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How do I avoid making a bad choice
when selecting an investment advisor?

By Osborne Partners Capital Management

Choosing the right investment advi-
sor to help manage your wealth can be
quite a challenge. While there are no
set criteria that cover everyone, most
individuals with a high net worth can
cull their list of choices by inquiring
about the following:

Ol

from a reputable, independent, third-

Make certain the investment
advisor provides statements

party custodian. Why? Virtually all in-
vestment fraud is committed by firms
that not only manage the assets, but
also provide the statements that detail
the value of the account. Having third-
party verification from a firm such as
Charles Schwab or TD Ameritrade will
validate the value of your portfolio.

O Do not focus only on the per-

formance numbers provided.
And, if you did not receive any, ask
why. Ask about the firm’s performance
in difficult times like the 2008-2009
bear market. Then, instead of taking
the firm’s word for it, make certain
you see a performance composite that
verifies those answers. If the staff does
not have that information available,
that will tell you something. Further-
more, look at the disclosures attached

to the composite performance pages.
Remember, the devil is in the details.
What percentage of the firm’s clients
are in the composite? Different per-
centages will lead to different results.
If the percentage is small, ask why. It
could be that the firm customizes its
client portfolios to be representative
of a certain type of client. If that is the
case, the firm should also be able to
show you other composites that will
reflect how the assets of other types of
clients performed. Conversely, if the
percentage is large—say 70 percent
to 80 percent, or more—there is likely
little customization in the portfolio;
that is fine if you are buying a product,
but not if you want a portfolio truly cus-
tomized to your needs.

O Find out how long the firm has

been around and, more im-
portant, familiarize yourself with the
level of experience of the people who
are going to be managing your money.
There is no replacement for experience.
Having someone who has been through
different market cycles should at least
assure you that they have seen some of
this before. On the other hand, if you are
making a decision about who is going
to be managing your assets for the long

term, you may not want a firm whose
key executives are nearing retirement.

O Finally, find out what kind of

client services you can expect.
For many firms in financial services, cli-
ent service means that the staff is happy
to answer your questions whenever you
call, as long as you do not call often. Ask

by what means they will report to you,

how often and what that reporting will
entail. Make certain they will continue
to make an effort to know you and the
changes you are going through. If they
are not talking to you regularly, how can
they manage your assets in a way that is
appropriate for you?

You have worked hard for your
money, and you should work equally
hard to find an investment advisor who
is a good fit for you. We have suggested
above that you do two things that many
people do not like to do—ask tough
questions and read some fine print. We
know you may be uncomfortable asking
someone a question that they do not

. want to answer, and we know it requires

patience to read all the details in the fine
print. However, when it comes to mak-
ing the best choice for your financial
future, we believe both those activities
are worth the time and effort. @

The opinions expressed herein are strictly those of Osbhorne Partners Capital Management, LLC and are subject to change without notice. The information
contained in this report is for information purposes only and should not be deemed investment advice. Although information has been obtained from and is based
upon sources Oshorne Partners Capital Management, LLC believes to be reliable, the information may be incomplete or condensed.
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you that they have seen some of this before.”

—Osborne Partners
Capital Management

Seated, left to right:
Charles D. Osborne,
Deglin F. Kenealy;
standing, left to right:
Robert C. Gillooly,
Shannon S. Lemon and
Justin W. McNichols

About Osborne Partners Capital Management

Since 1937, Osborne Partners Capital Management (OPCM) and its predecessor firms have managed diverse
portfolios for prominent families and institutions. Unique in its approach, OPCM invests portfolios over five
primary asset classes: equities, fixed income, natural resources, real estate and alternatives. Its goal is to

improve performance while reducing portfolio volatility and risk. Portfolios are managed in-house by a team
of seven—each of whom possesses either a master's degree and/or a CFA designation. OPCM customizes
portfolios based on individual needs, risk-tolerance level and client goals. Each client receives an investment
policy guideline detailing investment allocations. OPCM is proud to offer institutional management with a
boutique approach to client service.

Assets Under Management i Compensation Method

$1.1 billion (as of 3/31/12) . Asset-based fees

Minimum Asset Requirement Professional Services Provided

$1 million (for planning and Planning, investment advisory and money management services

investment services) Primary Custodian for Investor Assets

Minimum Fee for Initial Meeting Charles Schwab, TD Ameritrade
None required f

i Website
Largest Client Net Worth i www.osbornepartners.com
million i :
$50 on+ i Email
Financial Services Experience i deglin@osbornepartners.com

113 years (combined)

Osborne Partners Capital Management 580 California Street, Suite 1900, San Francisco, CA 94104 800.397.5101

WORTH.COM DECEMBER-JANUARY 2013

JAIT

127

2
>
]
3

INFWIIVYNVIN TVLIdVI SYINLYVC INH0ES0



Charles D. Osborne

Chairman

Deglin F. Kenealy
Chief Executive Officer

Justin W. McNichols, CFA®
Chief Investment Officer

Shannon S. Lemon, CFP®
Chief Compliance Officer

Robert C. Gillooly, CFA®

Managing Director

Osborne Partners Capital Management
580 California Street, Suite 1900
San Francisco, CA 94104
Tel. 800.397.5101

deglin@osbornepartners.com

www.osbornepartners.com

)

OSBORNE PARTNERS

Capital Management

REPRINTED FROM

Worth

THE EVOLUTION OF FINANCIAL INTELLIGENCE

Osborne Partners Capital Management is featured in Worth® 2012 Leading Wealth Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing in this
section have completed questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worth® to be featured in this section. The
information contained herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and independently reviewed,
the accuracy or completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will not be respon-
sible for the performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be an indicator
of future performance. Worth®, a Sandow Media publication, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies or particular
investments. Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of Sandow Media LLC.

See “"About Us” for additional program details at http://www.worth.com/index.php/about-worth.




