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Office Calendar 

Sep 10 Bruce out of office 

Sep 14 Bruce out of office in AM 

Oct 28-29 Bruce vacation 

This and That... 

SCAM ALERT 

A member of our client family fended off a potential scam 
this month.  Apparently, this is going around in various 
forms and I thought you should be warned.   This is how it 
works… 

The intended victim (usually elderly and female) receives a 
phone call from someone purporting to be a younger rela-
tive (grandchild, nephew) in trouble in some remote loca-
tion (arrested, car breakdown, etc.) and in need of a large 
sum of money.  The victim is asked by the “younger rela-
tive” to telegraph the required funds to them.  Unwary 
victims, hoping to help their relative, might wire the funds.  
Apparently Western Union is on to this as they cautioned 
one victim (not my client) to verify the need independently 
before sending the funds.  

I’m not sure who this really works on, but it must work on 
at least some victims, because it’s apparently being at-
tempted with some frequency.   

To protect yourself, take steps to ensure that you’re speak-
ing with your relative.  If there is a responsible and official 
entity involved (police, hospital, etc. ), find out who that is, 
hang up, find that entity’s phone number independently 
and then phone to verify the facts of the situation.  Confirm 
facts with other relatives who should know about the situa-
tion.   Above all, be very, very cautious. 

LITIGATION UPDATE 

The last month has seen a flurry of class action litigation 
paperwork arrive in your mailbox and you’re probably won-
dering what to do with it.  Thanks to those of you who have 
provided me with copies (I don’t get them all personally) 
for review.  As is usually the case, the three that I have 
reviewed this month (Strong, Excelsior, Columbia) seem to 
be designed to profit the plaintiff’s attorneys to a far 
greater degree than the plaintiffs themselves.  The settle-
ment pools are all quite small relative to the hundreds of 
thousands of potential class members, rendering it likely 
that any individual member’s share of the settlement 
would truly be measured in pennies (or, at most, a few 
dollars).  So from a purely economic perspective, I couldn’t 
encourage any clients who place any sort of value on their 

time at all to pursue these claims.  The Schwab Short Term 
High Yield class action that we received notice of in July is 
another matter.  That case was, as they say, egregious and the 
settlement fund is substantial.  We should be involved in that 
one purely on principal.  You will recall that I sent everyone a 
listing of their activity in those funds to compare to the infor-
mation listed on their individual notice (which the attorneys 
obtained from the custodian, in this case also Schwab).  Each 
of the notices that I was able to review was accurate.  If yours 
is also, then you need do nothing and your share of the settle-
ment is to mailed to you in due course (likely many months 
from now).  But if you find a difference, you can complete and 
file the claim dispute form that accompanied the notice.   
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RISK MANAGEMENT STRATEGY 

Sometime’s it’s all in the timing.  If you have read the white 
paper I published last month on the portfolio risk manage-
ment system I began using this summer, you’ll recall that its 
purpose is to avoid the lion’s share of major market declines.  
It is not intended as a short-term market timing system (I 
remain convinced that such systems are doomed to fail).  
Unfortunately, I began using it in the midst of troublingly vola-
tile market that seems to want to swing violently from month 
to month.  The severity of the swings is causing the bench-
mark indexes to cross over their 12-month moving averages 
far more frequently than normal and, therefore, setting off 
trading signals.  In short, in this kind of market, the strategy is 
suffering from “whipsaw” syndrome.  The signal at the begin-
ning of July was to sell.  July saw a dramatic resurgence of 
equity markets.  The signal at the beginning of August was to 
buy.  August saw a dramatic decline in equity markets.  It’s 
frustrating, but I remain convinced the strategy will accom-
plish its goal of avoiding the worst of major long-term de-
clines.  In the mean time, I’m going to modify the approach by 
monitoring the signals more frequently and, perhaps, trading 
mid-month if conditions seems to warrant. 

Indian Summer Festival 2010  - September 10-12 



On The Light Side 

ACTUAL CALLS RECEIVED AT THE PRO SHOP OF A 
PUBLIC GOLF COURSE IN AMHERST, MA 
(Yes, they actually do walk amongst us and breed!) 
 
Staff: Golf course, may I help 
you? 
Caller: What are your green 
fees? 
Staff: 38 dollars. 
Caller: Does that include golf? 
 
Staff: Golf course, may I help 
you? 
Caller: Yes, I need to get some information from you. 
First, is this Your correct phone number? 
 
Staff: Golf course, may I help you? 
Caller: Yes, do you have one of those areas where 
you can buy a bucket of golf balls and hit them for 
practice? 
Staff: You mean a driving range? 
Caller: No, that's not it..,,, 

 
Staff: Golf course, may I help you? 
Caller: Yes, I'd like to get a tee time tomor-
row between 12 O'clock and noon. 
Staff: Between 12 o'clock and noon? 
Caller: Yes. 
Staff: We'll try to squeeze you in. 
 

Staff: Golf course, may I help you? 
Caller: What do you have for tee times tomorrow? 
Staff: What time would you like? 
Caller: What times do you have? 
Staff: What time of the day? 
Caller: Any time. 
Staff: Morning or afternoon? 
Caller: Whenever. 
Staff: We have 16 times open in the morning and 20 
open in the Afternoon. Would you like me to read the 
whole list? 
Caller: No, I don't think any of those times will work 
for me. 
 
Staff: Golf course, may I help you? 
Caller: Yes, my hus-
band just called me on 
his cell phone and told 
me he's on the 15th 
hole,How many more 
holes does he have to 
play before he gets to 
the 18th? 
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I CAN FIX THAT! 

Don’t have a spoon?  I can fix that! 

 

 

 

 

 

 

 

 

New TV too wide for the old cabinet?  I can fix that! 

 

 

 

 

 

 

 

 

 

Can’t read the ATM 
screen?  I can fix that! 

 

 

 

 

 

 

 

 

 

No skatepark in town?  I can fix that! 


