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Just like the company / customer relationship 
can be one-sided or mutually beneficial, a 
company has a choice about how it treats its people. 
It can seek to pay and invest in its employees as 
little as possible or it can try to make the 
experience of  working for it as delightful as 
possible. While the textbooks may teach us 
that companies should always put 
shareholder interests first, many actual 
business owners understand that the
best way to maximize profits for 
shareholders involves putting other 
stakeholders first.

EMPLOYEES

OVERVIEW

CORPORATION

Shareholder value is still a 
critically important concept. 

But success for a modern 
company is dependent on it 

creating value across its entire 
stakeholder ecosystem. Our approach 

actively seeks out businesses that 
understand that long-term success can 

hinge on a collaborative approach which 
embraces all stakeholders. 

SHAREHOLDERSExternalities are the positive 
and negative values earned by 
entities not directly involved in 
a transaction. They are often 
deemed to be “someone 
else’s problem.” While 
sometimes that is true, when 
negative externalities become 
large, there is a risk to profits 
should society refuse to accept 
the situation in the long run. Our focus must always be upon an 

approach that maximizes long-term 
shareholder value. In our view, such an 

outcome will more likely stem from an 
embracive culture that creates value across the 

entire stakeholder ecosystem. Indeed, in the current 
environment, one could argue that there is a risk to future 

value for any business that fails to take such an approach.

Milton Friedman’s concept of  “shareholder 
primacy” is out-dated. It represents an 
underdeveloped understanding of  the complex 
nature of  profits. While the goal of  shareholders 
is to earn profits, these profits are just one 
element of  the total value created by a company 
across all of  its stakeholders. Thus, profits are an 
outcome of  successfully creating stakeholder 
value, rather than a goal that should be pursued 
in isolation.

Our approach actively seeks out businesses
that understand that the “interrelated 
structure of  reality” means that
long-term success can hinge on a
collaborative approach which
embraces all stakeholders. 

COMMUNITIES

All economic transactions create value in the form of  
consumer surpluses and company profits. But while 
some companies may try to extract value from 
their customers in the pursuit of  short-term 
profits, the real long-term winners are the 
companies that create value by delighting 
their customers. In such a situation, there is 
no limit to the amount of  consumer 
surplus a company can create, nor to
the value it can capture as producer 
surplus (profits) via higher prices.

A company is a collection of  stakeholders 
operating together to create value. The most 

common stakeholders are shown here.

CUSTOMERS 

All companies require supplies 
from vendors. Both the supplier 

and the company generate surplus 
value from transacting with each 

other. But if  a company seeks to 
foster a mutually beneficial 

relationship with its suppliers, 
rather than hammering them 

constantly to do as much as possible 
for the lowest possible price, it can 

create an environment in 
which its ecosystem of  

suppliers is literally 
pulling for them to 

succeed.

SUPPLIERS 



INTRODUCTION “Whatever 
affects one 
directly, affects 
all indirectly.
I can never be 
what I ought to 
be until you are 
what you ought 
to be. This is the 
interrelated 
structure of  
reality.” 
― Martin Luther King Jr.

Every investment is made in search of  profits. But where 
does this value come from? Is it created out of  thin air? Or 
is it extracted from someone else?

In this paper, we discuss our views on long-term value 
creation. While this philosophy is grounded in the common 
sense of  Martin Luther King’s “interrelated structure 
of  reality” which business operators will recognize, it 
challenges two commonly accepted assumptions
among investors.

1. In the world of  investment and the pursuit of  profits, 
shareholder value is all that matters

2. Business is a zero-sum game in which every unit of  value 
that accrues to stakeholders – such as customers, employees, 
suppliers, and society at large – is one less unit of  value 
available to shareholders 

In both cases, we will argue that the reverse is true. 



The chart shows that, in a free market, demand and supply 
intersect at quantity Q1 and price P1. This is the market 
clearing price where the same quantity is supplied by the 
seller as is demanded by customers.

The miracle of  capitalism, when it works as intended, is 
that the free market allows the discovery of  a market 
clearing price without any central authority trying to figure 
out what the “right” price is. Even more miraculous is 
that, at this price, both the customer and the company win.

At price P1 and quantity Q1, a consumer surplus is created 
as highlighted in the darker patterned shade. This 
represents the value that consumers received in excess of  
what they paid. Meanwhile, at the same price and quantity, 
a producer surplus is also created, as highlighted in the 
lighter shade. This is the amount that the seller was able to 
charge minus what they would have been willing to charge. 
So, the market clearing price represents a big win for 
consumers and producers!

These surpluses are created because some customers would 
have been happy to buy at least some units at a higher price 
and because the company would have been happy to sell at 
least some units at a lower price. It is only the very last 
incremental unit that is sold for exactly the amount it is 
worth to the customer and exactly the amount it is worth to 
the company.

This is all completely traditional economic analysis. It is a 
bedrock principle of  capitalism that trade occurring in free 
markets results in value being created and split between the 
buyer and the seller.

ECONOMICS 101

One of  the first things learned in an introduction to 
economics class is the basics of  supply and demand. A 
chart similar to this one is shown where the Y-axis is price 
(P) and the X-axis is quantity (Q). Demand (D) is shown as 
a downward sloping line, illustrating that customers will buy 
a larger quantity of  a given item as its price declines. 
Supply (S) is shown as an upward sloping line reflecting that 
companies will sell a larger quantity of  a given item as the 
price increases.
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VALUE CREATION VS VALUE EXTRACTION

MORTGAGING YOUR MOAT VS 
DELIGHTING YOUR CUSTOMERS

Sometimes, however, companies seek to exploit their 
position in this dynamic to capture as much of  the surplus 
value as possible for themselves and leave as little as possible 
in the hands of  their customers. This is what happens in a 
monopoly situation. A lack of  competition allows the sellers 
to set pricing at a level that wins it maximum profit, while 
minimizing consumer surplus. 

When a company behaves like this, we say it is 
“mortgaging its moat,” because it is exploiting the very 
characteristic that gives it a competitive advantage, in the 
pursuit of  short-term profitability. Under these conditions, 
there will be some end point at which the company has 
extracted every dollar of  consumer surplus for itself. 
Although this may be a profitable strategy in the short 
term, it leaves the company in a perilous position because 
its dissatisfied customers will become willing to try any 
alternative to exit the exploitative relationship they are in 
with the seller.

Conversely, a company that is “delighting customers” 
is effectively doing the opposite. When a company focuses 
relentlessly on increasing the value of  its products and 
services to its customers it receives no push back from them 
when it raises prices. This is true value creation as opposed 
to value extraction. In such a situation, there is no limit to 
the amount of  consumer surplus a company can create, nor 
to the value it can capture as producer surplus (profits) via 
higher prices.

As a simple example of  moat mortgaging, think about how 
cable TV companies relentlessly raised prices until many 
consumers took a certain pleasure in “cutting the cord” 
and moving to a streaming service. And while early 
streaming services were clearly inferior to cable TV, today 
many people would argue that the leading streaming 
services offer more total value to consumers than a cable 
TV package and far, far more consumer surplus given the 
radically lower cost of  a streaming subscription. This 
dynamic is a key element of  our investment thesis
for Netflix.

On the other hand, think about the huge increases in the 
price of  an iPhone over the years. These increases were not 
possible because Apple had trapped their customers 
(cheaper Android phones were always available), but 
because Apple has always focused on delighting its 
customers. This focus has created an enormous consumer 
surplus over the years, which is a key reason we owned 
Apple from 2009 to 2018.
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PUTTING EMPLOYEES FIRST

The traditional economic chart which illustrates the 
interaction of  supply and demand, implies that the 
company only interacts with its customers. Economic 
reality is far more complex, however. All businesses have 
other important stakeholders.  

Companies are collections of  people. They exist in an 
“interconnected reality.” The supply curve illustrating 
the price at which a company will offer a given quantity of  
a product is shaped by a series of  additional supply and 
demand curves representing the relationship between a 
company and its employees, its suppliers, and even society 
at large. In other words, a company’s supply curve is a 
function of  the company’s relationships with other key 
stakeholders.

For instance, here is a chart showing the supply and 
demand curves of  an employer and its employees. As you 
can see, just as customers and companies generate 
consumer and producer surpluses, employees and 
employers generate employee and employer surpluses.

For an employee, the surplus they get from their 
relationship with an employer is all of  the value (not just 
salary, but non-monetary value as well) that they get out of  
the relationship minus the value of  the time and energy 
they put into the job. Likewise, the employer surplus 
represents the value the company gets from its employees in 
excess of  the all-in cost of  employing them.

Just like the company / customer relationship can be 
one-sided or mutually beneficial, a company has a choice 
about how it treats its people. It can seek to pay and invest 
in its employees as little as possible or it can try to make the 
experience of  working for it as delightful as possible.

The first approach is a version of  moat mortgaging with 
employees. It may reduce costs and increase profits in the 
short term but, at some point, every unit of  employee 
surplus has been extracted and transformed into profit with 
no other avenue for increases. Similar to companies 
exploiting their customers, those that exploit their 
employees will find that there is a wide range of  intangible 
costs that accrue over time, and its employees will jump at a 
chance to join any company that is more focused on 
delighting its employees.

This is not lost on many top performing business operators. 
While the textbooks may teach us that companies should 
always put shareholder interests first, many actual business 
owners understand that the best way to maximize profits for 
shareholders involves putting customers and / or employees 
first. But there are other stakeholders as well.



“Consistent with our people first 
philosophy, we have committed to 
our employees that we will not 
make any layoffs through the end of  
the second quarter. We strongly 
believe that this is the right 
approach given these unique 
circumstances. We’ve taken a 
long-term perspective in all this and 
although this action will negatively 
impact our short-term results, we 
believe the benefits to our people, 
our customers and ultimately our 
shareholders will be worth the 
investment.

However, if  the economy continues 
to deteriorate for an extended 
period, we will review all measures 
to control expenses as we have done 
consistently in the past.”

PUTTING EMPLOYEES BEFORE 
SHAREHOLDERS TO MAXIMIZE 
SHAREHOLDER VALUE

The Coronavirus pandemic shone a light on the different 
attitudes that management teams can have towards 
employees. For example, we have a holding in title 
insurance company First American Financial, which has 
been named as one of  Fortune magazine’s “100 best 
companies to work for” five years in a row. When the 
pandemic struck and the housing market came to a 
standstill, the company announced:

The company wasn’t just being nice. It knew the reality was 
that, with demand for its services falling by an 
unprecedented 50% nearly overnight, it simply did not have 
the financial ability to maintain the employment of  its 
entire employee base absent a recovery in demand. But 
management also understood that, during a crisis, it would 
need its team operating at its best and that would simply 
not be possible if  everyone was sitting around worrying 
about losing their jobs. And importantly, they understood 
that building a talented team takes time and if  title 
insurance demand recovered quickly, it would have proven 
incredibly short-sighted to have laid people off.

During a crisis, management teams must react to preserve 
the long-term financial health of  their business. There are 
times when a company simply must cut costs. Indeed, many 
companies took this approach immediately in the early 
stages of  the pandemic, including some of  First American’s 
competitors. But while these actions may have helped to 
maximize short-term profits, were they appropriate for 
maximizing long-term profits? Given that demand for title 
insurance came roaring back after the initial pandemic 
impact, hindsight suggests that in this instance, immediately 
reducing staffing was unlikely to have been the most 
appropriate move. 



SUPPLIERS ARE STAKEHOLDERS TOO

All companies require supplies from vendors. Both the 
supplier and the company generate surplus value from 
transacting with each other. But if  a company seeks to 
foster a mutually beneficial relationship with its suppliers, 
rather than hammering them constantly to do as much as 
possible for the lowest possible price, it can create an 
environment in which its ecosystem of  suppliers is literally 
pulling for them to succeed.

While the idea of  “supplier surplus” is not something 
investors discuss very often, a company’s relationship with 
its suppliers and the value created or extracted from the 
relationship is one of  the drivers of  long-term
shareholder value.

This isn’t just a theoretical concept. Here’s what 
best-in-class retailer Home Depot, that we own in the 
portfolio, had to say during the national shelter in place 
order during the initial wave of  the pandemic:

“We are grateful for our strong strategic 
partnerships. Our supplier partners are helping 
us in many ways, including supplying essential 
products for our own use. Let me give you
an example.

Very early on in the pandemic, we reached out to 
PPG, one of  our key paint suppliers, for help. We 
asked PPG if  they could help supply hand sanitizer 
for our store associates. They quickly converted 
several of  their manufacturing lines and within a 
few short weeks, they produced an initial order of  
approximately 100,000 gallons of  hand sanitizer. 
They’re planning to produce three times that 
amount for future in-store use that will help our 
associates for the remainder of  the year. This is 
just one of  many examples. And I want to thank 
PPG and all of  our other supplier partners that 
have stepped up to help us prioritize the safety 
and well-being of  our associates and customers.”

This isn’t just smart management during a crisis, rather it is 
that seeking to maximize value creation through all your 
stakeholder relationships is at the heart of  maximizing 
long-term profits.
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STAKEHOLDER VALUE CREATION CAN
DRIVE PROFITS AND STOCK PERFORMANCE

In our portfolio, Fastenal, a distributor of  parts and supplies 
to manufacturers, has been so successful as a company over 
the years that in 2012, Businessweek calculated that, with a 
40,000% cumulative share price return, it was the best 
performing US stock in the 25 years since the 1987
market crash.

How in the world did a distributor of  nuts and bolts 
generate better returns for shareholders than Apple or 
Microsoft during the rise of  the information age?

Here’s how the company’s CEO recently explained its 
approach to value creation:

“When I talk about earnings, I’m not talking just 
about Fastenal, I’m talking about our people, 
too… it’s not just about growth, it’s about 
profitable growth, and creating opportunities for 
your customers and your employees in
the process.

I think the mantra is… let’s really hit all pieces 
and reward all constituencies. And speaking of  
constituencies, we keep it really simple here. 
There’s four: There’s customers, there’s 
employees, there’s suppliers and there’s 
shareholders. It has to work for all four 
[stakeholders] for our business to be successful 
short-term and long-term.”

That’s how you become the best performing stock over a 
quarter century. You understand all the supply and demand 
curves that make up the ecosystem of  stakeholders in which 
you operate, and you focus relentlessly on creating value for 
all of  them. It is the companies that succeed at doing this 
who maximize profit potential and whose shareholders are 
most rewarded through reaping a portion of  that value
into profits.

EXTERNALITIES – SOCIETAL COSTS
AND BENEFITS

What about society? Do companies somehow maximize 
profits by seeking to be good corporate citizens? Classical 
economics recognizes that “externalities,” the positive 
and negative value earned by entities not directly party to a 
transaction, are very real.

Externalities have been understood by the economics 
profession for a long time. The concept was first articulated 
in the 19th century and the concept was formalized in 1920 
by Arthur C. Pigou, who illustrated that the cost of  sparks 
from railway engines igniting fires, was not being captured 
in the cost of  train travel.

Because externalities seem like “someone else’s 
problem” investors and many companies operate as if  
they are irrelevant. Sometimes that’s true. Many 
transactions include at least small positive and negative 
externalities that will never be relevant to either the buyer 
or the seller. But when negative externalities are large, they 
begin to accrue as an “off  balance sheet liability” and 
the risk that society demands that these costs be crammed 
back to the buyer or seller becomes a very material risk.
For example:

– Is there no potential risk to long term profits if  your 
pharmaceutical product is linked to a national epidemic 
of  abuse?

– Is there no potential risk to long term profits if  you lend 
money to people you know can’t afford to pay you back 
because you plan to sell the loan to someone else?

– Is there no potential risk to long term profits if  your social 
media service disrupts the democratic process in the 
country in which you operate?

A liability on a company’s balance sheet does not mean it is 
worthless or that the company is a bad actor. But it is 
important for investors and companies to recognize that, if  
a company’s relationship with a stakeholder tips from value 
creative to exploitative, there is a risk to profits should the 
counterparty on the receiving end of  the negative 
externality, refuse to accept the situation in the long run.

One of  the main ways a community may try to ensure that 
negative externalities do not result from value extraction, is 
through regulation. Meanwhile, a company’s relationship 
with its regulator can be revealing. First Republic is a bank 
we hold in the portfolio, and one of  the best performing 
bank stocks over most every long-term time frame. When 
recently discussing its stakeholder framework, management 
stated that its clear goal was to “create long-term value 
for our stakeholders including shareholders, 
clients, employees, local communities and 
regulators.” A short-sighted management team may 
instruct its employees to provide minimum information to 
its regulators, but there is simply no doubt that being known 
by regulators as the best, most cooperative bank in the 
industry, will pay long-term dividends.



STAKEHOLDER VALUE CREATION VS 
SHAREHOLDER PRIMACY

For most investors, it has historically seemed like such 
common sense for companies, which are owned by 
shareholders after all, to focus exclusively on shareholder 
value, with other stakeholders treated as nothing but a 
means to an end. Any deviation from this orthodoxy to 
meet the needs of  other stakeholders has, by definition, 
represented a distraction from the purpose of  profit seeking.

This philosophy is rooted in the concept of  “shareholder 
primacy” as advanced in Nobel Prize winning economist 
Milton Friedman’s 1962 book Capitalism and Freedom 
where he declared, “there is one and only one social 
responsibility of  business – to use its resources 
and engage in activities designed to increase
its profits.”

This was a major contribution to the field of  economics at 
the time. By laying out a single goal on which to focus, 
Friedman provided a framework that provided clarity to 
managers and shareholders that aligned them in a
shared purpose. 

But like most 60-year-old social science theories, what was 
once a radical insight is today simply an underdeveloped 
understanding of  reality. This is how human knowledge is 
supposed to work. Knowledge builds on itself  and grows, 
with our understanding of  the nuances growing over time. 
To say that putting shareholders first is a wrongheaded 
belief  is inaccurate. Rather it simply represents a shallower 
understanding of  the complex nature of  profits, which 
ignores the “interrelated nature of  reality.” While it 
once represented cutting edge wisdom, it would be a deeply 
pessimistic belief  to think that our collective understanding 
of  economics and business has not advanced over the last 
half  a century.

While the goal of  shareholders is to earn profits, these 
profits are just one element of  the total value created by a 
company across all of  its stakeholders. Thus, profits are an 
outcome of  successfully creating stakeholder value, rather 
than a goal that should be pursued in isolation. This isn’t a 
statement rooted in values or beliefs about how the world 
should work, but an observation of  where profits actually 
come from.

STAKEHOLDER VALUE CREATION VS 
SHAREHOLDER PRIMACY



While the importance of  stakeholder value creation has 
been discussed more and more in recent years, until 
recently it was more the domain of  “socially 
responsible investors” who sought to put purpose over 
profits. But in 2019, the Business Roundtable, the leading 
association of  the nation’s top CEOs who hold political 
views across the partisan spectrum updated its official 
“Statement of  the purpose of  a corporation” from 
its prior focus on shareholder value to say:

“While each of  our individual companies serves 
its own corporate purpose, we share a 
fundamental commitment to all of  our 
stakeholders. We commit to:

– Delivering value to our customers. We will 
further the tradition of  American companies 
leading the way in meeting or exceeding 
customer expectations.

– Investing in our employees. This starts with 
compensating them fairly and providing 
important benefits. It also includes supporting 
them through training and education that help 
develop new skills for a rapidly changing world. 
We foster diversity and inclusion, dignity and 
respect.

– Dealing fairly and ethically with our suppliers. 
We are dedicated to serving as good partners to 
the other companies, large and small, that help 
us meet our missions.

– Supporting the communities in which we work. 
We respect the people in our communities and 
protect the environment by embracing 
sustainable practices across our businesses.

– Generating long-term value for shareholders, 
who provide the capital that allows companies to 
invest, grow and innovate. We are committed to 
transparency and effective engagement with 
shareholders.

Each of  our stakeholders is essential. We commit 
to deliver value to all of  them, for the future 
success of  our companies, our communities and 
our country.”

This statement does not put purpose over profits. It does 
not suggest that shareholder value is any less important 
than it always has been. It simply states the reality that the 
future success of  a company is dependent on the 
organization creating value across its entire
stakeholder ecosystem.

CONCLUSION

As investors, we have seen numerous situations in which 
shareholders have benefited from supporting value creation 
across the company’s other stakeholders. Meanwhile, those 
other stakeholders regularly benefit from supporting 
economic value creation for shareholders.

Our approach actively seeks out businesses which 
understand that the “interrelated structure of  
reality” means that long-term success can hinge on a 
collaborative approach which embraces all stakeholders.

Of  course, there is a natural tension between stakeholders 
that smart management teams need to understand and 
manage well. All customers would like lower prices. All 
employees would like higher pay. A company that simply 
seeks to create value for one set of  stakeholders without 
regard for the others, including shareholders, is going to 
find its strategy is unsustainable.

The tricky part about running a business is figuring out 
how to create tremendous value for your customers, even as 
your employees are thrilled to work for you, your suppliers 
value your business, and society is either indifferent to your 
activities or you are actively making the world a better 
place. And you need to do all of  this while delivering high 
and sustainable profits for shareholders. This is a complex 
balancing act which many management teams fail to 
achieve. Consequently, our approach focuses on identifying 
those talented management teams that understand how to 
balance stakeholder value creation so that everyone wins. 

Any statement that de-emphasizes shareholders is inevitably 
open to criticism that it pays lip service to the idea of  
placing purpose over profits. In some circumstances, that 
may be a fair challenge, but it is important to stress that the 
analysis of  stakeholder value creation does not need to 
involve investors making moral judgements. It is about 
observing the subjective value that stakeholders themselves 
believe they are receiving. This is, after all, how most people 
think about customer satisfaction. Rather than investors 
deciding if  a company’s offering creates value for 
customers, they typically look to what customers
themselves say.

Finally, as investment managers, we will ultimately be 
judged on the tangible returns we deliver to our clients. As 
a result, our focus must always be upon an approach that 
maximizes long-term shareholder value. In our view, such 
an outcome will more likely stem from an embracive 
culture that creates value across the entire stakeholder 
ecosystem.

BUSINESS ROUNDTABLE:
STATEMENT OF PURPOSE



1350 Bayshore Highway Suite 460
Burlingame, CA 94010
PHONE: 650-696-1240
TOLL FREE: 800-708-8445
FAX: 650-558-8373
EMAIL: info@ensemblecapital.com

Ensemble Capital is an SEC registered investment adviser; 
however, this does not imply any level of  skill or training 
and no inference of  such should be made. The opinions 
expressed herein are as of  the date of  publication and are 
provided for informational purposes only. Content will not 
be updated after publication and should not be considered 
current after the publication date. We provide historical 
content for transparency purposes only. All opinions are 
subject to change without notice and due to changes in the 
market or economic conditions may not necessarily come to 
pass. Nothing contained herein should be construed as a 
comprehensive statement of  the matters discussed, 
considered investment, financial, legal, or tax advice, or a 
recommendation to buy or sell any securities, and no 
investment decision should be made based solely on any 
information provided herein. Ensemble Capital does not 
become a fiduciary to any reader or other person or entity 
by the person’s use of  or access to the material. The reader 
assumes the responsibility of  evaluating the merits and risks 
associated with the use of  any information or other content 
and for any decisions based on such content.

All investments in securities carry risks, including the risk of  
losing one’s entire investment. Investing in stocks, bonds, 
exchange traded funds, mutual funds, and money market 
funds involve risk of  loss. Different types of  investments 
involve varying degrees of  risk, and there can be no 
assurance that any specific investment will be profitable or 
suitable for a particular investor's financial situation or risk 
tolerance. Some securities rely on leverage which 
accentuates gains & losses. Foreign investing involves 
greater volatility and political, economic and currency risks 
and differences in accounting methods. Future investments 
will be made under different economic and market 
conditions than those that prevailed during past periods. 
Past performance of  an individual security is no guarantee 
of  future results. Past performance of  Ensemble Capital 
client investment accounts is no guarantee of  future results. 
In addition, there is no guarantee that the investment 
objectives of  Ensemble Capital’s core equity strategy will be 
met. Asset allocation and portfolio diversification cannot 
ensure or guarantee better performance and cannot 
eliminate the risk of  investment losses.

As a result of  client-specific circumstances, individual 
clients may hold positions that are not part of  Ensemble 
Capital’s core equity strategy. Ensemble is a fully 
discretionary adviser and may exit a portfolio position at 
any time without notice, in its own discretion. Ensemble 
Capital employees and related persons may hold positions 
or other interests in the securities mentioned herein. 
Employees and related persons trade for their own accounts 
on the basis of  their personal investment goals and financial 
circumstances.

Some of  the information provided herein has been 
obtained from third party sources that we believe to be 
reliable, but it is not guaranteed. This content may contain 
forward-looking statements using terminology such as 
"may", "will", "expect", "intend", "anticipate", "estimate", 
"believe", "continue", “potential” or other similar terms. 
Although we make such statements based on assumptions 
that we believe to be reasonable, there can be no assurance 
that actual results will not differ materially from those 
expressed in the forward-looking statements. Such 
statements involve risks, uncertainties and assumptions and 
should not be construed as any kind of  guarantee.

For additional time periods please visit 
www.ensemblecapital.com/holdings

PAST PERFORMANCE IS NOT INDICATIVE OF FUTURE 
RESULTS. It should not be assumed that the recommendations made in 
the future will be profitable or will equal the performance of  the securities 
listed above. The performance information shown above has been 
calculated using a representative client account managed by the firm in 
our core equity strategy and represents the securities held for the quarter 
ended 6/30/2021. Information on the methodology used to calculate the 
performance information is available upon request. The performance 
shown in this chart will not equal Ensemble’s composite performance due 
to, among other things, the deduction of  fees and expenses from the 
composite performance and the timing of  transactions in Ensemble’s 
clients’ accounts.

Disclosures

2021 Q2 Contributors and Detractors to Absolute Return Data 
for the Core Equity Strategy        

Description Symbol Average
Weight

Contribution

Intuitive Surgical, Inc.
Alphabet, Inc. Class-A
Illumina, Inc.
Charles Schwab Corp.
First Republic Bank
Masimo Corp.
Home Depot, Inc.
First American Financial Corp.
Chipotle Mexican Grill, Inc.
Mastercard Inc. Class-A
NVR, Inc.
Costco Wholesale Corp.
Paychex, Inc.
Broadridge Financial Solutions, Inc.
Heico Corp. Class-A
Netflix, Inc. 
Nintendo Co LTD
Starbucks Corp.
Fastenal Co.
Blackline, Inc. 
Ferrari NV
Landstar Systems, Inc.
Booking Holdings, Inc.

ISRG
GOOGL

ILMN
SCHW

FRC
MASI

HD
FAF

CMG
MA

NVR
COST
PAYX

BR
HEI/A
NFLX

NTDOY
SBUX
FAST

BL
RACE
LSTR

BKNG

4.77%
7.58%
3.07%
4.60%
5.87%
5.71%
8.87%
3.56%
3.66%
8.35%
4.81%
2.03%
2.54%
3.04%
1.38%
8.15%
3.60%
2.33%
2.67%
1.48%
4.68%
2.43%
4.60%

1.31%
1.26%
0.67%
0.56%
0.53%
0.43%
0.41%
0.35%
0.28%
0.25%
0.25%
0.24%
0.20%
0.17%
0.12%
0.11%
0.09%
0.06%
0.06%
0.04%

-0.04%
-0.10%
-0.27%


