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In a short interview, Portfolio Manager 

Ryan Snow reflects on the early lessons 

that drew him to investing. 
 
WHAT INITIALLY DREW YOU TO INVESTING? 

Put simply: the law of compounding. It wasn’t some-

thing I was taught until high school, but the law of com-

pounding really captured my imagination about building 

wealth over time. Once I became interested in building 

wealth, I gravitated to the stock market and from there, 

to learning about Warren Buffett. His returns were far ex-

ceeding the market, and there’s a big difference in com-

pounding returns at say, a 10% market rate vs. a 20% 

rate for Warren Buffett. Once I started thinking about 

that, I couldn’t help but think of picking stocks. 

WAS THERE A FAVORITE BOOK THAT FURTHER 

SPARKED THAT INTEREST? 

One Up on Wall Street and Beating the Street, both by 

Peter Lynch. I briefly considered other careers tied to the 

market. For example, in college I spent a few days on Wall 

Street with my wife’s uncle, who was a trader. But that 

wasn’t the career for me. Lynch’s books reinforced that 

what I loved was studying businesses and picking stocks. 

WHAT ARE SOME LESSONS YOU’VE LEARNED THAT 

ARE SPECIFIC TO SMALL-CAP INVESTING? 

This lesson is true for any stock, large or small, but the 

research process matters. If you’re consistent with your 

process, the outcomes take care of themselves. That 

doesn’t mean every outcome will be positive. But with 

enough positives, it’s still possible to beat the market. 

DESCRIBE THE MOST IMPORTANT PARTS OF YOUR 

PROCESS. 

First, understand the business model. What are the 

firm’s competitive advantages? Can the business continue 

to earn high returns on capital? Is the business model one 

that can withstand the macroeconomic challenges that 

will inevitably come its way? If I could take a full ownership 

stake, would I want to own this business in its entirety? 

Second, it’s important to understand the headroom for 

growth. I want to own businesses that can double in size 

every five years. 

A third pillar of my process is to get to know and un-

derstand a company’s management team. A company will 

have a lot of opportunities and threats that come its way, 

and you want to be confident the management team can 

take advantage of those opportunities and navigate all 

the different challenges. 

WHAT’S YOUR FAVORITE SECTOR, AND WHY? 

The consumer sectors. I have a better sense of a com-

pany when they have a product I can feel, use and touch, 

or a retail store concept I can physically visit. Even when 

an investment within those sectors isn’t successful, I can 

get a better sense of why it didn’t work because the prod-

uct is more tangible. 
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Those sectors are also interesting because they’ve un-

dergone an enormous amount of change over the past 

decade due to e-commerce trends. One of the first things 

we ask ourselves about companies in these sectors is: How 

“Amazon-proof” is the business? Some of the most suc-

cessful investments we’ve had at Wasatch are in con-

sumer retail businesses that weren’t disrupted by e-

commerce. 

WALK US THROUGH A TURNING POINT IN YOUR 

INVESTMENT CAREER AND HOW THAT SHAPED YOU. 

Sometimes at Wasatch, we remind ourselves of a  

common mantra—KISS, or “keep it simple, stupid.” The 

memorable mistakes I’ve made are when I’ve veered from 

that. When the investment story gets complicated and 

the degree of complexity increases, there’s often no re-

ward for that. 

There was one particular stock that reinforced the les-

son that simplicity is good. We invested in a Puerto Rican 

financial company. The firm’s financials looked really good 

on paper. But what I didn’t fully appreciate at the time 

was the degree to which those financials relied on man-

agement estimates. If, for example, you make a mortgage 

loan today, you don’t know how it will perform until it’s 

paid off. The assumptions management was making to 

drive their financials were inaccurate. I learned the hard 

way that fast-growing financials that rely on manage-

ment estimates can often be misleading. 

YOU PLAYED TENNIS AT THE UNIVERSITY OF UTAH. 

ARE THERE ANY LESSONS YOU CAN DRAW FROM 

ATHLETICS THAT RELATE TO INVESTING? 

I don’t think you connect the dots on those lessons un-

til you’re well into your career. But there are lessons from 

sports that carry into your professional life. For example, 

the value of being consistent and persistent, day in and 

day out, year in and year out. Athletics also teach you that 

when you fail it’s not fatal, and when you succeed it’s not 

final. That lesson definitely carries over to investing.  

IN YOUR FREE TIME TODAY, WHAT ARE YOUR 

FAVORITE SPORTS ACTIVITIES? 

I like any exercise that doesn’t involve long-distance 

running. In terms of watching sports, I enjoy basketball 

the most—both the University of Utah and Utah Jazz. 

WHO IS YOUR FAVORITE: JOHN STOCKTON OR KARL 

MALONE? 

I love them both. I might have one in my mind, but I 

can’t even verbalize it or it would feel like betraying the 

other. There are a few other favorites, too. I loved Deron 

Williams. And Jeff Hornacek was one of the best shooters 

of all time, not just for the Jazz but the entire NBA. 

WHAT ELSE SHOULD PEOPLE KNOW ABOUT YOU 

PERSONALLY, OUTSIDE OF YOUR CAREER? 

I’m a family man first. We have five kids, and raising 

them has taught me so much. Each child is unique in their 

own special way, and no single playbook is right for every 

child or every situation. I think they’ve made me a more 

well-rounded human being because they’ve taught me to 

look at things from different perspectives and viewpoints. 

The same can be said for understanding a company. You 

have to consider every vantage point—the point of view of 

the company, the customer, the employee, the competitor. 

Thinking of every perspective helps. 

 

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. 
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