
8/22/2014 % Wk Chg % Yr Chg

DJIA 17,001.22 2.03% 2.56%

S & P 500 1,988.40 1.71% 7.58%

Nasdaq 4,538.55 1.65% 8.67%

EAFE 1,913.52 0.69% -0.11%

Emerging Mkts 1,083.49 0.84% 8.06%

Hang Seng 25,112.23 0.63% 7.75%

NIKKEI 15,539.19 1.44% -4.62%

FTSE 6,775.25 1.29% 0.39%

CRB Index 288.67 -0.43% 3.03%

Dow Jones Utility 555.25 1.17% 13.18%

TIPS Index 114.92 -0.72% 4.57%

VIX Index 11.47 -12.78% -16.40%

OIL 102.20 -2.69% -7.76%

Gold 1,280.02 -1.89% 6.80%

Euro 1.32 -1.16% -3.76%

Yen 103.89 1.49% -1.40%

Sterling 1.66 -0.69% 0.27%

High Yield 5.61% -1.41% -5.71%

Investment Grade 3.46% 0.29% -10.59%

2 Year Gov't 0.49% 19.51% 28.95%

5 Year Gov't 1.66% 7.79% -4.60%

10 Year Gov't 2.40% 2.56% -20.79%

30 year Gov't 3.16% 0.96% -20.40%

2 Year Muni 0.34% 6.25% 3.03%

5 Year Muni 1.14% -3.39% -0.87%

10 Year Muni 2.21% 0.45% -20.22%

30 Year Muni 3.14% -2.79% -25.77%

3m LIBOR 0.23% 0.00% -8.00%

Fed Funds 0.08% -11.11% 100.00%

Prime 3.25% 0.00% 0.00%

Money Market 0.36% 0.00% -10.00%

12m CD 0.66% 0.00% -1.49%

30 Year Mortgage 4.28% -0.47% -5.73%

15 Year Mortgage 3.24% 1.89% -8.73%

NHCO Weekly Market Update
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Do you Über?  If you don't know what Über is it may be 

because of your birth date, or at least I thought so.  New 

technology is often understandable to PhDs studying at 

Georgia Tech, or Cal Tech but when a technology 

fundamentally changes the way an old school business is run, 

someone is going to get rich.  Welcome to Über, the new way 

to get a cab.  How many times have you tried unsuccessfully 

to get a cab in the rain or on a busy Saturday evening?  The 

inefficiencies of old business models typically lead to new 

industries.  Today you need a cab ride, log into your Über 

account and through smart phone technology you can literally 

see where there are Über cars in your vicinity waiting to pick 

up a fare.  Open an account at Über, put a credit card on file, 

download the app and have access to car service.  Young 

people have embraced this technology in droves.  Ask anyone 

under 30 in a market where Über exists on where to find a 

cab, the answer will be Über.  But good technology is good 

technology and a good product is a good product for all ages.  

Recently at a client meeting I had a woman excitedly tell how 

she had just gone to a black tie fundraiser in Atlanta and had 

used Über.  The client in her 60's was a natural spokesperson 

for the success of the company.  The two attributes she like 

most, speed of getting a car and the price of the ride.  New 

technology applied to an old industry, that when priced right, 

will see a 60 year old woman in Atlanta embracing it. 

  

The Über story contrasts with another major headline that 

caught my eye this week.  The headline - Big Bank Plans to 

Push Funds.  The bank, Wells Fargo, announced that they 

plan on doubling the size of the assets that they manage for 

clients.  My attention was caught on the "Push Funds" portion 

of the headline.  Over the next 10 years the company stated 

their goal was to double to $1 trillion the value of assets they 

manage through the use of acquisitions and more aggressive 

sales to investors.  Why the big desire to double their assets?  

It's simple to the company, the more they have the more they 

make.  All this may sound wonderful for the company, more 

revenue, but unlike Über I wondered what is the benefit to the 

user, in this case the Wells Fargo client.  Bigger certainly 

doesn't mean better.  More aggressive sales tactics to investors 

might certainly lead to more assets for Wells but what is in it 

for the client?  Über delivered a product that the market place 

embraced because it was easier to use, cheaper and dare we 

say better than the existing system.  It has always struck us 

that the model for wealth advisory and asset management is 

broken.  I get what's in it for Wells but shouldn't the question 

be what's in it for the client?  Success in the financial services 

area should be more focused on designing and delivering 

products or solutions that works first and foremost for the 

user, not for an "aggressive" seller. 

  

Carl Gambrell 

  

 


