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Form ADV: Part 2 A & B                  August 20, 2020 

Part 2A: The Brochure:  This brochure discloses information about the qualifications and business 
practices of the investment advisory firm named below for the benefit of its clients and prospective 
clients.  If you have any questions about the contents of this brochure, please contact us at the [as given 
below]. 

Part 2B: The Brochure “Supplement discloses information about persons providing advice.  
 

2A: Brochure: Item 1: Cover Page: for 

 

Myers Capital Management, Inc. 
[CRD # 117119] 

 

 1444 St. Charles Place 
Abington,  Pennsylvania  19001-2327 

 

 

Telephone : 215-657-0300 Facsimile 888-557-8170 
Business Hours : Tuesday through Friday, 8:30 am to 5 pm. 

Email : paul@myerscap.com Website : www.myerscapitalmanagement.com 
www.myerscap.com  

 

Please note that this brochure has not been approved by the Securities & Exchange Commission or by any 

state securities authority.  This firm is registered with the State of Pennsylvania (7.7.2000); registration 

does not mean approval or verification by those regulators and does not imply a certain level of skill or 

training. More information about the firm is at Investment Adviser Public Disclosure : 

www.adviserinfo.sec.gov. 

If an item does not apply to the firm, it must state that it does not apply. All information must be true and may not omit any material facts. 

a. 2A: Brochure: Item 2:   This Brochure is updated for July 17, 2020.  
b. The firm will now use solicitors.  
c. The firm no longer offers the service Advice on Client Held Portfolios.  

http://www.adviserinfo.sec.gov/
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2A: Brochure: Item 3: Table of Contents: Information that investment advisers must provide to prospective clients 

initially and to existing clients annually: 19 disclosure items that describe this firm’s advisory business and 

Appendix 1withdisclosuresrequired for a “wrap fee” program brochure [a specialized brochure]. 

Item 1: Cover Page. The firm’s name, its address, contact information,   Page 1, above 
Item 2: Material Changes.— Amendments made as of _________________  Page 1, above 
Item 3: Table of Contents   Page 2, this page 
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2A: Brochure: Items 4 – 19: 

Item 4. : This advisory firm’s business 

 
 4. A. Myers Capital Management, Inc.  is a Pennsylvania state corporation.  The firm was registered in 

Pennsylvania on 7.7.2000 as an investment advisor.  Please note that registration by a state does not 
imply any form of approval from the state regulator.  This brochure and the firm’s documents refer to 
Myers Capital Management, Inc. variously as Myers Capital Management, Inc., “the advisor,” “Myers 
Capital Management,” “MCMI,” “the firm” or “we.”   
 
Our firm’s principal and sole owner is Paul D. Myers, its President and Director and an advisory 
representative for the firm.  This disclosure brochure includes information about Paul Myers in Part 2B.    

 
 4. B. Myers Capital Management, Inc.  provides the following services :  

 

• Referral to third party asset portfolio managers  

• Various types of Financial Planning with various  fee arrangements 
 
Portfolio construction and on-going management 
 
(1) MCMI assists clients in selecting third party money managers that are appropriate to a client’s specific 
financial circumstances and goals.  In the role of the client’s primary advisor, MCMI will determine the 
appropriate risk level for a portfolio, based on client- provided information regarding financial goals, time 
horizon, tax status, attitude regarding volatility, overall financial resources, and our analysis of the 
economy and markets.   
 
The advisor assists each client in selecting institutional level investment advisors, called Portfolio 
Strategists, to make the initial and on-going portfolio decisions.  The Portfolio Strategist makes asset 
allocation decisions, selects investment managers to purchase securities in these asset classes, and 
determines when accounts are re-balanced.     
 
The platforms MCMI presents to its client offer Model Portfolios designed by a third party investment 
advisors; they have designed different Models to satisfy a gradient of risk/return assumptions.  The 
independent investment advisors have no direct relationship with MCMI or with MCMI’s clients, make 
no analysis of those clients’ circumstances or objectives, and do not tailor the Models to any specific 
client’s needs.      
 
MCMI is required to provide the client with both MCMI’s and the third party investment advisor’s ADV 
Part 2A.  Upon selection of the third party investment advisor, the client will sign both the MCMI and the 
applicable third party investment advisor’s contract and deposit funds in an appropriate account.  The 
client specifically directs the account to be invested in accordance with the chosen Model Portfolio.  
Thereafter, the client’s funds will be invested as recommended by the third party investment advisor. 
 
When the client selects the Model Portfolio, the client further directs that the account be automatically 
adjusted to reflect any adjustment in the Model Portfolio by the investment strategist.  This client 
authorization would result in the purchase and sale of certain mutual funds or ETF’s (or transfers 
between variable annuity sub-accounts) without further authorization by the client at such time as the 
investment strategist changes the composition of the selected Model Portfolio. 
 
The client receives confirmation of all transactions in the account and is free to terminate her or his 
participation in the program and retain or dispose of any assets in the account at any time.  MCMI has 
no authority to cause any purchase or sale of securities in any client account, or change the Model 
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Portfolio or to direct the account be invested in any manner other than as previously authorized by the 
client. 
 

 
(3) Financial Planning Services 

 
FINANCIAL PLANS 

 
The advisor offers four forms of financial planning, each with its own fee arrangement. 

• A custom financial life plan  

• Retirement Life Plan  

• An annual review of your financial life plan 

• Hourly financial planning consultations 
 
 
A Custom Financial Life Plan 
 
MCMI uses a life planning approach for overall financial planning.  Financial Life Planning is a holistic 

process that puts your interests first and focuses on increasing your sense of financial well-being and life 

satisfaction as well as navigate life’s many transitions.  This process is designed to help you to clarify your 

values, priorities, circumstances, and aspirations and to empower clients to make decisions that will bring 

meaning and purpose to your financial life. 

A person’s life vision and goals typically have many financial tethers.  So a Financial Life plan will explore 
the areas of your financial life that affect your ability to reach your goals.  This areas may include areas 
such as retirement, college, estate, tax, investment, and insurance planning.  We will analyze the 
appropriate areas of your financial life  and provide a list of recommendations to help empower you to 
successfully live out your life vision. 
 
Retirement Life Plan 
 
MCMI uses a life planning approach (see above) for retirement planning as well.  MCMI walks clients 
through the process of dreaming and visualizing what their ideal retirement looks like, centered around 
their values, and determining the amount of income is for their retirement .   
 
Next two big questions are addressed and worked through … 

1. When can this happen? and  
2. Can a client be confident that their ideal retirement vision can be lived without the fear of 

running out of money.   
 
With each client MCMI creates and reviews  various retirement scenarios until the client has selected 
their own retirement path that will lead to their own ideal retirement.  MCMI then provides a list of 
recommendations to help the client along the path to their selected retirement goals. 
 
Annual Review of Financial Plans 
Clients who contact with MCMI to prepare a financial life plan can subsequently engage MCMI to provide 
an annual review of the custom financial plan/s produced previously by MCMI.  MCMI will provide to the 
Client updated specific recommendations to help clients increase satisfaction and go through life’s 
transitions well to enhance to move toward the client’s version of their rich life.   
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Hourly Financial Planning Consultations 
For those not desiring a custom financial life plan, MCMI provides financial planning services on an hourly 
basis for up to twelve months on client specified topics including, but not limited to: investments, 
insurance/risk management, budgeting, retirement planning, education funding, tax planning, employee 
benefits, retirement plans, lump sum distributions, and estate planning.   
 

 4.C. Do we tailor our advisory services to a client’s individual needs and how do we do so?   
Can clients impose restrictions on investing in certain securities or types of securities? 
 

INVESTMENT MANAGEMENT 
 

Regarding third party advisor investment programs :  
The client, together with MCMI’s advisor, decides which investment platform is suited to the client’s 
financial goals, time horizon, tax status, attitude regarding volatility, overall financial resources as well 
as our analysis of the economy and markets.  That initial selection includes the investment parameters 
or limitations to which the strategist is to adhere. Rebalancing will be done with client authorization. 

 
 4. D. MCMI does not sponsor a wrap fee program; however, MCMI may recommend wrap accounts 

sponsored by third party money managers to clients for which MCMI would receive a portion of the fee. 
 
 4. E. The firm does not have any regulatory assets under management but has approximately $ 

37,500,000.00 in assets under advisement as of December 31, 2019.   

 
Item 5 :Fees and Compensation. . —  How our firm is compensated 

 
 5. A. A description of the range of fees and fee schedules. 

 
INVESTMENT MANAGEMENT 

 
 
Third party money manager services 
The fee for third party money manager services is payable quarterly.  This is billed and collected by the 
selected third party money manager, some of which billed in advance, and some of which billed in 
arrears.  The schedule below reflects the charges for the ongoing services of MCMI as your primary 
advisor.  In addition to that fee, the separate agreement executed between the client and the third party 
money manager Account Administrator sets forth any separate charges for the account, including money 
manager advisory, transfer and custodial fees.  One should note that different Third Party Investment 
Advisors have different fee schedules.  The fee for third party money managers will not exceed 1.25%.  
Third party money manager fees are disclosed in their Schedule H and also client’s total fee is disclosed 
on investment proposal provided to client my MCMI. 
 

Assets Under Management Tiered MCMI Annual Fee 

$0 to $250,000 1.05 % 

$250,001 to $500,000 .95 % 

$500,001 to $750,000 .75 % 

$751,000 to $1 million .35% 

Greater than $1 million .3 % 
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Please note, the management fee is tiered… so if a client has managed assets in any of the listed tiers, 
the corresponding percentage fee will be charged for the assets in that tier.  For example, if $800,000 
was being managed, a client would pay 1.05% on the first $250,000, .95% on the next $250,000, .75% on 
the next $250,000, and .35% on the last $50,000.  
 
Clients may terminate accounts at any time and receive a pro-rata refund of any unearned fees.  Account 
custodians may charge an account termination fee which varies from custodian to custodian. 
 
The third party investment advisor carefully describes its fee, and their method of calculation, in the form 
ADV Part 2 for that advisor.  They generally charge fees that on a periodic basis (usually quarterly) are 
debited from the client accounts on a schedule pre-approved by the client.   
The cost of advisory and investment management services provided through the Third Party Advisor 
Program may be more or less than the cost of purchasing similar services separately. 
 

5.A. (continued)  Financial Planning fees  
 

Financial Life Plans 
MCMI charges a fixed fee for producing a custom financial life plan.   Plan fees range from $1,500 to 
$5,000, depending on the complexity of a client's financial situation. 
 
Half of the fee is due in advance, the rest immediately upon final delivery of the plan. If a client changes 
her or his mind and wishes to discontinue service before receiving the plan, any pre-paid fees will be 
refunded on a pro-rata basis, using $160 per hour as the rate. 
 
For a period of one year from the date of the written Agreement, MCMI will also address any client-
initiated questions or issues regarding the plan at no additional fee. 
 
Retirement Life Plans 
MCMI charges a fixed fee for producing a custom retirement life plan.   Plan fees range from $600 to 
$1,500, depending on the complexity of a client's financial situation. 
 
Half of the fee is due in advance, the rest immediately upon delivery of the plan. If a client changes her 
or his mind and wishes to discontinue service before receiving the plan, any pre-paid fees will be 
refunded on a pro-rata basis, using $160 per hour as the rate. 
 
For a period of one year from the date of the written Agreement, MCMI will also address any client-
initiated questions or issues regarding the plan at no additional fee. 
 
Annual Review of Financial Life Plans 
Subsequent to the twelve month period of the initial financial life plan offered, the Client has the option 
to engage MCMI to provide an annual review of the custom financial life plan produced previously by 
MCMI for a fixed fee.  MCMI will provide to the Client updated specific recommendations of the original 
life plan. 
 
The fee for this service ranges from $750 to $2,500, again depending on the complexity of a client's 
financial situation.  Half of the fee is due in advance, the rest at the annual plan review meeting.  If a 
client cancels, any prepaid fees will be refunded on a pro-rata basis using a $160 hourly rate as the charge 
for work performed.   
 
For a period of one year from the date of written Agreement, MCMI will also address any client 
initiated questions or issues regarding the scope of the annual review at no additional fee. 
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Hourly Financial Planning Consultations 
For those not desiring a custom financial plan, MCMI provides financial planning services on an hourly 
basis for up to twelve months on client specified topics including, but not limited to: investments, 
insurance/risk management, budgeting, retirement planning, education funding, tax planning, employee 
benefits, retirement plans, lump sum distributions, and estate planning.   
 
The current rate is $160 per hour and is due immediately once time has been utilized and billed. 
 
Are our fees are negotiable?  
Fees charged for financial planning are negotiable.  Fees for referrals to third party money managers 
are negotiable in some instances. 

 
 5. B.  Myers Capital Management does not deduct fees from client accounts.  Third party money 

managers calculate, invoice fees to be deducted quarterly on quarterly statement (that has MCMI 
name on it), and deduct the fees.  MCMI’s portion of the fee (see 5A) is paid to MCMI from the total fee 
the third party money manager deducts.   

 
 5. C.  Disclosure: Other types of fees or expenses clients may pay in connection with the advisory services.   

Clients should be aware that opening an investment account carries with it costs beyond the advisory 
fee(s) MCMI charges.  These other costs include custodian fees, including trading fees.   
 
Section 12 of this brochure further discusses aspects of the brokerage we use.  

 
 5. D. See Item 5.A above for details of the timing of fee charges 
 
 5. E.  Neither the firm nor its supervised persons receive any additional compensation for the sale of 

any securities. 
 
Item 6.:Performance-Based Fees and Side-By-Side Management. 
 
 MCMI does not accept performance-based fees based on a share of capital gains or capital appreciation 

of the assets of a client. 

 
 
Item 7. : Types of Clients.  
 
 The types of advisory clients we service; requirements for opening or maintaining an account. 

 
Our clients include both high net worth and other individuals.      
 
The minimum investment account size is $250,000, though some third party investment advisor’s 
programs may have larger minimum account requirements.  MCMI at its discretion may accept accounts 
below these minimums on an individual basis.   

 
Item 8. : Methods of Analysis, Investment Strategies and Risk of Loss.  
 
 A. An adviser must describe its methods of analysis and investment strategies used in formulating its 

investment advice.  It must explain in detail any unusual risks.   Clients need to know that investing in 

any securities involves a risk of loss.  
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MCMI employs its own analysis for investment selection and also the expertise and analytical methods 

of third party money managers.  The third party money managers’ methods and strategies may vary 

greatly; they are described in the ADV Part 2 for those programs. 

 
Mutual Fund Research:  Myers Capital Management conducts research to evaluate and recommend 
mutual funds for client portfolios.  For all funds, the following are accessed… 
 

Asset Class Identification:  Because our investment approach is asset allocation driven, we look to 
identify funds that buy all or predominantly assets of a particular asset class.  Ongoing monitoring 
is needed to make sure that the fund has not drifted to other asset classes. 
 
Performance:  Our research seeks to identify funds that have good performance relative to their 
asset class.  Time periods considered are 1 year, 3 year, 5 year, 10 year, and sometimes longer.  
Timeframe significance depends on manager tenure. 
 
Manger Tenure:  We believe good managers exist who exhibit skill in selecting securities and can 
make a difference in a fund’s portfolio.  How long managers have been managing a fund is 
important when evaluating fund performance.  A good 10 year return is irrelevant if the manager 
picking the securities has only been there 1 year. 
 
Fund Expenses:  Mutual Funds are sought that have lower relative operating expenses.  This is not 
a controlling criterion, but will be used to select among competing funds that meet other criteria. 
 
Diversification:  Another factor in our analysis of funds is the level of diversification that a fund 
provides.  Does it have 50 holdings or 1,500?  
 
Custodial Trading Costs:  We look to find funds that meet our criteria which can be purchased 
without a custodial trading cost for clients. 
 

In addition to the other factors described, for bonds funds we evaluate portfolio average maturity, 
duration, and the average rating of the bonds held in the portfolio.   When we are not able to identify a 
mutual fund that meets our criteria for a particular asset class, we will conduct research to identify an 
Exchange Traded Fund (ETF) that matches the asset class.  We will seek an ETF that has proper 
representation of and diversification within the asset class as well as low expense ratios. 
 
Risks: The risks in this analysis include the enormous number of mutual funds available for selection and 
their variance in performance, as well as the risk that a successful manager of a fund may leave it at any 
time. 
 
Third Party Money Managers 
MCMI introduces clients to third party investment advisors who provide discretionary management of 
individual portfolios of equity and/or fixed income securities.  In advising MCMI’s retail clients investing 
in the programs of third party investment advisors, MCMI uses model portfolios of mutual funds, 
Exchange Traded Funds (ETF’s) and Variable Annuity sub-accounts provided by a number of institutional 
investment strategists and based on their information, research, asset allocation methodology and 
investment strategists. 
 
The methods of securities analysis, main source of information and investment strategies utilized by the 
approved third party investment advisors will vary.  These advisors conduct all security analyses.  The 
client should consult the specific third party investment advisor’s Form ADV Part 2 for more information.  
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MCMI will distribute the ADV Part 2 for the selected third party investment advisor to the client either:  
a) forty eight hours prior to the execution of the advisory services agreement or, b) at the time the 
agreement is executed.  If the client receives the Form ADV at the time the agreement is executed, the 
client will then have the opportunity to rescind the contract within five business days without penalty. 
 
Risks in using these methods and strategies: As the managers’ strategies and methods may vary widely, 
they may include the risks noted above in a fundamental analysis or others specific to their methods.  
None is a proven, absolutely sure means of obtaining positive results.  There is always a risk-return 
relationship: the greater the chance of a higher return on an investment, the higher the risk of loss will 
be as well.  
 
In formulating our investment advice, MCMI uses financial newspapers and magazines, research 
prepared by others, mutual fund prospectuses, filings with the SEC, and company press releases.  Market 
cycles, “secular bull and bear” markets, also play into the adviser’s estimations of optimum portfolio 
composition, based on economic and market cycle research provided by others. 

 
 B. Trading frequency generally follows portfolio rebalancing, which usually occurs annually, more 

frequently if needed, if some component has strayed from the allocation model.  We do, generally, not 
perform short term trades. Rebalancing will be done with client authorization. 

 
C. As noted above, we recommend primarily mutual funds, also occasionally Exchange Traded Funds.  
There is always market risk in these investments due to diversification.  The asset manager may 
underperform the asset class. 
 
MCMI’s trading strategies include holding for the long term (a year or more) and short term investments 
(traded within a year).  All these strategies are intended to enhance the portfolio’s value and ability to 
meet a client’s stated goals.  What may be regarded as “frequent trading” varies according to both client 
and to the type of security involved.   

 
Item 9 :Disciplinary Information.  

 
 What facts about any legal or disciplinary event involving our firm or its personnel should you know of, 

because it is material to an evaluation of the integrity of our firm or its management persons? Our clients 
may review the answers to the same or similar disciplinary questions found in the ADV, Part 1A, Item 11 
(and, for state registered investment advisers, in Part 1B, Item 2. C.D.E and F.] 
 
The SEC requires that we inform you, our client, if our firm or any of our management persons has been 
involved in any of the events listed below in 9. A, B, and C. and, beyond those points, if there is any 
material fact about any legal or disciplinary event that you should know about in order to evaluate our 
integrity.  “Involved” means having engaged in “any act or omission, aiding, abetting, counseling, 
commanding, inducing, conspiring with or failing reasonably to supervise another in doing an act.”  
 
Has our firm or any of our management persons been involved in :  
 
9. A. Criminal or Civil Actions  
 
There are no criminal or civil actions to report. 
 
9. B. Administrative Proceedings  
 
There are no administrative proceedings to report. 
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9. C. Self-regulatory Organization (SRO) Proceedings 
 
There are no self-regulatory organization proceedings to report. 

 
Item 10 :Other Financial Industry Activities and Affiliations.     

 
 A. Neither MCMI nor it’s representatives as, or having pending applications to become a broker/dealer 

or a representative of a broker/dealer.   

 
 B. Neither MCMI nor it’s representatives as, or having pending applications to become Futures 

Commission Merchant, Commodity Pool Operator, or Commodity Trade Advisor or an associated person 
of the forgoing entities.  

 
 C. Paul Myers is a licensed insurance agent.  From time to time, he will offer clients products from those 

activities.  Clients should be aware that these services pay compensation and thus involve a conflict of 
interest.  MCMI always acts in the best interest of the client.  Clients are in no way required to purchase 
any product or service through any representative of MCMI in such individual’s capacities. 

 
 D. MCMI may direct clients to third party money managers.  MCMI will be compensated via a fee share 

from the advisors to which it directs those clients.  This relationship will be disclosed in each contract 
between MCMI and each third party advisor.  The fees shared will not exceed any limit imposed by any 
regulatory agency.  This creates a conflict of interest in that MCMI has an incentive to direct clients to 
the third party money managers that provide MCMI with a larger fee split.  MCMI will always act in the 
best interest of the client, including when determining which third party manager to recommend to 
clients.  MCMI will ensure that all recommended advisors or managers are licensed or notice filed in the 
states in which MCMI is recommending them to clients. 

 
Item 11. Code of Ethics / Advisory Persons’ own trading and possible personal interest in our clients’ trades. 

 
 A. MCMI has a written Code of Ethics that covers the following areas:  Prohibited Purchases and Sales, 

Insider Trading, Personal Securities Transactions, Exempted Transactions, Prohibited Activities, Conflicts 
of Interests, Gifts and Entertainment, Confidentiality, Service on a Board of Directors, Compliance 
Procedures, Compliance with Laws and Regulations, Procedures and Reporting, Certification of 
Compliance, Reporting Violations, Compliance Officer Duties, Training and Education, Recordkeeping, 
Annual Review, and Sanctions.  Our Code of Ethics is available free upon request to any client or 
prospective client. 

 
 11. B. MCMI does not recommend that clients buy or sell any security in which a related person to MCMI 

or MCMI has a material financial interest. 

 
 11. C.   Since MCMI uses third party money managers, no conflict exists as representatives of MCMI do 

not control the securities to be bought or sold in client accounts. 
 
 11. D.  From time to time, representatives of MCMI may buy or sell securities for themselves at or 

around the same time as clients.  This may provide an opportunity for representatives of MCMI to buy 
or sell securities before or after recommending securities to clients resulting in representatives 
profiting off the recommendations they provide to clients.  Such transactions may create of conflict of  
interest.  MCMI will always transact client’s transactions before its own when similar securities are 
being bought or sold. 

 
Item 12 :Brokerage Practices.  
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 12. A.. For third party money managers, we utilize whichever custodian that money manager offers.  If 

a money manager has a selection of custodians we will recommend the lowest cost custodian.  If they 
are all the same cost to the client to use, we will recommend the custodian which provides the most 
benefits and ease of service for the client.  
 
12. A. 1. Research and other “Soft Dollar” benefits: Do we have any conflicts of interest such as 
receiving “soft dollars” from the broker/ dealer?  
 
We receive no soft dollar benefits from any third party money manager we utilize.   
 
Required disclosures / explanations: 

a. If an adviser uses client brokerage commissions (or markups or markdowns) to obtain research 
or other products or services, the adviser receives a benefit in not having to produce or 
purchase them itself. 

b. Any such benefit creates an incentive to select or recommend the broker-dealer that provides 
it; an adviser’s duty is to select a broker-dealer based on the most favorable execution services 
for the adviser’s clients. 

 
[c.] Do we “pay up” to obtain soft dollar benefits (that is, do we pay more than the lowest available 
commission rate)?   Do we make our clients pay commissions (or markup or markdowns) higher than 
those charged by other broker-dealers in return for “paying-up”?  No. We receive no soft dollar 
benefits. 
 
[d.] Do we use soft dollar products, research or other items for the benefit of all our clients or only 
certain clients?  Do we allocate benefits proportionately to accounts as those accounts generate the 
soft dollars by our directing brokerage to a specific broker-dealer?  No. We receive no soft dollar 
benefits. 
 
[e.] The types of products, services or other benefits our firm or any of its related persons acquired in 
our firm’s last fiscal year due to directing our clients’ brokerage to our broker dealer are: [not 
applicable]. 
 
[f.] The procedures our firm used during its last fiscal year to direct our clients’ transactions to a 
particular broker-dealer in return for soft dollar benefits received were: NONE. 

 
Clients need to understand that “soft dollars” are an enticing benefit for an adviser in so far as they 
provide access to research and / or other products both of use to the adviser in its business and at no 
expense to the adviser.  Clearly, such an enticement creates an incentive to use the broker-dealer in 
question and may cause the adviser to use a broker that charges the adviser’s clients higher commission 
rates than another broker-dealer.  An adviser has a duty to seek the best execution of trades for its 
clients, which includes considerations in addition to the commission rate, however.   
 
Are there additional, material conflicts of interest involved in our use of directed brokerage, due to a 
relationship with the broker-dealer?  No.  

 
 12. A. 2. Brokerage for client referrals 

Do we direct brokerage to a specific broker-dealer in return for client referrals either to our firm or to a 
related firm?   
No, we do not. 
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The inherent conflict of interest in this practice stems from an adviser’s fiduciary duty to the client to put 
the client’s interests first.  The referrals create an incentive to use the broker-dealer not for the services 
a client will receive, but due to the benefit to the advisory firm.   Directed brokerage may result in 
brokerage costs that are higher than a client might obtain from another broker-dealer.  

 
 12. A. 3.  

[a] Do we “routinely recommend, request or require” our clients to direct brokerage? 
No, clients may use any broker dealer they choose for their asset management.  Clients should know that 
not all advisers do require directed brokerage.   
 
Is the broker-dealer in question an affiliate of our firm or have some other economic relationship?  No.  
We inform our clients here that such a relationship creates an inherent risk for a conflict of interest.  By 
directing brokerage an advisor may not be able to achieve the most favorable execution for client 
transactions, at an increased cost to our clients than they might have incurred with another broker-
dealer. 
 
[b] Do we permit a client to direct brokerage to a specific broker-dealer?  As noted above, clients may 
use any broker dealer they choose.   Clients should understand that their choice of broker-dealer may 
lead to higher brokerage costs than they might have otherwise obtained, due to higher rates or an 
inability to aggregate orders and thereby reduce transaction costs. 

 
 12. B. When we place orders with a broker/ dealer for our clients, do we aggregate or “bunch” your 

trade order with orders for other clients?  Our firm does not bunch orders; we do not have the 
opportunity to aggregate for an advantage to our clients.  If such an opportunity were to present itself, 
it would be a priority to take advantage of it for our clients. 

 
Item 13 :Review of Accounts.   

 
 13. A.   Does someone in our firm review your investment account portfolio and how often?   

 
Third Party Advisors Management 
The third party advisor account custodian will send each client a monthly statement.  Either MCMI or the 
third party investment advisor will send quarterly performance reports to each client.  As the primary 
advisor, MCMI monitors its clients’ Portfolio Strategist(s), communicates any asset allocation or manager 
changes, analyzes the ability of the portfolio to meet client goals, and meets with clients for investment 
reviews with a frequency agreed upon by the client and MCMI.   These portfolio reviews will occur at 
least annually.   
 
Annual Review of Financial Plans 
Subsequent to the twelve month period of the initial financial plan offered, the Client has the option to 
engage MCMI to provide an annual review of the custom financial plan/s produced previously by MCMI 
for a fixed fee.  MCMI will provide to the Client updated specific recommendations which will include the 
scope of services of the original financial plan/s. 

 
The fee for this service ranges from $300 to $2,500, again depending on the complexity of a client's 
financial situation and the particular topics being reviewed. Half of the fee is due in advance, the rest at 
the annual plan review meeting.  If a client cancels, any prepaid fees will be refunded on a pro-rata basis 
[using the $160 hourly rate as the charge for work performed]??.  
 
For a period of one year from the date of written Agreement, MCMI will also address any client 
initiated questions or issues regarding the scope of the annual review at no additional fee. 
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 13. B. What factors might trigger a review in addition to our periodic reviews? 
Myers Capital Management usually recommends that a client’s portfolio be rebalanced on an at least an 
annual basis if an asset class varies plus or minus 1% or more from the recommended allocation.   

 
 13. C. What regular reports do we or others provide you?   

Are they written reports?  What do they contain?   
We do not provide account statements.  These statements will be sent to you directly by third party 
money managers and the custodians utilized for these accounts at least quarterly. 

 
The frequency of investment portfolio review meetings will be agreed upon by each client and Myers 
Capital Management; the advisor intends that these portfolio reviews occur at least annually.  These 
reviews may be verbal only or written, as the advisor and client agree. 
 

Item 14 :Client Referrals and Other Compensation.  
 A. Does someone other than a client of our firm pay our firm or related persons, or otherwise provide 

some economic benefit to our firm, for the investment advice we provide to our clients?   No 
 
B.  MCMI may enter into solicitation agreements pursuant to which it compensates third-party 
intermediaries for client referrals that result in the provision of investment advisory services by MCMI. 
MCMI will disclose these solicitation arrangements to affected investors, and any cash solicitation 
agreements will comply with Rule 206(4)-3 under the Advisers Act. Solicitors introducing clients to 
[Adviser] may receive compensation from MCMI, such as a retainer, a flat fee per referral and/or a 
percentage of introduced capital. Such compensation will be paid pursuant to a written agreement 
with the solicitor and generally may be terminated by either party from time to time. The cost of any 
such fees will be borne entirely by MCMI and not by any affected client. 

 
Item 15: Custody.  

 
 MCMI does not have or take custody of client funds or securities, as defined in the SEC and state rules 

for investment advisors.  A qualified custodian holds all client funds and securities and sends statements 
directly to the clients.  These statements are delivered to clients physically or made available 
electronically on a monthly and/or quarterly basis.  

 
Item 16 :Investment Discretion. 

 
 A. Does our firm have discretionary authority over your assets? 

With regard to the third party advisory programs, it is the client who designates to specific third party 
account managers any use of discretion; MCMI’s management of these accounts is strictly non-
discretionary.   
 
B. What limitations are there, or can you place, on our discretionary authority? 
The initial interview establishes the suitability parameters for all account management; 
recommendations are to remain within those parameters until such time as a client notifies the advisor 
of a change in the client’s financial situation or goals.  The fiduciary duty to follow a client’s directives 
and suitability parameters are the limits on discretion.  Rebalancing does not constitute investment 
discretion on MCMI’s part; MCMI does not itself take any independent discretionary authority over client 
accounts. Rebalancing will be done with client authorization. 
 
When utilizing third party investment advisors, MCMI will not change without client authorization any 
manager or level of risk in a portfolio.   

 
Item 17. : Voting Client Securities..— proxy voting practices 
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 MCMI will not ask for, nor accept voting authority for client securities.  Clients will receive proxies directly 

from the issuer of the security or the custodian.  Clients should direct all proxy questions to the issuer of 
the security. 

 
Item 18 :Financial Information.  
 
 A.  MCMI does not require nor solicit prepayment of more than $1,200 of fees per client, six months or 

more in advance and therefore does not need to include a balance sheet with this brochure. 
 
 18. B.  Neither MCMI nor its management have any financial conditions that are likely to reasonably 

impair our ability to meet contractual commitments to clients. 

 
 18. C.  MCMI has not been the subject of a bankruptcy petition in the last ten years. 

 
Item 19 :State Registrant Information. 

 
 If you are registering or are registered with one or more state securities authorities, you must 

respond to the following additional Item.  
 

A. Identify each of your principal executive officers and management persons, and describe their 
formal education and business background. If you have supplied this information elsewhere in 
your Form ADV, you do not need to repeat it in response to this Item.  See the following form 
ADV Part 2B for Paul Myers.  
 

B. Describe any business in which you are actively engaged (other than giving investment advice) 
and the approximate amount of time spent on that business. If you have supplied this 
information elsewhere in your Form ADV, you do not need to repeat it in response to this 
Item. [see Item 10: Other Financial Industry Affiliations] 
The approximate amount of time spent on these activities is : 

• 2% of business time  providing insurance products 

• 10% of business activity time providing tax preparation 
 

C. In addition to the description of your fees in response to Item 5 of Part 2A, if you or a supervised 
person are compensated for advisory services with performance-based fees, explain how these 
fees will be calculated. Disclose specifically that performance-based compensation may create 
an incentive for the adviser to recommend an investment that may carry a higher degree of risk 
to the client.  Not applicable. 
 

D. Neither Paul Myers nor any management person of MCMI has been found liable in an 
arbitration claim or been found liable civil, self-regulatory organization, or administrative 
proceeding that is material to the client’s evaluation of the firm or its management.  
 

E. See Item 10.C and 11.B. with regard to material relationships that management persons have 

with issuers of securities (If Any). 
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Part 2B: The Brochure Supplement: Here we provide information about advisory personnel on whom you rely for 
investment advice.  We must provide this supervised person’s supplement to you, our client initially at or before the 
time when that specific supervised person begins to provide you with advisory services.   
 

Item 1. Cover Page. 

This brochure supplement provides information about Paul Douglas Myers that supplements the Myers Capital 
Management, Inc. brochure. You should have received a copy of that brochure. Please contact Paul Myers at 215-
657-0300 or Email : paul@myerscap.com if you did not receive Myers Capital Management, Inc.’s brochure or if you 
have any questions about the contents of this supplement.   Additional information about Paul Myers is available on 
the SEC’s website at www.adviserinfo.sec.gov.  

 
 

Paul Douglas Myers, 
ChFC, CRPC 

Born 1955 
Registered with the firm 7.7.2000 

CRD # 1258913 
President, Director and Investment Advisor Representative 

 
 
 

Item 2. Educational Background and Business Experience  
Education   
Paul Douglas Myers received a Bachelor of Arts from Covenant College in 1977, an MDiv from Biblical Theological 
Seminary in 1982, the Chartered Financial Consultant Designation from American College in 2001, and the 
Chartered Retirement Planning Counselor designation from the College for Financial Planning in 2008.  The 
professional designations are explained below. 
Mr. Myers passed the Uniform Securities Agent State Law Examination (Series 63) on 4.30.1986 
He passed the Uniform Investment Adviser Law Examination (Series 65) 12.23.1999 
 
Employment history 
Paul Myers has sold securities and insurance products for commissions in various capacities since 1985 and 
prepared taxes since 1993.   
Myers Capital Management, Inc., owner, President, advisory representative from 7.7.2000 to present 
Securities Service Network, Inc., Abington, PA registered representative from 9.2006 to 9.30.2016,  
      registered in several US States and/ or territories. 
ING Financial Partners, Inc. (IARD # 2882), in Fort Washington, PA, from 1.1.2004 to 9.18.2006 as a 
       registered representative. 
Locust Street Securities, Inc. (#1703), Fort Washington, PA, from 1.28.2003 to 1.1.2004 as a registered 
        Representative.  

 

 
Item 2. (continued)  
Descriptions of the qualifications for  
Chartered Financial Consultant Designation 
Chartered Retirement Planning Counselor 
 
The American College’s website presents the following information regarding the professional designation, 
“Chartered Financial Consultant” (ChFC).  The ChFC®  instruction  “provides comprehensive coverage of the key 
financial planning disciplines, including”: 

• Insurance 
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• Income taxation 

• Retirement planning 

• Investments 

• Estate planning. 
The curriculum’s studies comprise 7 required and 2 elective courses, including “Financial Planning: Process and 
Environment” (required).  To be awarded the ChFC® designation, one must pass successfully all the selected 
programs, meet experience requirements (3 years of full time business experience within the 5 years preceding 
the designation’s award date; a full year of business time is reckoned as 2,000 hours’ experience.  ) and ethics 
standards (available at the ChFC® site) and agree to comply with The American College’s Code of Ethics and 
Procedures.    
 
Chartered Retirement Planning Counselor (CRPC®)   is a professional designation awarded by the College of 
Financial Planning to persons who complete a course of studies focused on retirement, both pre- and post-
retirement needs and planning, asset management, and estate planning.    The course employs real client situations 
in its models.  The candidate must pass a three hour end-of-course examination (with 70% or better) that tests the 
student’s ability to use and apply the complex, theoretical concepts to real-life scenarios.  The persons who attain 
the designation must also agree to comply with a “Standards of Professional Conduct” and are subject to renewing 
the designation every two years with 16 hours of continuing education and to a disciplinary process for any 
transgressions of ethical standards.  
 

 

 
Item 3. Disciplinary Information. Mr. Myers has no legal or disciplinary event that is material to a client’s 
evaluation of the supervised person’s integrity. 

 
 
 

Item 4. Other Business Activities.  
 
His insurance business requires 2% of his business time. 
Tax preparation requires 10% business of his business time. 
 
If Mr. Myers were to recommend any of these services to his clients, there is a conflict of interest in doing so, in 
that the payments he would receive for those services create an incentive to recommend them.  No advisory client 
is obligated in any way to use Mr. Myers’ other services to implement recommendations made by anyone affiliated 
with MCMI. 

 
Item 5. Additional Compensation 
 
Other than salary, annual bonuses, or regular bonuses, Mr. Myers does not receive any economic benefit from 
any person, company, or organization, in exchange for providing clients advisory services through MCMI. 

 
Item 6. Supervision.  
Mr. Myers is the chief compliance officer of MCMI.  MCMI contracts with RIA in a Box for compliance consulting 
services.  

 
 

Item 7. State Registration requirements  
This disclosure is required by state securities authorities and is provided for your use in evaluating this investment 
advisor representative’s suitability. 
 
A. Mr. Myers has not been involved in any of the events listed below. 
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1. An award or otherwise being found liable in an arbitration claim alleging damages in excess of $2,500, 
involving any of the following:  

a) an investment or an investment-related business or activity;  
b) fraud, false statement(s), or omissions;  
c) theft, embezzlement, or other wrongful taking of property;  
d) bribery, forgery, counterfeiting, or extortion; or  
e) dishonest, unfair, or unethical practices.  

 
2. An award or otherwise being found liable in a civil, self-regulatory organization, or administrative 
proceeding involving any of the following:  

a) an investment or an investment-related business or activity;  
b) fraud, false statement(s), or omissions;  
c) theft, embezzlement, or other wrongful taking of property;  
d) bribery, forgery, counterfeiting, or extortion; or  
e) dishonest, unfair, or unethical practices.  

 
B. Mr. Myers has not been the subject of a bankruptcy petition. 

 

 


