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Editor's Quarterly Market Observation: Gold Bubble, or Inflation Trouble?
By Jeff Huge

. Gold Expérienced its Largest Percentage Gain in the i
w 4 i Past Decade just as the Fed was Raising Interest Rates |
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Figure 1 — Spot Gold (Weekly)fFed Funds Rate (Weekly, Source: Bloomberg Finance LP

In June 2004, then Federal Reserve Chairman Alan Greenspatedna credit tightening cycle that would take the Fed'’s
overnight funds rate up by 425 bps from its 1% lovioteehanding the reins to his predecessor, Ben Bernankepasisn
later. Throughout that period, Fed officials were adamatteir public comments that the risks to growth were badnc
between inflation and deflation. Yet, concomitant with feel’'s tightening cycle, the price of gold bullion experienited
largest 18-month percentage gain of the past decade, radlying 90%. Conventional wisdom has it that the price lof igo
“inversely correlated” to value of the U.S. dollar, and thatdbllar’s strength is tethered to short-term interest raiem
By this logic, one could naturally conclude that the daleould be strengthening during a tightening cycle, andersaly
the price of gold should be in decline. Not so this time&t, Bhy not? Even a cursory review of producer prices dutie
cycle would reveal that the YoY% change in the PPl more tbabled from a low of 3.3%, to a high of 6.9%. The hkel
culprit: artificially low interest rates. With talk abounélanother credit tightening cycle ahead, investors concevitedhe
next directional move in the price of gold might wanp&y attention to the YoY% change in the PPI. It bottomellly at
—6.8%, and as of October, has cut that deficit by 72%h Yelies again artificially too low, | reckon that a repeatquerénce
of the last tightening cycle could catch the conventionakthg consensus flatfooted once again when it comes to gold

From the Desk of the President
By Jerry Tepper, PMI President

As we conclude the final act of 2009 and the decade, we can k@il@dtat a ride it was. Certainly from an investor’s poin
of view, the media labeled the last ten years as the lost decade.Weéhhave clearly been witness to and participants in
some of the most unsettling events ranging from markehesat personal tragedy, all was not lost in my opinks.
Portfolio Managers, | believe each of us had the uniquertyity to reach out to clients during these turbulenes and to
provide not only superior investment advice, but supaod counsel as well. As discretionary money managers, eat<li
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have said to each of us, “I am in your hands.” For thoses dfiat have the skill and confidence, this was our chansteo
forward and lead.

PMI has helped me to become a better PM. It continues tadprove with an ongoing flow of valuable information, acts as
a source for advanced education, and keeps me in contact witblieggues around the country. It has proven itself to be
invaluable by offering me access to so many resources spegifmalised on my role and responsibility as a PM. Ity ta
oneof a kind organization. | hope you view PMI in much the savay as | do.

Before we close out the year, | ask you to renew your meshniperWe are keeping our membership fees flat despite
increasing costs. | also urge you to mark the dates foraherFin Atlanta (April 21-23) on your calendar right nand to
plan to attend what many believe is the best offsite meetitigeyear. And keep in mind, all of this is BDP eligible.

Let me wish you and your families the happiest of holidayd for good luck and much success in the New Year.
All the best — Jerry

Jerrold P. Tepper, CPM

Senior Vice President — Wealth Management
Portfolio Management Director

The Marshall/Tepper Group

New York, NY

BARBAROUS
By Jared Dillian (Adapted fronihe Daily Dirtnap with permission)

Gold is in a bull market. That is an undisputable fadte fact that there are so many people who will dispute #eatis
more evidence that it is in a bull market.

Gold is the most important trade today, and it will bertiast important trade over the next decade. Many peopl®tdo n
understand this. Believe me when | tell you that | hakert some serious abuse, even at the hands of my own,atients
friends of my clients, for my gold bullish views. Gatdtrading quadruple digits and people still do nottgetjoke. They
cannot get their arms around the fact that something that dbgsauduce widgets, does not sell insurance, does not makj
little blue pills, does not pay a dividend, has no casws] and must be guarded by big guys with big gunsheare any
value in a civilized society. In a way, they are right. Beytforget that we are no longer in a civilized society.

What does it mean to live in a civilized society? A civilizedisty is a government of laws, not men. A civilized society
understands that government is not to be worshippeckified] that it is simply plumbing, the pipes and wireat thre
hidden from view that keeps things running, essential &s\like law enforcement, corrections, the criminal justictesys
and enforcement of private contracts. And most importaintlg, civilized society, the authorities dgerything they cato
ensure that the purchasing power of the currency is ndedroThey understand that to allow the currency to depregiate
real terms is to perpetuate a fraud on the people who attestptréovalue with their savings.

We are no longer a civilized society.

This is why they call gold the “barbarous relic.” You mighink that barbarous refers to the Vikings that yoa isethe
Capital One commercials with poleaxes, wearing furs. No, laubas a state of mind. It is a national character. And just
because we don’t have much crime, doesn’'t mean we're not barbaBawkarous means that people believe that anothe
man should live his life not for his own sake, but§omeone else. Barbarous means that people have embracetioa tradi
of sacrifice, that a human life is not meant to be enjoyetlisba means to an end,4omeone else’s endBarbarous means
that, through inflation, a stealth form of redistributidghe value of your savings will be diminished and reihigted to
someone else.

To understand gold is to not simply understand suppty demand. It is not enough to know how much is mreduand
how much is consumed, and whether it is consumed festment, industrial, or adornment purposes. Thesetisgtsn
help, but they are not the whole story. To understard] ¢gmbe a gold investor, you need to understand thesplpity that
underlies gold. With stocks, with credit, and withghourrencies, it is enough to be a bean counter, an aralg§tA, an
accounting nerd. You don’t need to understand (muchdgophy to buy a share of GOOG. But if you buy a shbe& ®,
you had better know what you are getting into.
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What you are getting into is centuries, no, millennia, ohatary history and the history of currency debasement,tbable
period of time when people used to cheat and shave ttdfditvers of gold off of coins. You need to underst that for
centuries price inflation wasnegligible and it was only with the advent of the flexible monetatandard and the
nonconvertiblity of paper currency into gold that wedetp have real inflation. And boy, have we ever ha®itces have
increased by at least a factor of four from when | was a chiltlv do you preserve wealth in such an environment?

It is not just about inflation. It never is. Ifitere, then TIPS would be in a raging bull market, &eg’te not. In a civilized
society, private property rights are sacred. Your langbig land. Your house is your house. Your stocliasr stock.
Your senior claim to the cash flows of General Motorsoisto be abrogated. Folks, we have been practicingbsin over
the last eight years.

Barbarism is bullying. More specifically, barbarismagding, looting, and pillaging. It meats initiate the use of physical
force against someone else. Paper money, securities, and otherocsashstruments cannot survive in an environment
where they are not safe, safe from physical force. Butig@defuge from physical force; you can hold it, storeidte it, or
use it for bribes.

When church and state are not separated, you have imapgsiéxecutions, and the use of force. Separate churcitaad
and you have a free market in religion; religion thrivesrdhs choice, people attend services of their own free Wilhen
church and state are together, church goes underground. Flaehell market in secret religious ceremonies. People live in
fear, for their beliefs.

See what happens when you do not sepaed@omyand state. People go underground; black markets dewelayotd
price caps and floors, the proliferation of regulation tuewery actor into a criminal. Gold is the response to an
intertwinement of economy and state. It is a rational resgdhis the only way to store wealth and value. If eognand
state were separataghld would not be necessary

The fact that it is trading where it is, tells us that itesessary. It tells us that in this modern society, wattechnology and
its laws and its advanced cultural institutions, that wenarbetter than the Vikings. We are looters and pillagdrsve
were not, then gold would be irrelevarind the very fact that so many people ask me about the etitiisof gold is a
statement not just on our barbarism but the value &f ge an investment

This isn’'t so much a question about what the market telibout gold as what gold tells us about the market. i&oddling
us that all these paper promises, the QE and the CE and tlimgléacilities are just that, paper promises, and there arg
consequences. Gold is the escape valve. Print money, goldgoddodify mortgages, gold goes up. Nationalize an autg
manufacturer, gold goes up.

| have never been so bullish on anything in my entire Nes, gold, and GLD, had a horrific decline on payralli&y. | do
not ignore the technicals. The technicals are useful. The tathiare telling us that the last year will be one short ehapt
in a long bull market for gold, which can be expressedutiiraGLD and call options on GLD (both of which | owri
disclosure), which | have mentioned before, are vastly pnided.

But what do | know? | am just a banged-up former EaBdr with an axe to grind.

Jared Dillian, editor

The Daily Dirtnap, LLC

New York, NY
212.549.1839
http://www.dailydirtnap.com/

For subscription information t©he Daily Dirtnap and_special PMI member ratelease contactillian@dailydirtnap.com

Imperfect Hedges for an Imperfect World
By Adam Tzagournis

Many Portfolio Managers are concerned about the stabilityeoftjuity markets especially with last year's market meltdown
still fresh in their minds. Traditionally, a manager has bakle to either move into other asset classes (cash, bond
commodities), or utilize direct hedging instruments ineortb offset systematic or market risk. However, since thséscr

began, certain asset classes that had traditionally movedan-eorrelated or negatively correlated manner with the stock
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market have instead positively correlated. Additionally, ceifaichange Traded Funds (ETFs) that negatively correlate with
equities have been prohibited in discretionary programs asdPM and Custom Portfolio. We will examine some of the
techniques available to Portfolio Managers (PMs) who are coedevith market risk.

e Cash has been the traditional asset class of choice when coabetrismarket levels arise. Although those
fortunate enough to carry high levels of cash leading intommagoket declines were able to experience better|
relative performance, recent declines were severe enough thattalpeformance was still abysmal for most.
So a mix of 33% cash and 67% S&P 500 resulted in negegturns in the mid-twenties. Cash is an important
and useful tool, but inadequate when attempting to presav@rotect accounts in harsh environments.

» Treasury bonds have served as decent instruments in offsetéirket risk in the past several years as indicated
in by the chart below. One must perform his or her own diligence when evaluating bonds as a good
prospective counter weight in light of the Treasury Depantie current and future financing needs as well as
the historically low yields offered by US Treasuries.

e Through ETFs, managers can gain access to foreign currenciepmnabdities in a way that is relatively
inexpensive, transparent and usually liquid. Again referinthe chart below, a basket of foreign currencies
has had some negative correlation to the market. When eongiccommodities, one must be cognizant of the
fact that some commodities are economically sensitive and themfy move in harmony with stocks during
a decline. Gold has exhibited negative correlation to equaties time, but over the past couple of years has
positively correlated.

Historical Correlation of Various Asset Classes vs. S&P 500® cogs  _TLOO
December 31, 1998 - December 31, 2008
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Source: Rydex Investments

As cited earlier, the universe of direct hedging instrumansslable to PMs has shrunk, but there are still severalleshic
worthy of consideration.

» Selling covered calls provides limited downside protectianly do the extent of the captured premium.
Obviously the tradeoff is the concession of the stocgside beyond the strike price. This can be an effective
strategy if a manager expects a flat to slightly lower siméde for the time period covered by the option
contract.

» Buying protective puts is like buying insurance. This stratwill protect against larger declines in stocks since
it allows the put buyer to sell the stock for a fixett@rat a later date. This strategy comes at a cost since pu
require paying premiums, which can be substantial. Forrélzason this strategy is best used tactically rather
than as a continuous strategy.

» Going long volatility via the S&P 500 VIX Short or Brmediate-Term Futures ETNs, symbols VXX and VXZ
respectively, allows a PM to effectively “cover” his short voigtiexposure, an inherent quality of being long
risk assets. This strategy is also best used tactically, eandres the use of “delta hedging” techniques to
regularly adjust ones hedge ratio in order manage the fiestochastic volatility.

THE EXCHANGE 4 December 2009

IS




* Long/Short and Dedicated Short mutual funds allow PMsetshort stocks or indexes without the potential risk
of unlimited loss. We as PMs cannot control which seesritiill be shorted, but by doing our homework in
advance and monitoring the funds we chose, we can reasguedptyas to whether our intent to hedge against
the risks we perceive is adequately reflected. My team has sdréemenutual funds available on our PM
platform and has come up with the funds that contained ehagtosition in equities at the time | wrote this
article. As always, do your own due diligence prior to itimgsin any of these funds. The available funds that
are net short are: Federated Prudent Bear Fund (PBRIX), @dm&apital Value Fund (DRCVX) and
Leuthold Grizzly Short Fund (GRZZX).

There is no such thing as a perfect hedge; puts involvengagsne premiums and Dedicated Short mutual funds involve
fund fees and expenses. The hedges which are not availablestbd®¥®l their own shortcomings; shorting stocks turéu
contracts involve unlimited loss potential, while OTC wdative products can be costly and involve liquidity and ¢eun
party risks. Inverse ETFs involve timing and pattern riz&swvell as the risks associated with the derivatives useleby
ETFs. Traditional non-correlated or negatively correlated assetsdiverge for long periods of time from their normal
comparative relationships. We as portfolio managers cannotzanstigcks or construct portfolios in a vacuum. We must
carefully consider the condition of the macro-economic envirohamah consider risks that can impact the entire market ang
multiple asset classes, and then implement a strategy tharbiesits against the risks we perceive.

Adam Tzagournis, CFA

Senior Vice President — Wealth Management
Senior Portfolio Management Director

The Tzagournis Group

Dublin, OH

Do Your Clients REALLY Know What You Do? The Power of Proper Positioning
By Sarah Dale and Krista Sheets

Consistently articulating your true value propositioptospects and clients will lead to increased client retenfioe. of the
reasons why advisors may have lost clients over the lastat8hmis that they failed to articulate their ENTIRE value
proposition. You really can't blame clients for solely liogkat bottom line performance when you haven't taken rtie tid

let them know ALL the value you bring to the table oroagoing basis. Take a moment to think about all the elentleat
you and your team provide for your clients; then considew many of those elements are really articulated and
demonstrated to each and every client. Advisors who have doreaiajgb of sharing their entire story to prospects and
clients have not suffered a loss of clientele during recebtitent times.

When clients don't understand all of what you do for thtey will often undervalue your services. They maydrput you
into a “box”. It may be a “product box,” such as “Oh, thatén; he’'s my insurance guy.” Or it may be a “pricing bexg¢h

as, “That's Sally; she’s my money manager.” Your client's pereepis reality, and any misperception makes the
relationship tenuous at best. When tough times come (asbivays will in this cyclical world we live in), you aresking
being dispatched as their advisor. You do not want tadbged by a single number, factor, or quality becausena¢ gmint
you will lose the relationship. Rather, you want to be aegélsg the totality of the value of your work and the refeghip
that you develop with your clientele. If you want to inceeelgent retention, loyalty, and referrals, YOU have to thketime

to ensure your clients really understand the full value ytbatoffer to anyone who does business with youolf fiaven'’t
reviewed your value proposition for current relevance @ lést year AND let all your clients know what it is, themuyo
should!

5 Simple Questions Provide a Solid Foundation
We suggest that you answer five simple questions to fieerbasis of your value proposition.

Who are you? There are many different types of financial professionall different levels of expertise, experience, and
knowledge. By clearly answering this simple question, you exdurcate clients on how your expertise fits into a very
complicated and convoluted industry of titles and professidesignations. Are you a generalist or a specialist, adiakn
planner, a broker, an insurance specialist, a wealth manageveatment consultant, a financial advisor, etc. and wheg do
that title mean? It is important to not only view thigegtion from your individual perspective, but also frdmat tof your
team. You must get beyond your ‘title’ as it relatesitogiestion. Put yourself in your clients' shoes andidensvhat these
words mean to them. Who are you really?
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What do you do? As you think through this question, consider all ofiy offerings, solutions, and services. Within the
industry, we know that you do more than just put toge#meinvestment portfolio; but do your clients know wttegse
additional components are? Whether you are a specialist oresalist) there is certainly more than one element to your
offerings and value. You should have an organized, systdatand proactive service model as part of your business.
Consider the ingredients of your service menu as you aribigequestion, in addition to the obvious produstdutions, and
planning services that you provide for your clientele. Amdose important question to answer can be — “What do you NOT
do for clients?” Often advisors promote too varied offgsi which only leads to inefficiencies in the practice amghrg

on the wrong clients who take you from your core busiaasisend up not being profitable.

Who do you do it for? When answering this question, you want to consider igmal client relationship definition. You
may or may not have a very specific niche that you serve, Ihdreaitay, every financial professional should be able to
verbalize the type of clients you work with. This is impattto your PRACTICE for efficiency, profitability, and epment
reasons; it is important for your CLIENTS so they carnvigi® you with QUALIFIED referrals rather than people whay

not fit your model. It is impossible to be successfueing all things to all people, so you need to define #heevthat you
bring to your specific target audience.

How do you do it? With this fourth question, you should consider yourcess. Clients need to know how you do what you
do. How do you put together the right selection of ibmesits for them and how do you know when to make a chartgs?
don't need to know the "nitty-gritty" because that is whgythave you, their trusted advisor. However, when they arg
looking at the "cost" of your services, you want them toxkitds an ongoing process, not a one-time event! TodayETis

a most precious commodity for everyone; do your clientsyréaibw the time capacity you invest in taking care of their
needs?

What makes you different?With this final question, you should consider ydifferentiator. You must be able to answer
the question, "Why should | do business with you?" \&h&t do you offer that | couldn't get from Jo Smith atGAB
Investments?" Today's industry is commaoditized; the samgupts can be purchased from almost anywhere - they are jus
wrapped up in slightly different packaging! Typically, ¥Oyour TEAM, and your SERVICE are key differentiatoosit
you better be able to articulate HOW and WHY you are unique. highly recommend using a service commitment
agreement with both prospects and clients so you can begat tmly TELL them (words), but also SHOW them (actjons
why they should do business with you! In our Knowv&er book, we include everything you need to create the agreement
and position it properly to prospects and clients.

Cultivating Your Value Proposition

As you embark on creating your value proposition, be smmake it a team activity. You want all team members tatell
consistent story so that you all come across as a united Additionally, PEOPLE are your most important assedy thre a
critical component of your value proposition. The more endjiefey are in helping you create your 'story,’ the more
committed they become to demonstrating that value on a delg.b

As you take the time to answer these questions and caltyjaatr value proposition, make sure that you and your team
incorporate it into all areas of your business.

Marketing Materials: Adapt and update all your marketing materials and initiativesibforce the message:
- Story and elevator speech

- Team brochure

- Website

- Service commitment agreement(s)

- Other client communications as appropriate

Commitment Meetings: Establish commitment meetings with your existing cligntbe sure they understand your entire
proposition. This activity, by the way, nearly always leanl§irtding new business and attaining more depth or braadth
your product and service mix! Clients often have no ideanowh you do as an advisor. This conversation will helpget

out of the "product box" and into the holistic value modegle commitment meeting, held annually, also provides the
opportunity to reset expectations, which are the very fatim of client retention!

Prospecting Processtncorporate your new 'story' into your prospectingepss; this will help you set expectations and have|
your value understood right from the onset of the relaligm

Evolving Value: Review these questions and your value proposition at leasainduring your strategic planning sessions.
So much can change in your business in one year and youonsrgure that you are always communicating any NEW value
that you bring to your client base. For example, addingva team member typically enhances your value proposition an
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subsequent offerings to your clientele. Don’t overlookfggsional designations or educational opportunities yoam te

members achieve. Let clients know when you attend industferemtes that add to your ability to serve them. Cliergs ne
to know that you and your team are completely committeekt@llence. Be sure to articulate changes or achievements
your clients.

Converting Words into Actions

Creating your story and value proposition is step onéudating it to your clients and prospects is step twoe Tiost
critical step, though, is to ensure that you DEMONSTRAM& walue on a daily basis with each and every interaction
Remember, perception is reality. So, to stay out of box," whether product or price, and not be judged solelya by
"performance number," your words about value must transagindactions that create real value on a regular basis
Consistent execution to this end will lead to increaseshtctietention even in the most turbulent of times!

Sarah E. Dale, President & Founder
Know No Bounds, LLC

Krista S. Sheet®resident
Paragon Resources, Inc.

Sometimes the Best Offense is a Good Defense
By Jeff Huge (Adapted fromUGE INSIGHTS — 12/4/09)

For the better part of 9-months, equity markets worldvialee rallied vociferously. During that period, small and-oag
stocks in the U.S. have outpaced their large-cap brethremolg than 22 percentage points on average. But recentiras
negative divergences have become apparent in the secondargsindéxbest, this raises valid questions about the|
sustainability of this relative performance gap, and atwbesdurability of the rally itself. To me, the evidencsusficient
enough at this time to a least suggest that a rotation &rwag in the U.S. markets out of high beta, low qualityalsoap
stocks and into low beta, high quality, large-cap stocks.

Are Mega-Cap Stocks Now Poised to Sustainably Outperform Small & Mid-Caps? ramm

[KLG US Equity { RSP US Equily (R1)_2.1823]

+1 Std Dev

Y

-1 Std Dev

2006 T 6T 2008

Figure 1 — XLG / RSP Ratio (Daily Close); Source: Bloomber§inance LP

lllustrated inFigure 1above, is the ratio of the Russell Top 50 Index ETF (Xad the S&P 500 Equal-Weight Index ETF
(RSP). This relationship (XLG / RSP) represents outparance by small and mid-cap U.S. equities vs. mega-cap U.S.
equities when the ratio is declining, and outperformance éyancaps vs. small and mid-caps when the ratio is riditg. |
noteworthy to mention that ratios have very strong meaertiag tendencies, but this does not preclude these rekifisns
from reaching extremes under the right conditions. An exawifpbkch a condition was experienced last year following
Lehman's bankruptcy, as capital flocked to the highest qualitgt liquid securities in the U.S. market, causingrditie to
spike over a two month period to more than 3-standavigiitens above its long-term mean; the ratio peaked dz0103.
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Since then, the relationship has substantially reversed ekikeme, which by definition has favored significant
outperformance by small & mid-cap stocks. Having bottome8eptember, at 2-standard deviations below its mean, th
ratio has since displayed convincing signs of a trend sal/ém the opposite direction. As the evidence began to build
further support this conclusion, | began shifting theleasis in our Global Asset Allocation Model portfoliosagwirom
small & mid-cap exposure via RSP, in favor of mega-cap expoda XLG. While this tactical move has already yielded a
positive performance spread, it could produce significagriyater long-term relative outperformance if this analysises

correct.

Importantly, my work has now identified a small, butgutially meaningful reversal pattern developing in the ratioat
market technicians refer to as an inverted head & shoulderS)YHd&mation. The annotation in the chart of a bold,

horizontal dashed-line (blue) represents what would be aemresl overhead resistance, and a traditional H&S neckline. A

breakout above this overhead resistance would confirmatterp, generating an intermediate-term upside target off@.30
the ratio, or at minimum a retest of the bold, solid doamt line (red). Such a move would translate into more tB@rbps

of relative outperformance by mega-cap stocks over small & misl-tammger-term, | would expect the ratio to mean-revert,
and potentially extend this trend reversal toward 1-stardiariition above the mean, as has been common in the past.

U.S. Sector Factor EnergyMaterials Industrials Consumer ConsumerHealth Financial Technology Telecom Utilities
Rotation Model Weights Cyclicals Staples Care

Constituents 38 29 58 81 41 54 80 75 9 35
GROWTH 20% -1 -1 1 -1 1 -1 1 -3 -3
VALUATION 40% -4 2 0 0 -3 3 3
MOMENTUM 20% -1 2 0 -1 2 1 1
RISK 20% -3 -2 -4 -2 3 4 -4 4 0 0
Composite Score -8 -4 0 6 5 -6 4 1 1
Sector Ranking 4 10 8 7 1 2 9 3 6 5

Table 1 — U.S. Sector Rotation Model (as of 11/30/09)

Of course, the style rotation into mega-caps described abeflects my subjective observations. However, these
observations are confirmed by a recent analysis of twerdptijative factors, which | utilize to rank the S&P 500 GIC

sectors from best to worst (1 to 10), based upon thetlyroaluation, momentum, and risk dynamics of each relatitieeto

aggregate market. The results of this study are illustrat€ebie 1 Corroborating the technical analysis above, the top fou
sectors by rank, Consumer Staples, Health Care, Technolayiznengy dominate 70% of the market cap of the Russell Toy
50 Index, while Financials and Materials represent only X3Bten the strength of the technical and quantitative evidénce,
believe that investors are in the early stages of a shift fn@in prior offensive posture toward a more defensive posture
going forward. As such, | recommend overweighting highlity, mega-cap U.S. equities with emphasis on the Consume
Staples, Health Care, Technology, and Energy sectors. Fgroldp investors seeking a single security solution, |
recommend XLG. For hedge-oriented investors seeking a pdig,tf recommend going long XLG against a short sale of
RSP to fully express the potential of the analysis distliss

Jeffrey W. Huge, CPM

Director — Wealth Management
Portfolio Management Director
Institutional Investor Group
Minneapolis, MN

PM’s Resource Corner

For investors who demand responsible journalism and tiowiyent, there is no substitute for FT Alphaville, availdbte
free athttp://ftalphaville.ft.com/This site regularly posts succinct, well-written articlesty FT's top financial journalists
and thought leaders in the business world.

Attention PM’s: http://seekingalpha.conié the free on-line information swap meet for traders amdsitors seeking idea
flow and answers. Need a quick answer as to why your favatdtk is down 7% when the market is up 2%? Want tarkno
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what the best performing ETF is on a given day? Want ¢avkwhat the biggest hedge funds are buying and why8uf y
can't find it at Seeking Alpha, you won't find it anywker

PM Rick Grimshaw recommends this sighittp://www.scottgrannis.blogspot.coft think this guy is one the best financial
bloggers around,” says Grimshaw.

Please forward your free resource recommendations tgeffrey.huge@citi.com

Cartoon Corner:

Manew Diffee

“It's from my Swiss account.”

Cartoon — Courtesy of Matthew Diffee

The P Mevsletter is onty for the personal use of members of the Portfclic Management
P Institute. Any ofher use. inchiding reproduction or otherwise forwarding to non-members =
ortfolio

prohibited. Members are ashed to respedct this request.
Managemﬂn[
I you are interested in volumisening o help on various PMI projects and initiatives, email

Remember:

‘fou can find upcoming P evenis by logging into the website and going to the calendar
Inatirute | I : _ :
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cn e Monthly Member Calls pape.
For PM's by PM's BAssociates wour BOM.._any Morgan Stanley Smith Bamey employes who is a fiend of the

Pl general member conference calis are held mondhéy. Details are under the Calendar,
portfiolio ranagement process, but not a PM.
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