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Date of Brochure: March 7, 2026 

 
 
This brochure provides information about the qualifications and business practices of Melotte 
Financial Advisors, LLC. If you have any questions about the contents of this brochure, please 
contact me at 920.241.6632 or ken@melottefa.com. The information in this brochure has not been 
approved or verified by the United States Securities and Exchange Commission or by any state 
securities authority.  
 
Additional information about Melotte Financial Advisors, LLC also is available on the SEC’s 
website at www.adviserinfo.sec.gov. 
 
Melotte Financial Advisors, LLC is a registered investment advisor. Registration of an Investment 
Advisor does not imply any level of skill or training. The oral and written communications of an 
advisor provide you with information about which you determine to hire or retain an advisor.  
 
 
 

http://www.adviserinfo.sec.gov/
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Item 2 – Material Changes  
 
This Item will discuss only specific material changes that are made to the Brochure and provide clients with 
a summary of such changes. I will also reference the date of my last annual update of my brochure.   
 
You will receive a summary of any materials changes to this and subsequent Brochures within 120 days of 
the close of my business’ fiscal year. I may further provide other ongoing disclosure information about 
material changes as necessary.  
 
I will further provide you with a new brochure as necessary based on changes or new information, at any 
time, without charge.  
 
Currently, the brochure may be requested by contacting Kenneth Melotte III, President, at 
ken@melottefa.com.  
 
Melotte Financial Advisors, LLC may also be referred to as “Melotte Financial Advisors,” “MFA,” “I,” 
“My,” or “the Firm” throughout the document. 
 
 
Material changes since previous version: 
 
Updated Fee Schedule (See Item 5, pages 5 and 6 for detail).  
 
Previous Fee Schedule 
 

Assets Annual Fee 
First  $1,000,000 1.00% 
Next  $4,000,000 0.60% 
Over  $5,000,000 0.30% 

 
New Fee Schedule 
 

Assets Annual Fee 
First  $300,000 1.20% 
Next  $700,000 0.90% 
Next $4,000,000 0.70% 
Next $5,000,000 0.50% 
Over $10,000,000 0.30% 
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Item 4 – Advisory Business  
 
Melotte Financial Advisors, LLC (“MFA” or “the Firm” or “I”) is an independent state-registered advisor 
registered in the states of Wisconsin and Illinois and a notice filing in Texas. MFA is managed by Kenneth 
J. Melotte III, CFP® (sole member and owner).  
 
As of 03/10/2025 assets under management were over $97,588,587. 
 
The firm is not publicly owned or traded. There are no indirect owners of the firm or intermediaries with 
ownership of the Firm.  
 
MFA serves individuals and families.  
  
Services Included with Advisory Engagement: 
 
Financial Planning 

• Understand financial goals, risk tolerance, income, investment time horizon, contributions to 
savings and investment accounts, etc… 

• Prepare financial goal/ retirement projections, cash flow analysis and formulate financial plan 
• Provide relevant documentation to accountants and attorneys upon client request 
• Lifetime gifting and estate strategies analysis and consulting 
• Life insurance needs analysis and recommendations (all insurance placement referred out to 

licensed insurance professionals I trust) 
• Financial organization, consolidation, and streamlining to simplify your finances 
• IRA, Roth IRA, Inherited IRA consulting, administration, and management 
• Education for clients and family members 
 

Portfolio Management 
• Market and economic analysis 
• Portfolio construction and implementation 
• Portfolio monitoring 
• Portfolio rebalancing 
• Performance reporting 
• Investment research and monitoring 
• Tactical changes in response to changing market conditions 

 
 
I tailor my advisory services to the individual needs of my clients based on information provided to me by 
them regarding their risk tolerance, financial needs, time horizon, sophistication and expertise, and 
objectives.  
 
Clients may impose restrictions on investing in certain securities, types of securities, or asset classes. 
 
The Firm will never maintain custody of client funds or securities but will have a limited power of 
attorney executed by the client, which will enable the Firm to affect securities trades on the clients’ behalf 
and debit fees.   
 
IRA Rollovers 
As part of my investment advisory services to you, I may recommend that you withdraw assets from your 
employer’s retirement plan and roll the assets over to an individual retirement account (“IRA”) that I will 
manage on your behalf. If you elect to roll the assets to an IRA that is subject to MFA’s management, I 
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will charge an asset-based fee as set forth in the Advisory Agreement with respect to such IRA. This 
practice presents a conflict of interest because I have an incentive to recommend a rollover to you for the 
purpose of generating fee-based compensation rather than solely based on your needs. You are under no 
obligation, contractually or otherwise, to complete the rollover. Moreover, if you do complete the 
rollover, you are under no obligation to have the assets in an IRA managed by MFA. 
 
It is important you understand the differences between these types of accounts and to decide whether a 
rollover is best for you. I must act in accordance with my fiduciary duties. 
 
For purposes of compliance with the Department of Labor’s Prohibited Transaction Exemption 2020-02 
(“PTE 2020-02”) where applicable, MFA provides the following acknowledgement to you. 
 
When MFA provides investment advice to you regarding your retirement plan account or individual 
retirement account, MFA is a fiduciary within the meaning of Title I of the Employee Retirement Income 
Security Act (“ERISA”) and/or the Internal Revenue Code, as applicable, which are laws governing 
retirement accounts. The way MFA makes money creates a conflict of interest, so MFA operates under a 
special rule that requires MFA to act in your best interest and not put MFA’s interest ahead of yours. 
Under this special rule’s provisions, we must: 
 

a. Meet a professional standard of care when making investment recommendations (give 
b. prudent advice); 
c. Never put our financial interests ahead of yours when making recommendations (give loyal 
d. advice); 
e. Avoid misleading statements about conflicts of interest, fees, and investments; 
f. Follow policies and procedures designed to ensure that we give advice that is in your best 
g. interest; 
h. Charge no more than is reasonable for our services; and 
i. Provide you with basic information about conflicts of interest. 

 
 
 
Item 5 – Fees and Compensation  
 
The standard asset-based fee schedule immediately below includes all portfolio management and 
financial planning services offered as described in Item 4. The schedule is below and subject to a $500 
monthly minimum: 
 

Assets Annual Fee 
First  $300,000 1.20% 
Next  $700,000 0.90% 
Next $4,000,000 0.70% 
Next $5,000,000 0.50% 
Over $10,000,000 0.30% 

 
Some clients have been grandfathered on previous fee schedules, which may differ from the current 
schedule. 
 
Fees are negotiable and documented in writing in the Advisory Agreement (Agreement), which is 
executed by MFA and the client. 
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Fees are directly debited from each investment account on a pro-rata basis within the first 15 days of each 
month-end. The portfolio value used for calculating monthly fees is the portfolio’s value on the last day of 
the prior month.   
 
For example, a $2,000,000 balance at month-end would be charged as such:  
 
1.2% * 300,000 = $3,600 / 12 = $300 
+ 
0.9% * $700,000 = $6,300 / 12 = $525 
+ 
0.7% * $1,000,000 = $7,000 / 12 = $583.33 
 
Total monthly fee = $1,408.33, or ~0.0704% of $2,000,000. 
 
Clients may incur additional charges imposed by custodians, investment managers, and other third parties. 
These charges may include: management fees, custodial fees, deferred sales charges, odd-lot differentials, 
transfer taxes, wire transfer and electronic fund fees, and other fees and taxes on brokerage accounts and 
securities transactions. Mutual funds and exchange traded funds also charge internal management fees, 
which are disclosed in the prospectus. Items 12 and 15 discuss brokerage practices and custody, 
respectively. MFA shall not receive any portion of these charges. 
 
Clients may terminate the Agreement at any time if made in writing. Any fees paid in advance will be 
refunded pro rata.  If a client terminates their Agreement within the first year an early-termination fee may 
apply based on calculation in Advisory Agreement.  
 
In Wisconsin, unless a client has received the firm’s disclosure brochure at least 48 hours prior to signing 
the investment advisory contract, the investment advisory contract may be terminated by the client within 
five (5) business days of signing the contract without incurring any advisory fees. 
 
I do not have any person associated with me who receives (directly or indirectly) any compensation from 
the sale of securities or investments that are purchased or sold for your account. As a result, MFA is a “fee 
only” investment adviser.  The only compensation the Firm receives is from clients in the form of asset-
based fees and hourly fees. MFA cannot accept commissions, kickbacks, loads, or any other third-party 
payments.  MFA only uses no-load /load-waived funds. The purpose is to avoid conflicts of interest and 
ensure MFA remains independent and objective.  
 
 
Item 6 – Performance-Based Fees and Side-By-Side Management  
 
Neither MFA nor its supervised persons accept any performance-based fees. 

 
Item 7 – Types of Clients  
 
MFA provides all portfolio management and financial planning services listed in Item 4 to individuals 
(other than high net worth individuals) and high net worth individuals.  
 
There is no minimum account balance, but the minimum monthly fee is $400, which is negotiable.  
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Item 8 – Methods of Analysis, Investment Strategies and Risk of Loss  
 
Investing in any securities involves the risk of loss that all clients should be prepared to bear.  
 
My goal is to help clients become and remain financially independent throughout their lives. This requires 
robust financial planning that informs the savings and investment strategies going forward. At the outset of 
a new client relationship, I use the planning process, among other things, to identify my new client’s 
financial and emotional capacity for risk / volatility, which become primary drivers for the allocation of the 
portfolio. 
 
I believe that markets are somewhat efficient. In other words, I believe most public and private information 
is priced into asset prices at any given time, but mispricing will occur as investor emotions can drive markets 
to extremely high and low valuations for periods of time within a market cycle. This was succinctly 
summarized by Howard Marks, The Most Important Thing (heard through Dr. John P. Hussman) 
 

“The desire for more, the fear of missing out, the tendency to compare against others, the influence 
of the crowd and the dream of the sure thing – these factors are near universal. Thus they have a 
profound impact on most investors and most markets. The result is mistakes, and those mistakes 
are frequent, widespread and recurring. 
 
Rather than trying to figure out the future, try to figure out where we are in the market cycle, make 
adjustments if necessary when close to the extremes, and prepare mentally to avoid behavioral 
mistakes that plague investors throughout. The key is to watch for investor behavior that typically 
emerges, especially at the extremes of the cycle.” 
 

However, I acknowledge it is very difficult to accurately time the market consistently and markets can 
remain irrational for long periods of time. Therefore, I maintain most client portfolios in accordance with 
the strategic allocation outlined in their financial projections prepared at the outset of the relationship. I 
maintain the freedom to make tactical changes in an effort to exploit asset mispricing and market 
inefficiencies.  
 
I use two general approaches in managing portfolios for clients. The first, and most common, is a 
“traditional” buy, hold and rebalance approach. The second approach is a more proactive, technical 
approach. 
 
Buy, Hold, and Rebalance 
In the more “traditional” Buy, Hold and Rebalance approach, MFA and client identify an appropriate long-
term allocation between equities and fixed income for the portfolio. This high-level allocation decision is 
arguably the most important investment decision an investor can make because it drives over 90% of the 
volatility experienced over time. This decision is called the portfolio’s Strategic Asset Allocation. This 
allocation decision is largely driven by the client’s financial projections and stress tests included therein. 
 
The allocation decision, although revisited each time we meet for continued appropriateness, is not expected 
to change much over long periods of time. It’s intended that the Strategic Asset Allocation decision is a 
long-term, strategic decision unless circumstances change. 
 
Once the Strategic Asset Allocation is determined, the portfolio is invested, as appropriate, to various sub-
asset classes within each of the fixed income and equity “buckets.” MFA maintains full discretion over the 
sub-asset class decisions.  
 
The allocations to sub-asset classes listed below may be more tactical and shorter-term in nature as 
compared to the strategic allocation between equities and fixed income. 
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Sub-asset classes available for inclusion within the equity bucket are: U.S. stocks, foreign developed market 
stocks, foreign emerging market stocks, commodities, real estate, options, futures, long/short strategies, 
hedged strategies, private equity, etc… 
 
Sub-asset classes available for inclusion within the fixed income bucket are: U.S. investment-grade 
corporate bonds, U.S Treasuries, municipal bonds, U.S. junk / high yield bonds, foreign bonds, floating rate 
bonds, inflation-adjusted bonds, unconstrained bond strategies, peer-to-peer lending, mezzanine financing, 
collateralized debt, currencies, etc… 
 
There are many risks in investing. However, one of the risks unique to a “buy, hold and rebalance” approach 
is that, by definition, the investor is holding onto a core asset class (e.g. stocks) that may be declining 
significantly in an adverse market with the intention that not only will we keep holding that asset class but 
actually rebalancing and buying MORE of it. Therefore, it’s critically important to get the Strategic Asset 
Allocation correct to increase the probability that the investor will be able to hold course even in stressful, 
adverse market environments.  
 
Tactical Growth Strategy 
The Tactical Growth approach is a much more proactive, tactical approach based largely on technicals. This 
means there may be more frequent trading and a greater disparity of a portfolio’s allocation between stocks 
and bonds over short periods of time. 
 
I developed this approach in response to demand by a few clients and their desire for a more proactive 
approach that allows for greater flexibility in the Asset Allocation over time. Not all investors are 
comfortable simply holding assets through significant declines without any pre-established plan for exiting 
those positions. 
 
The idea behind the approach is to reduce exposure to potential losses during sustained stock market 
declines (bear markets) while increasing exposure to potential gains in sustained market rallies (bull 
markets).  
 
The objective is to outperform a static, neutral benchmark over the course of a full market cycle. Of course, 
as with any investment approach, there is no assurance or guarantee that such objectives will be met. 
 
The potential for increased short-term trading activity also potentially decreases the tax efficiency of the 
strategy, which is why it’s ideal to utilize tax-preferred accounts to implement such an approach if possible 
(i.e. IRAs and Roth IRAs) to shelter the client from significant realized short- and long-term capital gains. 
 
Sub-asset classes available for inclusion within this approach are all the same as those in the Buy, Hold, 
and Rebalance approach listed above. 
 
There are many investing risks but one risk specific to this approach, in addition to the potential for greater 
short-term capital gains, is the potential for an investor to get whipsawed. For example, because this is not 
a static buy-and-hold approach, it’s possible that an asset is bought only to be quickly sold at a lower price 
or sell an asset only to be bought again at a higher price.  
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Investment Vehicle Selection / Active vs. Passive  
 
I believe it is extremely difficult for domestic stock managers to consistently outperform their respective 
benchmarks and peers over long periods of time net of fees and taxes. Numerous studies support this view. 
Therefore, I tend to utilize both passive / index and active strategies within portfolios.  
 
Index strategies simply track an underlying index and have very low expense ratios. Conversely, actively-
managed strategies attempt to outperform an index through active selection of individual securities, sectors, 
and industries. Actively-managed strategies have much higher expenses than their passively-managed 
peers.  
 
Passive strategies have performed extremely well relative to their actively-managed peers over time. 
However, much like the market cycle, I believe active vs. passive outperformance is also cyclical. So, 
allocations to active and passive strategies will likely vary over time.  
 
As of this writing, most of MFA’s managed assets are invested in low-cost index mutual funds and ETFs. 
 
 
Item 9 – Disciplinary Information  
 
I do not have any legal, financial, or other disciplinary items to report.  
 
 
Item 10 – Other Financial Industry Activities and Affiliations  
 
Neither MFA nor its related persons are registered as a broker-dealer or has any other financial industry 
activities or affiliations. 

 
Neither MFA nor its related persons are registered, or have an application pending to register, as a futures 
commission merchant, commodity pool operator, a commodity trading advisor, or is an associated person 
of the foregoing entities. 
 
Neither MFA nor its related persons receive any direct or indirect compensation for referrals or has any 
business relationships to disclose. 
 
 
Item 11 – Code of Ethics, Participation or Interest in Client Transactions and 
Personal Trading  
 
MFA has integrated a Code of Ethics (available upon request) describing its high standard of business 
conduct, and fiduciary duty to its clients. The Code of Ethics includes provisions relating to the 
confidentiality of client information, a prohibition on insider trading, a prohibition of rumor mongering, 
restrictions on the acceptance of significant gifts and the reporting of certain gifts and business 
entertainment items, and personal securities trading procedures, among other things. All supervised persons 
at MFA must acknowledge the terms of the Code of Ethics annually, or as amended.  
 
MFA anticipates that, in appropriate circumstances, consistent with clients’ investment objectives, it will 
cause accounts over which MFA has management authority to effect, and will recommend to investment 
advisory clients or prospective clients, the purchase or sale of securities in which MFA, its affiliates and/or 
clients, directly or indirectly, have a position of interest. The Code of Ethics is designed to assure that the 
personal securities transactions, activities and interests of the employees of MFA will not interfere with (i) 
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making decisions in the best interest of advisory clients and (ii) implementing such decisions while, at the 
same time, allowing employees to invest for their own accounts. Nonetheless, because the Code of Ethics 
in some circumstances would permit employees to invest in the same securities as clients, there is a 
possibility that employees might benefit from market activity by a client in a security held by an employee. 
Employee trading is continually monitored under the Code of Ethics, and to reasonably prevent conflicts 
of interest between MFA and its clients.  
 
My Code includes, but is not limited to:  

• My fiduciary duty to you  
• Requirements related to the confidentiality of your information;  
• Prohibitions on:  

o Insider trading (if I are in possession of material, non-public information);  
o Engaging in certain transactions  
o The acceptance of gifts and entertainment that exceed my policy standards;  

• Reporting of gifts and business entertainment;  
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Item 12 – Brokerage Practices  
 
MFA does not take custody of client assets.  Your assets must be maintained in an account at a “qualified 
custodian,” generally a broker-dealer or bank. I may recommend preferred custodians determined by me 
based on the following criteria: 

 
• Ability to hold your assets and execute transactions on terms that are, overall, advantageous when 

compared to other available providers and their services.  
• Combination of transaction execution services and asset custody services. 
• Capability to execute, clear, and settle trades (buy and sell securities for your account). 
• Capability to facilitate transfers and payments to and from accounts (wire transfers, check requests, 

bill payment, etc.)  
• Breadth of available investment products (stocks, bonds, mutual funds, exchange-traded funds 

[ETFs], etc.)  
o Availability of no-transaction fee and low-cost mutual funds and ETFs 

• Competitiveness of the price of those services (commission rates, margin interest rates, other fees, 
etc.). 

• Reputation, financial strength, and stability  
 
MFA may benefit from certain custodial relationships by receiving research and reporting. Therefore, there 
may be an incentive for MFA to use a broker-dealer based on my interest in receiving research and reports 
rather than my clients’ interest in receiving most favorable execution. 
 
 
Item 13 – Review of Accounts  
 
Each portfolio is reviewed at least quarterly to determine variance from the target asset allocation, cash 
adequacy, and relative performance against evaluation benchmark. Transactions will also trigger a review. 
 
Financial plans are updated as requested by the client, but I suggest updating plans at least annually. 

 
You will receive monthly statements from your custodian. You will also receive a performance report from 
MFA within three weeks of each calendar quarter in addition to maintaining access to the MFA Client 
Portal, which contains holdings, transactions, performance, risk, allocation, realized gain / loss, benchmark, 
and capital flow data updated daily (1-day lag). 
 
 
Item 14 – Client Referrals and Other Compensation  
 
Neither MFA nor its related persons receive or pay any referral fees or receive any economic benefits 
from non-clients.  
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Item 15 – Custody  
 
MFA does not maintain custody of client funds. However, MFA does debit advisory fees directly from 
client accounts as discussed in Item 5 of this brochure.  
 
You will receive account statements directly from the custodian holding your account(s). You should 
carefully review these statements. If you have any questions or concerns you should contact me 
immediately. I urge you to compare my reports with the statements that you receive from your custodian(s).   
 
 
Item 16 – Investment Discretion  
 
MFA usually receives discretionary authority from the client at the outset of an advisory relationship to 
select the identity and amount of securities to be bought or sold. In all cases, however, such discretion is to 
be exercised in a manner consistent with the stated investment objectives for the particular client account. 
When selecting securities and determining amounts I observe the investment policies, limitations and 
restrictions of the clients for which I advise. Investment guidelines and restrictions must be provided to me 
in writing. Such authority may require execution of a limited power of attorney with the custodian. 
 
 
Item 17 – Voting Client Securities (i.e., Proxy Voting)  
 
MFA does not have any authority to and does not vote proxies on behalf of advisory clients.  Clients retain 
the responsibility for receiving and voting proxies for any and all securities maintained in client portfolios. 
I may provide advice to clients regarding the clients’ voting of proxies.  
 
 
Item 18 – Financial Information  
 
MFA does not custody client funds or securities. MFA does not solicit prepayment of more than $500 in 
fees per client six months in advance.  

MFA has no financial commitment that impairs its ability to meet contractual and fiduciary commitments 
to clients and has not been the subject of a bankruptcy proceeding.  
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Item 19 – Requirements for State-Registered Advisers  
 

Kenneth Melotte III, CFP®, is the sole owner, sole employee and President of Melotte Financial Advisors, 
LLC. He has a B.S. in Finance with a Psychology minor from the University of Wisconsin – Green Bay 
(2007 – Cum Laude). Kenneth has over 19 years of experience within the industry. Over 18 of those years 
were spent at independent registered investment advisors (RIAs). 
 
Prior to founding Melotte Financial Advisors, Ken was a Senior Wealth Advisor with Confluence Wealth 
Management (CWM) out of Portland, OR where he was one of three voting members on the Investment 
Committee.  
 
Prior to CWM, Ken was Managing Partner of Melotte Financial Advisors, LLC (CRD#: 171022) from 
04/11/2014 – 06/29/2015. 
 
Prior to that, Ken was an Associate at Plante Moran Financial Advisors and member of the Research 
Committee. 
 
Kenneth is a member of Mensa, the High IQ society.  
 
Kenneth is not compensated with performance-based fees. 
 
Kenneth has not been involved in an award or otherwise found liable in an arbitration claim alleging 
damages in excess of $2,500 involving 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. 
 
Kenneth has not been involved in an award or otherwise found liable in civil, self-regulatory 
organization, or administrative proceeding involving 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. 
 
Kenneth does not have any relationship or arrangement with any issuer of securities. 
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This brochure supplement provides information about Kenneth Melotte III that supplements Melotte 
Financial Advisor’s disclosure brochure. You should have received a copy of that brochure. Please 
contact Ken by calling 920.241.6632 if you did not receive MFA’s disclosure brochure or if you have any 
questions about the contents of this supplement. 
 
Additional information about Kenneth J. Melotte III is available on the SEC’s website at 
www.adviserinfo.sec.gov. 
 
 
 
 
 
 
 
 
 
 

http://www.adviserinfo.sec.gov/
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Item 2 – Educational Background and Business Experience 
 
CERTIFIED FINANCIAL PLANNER™ professional  
 
I am certified for financial planning services in the United States by Certified Financial Planner Board of 
Standards, Inc. (“CFP Board”). Therefore, I may refer to myself as a CERTIFIED FINANCIAL PLANNER™ 
professional or a CFP® professional, and I may use these and CFP Board’s other certification marks (the 
“CFP Board Certification Marks”). The CFP® certification is voluntary. No federal or state law or 
regulation requires financial planners to hold the CFP® certification. You may find more information 
about the CFP® certification at www.CFP.net.  
 
CFP® professionals have met CFP Board’s high standards for education, examination, experience, and 
ethics. To become a CFP® professional, an individual must fulfill the following requirements:  

• Education – Earn a bachelor’s degree or higher from an accredited college or university and 
complete CFP Board-approved coursework at a college or university through a CFP Board 
Registered Program. The coursework covers the financial planning subject areas CFP Board has 
determined are necessary for the competent and professional delivery of financial planning 
services, as well as a comprehensive financial plan development capstone course. A candidate 
may satisfy some of the coursework requirement through other qualifying credentials. CFP 
Board implemented the bachelor’s degree or higher requirement in 2007 and the financial 
planning development capstone course requirement in March 2012. Therefore, a CFP® 
professional who first became certified before those dates may not have earned a bachelor’s or 
higher degree or completed a financial planning development capstone course. 

• Examination – Pass the comprehensive CFP® Certification Examination. The examination is 
designed to assess an individual’s ability to integrate and apply a broad base of financial 
planning knowledge in the context of real-life financial planning situations.  

• Experience – Complete 6,000 hours of professional experience related to the personal financial 
planning process, or 4,000 hours of apprenticeship experience that meets additional 
requirements.  

• Ethics – Satisfy the Fitness Standards for Candidates for CFP® Certification and Former CFP® 
Professionals Seeking Reinstatement and agree to be bound by CFP Board’s Code of Ethics and 
Standards of Conduct (“Code and Standards”), which sets forth the ethical and practice 
standards for CFP® professionals.  

 
Individuals who become certified must complete the following ongoing education and ethics 
requirements to remain certified and maintain the right to continue to use the CFP Board Certification 
Marks:  

• Ethics – Commit to complying with CFP Board’s Code and Standards. This includes a 
commitment to CFP Board, as part of the certification, to act as a fiduciary, and therefore, act in 
the best interests of the client, at all times when providing financial advice and financial 
planning. CFP Board may sanction a CFP® professional who does not abide by this commitment, 
but CFP Board does not guarantee a CFP® professional's services. A client who seeks a similar 
commitment should obtain a written engagement that includes a fiduciary obligation to the 
client.  

• Continuing Education – Complete 30 hours of continuing education every two years to maintain 
competence, demonstrate specified levels of knowledge, skills, and abilities, and keep up with 
developments in financial planning. Two of the hours must address the Code and Standards. 

 

http://www.cfp.net/
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I graduated from University of Wisconsin – Green Bay with a bachelor’s degree in finance (cum laude).  
 
Prior to founding MFA, I was employed as a Senior Wealth Manager by Confluence Wealth Management 
(Portland, OR) from June 2015 – November 2016. While at CWM, I was a voting member of the 
Investment Committee and managed over $100 million of investable assets.  
 
Prior to CWM, I was Managing Partner of Melotte Financial Advisors, LLC (CRD#: 171022) from 
04/11/2014 – 06/29/2015. 
 
Prior to that, I was an Associate at Plante Moran Financial Advisors and member of the Research 
Committee. 
 
Item 3 – Disciplinary Information 
I do not have any disciplinary information to disclose. I have not been party to a) a 
criminal or civil action in a domestic, foreign or military court; b) an administrative proceeding before 
the SEC, any other federal regulatory agency, any state regulatory agency or any foreign financial 
regulatory authority; c) a self-regulatory proceeding; or d) any other proceeding in which a professional 
attainment, designation, or license was revoked. 
 
Item 4 – Other Business Activities 
I have no other business activities to report. 
 
Item 5 – Additional Compensation 
I do not receive any additional economic benefit from third parties for providing advisory services. 
 
Item 6 – Supervision 
I am sole employee, President and Chief Compliance Officer of Melotte Financial Advisors, LLC and may 
be contacted by calling (920) 241-6632 
 
Item 7 – Requirements for State-Registered Advisers 
I have no additional events to disclose.  

 
 
 
 
 

 
 


