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Patience has been key for a Bloomington  
investment firm that just passed one milestone 
and is closing fast on another.

Five years after bringing on a top-notch 
stock picker, Cornerstone Capital Management 
Inc. has grown assets under management from 
$100 million to nearly $2 billion and annually  
outperformed the S&P 500 by an average of 
1.84 percentage points per year.

Surviving for half a decade and breaking $2 
billion are key hurdles for large-cap growth  
equity firms like Cornerstone, which trade 
stocks of companies like Target Corp., General 
Mills Inc. and Pentair Inc.

Those hurdles were only 
higher during the worst econ-
omy since the Great Depres-
sion, said Cornerstone CEO 
Andy Wyatt. A University of 
Minnesota graduate, Wyatt 
left Minneapolis-based Invest-
ment Advisers Inc. to found  

Cornerstone in 1993.
Cornerstone was primarily a wealth-man-

agement firm for individuals and families until 
2005, when Wyatt decided to build a team for 
institutional clients such as states, nonprofits 
and pension plans.

He asked his primary investor, Bloomington-
based Frauenshuh Cos. CEO and President  
David Frauenshuh, for permission to pursue the 
new business plan’s linchpin: a sharp-minded 
large-cap growth stock picker.

With Frauenshuh’s blessing, Wyatt made an 
offer to portfolio manager Tom Kamp, who at 
the time oversaw more than $13 billion in assets 
while managing Alliance Capital Management 
Corp.’s Minneapolis office.

“Quite to my surprise, he agreed.” Wyatt said.
But Kamp’s clients didn’t follow him to the 

startup, leaving Wyatt and Kamp to build the 
firm’s business from the ground up.

“It was obviously quite a transition,” said 
Kamp, now Cornerstone’s president and chief 
investment officer. “I used to trade more money 
on an average day than what I managed when 
I first joined Cornerstone. It was embarrassing 
how small my first trades were.”

Since Kamp’s 2006 arrival, 
the firm has grown from five 
employees to 13, including a 
team of analysts and research-
ers, and has attracted new 
clients with its above-average 
performance.

Cornerstone now manages 
accounts of at least $25 mil-
lion for institutional investors, 
which include public compa-
nies such as Boeing Co. The 
firm also operates a large-
cap growth equity mutual 
fund and still serves wealthy  
individuals.

“We’ve hung in there, 
we’ve stuck to our discipline 
and we’ve not wavered,”  
Wyatt said. “It’s all about P’s: 
it’s people, philosophy, process. If you get those 
three right, you’re going to get performance.”

“It’s been a very long five years,” Kamp 
said. “I certainly didn’t anticipate the depth 
of the downturn we went through in 2008. We 
not only survived that downturn, which caused 
many people to go out of business in our indus-
try, but we achieved top quartile performance 
numbers.”

Kamp attributes the success to sticking with 
the firm’s “eclectic” and “opportunistic” invest-
ment philosophy, even as investors cooled on 
large-cap growth as an investment strategy.

The firm puts less emphasis on a company’s 
past performance and more on current factors 
that will drive a company’s growth, Kamp said, 
adding that “perception gaps” between a com-
pany’s earning potential and the market consen-
sus is where the money’s made.

Frauenshuh said the firm lost “very few cus-
tomers, if any” when the market crashed in 
2008 because of the relationship they had with 
the firm. “They trusted when Tom said it would 
come back,” he said. “Patience is better than just 
making knee-jerk decisions.”

Frauenshuh said his investment in the firm 
has grown by a factor of at least 10, as has the 
firm’s value. He declined to disclose details, but 
said he expects the growth to continue.

“With the track record and integrity of the 

principals, I think we’ll be one of the larger 
large-cap growth firms in the nation. That’s our 
objective,” he said.

Cornerstone manages 20 percent of Boston-
based Alps Advisers Inc.’s $1 billion Liberty 
All-Star Equity Fund, helping it rank in the 
top 10 percent of performers, said Alps Chief  
Investment Officer Bill Parmentier.

“We’ll see what happens with Cornerstone. … 
They’ve got all the ingredients to be a successful 
firm in the long run,” he said.

Cornerstone’s investing process recognizes 
growth before it’s reflected in a company’s 
stock price, setting the firm apart from others, he 
said. “It’s easy to understand these companies 
on a superficial level. But you’ve got to roll up 
your sleeves and get deep to understand what’s  
driving the dynamic of change.”

Nancy Kuehn | Minneapolis/St. Paul Business Journal 

Tom Kamp, left, joined Andy Wyatt at Cornerstone Capital 
Management in 2006. The firm has taken off since then.
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BY Sam Black
Staff Writer

Several major companies have offered medical clinics 
on their campuses for years. Now some smaller firms offer 
them, too, and say they’re worth the expense.

Wilson Tool International Inc., based in White Bear 
Lake, and Turck Inc., in Plymouth, each 
have about 400 employees and on-site 
clinics.

Both firms combine their health-
management programs with full-ser-
vice clinics that operate at no cost to 
employees, said Mick Hannafin, an 
account executive at David Martin 
Agency Inc., an Edina-based employee 
benefits management firm. Hannafin 

helped both companies set up their programs about three 
years ago. 

Each firm offers free prescriptions for conditions such 
as allergies and strep throat, high blood pressure and high 
cholesterol. And both clinics save money for the employers.

With increased attention on employee wellness and 
constant concern about health care costs, company doc-
tors aren’t just for big employers anymore, Hannafin said.

At Wilson, where 90 percent of the work force is male 
and the average age is about 45, executives saw a bubble of 
employees that was going to experience more chronic dis-
eases as they got older. Company leaders wanted to head 
off problems before they developed. 

It wasn’t enough to offer a benefit like free annual 
checkups.  

on-site employee clinics 
not just for giant firms

After key hire, asset manager nears $2B 

downtown 
minneapolis 
leaders plot 
its future
BY Sam Black
Staff Writer

What will make downtown 
Minneapolis a better place to live, 
work and visit 15 years from now? A 
fine arts district? A new Minnesota 
Vikings stadium? Streetcars? A bus 
circulator? A vehicle-free Nicollet 
Mall? How about a gondola ride over 
the Mississippi River?

Or maybe downtown needs a “must 
see” destination like the Gateway 
Arch in St. Louis or the Space Needle 
in Seattle?

These are just some of the ongoing 
questions that a large group of down-
town leaders are trying to answer as 
they embark on a long-range planning 
process dubbed Downtown 2025.

The Minneapolis Downtown 
Council is leading the initiative and 
plans to be responsible for imple-
menting the suggestions as well. 
Some of the planning goals it controls, 
like the appearance and function of 
Nicollet Mall. But other things it can 
only attempt to influence, such as the 
location of a new Vikings stadium. 
About 100 people are involved on the 
five subcommittees and the steering 
committee for the plan, including 

nAnCY KUEHn | MinnEApoliS/St. pAUl BUSinESS JoUrnAl

Karen Lesetmoe works as a physician assistant in the on-site clinic at Wilson Tool International in 
White Bear Lake. The company opened the clinic to prevent future health problems.
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Tom Kamp, left, joined Andy Wyatt at Cornerstone Capital 
Management in 2006. The firm has taken off since then.
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Ryan Cos. executive Bob Parr 
is on leave to work on the 
Downtown 2025 project.
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After key hire, asset manager nears $2B
by Jim Hammerand | Staff WriterBY Jim Hammerand
Staff Writer

Patience has been key for a 
Bloomington investment firm that 
just passed one milestone and is clos-
ing fast on another.

Five years after bringing on a top-
notch stock picker, Cornerstone 
Capital Management Inc. has grown 
assets under management from $100 
million to nearly $2 billion and annu-
ally outperformed the market by an 
average of 1.12 percent.

Surviving for half a decade and 
breaking $2 billion are key hurdles 
for large-cap growth equity firms like 
Cornerstone, which trade stocks of 
companies like Target Corp., General 
Mills Inc. and Pentair Inc.

Those hurdles were only higher 
during the worst 
economy since the 
Great Depression, 
said Cornerstone 
CEO Andy Wyatt. 
A University of 
Minnesota gradu-
ate, Wyatt left 
M i n n e a p o l i s -
based Investment 

Advisers Inc. to found Cornerstone 
in 1993.

Cornerstone was primarily a 
wealth-management firm for indi-
viduals and families until 2005, when 
Wyatt decided to build a team for in-
stitutional clients such as states, non-

profits and pension plans.
He asked his primary investor, 

Bloomington-based Frauenshuh Cos. 
CEO and President David Frauenshuh, 
for permission to pursue the new busi-
ness plan’s linchpin: a sharp-minded 
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BY Sam Black
Staff Writer

Several major companies have offered medical clinics 
on their campuses for years. Now some smaller firms offer 
them, too, and say they’re worth the expense.

Wilson Tool International Inc., based in White Bear 
Lake, and Turck Inc., in Plymouth, each 
have about 400 employees and on-site 
clinics.

Both firms combine their health-
management programs with full-ser-
vice clinics that operate at no cost to 
employees, said Mick Hannafin, an 
account executive at David Martin 
Agency Inc., an Edina-based employee 
benefits management firm. Hannafin 

helped both companies set up their programs about three 
years ago. 

Each firm offers free prescriptions for conditions such 
as allergies and strep throat, high blood pressure and high 
cholesterol. And both clinics save money for the employers.

With increased attention on employee wellness and 
constant concern about health care costs, company doc-
tors aren’t just for big employers anymore, Hannafin said.

At Wilson, where 90 percent of the work force is male 
and the average age is about 45, executives saw a bubble of 
employees that was going to experience more chronic dis-
eases as they got older. Company leaders wanted to head 
off problems before they developed. 

It wasn’t enough to offer a benefit like free annual 
checkups.  

on-site employee clinics 
not just for giant firms

After key hire, asset manager nears $2B 

downtown 
minneapolis 
leaders plot 
its future
BY Sam Black
Staff Writer

What will make downtown 
Minneapolis a better place to live, 
work and visit 15 years from now? A 
fine arts district? A new Minnesota 
Vikings stadium? Streetcars? A bus 
circulator? A vehicle-free Nicollet 
Mall? How about a gondola ride over 
the Mississippi River?

Or maybe downtown needs a “must 
see” destination like the Gateway 
Arch in St. Louis or the Space Needle 
in Seattle?

These are just some of the ongoing 
questions that a large group of down-
town leaders are trying to answer as 
they embark on a long-range planning 
process dubbed Downtown 2025.

The Minneapolis Downtown 
Council is leading the initiative and 
plans to be responsible for imple-
menting the suggestions as well. 
Some of the planning goals it controls, 
like the appearance and function of 
Nicollet Mall. But other things it can 
only attempt to influence, such as the 
location of a new Vikings stadium. 
About 100 people are involved on the 
five subcommittees and the steering 
committee for the plan, including 

nAnCY KUEHn | MinnEApoliS/St. pAUl BUSinESS JoUrnAl

Karen Lesetmoe works as a physician assistant in the on-site clinic at Wilson Tool International in 
White Bear Lake. The company opened the clinic to prevent future health problems.
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Tom Kamp, left, joined Andy Wyatt at Cornerstone Capital 
Management in 2006. The firm has taken off since then.
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Ryan Cos. executive Bob Parr 
is on leave to work on the 
Downtown 2025 project.
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representatives from large downtown employ-
ers, neighborhoods, civic groups and arts orga-
nizations, as well as city and county officials.

The last version of this plan — Downtown 
2010 — was influential. Several of the major 
objectives in that plan are now realities, in-
cluding the Hiawatha Light Rail corridor line, 
completion of the Minneapolis Convention 
Center, a new ballpark for the Minnesota 
Twins and added residential density in the 
downtown core. The Downtown Council didn’t 
build those things, but its authors say the plan 
helped establish the vision and encourage oth-
ers to take action.

This year’s plan will differ from previous 
ones because it will be less specific about sites, 
said Sam Grabarski, CEO and president of the 
Downtown Council. “We plan to identify the 
things and let the marketplace work out the 
details of location,” he said.

It may be more ambitious than other plans 
in some ways, too. “There’s a very good chance 
that this plan will be the first one in 50 years to 
suggest that [downtown’s] epicenter is no lon-
ger at the corner of Nicollet Mall and [South] 
Seventh [Street],” Grabarski said, adding that it 
may be shifting closer to the Mississippi River 
or more toward Hennepin and First avenues.

The plan also will address the future of the 
Metrodome area, Grabarski said. If the Vikings 
build a stadium anywhere else, there’s enough 
land there to build a neighborhood that could 
double the downtown population over the 
next 20 years.

who’s who?
John Griffith, executive vice president of 

property development at Target Corp., is chair-
ing the steering committee in charge of the 
2025 plan. Griffith and Target’s involvement 
in the process is “a full flowering of Target’s 
awareness of its role in the city,” Grabarski said.

Griffith’s right-hand man for the project is 
Bob Parr, a Ryan Cos. US Inc. senior devel-
opment executive who is taking a six-month 
leave of absence to oversee the process.

Ryan often builds for Target, and Griffith 
used to work for Ryan, so they’ve worked to-
gether before. Parr helped develop several 

downtown projects, including Target’s head-
quarters, U.S. Bancorp Center and Capella 
Tower. 

Parr’s experience is an asset to the process 
by keeping everyone informed of the progress 
and helping the various committees develop a 
cohesive vision, Grabarski said.

Parr is working out of Target’s headquarters, 
and the retailer is paying his salary for the six to 
eight months of the project.

The five subcommittees have met a few 
times per month since November. The plan 
should be wrapped up by July 1 and published 
shortly after that. The Downtown Council is 
forming a committee to annually review prog-
ress on the plan, which Grabarski said he will 
consider his organization’s job description for 
the next two years.

The Downtown 2025 plan matters “because 
of the people behind it,” said Caren Dewar, ex-
ecutive director of the Urban Land Institute’s 
Minnesota chapter. “Reports gather dust when 
they don’t have the leadership behind it and 
aren’t focused on outcomes,” Dewar said.

The Minneapolis 2025 plan, on the other 
hand, is an implementation strategy that has 
buy-in from downtown leadership and will be 
built on national best practices, Dewar said. 
“When you engage the private sector, you get 
a focus on outcomes in time frames that are 
geared towards results.”
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CommIttee ChaIRs
Steering committee: John Griffith, Target Corp.
Development: Collin Barr, Ryan Cos. US Inc.
Education/Faith/Human Services: Rev. Timothy 
Hart-Andersen, Westminster Presbyterian 
Church, and Christopher Puto, University of 
St. Thomas

Entertainment/Hospitality: Dave St. Peter, 
Minnesota Twins, and Ralph Burnet, Burnet 
Interests

Greening and Public Realm: David Wilson, 
Accenture

Transportation and Transit: John Wheaton and 
Charles Ferrell, Faegre & Benson 

CoRneRstone: Aims to be a big-cap leader

large-cap growth stock picker.
With Frauenshuh’s blessing, Wyatt made 

an offer to portfolio manager Tom Kamp, 
who at the time oversaw more than $13 bil-
lion in assets while managing Alliance Capital 
Management Corp.’s Minneapolis office.

“Quite to my surprise, he agreed.” Wyatt said.
But Kamp’s clients didn’t follow him to the 

startup, leaving Wyatt and Kamp to build the 
firm’s business from the ground up.

“It was obviously quite a transition,” said 
Kamp, now Cornerstone’s president and chief 
investment officer. “I used to trade more mon-
ey on an average day than what I managed 
when I first joined Cornerstone. It was embar-
rassing how small my first trades were.”

Since Kamp’s 2006 arrival, the firm has grown 
from five employees to 13, including a team of 
analysts and researchers, and has attracted new 
clients with its above-average performance. 

Cornerstone now manages accounts of 
at least $25 million for institutional inves-
tors, which include public companies such 
as Boeing Co. The firm also operates a large-
cap growth equity mutual fund and still serves 
wealthy individuals.

“We’ve hung in there, we’ve stuck to our dis-
cipline and we’ve not wavered,” Wyatt said. “It’s 
all about P’s: it’s people, philosophy, process. If 
you get those three right, you’re going to get 
performance.”

“It’s been a very long five years,” Kamp said. 
“I certainly didn’t anticipate the depth of the 
downturn we went through in 2008. We not 
only survived that downturn, which caused 
many people to go out of business in our in-
dustry, but we achieved what look like top 
quartile numbers.”

Kamp attributes the success to sticking with 
the firm’s “eclectic” and “opportunistic” invest-
ment philosophy, even as investors cooled on 
large-cap growth as an investment strategy. 

The firm puts less emphasis on a company’s 
past performance and more on current factors 
that will drive a company’s growth, Kamp said, 

adding that “perception gaps” between a com-
pany’s earning potential and the market con-
sensus is where the money’s made.

Frauenshuh said the firm lost “very few cus-
tomers, if any” when the market crashed in 
2008 because of the relationship they had with 
the firm. “They trusted when Tom said it would 
come back,” he said. “Patience is better than 
just making knee-jerk decisions.”

Frauenshuh said his investment in the firm 
has grown by a factor of at least 10, as has the 
firm’s value. He declined to disclose details, but 
said he expects the growth to continue.

“With the track record and integrity of the 
principals, I think we’ll be one of the larger 
large-cap growth firms in the nation. That’s our 
objective,” he said.

Cornerstone manages 20 percent of Boston-
based Alps Advisers Inc.’s $1 billion Liberty 
All-Star Equity Fund, helping it rank in the 
top 10 percent of performers, said Alps Chief 
Investment Officer Bill Parmentier.

“We’ll see what happens with Cornerstone. 
… They’ve got all the ingredients to be a suc-
cessful firm in the long run,” he said.

Cornerstone’s investing process recognizes 
growth before it’s reflected in a company’s 
stock price, setting the firm apart from others, 
he said. “It’s easy to understand these compa-
nies on a superficial level. But you’ve got to roll 
up your sleeves and get deep to understand 
what’s driving the dynamic of change.”
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moRe …
Company: Cornerstone Capital Management Inc.
Business: Investment management for 
individuals, families and institutions

Assets under management: $1.97 billion 
Founded: 1993 
Founder and CEO: Andy Wyatt
President and chief investment officer: Tom Kamp
Headquarters: Bloomington
Web: cornerstonecapital.com 
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