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Your small-cap strategy mirrors your ap-
proach overall, which we’d put at the 
“quality-business” end of the value-invest-
ing spectrum. Do you make any adjust-
ments when targeting smaller companies?

Thomas Putnam: We look at any business 
through four primary filters. Is it under-
standable, with sustainable competitive 
advantages and a favorable long-term out-
look? Is it financially durable, with strong 
free cash flow generation, high returns 
and low leverage? Does management have 
a proven history of high ethical standards, 
honesty, astute capital allocation and cre-
ating shareholder value? And finally, can 
we buy at a significant discount to a rea-
sonable estimate of intrinsic value?

The strategy and process are the same, 
but the smaller the company the better 
chance it’s overlooked and we can under-
stand and analyze the business in a way 
that can give us an edge. It’s not unusual 
for us to visit a place like DeRidder, Loui-
siana and the management of a company 
like Amerisafe [AMSF], which provides 
workers’ compensation insurance, tells us 
a live analyst had never shown up at the 
headquarters. We think that gives us the 
opportunity to get to know management 
and the company much better than we 
could otherwise. That’s true with a lot of 
the companies we own.

Andrew Boord: We like to say most of our 
holdings are either under a rock or under 
a cloud. If you turn over more rocks than 
everyone else you can find some pretty in-
teresting small- and micro-cap companies. 

Under a cloud is interesting too. There 
are 2,000 small caps in the U.S. and we 
probably ignore 1,800 of them because 
they’re not high enough quality. Often 
we’ve followed a company for years and 
years and then finally something goes 
wrong. Industries have down cycles. 
Companies miss a beat with a product. A 

new strategy makes things worse before 
they get better. These types of things don’t 
make something a bad business, just a real 
business. If the criteria Tom mentioned 
are met, we’re getting excited when some-
thing goes wrong.

How about an example or two of the type 
of company that attracts your interest?

AB: I’ve followed Choice Hotels [CHH] 
for about 15 years and as a company it 

has everything we’re looking for. It has ex-
cellent brands, even if maybe they don’t 
target the typical investment-manager 
demographic. It’s a franchise model that 
produces tremendous cash flow and re-
quires almost no reinvestment. Every year 
the number of rooms in the system grows, 
and the revenue per available room tends 
to at least increase with inflation over 
time. Royalty rates can be stepped up as 
old deals expire. 

And management actually gets capital 
allocation, which is rare. If your goal in 
life is to grow intrinsic value per share, 
shrinking your share count can be an 
excellent way to do so if you buy right. 
While increasing buybacks when the stock 
is cheap and cutting back or not buying 
when it’s dear, Choice over time has taken 
shares outstanding from 120 million 20 
years ago to around 56 million today.

In the swoon at the beginning of last 
year the stock fell sharply because the 
market was assuming a weakened eco-

nomic environment would mean bad news 
for hotels. While Choice’s results are mod-
erately cyclical, it’s a very profitable busi-
ness that generates considerable free cash 
flow even in tougher environments. The 
market in this case gave us an opportunity 
we were more than happy to take advan-
tage of. [Note: As low as $42 in January 
of last year, Choice shares recently closed 
at $62.70.]

Also early last year we established a 
position in Lindsay Corp. [LNN], the #2 
maker of agricultural irrigation equip-
ment in the world. It ticked all of our 
boxes: a history of technological advances 
to keep ahead of the competition, a grow-
ing global manufacturing and distribution 
footprint, high profitability, strong free-
cash generation even during down cycles, 
proven, experienced management and 
little debt. Cycles tend to be longer here 
and many investors were tired of wait-
ing for better days, but with corn prices 
depressed we were able to buy Lindsay 
shares at only 10x peak earnings from the 
previous cycle. 

I wasn’t at Fenimore then, but I bought 
Lindsay for the first time in 1998 in an al-
most identical scenario, which ended up 
working out very well. We’re rather Pav-
lovian when it comes to certain situations 
we’ve seen before.

Some small-cap value managers say 
they’re finding bargains scarce today, at 
least in the U.S. How would you assess the 
opportunity set?

AB: We’re habitual complainers, so for 
a long time – outside of February 2016 
– we’ve talked about how hard it is to 
find anything to do. That said, we own 
27 stocks, so we really only need to find a 
few names a year. Since the election we’re 
finally beginning to see some industries 
split off and go their own way, which is 
keeping us busy.

Investor Insight: Fenimore
Thomas Putnam, Andrew Boord and Kevin Gioia of Fenimore Asset Management describe why they prefer the famil-
iar to the new, what out-of-favor sector has become of particular interest, the first thing they do when a position goes 
sharply against them, and why they see unrecognized value in Sonic Corp., ExlService Holdings and Hallmark Financial.
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For example?

AB: We’ve invested in fast-food companies 
for a long time, and in the past year or so 
the whole industry has struggled. Whenev-
er that’s happening there are always theo-
ries as to why, but the primary one seems 
to be food-price deflation at grocery stores. 
That’s widened the differential between 
what it costs to eat at home and what it 
costs to eat out, which seems to be pulling 
just enough demand out of the fast-food 
business to hinder performance and push 
down share prices. We don’t know when 
this ends, but we consider it just part of 
the cycle and are pretty confident it will 
end. In cases like this, something like Son-
ic Corp. [SONC], whose headquarters we 
first visited in 2002 and which is a cash-
flow machine run by smart capital alloca-
tors, can become very interesting.

Kevin Gioia: We are also not averse to 
investing in turnarounds and there are 
usually a number of those to look at de-
spite the overall level of the market. One 
holding today that I’d put in that catego-
ry would be AngioDynamics [ANGO], 
a company not far from us located in 
Latham, New York, just north of Albany. 
It’s a medical-device company primarily 
focused on vascular-access products, but 
was mismanaged for a number of years 
as management tried to grow the business 
through acquisitions that didn’t necessary 
fit or produce the growth expected. 

New management was brought in led 
by a CEO, James Clemmer, who had a 
successful run in charge of the medical-
supply division of Covidien, where he 
was successful in distinguishing between 
businesses that deserved fresh capital and 
those that didn’t. He has outlined a strat-
egy for AngioDynamics that rationalizes 
the product portfolio, harvesting some 
for cash and investing in others where the 
company has demonstrable strength and 
can generate the highest returns. It’s not 
a turnaround in the sense that the balance 
sheet needs repair or there are accounting 
problems to resolve, but it’s a good busi-
ness generating cash that is working on 
becoming a great business. 

How would describe your general ap-
proach to valuation?

AB: We come at valuation from two gen-
eral directions. We will do discounted cash 
flow models, and while we know they’re 
wrong and we don’t feel overly addicted 
to them, they give us some comfort about 
what direction is north so we find them 
helpful. We’re also big fans of trying to 
establish what cash buyers have paid for 
similar businesses in open-market transac-

tions and the levels at which comparable 
public peers trade.

We believe that most of the value cre-
ation doesn’t come from buying $1 for 
50 cents, but from that $1 becoming $2 
in five years, $4 in 10 years and $8 in 15 
years if you get it right. We’re willing to 
pay a modest discount on a great business 
and let the business generate much of the 
returns. Deep value investors might see 
that as heresy, but we’re quality-biased 
and want to compound capital in a name 
as long as possible. We like to believe we 
can earn at least 10-12% annualized on 
each holding over a number of years. 

TP: One thing I’d add is that it’s easy to 
get excited about something new, but in 
my experience you’re better off looking 
first at what you already own for putting 
additional capital to work. We run a con-
centrated portfolio for a small-cap fund, 
and a key way we manage risk is through 
the economic ability of the firms we own 
and know well to weather cycles and take 
advantage of long-term prospects. You 
just don’t know as much about the new 
idea. I say all the time that if we’re going 
to invest in a new name, make sure it’s go-
ing to make the train faster, not just longer. 

How do you respond when a position is 
going against you – say like transporta-
tion-services provider Echo Global Logis-
tics [ECHO] recently?

AB: The first thing we do is to take the 
plane, train or car and go see them. We 
need to determine whether this maybe 
isn’t the business we thought it was or if 
whatever is happening is just one of those 
things that sometimes happens to good 
businesses. That’s not to say it’s always 
obvious or we figure it out quickly, but it’s 
helpful that we’ve already gotten to know 
the management team and can better un-
derstand what they’re saying and how 
they’re responding.

With Echo, 80% of the business is 
transportation brokerage, some of which 
is fairly stable and recurring, but some of 
which is done on the spot market, which 
can be highly volatile with respect to both 
volume and pricing. As a result, while the 
company has done a great job of growing 
the intrinsic value of the business, the re-
sults are uneven and investors in the stock 
tend to go from ecstatic to depressed every 
few months. As long as we believe the busi-
ness over time can continue to increase its 
cash flow and then allocate it well – which 
we do with Echo – we’ll trim when things 
are going great and add when they’re not, 
which has been the recent case.

Describe in more detail your investment 
case for Sonic.

AB: We love the business model. Nearly 
95% of the company’s stores are fran-
chised, which results in significant operat-
ing leverage and high free-cash-flow gen-
eration because so little capital needs to be 
reinvested in the business. Another unique 
attribute is Sonic’s tremendous bever-
age franchise, including shakes and other 
high-margin frozen drinks that customers 
treat almost like an extra meal.

After six consecutive years of growth, 
same-store sales have declined in the last 
three quarters. It’s important that this 
doesn’t appear to be an issue specific to 
Sonic, as overall industry demand has 
softened over the past year. We’ve spoken 
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with the management teams at other firms 
like Jack in the Box [JACK] and Bojangles’ 
[BOJA] and have read conference-call 
transcripts for nearly every competitor, 
and they’ve all made similar statements 
about demand and the impact of food-
price deflation making eating at home 
more economical. The fast-food industry 
has responded by discounting, causing 
market-share shifts – roughly one-third of 
fast-food customers simply chase the best 
deals – and lower margins. As I alluded to 
earlier, this type of industry dynamic has 
occurred in the past and has proven to cre-
ate investing opportunity.

Sonic didn’t fare particularly well in the 
Great Recession. Is the balance sheet at all 
a concern today?

AB: In a case of very poor timing, the 
company in 2007 funded a large share re-
purchase with debt, so it entered the reces-
sion with a fairly weak balance sheet. We 
waited years for the company to de-lever 
sufficiently before seriously considering it 
again as an investment. We’re comfortable 
that management has learned from that 
experience and we believe we’re much 
better protected if the cycle turns sharply 
negative.

Sonic shares, recently near $27, are off 
22% over the past year. What upside do 
you see from here?

AB: There have been several fairly recent 
transactions in the 16-18x EV/EBITDA 
range, including buyouts of Panera Bread, 
Popeyes Louisiana Kitchen and Krispy 
Kreme. We’d like to be proven wrong, but 
we consider those valuations too high for 
Sonic. It currently trades at 10x forward 
EBITDA, but I’m comfortable assuming 
13x as a private-market valuation, which 
implies a $32 share price. 

Earnings growth should provide up-
side on top of that. Management believes 
they can grow earnings at a 14-20% an-
nual rate over the next few years, through 
2-3% unit store growth, 3-5% same-store 
sales growth, 2-3% royalty-rate increases 
as older franchisee deals are renewed, 
3-4% from operating leverage and lever-
aging best practices and 4-5% from share 
repurchases. While we don’t dismiss that 
as impossible, our top-line assumptions 
are more conservative and we’re modeling 
earnings growth in the low double digits. 
If we’re right on that and there’s then an 
opportunity for multiple expansion as 
well, the shares today will end up looking 
very attractive.

What’s creating the opportunity you see in 
ExlService Holdings [EXLS]?

AB: This is a business-process outsourc-
ing company with strong franchises in 
end markets such as insurance, health-
care, transportation and utilities. Say an 
insurance company has 50 back-office 
employees in the basement on-boarding 
new annuity customers. ExlService will 
come in, use its expertise to automate and 
streamline the process while getting the 
actual work done in India, and provide the 
service for far less than the customer was 
originally paying.

Because the company typically takes 
over an entire process, customer relation-
ships tend to be long-term and sticky. 
Once one process is successfully imple-
mented it often leads to additional busi-
ness with a customer, providing a natural 
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Sonic Corp.      
(Nasdaq: SONC)

Business: Largest chain of drive-in quick-
service restaurants in the United States with 
3,500 locations, 90% of which are owned and 
operated by local franchisees.

Share Information (@4/28/17):

Price 26.88
52-Week Range 21.12 – 35.39
Dividend Yield  2.3%
Market Cap $1.14 billion

Financials (TTM): 
Revenue $557.1 million
Operating Profit Margin 21.8%
Net Profit Margin 11.6%

Valuation Metrics
(@4/28/17): 

 SONC S&P 500
P/E (TTM) 19.5 24.2
Forward P/E (Est.) 19.2 18.4 

Largest Institutional Owners
(@12/31/16):

Company % Owned
BlackRock         10.8%
Southeastern Asset Mgmt            10.6%
T. Rowe Price                         9.8% 
Vanguard Group   8.0% 
Dimensional Fund Adv   4.2%

Short Interest (as of 4/13/17):

Shares Short/Float  18.3%

I N V E S T M E N T  S N A P S H O T

THE BOTTOM LINE
Fast-food-industry woes caused by grocery-store price deflation should not be perma-
nent, says Andrew Boord, who sees the resulting weakness in the company’s shares as 
an opportunity. He pegs the stock’s fair value at $32, with upside beyond from low-dou-
ble-digit annual earnings growth he thinks the company can deliver in the next few years. 

Sources: Company reports, other publicly available information

SONC PRICE HISTORY
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growth pipeline at little or no acquisition 
cost. In addition to outsourcing, which ac-
counts for about 75% of total revenues, 
ExlService has also developed an analytics 
business that harvests massive amounts of 
customer data that it can upsell to clients 
as well.

The company stumbled in the third 
quarter of 2016 when two of its units – 
consulting and property survey – ran into 
some performance issues. In each case 
we’re confident the problems can and will 
be addressed. The property-survey busi-
ness, for example, which provides data to 
insurers on higher-end residential real es-

tate properties for underwriting purposes, 
historically has some earnings variability 
as underwriters due to their own loss ex-
periences become at the margin more or 
less apt to buy Exl’s survey data. That’s 
a cyclical phenomenon that we don’t ex-
pect to be a long-term problem. Anyway, 
these two businesses under stress account 
for maybe 10-12% of total revenues, so 
their impact ultimately shouldn’t be that 
important. 

Is the new administration’s rhetoric 
around outsourcing and immigration a 
potential problem?

AB: This is also likely weighing on the 
stock. About 80% of ExlService’s rev-
enues are from U.S.-based companies, so 
it could certainly be impacted if the Trump 
administration makes it more difficult for 
companies to offshore services. But so far 
the administration’s focus appears more 
on manufacturing, and the company says 
its customers haven’t indicated at all that 
they’re planning to pull things back in 
house. On the immigration side, the risk 
from possible H1-B visa reductions is 
modest because the company’s use of that 
program is limited. 

I’d mention that one offset on the regu-
latory front would be if it became easier 
for U.S. companies to repatriate cash. 
Companies like ExlService have consider-
able cash piled up in India.

How cheap do you consider the shares at 
a recent $47.70?

AB: Adjusting for $4.50 per share of net 
cash on the balance sheet and about $1 
per share for an outstanding options li-
ability, the stock currently trades at only 
15x cash earnings. We think earnings 
can grow at least at a 10% annual rate, 
driven primarily by a continuing shift to-
ward business-process outsourcing and in-
creased demand to harness “Big Data” for 
goals like improving customer service and 
predicting customer behaviors. If earnings 
grow as we expect, we’ll likely get some 
multiple expansion as well. It’s not unrea-
sonable that we could see the shares com-
pound at close to a mid-teens annual rate.

Hallmark Financial Services [HALL] cer-
tainly qualifies as under the radar. De-
scribe the upside you see in it.

AB: Fenimore has owned Markel and 
White Mountains, so we believe we un-
derstand specialty insurance. We like that 
specialty niches are less competitive and 
offer the opportunity to build strong fran-
chises that generate float. The bell rang for 
us with Hallmark because it is an off-the-
radar company targeting these types of 
specialty-insurance nooks and crannies. It 
has franchises insuring odd-lot truck fleets, 
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ExlService Holdings       
(Nasdaq: EXLS)

Business: Global provider of outsourced 
business-process and analytics services 
meant to help customers in a wide range of 
industry sectors streamline their operations.

Share Information (@4/28/17):

Price 47.71
52-Week Range 42.00 – 54.78
Dividend Yield  0.0%
Market Cap $1.61 billion

Financials (TTM): 
Revenue $686.0 million
Operating Profit Margin 9.4%
Net Profit Margin 9.0%

Valuation Metrics
(@4/28/17): 

 EXLS S&P 500
P/E (TTM) 26.6 24.2
Forward P/E (Est.) 16.8 18.4 

Largest Institutional Owners
(@12/31/16):

Company % Owned
Fidelity Mgmt & Research              10.6%
BlackRock  10.1%
Vanguard Group                                      8.2% 
Wellington Mgmt  6.1% 
Invesco  4.0%

Short Interest (as of 4/13/17):

Shares Short/Float  2.5%

I N V E S T M E N T  S N A P S H O T

THE BOTTOM LINE
Despite non-core-unit stumbles and negative political rhetoric, the company remains well 
positioned to benefit from positive secular trends in business-process outsourcing and 
data analytics, says Andrew Boord. If earnings grow at the 10% rate he expects, with 
multiple expansion, he believes the share price could grow at a mid-teens annual rate.

Sources: Company reports, other publicly available information

EXLS PRICE HISTORY
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doctors with blemished records, small air-
ports, and older general-aviation aircraft. 
These are not business lines where Hall-
mark faces heavy competition. 

After years of successfully executing 
its strategy, the company got somewhat 
derailed in recent years by flubs in its 
non-standard auto-insurance business, in-
cluding its expansion into Florida, where 
fraud rates proved to be high and costly. 
The board responded by bringing in a new 
CEO, Naveen Anand, who has reined in 
the non-standard-auto line and has gener-
ally heightened the focus on underwriting 
quality across the company. 

Often the best time to invest in insur-
ers is right after they’ve had underwriting 
issues – if they’re responding in the right 
way. Every time we see Anand we push on 
the issue of underwriting risk and he re-
sponds by stressing the importance of pru-
dence when it comes to premium growth. 
We like that they seem to be erring on the 
side of caution.

Is the company’s bond-heavy investment 
portfolio at risk from rising interest rates?

AB: Higher interest rates would certainly 
hinder near-term book-value growth, but 

the duration of the overall portfolio is just 
three years so the bonds will cycle through 
to higher rates relatively quickly, ultimate-
ly benefitting earnings.

Mark Schwarz has been Executive 
Chairman of Hallmark since 2000 and 
through an investment vehicle owns just 
over 25% of the company. He manages the 
float and has been more pessimistic than 
most about interest rates, holding 12% 
of the portfolio in cash, which has been a 
drag on earnings. We think he behaves as 
a prudent value investor and believe that 
having someone with real capital at risk 
in his position provides an added layer of 
protection. 

How attractively are the shares priced at 
today’s $10.50?

AB: Assuming after-tax rates of appre-
ciation for stocks and bonds of 6% and 
1.5%, respectively, combined with a 
modest 2% underwriting profit margin, 
Hallmark’s book value could grow 11% 
annually. In addition, the current tangible-
book-value multiple of just under 1x is 
well below our private-market estimate of 
1.3x to 1.5x. Again, combining the earn-
ings growth and some multiple expansion  
could translate into a mid-teens annual-
ized return in the shares. 

In your Q4 2016 letter, you described sell-
ing your stake in specialty-materials mak-
er Ferro Corp. [FOE] because the com-
pany “just was not up to our standards.” 
What did you mean?

AB: It’s a pretty exclusive club when your 
portfolio only has 27 stocks, and the lon-
ger we owned Ferro, while we concluded 
it is a fine company run by decent people 
that will likely do well over time, we also 
thought the business was cyclical enough 
and the debt level high enough that if we 
woke up in a recession, this is a stock 
that would more than likely be down a 
lot. And if that happened it wouldn’t be 
the same obvious and exciting opportu-
nity we’d likely think a Choice Hotels or 
a Sonic or a Penske Automotive [PAG] 
would be. Given that, when Ferro’s shares 
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Hallmark Financial Services       
(Nasdaq: HALL)

Business: Diversified provider of property/
casualty insurance products to businesses 
and individuals, primarily focused on insuring 
low-severity and short-tailed risks.

Share Information (@4/28/17):

Price 10.51
52-Week Range 9.50 – 12.09
Dividend Yield  0.0%
Market Cap $195.7 million

Financials (TTM): 
Revenue $375.9 million
Operating Profit Margin 3.5%
Net Profit Margin 1.7%

Valuation Metrics
(@4/28/17): 

 HALL S&P 500
P/E (TTM) 30.9 24.2
Forward P/E (Est.) 9.1 18.4 

Largest Institutional Owners
(@12/31/16):

Company % Owned
Cove Street Capital      11.2%
Dimensional Fund Adv   8.3%
Staley Capital   4.8% 
BlackRock   4.2% 
Bank of Montreal   3.8%

Short Interest (as of 4/13/17):

Shares Short/Float  0.3%

I N V E S T M E N T  S N A P S H O T

THE BOTTOM LINE
By targeting insurance “nooks and crannies” that can be less competitive, Andrew Boord 
believes the company through portfolio gains and underwriting profits can increase its 
book value at around 11% annually. If it also earns what he considers a private-market 
1.3x to 1.5x book-value multiple, the shares can compound at a mid-teens annualized rate.

Sources: Company reports, other publicly available information

HALL PRICE HISTORY
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moved up after the election we took ad-
vantage and sold.

Describe a recent mistake.

AB: Several things went wrong at once last 
year in First NBC Bank [FNBC]. A large 
loan to an offshore oil producer went bad 
when a key pipeline broke. There was a 
large factored receivable from an ethanol 
plant whose parent company in Spain went 
bankrupt. The accounting on loans to 
tax-credit businesses in New Orleans was 
questioned by auditors. There’s some bad 
luck there, but our mistake was in not rec-
ognizing fully the extent of the exposure to 
these risks. Better to have lots of modest-
sized credits than a smaller number of big 
ones. You can imagine our checklist for 
bank investing has been updated.

How quick were you to get out?

AB: We sold half of our shares in August 
and the rest in November when it ap-

peared that regulators were going to make 
it particularly hard for the bank to rebuild 
capital. The investment was clearly un-
successful, but it could have been worse. 
[Note: At $37 at the beginning of 2016, 

FNBC shares ended 2016 at around $7. 
They recently traded at $2.65.]

Tom, you’ve been at this a long time. 
What do you consider the biggest changes 
in the business since you started out?

TP: The process and strategy we follow 
today are very similar to what I was doing 

originally. But when I started out in 1974 
there were maybe 200 mutual funds. The 
competitive environment has changed a 
great deal and it is now quite a bit harder 
than it was in the past to find things that 
are still under a rock.

 I taught computer science for a while 
prior to starting Fenimore. We worked 
with punchcards and with computers that 
were the size of a large room but had less 
computing power than my iPhone. So the 
quantity of information and the speed at 
which one can access it have also dra-
matically increased. While that’s helped 
in some ways, it hasn’t improved our abil-
ity to really think the way we should. All 
the noise only adds to the confusion and 
complexity of investing, which has prob-
ably been harmful to a lot of people who 
don’t take full advantage of the powerful 
compound effects of a long-term strat-
egy. There’s still an advantage to thinking 
about businesses rationally and trying to 
cut out the noise. That’s what we try to do 
every day. VII 

ON CHANGE:

The speed at which one can 

access information hasn’t 

improved our ability to really 

think the way we should.



 AVERAGE ANNUAL RETURNS: As of 3/31/17 

 
DISCLOSURE 

* The Fund’s total annual operating expense ratio as stated in the fee table of the Fund’s most recent 
prospectus is 1.37% for the Investor Class. The Fund’s total annual operating expense ratio as stated in the fee 
table of the Fund’s most recent prospectus is 1.21% after fee waivers of (0.06)% for the Institutional Class. 
When excluding Acquired Funds Fees and Expenses, which are not direct costs paid by the Fund’s shareholders 
and fee waivers, the total annual operating expense as reported in the FAM Small Cap Fund’s audited financial 
statements as of 12/31/16 is 1.36% and the Institutional Class is 1.16% as of 12/31/16. 
 
The Advisor has contractually agreed, until May 1, 2018, to waive fees and/or reimburse the Fund certain 
expenses (excluding interest, taxes, brokerage costs, Acquired Fund Fees and Expenses, dividend expense and 
extraordinary expenses) to the extent necessary to maintain Net Fund Operating Expenses for Institutional 
Shares at 1.20%. 
 
Past performance is not indicative of future results, current performance may be higher or lower than the 
performance date quoted. Investment returns may fluctuate; the value of your investment upon redemption 
may be more or less than the initial amount invested. Please consider a fund's investment objectives, risks, 
charges and expenses carefully before investing. The FAM Funds prospectus or summary prospectus contains 
this and other important information about the FAM Small Cap Fund and should be read carefully before you 
invest or send money. 
 
The principal risks of investing in the FAM Funds are: stock market risk (stocks fluctuate in response to the 
activities of individual companies and to general stock market and economic conditions), stock selection risk 
(Fenimore utilizes a value approach to stock selection and there is risk that the stocks selected may not realize 
their intrinsic value, or their price may go down over time), and small‐cap risk (prices of small‐cap companies 
can fluctuate more than the stocks of larger companies and may not correspond to changes in the stock market 
in general). 
 
To obtain a prospectus or summary prospectus and performance data that is current to the most recent 
month‐end for each fund, as well as other information on the FAM Small Cap Fund, please call (800) 932‐3271. 
 
Fund selection was determined by the subjective criteria of the author.  No objective criteria for selection (e.g.; 
performance returns, manager tenure, expense ratio, etc.) were evaluated for identification of these funds.  
Consequently, other mutual funds not identified in the article or considered by the author may have similar 
characteristics.   
 
 
 
 
 

Fund & Inception Date 1 Year 3 Year 5 Year 10 Year Inception Total Annual Fund 
Operating Expenses* 

FAM Small Cap Fund 
FAMFX Investor Class (3/1/12)  14.99% 7.76% 13.43% N/A 13.86% 1.37% (gross) 

1.36%* (net) 

FAM Small Cap Fund 
FAMDX Institutional Class (1/1/16) 15.17% N/A N/A N/A 17.87% 1.21% (gross) 

1.16%* (net) 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

FAM Small Cap Fund Top 10 Holdings 
As of 3/31/17 

Stonegate Bank  4.9% 
National Commerce Corp.  4.9% 
PC Connection  4.5% 
ExlService Holdings  4.3% 
Sonic Corp. 4.2% 
Lindsay Corp.  4.1% 
ScanSource  4.1% 
Choice Hotels International  3.9% 
Diamond Hill Investments  3.9% 
Multi-Color Corp.  3.5% 

FAM Funds are distributed by Fenimore 
Securities, Inc. Member FINRA/SIPC 

384 North Grand Street, PO Box 399, Cobleskill, NY 12043 
800.932.3271/famfunds.com  


