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Selling the local view of Latin America.

had many converoations | counties. She markets

. . ing to get.
LaﬁnSource p ‘t_ ovides gol%g ﬁngg out fast, he phoned with nso Pastore, W their insights to financial
firstperson insights ~ Murillo de’ Arsgio, & Rio de  former head of Brazils U instirutions such as Fi-

. Janeiro-based political expert who . central bank, and another “delity Investments and
by in-country EXPEItS  works for a ity Manhattan-based  LatinSouses eompolrs Mexrill Lynch & Co. at

business intelligence service called . annual fees ranging from

BY ANDREW MARKS LatinSource. ) All-star lineap ‘ $4,000 per year for the

& A HARD-LINE LEFT- “He knows the party dynamics .~ In just seven years, basi¢ package of written

ist headed for a proba-  inside out, and is one of the few LatinSource has blos- reports, to $15,000 fot

ble win in this months  pundits who routinely calls the sit-  somed, Its founder, Ann  ANNSCHROEDER = - he privilege-of speaking

presidential election in Brazil, and  uation correctly,” says Mr. Welch,  Schroeder, has built its wemrrrssieee. © directly with her con-
with the country’s headed  head of Latin K;netxum researchin  anniial revenmes ' $2 . sultasts.

for e cellar, John Welch needed  the New York office of German  million by assembm all-star “Théy offer the kind of local fla-

to know just how bad things were  bank WestLB. Mr. Welch has also network of 18 -co: t3 in 11 * vor that you can't get from 2 desk in

On the bridge from legal needs
to business solutions, take the high road.

At Sonnenschein, we are driven to build a solid bridge between each
client's legal needs and the business solutions that satisfy them most. That
helps us keep them on the high road - in just the lanes they want to be.

To keep pace with the demand, we are expanding our family of distinguished
lawyers and business counselors, growing in all of our offices.

For more about who we are, what we do, and how we can help your
business prosper and grow, call Robert Winikoff at 1 800 369 0012.
Or meet us in the passing lane, www.sonnenschein.com

See the light.

Sonnenschein.
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| government,” Ms. S

former

_comes in and adds vilue,”

- coverage of Turkey and

’6_/28 - ///.Z 20>

New York or London,” says Gian-

franco Bertozei, Lehman Brothers’
heed of Liatin Auucdcan research.
“Tt's something I really value wh
I'm putting together my research”
Winning those kinds of acco-
lades on Wall Street is quite an ac-
complishment for a Texan whose
drive to succeed was originally
confined to a tennis court. Ms.

Schroeder spent 10 years on the pro .

circuit, rising as high as 138th in the
wold before jumpirig to business,
earning an M.B.A. and becoming &
broker at Lehman Brothers.

Latin America did not loom
large until she joined a firm that

represented a roster of fnancial -

consultants. e (coverage of
Latin America) to f:c not because I

had any knowledge of the region, .

but because I was-low man on.the
totem pole,” Ms. Schroeder recalls,
When investors unexpectedly
got more interested in the region,
she found herself swamped with
calls for the one analyst she had to
offer. Convinced that there was a
solid, underserved market there,
she decided to go out on her own,
Ms. Scluoeder began by turning
tb her prospective clients—the hro-
kerage research chiefs, hedge fund
and portfolio minageérs—and ask-
ing whom they really respect-
ed in the various markets, “That
client participation not orily. made
it easier to pick the right consult-
ants; but also paid an additional div-
idend when it came fime to market
her dream team on Wall Street. .

Unknown entity | -
Getting those consultants to

sign on with an ufiproven entity

proved the hardest part. “They had

-] ‘to be the acknowledged crame de

la créme in their couutry, and they

.had to be-independent, because

clients wotildn’t listen to sorneone
who might be biased by ties to the
chroeder says,

In the end, she won over her all-

| stars with her list of contaéts gt the
| investment houses and with”the

promise ‘that those institutions
would pay well for on-the-scene
expertise. It is a market thit a
aumber of her consultants ‘had

|- themselves tried to tap in the past.

" “The distanice ‘makes it di t
to find clients and-manage the client
relationship,” notes Ruth Krivoy,
president of Venezuelss cen-
tral'bank, and a LatinSource con-
sultant. “That’s where LatinSo
To sweeten the deal; the com-
any also makes its experts pre-
gm‘cd sharehelders, in addition to
paying them a slice of the conslt-
ing revenues they bringin, -
- In Manhattan, LatinSource’s

er'’s reports.. Ms. Schyoeder

" heads the salcs and marketing ef-

forts, including biannual confer-
ences for clients and prospective-

clients, at which each consultant
spéaks

* Now, the company is expanding
its reach, aiming at gmerging Asian
and European ‘mitkets. Euio-
Source launched ‘i ‘Augiist with
ded Russ-
sia this month. Coverage of Sauth
Korea io targcted for e first quat-
tér of 2003: - '

. “Our clients-keep asking us 1o,
expand . our ' coverage. to new

emerging-market countries,” says
Ms. ﬂmedct L O

:Elixnb-person office packages each

|
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