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Fund
expenses
always
count

iich would you rath-
er be: a government
employee or a surgeon?

Yes, this is a trick question. It
came to mind as [ read a recent
Investrment News article announc-
ing a new mutual fund.

Here's the story.

Given the choice, most people
would choose to be surgeons
because surgeons make a lot
more money than government
employees.
Even better,
few patients
chide their
surgeons by
saying, “1I'm
a taxpayer
... and 1 pay
your sala-
!Y.,”

But gov-
ermment
employ-
ees are bet-
ter off than
the rest of
us when it
comes to
retirement investing. They have
the TSP, the federal employ-
ee Thrift Savings Plan. This plan
offers diversified index portfo-
lios at a cost of about five basis
points a year.

Yes, you read that right — five
one-hundredths of 1 percent,
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South Bay Realtor helps athletes and coaches with relocation plans

By Jasmin Persch

DALY BREEIE

f Ed Kaminsky realizes his business
lgnnl. professional athletes will be talk-

ing about his “moving” service in every
locker room across the country.

The Manhattan Beach Realtor’s com-
pany, Sports Star Relocation, aims to help
sports pros, who are traded or recruited,
with all their relocation requests: from sell-
ing and buying their homes to finding a
personal chel or a school for their children,
After brokering multimillion-dollar homes
for pro athletes in the Los Angeles area for
many years, Kaminsky learned that switch-
ing teams stresses out players and their
families.

“They just got the kids in kindergarten,
then they're yanking them out,” he said.

Realizing a need for a service to ease
athletes’ moves and that he lost business
when they left Los Angeles, Kaminsky
started Sports Star Relocation almost two
years ago to cater to sports pros nation-
wide,

Kaminsky, a top-ranking Realtor in the
L1.5., reached out to a network of real estate
agents in America he'd bullt in his almost
20 years in the trade, Sports Star Relocation
contracts with more than 2,000 Realtors
in more than 40 states, The company only
makes money on real-estate services by
collecting a percentage of agents’ commis-
sions. Sports Star Relocation also connects

clients with other companies that can help
with services outside realty but offers them
for free.

Kaminsky, who also works for Shore-
wood Realtors and runs his auction real-
estate company, Premier Estates, said his
business ventures rake in $100 million in
sales volume a year, with $25 million from
transactions with pro athletes. His staff of
about 15 multitasks among his companies.

"Ed sees a niche in the market place,’
assistant Lakers coach Jim Cleamons said.
He calls moving a "necessary evil” — an
evil that comes along with playing for four
different NBA teams, the Lakers, Cleveland
Cavaliers, New York Knicks and Washing-
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&6 | don't get star-struck. They're just guys in a situation. Although,
I love sports memorabilia and will ask them for stuff. gy
— ED KAMINSKY, who helps sports stars buy and sell homes
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A golfer chips to the eighth green at the Marriott golf course in Manhattan Beach, just below the badkyard of
Jim Cleamons, Lakers’ assistant coach. Cleamons bought the home through Sports Star Relocation.
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ton Bullets, and coaching three,
the Chicago Bulls, Dallas Mav-
ericks and Lakers.

When traded, players usually
have only 48 hours to report to
their new teams, Cleamons said.
Being a coach buys him more
time because he usually finishes
out the season.

Cleamons had hired Kamin-
sky to sell his home before
Sports Star Relocation
launched. He used the service
when he moved to New Orleans
in August 2004 to become the
Hornets' assistant coach and
when he retumed to Los Ange-
les this past summer to assist
the Lakers’ head coach, Phil
Jackson, for the second time.
Cleamons held the position
from 1999 to 2004.

His family, which left New
Orleans a day before Hurricane
Katrina hit, was forced to split
up after the devastating storm.
He moved to Oklahoma City
with the Hornets while his wife
and two daughters went to Los
Angeles.

“Fortunately, the area we
lived in was not hit,” Cleamons
said. His Louisiana house sold
in September. He now lives with
his family in Manhattan Beach.

Cleamons sald people in the

sports industry often tell ath-
letes and coaches what's best for
them. He said Kaminsky and his
team listened to what his fami-
ly needed.

"The greatest asset Ed has is
he's caring and understanding,
Cleamons said. “More than the
service, they look at who you
are as a person by understand-
ing and assisting you. That's
their niche. In this business, that
speaks volumes.”

Kaminsky didn't grow up rat-
tling off baseball players’ batting
averages but he's still a sports
fan. "I don't get star-struck,” he
said.

"They’re just guys in a situ-
ation. Although, | love sports
memorabilia and will ask them
for stufi’

He relies on his team for
sports expertise, he said.

Ted Peterson, vice president
of business development for
Sports Star Relocation, worked
at the NFL before becoming a
Realtor. He called Kaminsky
after seeing him being inter-
viewed about the company on
ESPN, a sports TV network.
After flying out to Los Angeles
to meet Kaminsky, he became
part of the company about six
months ago. Peterson tracks
trades and oversees agents. He
said Sporis Star Relocation tries
to wait until a trade is confirmed
before making calls, but it pre-
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B Name: Sports Star Relocation

M Location: Manhattan Beach

W Type: Moving service for pro-
fessional athletes

B Founded: January 2005

W Owners: Ed Kaminsky

m Employees: 15

W Sales: Around $25 million

M Key diients: Sports pros
nationwide

W Information: 310-798-1277

pares itself beforehand.

“We listen to rumors and try
to get organized for a trade so
when it hits the wire we have all
of our ducks in a row,” he said.

Kaminsky said in the future
he could charge for all the ser-
vices and establish a member-
ship. But for now, he plans to
stick to his current business
model and close the degrees
of separation to athletes so his
team can contact them directly.
Ideally, Sports Star Relocation
will spread by word of mouth,
he said.

“The banter in the locker
room, we want to be part of that
conversation,” Kaminsky said.
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What that mutual
fund is really costing

By Lynn O'Shaughnessy

COPEY NEWS SERVICE

Can you remember the last
time you received a bill for

your mutual funds? Think hard.

Maybe you paid it when you
wrote the check to the cable
company and for your cred-
it cards, Or perhaps the invoice
is still stashed in your stack of
bills.

Actually, don't bother look-
ing for it, because you never
received one. The fund com-
panies automatically pull their
fees out of your accounts. In
fact, you pay the mutual fund
managers about as frequently
as you reimburse Visa or Mas-
terCard.

The frequency isn't what
should gnaw at you. It's the
enormity of the price tag that
should grab your attention,
Many investors are blithely sit-
ting on a porifolio of expensive
funds because they don't know
they’re being gouged.

Surely, shoppers who are
patient enough to stand in line
at Costeo to save a few bucks
on toilet paper would be furi-
ous if they realized they were
ponying up hundreds or even
thousands of extra dollars for
their mutual funds.

Unfortunately, the mutu-
al fund industry long ago mas-
tered the art of stealth fees.
Consumer advocates, over
the years, have clamored for
account statements that pin-
point what each of us pay for
the privilege of being fund
investors. The fund indus-

try, however, has routingly
squashed the idea. Obvious-
ly, if we don't know what we're
paying, we lose the motivation
to find better deals.

The closest thing to a fee dis
closure that can be found is
each fund's yearly prospectus.
In this document, you'll find
a chart that projects what the
costs would be for a hypothet
cal investor.

Hardly anybody reads this
ponderous handout, and
even if they did, it only pro-
vides an example. | wouldn't
be alarmed at Donald Trump's
credit card bill because 1 don't
have to pay it. I'm only interest-
ed in what my bill is.

If you don’t know whether
your fund company has shak-
en you down, make this the day
you find out. It isn't hard to do.

What you want to obtain for
each of your funds is some-
thing called the expense ratio.
You can locate this number in
the prospectus, or you can call
the fund company or the advis-
er who persuaded you to buy
shares. Perhaps the easiest way
to get this expense ratio is 1o
visit www.Morningstar.com.
Type in the name of your fund
in its search engine and once |t
appears on the screen, click on
the “Fees & Expenses” link.

This ratio tells you what per-
centage of your account is
being siphoned out for expens-
es each year. For example, if
you have $50,000 in a fund that
maintains a 2 percent expense
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Bankruptcies

Each week, the Daily Breeze
Business section publishes
a list of local companies that
have filed for liquidation or
reorganization in 1.5, Bank-
ruptcy Court.
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