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Customer Relationship Summary

Private Advisor Group (PAG) is registered with the U.S. Securities and Exchange Commission as an investment adviser. Investment 
 which 

type of account is right for you. There are free and simple tools available to research firms and financial professionals at  
investor.gov/crs, -  
 
What investment services and advice can you provide me? 

. T
-  

 
your Advisor will make buy and sell decisions without calling 
If you do not give us discretionary authority or select a third-
regarding the purchase or sale of investments and will need to speak with your Advisor prior to each transaction. 

 Our services include non-wrap fee programs and wrap fee programs. In a non-wrap fee 
are both paid by you. In a wrap-  that is typically 
higher than the advisory fee paid for a non-wrap-fee program. 

 
m

items 4 and 7. 

Note: -dealer and 
PAG. 

 
It is important that you understand the differences. Your Advisor may earn additional transaction-based compensation and have 
additional conflicts of interest as a result of providing brokerage services through LPL. You are encouraged to learn more about  
LPL by reviewing lpl.com/disclosures.html and having a discussion with your Financial Professional.  

 

ASK YOUR FINANCIAL PROFESSIONAL:
service? Should I choose a brokerage service? Should I choose both types of services? Why or why not? How will  

and other qualifications? What do these qualifications mean? 

 
What fees will I pay? 
 Percentage Fee: 

maximum annual fee of 2.25%. The fee is based on the value of the investments in your account and charged quarterly in 
advance. A percentage fee may create a disincentive for your Advisor to perform additional work because that work will not 
increase his or her compensation. Your Advisor may have an incentive to perform less work for clients with fewer assets. Since 
fees increase when assets increase  

 Flat Fee: 
A fixed fee may create a disincentive for your Advisor to perform additional work because that work will not increase his or  
her compensation. 

 Hourly Fee: 
incentive for your Advisor to perform additional work because his or her compensation will increase with any additional work. 
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Wrap Fee and Non-Wrap Fee:
have a disincentive to perform work for you by trading in your account. If you are in a non-
per-transaction charge in addition to the percentage fee. 

 Subscription Fee: Your Advisor may provide publications or seminars for which you may be required to pay a subscription fee. 
 Custodian Fees: You will be charged fees by the custodian where your account is held for services such as account 

 
Portfolio Manager or Third-party Investment Advisory Firm Fees: If you use the services of a portfolio manager or third-

 

Note: 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 ask your Advisor for personalized information and make sure you 
understand what fees and costs you are paying. 
 

ASK YOUR FINANCIAL PROFESSIONAL: How do these fees and costs affect my investments? If I give you
to  how much will go to fees and costs and how much will be invested for me?

 
What are your legal obligations when providing recommendations? How else does your firm make 
money and what conflicts of interest do you have?

 act in your best interest and not put our interest ahead of yours. At the same 

ur firm makes money from advisory fees that our clients pay. This is a 
conflict of interest because those fees reduce your investment returns. Your financial professional may also make money outside 

f a broker-dealer or an insurance agent and recommendations to utilize him or 
her in those roles create a conflict of interest. 
 

 
ASK YOUR FINANCIAL PROFESSIONAL: How might your conflicts of interest affect me? How will you address them? 

 
How do your financial professionals make money? 
Your Advisor receives a portion of the investment advisory fee you pay. This creates an incentive for your Advisor to encourage 

 on the 
s a 

If your Advisor 
is an insurance agent  earn commissions for selling you policies or annuities. Your Advisor will also have an incentive to 
increase your brokerage assets or your insurance contracts. Your Advisor may 

 
 
Do you or your financial professionals have legal or disciplinary history? 

Visit investor.gov/crs to research PAG and our Advisors. 
 

 
ASK YOUR FINANCIAL PROFESSIONAL: Do you have any disciplinary history? For what type of conduct? 

 
Where can I find additional information?
You may find additional information about our firm and services at privateadvisorgroup.com. You may call us at 973-538-7010 
to request up-to-date information and a copy of the relationship summary. 
 

 
ASK YOUR FINANCIAL PROFESSIONAL: Who is my primary contact person? Is he or she a representative of an 
investment adviser or broker-dealer? Who can I talk to if I have concerns about how this person is treating me?


