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RISING STARS OF MUTUAL FUNDS

For the third year in a row Institutional Investor News has recognized up-ana-comers whose accomplishments
in, and contributions to the industry make them standout among their peers and position them as future
thought leaders. This years 13 Rising Stars of Mutual Funds include portfolio managers, marketing and
distribution pros as well as service providers. They were honored at the 17th Annual Mutual Fund Industry
Awards on April 15 at the Mandarin Oriental in New York City.

LAURA BISSELL
Managing Director, Head of the Mutual Funds Group

Okapi Partners, New York, NY
AGE: 31

EDUCATION: Colgate University (B.A. in International Relations,
Minor, Economics)

MENTOR: Bruce Goldfarb, President and ceo, Okapi Partners

Bissell provides strategic guidance to the
firm’s mutual fund and investment
management clients on activities including
solicitation efforts, campaign planning and
execution and proxy voting as well as
solicitation campaigns and information
agent engagements for closed-end funds.
She joined Okapi Partners in September
2008.

“I'joined Okapi Partners in September 2008, less than a year after
the firm was established, and just as the U.S. financial system began
to collapse,” said Bissell. “Spearheading the development of our
mutual funds practice, getting our name out in the industry and
gaining new clients during this turbulent economic period time is
both the greatest achievement in my current role, as well as my
biggest professional achievement thus far.”

Prior to joining Okapi, Bissell was a Strategic Relationship Manager
at SunGard Reference Data. She started her career in 2001 at
Computershare Fund Services and its predecessor, Georgeson
Shareholder where she was a vice president. In the last decade Bissell
has been involved in some of the largest proxy solicitation campaigns
for firms including Neuberger Berman, Merrill Lynch, SEI, DWS
Scudder, Credit Suisse Asset Management and TD Ameritrade.

“Laura’s leadership and effectiveness in the world of mutual fund
proxy solicitation has long been known by her clients,” according to
Bruce Goldfarb, president and ceo of Okapi Partners. “In her role as
Managing Director and Head of the Mutual Funds Group at Okapi
Partners, Laura ensures the firm’s commitment to providing our
investment management clients with the strategic solutions required
in today’s environment.”

“From a proxy solicitation vantage point, the biggest obstacle for
the mutual fund industry is going to be continued shareholder
apathy,” according to Bissell. “This apathy, coupled with the ever
escalating number of Objecting Beneficial Owners, with whom a fund

LAURA BISSELL

can only communicate through written materials, is going to make it
exceedingly difficult, in addition to being incredibly expensive, for
funds to attain quorum levels and pass necessary proposals at their
Annual and Special Meetings.”

She sees one of the biggest opportunities as, “The ability for
mutual fund companies to leverage new communication methods
and new technologies, enabling them to reach out to their
shareholders in ways that they have not done before.”

MARK BURNS
Vice President, Portfolio Manager, Small Cap Growth

Loomis, Sayles & Company, Boston, MA
AGE: 39

EDUCATION: Cornell University, M.B.A.; Colby College
(B.A. in Economics)

MENTORS: Tim Quinlisk, portfolio manager, Mayo Investment
Advisors; Charles Lee, Professor, Stanford Graduate School of
Business; Chris Ely, Managing Partner, Nichols Asset
Management

Burns is a portfolio manager for the
Loomis Sayles small cap growth team. He
co-manages the $137 million Loomis
Sayles Small Cap Growth fund with John
Slavik, who was chosen as a Rising Star last
year. Burns is credited with being
instrumental in developing the Loomis
Sayles” diversified approach to small cap
management.

“I consider my biggest achievement to be developing an
investment process and strategy that has enabled us to build a very
strong three and five-year track record, particularly on a risk-adjusted
basis. Furthermore, | believe the strategy we have in place will
continue to be effective over the long-term,” said Burns.

The greatest opportunity for the industry will be to demonstrate
the ability to serve as a truly effective investment vehicle for
retirement investments assets, while the biggest obstacle is the
perception of the inability of active management to produce strong
relative performance net of fees, according to Burns.

Burns joined Loomis Sayles in 1999 as a small cap growth analyst
and previously worked as an investment analyst for New England
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Pension Consultants where he researched small cap strategies,
developed risk/return assumptions for all asset classes and performed
asset allocation studies.

“Mark Burns is a disciplined, fundamental investor with a passion
and special skill for recognizing outstanding small cap stocks. His MBA
education, experience working within an investment consultant firm,
and most importantly, years of research as a small cap analyst,
enabled us to construct a sustainable investment process for small cap
growth stocks. His greatest strength is in identifying successful, small
cap companies before others in the marketplace,” said Lauriann
Kloppenburg, cio, Equities, Loomis, Sayles & Company.

JANE CARTEN

President, ceo

Saturna Capital, Bellingham, WA
AGE: 35

EDUCATION: Western Washington University
(M.B.A,, B.A. in Computer Science and Business)

MENTORS: Brian Burton, Dean and Professor, Western Washington
University College of Business and Economics; Gary
Goldfogel, Whatcom County Medical Examiner, Trustee, Saturna
Investment Trust; Nicholas Kaiser, Chairman, Saturna Capital,
Michael DeMan, President, Gemini Technologies

As President, Carten oversees Saturna’s
daily operations and directs Saturna’s
internal and external information systems,
Saturna’s continuing education program,
the Saturna Trust Company and the
philanthropic efforts of the firm. Under
her direction Saturna’s funds have received
numerous awards from the Mutual Fund
Education Alliance including best Printed
Communications, Introduction/Education Kit, Best Annual Report and
Best Plan Sponsor Communications.

Saturna’s $1.7 billion Amana Funds invest according to Islamic
principles, or sharia. The Amana Income Fund and Amana Growth
Fund have five-star Morningstar ratings and have consistently ranked
first in Lipper’s quintile rankings. Part of Saturna’s Sextant Mutual
Fund family, the Sextant International Fund has a five-star
Morningstar rating.

Growing the International reach of Saturna is Carten’s biggest
achievement to date. “We’ve started the Developing World Fund
(Amana Trust) and are in process of acquiring an asset
management/research office in Kuala Lumpur, Malaysia. The KL office
will serve as our first international subsidiary.”

President since 2009, Carten joined Saturna in 1997 as a systems
administrator. In 1999 she co-founded OpenAccess.org a non-profit
Internet initiative of the Pattern Research Foundation. In 2000
Carten became a principal and director of Saturna Capital and took on
a systems analyst role for five years before being named Chief In-

Forming Officer. She was an executive vice president before taking the
helm as president.

“Jane has obtained the education, maturity and experience to now
step into this role and has far exceeded my expectations as a board
member of the Sextant Mutual Fund family of Saturna,” said Gary
Goldfogel, trustee of Sextant Mutual Funds. “The daily operations have
never been in more competent and capable hands. Jane is highly
intelligent, but also has the sensitivity and personality skills needed to
excel as the professional at the helm of Saturna.”

“The greatest opportunity for the mutual fund industry remains, in
my mind, the ability to help investors of all types attain superior results
through pooled investments with professional managers,” said Carten.
“The biggest obstacle is the level of financial education retail investors
are starting from. The mutual fund industry must help educate people
about their overall financial health in order to maximize both business
for the industry and benefit to the consumers.”

MARC FURGANG

Partner, Regional Manager, Private Wealth Group

Lord Abbett, New York, NY
AGE: 41

EDUCATION: Baruch College, M.B.A.; Ithaca College (B.S. in Marketing)

MENTORS: Stan Selbst, Vice President, Financial Services Training,
SmartPros; Richard Zinman, Managing Director, Credit Suisse;
Gary Stern, First Vice President, Merrill Lynch

Furgang is responsible for sales and
distribution to wirehouses and regional
banks throughout the New York City
region, which brought in more than $1
billion in gross sales in 2009.

He began his career in the financial
services industry in 1997 as an internal
wholesaler at Goldman Sachs after
spending six years in sales at Two’s

Company, a provider of giftware. A Certified Investment Management
Analyst Furgang joined Lord Abbett as a wholesaler in 2000. In 2008
he became a partner.

“My greatest personal achievement was being invited to join the
Lord Abbett partnership in 2008. It has been a pleasure working with
everyone at Lord Abbett as well as an honor to have the opportunity
to support some of the finest financial advisors in the industry.”

“Marc is a tremendous asset to our firm and truly embodies all of
Lord Abbett’s values. It’s clear from this recognition that the advisors
he works with rely on and appreciate his counsel,” said Patrick
Browne, Partner, Private Wealth Group, Lord Abbett.

Furgang sees the biggest opportunity in the mutual fund industry
as “working with the baby boom generation as they near retirement
to create plans that will allow them to reach their financial retirement
goals.” The biggest obstacle? “Educating the public on the key
differences between an actively managed mutual fund and ETFs.”
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relatively unknown within the general investor community,
particularly within the mutual fund industry,” according to John
Orrico, President and Founder, Water Island Capital, Portfolio
Manager, The Arbitrage Fund. “I founded Water Island Capital 10 years
ago, and as an entrepreneur found it difficult to gain traction as a
single strategy, single fund complex competing with organizations
with resources well beyond my reach. Jonathan’s presence in our
organization has allowed our message and our strategy to break
through in a crowded market.”

Schonberg started his career in financial services in 1999 as a
financial advisor at Morgan Stanley. In late 2000 he joined Sentinel
Funds where he spent five years total, first as an internal wholesaler
followed by an external wholesaler post before joining Water Island in
his current role.

According to Schonberg the biggest obstacle for the mutual fund
industry in the next five years will be for mutual funds “to meet the
low volatility, capital preservation, and income producing needs of
an aging investor population within the context of a potentially rising
interest rate environment—especially considering the staggering
amount of assets that have recently flowed into bond funds.”

Meanwhile the industry has a great opportunity, “to show advisors
and clients that non-traditional or low-correlating strategies have an
important role to play in all portfolios and can serve as a viable fixed-
income alternative for clients when used appropriately,” he said. “To
execute on this opportunity, the industry must de-mystify these
alternative investments through education, set appropriate
expectations, offer compelling products, and most importantly,
deliver on the investment objectives outlined within these
strategies.”

ADAM SHEER

President
The Roosevelt Investment Group, New York, NY
AGE: 39

EDUCATION: Brandeis University (B.A. in Economics/
Middle Eastern Studies)

MENTORS: Scott Sides, senior vice president, Morgan Stanley Smith
Barney; Arthur Sheer, ceo and Jim Rogers, national sales manager,
The Roosevelt Investment Group

Sheer became president of Roosevelt when
the firm merged with Sheer Asset
Management in 2002. He is credited with
adding experienced sales and client
services professionals to provide much
needed information to clients during the
market downturn. At the beginning of
2008 the firm had $1.5 billion in assets, a
figure that has grown to $5 billion today.
“Two-thousand-and-eight showed many folks that they are not
able to manage their own assets. The challenge for the mutual fund
industry is to justify its overall costs,” said Sheer. “When one considers
fees, commissions generated and taxes, most funds are not a great

deal for the investor. The funds that can show their value should
continue to gain market share.”

Prior to the merger, Sheer had been with Sheer Asset Management
since 1994, where he was responsible for business development,
strategic planning and all phases of client service.

“My biggest achievement to date was to decide to participate in
separately managed account platforms though brokerage houses.
While it took 10 years to cultivate, 80% of our current assets come
from this channel,” said Sheer.

“Adam really cares about the work he does and the clients and
employees,” said Steven Weiss, Chief Administrative Officer and
General Counsel of The Roosevelt Investment Group. “He sets a
positive example and puts the clients first. It’s what drives him.”

PAUL WEISENFELD

Managing Director, Director of Funds

Morgan Stanley Smith Barney, New York, NY

AGE: 40

EDUCATION: Benjamin N. Cardozo Law School, J.D.; Cornell University
(B.S. in Policy Analysis)

MENTORS: Hon. Leo Yannoff, Former Civil Judge, Essex County, New Jersey;
Paul Hatch, Director of Investment Strategies and Solutions, and
Joseph D’Agostino, Director of Investment Products, Morgan Stanley
Smith Barney

Weisenfeld has been with Morgan Stanley
Smith Barney and its legacy firms for 10
years. He oversees the firm’s domestic and
offshore mutual funds, money market
funds and 529 plans. He took on his
current role in June of last year after the
joint venture between Smith Barney and
Morgan Stanley closed.

Combining the massive mutual fund
arms of the two firms is his biggest achievement to date. “Each
comprised of different legacy mutual fund platforms and products,
business team members as well as team members that were new to
the business. We consolidated policy, product and overall business
support to effectively function as one cohesive business—and in
record time,” said Weisenfeld.

“The proliferation of discretionary and non-discretionary managed
account programs using Mutual Funds as underlying investments,” is
the industry’s greatest opportunity, according to Weisenfeld. He
maintains the biggest obstacle is addressing the heightened scrutiny
on mutual fund fees and expenses.

Weisenfeld joined the firm in 2000 after a career in law. After law
school he joined the Financial Services Department of Tannenbaum
Helpern Syracuse & Hirschtritt as an associate, where he spent two
years before joining Dechert Price and Rhoads as an associate and
member in the Investment Management Group. Prior to his current
role, Paul was the coo for Citigroup’s Global Wealth Management
(Smith Barney and Citigroup Private Bank) Investment Products.
Previously, he was the coo for GWM Alternative Investments
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following several years as the Director of Alternative Investments for
Smith Barney.

“Paul is an indispensable asset to Morgan Stanley Smith Barney
and the mutual fund community as a whole. He’s a consummate
professional and it’s a pleasure to work with him,” said Joseph
D’Agostino, Director of Investment Products at Morgan Stanley Smith
Barney.

FRANK WHEELER

Head of Distribution
First American Funds/FAF Advisors, Minneapolis, MN
AGE: 47

EDUCATION: The Wharton School, M.B.A.;
Hampden-Sydney College (B.A. in Economics)

MENTORS: Tom Schreier, President and CEO, First American Funds/FAF
Advisors; Brian Murdock, President and ceo, TD Asset Management;
Jamie Kase, Head of Global Sales and Marketing, State Street
Global Advisors

Wheeler has overall responsibility for sales
and marketing at First American Funds and
FAF Advisors. He directs the retail,
institutional, platform and affiliated sales
channels, as well as strategic and e-
marketing, communications, public
relations, product development and
product management. His focus is on
driving distribution and revenue growth of
the firm’s specialty diversifier products. He also serves as a member of
FAF Advisors’ Operating Committee.

Wheeler joined First American Funds/FAF Advisors in 2007. “My
biggest accomplishment is the fantastic team of sales and marketing
professionals I've been able to assemble over the last two-and-a-half
years,” Wheeler said. “During that time I've hired 54 into a team of
approximately 100 individuals. Our stellar sales and marketing team
drove a 43% growth in retail market share and a 29% growth in sales
during 2009.” First American Funds/FAF Advisors has more than $98
billion in assets under management/administration in equity, fixed
income and specialty investment strategies.

Wheeler has a track record of successfully growing revenues
across diverse financial services and packaged goods companies.
Before joining First American Funds, he was a managing director at
Merrill Lynch Investment Managers/BlackRock for six years. His
roles included Head of High-Net-Worth Marketing, Head of
Institutional Marketing and Chief Marketing Officer for Asia Pacific.
He also worked in a number of senior business roles at Van
Kampen/Morgan Stanley and Wachovia. Wheeler initially
developed his business and marketing skills during a brand
management career at Procter & Gamble.

“Frank has clearly demonstrated the depth and breadth of his
capabilities as he has built and led a world-class team of distribution,
marketing, and product professionals to market our high-performing

products across multiple channels,” said Tom Schreier, ceo, FAF Advisors
and President of First American Funds. “By emphasizing client-centric
models, his team has created significant momentum in third-party
channels (retail, platform and institutional) while maintaining share with
our affiliated partners in U.S. Bank. This is no small feat and a
testament to his strategic talent.”

The changing needs of individual investors will be the biggest
opportunity and obstacle in the coming years for the industry,
according to Wheeler.

MIHIR WORAH

Managing Director, Portfolio Manager,

Global head of Real Return Portfolio Management Team
PIMCO, Newport Beach, CA

AGE: 43

EDUCATION: University of Chicago (Ph.D. in Theoretical Physics);
Lafayette College (B.S. in Physics)

MENTOR: Bill Gross, founder and co-cio, PIMCO

As global head of PIMCO’s Real Return
portfolio management team, Worah
oversees $80 billion in assets. His flagship
funds are the inflation-linked bond fund,
PIMCO Real Return Fund, and the PIMCO
Commodity Real Return Fund. Each has
more than $16 billion in assets.
“My biggest achievement has been
guiding my funds, in particular the
extremely volatile PIMCO Commodity Real Return Fund through the
extraordinary events of Q4 2008 without any mishaps, while
simultaneously taking advantage of the dislocations in markets to
position for the strong alpha generated in 2009. This was a team
effort, made possible by all of PIMCO’s resources pulling together in
one direction.”

“The award is another external recognition of what we have known
internally at PIMCO for some time,” said Mohamed El-Erian, ceo and
co-cio of PIMCO. “Mihir’s quantitative skills, risk management and
ability to leverage the firm’s thought leadership result in PIMCO being
able to offer its clients around the world a highly effective suite of
Real Return products.”

Worah, who joined PIMCO in 2001, was previously a member of the
portfolio analytics team, where he worked on real and nominal term
structure modeling and options pricing. Prior to PIMCO he was a
postdoctoral research associate at the University of California, Berkeley,
and the Stanford Linear Accelerator Center, where he built models to
explain the difference between matter and anti-matter.

The greatest opportunity in the next five years is “the ability to be
able to grow the wealth and provide steady income streams for the
large number of U.S. retirees that we expect in the future, according to
Worah. “The greatest obstacle is the possibility of investors losing faith
in the mutual fund industry due to incompetent managers who
consistently deliver index minus returns.”

APRIL 2010






