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Paul Lambert shares some of the invest-

ment lessons he learned from his father 

and what he’d like to pass on to the next 

generation. 
 
WHAT FIRST SPARKED YOUR INTEREST IN INVESTING? 

My father taught security analysis at Brigham Young 

University and managed his own investment strategy. Our 

family discussed stocks and the market at the dinner ta-

ble. But I was the only one of six kids who made investing 

a career.  

I was interested early. I mowed lawns as a teenager 

and saved that money to open a brokerage account when 

I was 18. If you look back at my high school yearbook, I 

have messages from friends wishing me luck in the stock 

market.  

WHAT WERE SOME IMPORTANT THINGS YOUR FATHER 

TAUGHT YOU ABOUT FINANCE? 

Early on, he passed along the values of working hard 

and staying thrifty. In terms of investing, he taught me to 

start saving early and be conservative. Perhaps most im-

portant, he taught me the magic of compounding.  

During my sophomore year in college, I was able to au-

dit his securities analysis class in BYU’s MBA program. It 

was a completely different experience to go from discuss-

ing stocks with him at the dinner table to reading the 

books he required, making a mock portfolio and tracking 

it. It was a great experience to see a different side of him, 

teaching and keeping students on their toes. 

PUTTING YOURSELF IN THE TEACHING ROLE, WHAT 

ADVICE WOULD YOU PASS ON TO SOMEONE EARLY IN 

THEIR FINANCE CAREER OR NEW TO INVESTING?  

I encourage newer analysts to write down a quick con-

clusion—buy, sell or pass—on every company they look at. 

Make an investment decision on the company and explain 

why in a few sentences. If you keep doing this with every 

stock you look at, it won’t take long until you’ve reached 

an opinion on 50 or so companies. When you look back at 

these conclusions, you not only see if you were right or 

wrong—but if you were right or wrong for the correct rea-

son. Looking at all those recommendations can teach you 

a lot about your own analytical abilities and investment 

behavior.  

For someone who doesn’t have a background in fi-

nance, like some of my nieces and nephews, I try to im-

press upon them the value of getting started early and 

the power of letting an investment compound over time. 

As the saying goes, “Compound interest is the eighth won-

der of the world. He who understands it, earns it … he who 

doesn't … pays it.”  

WHAT’S YOUR FAVORITE SECTOR TO COVER? 

I like strong management teams and high-quality busi-

nesses. I don’t care which sector they come from. I believe 

you can find great companies—either dominant compa-

nies or emerging disruptors—in every sector.  
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YOUR INVESTMENT CAREER HAS SPANNED SEVERAL 

BEAR MARKETS, INCLUDING THE TECH BUBBLE, THE 

FINANCIAL CRISIS AND THE PANDEMIC. WHAT DID 

YOU TAKE AWAY FROM EACH OF THOSE EVENTS? 

As for the tech bubble—don’t believe Wall Street hype. 

Eyeballs on a website are not a key performance indica-

tor. And during the financial crisis, I saw that leverage 

cuts both ways. A big dislocation stemming from a crisis 

can be a great buying opportunity for someone else. Fi-

nally, for the pandemic, the biggest takeaway was simply 

that life is precious. Things can change in a hurry, and you 

shouldn’t take anything for granted.  

EVERY QUARTER, YOU COVER A FRESH ROUND OF 

EARNINGS CALLS. WHAT WOULD YOU CHANGE 

ABOUT THE WAY COMPANIES CONDUCT THEM? 

I’d move the calls to a semiannual reporting basis. I 

think companies would benefit if management teams 

were taken off the Wall Street treadmill, where executives 

must meet earnings expectations every three months and 

set new expectations for the next three months. Not run-

ning on that treadmill would mean more time running the 

business. If you’re truly a long-term investor, you don’t 

need a quarterly update as much. I get a lot more from in-

person meetings than quarterly earnings calls because the 

in-person meetings give management a chance to talk 

about long-term strategy. That’s more valuable than re-

hashing why quarterly earnings are slightly higher or lower 

than forecasted.  

YOU MENTIONED TAKING A LONG-TERM VIEW WITH 

COMPANIES. HOW DO YOU KEEP THE LONG TERM IN 

FOCUS? 

That’s something that was passed down early in my 

Wasatch career. As a young analyst, it was easy to get 

too cute with trading—buying a little bit more of a posi-

tion when a stock traded down or selling a little bit of a  

 

 

position after it traded up. But our founder, Sam Stewart, 

really stressed the importance of focusing on the long 

term. He always said that trading is a tough act—you have 

to be right twice. He reinforced that if you’re a long-term 

investor looking out three to five years, the near-term 

changes in a stock price usually end up just being small 

wiggles in a much larger chart.  

For risk-control purposes, there are times you need to 

trim a position back. And after a large selloff, it can be ad-

vantageous to add to the positions of companies you have 

a lot of conviction in. But by and large, there’s no need to 

get too cute with a small trade. The bigger questions are 

whether a particular company can be multiple times its 

current size and whether the company has an advantage 

that will keep it successful for the next ten years.  

WHAT’S SOMETHING YOU LEARNED FROM A PERIOD 

OF OUTPERFORMANCE? 

Stay humble in the moment. If you don’t, then in time, 

the market will certainly do it for you. 

WHAT ELSE SHOULD CLIENTS KNOW ABOUT YOU? 

This year, I celebrated my 27th year of marriage and 

24th year with Wasatch. I’m extremely grateful both will 

still have me.  

 

“Stay humble in the moment. If 

you don’t, then in time, the market 

will certainly do it for you.” 

 

RISKS AND DISCLOSURES 

Information in this document regarding market or economic trends, or the factors influencing historical or future performance, re-
flects the opinions of management as of the date of this document. These statements should not be relied upon for any other pur-
pose. References to individual companies should not be construed as recommendations to buy or sell shares in those companies. 

Investing involves risk, including the potential loss of principal. 

Wasatch Advisors LP, trading as Wasatch Global Investors, ARBN 605 031 909 is regulated by the U.S. Securities and Exchange Com-
mission under U.S. laws which differ from Australian laws. Wasatch Global Investors is exempt from the requirement to hold an Aus-
tralian financial services licence in accordance with class order 03/1100 in respect of the provision of financial services to wholesale 
clients in Australia. 

 


