
• 
Deborah Danielson, Barron's sixth-ranked 
advisor in Nevada, has a thick passport 
and an open mind when it comes to investing. 

A Well--Traveled Advisor 
by Steve Garmhausen 

(The following has been excerpted.) 

Deborah Danielson will soon visit 
Uganda and Rwanda, bringing to 88 
the number of foreign countries in 
which she has stepped foot. "I've al
ways said, you can't have a narrow 
mind if you have a thick passport," she 
says. 

Danielson, 62, certainly has an open 
mind when it comes to investing . She's 
currently embracing outside-the-box 
plays such as structured notes and 
emerging market debt. 

Over a nearly 36-year career, the 
Las Vegas native's approach has helped 
her build a $521 million practice. With 
her team of 11 Danielson serves 270 
households, and she is Barron's sixth
ranked advisor in Nevada. 

Danielson dreamed from an early 
age of being a financial advisor, but 
her enthusiasm at first outstripped 
her knowledge of how the industry 
works. Back in 1981, she was halfway 
through the Certified Financial Plan
ner training program, only to discover 
she couldn't sit for the securities exam 
without being sponsored by a bro
ker-dealer. 

As it happens, she met Robert Ritz
man, the founder of broker-dealer Pri
vate Ledger, at a conference shortly 
thereafter. "He was so taken with my 

combination of am
bition and naivete 
that he sponsored 
me," she says. 

Within a few 
years, she had her 
securities license 
and set up a solo 
office. "I have not 
looked back since," 
she says. 

DANIELSON WAS 

THE Fl RST WOMAN 

in Nevada to be cer
tified as a financial 
planner, and she re
members many in the male-dominated 
industry dismissing her at first-a poor 
judgment in retrospect. 

Her career started at Ritzman's 
Private Ledger, which in 1989 would 
merge with another small brokerage 
to create LPL Financial, now the 
largest independent broker-dealer 
in the country. She has been with the 
firm her entire career. 

An outside-the-box investment 
that's working for Danielson and 
her clients is emerging market debt. 
Very simply, at a time when clients 
need income, such debt is paying 
more interest than comparable U.S. 
debt. 
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WORLDLY Danielson has visited 
86 foreign countries. Next up 
are Uganda and Rwanda. 

The Strategy 
Location: las Vegas 
Clients: 270 households 
Typical Account: $2 million 

Two outside4the·bo)( investments 
that Danielson favors now are 
two-year structured notes and 
emerging market debt. 

Stocks 60% 

Bonds 22'/o 

- Alternatives 18% 

(over 71lease) 
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