
 

 
Customer Relationship Summary 

 

 

Sound Income Wealth, LLC (“SIW”) is registered with the Securities and Exchange Commission (“SEC”) as a broker-dealer and its 

affiliate, Sound Income Strategies, LLC. (“SIS”) is registered as an investment adviser with the SEC. SIW and SIS are under common 

ownership. SIW is a member of the Financial Industry Regulatory Authority (“FINRA”) and Securities Investors Protection Corporation 

(“SIPC”). Securities are offered through SIW, Member FINRA/SIPC. 

Brokerage and investment advisory services and fees differ; it is important for you to understand the differences. Free and simple 

tools are available to research firms and financial professionals at: www.investor.gov/CRS which also provides educational materials 

about broker-dealers, investment advisers, and investing.  

What investment services and advice can you 
provide me? 

We offer brokerage services to retail investors. Our key 
brokerage service is buying and selling securities. Specifically, we 
recommend mutual funds and variable insurance products sold 
directly with product sponsors. We assess your investor profile 
by gathering information about you and your goals at the outset 
of our relationship and we make recommendations that are 
designed to fit that profile.  

Monitoring: If you purchase securities through us, we do not 
offer account monitoring services. This means that we do not 
offer periodic evaluation of your positions, rather, we act in your 
best interest at the time we make a recommendation.  

Investment Authority: You make the ultimate decision regarding 
the purchase or sale of investments.  

Limited Product Offerings: Our offering of mutual funds and 
variable products is a limited product menu. We do not offer 
individual stocks, bonds, options, or similar choices.  

Account Minimums and Other Requirements: We offer a variety 
of investment programs to help us meet the unique investment 
profiles of each of our clients. We generally require a minimum 
account size of $50,000 to establish a relationship.  

For additional information, please view our Regulation Best 
Interest Disclosure at https://www.soundincomewealth.com/   

 

What fees wi l l  I  pay?  

Principal Fees and Costs. When you use our brokerage services, 
you pay a transaction-based fee on the specific transaction and 

not on the value of your account. With mutual funds and 
variable insurance products, a fee commonly called a load or a 
sales charge may reduce the value of your investment, 
depending on how the fees are structured. Different share 
classes offer different fee structures, and some may have a 
surrender charge when you sell your investment. Upfront fees 
and surrender charges can range between 0 and 8 percent of 
the value of the investment. Other common fees include 
ongoing charges calculated as a percentage of assets, typically 
between 0 and 3 percent per year. These fees commonly include 
management and expense fees, insurance fees, marketing 
expenses, and investment portfolio management fees.  

Other Fees and Costs. In addition to the fees, you pay us for the 
services we provide, you may be responsible for other fees and 
costs incurred in connection with the management of your 
account(s) or when implementing transactions recommended 
by us. For example, transaction execution costs and account 
maintenance fees (account termination, wire transfers, etc.), are 
charged by 3rd parties unaffiliated with us. 

The more transactions in your account, including exchanges of 
one product for another, the more fees you will be charged. This 
creates a conflict because a broker has an incentive to 
encourage you to engage in transactions. 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. For additional information 
consult the prospectus for the specific product you are 
considering. 

For additional information, please view our Regulation Best 
Interest Disclosure at https://www.soundincomewealth.com/  

What are your legal  obligations to me when 

providing recommendations ?  

C o n v e r s a t i o n  S t a r t e r s  

 Given my financial situation, should I choose a 
brokerage service? 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? 

C o n v e r s a t i o n  S t a r t e r  

 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? 

https://www.sec.gov/
https://www.finra.org/
https://www.sipc.org/
http://www.investor.gov/CRS
https://www.soundincomewealth.com/
https://www.soundincomewealth.com/


 
 

 

How else does your f irm make money and what 
confl icts  of  interest do you have?  

When we provide you with a recommendation, 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 
we provide you. Here are some examples to help you 
understand what this means. 

Product sponsors may pay us to market their products to you, 
sponsor our conferences and events, and/or provide allowances 
to use for marketing and due diligence costs. We may also 
receive compensation, called revenue sharing, from the 
sponsoring investment company or insurance company based 
on a variety of factors including the total funds we have placed 
with them, persistency or profitability of our business placed 
with them, and other factors. The cost may be directly or 
indirectly reflected in the fees for the products we sell. These 
payments create a conflict because the incentives can influence 
us to favor the products of these sponsors. 

Some products offer higher compensation than others. For 
example, you may pay a lower fee for a mutual fund than a 
variable product. This creates a conflict because we have an 
incentive to recommend products with higher fees to you.  

More information about fees, risks, expenses, and conflicts can 
be found in product prospectuses and transaction confirmations 
you receive at or before the completion of a transaction, and in 
our Regulation Best Interest disclosure here:  

https://www.soundincomewealth.com/   

How do your  f inanc ia l  profess iona ls  make money?  

When we make brokerage recommendations to you, our 
financial professionals are primarily compensated by earning 
commissions or concessions on the products you buy and sell. 
Some of our financial professionals may receive more 
compensation if they generate more revenue, meaning they 
retain more of their revenue and SIW retains less. This provides 
an incentive for the financial professional to sell more products 
and creates a conflict for the same reason. We maintain 
procedures to review the transactions recommended by our 
financial professionals to mitigate these conflicts. They may also 
be dually registered with our affiliated investment adviser. 

Our financial professionals receive ongoing fees on certain 
products, often referred to as section 12b-1 fees, marketing or 
distribution fees, or trail commissions. These fees are typically a 
percentage of assets in the product and range between 0 – 1% 
depending on the product. As such, we have an incentive to 
recommend that you increase the assets in these products. 

Our financial professionals are compensated in higher amounts 
for some products over others. For example, complex products 
can require more knowledge, time and expertise to recommend. 
These may include variable products. Complex products are not 
appropriate for all investors. A conflict arises when our financial 
professional has a greater incentive to sell products that pay 
higher compensation. We maintain procedures to mitigate 
these conflicts by reviewing these transactions. 

Our financial professionals may receive non-cash compensation 

and/or revenue sharing. This may include incentives to attend 

certain events such as a sponsor’s conference or other 

marketing events if they meet certain sales goals. They may also 

receive expense reimbursements from product sponsors. This 

creates an incentive for them to recommend more of those 

sponsors’ products in client accounts. We maintain procedures 

to review the types of non-cash compensation and expense 

reimbursements our financial professionals receive.  

Do you or your f inancial  professionals  have 
legal or d isc ipl inary h istory?  

Yes. A free and simple search tool is available to help research 
financial professionals, including us, at www.investor.gov/CRS. 
For additional information about our financial professionals, visit 
FINRA BrokerCheck (https://brokercheck.finra.org). 

Addit ional Information  

For additional information about our services, visit our web site 

https://soundincomewealth.com. If you would like additional 

up-to-date information or a copy of this disclosure, please call 

our corporate offices at (954) 645-7767. 

 

 

  

C o n v e r s a t i o n  S t a r t e r  

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

C o n v e r s a t i o n  S t a r t e r s  

 As a financial professional, do you have any 
disciplinary history?  

 For what type of conduct? 

C o n v e r s a t i o n  S t a r t e r s  

 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? 

https://www.soundincomewealth.com/
http://www.investor.gov/CRS
https://brokercheck.finra.org/
https://soundincomewealth.com/

