
When the firm Bob Fra g a sso was working fo r
was bought by another in 1995, he felt the new, co m b i n e d

e n t i ty was not good for him or his clients, so he did what many
b ro ke rs only talk about—he left.

N ow in charge of his own firm, the Fra g a sso Gro u p, affi l i a ted with Linsco/ P r i va te Le d g e r, Fra g a sso refe rs to himse l f
as “c h i ef cu l tu ral offi ce r”; that is, he gets to call the shots as he feels best se rves the inte rest of his clients, himself and
his employe es—no matter how unco nventional. For exa m p l e, Fra g a sso pays his employe es with sa l a r i es instead of co m-
m i ssions (to quell internal co m p et i t i o n) and holds weekly ro u n d table discu ssions among the group around a stack of
p e p p e roni pizza s. 

Fra g a sso does n’t st ray from his long-term ideology, even if it means losing big money. “I had clients in the late 90s
complaining that they we re getting only 29 percent when their friends we re getting 60 percent so m ew h e re else.”
N e e d l ess to say, they soon understood why many of their friends lost their shirts—imprudent asset alloca t i o n .

“ We don’t ta ke hot- d ot se e ke rs. My clients get a business l i ke approach with business l i ke retu r n s,” says Fra g a sso. By
b u s i n ess l i ke he does n’t mean minuscule retu r n s, as one happy cu stomer re l a tes. “Bob and his group helped me dive rs i f y
my whole portfo l i o — my children gra d u a ted from college debt- f ree and I’m going to ret i re when and how I wa n t,” says
Bob King, a client for 20 yea rs. 

Fra g a sso clients understand that prudence bea ts sex appeal in the long run, beca u se he tea c h es clients to under-
stand market histo ry and the simple, but oft ove r l o o ked, co n ce pt of mean reve rs i o n .

Fra g a sso migra ted his book to a disc ret i o n a ry, fe e - b a sed operation three yea rs ago. And the pro of of his talent is in
the res u l ts. Nondisc ret i o n a ry acco u n ts heavily underperformed the disc ret i o n a ry ones. His client’s know what kind of
se rv i ce they ’re getting and it shows— Fra g a sso and his team have a 99 percent client retention ra te through bull and bea r
m a r kets. –John Churchill
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Fi rm : Fra g a sso Group affi l i-
a ted with LPL
Ci ty: P i tts b u rg h
Age : 58

Ye a rs as a Rep : 32
Ye a rs with Cu rrent Fi rm : 8
Produ cti o n : $2 .9 million
AU M : $400 million

Mi x : 100% managed
a cco u n ts
Spe ci a l ty: Lo n g - term 
financial planningBob Fragasso

{Wa l k i n g the Wa l k }

Pro bono: Fragasso’s
financial services for the
Pittsburgh Action
Against Rape earned
him the honor of being
the first male on the
organization’s board.
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