YOUR MONEY

IT'S 6 A.M. DO YOU KNOW WHERE YOUR BROKER IS?

BY RonALEEN R. RoHA

ight this minute, Chris What-
ley, age 29, doesn’t look much
like a top broker with Inter-
state/Johnson Lane, one of the largest
regional brokerages in the Southeast.
But then it’s awfully early in the morn-
ing, especially for a Monday. Besides,

Whatley is sporting a well-worn set of

sweat clothes.

Despite appearances, after two sum-
mer internships with Merrill Lynch
during college and training at Edward
D. Jones, Whatley has found his niche.

He moved to the Athens, Ga., ofhce of

Charlotte, N.C.-based I/JL in 1989 and
loves his job. “I can’t imagine doing
anything else,” he says. And it's a good
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thing. That’s about all he has time for.
6:15 a.m. Whatley unlocks the storefront
suite in a restored building on Athens’
main street. In his office (there’s no
“bull pen™), he boots up the main com-
puter system that tracks all trades and
spotlights stock-market data. Then he
boots up his personal computer, which
he uses like an electronic notepad, ap-
pointment book and tickler file. In it he
records every conversation, promised
action or other business with his clients
and their 500 accounts. He’s so orga-
nized he even records his clients’ nick-
names, hobbies and birthdays.

After “the most important job of the
day” (making coffee—and drinking
the first cup), in the early-morning
silence (no phones are ringing yet)

6:15 A.m.: Whatley hits the offic

he reviews the trades he made Friday to
make sure they were carried out cor-
rectly. Then he scans the Wall Street
Journal and the business section of the
Atlanta Constituiion for news about the
national economy, the market, interest
rates, companies in clients’ accounts,
and local and regional business.

Most of his clients are within an
hour’s drive of Athens and have a keen
interest in the region. Many are local
business owners. Others are small
investors building college funds or
retirees looking for income and safety.
Whatley’s accounts include pension
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plans and charitable trusts as well.

6:30 aM. He heads to the gym for his
workout.

7:45 a.m. He's back at work. Now he
looks the part: A suit and tie have
replaced the sweats. He reviews the list
of calls for the day that he prepared the
night before.

8:00 a.m. The five other brokers and
office support staff begin to arrive and
settle down to work.

8:05 A.M. The telephone rings for the
first time. A client who is buying a new
car tells Whatley he needs money from
his cash-management account.

Suddenly a cheery “Good morning”

erupts from the “squawk box” on
Whatley’s desk. Off and on throughout
the morning, I/[L analysts from Atlanta
and Charlotte broadcast live to the
branch offices about specific stock and
bond issues, the outlook in various
industries, analyses of Friday's activities,
and forecasts. Whatley tunes in to topics
that are important to his clients.
8:15 a.m. Time to review the mail. What-
ley doesn’t do all of his own stock analy-
sis. Few brokers do these days. Instead
he relies largely on analysts’ reports and
the firm’s model portfolios designed for
different kinds of investors.

He culls magazines such as the Jour-
nal of Business Stralegy and Small Business
Reports and material from First Boston
and Donaldson, Lufkin and Jenrette,
whose analysts’ reports form the core of
I/JLs research on national companies.
He'll read those later. 1/JL also has its
own research analysts, including spe-
cialists in southeastern industries.

8:20 a.m. Calls start picking up. Between
them Whatley writes notes to about 25

9 A.m.: Assistant Showalter helps with client questions.

clients, enclosing information about
stocks in their portfolios. The stack is
sizable this morning because many
clients own AT&T, the subject of one of
the reports he’s sending. Although
clients get mutual fund reports from
the fund companies, Whatley also sends
copies after highlighting key data. “My
goals are based on expanding current
relationships and developing new ones.
So if I stay with high-quality invest-
ments and stay in touch with my clients,
I'm going to be successful,” he says.

Whatley says 1991 was his best year
ever, and it was a good year for brokers
generally. The average broker earned
more than $90,000 last year, according
to a national Securities Industry Associ-
ation survey.

For Whatley, staying in touch with
clients means sending birthday cards
and Thanksgiving cards instead of
Christmas cards (“I want to get there
first,” he explains). It also means taking
extra steps: He uses the photocopier to
enlarge a report for a client with im-
paired vision.

8:30 a.m. The squawk box is still at it. An
analyst of preferred-stock issues is fol-
lowed by experts on corporate bonds,
muni bonds and health care issues.

8:50 A.m. Whatley reviews an investment
proposal he prepared for an older cou-
ple he'll see this afternoon. His exper-
tise is in investment planning. “I see my
role as a partner or a coordinator of the
client’s investments,” he says. He
worked out an investment strategy
through personal interviews and an
extensive questionnaire designed to
elicit the couple’s objectives and toler-
ance for risk. His proposal was re-
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viewed by 1/JLs investment-consulting
department.

9:00 a.m. Whatley’s assistant, Margee
Showalter, who also works for another
broker, comes in to re-
view all current client
matters with him. She
handles requests for
information, arranges
for checks from cash-
management accounts
and follows up on IRA
rollovers. Almost imme-
diately, they're inter-
rupted by the phone—
someone wants to clear
up the mechanics of his
IRA rollover. Whal]ey
also makes an appoint-
ment with the caller to
discuss setting up an

investment account for a dis-
abled adult.

9:30 a.m. The receptionist, Ann
Guyton, brings Whatley the
week’s birthday cards to sign.
He asks her to compile a list of
clients holding shares in
BankAmerica. They will be sent
a new research report—and a
Note—tomMOrrow.

9:35 a.m. A client of
two years’ standing
calls, and Whatley
greets her like an old
friend. After some
chitchat, she asks
whether she should
sign a form she re-
ceived from a share-
holder’s committee.
Whatley says he
would like to see it

first to make sure it won’t obligate her
to pay any fees. She promises to send it.

This client was already on Whatley’s
phone list for the day because the long-
term outlook for a utlity stock she has
held for a couple of years has heen
downgraded. 1/JLs research depart-
ment suggests another utility to replace
it, one with good prospects for the next
three to five vears, which is how long
Whatley's clients tend to hold their
stocks. He explains the commissions on
the swap and she agrees to it.
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He completes the sell and buy tick-
ets, leaves copies for his assistant, then
takes the tickets to the wire room—a
secure area he can’t enter. The wire

operator puts the sell order into the sys-
tem linked to the trading floor. It’s
confirmed seconds later, as is the
buy order for the replacement.

9:45 a.Mm. Between

incoming calls,

Whatley returns

calls from Friday

and makes more
calls from his list
for today. Almost
all are to people

Whatley knows

personally.

When he start-
ed out, Whatley
built up his clien-
tele by dropping
into local busi-
nesses and intro-
ducing himself to
the owners. He

made no “cold
calls,” those out-of-the-
blue telephone calls from
someone you've never heard of trying
to sell you an investment you're not in-
terested in. “1 think the days of dialing
for dollars over the phone are past.
Now it'’s much more a relationship
thing,” he says. Like most established
brokers, he builds business almost exclu-
sively through referrals and through
contacts in civic organizations, such as
the Rotary Club and the United Way.

A client referred him to the pros-
pects he is calling now: a young couple
who want to be-
gin investing for
their children’s
education. For
small investors
Just getting start-
ed, Whatley of-
ten recommends
growth mutual
funds with loads
of 2.5% to 5%.
He will send
them a form that
will help the firm
calculate how
much the couple

After a 12-hour day, it's home for dinner— then back for more. must put aside every

month to reach their
goal. It’s a beginning—but an account
could be months down the road.
10:00 A.m. to 12:15 pm. The telephone
seems like part of Whatley’s arm. He
makes appointments. With a notebook
of clients’ statements in front of him, he
answers a question about an IRA. The
investment-consulting department calls
to discuss a proposal he submitted for
another client.
Still another client wants to know
the stock symbol for a company he’s
interested in. It's not in the S&P Stock



Guide, so Whatley calls the over-the-
counter trading department at the
Charlotte office to get it. He offers vari-
ous discounts on commissions for
clients who place orders for stocks they
have picked themselves.

Off and on, the squawk box gives
updates on the market—which is rather
listless today, with little reaction to
industrial production figures released
this morning.

12:15 em. Lunch, sort of. Whatley gets
his regular turkey sandwich and Diet
Coke at the Blimpie down the street
and returns to his desk to read research
reports as he eats. The phone continues
to ring.

12:30 to 2:30 M. The calls—incoming
and outgoing—continue. He completes
more client service forms for his assis-
tant to process. Another client decides
to swap utilities. He crosses more names
off his[i)ist of people to call.

2:30 pm. Whatley has no office appoint-
ments today, but he does have a few vis-
its to make. He pilots his 1985 Audi to
his first stop, an unannounced visit to a
small wholesale/retail company in a
commercial strip. One of Whatley’s
clients suggested he see the owner, but

said, “Don’t call him on the phone first.”
Whatley didn’t. The owner is out, so
Whatley will come back another time,
3:00 rm. His second stop: a small indus-
trial plant. Whatley has talked to the
owner a few times in the past year, over
the din of the shop. The owner isn't sat-
isfied with the performance of his pen-
sion plan at another firm. During this
visit the owner asks Whatley to work up
his own plan for the account.
4:00 to 5:45 pm. The last meeting of the
day is with the older couple whose pa-
perwork he reviewed at 8:50 this morn-
ing. After meeting with Whatley for
months, they decided to consolidate ac-
counts with him. They’ll put some
assets into a “wrap account,” which is
supervised by a broker but invested by
a professional money manager. Such
accounts charge flat annual fees that
vary from 1% to 3% of the assets instead
of commissions on transactions.
Fee-based accounts are becoming a
bigger share of Whatley’s business.
That's a growing trend in the industry,
according to a 1991 survey of brokers
conducted by Registered Represenialive,
the trade magazine for retail brokers.
The meeting goes smoothly. Whatley

answers the couple’s remaining ques-
tions and explains that the investment
adviser he has recommended will get
1% of the asset value of the wrap
account yearly. The total I/JL. annual
fee, including Whatley’s cut, is 2.7%.
I/JL will execute all trades, act as custo-
dian and regularly review the invest-
ment adviser’s performance.

As they talk, the couple’s great-
granddaughter meanders about. She
has a cold, but Whatley still gets her to
laugh. “I never want to stop getting out
and seeing people, because that's the
fun of'it,” he says.

7:30 pm. After dinner at home, Whatley
goes back to the office to dlose out the
day. He makes notes on his computer
about his meetings, reviews papers that
were signed, checks his phone messages
and, finally, makes his list of calls and
appointments for tomorrow. He'll also
write a thank-you note to each of the
ople he met with today. “When I was
Eﬁilding my business,” he says, “I wrote
over 1,500 thank-yous my first year.”

By 8:15 pM. he’s out the door—with
yet more reading in hand. Luckily, he
says, his wife understands. ®
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Breyfus
100% U.S. Treasury Money Market Fund, L.P.

110-032

100% U.S. GOVERNMENT
GUARANTEED PORTFOLIO
SECURITIES!

Fund’s portfolio securities are 100%
guaranteed as to the timely payment of

interest and principal. Of course, the market
value of the Treasury securities and the Fund shares
are neither insured nor guaranteed by the US. Government.

UNIQUE TAX ADVANTAGE!

Due to its structure, this is the only fund of its kind that can offer state
and local tax-free income in 49 states. Call for today’s high current yield!

Dreyfus Special Offer!
For a period of time, a portion of the usual management fee is being waived
to boost your effective high money market return. Call for details.

® No City or State Income Tax ® Free Checkwriting ® $2,500 Minimum.

For more complete information, including management fee, charges and expenses, obtain a Prospectus
by calling tollfree. Please read it carefully before you invest.

1-800-782-6620 Ex:. 4530

P.O. Box 3498, Camden, NJ 08101

UST 653

*Source: Based on information provided by IBC/Donoghue’s Money Fund Report for 28 money market funds investing 100% in U.S. Treasuries for
the 7-day period ending February 18, 1992 and reflects the current absorption of a portion of the Fund’s expenses by the manager as part of its
Special Offer, which may be terminated. Had the management fee not been waived, the Fund's yield would have been lower. Fund’s yield fluctuates.
There can be no assurance that the Fund will maintain a stable net asset value of §1 per share. Past performance is no guarantee of future results.
Income is subject to Federal tax. Dreyfus Service Corporation, Distributor.
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