
Firm Overview
SWS Partners is a registered 
investment advisor that focuses 
on using technology to deliver 
contemporary asset management 
and financial planning solutions to 
high net worth individuals, family 
offices, endowments, foundations, 
and other institutions. We believe that 
by emphasizing the application of 
modern technologies, we can create 
broad efficiencies and deliver better 
outcomes to clients.

Strategy Objective
SWS Growth Equity seeks to create 
long-term capital appreciation by 
investing in companies across multiple 
industries that have the ability to 
maintain or take a profitable market 
share.

Strategy Info
Inception May 1, 2018

Benchmark Russell 1000 Growth Index
PMs Michael Parker, CFA 

Kurt Grove, CFA

July Update off 2Q’s Baseline

The second quarter was far from typical. The good news, we see our 

portfolio’s positioning in alignment with the sustainable drivers behind 

the market recovery’s shape. Indicators that we identified closer to the 

storm’s eye (back in March, April, and then May) have been reinforced 

by subsequent data releases, and it all revolves around exposure to the 

digital enablers as a key thesis component. This helps to clear the path 

through prolonged periods of uncertainty and impaired visibility. We take 

a stab at quantifying the economic magnitude that the market will be 

tasked to predict later in Market Perspective [pg 10], but July demand 

proxies continue to net out to continued improvement.

Piecing all of this together requires multi-domain expertise. Investors 

need a sharpened global lens (i.e. global macro expertise), a careful 

study of drug development (i.e. pharma expertise), an intimate 

understanding of the supercomputing horsepower being deployed (i.e. 

tech/data center expertise), all with a finger on the pulse of fiscal stimulus 

(i.e. political policy expertise). These disparate domains make for a tough 

sorting exercise by the average investor. However, we view the market’s 

reaction as a proxy for how these disparate domains are collaborating 

towards an assembly of solutions, specifically ones that will allow the 

gears of economic value creation to turn at a rate where they left off pre-

pandemic.

At this point of downdraft recapture—we currently have recouped 89%  

of the high-water’s impairment—we can more definitively assess how 

traditional early-recession playbooks have faired. The Xs and Os on this 

whiteboard call for a rotation from tech, consumer discretionary, and 

industrials, and into utilities, staples, and healthcare [see chart 1, pg 2]. 

This is often referred to as a “flight to safety.” However, the nature of our 

current disruption has blown a crater-sized hole into that playbook: the 

correct response increasingly reinforced is a “flight to digital enablers.”

As such, the growth vs. value spread has widened on both sides of 

the V-shaped curve, much to the discontent of investors hoping for 

redemption by mean-reversion. Growth has bested value both on the 

way down and on the way back up, to the aggregate tune of 2,066 bps of 

outperformance [see chart 2, pg 2].

Scan the QR Code to read 
more Growth Equity strategy-
related insights and research.
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Chart 1: Broken: Traditional Play Book for Recessionary Investing

Source: Charles Schwab & Co.

Chart 2: Growth vs. Value Spread since Feb 19th Market Peak
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Above chart shows Russell 1000 Growth and Russell 1000 Value indices both indexed at 100 as of the close of 
2/19/2020 (left-hand-side axis), overlaid with the S&P 500 index level (right-hand-side axis). Source: FactSet.
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We view the reasons behind this disconnect as structural 

versus cyclical. Numerous themes surfacing from 

management teams running companies on the front lines 

continue to reiterate this sentiment. We delve into these 

particulars later in “Contributors & Detractors,” but UBER’s 

announced acquisition of Postmates earlier this month 

provided one glimpse of the dramatic shift to digital demand 

enablement. Some business models are better poised 

than others at capturing massive demand shifts caused 

by sheltering and distancing mandates. In Uber’s case, 

its on-demand driver fleet can toggle between rides and 

food delivery rather seamlessly. Meanwhile, other business 

models are quickly regretting having underinvested in 

future-proofing their businesses for an increasingly digitally-

engaged customer.

Instead of shaking our fists at the market gods and 

complaining of how irrational or unsustainable these 

trends are, we implement a different approach, one that 

studies the drivers of these outcomes and assesses their 

sustainability. The conclusion to this continual exercise 

gives us increased confidence in being able to deliver 

relative value. This centers around explicitly tasking active 

risk towards an increasingly digital economy, both intra- and 

post-pandemic. 

2Q2020 1-Year
2-Year 

(Annualized)
Since Inception 

(Annualized)
Since Inception 

(Cumulative)

Growth Equity (net max fee)   33.41% 26.39% 19.22% 21.26% 51.76%

Growth Equity (gross) 33.83% 27.99% 20.73% 22.79% 55.94%

Russell 1000 Growth 27.84% 18.72% 17.27% 18.37% 44.06%

S&P 500 (reference) 20.54% 5.81% 8.95% 9.62% 22.00%

Please see performance disclosures on page 14. Growth Equity inception 5/1/2018.

Chart 3: SWS Growth Equity Performances as of 6/30/2020

Raison D’être: Alpha Delivery 

Equity markets had a sharp bounce-back rally in 2Q, reversing course after the 33.9% peak-to-trough decline for the S&P 

500 in 1Q that stemmed from global pandemic fears.  The market again was led by growth-style indexes in 2Q, adding 

to the YTD relative lead over value indexes. SWS Growth Equity was able to capture alpha in the second quarter, netting 

a +33.83% total return gross of fees, relative to the +27.84% result of our index. The S&P 500 lagged the Russell 1000 

Growth Index with a return of +20.54% in the quarter, largely due to a lower relative weighting of technology, a sector 

leader, and a higher weighting to financials, consumer staples, and utilities, all of which lagged in performance. 

swspartners.com +1 614-670-5733 3info@swspartners.com



SWS Growth Equity
Strategy Update as of July 23, 2020

Above chart displays the value of a hypothetical $1 million investment in SWS Growth Equity since its May 1, 2018 inception, both on net of maximum advisory 
fee and gross of advisory fee bases. These results are compared with broad-based indices, which do not include expenses, and are shown on a total return basis 
with dividends reinvested.

Chart 5: Growth of $1 Million in SWS Growth Equity Since Inception
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Chart 4: Equity Indices 2Q2020 Total Returns 

Source: FactSet. Data represent total return (dividends reinvested into 
respective index) for the period 3/31/2020-6/30/2020.
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Contributors & Detractors

The following analyses highlight the fundamental work underlying our investment process. Here we deconstruct the merits 

of the top contributors and detractors to portfolio performance on the quarter (with total return contributions listed):

Wayfair, Inc. [W]: +269.8%

Wayfair continues its streak of most present top-contributor/

detractor, most recently on our list of detractors in 3Q 

and 4Q 2019. However, 2Q2020 saw a strong reversal 

of performance, posting +270% appreciation in three 

short months. As we outlined at our strategy’s inception, 

Wayfair continues to be a polarizing stock as the debate 

continues to rage over the ultimate profitability of online 

delivery of home furnishings. Peak fear hit Wayfair hard 

by end of 1Q2020, as a trifecta of problems coincided: 

slowing top-line growth, Chinese tariffs, and COVID-19, and 

the market subsequently priced in a draconian scenario 

for Wayfair. Quickly though, the market pivoted and 

realized that a pandemic would be a significant positive 

catalyst for a digital-first, home-furnishings business. In 

particular, its primary competition was legally unable to 

operate showrooms, while bored consumers flocked to 

online marketplaces to scratch the home decorating and 

remodeling itch, one also bolstered by $1,200 stimulus 

checks. These developments ultimately culminated in 

revenue growth that had been trending around 20% YoY 

into mid-March, exploding higher to 90% growth through 

the last earning’s call in early May. We took advantage of 

these events and booked some gains on June 2nd, while 

still maintaining our long position. Longer-term the secular 

backdrop for Wayfair is still early days, as it only address 

1.5% of the $600 billion US/European home furnishings 

market, and we believe a focused competitor in this market 

can navigate the ever-present competitive challenges of 

Amazon, while disrupting the numerous small furniture 

outlets. This in turn provides a better experience for the end 

consumer through lower costs, faster delivery, and a wider 

selection of products, with an infrastructure designed to 

mitigate delivery damage of larger goods.

Top Contributor

Shopify, Inc [SHOP]: +119.1% 

Fears over COVID-19 gave us an opportunity to enter 

a position in Shopify on April 9th, after a >20% pullback 

in its share price, which subsequently has seen strong 

outperformance, appreciating +119% since our entry 

Top Contributor

®
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https://f.hubspotusercontent10.net/hubfs/4020719/Research/DGO%20quarterly%20-%203Q2019.pdf
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Shopify continued... through 2Q. Shopify has been a 

large beneficiary of stay-at-home orders, as evidenced 

by its chief technology officer highlighting “Black Friday-

level traffic every day in April”, and generally benefiting 

from the rapid shift of traditional brick-and-mortar spend to 

ecommerce that happened during April and May. 

While initially targeting small and medium-sized retail 

businesses, Shopify has been able to move upmarket, 

winning customers like General Mills, Heineken, and 

Fortnite while still serving as the de facto choice for small 

consumer businesses. Shopify prides itself on serving 

small merchants, with the self-coined term “arming the 

rebels”.  It targets the individual merchant in the opposite 

fashion of Amazon, empowering the brand and allowing 

a direct relationship with the end customer. This in turn 

enables a viable alternative to the Amazon Marketplace. 

Shopify leverages the ability to sell across various platforms 

including brick-and-mortar, Facebook, Amazon, 

and a brand’s own website. It also does so by interlinking 

front-end demand generation while offering back-end 

support including payments, capital website development, 

logistics, applications, marketing, inventory, etc. Shopify 

is the leader of the “anti-Amazon Alliance,” which 

grew significantly stronger and larger this quarter, with 

partnership announcements with Walmart and Facebook. 

While benefiting from the near-term exogenous event 

of the pandemic, Shopify is still in its infancy and has a 

long runway for growth, as ecommerce represents only 

12% of total the $5.5 trillion US retail sales addressable 

opportunity, with Shopify addressing just 5% of the US 

online segment.

Square, Inc [SQ]: +100.3%

Square, last appearing on the list of contributors in 3Q2018, 

has rejoined as a contributor after a strong quarter of stock 

performance, trading up 100% in 2Q. Square, known for 

its prowess in disrupting the payments space for small/

medium-sized businesses, faced a tough task in the first 

quarter of 2020, with the pandemic disrupting many of 

its core customers that faced the challenging situation of 

keeping their businesses afloat during COVID-19. Pivoting 

rapidly, Square was able to process 76,000 PPP loans in 

a little over a month, averaging less than $11,000 each, 

significantly less than the $113,000 average PPP loan, 

highlighting the scale and software advantage Square has 

over legacy banking institutions. Along with the pivot of its 

core sellers business, Square has been quietly incubating 

a non-traditional banking product for consumers, Cash 

App. This digital wallet product proved perfectly positioned 

to be a beneficiary of the rapid shift to a more digital 

economy due to COVID-19. Starting off as a pure person-

to-person (“P2P”) payment provider and leading competitor 

to Venmo, Cash App’s expanded offerings include stock 

and bitcoin purchasing, real-time rewards offering, and 

instant deposit capabilities. The company is also rumored 

to be evaluating a consumer lending operation, targeting 

a range of customers but doing extremely well with the 

unbanked/underbanked segment, a segment representing 

approximately 55 million Americans. Cash App growth has 

exploded recently, ending 2018 with 15 million users, 2019 

with 24 million, and, based on preliminary 3rd party data, 

June 2020 with 40 million.

Top Contributor

®
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https://www.bloomberg.com/news/articles/2020-04-17/shopify-surges-after-cto-touts-black-friday-level-traffic-k94d2z4r
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https://techcrunch.com/2020/06/15/walmart-partners-with-shopify-to-expand-its-online-marketplace/
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Ambarella, Inc [AMBA]: -5.7%

AMBA was unable to keep up with the Russell 1000 Growth 

Index or its semiconductor peers in 2Q2020. Market 

concerns centered around continued geopolitical trade 

issues with China and COVID-19 supply chain issues 

that affected projected customer tape-outs, all hindering 

Ambarella’s performance during the quarter. As investors, 

we are constantly assessing risk and do not take lightly that 

>25% of AMBA revenue is derived from Chinese-domiciled 

companies that are facing increasing trade scrutiny, and 

that COVID-19 hampers the semiconductor and automotive 

supply chain. But, we also think during 2Q, real progress 

was made by AMBA on its multi-year effort to diversify away 

from single product consumer end-markets and incorporate 

a computer vision chip and software stack into other 

applications, specifically robotics and security end-markets. 

All of this unfolds while biding time to build out long-tail 

opportunities within the automotive segment, as technology 

progresses towards levels 3 through level 5 autonomous 

vehicle navigation. Even with significant disruption to its 

Italy-based VisLab division, AMBA was able to tape-out 

a new ASIL (automotive safety integrity level) chip, while 

beginning to sample chips with customers. Combining 

this with other announcements of product wins in the 

professional security market and a new SDK (software 

development kit) for robotics platforms, we think Ambarella 

is at a very attractive point that has not yet been recognized 

by the market. As such, we recently have added to our 

position on the pullback in the stock price.

Top Detractor

CME Group Inc. [CME]: -5.5%

As the Russell 1000 Growth Index becomes more tech 

and software heavy, a significant portion of that increase 

in weighting has been at the expense of the financial 

sector, declining to under 9% of the index, with the growing 

payment services segment representing 75% of the 

sector. The rest of the sector is encompassed by banks, 

insurance, business services, and one of our relative bets 

here is CME Group. CME underperformed its peers in the 

quarter, as asset-sensitive entities performed better with 

the stock market rally, while CME faced a relatively tougher 

market environment as absolute market volatility decreased 

relative to 1Q. Operating as a derivatives marketplace, 

CME benefits near-term when volatility increases. We still 

continue to like our relative exposure to CME, as it stands 

to benefit from continued flows into passive and derivative-

based strategies and away from active management 

fees or cash equity trading commissions that hinder other 

financial service companies, many of which populate the 

stock’s explicitly assigned underweights.

Top Detractor

®
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Merck & Co., Inc. [MRK]: +2.5%

The pharmaceutical backdrop has undergone a dramatic 

shift in the YTD period, and stock picking in the sub-

sector has always required a keen eye on political wind 

changes. Since taking office in January 2017, the Trump 

administration has gone through periods of making 

waves on drug pricing. The topic has also seen shared 

limelight among democratic primary candidate platforms, 

along with regular appearances across both chambers of 

Congress. All of that changed the moment the industry 

became the de facto holder of important keys to the 

pandemic solution. Sentiment has firmly shifted away 

from price scrutiny to execution speed on therapeutic and 

immunization development. Despite the difficulty in making 

for an attractive business case via a return on investment 

for COVID-19 related drug development, a rare moment 

of goodwill repair has been achieved by the industry. 

Our selection of Merck as a pharmaceutical holding has 

been predicated upon better resilience through periods 

of pricing scrutiny and attractive demographic treatment 

trends, namely with its portfolio of cancer, vaccination, 

and animal care treatments. The pandemic’s impact to 

Merck’s portfolio has translated into lower outpatient facility 

volume, companion animal vet visits, and protein and 

milk consumption from schools and restaurant closures. 

Although the demand impairment impacting the animal 

health segment is more of a realized impairment, versus 

oncology treatment delays within the human health 

segment, we view most of this having been reflected in 

MRK’s relative underperformance. As reopening occurs in 

various stages across the globe, we see 2H2020 translating 

into a more favorable backdrop to shares than the first half.

Top Detractor

®
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Portfolio Changes

Throughout the quarter, as the effects of the pandemic 

became clearer and the equity markets changed the risk/

reward opportunities for Growth Equity, we made a few 

position changes to the portfolio. Below is a list of 2Q 

additions, accompanied by brief thesis introductions. In 

addition to the new holdings, we eliminated positions in 

CDW, CCI, JBHT, LMT, and GWRE and changed our 

exposure to the mega-caps, reducing our position in MSFT, 

namely going from overweight to underweight, as we view 

the relative alpha opportunity to be larger for smaller SaaS 

(software-as-a-service) players. Many of these players 

leverage the trailblazing accomplished by the Big 3 cloud 

IaaS (infrastructure-as-a-service) players, Amazon’s AWS, 

Microsoft’s Azure, and Alphabet’s GCP. The end result is 

highly scalable, better-targeted software applications. 

Additions 

Shopify, Inc. [SHOP] - Shopify, described above in our 

top performer’s section, was added to the portfolio on April 

9th. By offering a full suite of offerings from payments to 

website development and ultimately logistics solutions, 

Shopify encompasses the full back-end and front-end of all 

things ecommerce. With a TAM (total addressable market) 

the size of global retail sales of $16 trillion (ex-China), and 

Shopify only addressing ~0.4% of global retail sales as of 

2019, we view the opportunity in front of Shopify as early 

innings.

 Twilio, Inc. [TWLO] - We changed up our software 

exposure as the quarter progressed, moving Microsoft from 

overweight to underweight, and allocating proceeds to a 

smaller, hyper-focused software communications company 

in Twilio. TWLO up to this point has been known as the API 

(application programming interface) company. Consumers 

are exposed to TWLO in numerous ways: 1) automated 

text messages from UBER, Airbnb, Amazon, and possibly 

a local doctor’s office 2) automated chat-bots on websites 

such as Shopify and eBay 3) account verification through 

Facebook, WhatsApp, and many banking institutions. 

TWLO is a great example of a company that provides 

the tools for digital enablement that allow enterprises to 

combat the effects of COVID-19 and still communicate with 

consumers. In the last quarter, they have enabled both 

HIPAA-compliant telehealth and long-distance learning, 

partnering with Epic Systems and Blackboard.

Uber Technologies, Inc. [UBER] - We evaluate UBER 

through the lens of our transports exposure, opting 

to replace J.B. Hunt with UBER where we view the 

opportunity for capital appreciation as meaningfully higher. 

UBER’s core “rides” product addresses trips under 30 

miles, an addressable opportunity of approx. 4.7 trillion 

miles worldwide, of which it addresses <0.5% currently. 

UBER’s ability to pivot quickly to its UberEats product 

during COVID-19, with bookings up >100% YoY in the 

second quarter, has significantly softened the blow of the 

core rides business’s -85% YoY plummet in the depths 

of the lockdown. These two business lines combine 

with other attractive long-term call-options: 1) in-cabin 

advertisements 2) freight delivery 3) air taxis 4) tangential 

delivery markets (groceries, parcels, etc.), presenting 

various compelling long-term opportunities. Additionally, 

we evaluate the “timing” factor for Uber to be high as it is 

one of the few high-growth, tech-enabled companies that 

have not performed well since its IPO and over the past 

18 months, dropping from a high watermark valuation 

of $79 billion to $53 billion as of June 30th. Looking at 

UBER through a traditional valuation lens that exclusively 

stares at near-term income statement results has caused 

investors to pass on investing in UBER, as we have written 

previously. Expanding our valuation aperture and listening 

to finer details reveal that Uber’s “rides” segment has been 

profitable since 2019, nearing 30% EBITDA profitability in 

1Q, pre-COVID. We think this segment-level profitability 

is not yet understood or appreciated by investors and 

ultimately will be proven out. 

swspartners.com +1 614-670-5733 9info@swspartners.com
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Chart 6: Select S&P 500 2020 earnings growth estimates 
Year-over-year % change
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Market Perspective: Recovery and Digital Disruption

The S&P 500 has regained 89% of its peak-to-trough decline, quickly digesting expectations for a ~$1.1 trillion US GDP 

impairment in 2020—translating into a 5% decline off 2019 levels—and then immediately setting its sights on 2021’s 

setup. By the time the formal tally of true economic impairment is complete, it’s entirely possible that the market will have 

calibrated expectations for a post-pandemic world long before its arrival. We’re starting to see some of this unfold, with the 

rating agencies updating their 2020 outlooks for less severe declines than their updates in the prior quarter. Meanwhile, 

consensus projects a 2021 outlook of 4.5% growth.

Further dissecting the 89% recapture by the S&P 500, which translates to +0.82% on the year, a tale of two markets 

takes shape: technology and growth stocks versus everything else. As evidence, the NASDAQ Composite Index sits 

+19.0% YTD along with the Russell 1000 Growth at +15.8%, whereas the Russell 1000 Value is -13.8%. Naturally, this 

has attracted warranted concerns over bubbles, market breadth, and tech’s weighting in the S&P 500. We view these 

conditions as a call to be increasingly discerning in our active risk exposure. As such, we acknowledge pockets of excess 

exuberance in some software-as-a-service (“SaaS”) and work-from-home themed names. However, evaluating the market 

as a whole shows relatively rational pricing reactions that map reasonably upon YTD earnings revisions [see chart 6 

below]. 
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Market Perspective: Recovery and Digital Disruption continued... 
At the underlying-issuer level, for example, many of SWS Growth Equity’s holdings have experienced positive sales 

revisions: Wayfair [W], Shopify [SHOP], Twilio [TWLO], ASML Holding NV [ASML], and Constellation Brands [STZ] have 

seen 14%, 5%, 4%, 3%, and 3% positive outward-year sales revisions, respectively, since the beginning of the year. 

Overall, the US market has seen a massive demand shift to online spending, with ecommerce spending in April and May 

outpacing all of the 2019 holiday season. Across the course of eight short weeks this spring, US ecommerce penetration 

has accomplished what previously had taken 10 years, gaining eleven points of share [see chart 7 below]. 

In this context, we see YTD divergence in equity share prices as reasonable. Many consumer and enterprise behavior 

changes stack up to be more structural in nature rather than cyclical; COVID-19 simply accelerated pre-existing trends. 

That’s not to say we don’t expect pre-pandemic activities to resume, i.e. going to retail/restaurant establishments and 

working from an office in some capacity. Chart 7 above shows ecommerce as being on a steady course of cannibalizing 

brick and mortar prior to 2020. We expect this to continue in lock-step with many other digital-enablement trends, like food 

delivery and digital wallets, all of which represent active risk exposures to our book that were super-charged by COVID-19. 

As investors and individuals living in the first modern global pandemic, it has been increasingly difficult to navigate through 

the incessant newsflow of concurrent re-openings/closings and relative success/failures of various countries to contain 

the disease. Demographics, healthcare infrastructure, and mitigation compliance varies greatly across the globe, creating 

Chart 7: U.S. Ecommerce Penetration 
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disparities in economic recovery shapes across the globe. With 39% of its revenue exposure to non-US geographies, 

Growth Equity is very much an exercise in global recovery predictions. Our efforts to assess reopening impacts outside 

the US help inform our conclusions on the inevitable US recovery, whenever it ultimately arrives.

A key theme unfolding here is the sustainability of digital trends. Tools that enabled the rapid digital shifts and ecommerce 

spending booms brought about by COVID-19 have continued in markets further along in their reopening journeys. As 

we highlighted previously, Paypal’s CEO noted having seen no “discernible difference between when a state is open or 

closed…continuing to see an elevated line of ecommerce spend” in terms of lessons gleaned from reopenings in Austria 

and Germany. This overlays with Mastercard data showing “card not present” significantly outgrowing “card present” 

spend, while failing to show material reversion post lockdown easements in the US/globally. 

Food delivery received an initial boon from the lockdowns as well, with UBER highlighting its UberEats product showing 

accelerating growth from approx. +50% in Q1, to +89% through the height of the worldwide lockdown in April. Customer 

behavior then notched higher during the June quarter: UBER’s Postmates conference call suggested UberEats hitting 

>100% growth in 2Q. Customer adoption and share gains against traditional dine-in spend are showing few signs of 

abatement, even amidst relaxed restrictions. Additionally, we see traditionally disparate industries sharing similar threads 

of digital disruption: single-family housing, healthcare solutions, and commercial real estate are seeing impacts from 

exclusively digital home buying, telehealth uptake, and remote work trends. 

Evaluating these data points through the context of portfolio construction reveal tremendous upside capture opportunities 

across various sectors. Disruptions of this speed and magnitude traditionally were confined to tech and biotech investing. 

However, disruptive innovation is now very much a front-burner issue facing every company, both publicly traded and 

privately held. The pandemic has been the catalyst to accelerate many secular themes, but several opportunities are 

nascent with long runways for growth and alpha creation. Our investment process is designed to challenge and stress-

test these opportunities constantly via the assessment of all new data. By incessantly investigating risks, updating our 

valuation models, honing our discussions around how pillars to our investment theses are strengthening/weakening, we 

believe SWS Growth Equity is well-positioned for absolute and relative value creation over the long-term.
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Portfolio Manager

Michael Parker, CFA, is the CIO of SWS and lead portfolio manager for the SWS Growth 

Equity strategy. Before joining SWS in 2017, Mike was a portfolio manager of $4 billion of 

long-only equity portfolios at the Ohio Public Employees Retirement System (OPERS). He 

leverages over seventeen years of experience on both the buy-side and sell-side to bring 

an institutional research and portfolio management framework to SWS Partners. Prior 

to OPERS, Mike was responsible for investment bank equity research at FBR Capital 

Markets. He received his Bachelor of Science in economics, finance concentration, from 

the Wharton School at the University of Pennsylvania and is a CFA® charterholder. 

Portfolio Manager

Kurt Grove, CFA, is a portfolio manager for the SWS Growth Equity strategy. Before 

joining SWS in 2020, Kurt was an analyst on the internal active long-only US equity 

portfolios at Ohio Public Employees Retirement System (OPERS). He leverages over 

6 years of experience on the buy-side and in risk management to bring an institutional 

research and portfolio management framework to SWS Partners. Prior to OPERS, 

Kurt was responsible for Quantitative Risk Management at Key Bank. He received his 

Bachelor of Science in business administration, finance concentration, from the Fisher 

College of Business at The Ohio State University and is a CFA® charterholder.
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Important Disclosures
Performance results and comparisons are made on a total-return basis, 

which include all income from dividends and interest, and realized and 

unrealized gains or losses. SWS Growth Equity returns are shown 

both gross and net of fees and are calculated by geometrically linking 

month-end market values of the strategy’s inception cohort. Gross return 

excludes advisory fees paid to the firm. Net returns include the time-

weighted deduction of the firm’s maximum wrap fee (which includes both 

SWS’s management fee and trading costs) and assume all cash flows 

occur at month-end.

This material is not intended as and should not be used to provide 

investment advice and is not an offer to sell a security or a 

recommendation to buy a security. This summary is based exclusively 

on an analysis of general market conditions and does not speak to the 

suitability of any specific proposed securities transaction.

This investment strategy is subject to management risk such that no 

assurance may be given that the portfolio’s value will be more than the 

original investment. The investment return and principal value of SWS 

Partners, LLC portfolios will fluctuate as the stock and bond markets 

fluctuate such that an investor’s shares and/or portfolio value, when 

redeemed, may be worth more or less than their original cost.

This portfolio of individual equity and pass-through securities and our 

forward-looking statements or projections are subject to risks including 

but not limited to portfolio concentration risk, company-specific risk, 

regulatory risk, financial market risk, global economic risk, credit risk, 

interest rate risk, foreign market risk that may involve currency, political, 

and social risk.

Diversified portfolio strategies do not assure or guarantee better 

performance and do not eliminate the risk of investment losses. It should 

not be assumed that any security holding shown was or will be profitable. 

The portfolio’s holdings and allocation are subject to change based on 

the discretion of SWS Partners, LLC. This strategy is newly–launched 

by SWS Partners, LLC and has a limited operating history. As a result, 

SWS Partners, LLC has a minimal track record or history on which 

prospective investors may base their investment decisions. Different 

types of investments involve varying degrees of risk and there can be 

no assurance that any specific investment will be suitable for a client’s 

portfolio. Investors should consider the risks, charges, and expenses 

carefully before investing in this or any other strategy. Investors should 

ensure the strategy presented fits within their investment objectives.

The Russell 1000 Growth Index is a market cap-weighted index of 

common stocks incorporated within the US and its territories and may 

not necessarily be substantially similar to your portfolio. It is not possible 

to invest directly in an index.

All opinions and views mentioned in this report constitute our judgments 

as of the date of writing and are subject to change at any time. We will 

not advise you as to any change in figures or views found in this report.

Our judgment or recommendations may differ materially from what 

may be presented in a long-term investment plan. Investors should 

consult with an investment advisor to determine the appropriate 

investment strategy and investment vehicle. Investment decisions 

should be made based on the investor’s specific financial needs and 

objectives, goals, time horizon and risk tolerance. Security information, 

portfolio management strategies and tactical decision processes are 

opinions of SWS Partners, LLC and the performance results of such 

recommendations are subject to risks and uncertainties.

This commentary has been prepared by SWS Partners, LLC (“SWS”), 

a registered investment adviser in the state of Ohio. If you would like a 

copy of SWS’s disclosure brochure, please visit www.adviserinfo.sec.

gov.

Investment advisory services offered through SWS Partners, LLC.
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