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Seeks Growth & Capital Preservation (Performance (%) as of 6-30-2022)

The performance data quoted represents past performance and does not guarantee future results. Current performance may be lower or higher. Periods over 
one-year are annualized. Please reference the GIPS Report which accompanies this commentary.

The commentary is not intended as a guarantee of profitable outcomes. Any forward-looking statements are based on certain expectations and assumptions that 
are susceptible to changes in circumstances.

All company-specific information has been sourced company financials as of relevant period discussed. 
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Qtr  YTD  1 Yr  3 Yr  5 Yr  10 Yr  Inception  

Polen Focus Growth (Gross) -23.78 -33.98 -28.59 7.35 12.91 14.36 14.23 

Polen Focus Growth (Net) -23.94 -34.25 -29.08 6.76 12.33 13.77 13.26 

Russell 1000 Growth -20.92 -28.07 -18.77 12.58 14.30 14.80 10.70

S&P 500  -16.10 -19.95 -10.60 10.61 11.31 12.96 10.43

• The Focus Growth Composite Portfolio (the 
"Portfolio") returned -23.78% gross and -23.94% net 
of fees, respectively, in 2Q versus the -20.92% decline 
for the Russell 1000 Growth Index and -16.10% for 
the S&P 500. The sell-off that began in 4Q'21 and 
continued into 1Q'22 accelerated this past quarter.

• Concerns about inflation and rising interest rates 
continued, especially as the Federal Reserve began 
raising rates. As we exited the quarter though, the 
bigger concern seemed to be about the possibility 
and severity of a looming recession.

• During the period, the top absolute contributor was 
MSCI, which we exited and redeployed the proceeds 
into what we view as more compelling businesses like 
Adobe. The bottom absolute contributors during the 
quarter were Amazon, Airbnb, and Netflix. 

• Most of the market sell-off we have witnessed over 
the last nine months has more to do with a re-setting 
of valuations based on interest rate expectations, in 
our view. 

• Going forward, particularly if we remain in a more 
difficult economic environment, we expect to see the 
resilience of revenue and earnings growth rise in 
importance in a more growth-challenged world.
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Commentary

The Focus Growth Composite Portfolio returned -23.78% gross 
and -23.94% net of fees, respectively, in 2Q versus the -20.92% 
decline for the Russell 1000 Growth Index and -16.10% for the S&P 
500. The sell-off that began in 4Q'21 and continued into 1Q'22
accelerated this past quarter. Using the S&P 500 as a proxy for
the U.S. market, the current magnitude of the downdraft has
been 3x faster than the bursting of the tech bubble in 2000-02.
Concerns about inflation— recently running above 8%1—and rising
interest rates continued, especially as the Federal Reserve began
raising rates by 25, 50, and 75 basis points in March, May, and
June, respectively. The Federal Reserve is clearly trying to clamp
down on inflation by raising the cost of borrowing, and the central
bank expects to continue with aggressive rate hikes through the
rest of this year.

As we exited the quarter though, the bigger concern seemed to be 
about the possibility and severity of a looming recession, which 
would not be surprising after a period of high inflation and higher 
interest rates. Indeed, the yield on the 10-year Treasury note hit a 
high of nearly 3.5% in mid-June (up from about 1.5% only a few 
months ago) but has since retreated below 3% at the time of this 
writing.  It appears, at least when looking at the bond market, 
that inflation and higher rates may cause less demand for 
products and services. If this does occur, inflation itself would 
likely begin to ease, and interest rates might stay relatively low. 

In last quarter's commentary, we discussed the negative impact 
on the share prices of "long-duration equities" from the quick rise 
in interest rates. Companies with more of their market value 
derived from future free cash flows are most susceptible to 
valuation impacts from an abrupt change in interest rates. Many 
of these companies, particularly those that are digitally focused, 
such as digital advertising businesses like Alphabet and Meta and 
e-commerce businesses like Amazon, have been robust stock
market outperformers for years. During the pandemic, they saw
their revenue growth accelerate, and as the world reopened, their
revenue growth slowed considerably. The rate-induced selling that
we have seen in these types of businesses seems to have been
magnified by the shorter-term revenue growth slowdown these
companies are experiencing in 2022.

In hindsight, it seems clear that many digitally focused businesses 
that were driving secular growth trends pre-COVID had a bigger 
pull forward in demand in 2020 and the first half of 2021 than we 
had expected. Though many of them, including Alphabet, Meta, 
and Align Technology, are growing slower than we would have 
expected this year, which has affected share prices in the short-
term, we do not see a substantial change in the longer-term 
growth rates, market opportunity or earnings power for most of 
them (more on this below). 

We still anticipate nearly 20% annualized 
earnings per share growth from the Focus 
Growth Portfolio over the coming five years. 

It is possible that the U.S. has already entered a recession. 
Recessions are normal. Economies don't grow all the time. The 
U.S. economy has strong underlying foundational properties that 
have allowed it to grow at an incredible rate for almost two and a 
half centuries. Still, there have been and will continue to be 
periods of negative GDP growth from time to time. Many 
companies must retreat and cut investments in talent, product 
development, marketing, and other areas during periods of 
economic weakness. Most companies either have little 
product/service differentiation versus competitors, in our view, or 
offer products and services that their customers do not deem as 
essential. As a result, demand for their products and services 
tends to be tied closely to the health of the overall economy. 
These types of businesses need to conserve cash when times are 
tough because their revenue and margins contract when the 
economy contracts. 

In our experience though, there is a much smaller group of 
companies—the companies we look for and seek to invest in— that 
are typically far more resilient. We believe they can continue to 
grow revenue and earnings even when economic growth pauses or 
temporarily contracts. These are companies that, according to our 
research, have strong competitive advantages, differentiated 
products and services, secular growth prospects, and cash-rich 
balance sheets. These characteristics generally allow our Portfolio 
companies to continue to invest during these tougher times, 
further widening their competitive advantages while most others 
are conserving and contracting.

Most of the market sell-off we have witnessed over the last nine 
months has more to do with a re-setting of valuations based on 
interest rate expectations, in our view. 

Going forward, particularly if we remain in a
more difficult economic environment, we 
expect to see the resilience of revenue and 
earnings growth rise in importance in a 
more growth-challenged world.

All businesses will be affected by recessions to some degree. Still, 
based on our past experience and the high hurdles we hold our 
companies to, we expect that the growth in our Portfolio 
companies' earnings, vis-à-vis the market, will compare quite 
favorably as they have in other recessions. 

1 U.S. Bureau of Labor Statistics, Consumer Price Index Summary, June 10, 2022
2 U.S. Department of the Treasury, Daily Treasury Par Yield Curve Rates, as of June 30, 2022
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Portfolio Activity

Most of our holdings had double-digit stock price declines during 
the quarter, but we've seen very little change in the long-term 
competitive positions or growth prospects of these companies. As 
such, we have begun to shift weightings a bit within the Portfolio. 
We have sold our position in MSCI outright and have been 
trimming certain of our healthcare holdings that have 
outperformed in this down market, including UnitedHealth Group 
and Abbott Laboratories in the second quarter. We have 
redeployed the cash from these sales into existing holdings where 
we see more compelling values.

Many of these are in our fastest growing and most competitively 
advantaged businesses, like Adobe and Amazon, which we cover in 
more detail below. We are currently witnessing what we see as 
large dislocations in valuations, especially in companies commonly 
classified as faster-growing technology and internet businesses. 
We are already taking advantage of these dislocations. 

Valuation Dislocation Example: Adobe - A dominant, fast-growing 
software company trading at a discount to more challenged, 
slower-growing staples

As an example of a valuation dislocation we've recently taken 
advantage of, we added to our position in Adobe in the second 
quarter. It is now one of our top three holdings at just under 7% of 
the Portfolio. According to our research, Adobe has a near 
monopoly on digital content creation software globally and is a 
highly advantaged digital marketing and analytics business. The 
business continues to grow revenues and profits robustly, even in 
the face of large currency headwinds and macroeconomic 
weakness in parts of Europe. 

We expect the company to continue to grow earnings at a high-
teens or better rate for the foreseeable future on the back of 
robust secular growth tailwinds in digital content creation and 
consumption. Adobe's tools are the de facto standards for various 
applications such as graphics and video editing. In addition, Adobe 
stands to be a leader in providing tools for creators to develop 
aspects of the immersive internet (metaverse) as that develops as 
well. 

Adobe's share price has sold off considerably despite its healthy 
ongoing growth, similar to certain other companies commonly 
classified as technology businesses. It is now valued at less than 
23x consensus 2023 earnings estimates. This is a discount to 
companies like Coca-Cola, Colgate, Clorox, McDonald's, and 
Proctor & Gamble. Each of these consumer staples companies 
could be considered a good business by any unbiased observer. 
Yet, our research tells us that each one is also likely to only grow 
earnings at a single-digit pace because they face more 
competition and sell into more mature markets than Adobe. The 
last time we saw dominant, faster-growing businesses like Adobe

trading at discounts to more challenged, slower-growing 
consumer staples businesses like Coca-Cola was in late 
2008/early 2009 during the Financial Crisis. We are not making a 
market call, but we are starting to see valuation discrepancies 
that we can take advantage of for our Portfolio.

Portfolio Performance

Indiscriminate Selling Example: Airbnb - Unique value proposition, 
large moat, excellent growth, and piling up free cash flow – Stock 
down 40% this year

Airbnb was one of our largest detractors from performance in the 
second quarter. Airbnb is the clear market leader in private rental 
bookings globally, according to market research firm Euromonitor. 
The business is currently firing on all cylinders, with revenue and 
earnings growth well above our expectations and long-term 
estimates. It would be easy to say that it is because as the world 
reopens, people are traveling for the first time in two years, 
providing a short-term benefit to the company. But, Airbnb also 
grew quickly in 2021 when people were still hesitant to travel and 
preferred staying close to home. The company's growth in 2022 is 
not an easy comparison like it is for online travel agencies (which 
are more hotel-oriented), airlines, and hotels. In fact, Airbnb's 
business has outpaced the hotel industry growth by more than 
1,250 basis points per year since 2019, showing far more resilience 
than hotels and online travel agencies. 

Airbnb didn't invent the private rental market, but it developed a 
better offering and helped it scale with robust network effects 
and a system of trust protecting travelers and hosts alike. It has 
diligently removed friction from the marketplace to catalyze 
demand. 

The business model has very high incremental profit margins. 
When the company went public only a year and a half ago, it had 
pretax profit margins on a non-GAAP3 basis of approximately 5% 
by our calculations. This year, those margins should approach 
30%. In addition, the company has generated approximately $3 
billion in free cash flow over the last 12 months. The runway for 
growth in private rental is very long, especially considering that 
hybrid work will likely remain for the long-term, allowing for more 
business/leisure trips that work better in Airbnbs than hotels, in 
our view. 

At the same time, Airbnb's network effect of more property 
listings drives more travelers to make more bookings, which again 
drives more listings. This virtuous cycle helps to create the 
potential for huge barriers to entry for its competitors. As we see 
it, the decline in the stock price year-to-date seems to have little 
to do with the long-term fundamentals of the business. Instead, it 
has more to do with the general sell-off in faster-growing 
technology and internet businesses and short-term concerns 
around how travel might fare in 2023 following a solid 2022. 

3 GAAP stands for Generally Accepted Accounting Principles.
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We agree that Airbnb will have a very tough growth comparison in 
2023, especially if a recession is in store. But, we see many years 
of double-digit growth ahead driven by durable competitive 
advantages and management's persistent investment to make 
booking on Airbnb the first place travelers go for unique and 
differentiated stays. Indiscriminate selling due to macroeconomic 
fears and how they might impact Airbnb's business over the next 
year rather than focusing on the next 5-10 years is the definition 
of missing the forest for the trees, in our view.

The Case for a Large Amazon Weighting

Amazon's revenue growth has slowed materially in 2022, and its 
profit margins and free cash flow have declined precipitously in 
2022. The stock price has declined 35% this year. Despite these 
ominous statistics, we believe the company has widened its value 
proposition and competitive advantages through this COVID-19 
period, and we think the long-term earnings power of this unique 
business is only more favorable over the long term due to the 
investments Amazon has made during this period. 

During the early days of COVID-19, Amazon saw a massive 
increase in demand from its Prime subscribers. It had to not only 
meet this demand but meet it with the one-day/two-day delivery 
service its Prime members have come to expect. Amazon 
struggled to handle the excess demand, especially while trying to 
update health and safety protocols for employees at a massive 
scale and global supply chains were being disrupted. The company 
embarked on an aggressive plan to hire hundreds of thousands of 
people and double the size of its already tremendously large 
logistics and distribution infrastructure in just two years. 

In 2019, the company was already handling nearly $360 billion in 
gross merchandise value (GMV). GMV is the amount of goods sold 
through Amazon in a year, and its infrastructure had some slack 
for growth. In 2020, GMV jumped 44% to $520 billion! GMV 
jumped another 25% in 2021 to $652 billion! This staggering 
growth forced the decision to massively increase the company's 
fulfillment and logistics capacity and headcount. 

Now in 2022, with consumers returning to physical retail stores, 
spending in other areas such as travel, and digesting prior spend 
in certain areas such as home electronics, Amazon's GMV for this 
year will likely be flattish at around the same $652 billion from 
last year. As GMV and revenue growth has temporarily slowed, 
there are significant diseconomies of scale until the company 
grows into the new capacity it has invested in. According to 
Amazon, this dynamic is what has driven margins and cash flow 
down considerably. 

While nothing about the future is certain, we feel very 
comfortable that customer demand for Amazon's products and 
services will continue to grow for many years into the future. In 
turn, this should allow the company to leverage the large 
investments in capacity it has created. We believe this should also 

allow Amazon's profit and free cash flow margins to reach pre-
COVID-19 levels and ultimately expand beyond that as the 
business continues to scale. 

The investments Amazon had made through the pandemic have 
led to significant volatility in revenue and profits growth. 
However, it has also made it even more difficult, in our opinion, for 
any competitor to try to enter this market and compete at a high 
level. In addition to the fixed-cost leverage from future growth in 
Amazon's first-party retail business, Amazon has natural margin 
expansion available as the fastest-growing parts of the company 
are also generating higher margin than its online stores, namely 
Prime, Amazon Web Services (AWS), and Advertising. 

We think Amazon has a unique value proposition to consumers 
and merchants, extremely durable and widening competitive 
advantages, exceptional long-term earnings growth, a culture of 
innovation, and now an exciting valuation. We recently increased 
our position to 11.5%, making it our largest Portfolio holding.

Revisiting Netflix – We See Light in the Darkness, 
but Still Much Wood to Chop

In our last quarterly commentary, we believed that the slowdown 
in Netflix's subscriber growth was most likely due to the 
reopening of the economy post-COVID-19 and not a competitive 
or maturation issue. We came to this conclusion because churn 

remained quite low (which was unlikely if there was a competitive 
problem), and the slowdown was broad-based by geography. To 
us, this likely meant that maturation was unlikely as even 
countries with low streaming penetration were seeing the same 
slowness in new users as those that were more mature.

Soon after our writing, though, Netflix again warned that net new 
subscriber additions would be negative (fewer new subscribers 
than those churning off). They also disclosed for the first time 
that there are over 100 million households globally (including 30 
million in the U.S. and Canada) that use Netflix but don't pay for 
it by sharing someone else's password. This is a much larger 
number than we expected and indicates that maturation is a real 
issue, especially in the U.S. and Western Europe. 

In the intermediate term, we believe that the addressable market 
for Netflix is the roughly 450 million homes with smart TVs, often 
the preferred method for watching long-form video. In the longer 
term, the market could be closer to the one billion households with 
broadband internet access (excluding China). Watching on 
laptops and mobile devices can also be a good experience for 
many, and over a long enough period, we would expect these 
households without smart TVs today will eventually own at least 
one. With the new disclosure though, Netflix is already reaching 
roughly 320 million of the 450 million smart TV households (220 
million paying households plus 100 million non-paying password 
borrowers), which is the better metric for the medium-term 
addressable market.
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While we are not enthusiastic about the company being much 
further along in its subscriber adoption journey than we previously 
thought due to excessive password-sharing, the potential for 
monetizing these users remains intriguing. An obvious positive is 
that these 100 million households already use and seem to enjoy 
Netflix. But the big question is, how can you extract value out of 
them if they have been unwilling to pay for a subscription? 
Certainly, there are many reasons why people borrow subscription 
passwords. 

Netflix, in response to the slowdown in growth, has said it will 
embark on two new strategies. First, it intends to stop allowing 
account holders to share their passwords without some payment. 
Second, the company plans to introduce a lower-cost subscription 
that also presents users with advertisements to extract value for 
the company while offering a more cost-effective plan for 
consumers. It remains unclear just how effective these two 
strategies will be as the details of both have not yet been 
articulated. But, interpreting the thoughts management has 
provided thus far, we expect a few different options are on the 
table and that this will involve a good amount of trial and error. 

Netflix doesn't want to cut off people that are borrowing 
someone's password. They want to be able to keep them viewing 
and allow for passwords to be shared for a fee (likely well below a 
full subscription fee). The ad-supported model could be free with 
ads or a low-cost subscription with ads. And, it may be different 
by geography as some markets are far more price sensitive than 
others. It will be very important that Netflix thread the needle 
properly to not alienate users and not incentivize too many of 
them to trade down to cheaper subscriptions. 

In our view, we'd like to see the company use advertising not only 
to bring new subscribers to the service but also to monetize 
shared passwords. Forcing new fees on subscribers to pay for 
password sharing is likely to introduce friction and negative brand 
equity at a time when consumers' wallets are already stretched. 
But, introducing ads to those who are borrowing passwords and 
not paying does not financially burden the subscription owner and 
still allows the borrower to watch Netflix without an out-of-
pocket expense. This could be a win-win that should also provide 
significant incremental revenue to Netflix. 

While advertisements can feel inconvenient for some, we think 
most people accept the trade-off between lower out-of-pocket 
costs and seeing ads, particularly as ads become more relevant 
and engaging over time. The vast majority of linear T.V. and 
almost all streaming companies now offer ad-supported models 
that most consumers accept. If someone does not like seeing ads, 
the full subscription price option without ads will remain. The 
advertising model can be lucrative. Hulu alone generated over $2 
billion in advertising revenue in 2021 with a much smaller and less 
engaged user base than Netflix. 

We believe that as we exit 2022, Netflix will likely be growing its 
user base again on the back of a new, rich content slate and easy 
comparisons with the tough 2022 period. They will also be 
launching new monetization schemes, especially advertising plans 
that could open incremental revenue opportunities. That said, 
there is still much work to be done, and it's not as if competition is 
getting any less intense. We still need more information from the 
company to better understand their new monetization strategies, 
but we feel that the market has already priced in a dire situation 
when there is potentially light at the end of the tunnel. 

There is much wood to chop for Netflix management, but we are 
being patient as we see opportunity. Most importantly, we 
continue to see a service enjoyed by over 300 million people 
worldwide that is difficult for competitors to match on a global 
scale. This is especially true for the large and important original 
programming category, an area where Netflix still has a clear lead 
in viewership time versus all competitors, including in the U.S., 
where competition is the fiercest. We have seen plenty of 
examples of weak products and services failing to monetize, but 
we have not seen many examples of unique products and services 
that are globally scaled with hundreds of millions of engaged 
users failing to receive fair value from those who consume, even if 
it takes longer than expected to get there.
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Outlook

We have seen unusual volatility and surprising downside 
performance in share prices of many of our holdings despite what 
we believe are businesses with strong competitive advantages 
and growth prospects. The confluence of macroeconomic issues 
(inflation, interest rates, recession risks, etc.) and the post-
COVID-19 reverberations across industries (difficult comparisons 
and capacity utilization after large investments) have made for a 
challenging year so far. That said, our team has been methodically 
examining each of our holdings, assessing the durability of 
competitive advantages and growth prospects. 

We are disciplined in adhering to our 
investment philosophy but also 
dispassionate when it comes to stock 
price movements. 

Our research indicates that the vast majority of our holdings are 
executing well on their strategic paths and growth initiatives, and 
we feel confident in the ability to generate mid-teens or better 
earnings per share growth over the coming five years. We are also 
evaluating new potential investments as valuation dislocations 
are occurring across our investible universe. 

Thank you for your interest in Polen Capital and the Focus Growth 
strategy. Please feel free to contact us with any questions or 
comments.

Sincerely, 

Dan Davidowitz and Brandon Ladoff

Experience in High Quality Growth Investing

Dan Davidowitz, CFA 
Portfolio Manager & Analyst 
23 years of experience

Brandon Ladoff 
Portfolio Manager & Director of Sustainable Investing 
9 years of experience
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GIPS Report

Polen Capital Management
Focus Growth Composite—GIPS Composite Report

UMA Firm Composite Assets Annual Performance Results 3 Year Standard Deviation

Year 
End

Total 
($Millions)

Assets 
($Millions)

Assets 
($Millions)

U.S. 
Dollars 

($Millions)

Number 
of 

Accounts

Composite
Gross (%)

Composite
Net (%)

S&P 500
(%)

Russell 
1000 G 

(%)

Composite 
Dispersion 

(%)

Composite 
Gross (%)

S&P 500
(%)

Russell 
1000 G 

(%)
2021 82,789 28,884 53,905 14,809 2387 24.71 24.04 28.71 27.61 0.3 17.25 17.17 18.17
2020 59,161 20,662 38,499 12,257 1904 34.64 34.00 18.40 38.49 0.4 18.16 18.53 19.64
2019 34,784 12,681 22,104 8,831 939 38.80 38.16 31.49 36.40 0.3 12.13 11.93 13.07
2018 20,591 7,862 12,729 6,146 705 8.99 8.48 -4.38 -1.51 0.2 11.90 10.95 12.12
2017 17,422 6,957 10,466 5,310 513 27.74 27.14 21.83 30.22 0.3 10.66 10.07 10.54
2016 11,251 4,697 6,554 3,212 426 1.72 1.22 11.96 7.09 0.2 11.31 10.74 11.31
2015 7,451 2,125 5,326 2,239 321 15.89 15.27 1.38 5.68 0.1 10.92 10.62 10.85
2014 5,328 1,335 3,993 1,990 237 17.60 16.95 13.69 13.06 0.2 10.66 9.10 9.73
2013 5,015 1,197 3,818 1,834 245 23.77 23.07 32.39 33.49 0.3 11.91 12.11 12.35
2012 4,527 889 3,638 1,495 325 12.43 11.75 16.00 15.26 0.1 16.01 15.30 15.88
2011 2,374 561 1,812 556 171 9.04 8.25 2.11 2.63 0.2 15.98 18.97 18.01
2010 1,181 322 860 316 120 15.65 14.70 15.06 16.72 0.2 20.16 22.16 22.42
2009 626 131 494 225 120 39.71 38.50 26.46 37.21 0.3 16.99 19.91 20.01
2008 266 10 256 137 112 -27.81 -28.42 -37.00 -38.44 0.3 15.26 15.29 16.63
2007 682 - 682 491 149 10.78 9.86 5.49 11.81 0.2 8.36 7.79 8.66
2006 730 - 730 524 219 15.00 14.04 15.80 9.07 0.1 7.25 6.92 8.43
2005 1,849 - 1,849 945 419 -0.53 -1.43 4.91 5.26 0.2 8.08 9.17 9.67
2004 2,017 - 2,017 1,124 665 8.72 7.76 10.88 6.30 0.2 10.08 15.07 15.66
2003 1,617 - 1,617 907 513 17.73 16.67 28.68 29.75 0.7 12.98 18.32 22.98
2002 970 - 970 518 407 -6.69 -7.53 -22.10 -27.88 0.9 13.15 18.81 25.58
2001 703 - 703 408 289 -4.61 -5.50 -11.89 -20.42 1.0 13.58 16.94 25.56
2000 622 - 622 359 236 -3.50 -4.44 -9.10 -22.42 0.7 16.52 17.67 23.11
1999 640 - 640 377 228 23.89 22.65 21.04 33.16 0.6 18.27 16.76 19.27
1998 418 - 418 257 202 31.61 30.19 28.58 38.71 0.7 17.95 16.23 18.15
1997 252 - 252 145 158 37.14 35.63 33.36 30.49 0.9 13.17 11.30 12.79
1996 140 - 140 89 118 31.94 30.40 22.96 23.12 0.7 10.61 9.72 10.49
1995 70 - 70 45 61 48.07 46.33 37.58 37.18 1.0 9.72 8.34 9.26
1994 32 - 32 17 27 10.13 8.96 1.32 2.62 1.6 - - -

Total assets and UMA assets are supplemental information to the GIPS Composite Report.
While pitch books are updated quarterly to include composite performance through the most recent quarter, we use the GIPS Report that includes annual 
returns only. To minimize the risk of error we update the GIPS Report annually. This is typically updated by the end of the first quarter.
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GIPS Report

The Focus Growth Composite created on January 1, 2006 with inception date 
April 1, 1992 contains fully discretionary large cap equity accounts that are not 
managed within a wrap fee structure and for comparison purposes is measured 
against the S&P 500 and the Russell 1000 Growth indices. Prior to March 22, 
2021, the composite was named Large Capitalization Equity Composite. The 
accounts are highly concentrated and unconstrained with regard to the number 
of the highest-conviction positions (i.e., positions of greater than 5%) comprising 
the portfolios. Polen Capital invests exclusively in a portfolio of high-quality 
companies.

Polen Capital Management claims compliance with the Global Investment 
Performance Standards (GIPS®) and has prepared and presented this report in 
compliance with the GIPS standards. Polen Capital Management has been 
independently verified for the periods April 1, 1992 through December 31, 2021. A 
firm that claims compliance with the GIPS standards must establish policies and 
procedures for complying with all the applicable requirements of the GIPS 
standards. Verification provides assurance on whether the firm's policies and 
procedures related to composite and pooled fund maintenance, as well as the 
calculation, presentation, and distribution of performance, have been designed in 
compliance with the GIPS standards and have been implemented on a firm-wide 
basis. The Focus Growth Composite has had a performance examination for the 
periods April 1, 1992 through December 31, 2021. The verification and 
performance examination reports are available upon request.

Polen Capital Management is an independent registered investment adviser. A 
list of all composite and pooled fund investment strategies offered by the firm, 
with a description of each strategy, is available upon request. In July 2007, the 
firm was reorganized from an S-corporation into an LLC and changed names 
from Polen Capital Management, Inc. to Polen Capital Management, LLC.

Results are based on fully discretionary accounts under management, including 
those accounts no longer with the firm. From July 1, 2002 through April 30, 2016, 
composite policy required the temporary removal of any portfolio incurring a 
client initiated significant cash outflow of 10% or greater of portfolio assets. The 
temporary removal of such an account occurred at the beginning of the month in 
which the significant cash flow occurred and the account re-entered the 
composite the first full month after the cash flow. The U.S. Dollar is the currency 
used to express performance. Certain accounts included in the composite may 
participate in a zero-commission program. Returns are presented gross and net 
of management fees and include the reinvestment of all income. Net of fee 
performance was calculated using actual management fees. The annual 
composite dispersion presented is an asset-weighted standard deviation using 
returns presented gross of management fees calculated for the accounts in the 
composite the entire year. Policies for valuing investments, calculating 
performance, and preparing GIPS Reports are available upon request.

The management fee schedule is as follows: 
Institutional: Per annum fees for managing accounts are 75 basis points (.75%) 
on the first $50 Million and 55 basis points (.55%) on all assets above $50 Million 
of assets under management. HNW: Per annum fees for managing accounts are 
150 basis points (1.5%) of the first $500,000 of assets under management and 

100 basis points (1.0%) of amounts above $500,000 of assets under 
management. Actual investment advisory fees incurred by clients may vary.

Past performance does not guarantee future results and future accuracy and 
profitable results cannot be guaranteed. Performance figures are presented 
gross and net of management fees and have been calculated after the 
deduction of all transaction costs and commissions. Polen Capital is an SEC 
registered investment advisor and its investment advisory fees are described in 
its Form ADV Part 2A. The advisory fees will reduce clients’ returns. The chart 
below depicts the effect of a 1% management fee on the growth of one dollar 
over a 10 year period at 10% (9% after fees) and 20% (19% after fees) assumed 
rates of return.

The Russell 1000® Growth Index is a market capitalization weighted index that 
measures the performance of the large-cap growth segment of the U.S. equity 
universe. It includes Russell 1000® Index companies with higher price-to-book 
ratios and higher forecasted growth values. The index is maintained by the FTSE 
Russell, a subsidiary of the London Stock Exchange Group. The S&P 500® Index is 
a market capitalization weighted index that measures 500 common equities 
that are generally representative of the U.S. stock market. The index is 
maintained by S&P Dow Jones Indices. 

The volatility and other material characteristics of the indices referenced may be 
materially different from the performance achieved. In addition, the composite’s 
holdings may be materially different from those within the index. Indices are 
unmanaged and one cannot invest directly in an index.

The information provided in this document should not be construed as a 
recommendation to purchase or sell any particular security. There is no 
assurance that any securities discussed herein will remain in the composite or 
that the securities sold will not be repurchased. The securities discussed do not 
represent the composites’ entire portfolio. Actual holdings will vary depending on 
the size of the account, cash flows, and restrictions. It should not be assumed 
that any of the securities transactions or holdings discussed will prove to be 
profitable, or that the investment recommendations or decisions we make in the 
future will be profitable or will equal the investment performance of the 
securities discussed herein. A complete list of our past specific recommendations 
for the last year is available upon request.

Return 1 Year 2 Years 3 Years 4 Years 5 Years 6 Years 7 Years 8 Years 9 Years 10 Years

10% 1.10 1.21 1.33 1.46 1.61 1.77 1.95 2.14 2.36 2.59

9% 1.09 1.19 1.30 1.41 1.54 1.68 1.83 1.99 2.17 2.37

20% 1.20 1.44 1.73 2.07 2.49 2.99 3.58 4.30 5.16 6.19

19% 1.19 1.42 1.69 2.01 2.39 2.84 3.38 4.02 4.79 5.69

GIPS® is a registered trademark of CFA Institute. CFA Institute does not endorse or promote this organization, nor does it warrant the accuracy or quality 
of the content contained herein.
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