
To: Eagle Point Capital Clients 
From: Matt Franz, President 
Subject: The 19 Questions to Ask Your Financial Adviser 
Attachments: 

(1) “The 19 Questions To Ask Your Financial Advisor”, Jason Zweig 
(2) “Fundamentals”, Matt Franz 
(3) “The Super Investors Of Graham And Doddsville”, Warren Buffett 

______________________________________________________________________________ 
 
In August of 2017 the Wall Street Journal published an article by Jason Zweig titled “The 19 
Questions to Ask Your Financial Adviser”. Below are my answers to the 19 questions Mr. Zweig 
poses. The questions are bold and followed by the answer Mr. Zweig would like to hear.  
 
1. Are you always a fiduciary, and will you state that in writing? (Yes.) 
 
Yes. A fiduciary is an individual or organization which manages another party's assets and puts 
the other party’s interests before its own. Eagle Point is always a fiduciary to its clients and is 
willing to put this in writing. 
 
2. Does anybody else ever pay you to advise me and, if so, do you earn more to recommend 
certain products or services? (No.) 
 
No.  
 
3. Do you participate in any sales contests or award programs creating incentives to favor 
particular vendors? (No.) 
 
No.  
 
4. Will you itemize all your fees and expenses in writing? (Yes.) 
 
Yes. Eagle Point operates with a simple and transparent fee structure. All clients pay a 2% 
annualized fee on assets under management (AUM), payable quarterly in arrears. This is the only 
compensation Eagle Point receives. 
 
Clients are responsible for the commissions and account fees they incur from Eagle Point’s 
trading. Eagle Point does not receive any portion of these. Therefore, it is in Eagle Point’s best 
interest to minimize these fees on behalf of clients. 
 
 
 
5. Are your fees negotiable? (Yes.) 
 
No. Eagle Point is focused on doing one thing extremely well: generating above market returns 
with less than commensurate risk through a portfolio of stocks. Eagle Point tries to avoid 



allocating resources to anything that does not further this goal, including negotiating with clients 
or administering unique fee arrangements. 
 
6. Will you consider charging by the hour or retainer instead of an annual fee based on my 
assets? (Yes.) 
 
No. Eagle Point is focused on doing one thing extremely well: generating above market returns 
with less than commensurate risk through a portfolio of stocks. Eagle Point tries to avoid 
allocating resources to anything that does not further this goal. 
 
7. Can you tell me about your conflicts of interest, orally and in writing? (Yes, and no 
adviser should deny having any conflicts.) 
 
Eagle Point was structured to minimize conflicts of interests with clients. For example, Eagle 
Point does not: 

● Pay referral fees for introductions to new clients, a common industry practice. 
● Have proprietary, in-house investment vehicles. 
● Receive kickbacks for recommending other advisors, such as for taxes, insurance, 

financial products, legal advice, or anything else. 
 
The best way to understand Eagle Point’s interests are to understand how Eagle Point makes 
money. Eagle Point is compensated by a 2% annualized fee on assets under management 
(AUM), payable quarterly in arrears. This means that the more AUM Eagle Point has, the more 
money it makes. This can incentivize asset gathering. 
 
Eagle Point believes that a superior performance track record is the best marketing it can do. 
Therefore, we devote as much time and energy as possible towards research, even at the expense 
of sales and marketing. 
 
8. Do you earn fees as adviser to a private fund or other investments that you may 
recommend to clients? (No.) 
 
No. 
 
9. Do you pay referral fees to generate new clients? (No.) 
 
No.  
 
10. Do you focus solely on investment management, or do you also advise on taxes, estates 
and retirement, budgeting and debt management, and insurance? (Here the best answer 
depends on your needs as a client.) 
 
Eagle Point is focused solely on investment management and does not provide any other types of 
advice. 
 



11. Do you earn fees for referring clients to specialists like estate attorneys or insurance 
agents? (No.) 
 
No.  
 
12. What is your investment philosophy? 
 
Eagle Point Capital offers a concentrated investment strategy focused on holding a limited 
number of long equity positions. Eagle Point employs a largely unconstrained approach that 
seeks to maximize long-term total returns for clients. For example, Eagle Point is not constrained 
by geography, sector, industry, or market capitalization in seeking investment opportunities for 
clients. Eagle Point invests primarily in common stock positions and depositary receipts (e.g., 
ADRs), but is permitted to invest in options, warrants, preferred stock, convertible bonds, 
exchange-traded funds, mutual funds, REITs, foreign securities, and cash in order to execute its 
investment strategy for clients. Eagle Point’s investment strategy is generally long-term and 
intended to have relatively low portfolio turnover. 
  
Eagle Point’s investment management strategy for clients is developed and implemented using 
the following principles as guidelines: 

● Think independently; 
● Act like a long-term business owner; 
● Invest in businesses we understand, with a demonstrated and enduring competitive 

advantage, that are run by honest and able management for the benefit of shareholders; 
● Pay a reasonable price that affords a margin of safety; and 
● Do not diversify excessively. 

  
Generally, Eagle Point believes that identifying a significant difference between the market value 
of a security and the intrinsic value of that security is what defines an investment opportunity. 
  
Eagle Point’s primary method of analysis is fundamental research. Typically, this research 
involves scrutinizing corporate reports, press releases, financial statements, documents filed with 
the SEC or other regulatory entities, court filings, newspaper, magazine, internet articles, audio 
or transcripts of conference calls, presentations, conversations with the firm and/or competitors, 
and third-party research materials. Matt Franz has final authority to make investment decisions 
on behalf of clients. 
 
For more information on our investment philosophy please read the memo attached titled 
“Fundamentals.” 
 
13. Do you believe in technical analysis or market timing? (No.) 
 
No. Eagle Point focuses solely on fundamental analysis. 
 
14. Do you believe you can beat the market? (No.) 
 



Yes. Eagle Point aims to produce returns, net of all costs and fees, that exceed the S&P 500’s 
total return (including dividends) over rolling five year periods. Eagle Point cannot guarantee it 
will beat the market. 
 
Eagle Point uses a value investing strategy which has been used successfully by many others 
throughout history to beat the market. For more information on this please read the attached 
article titled “The Superinvestors Of Graham And Doddsville” by Warren Buffett. 
 
15. How often do you trade? (As seldom as possible, ideally once or twice a year at most.) 
 
Trading activity is dictated by market opportunities, so there are no hard and fast rules. Eagle 
Point generally holds investments for many years, but some investments, such as special 
situations, will be held for shorter periods.  
 
16. How do you report investment performance? (After all expenses, compared to an 
average of highly similar assets that includes dividends or interest income, over the short 
and long term.) 
 
Investment performance is reported by the client’s broker. Performance reports from Interactive 
Brokers are fully customizable and can be run whenever the client wishes. 
 
Eagle Point reports pre-tax performance weighted across all accounts by AUM and net of 
commissions, fees, and expenses. Performance is compared to the S&P 500 total return (i.e. 
including dividends). 
 
17. Which professional credentials do you have, and what are their requirements? (Among 
the best are CFA [Chartered Financial Analyst], CPA [Certified Public Accountant] and 
CFP, which all require rigorous study, continuing education and adherence to high ethical 
standards. Many other financial certifications are marketing tools masquerading as fancy 
diplomas on an adviser’s wall.) 
 
Neither Matt Franz nor Eagle Point hold any professional credentials.  
 
18. After inflation, taxes and fees, what is a reasonable estimated return on my portfolio 
over the long term? (If I told you anything over 3% to 4% annually, I’d be either naive or 
deceptive.) 
 
Eagle Point’s primary goal is to produce superior returns to the S&P 500. Over time we expect 
that good relative performance to the S&P 500 will result in excellent absolute performance. We 
cannot promise any outperformance or predict its magnitude.  
 
19. Who manages your money? (I do, and I invest in the same assets I recommend to 
clients.) 
 



99% of my and my family’s assets (outside of real estate) are invested alongside Eagle Point’s 
clients in the exact same fashion. 
 
 



Getting all stockbrokers,
financial planners and
insurance agents to act in the
best interests of their clients
is a struggle that financial
firms and their regulators still
haven’t resolved. That should
be their job — but for now, it’s

yours.

The obligation of those who give investment advice to serve clients, not themselves, is
called fiduciary duty. That obligation is far from universal and, in some ways, is in
retreat.

The U.S. Department of Labor, which last year released a rule requiring brokers getting
paid for investment advice on a retirement account to be fiduciaries, is reviewing the
regulation. The rule is only partly in effect; the department has drafted a proposal to
delay full implementation until 2019.

Meanwhile, the Certified Financial Planner Board of Standards, which sets competency
requirements criteria and ethical rules for the nearly 78,000 certified financial planners
in the U.S., is seeking to compel them to act in clients’ best interests “at all times” when
“providing financial advice.”

The board’s proposed standards require its financial planners to “disclose and manage”
such conflicts as gifts, bonuses or investment choices that can increase their
compensation. Planners would also have to provide additional details about how — but
not how much — they are paid.

Some brokerage firms warn that they may put their interests ahead of yours regardless
of whether your adviser happens to be a CFP.

Until regulators and trade groups sort this out — and the next total solar eclipse may
come first — the burden of finding someone who will act in your best interest is on you.

That means asking an adviser the right questions (and listening for the best answers). I
encourage you to clip or print out this column and bring it to your next meeting with
your financial adviser.

This copy is for your personal, noncommercial use only. To order presentationready copies for distribution to your colleagues, clients or customers visit
http://www.djreprints.com.

https://blogs.wsj.com/moneybeat/2017/08/25/the19questionstoaskyourfinancialadviser/
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1. Are you always a fiduciary, and will you state that in writing? (Yes.)

2. Does anybody else ever pay you to advise me and, if so, do you earn more to

recommend certain products or services? (No.)

3. Do you participate in any sales contests or award programs creating incentives to

favor particular vendors? (No.)

4. Will you itemize all your fees and expenses in writing? (Yes.)

5. Are your fees negotiable? (Yes.)

6. Will you consider charging by the hour or retainer instead of an annual fee based on

my assets? (Yes.)

7. Can you tell me about your conflicts of interest, orally and in writing? (Yes, and no

adviser should deny having any conflicts.)

8. Do you earn fees as adviser to

a private fund or other

investments that you may

recommend to clients? (No.)

9. Do you pay referral fees to

generate new clients? (No.)

10. Do you focus solely on

investment management, or do

you also advise on taxes, estates and retirement, budgeting and debt management, and

insurance? (Here the best answer depends on your needs as a client.)

11. Do you earn fees for referring clients to specialists like estate attorneys or insurance

agents? (No.)

12. What is your investment philosophy?

13. Do you believe in technical analysis or market timing? (No.)

14. Do you believe you can beat the market? (No.)

15. How often do you trade? (As seldom as possible, ideally once or twice a year at most.)

16. How do you report investment performance? (After all expenses, compared to an

average of highly similar assets that includes dividends or interest income, over the

short and long term.)

17. Which professional credentials do you have, and what are their requirements?

(Among the best are CFA [Chartered Financial Analyst], CPA [Certified Public

Accountant] and CFP, which all require rigorous study, continuing education and

adherence to high ethical standards. Many other financial certifications are marketing

tools masquerading as fancy diplomas on an adviser’s wall.)

18. After inflation, taxes and fees, what is a reasonable estimated return on my portfolio

over the long term? (If I told you anything over 3% to 4% annually, I’d be either naive or

deceptive.)

MORE IN THE INTELLIGENT INVESTOR

The Rot That Lies Beneath Some Index Funds

Isaac Newton Learned About Financial Gravity the Hard Way

Can Fund Manager Bill Miller Use Earthquakes to Predict the Market?

Lessons for 2017 from a Man Who 'Called' the Crash of 1929

Some 'FeeOnly' Advisers Charge Commissions Too

Will You Be Ready When the Stock Market Crashes Again?



19. Who manages your money? (I do, and I invest in the same assets I recommend to
clients.)

Are there other questions you would add to the list? Please send them my way at
intelligent.investor@wsj.com and I’ll write another column with your best
recommendations.

Share this:  http://on.wsj.com/2wC3zFk
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To: Eagle Point Capital Clients 
From: Matt Franz, President 
Subject: Fundamentals 
______________________________________________________________________________ 
 
Once, after winning two consecutive national championships, the Green Bay Packers lost a game 
due to sloppy play. Coach Lombardi called a meeting the very next day. When all the players 
were assembled, Lombardi held a football high up in the air and declared, “Gentlemen, this is a 
football!” From the back of the room, running back Paul Hornung shouted back, “Coach, can 
you slow down?” 
 
In investing, as in football, success is made or lost on the application of the fundamentals.  
This document sets forth the fundamental operating principles of Eagle Point Capital. Through 
the up and down markets ahead, we will always return to the principles below to inform our 
attitudes and actions.  
 

● Our objective is to avoid the permanent loss of capital while maximizing the increase in 
long-term, after-tax purchasing power of our funds. Put another way, we aim to build an 
indestructible long-term compounding machine. 

 
● To achieve this objective we seek to make concentrated investments in businesses that: 

(1) We understand. 
(2) Have a demonstrated and enduring competitive advantage. 
(3) Can reinvest profits at attractive rates of return. 
(4) Have honest and able management who run the company for the benefit of 

shareholders. 
(5) Can be purchased for a reasonable price that affords a margin of safety. 

 
● We think independently and do our own research. We don’t rely on the opinions of 

analysts or journalists, both of which may have different motivations than ours. We rely 
primarily on S.E.C. filings for information. This can be a significant competitive 
advantage: in 2013 G.E. found its annual report had been downloaded fewer than 800 
times1. Although the S.E.C. goes to great pains to create a level playing field most 
investors don’t take advantage of it. You can lead a man to the library but you can’t make 
him read. 

 
● We do not diversify excessively. Good investments are hard to come by and we would 

rather put our capital into our best ideas than spread among many mediocre ones.  
 



● We act like business owners. As owners, we focus on the fundamentals of the business 
and do not obsess over fluctuations in price quotations. When possible, we use periods of 
unjustified pessimism to purchase high quality companies at attractive prices. Likewise, 
we prefer to use periods of unjustified optimism to sell companies for more than we feel 
they are reasonably worth. We cannot control where the market prices our investments, 
but we can control whether our investments have a stable and increasing intrinsic value. 
So long as this is the case we are happy to hold them, regardless of market volatility. 

 
● The best way to measure our success is to compare Eagle Point's return, after fees, to the 

S&P 500's total return (including the reinvestment of dividends) over a five-year period. 
Measurement over a shorter timeframe would reflect luck more than skill. The S&P 500 
is our benchmark because it is widely followed, offers the potential for large, low-cost 
investments, and, we expect, will produce satisfactory long-term returns. Over time, we 
expect good relative returns to the S&P 500 to become excellent absolute returns. 

 
● All accounts are managed pari passu. A two percent annual fee on assets under 

management is charged to all accounts and deducted quarterly in arrears. 
 

● Clients will receive a letter every six months detailing what they own and why they own 
it. We will be candid in our reporting to you, emphasizing the pluses and minuses 
important in appraising business value. Our guideline is to tell you the business facts that 
we would want to know if our positions were reversed. We owe you no less. 

 
● Eagle Point is not in the business of predicting the general stock market or business 

fluctuations. If you think we can do this or you think it is essential to an investment 
program you should not be a client of Eagle Point. 

 
● I cannot guarantee results to clients. What I can and do promise is that: 

○ Our investments will be chosen on the basis of value, not popularity; 
○ We will attempt to bring risk of permanent capital loss (not short term quotational 

loss) to an absolute minimum by obtaining a wide margin of safety in each 
investment; and  

○ My immediate family and I have virtually our entire net worth outside of real 
estate invested alongside Eagle Point clients. We eat our own cooking. 

 
Many of you already familiar with Eagle Point may feel, like Paul Hornung, that this material is 
unduly repetitive. However, I would rather have many bored clients than a single client with any 
basic misconceptions. As Charlie Munger says “A majority of life's errors are caused by 



forgetting what one is really trying to do.” A firm grasp of our fundamental operating principles 
will help us stay the course in the future. 
 
Footnotes 

1. Zweig, Jason. “It’s Time For Investors to Re-Learn the Lost Art of Reading.” The Wall 
Street Journal, Dow Jones & Company, 4 Apr. 2016, 
blogs.wsj.com/moneybeat/2016/04/01/its-time-for-investors-to-re-learn-the-lost-art-of-re
ading/ 




























