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A MESSSAGE FROM THE

PRESIDENT
Thomas G. Twombly

We are pleased to
provide you with
our report for the
period ending
March 31, 2006.

All of us here at
Lucien, Stirling

& Gray hope
you've enjoyed

a prosperous start to the vear, and
that by the time you read this you will
have gotten past the stress of tax-filing
deadlines, misplaced 1099’s, and last
minute IRA contributions! (We're
anxiously looking forward to the same
thing...)

As you will note from the second half
of this report, the first three months
of the year were particularly upbeat
ones for the financial markets. Each
of the widely-followed U.S. equity
indexes finished the quarter at five
year highs, and international markets
have continued their strong showings.
All of the managers whom we have
entrusted with assets have performed
very well in comparison to their peers,
and we remain quite pleased with the
overall composition of our investment
portfolios. We hope you are too.

Though it has gotten minimal
coverage in the nightly news, one
of the hot topics of discussion in
the financial services profession
this spring has been the issue of
fiduciary responsibility, and the so-
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called “Merrill Rule”, which went into
effect at the end of January. As you
may remember from our previous
reports, this is the popular name
given to new SEC rulings, which

now allow brokerage firms to offer
fee-based investment services to the
general public without having to
register as investment advisors and,
most importantly, without assuming
fiduciary responsibility for their
clients — so long as they disclose their
potential conflicts of interest. We
believe this decision to be a terrible
disservice to the general public, and
one that is likely to result in a great
deal of potential confusion and
mismanagement, because most people
are not aware of the subtle but critical
differences, and because we have all
seen those kinds of disclosures - in ity-

bitty eight point type.

Can the liabilities of acting as a

fiduciary, and pledging to act

first and foremost in another’s
best interest, be so great that
the benefits of being completely
trusted by that person dare not
worth the risk? We say “no.”

The crux of the debate comes down to
the question of what is, or is not, the
true object of “financial advice” that
the public clearly needs (and seeks to
purchase) and what method may be
used to offer it. Brokerage firms seek
to avoid a responsibility to provide un-
biased advice. They also seek to define
any advice they do give as merely
“incidental to” their primary function,
which is the marketing and selling of
investment products and securities.






