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Item 1: Cover Page 

Unity Financial Planning Group 
Form ADV Part 2A Brochure 

Effective Date: April 29, 2026 

Business Address: 
1275 Shiloh Rd NW 
Suite 2730 
Kennesaw, GA 30144 
 
Contact Information:  
Phone: (470)-457-6385 
Email: wade@unityfinancialplanning.com 

 
This brochure provides information about the qualifications and business practices of Unity Financial 
Planning Group. If you have any questions about the contents of this brochure, please contact us at the 
phone number or email address listed above. The information in this brochure has not been approved 
or verified by the United States Securities and Exchange Commission ("SEC") or by any state securities 
authority.  

Unity Financial Planning Group LLC is a registered investment adviser. Registration as an investment 
adviser does not imply a certain level of skill or training. 

Additional information about Unity Financial Planning Group LLC is available on the SEC’s website at 
www.adviserinfo.sec.gov  by searching for our firm name or our firm’s CRD number: 333889. 

  

http://www.adviserinfo.sec.gov/
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Item 2: Material Changes  

Since our last amendment filing of the Form ADV Part 2A, dated December 29, 2025, 
the following  material changes have been made: 

• Item 4 ha s been a mended to disclose tha t  we offer Retirement Pla n a nd 
Fiducia ry Services. 

• Item 5 ha s been a mended to disclose fees a ssocia ted with Retirement Pla n a nd 
Fiducia ry Services. 

• Item 5 ha s been a mended to disclose cha nges in the firm’s fee schedules. 
• Item 10  a nd Item 14 ha ve been a mended to disclose Unity Concierge, LLC, a n 

a ffilia ted lea d genera tion a nd networking pla tform wholly owned by Unity 
Fina ncia l Pla nning Group LLC. 

• Item 10  ha s been a mended to disclose the firm ma y use solicitors for client 
referra ls. 

• Item 1 ha s been a mended to reflect  the firm’s new phone number. 
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Item 4: Advisory Business  

Description of the Advisory Firm  

Unity Financial Planning Group (“Unity,” "the Adviser," "we," "us," or "our") is a 
Georgia -based limited liability company (LLC) formed in 2024. The firm is equally 
owned by Mr. Wade Marcy and Mr. Michael Turgeon.  Mr. Marcy serves as the Chief 
Compliance Officer (CCO). Our principal place of business is located at 1275 Shiloh 
Rd. NW, Suite 2730, Kennesaw, GA 30144. 

Types of Advisory Services  

We offer a range of financial advisory services, including:  

Financial Planning Services:  

We provide comprehensive financial planning tailored to individual client needs. Our 
services include retirement planning, education funding strategies, tax planning, 
insurance analysis, and estate planning. As part of our financial planning package, we 
coordinate with Merino and Associates, an independent law firm, to provide basic 
estate documents (will/trust) at no additional cost beyond the financial planning fee.  

Portfolio Management Services:  

We provide ongoing portfolio management services tailored to each client's unique 
goals, objectives, time horizon, and risk tolerance. As part of this process, we create a 
personalized Investment Policy Statement that outlines the client's current financia l 
situation, including income requirements, tax considerations, and risk tolerance 
parameters.  

Our portfolio management approach incorporates a blend of individual stocks, 
exchange- traded funds (ETFs), and mutual funds. We develop and implement 
investment strategies aligned with the client's Investment Policy Statement, construct 
portfolios using strategic asset allocation, and select securities based on fundamental 
analysis and other relevant factors. The portfolio is monitored regularly, and periodic 
rebalancing ensures alignment with target allocations.  

Clients have the option to choose between two fee structures. The first, Tax- Inclusive 
Asset Management, combines portfolio management with tax preparation services 
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provided by H.B. Ross & Co., an independent accounting firm. This option covers 
individual tax returns as part of the service. The second option, Standard Asset 
Management, offers portfolio management services without tax preparation, allowing 
clients the flexibility to manage their tax preparation independently or through a tax 
professional of their choice.  

Retirement Plan and Fiduciary Services: 

Retirement Plan Services 

We provide investment advisory services to employer-sponsored retirement plans, 
including 401(k) plans, profit sharing plans, cash balance plans, and defined benefit 
plans. Our retirement plan services are tailored to meet the specific needs of each plan 
and may include some or all of the following: 

Fiduciary Services (ERISA 3(21) and/or 3(38)) 

As applicable, we may serve as: 

1. Limited Scope ERISA 3(21) Fiduciary: We provide non-discretionary investment 
advice to plan sponsors about asset classes and investment alternatives available 
for the plan. The plan sponsor retains ultimate decision-making authority for the 
investments and may accept or reject our recommenda tions. 

2. ERISA 3(38) Investment Manager:  We provide discretionary management of the 
investment options available to plan participants. We select, monitor, and 
replace investment options according to our established quantitative and 
qualitative investment criteria.  

Plan Consulting Services 

We may provide the following non- fiduciary consulting services: 

1. Plan Design and Governance Consulting:  Assistance with establishing 
investment objectives and policies, plan structure, and participant education 
strategies.  

2. Investment Lineup Selection and Monitoring:  Recommendations for investment 
options based on the plan's investment policy statement. 
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3. Vendor Analysis and Selection:  Evaluation of service providers, including 
recordkeepers, third -party administrators, and custodians.  

4. Fee Analysis and Benchmarking:  Review of plan fees and expenses relative to 
industry standards.  

5. Participant Education and Communication:  Development and delivery of 
investment education materials and programs for plan participants.  

6. Plan Compliance Assistance:  Guidance on regulatory requirements and  

Subscription Services:  

We offer ongoing financial guidance through a subscription service model that provides 
regular access to financial planning tools and advisor support for a monthly fee.  

Limits on Investment Offerings  

Our investment advice and portfolio management services focus on publicly traded 
securities including individual stocks listed on major U.S. exchanges, exchange- traded 
funds (ETFs), and mutual funds. Our approach emphasizes proper asset allocation 
and diversification using a combination of these investment vehicles to construct 
portfolios aligned with each client's objectives.  

Tailored Services and Client Investment Objectives  

We tailor our advisory services to meet the specific needs and objectives of each client. 
Clients are encouraged to inform us of any changes in their financial situation, 
investment goals, or risk tolerance so we can adjust their investment strategy 
accord ingly. All investment decisions are made within the framework of each client's 
documented investment objectives and restrictions as outlined in their Investment Policy 
Statement.  

As a fiduciary, we provide investment management services in accordance with our 
fiduciary duties, making investment decisions and recommendations solely in our clients' 
best interests without consideration of our own economic interests. We maintain policies 
and procedures designed to ensure fair and equitable treatment of all client accounts 
over time.  
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Wrap Fee Programs  

We do not participate in or offer wrap fee programs.  

Assets Under Management  

As of April 29, 2026, we manage $71,023,000 in total  client assets of which 
$66,323,000 is managed on a discretionary basis, and $4,700,000 is managed on a 
non-discretionary basis. 

Item 5: Fees and Compensation 

Fee Schedule 

1. Portfolio Management Fees 
 

o AUM Blended Tiers: Annual Fees: 
 

AUM Annual Fee 
$0 - $250,000 Max 2% 

$250,001 - $500,000 Max 1.75% 
$500,001 + Max 1.50% 

 
The fee schedule is blended, mea ning the a pplica ble ra te is a pplied sepa ra tely to the 
portion of a ssets fa lling within ea ch t ier ra ther tha n a  single ra te a pplied to the entire 
a ccount ba la nce. As a  result , the effective (a vera ge) a nnua l fee ra te for a ny given 
client  will be lower tha n the highest  t ier ra te tha t  a pplies to the client 's a ccount. 

The ra tes shown a bove a re ma ximum ra tes. Actua l fees ma y be negotia ted a t  our 
discretion ba sed on fa ctors such a s the size of the client  rela t ionship, the number a nd 
complexity of a ccounts, the na ture of the services provided, a nd other circumsta nces 
unique to the enga gement. Any negotia ted fee tha t  differs from the schedule a bove 
will be set  forth in the client 's investment a dvisory a greement. 

Fees a re ca lcula ted a nnua lly, billed monthly in a rrea rs, a nd ba sed on the da ily 
a vera ge a ccount va lue during the billing period. Fees a re deducted directly from the 
client 's investment a ccount. 
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AUM Examples: 
 

Tier  Assets in Tier  Max Annual Rate  Annual Fee 
$0 – $250,000 $250,000 2.00% $5,000.00 

$250,001 – $500,000 $250,000 1.75% $4,375.00 
$500,001 and above $250,000 1.50% $3,750.00 

Total $750,000 
 

$13,125.00 
 

The total annual fee of $13,125 represents an effective (blended) annual rate of 
approximately 1.75% on the $750,000 account. 

2. Financial Planning Fees 
○ Fixed Fee:  

A. Planning Package (Includes Will, Power of Attorney and Healthcare 
Directives)  
i. Starts at $2,995 (Can increase based on complexity) 
ii. Annual maintenance fee of $750 starting in year two 
iii. Cost does not change if the client already has estate documents 
iv. The cost of servicing the estate documents is included 
v. United States Veterans receive a 17.76% discount 

 
B. Legacy Package (Includes Revocable Trust, Will, Power of Attorney and 

Healthcare Directives) 
 

vi. Starts at $4,995 (Can increase based on complexity) 
vii. Annual maintenance fee of $1,250 starting in year two 
viii. Cost does not change if the client already has estate documents 
ix. The cost of servicing the estate documents is included 
x. United States Veterans receive a 17.76% discount 

 
○ Billing and Payment: A portion of the fee may be due upon signing the 

financial planning agreement, with the remainder due upon delivery of the 
financial plan. Specific terms will be outlined in the client agreement. 

○ Negotiable Fees: Fees are negotiable at our discretion. Discounts may be 
offered to veterans or other eligible clients.  

 
3. Retirement Plan and Fiduciary Services: 

o Set- up fee: A ma ximum set up fee for $2,50 0  will be cha rged for a ll new pla ns. 
This fee is negotia ble a nd will va ry ba sed on the size of the pla n, number of 
employees a nd other fa ctors releva nt to sett ing up the pla n. 
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o AUM Fee: A maximum annual fee of .85% will be billed for all retirement plan 
services.  

o Billing and Payment: The set-up fee is due in advance at the time the advisory 
relationship is established.  The AUM fee is negotiable and is billed monthly in 
arrears.   Payment may be paid via electronic payment methods such as ACH or 
credit card.  Specific terms will be outlined in the client agreement. 

o Negotiable Fees: Fees are negotiable at our discretion. Factors such as the size of 
the plan and number of employees, and other relevant factors, will be considered 
when determining the fee.  Discounts may be offered to veterans or other eligible 
clients. 
 

4. Subscription Fees 
○ Monthly Fee: $50 per month. 
○ Services Included: Ongoing financial guidance and access to financial 

planning software.  
○ Billing Method: Subscription fees are billed monthly via electronic payment 

methods such as ACH or credit card. 

While our standard fee schedule is outlined above, fees may be negotiable based on 
factors such as the complexity of services provided, the size of the relationship, the 
number of accounts being managed, and other circumstances unique to each client 
relati onship. In some cases, we may agree to a fee schedule that differs from our 
standard schedule. Any negotiated fee arrangement will be documented in the 
client's investment advisory agreement.  

Other Fees and Expenses 

Clients may incur additional fees and expenses, including but not limited to: 

● Custodial Fees: Fees charged by the custodian for account maintenance. 
● Mutual Fund and ETF Fees: Internal management fees and expenses charged by 

mutual funds and ETFs, which are disclosed in each fund's prospectus. 
● Transaction Fees: Fees for trade execution charged by the custodian or broker-

dealer, if applicable.  
● Third -Party Fees: Fees for services provided by third parties, such as third-party 

money managers or estate planning attorneys.  

We do not receive any portion of these fees. These are charged by third parties, and 
clients are responsible for paying them directly.  
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Termination and Refunds  

Either party may terminate the advisory agreement at any time by providing written 
notice as specified in the agreement. Upon termination: 

● Asset-Based Fees: Clients will be charged pro- rata for services rendered up to 
the termination date. Any prepaid but unearned fees will be refunded.  

● Financial Planning Fees: If a financial planning agreement is terminated before 
the plan is delivered, clients may be responsible for a prorated fee based on the 
time and effort expended.  

● Subscription Fees: Clients may terminate the subscription service at any time. No 
refunds will be issued for fees already paid for the month in which termination 
occurs. 

No Commissions or Performance -Based Fees 

Neither Unity Financial Planning Group nor any of its supervised persons accept 
commissions, referral fees, or any other compensation from the sale of securities or 
other investment products. We do not charge performance -based fees. 

Item 6: Performance -Based Fees and Side-By-Side 
Management  

Unity Financial Planning Group does not charge performance-based fees (fees based 
on a share of capital gains or appreciation in a client's account) or engage in side-by-
side management. 

Item 7: Types of Clients  

We offer advisory services to the following types of clients:  

● Individua ls a nd Fa milies 
● High- Net- Worth Individua ls 
● Pension a nd profit  sha ring pla ns 
● Corpora tions or other businesses 

 
No Minimum Account Size 
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We do not require a minimum account size or investment amount to open or maintain an 
advisory relationship.  

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

Methods of Analysis  

We primarily use fundamental analysis to evaluate potential investments. This 
approach focuses on assessing a company's financial health, management quality, 
industry position, and economic factors that may affect its long - term performance. 
Our analysis process comprehensively evaluates financial statements and metrics, 
while also considering management team capabilities and their track record of 
success. We examine each company's competitive position within its industry and 
assess how macroeconomic conditions might impact its performance.  

Investment Strategies  

Our investment strategies are designed to achieve long- term financial goals while 
balancing risk and reward. We implement these strategies through several key 
approaches: 

● Investment Vehicle Selection: We prima rily utilize ETFs a nd mutua l funds in our 
proprieta ry investment models. These vehicles a re selected ba sed on their 
inherent diversifica tion benefits a nd cost  efficiency, a s well a s their a lignment 
with client  fina ncia l goa ls. Our selection process priorit izes investments tha t 
demonstra te strong funda menta l cha ra cterist ics a nd potentia l for susta ina ble 
growth. 

● Tra ding Approa ch: We empha size long- term investing, typica lly holding posit ions 
for one yea r or longer. This a pproa ch ena bles us to focus on underlying va lue 
ra ther tha n short- term ma rket fluctua tions. While ma inta ining this long- term 
perspective, we a ctively monitor portfolios a nd ma ke a djustments a s needed 
ba sed on cha nges in ma rket condit ions, compa ny performa nce, or client  
objectives. 

● Portfolio Construction: Our investment a pproa ch encompa sses both model-
ba sed a nd customized portfolios. Our proprieta ry models serve a s the 
founda tion for our sta nda rd portfolios, while we a lso offer customized solutions 
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tailored to individual client needs. These customized portfolios take into account 
each client's specific financial goals, risk tolerance, and investment preferences, 
ensuring alignment with their broader financial strategy.  

Risks of Loss 

INVESTING IN SECURITIES INVOLVES RISK OF LOSS THAT CLIENTS SHOULD BE 
PREPARED TO BEAR. There is no guarantee that our investment recommendations 
will meet your objectives or that you will not lose money. 

● Genera l Ma rket Risks: Investments fa ce severa l funda menta l ma rket risks. 
Ma rket risk refers to the possibility tha t  securit ies ma y decline in va lue due to 
broa d ma rket condit ions. Interest  ra te fluctua tions ca n significa ntly a ffect  
security va lues, pa rt icula rly in fixed- income investments. Infla t ion risk presents 
the possibility tha t  the purcha sing power of a ssets ma y erode over t ime. 
Importa ntly, there is no gua ra ntee of principa l, a nd investment objectives ma y 
not be a chieved, result ing in the potentia l loss of some or a ll invested ca pita l. 

Investment -Specific Risks 

● Equity- Specific Risks: Equit ies a re vola tile a nd ca n fluctua te significa ntly due to 
ma rket or compa ny- specific events. Cha nges in ea rnings, ma na gement, 
regula tions, or ma rket sentiment, a s well a s economic a nd geopolit ica l fa ctors, 
ca n ca use stock prices to decline, lea ding to potentia l losses. 

● Mutua l Funds: Mutua l funds a re subject  to ma na gement risk, where poor 
decisions by fund ma na gers ca n lea d to underperforma nce. They a lso ha ve fees 
a nd expenses tha t  ca n reduce returns, a nd in some ca ses, funds ma y restrict  
redemptions during ma rket stress. Addit iona lly, mutua l funds a re exposed to 
ma rket risk, with va lues declining if the ma rkets or sectors they invest  in perform 
poorly. 

● Excha nge-Tra ded Funds: (ETFs) a re subject  to va rious risks, including the 
potentia l for ca pita l loss, especia lly in the ca se of stock ba nkruptcies. Tra ding risk 
is one concern, a s frequent tra ding ca n increa se costs, potentia lly offsett ing the 
low fees a ssocia ted with ETFs. Ma rket t iming through frequent tra ding is a lso 
cha llenging, a s even professiona l ma na gers often struggle to consistently 
outperform benchma rks. Liquidity risks va ry depending on the ETF's underlying 
a ssets, a nd some ETFs ma y fa ce difficult ies in executing tra des without a ffecting 
the price. ETFs ma y tra de a t  a  premium or discount to their net  a sset  va lue 
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(NAV), and their performance can deviate from the index they track due to 
tracking error. ETFs that focus on smaller or niche markets, such as emerging 
markets or specific sectors, tend to have higher volatility and exposure to 
additional risks like currency, interest rate, and political instability. ETFs using 
complex strategies, such as derivatives or leverage, carry heightened risks, and 
those focused on commodities or precious metals may be influenced by market 
conditions, such as significant sales by large holders or shifts in speculative 
interest. Clients should carefully review each ETF’s prospectus for detailed 
information on its specific risk profile, fees, and underlying investments.  

Strategy -Specific Risks 

● Long- Term Tra ding Risks: Our long- term tra ding a pproa ch introduces certa in 
considera tions. Extended holding periods ma y result  in opportunity costs by 
missing shorter- term opportunit ies. Extended bea r ma rkets ca n ha ve a  more 
pronounced effect  on long- term posit ions. Addit iona lly, compa ny funda menta ls 
ma y cha nge during the holding period, potentia lly a ffecting investment 
performa nce. 

● Model Portfolio Risks: Our proprieta ry models, while ca refully designed, ma y not 
perform a s expected under certa in ma rket condit ions. Diversifica tion stra tegies 
employed in our models ma y not effectively prevent losses during severe ma rket 
downturns when correla t ions between different types of investments ma y 
increa se. 

Item 9: Disciplinary Information  

Unity Fina ncia l Pla nning Group a nd its ma na gement personnel ha ve no reporta ble 
lega l or disciplina ry events. 

Item 10: Other Financial Industry Activities and Affiliations  

Financial Industry Activities  

Neither Unity Fina ncia l Pla nning Group nor a ny of its ma na gement persons a re 
registered or ha ve a n a pplica tion pending to register a s: 

● A broker- dea ler or registered representa tive of a  broker- dea ler. 
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● A futures commission merchant, commodity pool operator, commodity trading 
advisor, or associated person. 

Affiliations  

Unity Financial Planning Group LLC is the sole owner of Unity Concierge, LLC, a 
Georgia limited liability company that operates a digital networking and lead 
generation platform. Unity Concierge connects individuals with a curated group of 
affiliate partne rs offering professional services that complement the financial 
planning and investment advisory services provided by Unity Financial Planning 
Group. Day- to-day operations of Unity Concierge are managed by  Larry Block. 

Unity Concierge, LLC is a separate legal entity from Unity Financial Planning Group 
LLC. Unity Concierge does not provide investment advice and is not registered as an 
investment adviser. Unity Concierge may receive compensation from its affiliate 
partners  in connection with leads, referrals, or services provided through the 
platform. Because Unity Financial Planning Group LLC owns Unity Concierge, any 
revenue earned by Unity Concierge economically benefits Unity Financial Planning 
Group and its principals. 

Conflicts of Interest.  Our ownership of Unity Concierge creates a conflict of interest. 
We may have an incentive to recommend that clients and prospective clients use 
Unity Concierge or its affiliate partners because doing so generates revenue for an 
entity we own, rather than because it is necessarily the lowest-cost or most suitable 
option for the client. We address this conflict by:  

• Fully disclosing our ownership of Unity Concierge a nd the economic benefit  we 
receive from the pla tform; 

• Informing clients tha t they a re under no obliga tion to use Unity Concierge or 
a ny of its a ffilia te pa rtners a nd a re free to obta in simila r services from a ny 
provider of their choosing; 

• Ma king a ll recommenda tions consistent  with our fiducia ry duty a nd in the best  
interest  of the client; a nd 

• Disclosing tha t  the fees, terms, a nd qua lity of services a va ila ble through Unity 
Concierge a ffilia te pa rtners ma y differ from those a va ila ble elsewhere, a nd 
tha t  clients should eva lua te a ny such services independently. 
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Other than as disclosed above, we do not have relationships or arrangements with 
any related persons or entities that are material to our advisory business or to our 
clients. 

Insurance Activities  

Mr. Wade Marcy and Mr. Michael Turgeon are equal owners and operators of Unity Life 
and Legacy, an independent insurance agency established in October 2024, through 
which he conducts insurance activities. As co-owners, Mr. Marcy and Mr. Turgeon 
receive commissions from insurance products sold through Unity Life and Legacy. 
 
This may create a conflict of interest as Mr. Marcy may have an incentive to 
recommend insurance products for which he receives commissions. We address this 
conflict by:  

● Fully disclosing the relationship with Southeast Life & Legacy. 
● Ensuring recommendations are in the best interest of clients. 
● Informing clients they are under no obligation to purchase insurance products 

through Mr. Marcy  or Mr. Turgeon. 

Professional Service Providers  

We maintain professional relationships with the following independent service 
providers to support our advisory services:  

Tax Preparation Services  

We coordinate with H.B. Ross & Co., an independent accounting firm, to provide tax 
preparation services for our investment management clients. Clients can choose 
between two fee structures:  

1. Tax- Inclusive Asset Management: For clients who elect to include tax preparation 
services, the fee schedule starts at 1% for the first $500 ,00 0 or more  of assets 
under management  

2. Standard Asset Management: For clients who prefer to handle their tax 
preparation independently, the fee schedule starts at 1.00% for the first 
$250,000  of assets under management 

While these services are included in our AUM fee, H.B. Ross & Co. is not affiliated with 
our firm and operates as an independent entity.  



 

16 

Estate Planning Services  

We coordinate with Merino and Associates, an independent law firm, to provide basic 
estate documents for our financial planning clients. While basic will/trust preparation 
is included in our financial planning fee, Merino and Associates is not affiliated with 
our firm and operates as an independent entity.  

These relationships create no additional costs for our clients when used as part of our 
standard service offerings. Clients are never obligated to use these service providers 
and may work with professionals of their own choosing. Any services beyond our 
standard offering would be billed directly by these providers to the client at their 
normal rates.  

We receive no referral fees, commissions, or any other compensation from these 
professional service providers. Our sole compensation is the advisory fees paid 
directly by our clients. 

Third -Party Money Managers  

We do not utilize or recommend third-party money managers who offer asset 
management services to our clients. 

Item 11: Code of Ethics, Participation or Interest in Client 
Transactions, and Personal Trading  

Code of Ethics 

Unity Financial Planning Group maintains a Code of Ethics that establishes standards 
of conduct for all supervised persons. The Code of Ethics includes: 

● Commitment to Ethical Conduct: Acting with integrity and professionalism.  
● Compliance with Laws and Regulations: Adherence to all applicable securities 

laws and regulations. 
● Fiduciary Duty: Acting in the best interests of our clients. 
● Confidentiality: Maintaining the confidentiality of client information.  

Access to Code of Ethics 
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A copy of our Code of Ethics is available to clients and prospective clients upon 
request. 

Participation or Interest in Client Transactions  

● Neither the firm nor any related person recommends to clients, or buys or sells 
for client accounts, securities in which we have a material financial interest. 

Personal Trading Practices  

● Personal Trading: Our supervised persons may buy or sell securities for their 
personal accounts that are also recommended to clients. 

● Conflict Mitigation: To mitigate potential conflicts of interest:  
○ Personal trades are conducted in compliance with our Code of Ethics. 
○ Supervised persons are prohibited from trading in a manner that 

disadvantages clients. 
○ Personal trading is monitored by the CCO. 

No Principal or Agency Cross Transactions  

● We do not engage in principal transactions (buying securities from or selling 
securities to clients from our own accounts). 

● We do not engage in agency cross transactions (acting as broker for both buyer 
and seller in a transaction involving a client). 

Item 12: Brokerage Practices  

Selection of Broker -Dealers and Custodians  

We recommend that clients use the services of a qualified custodian and broker-
dealer to hold their assets and execute transactions. The factors we consider when 
recommending custodians and broker-dealers include: 

● Quality of Services: Execution capability, reliability, responsiveness, and overall 
quality of services. 

● Transaction Costs: Competitive commission rates and transaction fees. 
● Technology and Reporting: Availability of technology platforms for account 

access and reporting. 
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● Reputation and Stability: Financial strength and industry reputation.  

Currently, we may recommend custodians such as Charles Schwab & Co., Inc. 
("Schwab") or Altruist Financial LLC ("Altruist").  

For managing 401k assets, we may recommend 401GO.  401Go uses Matrix 
Trust Company as a custodian to hold the assets. 
 
For Donor Advised Funds, we may recommend Daffy as a custodian and/or 
recommend their Donor Advised Funds. 
 
Clients have the right to select their own custodians, but this may limit our ability to 
effectively manage their assets.  

No Soft Dollar Arrangements  

We do not receive research and other soft dollar benefits in connection with our clients' 
securities transactions, which are known as "soft dollar benefits." However, the 
custodial broker -dealers we recommend to our clients do provide certain products and 
services that directly benefit both us and our clients. These products and services 
include (a) an online platform through which we can monitor and review client accounts, 
(b) access to proprietary technology, (c) duplicate statements for client accounts and 
confirmations for client transactions, (d) invitations to the custodial broker -dealers' 
educational conferences, (e) practice management consulting, and (f) occasional 
business meals and entertainment. 

The receipt of these products and services creates a conflict of interest to the extent 
that it could influence us to recommend a particular custodial broker -dealer over 
another that might offer comparable services. We address this conflict of interest by 
fully disclosing it in this brochure. Additionally, we continuously evaluate each 
recommended custodial broker -dealer based on the value and quality of services they 
provide to our clients, and we periodically review alternative broker -dealers to ensure 
that we recommend the best options available. 

Brokerage for Client Referrals  

We do not receive client referrals or any other incentive from broker -dealers or 
custodians in exchange for recommending them to clients. 

Directed Brokerage  
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We do not generally accept directed brokerage arrangements. If a client directs us to 
use a particular broker -dealer, the client may incur higher costs or experience less 
favorable execution.  

Trade Aggregation  

Due to the individualized nature of our investment management and the use of mutual 
funds and ETFs, we do not typically aggregate client trades. Trades are executed on 
a per-account basis. 

Best Execution 

We strive to ensure that transactions are executed in such a manner that the client's 
total cost or proceeds are the most favorable under the circumstances.  

Item 13: Review of Accounts 

Account Reviews 

● Frequency of Reviews: All investment management accounts are reviewed at 
least annually, or more frequently if needed.  

● Responsible Party: Reviews are conducted by Mr. Wade Marcy, CCO. 
● Review Triggers: Reviews may be triggered by changes in market conditions, 

client circumstances, or significant account activity.  

Review of Financial Plans  

● Financial planning engagements conclude upon delivery of the financial plan, 
unless ongoing services are contracted. 

● Reviews of financial plans are available upon client request or as part of the 
subscription service. 

Regular Reports  

● Investment Management Clients: Clients receive account statements and 
confirmations directly from the custodian at least quarterly.  

● Additional Reports: We may provide periodic reports summarizing account 
performance, asset allocation, and holdings.  
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Item 14: Client Referrals and Other Compensation  

Economic Benefits Received  

Unity Financial Planning Group does not receive economic benefits from non-clients 
for providing investment advice to clients.  

Compensation to Solicitors and Promoters  

From time to time, Unity Financial Planning Group may enter into written agreements 
with third parties (referred to as "promoters" or "solicitors") who refer prospective 
clients to our firm. In exchange for these referrals, we may pay the promoter cash 
compensation, non-cash compensation, or a combination of both. Compensation 
may be structured as a one- time fee, an ongoing percentage of advisory fees paid by 
the referred client, a flat fee per referral, or other arrangements as set forth in the 
applicable written agreement.  

The use of promoters creates a conflict of interest because the promoter has a 
financial incentive to recommend our advisory services regardless of whether our 
services are appropriate for the prospective client. Prospective clients are 
encouraged to consider this conflict and to evaluate independently whether our 
advisory services are suitable for their needs. Clients referred through a promoter 
arrangement are under no obligation to engage Unity Financial Planning Group as a 
result of the referral.  

Affiliated Lead Generation Platform — Unity Concierge, LLC  

As described in Item 10, Unity Financial Planning Group LLC is the sole owner of Unity 
Concierge, LLC, a digital networking and lead generation platform that connects 
individuals with a curated group of affiliate partners offering professional services. 
Unity Concierge may receive compensation from its affiliate partners. Because Unity 
Financial Planning Group owns Unity Concierge, we receive an indirect economic 
benefit when Unity Concierge generates revenue. 

We may recommend Unity Concierge to our advisory clients. This arrangement 
creates a conflict of interest because we have a financial incentive to direct clients to 
Unity Concierge and its affiliate partners, even when comparable services may be 
available elsewhere on terms that may be more favorable to the client. Clients are 
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under no obligation to use Unity Concierge or any of its affiliate partners, and our 
advisory fees are not reduced or otherwise affected by a client's decision to use, or 
not to use, the platform. We mitigate this conflict through the disclosures provided in 
this Brochure, by informing clients of their freedom to choose any provider, and by 
making recommendations consistent with our fiduciary duty.  

Other Referrals  

Other than as disclosed above, Unity Financial Planning Group does not directly or 
indirectly compensate any person who is not an advisory affiliate for client referrals . 

Item 15: Custody 

Custody of Client Assets  

Our firm does not maintain custody of client assets. All client funds and securities are 
held at qualified third -party custodians. While we calculate our advisory fees in 
accordance with client agreements, we do not directly deduct fees from client account s. 
Instead, the qualified custodian: 

1. Holds all client assets 
2. Processes our fee calculations 
3. Deducts the fees from client accounts 
4. Sends statements directly to clients showing all transactions, including fee 

deductions 

To protect client interests, we have implemented the following practices:  

1. Fee Billing Process 
○ We ca lcula te fees a ccording to our a greed- upon schedule 
○ We submit fee ca lcula tions to the qua lified custodia n 
○ The custodia n independently reviews a nd processes fee deductions 
○ Clients receive deta iled sta tements showing a ll fee withdra wa ls 

2. Client Protections 
○ Clients receive sta tements a t  lea st  qua rterly directly from their custodia n 
○ We encoura ge clients to review these sta tements ca refully 
○ Clients ca n verify fee ca lcula tions a ga inst  their custodia l sta tements 
○ Clients ma inta in full control of their a ccounts a t  a ll t imes 
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3. Account Management  
○ We never a ccept physica l custody of client a ssets 
○ We do not ha ve direct  a ccess to withdra w client  funds 
○ All a ccount tra nsa ctions a re processed by the qua lified custodia n 
○ Clients ca n termina te our services a t  a ny time" 

Item 16: Investment Discretion  

We accept both discretionary and non -discretionary authority to manage securities 
accounts on behalf of clients. This authority must be explicitly granted through the 
execution of our investment advisory agreement and any required custodial forms.  

Discretionary Authority  

When granted discretionary authority, we have the power to:  

● Determine which securities to buy or sell 
● Determine the amount of securities to buy or sell 
● Execute transactions without prior consultation with the client  
● Make investment decisions in accordance with the client's investment objectives, 

risk tolerance, and time horizon 

Limitations on Discretion  

● Client- Imposed Restrictions: Clients may impose reasonable restrictions on our 
discretionary authority, such as limitations on certain securities or industries. 

● Written Authorization: Discretionary authority is granted through the execution 
of an investment advisory agreement and limited power of attorney.  

Non-Discretionary Authority  

For non-discretionary accounts:  

● We provide investment recommendations to clients  
● All transactions require explicit client approval before execution  
● Clients are notified prior to any recommended trades  
● The final decision on investment selection remains with the client 
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The client acknowledges that delays in providing transaction approval for non -
discretionary accounts may impact investment performance, as market conditions may 
change between the time of recommendation and execution.  

No Authority Over Cash Withdrawals  

We do not have the authority to withdraw cash or securities from client accounts, 
except for the deduction of advisory fees as authorized by the client.  

Account Opening Process  

The client shall, in writing, designate each account as either discretionary or non-
discretionary during the onboarding process, as outlined in our Investment Advisory 
Agreement.  

Item 17: Voting Client Securities  

Proxy Voting Policy  

Unity Financial Planning Group does not accept authority to vote client securities. 
Clients retain the responsibility for receiving and voting proxies for any securities held 
in their accounts. 

Client Responsibility  

● Clients receive proxy materials and other solicitations directly from the custodian 
or transfer agent.  

● Clients are responsible for voting proxies and taking action on legal proceedings 
involving securities held in their accounts. 

Assistance Available  

While we do not vote proxies on behalf of clients, we are available to answer 
questions and provide guidance regarding proxy matters.  

Item 18: Financial Information  

Prepayment of Fees  
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Under Georgia law, investment advisers who require prepayment of fees of $500 or 
more, per client, six months or more in advance must provide audited financial 
statements to the state. Our firm does not require prepayment of fees exceeding $500 
per client, six months or more in advance. Therefore, we are not required to provide 
audited financial statements.  

In the event our fee structure changes to require prepayment exceeding this threshold, 
we will: 

1. Provide audited financial statements as required by Georgia law  
2. Update our disclosures accordingly 
3. Notify clients of any material changes to our fee structure  

Financial Condition  

There are no financial conditions that are reasonably likely to impair our ability to 
meet contractual commitments to clients.  

Bankruptcy Disclosure  

Unity Financial Planning Group has not been the subject of a bankruptcy petition at 
any time. 

Item 19: Requirements for State -Registered Advisors  

Principal Executive Officers and Management Persons  

Wade Marcy  

Wade Marcy serves as Co-owner and Chief Compliance Officer of Unity Financial 
Planning Group, LLC. Born in 1992, Mr. Marcy received his education from Georgia 
College & State University (2011-2015) and holds the Series 65 (Uniform Investment 
Adviser Law Examination). 

Professional Background:  

● Unity Fina ncia l Pla nning Group, LLC, Ma na ging Member/Chief Complia nce 
Officer (20 24- Present) 
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● Unity Life a nd Lega cy, Co- owner a nd Insura nce Professiona l (October 20 24-
Present) 

● Prudentia l Fina ncia l Pla nning Services, Fina ncia l Professiona l/Registered 
Representa tive (April 20 23 -  September 20 24) 

● Prudentia l Insura nce Compa ny of America , Fina ncia l Professiona l (April 20 23 -  
September 20 24) 

● Thrivent Fina ncia l, Fina ncia l Associa te (October 20 21 -  Ma rch 20 23) 
● Thrivent Investment Ma na gement Inc., Registered Representa tive (December 

20 20  -  Ma rch 20 23) 
● Thrivent Fina ncia l, Associa te Representa tive (August  20 21 -  October 20 21) 
● Drea m La nd Pet Memoria l Center, Genera l Ma na ger (September 20 15 -  August  

20 21) 
● Georgia  Funera l Ca re, Genera l Ma na ger (September 20 15 -  August  20 21) 
● Buckhea d Business Consulta nts, Ca mpa ign Executive (June 20 15 -  August  20 15) 

Other Business Activities and Potential Conflicts of Interest:  

Mr. Marcy is currently the Co-owner and operator of  Unity Life and Legacy, an 
insurance services firm established in October 2024. Through this business, he provides 
comprehensive insurance solutions including life insurance, long- term care insurance, 
disability insurance, and related insurance planning services. While this business 
operates independently from Unity Financial Planning Group, LLC, the dual role creates 
potential conflicts of interest that require disclosure.  

As both an investment adviser representative and insurance professional, Mr. Marcy 
receives separate compensation streams: advisory fees through Unity Financial 
Planning Group, LLC and insurance commissions through Unity Life and Legacy. To 
address these potential conflicts, our firm has implemented comprehensive oversight 
measures including: 

● Clear disclosure of the separate nature of investment advisory and insurance 
services 

● Written policies ensuring insurance recommendations remain independent of 
investment advice 

● Regular compliance reviews of all recommendations 
● Documentation requirements for insurance recommendations  
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● Client discretion over a ll insura nce decisions with no obliga tion to purcha se 
through a ny specific provider 

To ensure client  protection a nd ma inta in tra nspa rency, Unity Fina ncia l Pla nning Group, 
LLC ha s esta blished strict  policies sepa ra ting insura nce a ctivit ies from investment 
a dvisory services. We conduct regula r complia nce reviews to monitor potentia l conflicts 
a nd ensure a ll recommenda tions a lign with clients' best  interests. We encoura ge clients 
to a sk questions a bout a ny a spects of these business rela t ionships tha t  ma y require 
cla rifica tion. 

Performance -Based Fees 

Neither Mr. Marcy nor Unity Financial Planning Group, LLC accepts performance-
based fees. 

Disciplinary Information  

Mr. Marcy has not been involved in any disciplinary events that would require disclosure 
under this item. This includes any criminal or civil actions, administrative proceedings 
before any governmental agency or self - regulatory organization, or any other e vents 
that would be material to the evaluation of our advisory business or the integrity of our 
management.  

Relationships with Issuers  

Mr. Marcy has no relationships or arrangements with any issuer of securities that might 
be material to our advisory business or our clients. 

For additional information about any aspect of our business practices, conflicts of 
interest, or Mr. Marcy's background, clients and prospective clients may contact Mr. 
Marcy directly at (470) 457-6385. Our commitment to transparency helps ensure clients 
can make informed decisions about both their investment advisory and insurance needs. 

Michael Turgeon  

Michael Turgeon serves as Co-owner of Unity Financial Planning Group, LLC. Born in 1959, Mr. 
Turgeon received his bachelor’s degree from Keene State College and a master’s degree from 
Jack Welch Management Institute.  In 2024, Mr. Turgeon earned the Chartered Financial 
Consulta nt (ChFC®) Designa tion, a nd is a lso Series 66, Series 63, Series 7 a nd Series 26 licensed. 
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Professional Background:  

● Unity Fina ncia l Pla nning Group, LLC, Investment Adviser Representa tive (20 25-
Present) 

● LPL Enterprise, LLC, Ma ss Tra nsfer (11/20 24- 0 2/20 25) 
● Prudentia l Insura nce Compa ny of America , Fina ncia l Professiona l (0 2/20 23-

11/20 24) 
● Pruco Securit ies LLC, Registered Representa tive (0 2/20 23- 11/20 24) 
● Thrivent Fina ncia l, Fina ncia l Associa te (0 8/20 20 - 0 2/20 23) 
● Thrivent Investment Ma na gement Inc, Registered Representa tive (0 6/20 20 -

0 2/20 23) 
● Mutua l of Oma ha  Investor Services, Inc., Registered Representa tive (0 7/20 18-

0 6/20 20 ) 
● Pa lmetto Advisory Group, Ma na ging Director (0 8/20 16- 0 6/20 18) 
● Ma nning & Na pier Advisors, LLC, VP, Pla tform Sa les (12/20 14- 0 3/20 16) 

 
Other Business Activities and Potential Conflicts of Interest:  

Mr. Turgeon is currently the Co- owner a nd opera tor of Unity Life a nd Lega cy, a n 
insura nce services firm esta blished in October 20 24. This business provides 
comprehensive insura nce solutions including life insura nce, long- term ca re insura nce, 
disa bility insura nce, a nd rela ted insura nce pla nning services. While this business 
opera tes independently from Unity Fina ncia l Pla nning Group, LLC, the dua l role crea tes 
potentia l conflicts of interest  tha t  require disclosure. 

As both a n investment a dviser representa tive a nd insura nce professiona l, Mr. Turgeon 
receives sepa ra te compensa tion strea ms: a dvisory fees through Unity Fina ncia l 
Pla nning Group, LLC a nd insura nce commissions through Unity Life a nd Lega cy. To 
a ddress these potentia l conflicts, our firm ha s implemented comprehensive oversight 
mea sures including: 

● Clea r disclosure of the sepa ra te na ture of investment a dvisory a nd insura nce 
services 

● Written policies ensuring insura nce recommenda tions rema in independent of 
investment a dvice 

● Regula r complia nce reviews of a ll recommenda tions 
● Documenta tion requirements for insura nce recommenda tions 
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● Client discretion over a ll insura nce decisions with no obliga tion to purcha se 
through a ny specific provider 

Mr. Turgeon enga ges in severa l business a ctivit ies outside of his role a t  Unity Fina ncia l 
Pla nning Group, LLC. Since Februa ry 20 12, Mr. Turgeon ha s been involved with FiPa th 4 
Advisors, which now opera tes a s Refer Me IQ, a  technology compa ny ba sed in Atla nta , 
GA tha t provides online referra l a pplica tions for fina ncia l services professiona ls. While 
this a ctivity is investment- rela ted, it  opera tes independently from his a dvisory role a t  
Unity Fina ncia l Pla nning Group, LLC. 

Mr. Turgeon ma inta ins involvement in rea l esta te through two entit ies. He serves a s co-
owner of T&M Fa mily Enterprises, LLC, esta blished in April 20 13, where he pa rtners with 
his stepbrother to ma na ge renta l properties a nd owner- fina nced property 
a rra ngements in Atla nta , GA. Additiona lly, a s owner of Collective Resources 
Interna tiona l, LLC, esta blished in Ma rch 20 10 , he oversees renta l properties a nd 
ha ndles owner fina ncing a rra ngements, a lso ba sed in Atla nta , GA. 

Beyond his rea l esta te interests, Mr. Turgeon holds severa l other investment posit ions. 
He ma inta ins a  priva te investment in a  loca l film production through Five Da te Rule Film, 
esta blished in August  20 22. He a lso holds a  priva te investor posit ion in Bla ck Ca t 
Decisions, LLC, esta blished in September 20 0 0 , a n a na lytics compa ny focusing on 
ca lcula tor tools loca ted in Fa irfield, CT. Furthermore, he esta blished The Turgeon 
Group, LLC in December 20 22 a s a  business ownership entity ba sed in Atla nta , GA. Mr. 
Turgeon esta blished, in 20 24, Peeka boo -  Hoodie LLC. Hea nd lea ds the development of 
a n invention project  in the a ppa rel industry focused on crea ting innova tive a ccessories. 
This venture requires a pproxima tely 2 hours per week of his t ime. 

The firm monitors a ll investment recommenda tions to ensure they a lign with clients' 
best  interests a nd ma inta ins regula r documenta tion a nd review of a ll business a ctivit ies 
to ma inta in sepa ra tion between a dvisory services a nd other business interests. We 
ma inta in clea r disclosure to clients a bout a ll outside business a ctivit ies a nd strict  
a dherence to the firm's code of ethics a nd complia nce procedures. 

We ensure tha t  clients understa nd tha t Mr. Turgeon's involvement in these outside 
business a ctivit ies is sepa ra te from a nd does not influence the investment a dvice 
provided through Unity Fina ncia l Pla nning Group, LLC. Clients ma inta in complete 
discretion over their investment decisions a nd a re never obliga ted to enga ge with a ny of 
Mr. Turgeon's other business entit ies. Clients a re encoura ged to a sk questions a bout a ny 



 

29 

aspects of these business relationships that may require clarification. Our commitment 
to transparency helps ensure clients can make informed decisions about their 
investment advisory needs. 
 

Performance -Based Fees 

Neither Mr. Turgeon nor Unity Financial Planning Group, LLC accepts performance-
based fees. 

Disciplinary Information  

Mr. Turgeon has not been involved in any disciplinary events that would require 
disclosure under this item. This includes any criminal or civil actions, administrative 
proceedings before any governmental agency or self - regulatory organization, or any 
other  events that would be material to the evaluation of our advisory business or the 
integrity of our management.  

Relationships with Issuers  

Mr. Turgeon has no relationships or arrangements with any issuer of securities that 
might be material to our advisory business or our clients. 

For additional information about any aspect of our business practices, conflicts of 
interest, or Mr. Turgeon's background, clients and prospective clients may contact Mr. 
Turgeon directly at (4 70) 457-6385. Our commitment to transparency helps ensure 
clients can make informed decisions about both their investment advisory and insurance 
needs. 
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