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The Prosperity Consulting Group, LLC d/b/a Prosperity - An EisnerAmper Company is registered with the Securities and Exchange 
Commission as an investment adviser. We provide investment advisory services. Brokerage and investment advisory services 
and fees differ, and it is important for you to understand the differences. Free and simple tools are available to research firms 
and financial professionals at Investor.gov/CRS, which also provides educational materials about broker-dealers, investment 
advisers, and investing. 

What Investment Services and Advice Can You Provide Me? 
Investment Management Services: We offer both discretionary and non-discretionary investment management services. We 
develop a portfolio for you based on your investment objectives, constraints and preferences. Your portfolio may consist of, but 
is not limited to, exchange-traded equity securities, including over-the-counter equities, open-ended mutual funds and exchange-
traded funds (ETFs), as well as structured notes. In certain circumstances, we recommend clients allocate a portion of their 
investment assets among unaffiliated independent investment managers (“Independent Managers”) in accordance with the 
client’s designated investment goals and objectives. We will monitor market conditions and the performance of your portfolio 
on an ongoing basis, and if managed on a discretionary basis, reposition assets as needed. If the account is managed on a non-
discretionary basis, approval will be received from you before any changes are made. You grant us discretionary authority in our 
Investment Advisory Agreement. You may at any time impose limitations on this authority in writing with our acknowledgement. 
We generally require a minimum account size for investing. Please see Item 7 of our Form ADV 2A Brochure for more information. 
Financial Planning Services: We will review your current financial situation and prepare a written plan with recommendations 
based on your expectations, investment objectives and investment time horizon, among other factors. We can assist with 
implementation of the plan if requested. For more detailed information about our services, please see Items 4 and 7 of our Form 
ADV 2A Brochure. 

 

Given my financial situation, should I choose an investment advisory service? Why or why not? 
How will you choose investments to recommend to me?  
What is your relevant experience, including your licenses, education and other qualifications? What do these 
qualifications mean? 

What Fees Will I Pay? 
Investment Management Fees: We receive an annual asset-based fee for our investment management services. Our fee is 
typically billed quarterly in advance based on the value of the account assets on the last business day of the quarter. Partial fees 
for the initial quarter of service are generally paid in arrears based on the average daily balance during the initial quarter. Our 
fees range between 30 basis points (0.30%) and 150 basis points (1.50%). In addition to our fee, you may also incur fees and 
expenses including, but not limited to, fees charged by Independent Managers, mutual fund ticket charges, brokerage transaction 
costs, deferred sales charges on previously purchased mutual funds, account maintenance fees, mutual fund management fees, 
12b-1 distribution charges, clearing costs, trade away fees and other legal or transfer fees. You are responsible for payment of 
all third-party fees. We do not receive any portion of such fees. Our fees create conflicts of interest. For example, we have a 
conflict of interest when we recommend how much you should maintain in a non-managed account, as we have an incentive to 
recommend more assets in managed accounts to increase our management fee. For a more thorough discussion of conflicts of 
interest relating to our fees and how we address them, please see Item 5 of our Form ADV 2A.  
Financial Planning Fees: For certain clients, our financial planning services are included with Prosperity’s fee for Investment 
Management Services. For others, we receive an hourly or fixed fee for our financial planning services. Depending on the 
complexity, our hourly fees are up to $550.00 per hour. Fixed fees are based on the anticipated number of hours to be spent and 
the complexity of your situation. Fees are negotiable and the final rate will be outlined in our agreement with you. Typically, fees 
are billed and due upon delivery of the plan. 
You will pay fees and costs whether you make or lose money on your investments. Fees and costs will reduce any amount of 
money you make on your investments over time. Please make sure you understand what fees and costs you are paying. For more 
detailed information about our fees and costs, please see Item 5 of our Form ADV 2A. 
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Help me understand how these fees and costs might affect my investments. If I give you $10,000 to invest, how 
much will go to fees and costs, and how much will be invested for me? 

What Are Your Legal Obligations to Me When Acting as My Investment Adviser? How Else Does Your Firm Make Money and 
What Conflicts of Interest Do You Have? 
When we act as your investment adviser, we have to act in your best interest and not put our interest ahead of yours. At the same 
time, the way we make money creates some conflicts with your interests. You should understand and ask us about these 
conflicts because they can affect the investment advice we provide you. Here are some examples to help you understand what 
this means. For example, our firm is also a state-licensed insurance agency. As an insurance agency, we will receive separate 
compensation for insurance product sales. In addition, many of our representatives are licensed insurance agents and registered 
representatives of broker-dealers, and will earn commissions on the sale of insurance or securities products to you. This presents 
a conflict of interest in that we have an incentive to recommend insurance or securities products. For a full discussion of our 
conflicts of interest and how they are addressed, please see Items 4, 5, 10, 11, 12 and 14 of our Form ADV 2A. 

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

How Do Your Financial Professionals Make Money? 
Our representatives generally receive a base salary and a percentage of the revenue generated by the clients he or she introduces 
to our firm. Some of our representatives who have entered into promotor/solicitor agreements with our firm only receive referral 
fees consisting of a percentage of revenue generated by referred clients. These arrangements present a conflict of interest in 
that our representatives have an incentive to maximize the number of clients that he or she refers to our firm. Some of our 
representatives who are also registered representatives of a broker-dealer have additional incentives in the form of production 
incentives for reaching certain predetermined thresholds for managed asset revenue and brokerage commission revenue. This 
compensation creates an incentive to recommend managed accounts and brokerage accounts. Brokerage assets typically pay 
an upfront commission which is initially greater than the revenue generated from managed assets. In order to minimize that 
incentive, we pay a lower production incentive on brokerage assets. Our representatives also have an incentive to maximize 
income by increasing revenue in one category or another, depending on the proximity of their revenue level to the next level that 
triggers a payout. Each of these incentives creates a conflict of interest.  

 
As a financial professional, do you have any disciplinary history? For what type of conduct? 

Do You or Your Financial Professionals Have Legal or Disciplinary History? 
Firm – No. Financial Professionals – Yes. Visit Investor.gov/CRS for a free and simple search tool to research our firm and our 
financial professionals.  
 

For more information about our investment advisory services or to request the most current version of this relationship 
summary, please go to ProsperityEA.com or call our office at 410-363-7211. 
 

 

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

 

 

Donna Gestl, Chief Compliance Officer 
The Prosperity Consulting Group, LLC  
d/b/a Prosperity - An EisnerAmper Company 
10065 Red Run Boulevard, Suite 200 
Owings Mills, MD 21117 
410-363-7211 
donna.gestl@prosperityea.com  
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Prosperity - An EisnerAmper Company  

Summary of Changes 
 
Please note the following changes since the previous version of our Form CRS, dated August 6, 2024: 
 

• We revised the “How Do Your Financial Professionals Make Money?” section to indicate that some of our representatives 
who have entered into promotor/solicitor agreements with our firm only receive referral fees consisting of a percentage 
of revenue generated by referred clients, which presents a conflict of interest in that our representatives have an 
incentive to maximize the number of clients that he or she refers to our firm. 

• We further revised the “How Do Your Financial Professionals Make Money?” section to indicate that some of our 
representatives who are also registered representatives of a broker-dealer have additional incentives in the form of 
production incentives for reaching certain predetermined thresholds for managed asset revenue and brokerage 
commission revenue. This compensation creates an incentive to recommend managed accounts and brokerage 
accounts. Brokerage assets typically pay an upfront commission which is initially greater than the revenue generated 
from managed assets. In order to minimize that incentive, we pay a lower production incentive on brokerage assets. Our 
representatives also have an incentive to maximize income by increasing revenue in one category or another, depending 
on the proximity of their revenue level to the next level that triggers a payout. Each of these incentives creates a conflict 
of interest.   
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