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Introduction

Envision Financial LLC is an investment advisor registered with the Securities & Exchange Commission.
Brokerage and investment advisory services differ, so it is important to understand the differences. Free and
simple tools are available to research firms and financial professionals at www.|nvestor.gov/CRS, which
provides educational materials about broker-dealers, investment advisors, and investing.

What investment services and advice can you provide me?

Envision provides investment advisory, financial planning, tax, estate planning, and trust administration
services to retail investors. We help clients gain clarity about their ability to retire. We help clients choose
investment allocations and investment products, and our investment recommendations are tailored to
clients’ individual objectives. Our clients’ investments are held by an outside brokerage/custodian, Charles
Schwab & Co., Inc. (“Schwab”). We are NOT affiliated with Schwab, and we receive no commissions from
Schwab or from funds that we purchase through Schwab. As such, our advice regarding investment products
is unbiased, and is NOT limited to proprietary products.

Clients authorize us to trade in their Schwab accounts as we see fit, and to withdraw our fees quarterly. We
generally monitor clients’ investments weekly and offer to meet quarterly, although clients can call anytime.
We are NOT “stock pickers”. We implement clients’ investments using baskets of stocks and bonds referred
to as exchange-traded funds (“ETF’s”) and mutual funds. We recommend a range of funds including actively-
managed funds that actively trade stocks and bonds based on research, and passively-managed index funds
that strive to track various market indexes. We generally accept minimum client investments of $500,000.

What fees will I pay?

We are fee-only advisors, which means that we do NOT sell investment products. Our only source of
compensation is fees from our clients for advisory services. Our investment advisory and financial planning
fees are charged as a percentage of the assets managed based on the following schedule:

Assets From Assets To Annual Fee
S 0 $ 1,500,000 0.60%
1,500,001 5,000,000 0.35%
5,000,001 0.25%

Fees are charged quarterly in advance based on the value of the account at the beginning of the quarter.
Fees in the initial quarter are prorated based on the number of days, and if a client terminates our
agreement, any prepaid fees would be prorated based on the number of days and repaid promptly. For
example, if client assets had a value of $750,000 at the beginning of a quarter, our fee for that quarter would
be calculated as follows: $750,000 value times 0.60% fee divided by 4 quarters = $1,125 for the quarter.

Accounts of family members can be combined to achieve a “family discount” on fee break-points in the
schedule above. In certain cases, fees may be negotiable and clients’ fees may be different from the standard
schedule above. Fees for tax or trust administration services are charged separately from investment fees.

In addition to our advisory fees, clients may incur transaction costs on trades, although Schwab no longer
charges commissions for equity trades, and many mutual funds trade at no transaction cost. Schwab does not
charge fees to act as custodian of the investments. Clients also pay fees to the investment fund providers
(ETF’s and mutual funds), but we have no incentive to recommend expensive funds because we do NOT sell
investment products. Clients are also responsible for any taxes resulting from securities transactions.
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Note that 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.

What are your legal obligations to me when acting as my investment advisor? How else does your firm
make money and what conflicts of interest do you have?

When we act as your investment adviser and financial planner, 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 investment
advice we provide you. Here are some examples to help you understand what this means.

Since we don’t sell investment products, our advice on investment funds is unbiased. However, the more
assets that we manage for clients, the more we receive in fees. As such, the only conflicts of interest that we
have with clients are cases in which clients ask questions that may affect the assets that we manage. For
example, if a client asks if she should pay off her mortgage, that’s a conflict, because paying down the
mortgage might reduce the assets that we manage and reduce our fees. If a client asks if he should buy a
private rental property, that’s a conflict, because it may reduce the assets that we manage and reduce our
fees. In all cases, however, we have a fiduciary duty to place clients’ interests above all others.

How do your financial professionals make money?

Our financial professionals are paid based on overall company profitability. We do NOT sell investment
products, so our professionals do not receive commissions and have no conflicts of interest when
recommending investment funds. As discussed above, the only potential conflict of interest arises when
clients ask questions that may affect the assets that we manage. In all cases, we embrace our fiduciary duty
to place clients’ interests above all others.

Do you or your financial professionals have legal or disciplinary history?
No. Visit www.Investor.gov/CRS for a free and simple search tool to research financial professionals.

Conversation Starters - following are additional questions for retail investors to ask a financial professional
and start a conversation about relationships and services (we are happy to answer any of these questions):

e Given my financial situation, should | choose an investment advisory service? Why or why not?

e How will you choose investments to recommend to me?

e  What is your relevant experience, including your licenses, education and other qualifications?
What do these qualifications mean?

e Help me understand how these fees and costs might affect my investments. If | give you $10,000 to
invest, how much will go to fees and costs, and how much will be invested for me?

e How might your conflicts of interest affect me, and how will you address them?

e As a financial professional, do you have any disciplinary history? For what type of conduct?

e 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 | have concerns about how this person is treating me?

Additional Information

Additional information about our investment advisory services can be found on our web site:
www.EnvisionFinancial-LLC.com or feel free to call (262) 354-7155 for up-to-date information or to request a
copy of this Client Relationship Summary.




