BY JANE WOLLMAN RUSOFF

Former Marine fighter
pilot Richard Ferri has
defeated brokerage industry
pressures to focus on sales
rather than clients.

You thrilled watching Clint Eastwood in “Escape
from Alcatraz,” Kurt Russell in “Escape from New
York,” not to mention Roddy McDowall in “Es-
cape from the Planet of the Apes.”

Now meet Registered Investment Advisor
Richard A. Ferri. He starred in “Escape from the
Brokerage Industry,” as he calls his move out. “I
knew | was going to. The whole environment
wasn't me. Brokerage is sales — not money man-
agement. [ know they’ll deny that, but that’s what
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it is. I didn’t want the pressure anymore of having
to push whatever the firm wanted me to push at
whatever time they wanted me to push it.”

So in 1999, after 11 years as a stockbroker, he
fled to start fee-only Portfolio Solutions in Troy,
Mich. Paid only by clients, the RIA specializes in
low-cost investments for high-net-worth indi-
viduals, families, non-profits and corporate pen-
sion plans.

Ferri’s fee is low, too: a maximum of just one-
quarter of 1 percent of client assets. But his six-
year-old firm is managing a whopping $510 mil-
lion — and that number’s rising rapidly. About
$100 million are assets Portfolio Solutions man-
ages for clients of financial planners nationwide.

As for colleagues who don’t get why he won’t
raise his modest fee, CFA Ferri, 47, says: “To me,
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