we’re with
you every step of the way.

Discover the Possibilities
Our Time-Tested Approach You are unique! Your Financial

Plan Should Be Too

https://static.fmgsuite.com/media/documents/4a609e2f-d6a9-4a75-b805-e07b6a692da4.pdf
https://static.fmgsuite.com/media/documents/4a609e2f-d6a9-4a75-b805-e07b6a692da4.pdf
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What to Expect

Getting Your Financial House in Order

Experienced team
members delivering 

best-in-class service

70 Points of Contact...
including in-person

meetings, and proactive
communication 

Secure access to your
financial data anytime,

anywhere. 

Freedman Financial and LPL Financial do not provide tax or legal advice or services. 
Please consult your tax and advisor regarding your specific situation.

When you hire Freedman Financial, you get an experienced team of Certified
Financial Planner Professionals (CFP™) dedicated to getting your financial
house in order. Here is how we'll work to help you.



Freedman Financial |  03

Our Values & Beliefs
The Freedman Financial team is dedicated to listening deeply, crafting thoughtful
strategies, and guiding our clients throughout their financial journey.

It's the foundation of our thinking,
strategizing, and implementation.

We focus on constant improvements and
deliver value-driven strategies.

We believe the best relationships are
always built face-to-face. That's why
90% of our clients either live or have roots
within 15 miles of our office.

We value and build long-lasting
relationships with our clients.

Our actions and words perpetuate beyond
the office. Each employee exudes a
positive image of the firm.

By dedicating ourselves to life-long
learning, we continually elevate ourselves
and can effectively address the needs of
our clients.

Planning Innovation

PersonalRelationships

Integrity

Competence



We can't wait to meet you.

Hiring a financial planner is an important decision and must be built on a foundation of
trust. We seek solely to build life-long relationships with our clients and believe our values
and beliefs embody our commitment to you.

Generally, an initial consultation lasts sixty to ninety minutes. This confidential
conversation is complimentary as we believe it is critical that you find a financial planning
firm that not only listens well and asks the right questions; but one that you believe will
meet (and hopefully exceed) your expectations. 

During our meeting, you can expect us to ask questions about your goals, dreams, and
aspirations. Prior to our meeting, please begin thinking about “what’s important to you”
and how your quality of life could improve if “X”, “Y” and “Z” were addressed. 

On the next page, you'll find our "Fact Finder." It's designed to help you begin organizing
quantitative components that impact your personal financial life. Please review the "Fact
Finder" carefully and try to complete the form.

On behalf of the entire team at Freedman Financial, thank you for your inquiry. We look
forward to building a long and successful financial planning relationship with you.

Please contact us at your earliest convenience to schedule your complimentary initial
consultation.
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Initial Consultation Prep
How to Prepare for Your Initial Consultation

Your most recent tax return
Current Investment, Insurance
and Bank Statements 
Endorsement Pages for Life,
Disability, Auto, Homeowners
and Personal Insurance 

One Month’s Pay Stubs 
Any Estate Planning
Documents such as, Wills,
Trusts, Powers of Attorney, etc
Employee Benefit booklet(s) 

You may find it helpful to bring the following items with you



A PDF file of the below form is
available for viewing and download,
just click here.

Available for Download
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Fact Finder
Please work on completing this form prior to your initial consultation so we can learn more
about you, your financial situation, and your goals. However, if you find the document to
be overwhelming, don't worry - we can just start with a conversation.

We create strategies that are
tailored to your needs and goals.

DOWNLOAD

LPL Relationship Summary
Years of experience have prepared us to
guide you through your life transitions.

DOWNLOAD

LPL Privacy Policy

http://static.fmgsuite.com/media/documents/3b1b30b5-0b42-4686-81c6-3796d80441c3.pdf
http://static.fmgsuite.com/media/documents/3b1b30b5-0b42-4686-81c6-3796d80441c3.pdf
https://static.fmgsuite.com/media/documents/49b03ba4-4d99-47f0-a481-fe8f0a01767b.pdf
https://static.fmgsuite.com/media/documents/97e75915-912e-40ee-a973-df1f0f9ef1a3.pdf
https://static.fmgsuite.com/media/documents/97e75915-912e-40ee-a973-df1f0f9ef1a3.pdf
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Brokerage Services

§ Brokerage services include taking your orders and
executing your securities transactions; making
recommendations for you to buy, sell, or hold securities;
and holding your securities for safekeeping (known as
having “custody” of your securities).

§ In most cases, we provide recommendations to you on
specific investments, but you make the final investment
decisions for your account. We also have a program
available through a limited number of financial institutions
in which you make investment decisions on your own
without any recommendations from us.

§ We don’t monitor brokerage account investments for you,
unless we state otherwise in writing.

§ We may provide brokerage services (but not investment
recommendations) to you if your Professional is providing
advisory services through a separate investment
advisory firm.

Investment Advisory Services

§ Some of the investment advisory services we offer include
wrap fee programs and non-wrap fee programs; mutual fund
asset allocation programs; advisory programs offered by
third-party investment advisory firms; financial planning
services; retirement plan consulting; investment research;
digital advice programs; and other custom advisory services.

§ You’ll typically grant us discretion to buy and sell
investments in your account without asking you in advance.
You may limit our discretion, such as by imposing reasonable
restrictions on investing in certain securities or groups of
securities. In other investment advisory accounts, you grant
investment discretion to another financial institution.

§ Some of our investment advisory accounts are
nondiscretionary, which means you are required
to preapprove each investment transaction that
we recommend.

§ We’ll typically monitor accounts, and specific investments
within accounts, on an ongoing basis to align with your
investment goals. However, in limited-scope consulting or
advisory relationships, we won’t provide ongoing monitoring.

LPL (referred to as “we” or “us”) is registered with the U.S. 
Securities and Exchange Commission as a broker-dealer and an 
investment adviser. We have a network of financial professionals 
(“Professionals”) who offer brokerage and investment advisory 
services. Brokerage and investment advisory services, and 
the fees we charge for them, differ, and it’s important that you 
understand the differences. This relationship summary will 

explain the various services we offer, how we charge for those 
services, and conflicts of interest that exist when we provide our 
services. To help you research firms and financial professionals, 
you can access free and simple tools at Investor.gov/CRS, which 
also provides educational materials about broker-dealers, 
investment advisers, and investing. 

LPL FINANCIAL LLC (LPL) 
RELATIONSHIP SUMMARY Effective March 31, 2022

What investment services and advice can you provide me? 

Our Professionals offer brokerage services, investment advisory 
services, or both, depending on their licenses. Each Professional 
generally provides access to a range of investment products, such 
as stocks, bonds, exchange-traded funds (ETFs), mutual funds, 
annuities, and alternative investments. Please note that the range 
of investment options available to you may be limited depending 
on the licenses your Professional holds or if he or she is located 
at a financial institution that does not offer certain options. 
Your Professional or account program may also have specific 

requirements, such as account or investment minimums. We 
encourage you to ask your Professional whether any investment 
limitations or account requirements apply.

If your Professional offers you both brokerage and advisory 
services, your Professional will inform you when he or she offers 
an investment recommendation or advice, and whether the 
recommendation or advice is part of a brokerage or advisory 
service. Some of the key differences between brokerage and 
investment advisory services are described below.

https://www.investor.gov/CRS
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What fees will I pay?

Investing is an individual journey, and we want to provide you with 
options. Below we outline the fees you could be charged for both 
brokerage and advisory accounts depending on your investment 

choices. Fee Schedules for our brokerage and advisory programs 
can be found lpl.com.

Other Fees and Costs

If applicable to your account, we’ll charge you directly for other 
fees in addition to brokerage commissions and advisory fees, 
including: (1) account maintenance fees such as custody, trade 
confirmation processing, corporate actions, and transfer fees; 
(2) cash management fees such as cash sweep, checking, and
wire fees; and (3) investment specific fees such as those for

administration of alternative investments or for foreign securities. 
See the Fee Schedules for our brokerage and advisory programs 
at lpl.com for more information. You should understand that 
these fees are not charged by us if your investment is in an 
account that is held directly with the sponsor, and not in an LPL 
investment account.

More detailed information about our advisory services can 
be found in the Form ADV for your advisory program. Detailed 
information about our brokerage services can be found at 
Brokerage Compensation Information and Related Conflicts of 
Interest. If viewing a paper version of this form, please visit  
lpl.com/CRS for hyperlinks to these documents.

  Questions to ask your Professional:
§ Given my financial situation, should I choose an investment

advisory service? Should I choose a brokerage service? Should I
choose both types of services? Why or why not?

§ How will you choose investments to recommend to me?
§ What is your relevant experience, including your licenses,

education, and other qualifications? What do these
qualifications mean?

Fees Associated with Brokerage Services

§ For brokerage services, we charge a transaction-based
fee (sometimes referred to as a commission) every time
you buy or sell an investment. The amount you pay as a
transaction-based fee varies according to the particular
investment and amount invested. The more trades you
make, the more transaction-based fees we earn. This
creates an incentive to encourage you to trade often.

§ For investments in stocks or ETFs, the transaction-based
fee is usually charged as a separate commission or sales
charge. For investments in bonds, this fee is typically
included as part of the price you pay for the investment
(called a markup or markdown).

§ For investments in certain products like mutual funds,
annuities, and alternative investments, we receive
transaction-based fees from the investment product
sponsor in the form of asset-based sales charges (e.g.,
sales loads). These fees are based on the amount invested
in a product and, depending on the product, may be based
on how long you hold the investment. Our receipt of asset-
based sales loads creates an incentive to recommend
products or sponsors that include such charges.

Fees Associated with Investment Advisory Accounts 

§ For investment advisory services, we typically charge
an ongoing quarterly fee (sometimes referred to as an
asset-based fee). This fee is a percentage of the value of
your account. You pay this fee even if you don’t buy or sell
investments. The more assets you have in an asset-based
fee account, the more you’ll pay us in fees. This creates
an incentive to encourage you to increase the size of your
account, including by transferring or rolling over assets
from other accounts. For some types of accounts, there is
a per transaction charge in addition to an asset-based fee.
We may also charge an hourly fee or fixed fee for additional
services such as financial planning and consulting services
that are of limited duration or nature.

§ For wrap fee program accounts, you will pay us a single
asset-based fee for advisory services. This fee also covers
most transaction costs and certain administrative and
custodial costs associated with your investments. If you
expect to trade infrequently or to pursue a “buy and hold”
strategy, a wrap fee program may cost you more than
paying for the program’s services separately, and you may
want to consider a brokerage relationship rather than an
advisory relationship.

§ The fee you pay to your Professional is generally
negotiated with him or her directly, and subject to different
maximums, depending on the advisory program selected.

http://www.lpl.com
https://www.lpl.com/
https://www.lpl.com/disclosures/lpl-financial-firm-brochure-and-program-forms-for-advisory-services.html?_ga=2.226492378.1398880380.1571678542-1128018412.1571678542
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf?_ga=2.187254881.876239914.1566315945-296807420.1566315945
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf?_ga=2.187254881.876239914.1566315945-296807420.1566315945
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You may also incur fees charged by the particular investment 
product in which you are invested, including mutual funds, ETFs, 
and other pooled funds, in addition to brokerage commissions and 
advisory fees charged by us. Some of these fees may be shared, 
as described below in Third-Party Payments. Certain investment 
products have significant fees triggered by particular events, e.g., 
annuities may include mortality, expense, and administrative fees, 
and fees for excessive transfers or early withdrawals. 

You will pay fees and costs whether you make or lose money 
on your investments. Fees and costs will reduce any amount of 
money you make on your investments over time. Please make 
sure you understand what fees and costs you are paying. Detailed 

information on our advisory fees can be found in the Form ADV for 
your advisory program. Detailed information on our brokerage fees 
can be found at Brokerage Compensation Information and Related 
Conflicts of Interest and, depending on the investment product in 
which you invest, may be included in the product’s prospectus or 
other offering document. If viewing a paper version of this form, 
please visit lpl.com/CRS for hyperlinks to these documents.

  Questions to ask your Professional:
Help me understand how these fees and costs might affect my 
investments. If I give you $10,000 to invest, how much will go to 
fees and costs, and how much will be invested for me?

When we provide you with a recommendation as your broker-dealer 
or act as your investment adviser, we have to act in your best 
interest and not put our interest ahead of yours. At the same time, 
the way we make money creates some conflicts with your interests. 
You should understand and ask us about these conflicts because 
they can affect the recommendations and investment advice we 
provide you. Here are some examples to help you understand 
what this means. If you have questions about whether any of these 
situations could apply to your investments, ask your Professional.

Third-Party Payments

We receive compensation from third parties related to investments 
you make in certain products, including mutual funds, ETFs, 
annuities, alternative investments, and other investments. This 
compensation includes ongoing distribution charges (e.g., 12b-1 
fees or trail payments), which an investment product charges 
you and then pays to us. We also receive fees from investment 
products and/or their sponsors for recordkeeping and other 
administrative services we provide in relation to your investments. 
In some accounts we offer, uninvested cash is automatically 
placed into interest-bearing federally insured bank accounts. We 
receive fees for your participation in these “cash sweep” programs 
from the banks sponsoring the programs. The fees we receive are 
typically higher than the interest you earn on the cash held in the 
bank accounts and are in addition to any fees you pay to us. This 
creates an incentive for LPL if you maintain a cash balance in your 
account. Revenue sharing payments are another type of third-
party compensation we receive from sponsors who participate 
in our marketing programs. These programs support our product 
marketing to our Professionals and for education and training 
efforts, and facilitate communications between sponsors and 
our Professionals. Finally, certain sponsors pay us to make their 
investment products available on our platform. Because we receive 

payments from these third parties, there is an inherent incentive 
for us to recommend or invest your assets in those investment 
products. Detailed information regarding third-party payments can 
be found in the Third-Party Compensation and Related Conflicts of 
Interest document on lpl.com.

Principal Trading

In brokerage accounts, we sometimes directly buy from you or sell 
to you investments including bonds or certain shares of mutual 
funds, unit investment trusts (UITs), or alternative investments. 
These are called principal trades. If the principal trade involves 
a bond, we receive a markup or markdown by either buying the 
bond from you at a lower price than we will sell it for or by selling 
the bond to you at a higher price than we bought it for. That 
creates an incentive for us to either buy the bond from you at 
the lowest price possible or sell the bond to you at the highest 
price possible and maximize our profit on the principal trade. In 
advisory accounts, purchases of mutual funds, UITs, or alternative 
investments may be processed through our proprietary account, 
but we do not receive a markup or markdown in these trades. 
Also, in certain advisory accounts where a third-party investment 
advisory firm has discretion, we trade as principal and receive a 
markup or markdown.

Detailed information on our conflicts of interest can be found 
in the Form ADV for your advisory program and in Brokerage 
Compensation Information and Related Conflicts of Interest. If 
viewing a paper version of this form, please visit lpl.com/CRS for 
hyperlinks to these documents.

  Questions to ask your Professional:
How might your conflicts of interest affect me, and how will you 
address them?

What are your legal obligations to me when providing recommendations as my 
broker-dealer or when acting as my investment adviser? How else does your firm 
make money and what conflicts of interest do you have? 

https://www.lpl.com/disclosures/lpl-financial-firm-brochure-and-program-forms-for-advisory-services.html?_ga=2.226492378.1398880380.1571678542-1128018412.1571678542
https://www.lpl.com/disclosures/lpl-financial-firm-brochure-and-program-forms-for-advisory-services.html?_ga=2.226492378.1398880380.1571678542-1128018412.1571678542
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf?_ga=2.187254881.876239914.1566315945-296807420.1566315945
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf?_ga=2.187254881.876239914.1566315945-296807420.1566315945
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/legal_disclosures.pdf
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/legal_disclosures.pdf
https://www.lpl.com/disclosures/lpl-financial-firm-brochure-and-program-forms-for-advisory-services.html?_ga=2.226492378.1398880380.1571678542-1128018412.1571678542
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf?_ga=2.187254881.876239914.1566315945-296807420.1566315945
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf?_ga=2.187254881.876239914.1566315945-296807420.1566315945
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Do you or your financial professionals have legal or disciplinary history?

Additional Information

Yes. Visit Investor.gov/CRS for a free and simple search tool to 
research LPL and our Professionals.  

  Questions to ask your Professional:
As a financial professional, do you have any disciplinary history? 
For what type of conduct?

Please visit the Disclosures page on lpl.com for more information, 
including a copy of the agreement for the account and/or 
program you are considering, the Form ADV Brochure for any 
advisory program you are considering, detailed information 
on our brokerage services under Brokerage Compensation and 
Related Conflicts of Interest, and more information regarding 
our brokerage and advisory programs under Third Party 
Compensation and Related Conflicts of Interest.

Please visit the Investor Regulatory & Educational Resources page 
on lpl.com to learn more about how to determine your investment 
objective and risk tolerance, among other items.  

We are affiliated with other investment firms. If your Professional 
works with Fortigent, LLC, you can find the relationship summary 
for that firm at lpl.com/fortigent.html. More information on our 
affiliations can be found in the Form ADV for your advisory program. 

If viewing a paper version of this form, please visit lpl.com/CRS for 
hyperlinks to cross-referenced documents.

To request up-to-date information or a copy of this relationship 
summary, please call us at (800) 558-7567.

We also encourage you to review the general information provided 
by the U.S. Securities and Exchange Commission regarding 
investing, choosing an investment professional, and related 
considerations, available by visiting Investor.gov. 

  Questions to ask your Professional:
Who is my primary contact person? Is he or she a representative 
of an investment adviser or a broker dealer? Who can I talk to if I 
have concerns about how this person is treating me?

Our Professionals are primarily independent contractors, although 
a portion are employees or employees of an affiliated company. The 
agreement between each Professional and LPL sets out the payments 
we make to them. Those who provide investment advisory services 
receive a portion of the advisory fee you pay. Professionals who 
provide you brokerage services receive a portion of the commissions 
or markups/markdowns from your trades. Receiving a portion of the 
advisory or brokerage fees you pay to us creates an incentive for 
them to encourage you to increase your investment account size or 
trade more frequently. We also compensate Professionals based on 
production, including payments based on the amount of client assets 
they service and the products they sell. In addition, our Professionals 
receive different levels of compensation for selling different types 
of investments or services. This could include, for example, a share 
of the 12b-1 fees, trail payments, or sales loads paid to us by an 
investment product. Although your Professional must recommend 
investment products or manage your account in your best interest, 
these additional forms of compensation create an incentive for them 
to recommend specific financial products. 

Our Professionals may receive compensation from us in other 
ways, including: 

§ Transition assistance if he or she moves to LPL from another
company. This assistance can include forgivable loans, advance
payment of advisory fees, and/or waiving or reducing other

costs associated with transitioning the Professional’s business. 
This assistance creates an incentive to migrate and maintain 
business on our platform from another investment platform, and 
to sell or recommend the sale of investments held in an account 
if we do not offer those investments.  

 § Waived or reduced costs and fees (e.g., for administrative services
that we provide for your accounts, attending our conferences
and events, and free or reduced-cost marketing materials).
These waived and reduced costs and fees create an incentive for
Professionals to associate with us instead of other financial firms.

§ Equity awards in our parent company, LPL Financial Holdings
Inc., which give your Professional an incentive to remain with us
during the vesting period applicable to his or her stock holdings
(the period of time before the stock is unconditionally owned).
This also gives the Professional a financial interest in the
success of our business.

Your Professional is legally required to act in your best interest and 
not put his or her interests ahead of your own. We have systems 
in place to mitigate the conflicts of interest that arise from the 
way he or she makes money, including systems to review whether 
a recommendation is in your best interest. More information on 
compensation can be found at Brokerage Compensation Information 
and Related Conflicts of Interest. If viewing a paper version of this 
form, please visit lpl.com/CRS for a hyperlink to this document.

How do your financial professionals make money? 

Member FINRA/SIPC
CLR-1083684-0322

https://www.investor.gov/CRS
https://www.lpl.com/disclosures.html
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/legal_disclosures.pdf
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/legal_disclosures.pdf
https://www.lpl.com/disclosures.html
https://www.lpl.com/fortigent.html
https://www.lpl.com/disclosures/lpl-financial-firm-brochure-and-program-forms-for-advisory-services.html?_ga=2.226492378.1398880380.1571678542-1128018412.1571678542
https://www.investor.gov/
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf
https://www.lpl.com/content/dam/lpl-www/documents/disclosures/brokerage_compensation_conflicts_of_interest.pdf
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41 Cross St, 2nd Floor, Peabody, MA 01960

Securities and advisory services offered through LPL Financial, a registered investment advisor, Member FINRA/SIPC.

All investing involves risk including loss of principal. No strategy assures success or protects against loss.

OFFICE HOURS: 
Monday-Thursday

In-office 
9:00 AM - 4:30 PM

Friday
Available virtually 
9:00 AM - 2:30 PM

https://www.freedmanfinancial.com/
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GETTING TO KNOW
FREEDMAN FINANCIAL


Securities and Advisory services offered through LPL Financial, a registered investment advisor.
Member FINRA & SIPC.







WHY FREEDMAN FINANCIAL?


We act as fiduciaries. Placing your interests first is the


cornerstone to our relationship!  For over 50 years we’ve done it


this way  – and now we have an opportunity to share our approach


with you.   


From our very first conversation, you’ll find us asking about


everything in your financial life – not just the money you may


want to invest.  That’s because achieving your financial goals


requires an open and honest dialogue that incorporates more than


just the numbers; it includes the emotions attached to them too.  


When you hire Freedman Financial, you get an experienced team


dedicated to getting your financial house in order – and we’ll work


hard to help you maintain it.


Quite Simply.  We Care.  Deeply. 







EXPERIENCED, QUALIFIED TEAM


Marc S. Freedman, CFP®
PRESIDENT/CEO 


Marion Gilman, CFP® 
EXECUTIVE VICE PRESIDENT AND PARTNER


Jodi K. Deldon
DIRECTOR OF FIRST IMPRESSIONS


Sonia Del Valle 
CLIENT OPERATIONS MANAGER


Christian Karcher CFP® 
DIRECTOR OF FINANCIAL PLANNING


Beth Ford
CLIENT SERVICES ASSOCIATE


We work as a true team dedicated to personalizing our relationship with you. 







OUR TIME-TESTED
APPROACH…


We’ll get to know you and you’ll learn


about us. It’s important to us that you


feel good about the relationship first,


without pressure.


There are no limits to the questions


you can ask us. We are fully


transparent and seek to deliver


“financial advice in a language you


can understand®.”


We’ll be asking questions too.  Some


may be ones you’ve never been asked


before.  Our goal is to be certain that


we fully understand what’s most


important to you, your financial life,


and how it aligns with your hopes and


dreams – before we ever offer


recommendations to you.


Expect a Conversation







FINANCIAL PLANNING


No matter where you are on your


financial journey, you need a tailored


financial plan that aligns with your


goals. Whether you’re planning for


retirement, accumulating wealth,


crafting a retirement income strategy,


or simply trying to make sense of it all,


we’re with you every step of the way.


We listen. The financial planning process


starts with a face-to-face, honest, big-


picture conversation. We learn about


your financial strengths, concerns,


opportunities and goals. Then we plan.


We never rely on rules of thumb. And we


deliver our recommendations in writing. 


You are unique! Your financial
plan should be too.







OUR APPROACH TO FINANCIAL PLANNING 


4. Make Recommendations
We’ll put our advice in writing.


2. Collect Data – Lots of it!
We’ll identify what you own, owe,
earn and spend.  


3. Analyze
We’ll examine
where you
stand
financially,
and consider
improvements,
if needed.


6. Review and
Revisit


We’ll provide
ongoing


monitoring,
updates and


continual dialogue. 


1. Understand Your Goals
Let’s give your plan a purpose.


5. Implementation
We’ll get your plan in motion as
a client of Freedman Financial.







GETTING YOUR FINANCIAL 
HOUSE IN ORDER


Financial Planning is so much more than crafting an
investment strategy. 


At Freedman Financial, we’ll help get your financial
house in order, so you can plan better. 







OUR REVIEW PROCESS…


Revisit Financial Goals


Share Your Progress


Offer Investment Advice


Re-examine Your Spending
Needs in Retirement


Review Your Last Year's Tax
Return


Advise on Major Purchase
Decisions


Make Recommendations
(If Needed)


Make it Personal







INVESTMENT MANAGEMENT
With your financial plan as a blueprint, we build, maintain and monitor


your investments. We are committed to understanding the totality of


your financial life before ever making an investment recommendation.


Personalized
portfolios


Know where 
you stand


Selecting investments is a


collaborative process. We avoid


“cookie-cutter” model portfolios,


and instead strive to construct


your portfolio with low-cost, high


quality investments that balance


YOUR risk with YOUR objectives.   


You receive monthly statements,


annual performance reports and


secure online access to your


entire financial plan. 







A CLIENT-FIRST INVESTMENT APPROACH


Review 
Examine the quality, costs and rationale


for your existing investments 


Advise
Consider portfolio changes. Incorporate
strategies best aligned with your needs 


Implement
Place your strategy in motion. 
Monitor each step of the way 


Assist 
Guide you on adding funds, withdrawing
money and examining tax implications.


Deliver
Our 70 points of annual communication


keep you regularly informed.







FEES AND MINIMUMS*


Account Value Management
Fee*


$350K - $499K 1.50%


$500K –
$999,999 1.25%


$1,000,000 -
$1,999,999


1.0%


$2,000,000 -
$2,999,999


0.9%


$3,000,000 –
$4,999,999


0.8%


$5 Million + 0.7%


As of August 2023


Financial Planning  
Every client relationship at Freedman Financial starts


with a financial plan. Financial Planning Fee – starting 


at $3,000*


Investment Management and Planning 
Upon the completion of a financial plan, you have the


opportunity to establish an investment management


relationship with the firm.  


The Value for Your Fee
Your investment management fee includes all future financial


planning advice.   


MINIMUM Investment is
generally $350,000.
Fees are deducted on a
quarterly basis from your
account.


*Fee modifications are
evaluated on an
individual basis. 







READY TO GET STARTED?


Tel: 978-531-8108 or email Jodi@freedmanfinancial.com


Office Hours:  Monday – Thursday - 9:00am – 4:30pm


and Friday 9:00 AM - 2:30 PM


Schedule an Initial Consultation


Our Comprehensive Information Kit


Our Fact Finder


Instructions on “How to Prepare for your Meeting”


What We’ll Send You


Complete our Fact Finder as best as you can. 


Gather supporting documents


Prepare your questions. 


Get ready for an easy conversation with us. 


What You Need to Do…







CONTACT US


41 Cross St, 2nd Floor,


Peabody, MA 01960


(978) 531-8108


info@freedmanfinancial.com


www.freedmanfinancial.com


Securities and Advisory services offered through LPL Financial, a registered investment advisor. Member FINRA & SIPC.
All investing involves risk including loss of principal. No strategy assures success or protects against loss. 







