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Firm Name DSM Capital Partners LLC 

 

Summary 
 

General Information: 

Firm Name DSM Capital Partners LLC 

Product Name Emerging Markets Growth Equity 

City, State of firm’s headquarters  Palm Beach Gardens, FL  

City, State of Product’s Investment Team Palm Beach Gardens, FL and Greenwich, CT 

Name of Parent Company, or “Independent” Independent 

Tax-Exempt Assets Under Management $4.2B 

Total Assets Under Management $6.8B 

Year Founded 2001 

Year Registered 2001 

Contact Name Stephen Constantine 

Contact Number 561-618-4000 

Contact Email sconstantine@dsmcapital.com 

 

 

Which of the following types of products are available for this search? You may offer multiple product types if 
you choose. Indicate with an “X.” There will be room to elaborate on the product offerings elsewhere in this 
document. 

 

This selection should indicate that any minimum account sizes for the product are either met or waived for this 
search. 

 

Separate Account X 

Commingled Fund X 

Mutual Fund  
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Equity Product Information: 

 

Please provide the following figures for a representative account, with the data as of  

the end of the 3rd Quarter 2019 only. 

 

 

Product Name DSM Emerging Markets Growth 

Style (Core, Growth, Value) Please answer as to your firm’s 
specific classification of this product. Quality Growth 

Typical Number of Securities Held 25-50 

Portfolio Turnover, 12-month rolling (%) 52% 

P/E of typical portfolio- Estimate 18x 

P/E of typical portfolio- Trailing 25x 

Strategy Inception July 1, 2017 

Benchmark for the Strategy MSCI EM Net Return 

Total Assets in this Strategy $13.5mm 

 

Firm Affiliation 

 

1. Is the firm independent? Yes 

2. Is the firm registered under the Investment Advisors Act of 1940? Yes 

3. Is the firm minority owned?  If so, what percent? No 

4. Is the firm women owned?  If so, what percent? No 

5. Is the firm a subsidiary of, or related in any way to: 

A brokerage firm No 

Insurance company No 

A bank No 

Other No 

 

6. What is the name of the parent company? Not applicable. 

7. Please provide details of the ownership structure of the firm. 

 

DSM Capital Partners LLC “DSM” is 100% owned by its employees (including one retired partner with a de 
minimus holding). The Firm’s co-managing partners, Daniel Strickberger and Steve Memishian, own DSM’s 
control stock in equal parts. Including the control stock, they together own 59% of firm equity in equal parts, 
while other employees own the remaining 41% of firm equity. 

8. If the firm is related in any fashion (financially or otherwise) to any other entity, explain. 

 DSM is not related in any fashion to any other entity. 
 



   

 

 

General Background Information 

 

1. Please indicate the types of accounts that your firm currently manages: 

 

 Domestic Equity   Socially Conscious  

Fixed Income   Hedge Fund of any type  

Balanced   Institutional Mutual Funds  

International   Retail Mutual Funds  

Global     

2. Please provide the location and function of each of the firm’s offices. 

 

The headquarters and principal office of DSM is 7111 Fairway Drive, Suite 350, Palm Beach Gardens, 
Florida, 33418.  DSM also has an ancillary office at Greenwich Office Park #9, 2nd floor, Greenwich, CT 
06831. 

The headquarters office in Florida encompasses firm management, the investment advisory function, 
including trading, legal and compliance, all operations and much of client service.  The Connecticut office 
houses two of eight Analyst/PMs and two client service specialists. 

3. Please give a brief history of the firm. 

 

Founded in 2001 by Daniel Strickberger and Stephen Memishian, DSM actively manages growth stock 
investment portfolios for a wide range of clients, including pension plans, foundations and endowments, 
other institutions, and individual investors. The firm has focused exclusively on managing long-only, high-
conviction, growth equity portfolios with an intermediate/long-term investment horizon. 

4. When was the firm founded? 

 The firm was founded in 2001. 

5. When was it registered as an investment advisor? August 2001 

6. When did the firm begin to manage tax exempt accounts? December 2001 

7. Describe the level of error and omission insurance coverage the firm carries. 

 
DSM currently holds Investment Advisor Professional Liability and Fidelity & Forgery Insurance policies through 
Travelers Insurance. The policies cover $5 mil and $3 mil per occurrence respectively. 

8. Are you now the subject of a SEC or other regulatory body sanction?  If so, explain. 

 No, DSM is not a subject of regulatory sanctions.  

9. Has the firm ever been subject to a SEC or other regulatory body sanction? If so, explain. 

 No, DSM has never been a subject to regulatory body sanctions.  

10. Discuss, in detail, any litigation brought against the firm in the last five years. 

 There has been no litigation brought against the firm since its inception. 

11. Please provide details on the financial condition of the firm. 

 

DSM is in a very strong financial condition.  The firm was fully financed from start-up by its two founders 
and has never had the need for any debt or outside ownership – it is completely independent.  With nearly 
USD 7 billion under management, and no client representing even 10% of revenue, the firm has no 
concentration risk. DSM’s most recent audited financial statement is available upon request. 

 

 



   

 

 

12. 
Provide a breakdown of assets by type of Investment Strategy. (for example, Mid Cap Growth, Core Fixed 
Income, Emerging Markets, etc.) You may add additional rows to this table as needed. 

Investment Strategy # of Accounts $ Value 

US Large Cap Growth Equity 426 $5.4B 

Global Focus Growth Equity 48 $1.0B 

Global Growth Equity 3 $167mm 

Global Dividend Growth Equity 1 $41mm 

International Growth Equity 2 $38mm 

Emerging Markets Growth Equity 1 $13mm 

 

13. What are your firm’s plans for growth of these assets? 

 As a privately owned investment firm with a core competency of managing long-only, high-conviction, growth 
equity portfolios across a limited range of strategy offerings, DSM's plan is to further expand its base of clients 
seeking attractive risk-adjusted returns resulting from a common-sense, transparent, time-proven investment 
approach – identifying and owning high-quality, growing earnings streams.  

14. Are there plans for limiting growth in any of the above areas? 

 DSM does not intend to limit the amount of assets at this time.  If size is affecting performance, DSM would 
consider closing a strategy. 

15. How does your firm plan to staff the growth of the firm described above? 

 To the extent that DSM’s business grows, the managing partners have demonstrated a willingness to add staff 
and resources as needed and will continue to do so. 

16. State the average size of the firm’s 5 largest accounts. 

 The average size of DSM’s 5 largest accounts is $413mm as of September 30, 2019. 

  



   

 

 

Investment Team & Philosophy Implementation 

 

1. Describe the structure of the product’s investment team, including how many members the team has and the 
responsibilities of each member.  Include an organizational chart which details the flow of information used in 
the decision-making process. 

 

DSM’s investment team consists of eight Analyst/PMs and the CIO. DSM manages all strategies on a team 
basis. Individual client portfolios are managed to match the model portfolio for a given strategy, except for 
any stated restrictions. Company fundamental research and analysis, and the building of proprietary projected 
earnings models are the work of the Analyst/PMs. The CIO and Analyst/PMs jointly determine portfolio 
holdings and position sizes. 

Communications among the team members is fluid and simple to achieve.  A proposed change in the model 
portfolio is communicated to the entire team, and only those involved (e.g. the analyst following the stock 
proposed for purchase, the analyst following the stock being proposed for sale, the CIO, and other team 
members who have a point-of-view) need to participate.  A “house rule” at DSM is that at least two PMs are 
required for a trade, one of which will be the CIO. 

All analysts are “generalists” and also portfolio managers.  Their analyst function is to carry out all 
fundamental research steps including the preparation of a “live” financial model of the company under 
consideration.  Whether the company’s stock is purchased for the portfolio or added to our “On Deck” list, 
they are then responsible for the ongoing “maintenance” research on the company. 

Please see below for DSM’s Investment Team chart: 

 



   

 

 

2. How long has each key member of the team worked with this product?  Have there been additions or departures 
in the last 3 years for the team managing the proposed product?  Please explain. 

 

DSM’s investment team was established in 2001, before opening our first account. We have consistently applied 
the same investment philosophy and process since inception. Therefore, our entire performance record has been 
produced by an investment team using the same fundamental research and valuation methods.  

There have been two departures and one addition in the last three years: 

Additions: 

Date Name Position 
 

Tenure (years) Experience (years) 

May, 2018 Takamune 
Fujikawa 

Analyst/PM 1 24 

 

Departures: 

Date Name Position 
 

Tenure 
(years) 

Experience 
(years) 

Replacement Reason for 
departure 

December, 2017 (Private) Analyst/
PM 

2 10 No 
Replacement 

Personal 

May, 2018 (Private) Analyst/
PM 

6 21 Takamune 
Fujikawa 

Career 
Change 

 

3. 
Please provide a brief history of the investment team including any previous firms this team has worked at 
together.  

 
DSM’s investment team is long-tenured, thereby enhancing cohesion and decision-making. The team has not 
worked together in any previous firms.  

4. What is the # of accounts and account volume (in $) that is handled by this team? 

 The investment team currently handles approximately 470 accounts totaling $6.8B. 

5. Do the same groups manage equity, fixed income, & balanced portfolios at the firm? 

 DSM’s investment team manages equity portfolios only. 

6. Does the firm employ a central trading desk? 

 Yes. DSM has a dedicated, fully-equipped trading desk with a head trader and a second trader.   

7. If yes, describe the trading operation & the traders’ qualifications. 

 

The traders execute trades, review accounts’ positions and guidelines, manage cash flows, reconcile accounts 
and track news on portfolio holdings.  A buy or sell decision is typically made by consensus of the CIO and the 
relevant Analyst/PM. 

Once a buy or sell decision has been made, a written order is given to the head trader who then prepares a trade 
ticket showing buy/sell, security name, ticker, total shares, portfolio manager name and any special instructions, 
including price limits. For certain model portfolio trades, after the trader enters the trade into DSM’s trading 
system, the COO or his designee checks every aspect of the trade using a spreadsheet routine to prevent trade 
errors. All trades are transmitted electronically. DSM’s traders actively monitor all transactions and are in 
constant contact with executing broker/dealers. 

At the end of the trading day, the COO or designee checks the trade blotter and all tickets, and signs off on 
them. All completed tickets, with allocation results attached, are maintained in a trading file. 

DSM’s head trader has more than 20 years of trading experience in common stocks (listed and OTC), and our 
second trader has 11 years of trading experience 



   

 

 

8. Does the firm have an investment committee? 

 
DSM does not have a formal investment committee with scheduled meetings. Rather, DSM’s Analyst/PMs work 
closely with the CIO to make each investment decision jointly.  

9. If yes, describe how it operates & the background/experience of the members. 

 Not applicable. 

10. If applicable, how often does the investment committee meet? 

 Not applicable.  

 

  



   

 

 

Equity Investment Philosophy 

 

1. Please indicate which categories most correctly identify the equity investment style of the product: 

 

Large Cap   Bottom-Up  

Mid Cap   Top-Down  

Small Cap   Momentum  

All Cap   Sector Rotator  

Value   Market Neutral  

Relative Value   Low P/E  

Deep Value   Quantitative  

Growth   Fundamental  

GARP   Index Funds  

Core   
  Other (please replace 

‘Other’ with your answer)   
 

 

2. In one or two brief sentences, please state the product’s investment philosophy. 

 DSM manages a bottom-up, idea-driven, growth portfolio with an intermediate/long-term investment 
horizon. The firm’s investment philosophy is based on the belief that high-quality companies that 
consistently grow their earnings, as long as their shares are purchased at reasonable valuations, should 
produce attractive returns over time. 

3. Describe the equity investment process in detail, including how buy and sell decisions are made. 

 DSM is a very research-driven organization.  There are three components of the work DSM’s team carries 
out for each company: 1.) fundamental research; 2.) the development of a detailed earnings model (quarterly 
for each of the next four quarters and annually for each of the following three years); and 3.) setting a target 
P/E.   

Before the fundamental research begins, DSM screens for growth ideas by searching several databases 
representing thousands of companies, using a number of quality criteria, including revenue growth, earnings 
growth, free cash flow, profitability, debt and lack of earnings misses. DSM also seeks to identify companies 
with communicative and experienced management teams. 

Fundamental research of potential investment candidates is prepared by our eight in-house Analyst/PMs. 
This qualitative research is thorough, and on-going. In addition to analysis of company results over several 
years, DSM’s Analyst/PMs attend Wall Street sponsored conferences. In that setting they have the 
opportunity to screen a broad range of companies in a particular industry and arrange meetings with the top 
managements of companies DSM owns or would be interested in owning. Importantly, in addition to such 
sponsored conferences, the Analyst/PMs also attend industry conferences, which typically span several days 
and provide us with a “full immersion” with a company, its competitors and its customers.  DSM’s 
Analyst/PMs are also attendees at company-sponsored analysts’ days, though some of these are clearly “dog 
and pony shows”.  DSM does use Wall Street research, but it tends to be a supplement to its proprietary 
work. The Analyst/PMs also contract with survey research firms to conduct proprietary surveys on relevant 
issues within certain industries. 

Another important component of DSM’s qualitative company research is the use of industry experts.  DSM 
typically sources these experts through the Gerson Lehrman Group (“GLG”), which, for a fee, helps connect 
impressive industry experts with investment managers to address specific questions. DSM has also used GLG 



   

 

 

and other third-party providers to help design and distribute surveys that assist the investment manager in 
understanding critical investment issues. 

After the qualitative research is complete, the Analyst/PM utilizes the research to create a detailed proprietary 
projection of earnings per share estimates over the next three years.  These projections are based on thorough 
modelling of the company, discussions with the management and its competitors, a study of the candidate’s 
industry and the critical factors that drive industry growth.  A historical financial analysis is completed as well.  
The income statement and cash flow statements are particularly emphasized both historically and prospectively. 

In its stock valuation work, DSM focuses primarily on P/E ratios. DSM will generally only buy a stock that we 
believe has a forward four quarter P/E ratio that will rise by at least 10% over the next three years.  To 
accomplish this, a target P/E ratio that DSM believes is reasonable and is reflective of a fairly/normally valued 
stock three years from now, is selected.  DSM will typically buy when the company clears two hurdles: 1) it 
must have attractive fundamental business characteristics that translate into a reasonably predictable and 
growing stream of earnings and 2) it must have a P/E on forward four quarters earnings that is normally 10% 
below the target P/E three years from now. 

In order to determine a target P/E, the relevant Analyst/PM, in conjunction with the CIO, takes into 
consideration a number of qualitative and quantitative factors.  Among the qualitative factors are barriers to 
entry, number of competitors, economic cyclicality, customer loyalty, price competition, global reach, 
government involvement and management quality.  Among the quantitative factors are historic revenue and 
EPS growth, projected revenue and EPS growth, margins, return on assets, return on equity, capital 
expenditures, and the historic range of P/E over the last five years.  Once a target P/E has been agreed upon, 
it may occasionally be adjusted. However, normally the change is only incremental. 

DSM sells positions based primarily on: 1) an earnings miss or a "guide-down" of earnings by the company, 
assuming the longer-term investment thesis for the holding is threatened; 2) DSM research-based concerns 
over future earnings results; 3) a new/better “idea”; or 4) appreciation of the stock price which lowers the 
projected Most Likely Return. 

4. When was the investment philosophy established? Are the creators of the previous philosophy still with the 
firm? 

 The investment philosophy was established at the firm’s inception in 2001.  

5. Please provide a brief history of the product and composite including all firms under which it has been 
managed.  

 DSM opened its Emerging Markets Growth Equity investment strategy to clients in July, 2017. The strategy 
has utilized the same investment process since inception. The Emerging Markets Growth Composite has been 
externally verified for adherence to GIPS Standards from inception to December 31, 2018 by ACA Verification 
Services, LLC.   

6. What is considered to be the competitive advantage of the philosophy? 

 

DSM’s investment approach to high quality large cap equity is unique in the depth of fundamental work, 
extent of valuation discipline used, breadth of new idea development and responsiveness of the portfolio 
management process. DSM has a proven ability, across its investment strategies, to recover from periods of 
underperformance. 

7. What changes have been made to the investment process in the past 5 years? 

 

DSM’s investment process has never changed as we believe that fundamental analysis of earnings, coupled with 
the avoidance of over-valued stocks, is a timeless and well-respected method. The implementation of our 
investment process has improved due to the stability, tenure and experience of DSM’s investment team. 

8. 
Does your firm incorporate ESG or sustainability issues proactively into the investment process? If so, please 
describe how. 

 
Yes. It is DSM’s policy to integrate responsible investing and ESG factors in its investment process.  Please 
see attached Exhibit 1- DSM’s ESG Policy.  While we understand our fiduciary duty to clients is to produce 



   

 

 

attractive risk-adjusted returns, we also realize that investing in companies impaired by serious ESG issues 
could be a detriment to realizing that goal.  As a long-only, high conviction, growth equity manager, the type 
of company that attracts us as a potentially attractive investment tends to have significant intellectual 
property, tends not to despoil the environment, and tends to be well-managed by diverse management teams. 
However, if we feel we need to engage with management to effect change, we will not hesitate.  Further, if 
engagement does not work, we would then feel compelled to sell the position and move on.   

9. 
Can you execute a proactive proxy voting policy based on ESG or sustainability issues? If so, please describe 
how. 

 

Yes. DSM has contracted with Institutional Shareholder Services Inc (“ISS”), to provide issue analysis and vote 
recommendations with respect to proxy proposals. ISS has an ESG policy that we could use for an individual 
client.  

The proxy voting process is designed to cast votes in the best interests of DSM’s clients as ISS conducts issue 
analysis and makes vote recommendations based on its independent, objective analysis. 

10 In what market environments is the strategy expected to outperform/underperform? 

 

DSM's strategy should outperform in both “normal” and “down” markets.  DSM's least favorable market 
environment is a strong up market, where valuations are ignored as investors chase both cyclical companies 
and low-quality companies. 

11. Please explain any significant quarterly underperformance over the past five years. 

 

The most significant quarterly underperformance since inception of the strategy was in the 3rd quarter, 2018. 
The strategy composite decreased -11.4% net of fees.  In comparison, the MSCI Emerging Markets Index 
Net total return (including dividends) decreased -1.1%. Despite earnings growth of roughly 23%, the 
portfolio had underperformed due to concerns of a US-China trade war.  In addition, performance had been 
affected by more specific issues surrounding two long-standing DSM holdings – Alibaba and Tencent. 

12. Please explain any significant quarterly outperformance over the past five years. 

 

The most significant quarterly outperformance was in the 1st quarter, 2019. The Emerging Markets Growth 
Composite had increased approximately +20.9% post-fee, in comparison, the MSCI Emerging Markets Index 
Net total return (including dividends) had increased +9.9%. In the beginning of the quarter, the market’s 
valuation was just 15.7x trailing earnings of $163 which is approximately the long-term market average P/E 
since WWII. Historically the market has not remained at a compressed valuation level of 15x for very long. 
While we can’t be certain of the future, and certainly unexpected events might drive the market downward, 
we continue to believe that the global economy will expand over the next few years and that global equity 
markets will follow the growth of the global economy, upward.  In 2018 the weak share price performance of 
two large and long-term holdings in the portfolio - Tencent and Alibaba - contributed significantly to DSM’s               
underperformance.  In our opinion, the investment cases for both companies remain very much intact.             
Importantly, both companies are solidly outperformed the MSCI Emerging Markets Index in Q1 2019. 

13. 
Indicate the % of equity market capitalization as of the most recent quarter-end, as well as a range over the last 
three years. 

 3Q 2019 

Micro Cap (<$500mm) 0% 

Small Cap ($500mm - $3.5B) 9.32% 

Mid Cap ($3.5B - $20B) 38.56% 

Large Cap (>$20B) 51.39% 

14. Indicate the median and average market capitalizations for the most recent quarter-end. 

 (Product) (Benchmark) 

Median Market Cap $15.2B $6.3B 



   

 

 

Average Market Cap $56.9B $14.6B 

 

15. 
Please share some of the risk constraints that are used by the firm (e.g., maximum sector weightings, maximum 
% for an individual holding, tracking error, etc.) 

 

While DSM normally diversifies the portfolio among five to seven sectors, we do not have sector or industry 
weight constraints. We focus on nations with consistently high GDP growth. Clients may impose position or 
sector weight limits.  

Tracking error is not explicitly targeted.  Below are the general individual holding weights: 

- 1% to 2% weight to start 

- 3% to 5% average weight at cost 

- 5% to 7% at cost for select investments 

16. Are your managers given an approved stock list? 

 
While PMs are not given an approved stock list, DSM maintains a “bench”, “on-deck” and “owned” lists of 
researched securities that are reviewed by the investment team daily. 

17. If so, how many securities are typically on that list? 

 

There are 250 to 300 companies that comprise our “bench list”. This “bench list” is the broad universe on 
which the investment team begins its fundamental analysis and maintains proprietary research. 

Approximately 100 companies, which are deemed to have the most sustainable and predictable EPS growth, 
regardless of valuation, are moved to DSM’s “on-deck” list.  These are the companies that have attractive 
fundamental characteristics and once the valuation adjusts, they would be candidates for inclusion in the 
portfolio. 

DSM’s owned list has approximately 80 stocks across all strategies. 

18. Are there provisions so that securities that are not on the approved list may be purchased? 

 

While there are no specific provisions, a buy decision is typically made by consensus of the CIO and the relevant 
Analyst/PM. However, the CIO has the ultimate responsibility and final authority on the securities that may 
be purchased. 

19. Does the product invest in foreign ordinary shares?   

 No. 

20. Describe, in detail, the use of cash in the equity process. 

 DSM manages fully invested portfolios.  Cash is a residual of the investment process. 

21. What range of cash is typical? 

 The typical range of cash is 0% to 2%.  

 

22. For the most recent period available please indicate the Product’s top ten holdings (excluding cash): 

 

 Name  Industry % 

(1) Alibaba Group Holding Consumer Discretionary 7.8 

(2) New Oriental Education Consumer Discretionary 7.6 

(3) HDFC Bank Financials 6.8 

(4) Tencent Holdings Communication Services 6.7 

(5) Wuliangye Yibin Consumer Staples 5.3 

(6) Ping An Insurance Group Financials 4.5 



   

 

 

(7) Thai Beverage PCL Consumer Staples 3.8 

(8) Coca-Cola HBC Consumer Staples 3.3 

(9) DBS Group Holdings Financials 3.0 

(10) Magazine Luiza SA Consumer Discretionary 3.0 

  %Total 62.0 

  

  

Research 

 

1. What percentage of research is generated internally? 70% 

2. What percentage of research is obtained from outside sources? 30% 

3. Please describe how the research operation within your firm works. 

 

Most of DSM’s research is generated internally while up to approximately a third is obtained externally 
through proprietary services, as well as “Street” research. Research acquired from these external sources 
includes: expert opinions, proprietary surveys, financial models, and economic analyses and trends. This 
external research is incorporated into the DSM analysts’ proprietary modelling and helps support the Firm’s 
decision-making process. While DSM does conduct site visits with companies, we prefer to meet with 
management in small group meetings or at “one-on-one” meetings at industry conferences. Our use of 
“experts” through Gerson Lehrman Group, and the investment team’s experienced judgment about a given 
business model are the more important research tools. 

4. Please describe how your firm obtains and pays for outside research reports. 

 

DSM has an obligation to seek to obtain “best execution” of a client’s securities transactions. In general, best 
execution is a process in which an adviser such as DSM seeks to execute a transaction in such a manner that 
a client’s total cost from each transaction is the most favorable under the circumstances. In determining 
what is most favorable, DSM considers the full range and quality of a broker-dealer’s services in placing a 
client’s order including, among other things, the value of research provided as well as execution capability, 
commission rate, financial responsibility, and responsiveness of the broker-dealer. With regard to research 
offered by a broker-dealer, DSM considers the quality and frequency of its analytical work, the breadth and 
depth of its coverage, the availability of its analysts for discussion with DSM, its industry conferences, and 
its ability to organize meetings with company management.  

Section 28(e) of the Securities Exchange Act of 1934, as amended, provides a “safe harbor” for an 
investment adviser such as DSM to pay for certain research and brokerage products and services 
(“Research”) with commission dollars generated by client account transactions. DSM believes that its 
purchase of Research is within this safe harbor. 

When DSM is using such "soft dollars" to pay for Research, DSM will most likely pay a higher commission 
rate to a broker-dealer that provided Research than to another broker-dealer that did not provide Research. 
DSM may also trade with a broker-dealer who does not provide its own Research but pays third-parties who 
provide DSM with Research. 

Research is generally considered to be that which provides lawful (Section 28 (e)) and appropriate assistance 
to DSM in connection with the performance of its investment decision-making responsibilities. Examples of 
such Research include, but are not limited to, “sell-side” research, market data and economic research, trading 
volumes, company financial data and economic data (e.g., unemployment, GDP figures), company news, and 
expert consultants.  

When selecting broker-dealers that provide Research, DSM is obligated to determine in good faith that the 
commission paid to a broker-dealer is reasonable in relation to the value of the Research. To address these 



   

 

 

and potentially other conflicts, DSM prepares a soft dollar budget prior to each calendar year. This budget is 
reviewed and updated periodically to reflect, among other factors, changes in DSM's opinion of the quality 
and usefulness of the Research. In addition, all uses of soft dollars and the annual budget for soft dollars is 
approved by the Chief Compliance Officer. Lastly, DSM regularly evaluates the execution performance of the 
broker-dealers it uses to execute clients’ transactions. These efforts are designed to help address the conflict 
of interest associated with soft dollars. 

5. Please name the three primary sources of data and/or analyses upon which your firm relies. 

(1) DSM proprietary earnings models 

(2) 
Specialty 3rd Party data services, e.g. patent information, 
pharmaceutical data, consumer research  

(3) Bloomberg Analysis 

  

6. Who coordinates the firm’s research effort & what are their qualifications for that position. 

 DSM’s research effort is led by Daniel Strickberger, co-founder and CIO. He is a seasoned portfolio manager 
who designed and implemented the investment strategy that has been consistently applied since the firm’s 
founding in 2001. 

Biography: 

Daniel Strickberger began his career in 1979 as a credit analyst, first at Morgan Guaranty, and later at Bank of 
Tokyo. He joined Oppenheimer & Co. as a securities analyst in 1982. He joined Lazard Freres & Co. later that 
year, after Oppenheimer & Co. was sold.  Dan was appointed Director of Research of Lazard Freres Asset 
Management in 1987 and was made a general partner of Lazard Freres & Co. in 1988. He was one of two senior 
portfolio managers supervising Lazard’s domestic equity investments. Dan also developed and was the senior 
portfolio manager of Lazard’s international equities portfolio. Dan joined W.P. Stewart & Co. in 1991 where 
he served as senior portfolio manager and equity analyst, managing a substantial portion of the firm’s assets. 
Dan left W.P. Stewart in 2000 to co-found DSM. Dan holds a Bachelor of Science in Business Administration 
and Finance from the University of Delaware and a Master of Business Administration in Finance and 
International Business from New York University.  Dan serves on the Investment Committee of the University 
of Delaware Endowment. 

  



   

 

 

Personnel 

 

1. In the table below, indicate the appropriate number of employees employed in each category. 

 2016 2017 2018 2019 

Equity portfolio managers* 1 1 1 1 

Bond portfolio managers NA NA NA NA 

Balanced fund managers NA NA NA NA 

Equity research analysts* 9 9 8 8 

Bond research analysts NA NA NA NA 

Economists NA NA NA NA 

Management and Administrative 

(Compliance, Operations) 3 3 3 3 

Computer professionals NA NA NA NA 

Clerical 1 1 1 1 

Other (Marketing, Client  

Service, Trading) 10 10 11 11 

Total 24 24 24 24 

 *Equity Research Analysts are also Portfolio Managers 
 

2. 
Please provide biographical information on all key members of the proposed product’s asset mgmt team, 
including years of experience with this asset class & years with the firm. 

 

DSM’s Investment team consists of the eight Analyst/PMs and the CIO (see Exhibit 2 for Investment Team 
Biographies). DSM manages all strategies on a team basis. Individual client portfolios are managed to match 
the model portfolio for a given strategy, except for any stated restrictions: 

Name Title Years at DSM 
Equity Investment 

Experience 

Daniel Strickberger CIO, Co-Managing Partner 18 38 

Justin Burk, CFA PM/Analyst 17 21 

Hannah Chiang PM/Analyst 4 21 

Pinaki Kar PM/Analyst 11 11 

David McVey, CFA PM/Analyst 18 23 

Takamune Fujikawa, CFA PM/Analyst 1 24 

Steven Tish, CFA PM/Analyst 12 27 

Eric Woodworth, CFA PM/Analyst 18 18 

Kenneth Yang PM/Analyst 5 20 
 

3. In the last 3 years, how many professional employees have left the firm for any reason? 

 

Fortunately, DSM has a very low employee turnover – only two employees have left the firm in the last three 
years. One Analyst/PM was released at the end of 2017.  A second Analyst/PM left in mid-2018 after 
receiving a masters from Yale and fulfilling a lifetime goal of assisting in the third world.   



   

 

 

4. 
What qualifications are typical of the PMs?  Include years with the firm, assets under management and number 
of accounts. 

 

Each PM hired by DSM is a “senior” individual with significant prior experience and relevant responsibility. 
We focus primarily on their experience, though we have attracted many professionals who have an advanced 
degree (usually an MBA) and often a CFA. We also look for professionals who are self-motivated, who do 
not need to be “managed”, and appreciate a collegial, collaborative environment.   
DSM investment team members are all generalists who are encouraged to understand a variety of different 
business models, in order to contribute to the portfolio management process. 
 

Name Title Years at DSM 
AUM 

6/30/19 
# Accounts 

6/30/19 

Daniel Strickberger CIO, Co-Managing Partner 18 $7.2B 471 

Justin Burk, CFA PM/Analyst 17 $7.2B 471 

Hannah Chiang PM/Analyst 4 $7.2B 471 

Pinaki Kar PM/Analyst 11 $7.2B 471 

David McVey, CFA PM/Analyst 18 $7.2B 471 

Takamune Fujikawa, CFA PM/Analyst 1 $7.2B 471 

Steven Tish, CFA PM/Analyst 12 $7.2B 471 

Eric Woodworth, CFA PM/Analyst 18 $7.2B 471 

Kenneth Yang PM/Analyst 5 $7.2B 471 
 

5. Please describe the method of compensation employed for portfolio managers. 

 

Investment personnel (Analyst/PMs) are compensated with a bi-weekly salary, quarterly stock distribution, 
and an annual merit bonus. Salary is typically not more than 25% of total annual compensation, except for 
new hires, who may have a first-year guarantee. There is no cap placed on bonuses as a percentage of base 
salary. 

 



   

 

 

Client Service 
 

 

1. Please provide brief bios and description of responsibilities for the Client Service and Operations personnel. 

 

Stephen Constantine and Jimmy Brown are the lead client service and support contacts.  They are supported 
by the client service /operations team detailed in DSM’s biographies in Exhibit 2. DSM’s client service / 
operations team consists of two traders, four senior client service professionals, and six operations personnel 
handling performance and reconciliation, account opening, client reporting, accounting and billing, IT 
oversight and legal/regulatory. All are experienced professionals who work as a team and report to the co-
managing partners of the firm. Our client service and operations team has been extremely stable and is very 
experienced. 

2. 
What information about investments made in the submitted product is available to institutional clients in this 
strategy? How regular/up-to-date is this information, and how detailed? 

 

Clients receive eight portfolio letters annually, as well as access to four conference calls with the entire 
investment team presenting. Clients with separately managed accounts are provided with quarterly portfolio 
reports that include performance of the portfolio, a listing of portfolio holdings, transactions over the 
quarterly period. DSM is normally able to provide customized reporting that new clients may require. 

3. Does your firm offer an online portal for accessing information about this product? 

 Yes, www.dsmcapital.com.  This is an informational website with composite information on all firm’s products. 

4. 
How often does your firm create attribution reports for the portfolio (either on a perfunctory basis, or as 
solicited by clients). 

 DSM is normally able to provide customized attribution reports as solicited by clients. 

5. 

Would your firm have a representative accept invitations to present to the client on a regular basis (roughly 
once per year, though possibly more or less often?) Would your firm be willing to have a portfolio manager 
present to the board as part of those presentations? 

 
Yes. DSM would be happy to present to the board on a regular basis and have a 
portfolio manager present.  

  



   

 

 

Performance 
 

1. Is your firm in compliance with GIPS? Yes 

2. If yes to the above, has your GIPS compliance been audited? Yes 

3. If yes to the above, who performed the audit? 
ACA Performance 
Services, LLC 

 
 
Performance – as of 3Q19 

 

Investment Style Growth 

Product Name Used for Performance DSM Emerging Markets Growth 

Inception Date July 1, 2017 

Account Type Composite 

Benchmark Used MSCI EM Net Return 

Portfolio Manager/Team Leader Daniel Strickberger 

Years Managing this Product 18 

 

 

 

Please provide both gross and net of fees returns in the table below.  
 

 

Period 

Return  

Gross of Fees 

Return 

Net of Fees 

Preferred 
Benchmark 

Return 
# of Accounts for 

Product 
Assets ($) in 
Composite 

2017 (Partial) 20.1 19.6 15.9 1 10.9mm 

2018 -19.7 -20.5 -14.6 1 9.3mm 

1st Quarter 2019 21.2 20.9 9.9 1 13.7mm 

2nd Quarter 2019 1.3 1.1 0.6 1 14.1mm 

3rd Quarter 2019 -4.4 -4.6 -4.3 1 13.5mm 

Annualized 1-year  5.3 4.3 -2.0   

Annualized 2-year  0.6 -0.3 -1.4   

Annualized Since 
Inception 5.7 4.7 2.1   

 

 

 

 

 



   

 

 

Quarterly Returns 

 

Please fill out the following table with the product’s quarterly returns since inception.  
Returns should be gross of fees.   

 

 

Year Q1 Q2 Q3 Q4 Annual 

2017 - - 11.9 7.4 20.1 

2018 5.2 -4.2 -11.2 -10.3 -19.7 

2019 21.2 1.3 -4.4 - 17.4 

 

 

 

 

 

 

 

 


