
On the move Personal Finance
Steven Adams
TANIUM
The Emeryville provider of endpoint security and systems management 
appointed Steven Adams chief accounting officer. Previously, he served 
at DreamWorks and DirecTV.

Ronald Bland
UNITED AMERICAN BANK
The San Mateo financial services provider named Ronald Bland to its 
board of directors. He is an insurance broker with over 30 years of expe-
rience in insurance services and group benefits.

Chris Bream
TANIUM
The Emeryville provider of endpoint security and systems management 
appointed Chris Bream chief technology officer. He is former director of 
product security at Facebook.

Jim Clark
SHOPKICK
The Redwood City shopping rewards application that engages people 
with brands named Jim Clark senior vice president of sales. Previously, 
he served at Tapad.

Emiko Higashi
RAMBUS
The Sunnyvale chipmaker named Emiko Higashi to its board of directors. 
Currently, she is the managing director at Tomon Partners.

Brenda Lee
RISESMART
The San Jose provider of services that assist in career transitions ap-
pointed Brenda Lee vice president of customer success. Previously, she 
served at Gyft.

Jeff Maggioncalda
COURSERA
The Mountain View online platform provider for higher education named 
Jeff Maggioncalda chief executive officer. Previously, he served an 18-
year tenure as founding CEO and president at financial engines .

Allison Reid
KIMPTON HOTELS & RESTAURANTS
The San Francisco brand of boutique hotels and restaurants appointed 
Allison Reid chief development officer for the Americas region. She is a 
former executive at Starwood Hotels & Resorts.

Jonathan Rothenberg
GLOBALLOGIC
The San Jose provider of digital product development services named 
Jonathan Rothenberg senior vice president of corporate development 
and mergers and acquisitions. He is a former executive at EXL Service 
Holdings.

Bay Area News Group reports promotions of executives at the vice president level or 
higher. Send notices to svpeople@mercurynews.com. With each announcement, we 
require a photograph in JPEG format. Please upload the image, which should be a head 
shot about 1 megabyte in size, to http://mediafm.mercurynews.com. If this is your first 
time uploading the images, you’ll need to contact the newspaper at 408-920-5088 to 
obtain a pass code.

MAKING A MOVE?

By Brianna Stearns
Cronkite News

WASHINGTON » Phoenix 
resident Elizabeth Medora 
didn’t know her credit 
score until a credit card 
company gave her a credit 
tracker a few years ago, 
and even then she didn’t 
think much about it.

But that changed earlier 
this year when the credit 
tracker alerted Medora to 
fraudulent activity on her 
account from someone try-
ing to open a new credit 
card in her name. She gave 
herself a crash course in 
how to protect herself and 
found out along the way 
how credit scores work.

“In my situation, an in-
quiry put through by a 
scammer dropped my score 
around 5 points,” Medora 
said. “I was able to get that 
taken off, since it wasn’t my 
inquiry, but it did hit home 
with me that every time I 
tried for a credit card … 
that inquiry was hurting 
my credit score.”

A credit score can affect 
everything from the cost of 
a car loan to what you pay 
for your cellphone plan, 
according to consumer 
groups.

The Consumer Federa-
tion of America reported 
last month that while the 
number of people request-
ing at least one credit score 
in a year has risen steadily 
since 2014, the number of 
people who understand 
what that score represents 
to their pocketbooks has 
fallen.

The federation said 
credit scores are often used 
by non-credit service pro-
viders, like cellphone com-
panies and electric utili-
ties, to determine pricing. 
But the number of people 
who were aware of that fell 
9 percent from last year, 
with 59 percent of people 
in a federation survey say-
ing they knew about cell-
phone pricing and 44 per-
cent aware of utility’s use, 

down from 68 percent and 
53 percent, respectively.

“One would think that 
increasing access to one’s 
credit scores would help 
increase knowledge about 
these scores,” federation 
Executive Director Stephen 
Brobeck said in the report. 
“But that apparently has 
not been the case.”

The federation report 
also said that 56 percent 
of the people responding 
to its survey had asked for 
their credit score at least 
once in the past year, up 
from 49 percent in 2014.

But Phillip Day, pres-
ident of the Academy of 
Financial Literacy, takes 
issue with the way the 
federation’s survey was 
constructed and the re-
port’s suggestion that to-
day’s consumers have less 
understanding of what’s 
involved in their credit 
scores.

“Today’s society is much 
more educated on credit, 
credit scores and the credit 
bureaus and how they 
work,” said Day, whose 
organization is based in 
Chandler, Ariz. “The in-
ternet, various television 
commercials and adver-
tisements and free access 
is advertised for free credit 
reports reaching millions 
more about credit scores 
and how they work.”

Renee Beauregard, exec-
utive director of Consum-
ers United Association, 
agreed that credit scores 
are easily accessible online 

but she said few consumers 
take it the next step and re-
late that information with 
a credit report providing 
details about their score.

“Many banks and credit 
unions now provide an 
easy online tool to get 
your credit score with the 
push of a button,” Beaure-
gard said. “So many people 
probably do click on that 
and get the score, but they 
aren’t correlating it with 
their credit report.”

For Medora, seeing her 
credit score jeopardized 
got her to pay attention.

“Keeping track of your 
credit report and score 
will help you get an idea 
of how each change af-
fects you,” Medora said. 
“I knew too many inqui-
ries (for new credit) would 
drop my score, but I didn’t 
know by how many points 
or that just one inquiry 
would change my score un-
til that happened.”

Medora said she regu-
larly checks her score now. 
But suggests that for peo-
ple just getting started us-
ing a tracker to help mon-
itor your credit is OK, 
because it’s “easier to un-
derstand than a full re-
port.” There’s nothing 
wrong about starting with 
the basics, she said.

“Knowledge is definitely 
power when it comes to 
your credit score. Just 
knowing your score is 
a good start so you can 
be aware if it goes up or 
down,” Medora said.
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What’s the score?
People getting credit scores may not understand them
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The Motley Fool

QWhat are “high-
yield” stocks? 
— K.R., Sacramento, 

California

AThey’re stocks that 
pay generous divi-

dends, as expressed by 
their dividend yield.

A dividend yield is 
simply a company’s cur-
rent annual dividend 
amount divided by its 
stock’s current price. 
If Fingernail-on-Black-
board Car Alarm Co. 
(ticker: AIEEEE) pays 
$2 per year (typically, 
it would be $0.50 per 
quarter) and trades for 
$50 per share, its yield is 
4 percent (2 divided by 
50 is 0.04).

Many solid compa-
nies, such as FedEx and 
Nike, sport low divi-
dend yields. Others, such 
as Amazon.com, Face-
book and Alphabet, pay 
no dividend at all. That’s 
not necessarily bad -- it 
just suggests that they 
have better things to 
do with their money, 
such as reinvesting it to 
grow their business. In-
stead of a dividend, they 
might deliver relatively 
rapid stock price appre-
ciation, though that’s 
never guaranteed. Divi-
dends aren’t guaranteed, 
either, but with estab-
lished, growing compa-
nies, they’re rather reli-
able.

For a list of promising 
dividend-paying stocks, 
try our “Motley Fool In-
come Investor” newslet-
ter for free at fool.com/
shop/newsletters.

QCan you explain the 
significance of tu-

lips in financial history? 
I gather something in-
teresting happened with 
them long ago. 

— D.W., Lima, Ohio

AThere was a “tulip-
mania” in Holland 

in the mid-1600s. It’s one 
of the first documented 
cases of a speculative 
investing frenzy, with 
some people even taking 
out loans on their homes 
in order to buy tulip 
bulbs. Prices soared, 
with some bulbs eventu-
ally valued at more than 
the cost of a nice house, 
and then the bubble 
eventually burst, wiping 
out many investors. 

The easiest way to 
avoid such trouble is 
to not invest with bor-
rowed money and to be 
wary of stocks that seem 
to have soared beyond 
reason.

ASK THE FOOL

High-yield 
stocks 101

Picture it: You’re mind-
ing your own business, 
when the phone rings and 
someone you don’t know 
starts urging you to in-
vest in something. That’s 
a “cold call,” and it can be 
dangerous.

You might be informed 
that you’re among the 
“lucky few” to be offered 
a “sure-thing investment.” 
You might even be guaran-
teed that your money will 
“triple within six months!” 
(Of course, you’ll be re-
quired to “Act now!”)

Don’t fall victim to a 
call like that. Remember 
that any investment that 
sounds too good to be true 
probably is. If it were so 
lucrative, no one would 
need to sell it by phone. 
Promises of high returns 
with low risk are likely to 
be broken.

Avoid “inside” tips, be-
cause it’s illegal to pass on 
or act on material that is 
inside information. Steer 
clear of anyone unwilling 
to provide details in writ-
ing. Beware of predicted 
or “guaranteed” profits.

Stocks that cold call-
ers try to sell are of-
ten ones that no one else 
wants, ones that they need 
to unload. This applies 
to initial public offerings 

(IPOs), too. Shares of IPOs 
that people are excited 
about tend to be hard to 
come by, not aggressively 
pushed over the phone.

You can ask any cold 
caller to put you on his 
“do not call” list. You can 
also prevent other trusting 
folks from being conned 
by turning in any hyp-
esters. Take names and 
notes during the call, and 
report anything shady 
to the Securities and Ex-
change Commission (SEC) 
at sec.gov/complaint/se-
lect.shtml. The SEC of-
fers excellent guidance on 
cold-caller restrictions at 
sec.gov/investor/pubs/cold-
call.htm -- for example, the 
caller must give his name 
and the name and contact 
information for his em-
ployer. It offers instruc-
tions for getting on the 
National Do Not Call Reg-
istry, too.

If you’re thinking of in-
vesting with a cold caller, 
think twice or thrice. 
Check out the regulatory 
background of the sales-
person and/or brokerage 
by visiting finra.org/bro-
kercheck or calling 800-
289-9999.

Here’s the simplest solu-
tion for when you’re cold-
called: Just hang up.

Many years ago, my 
husband and I accu-
mulated some money, 
and he asked me to help 
him find a good invest-
ment. Noting the boom 
in computers, printers 
and copiers, I suggested 
a particular paper com-
pany. Because of its tim-
ber holdings, the com-
pany didn’t need to buy 
pulp, as it had its own 
source of raw material. 
We invested our nest egg 
in it. 

Shortly after making 
the investment, the IRS 
changed the tax rules for 
valuing timber, and this 
hurt the company. Then, 
in 1980, Mount St. Hel-
ens erupted, and thou-
sands of acres of the 
company’s timber were 
destroyed. My husband 
no longer asks my opin-
ion on investments. 

— D.D., Silver City,  
New Mexico

The Fool responds: 
Don’t be too hard on 
yourself. Even the best 
investors regret some in-
vestments. It was a mis-
take, though, to put all 

your eggs in just one basket, because even terrific com-
panies can fall on hard times. It’s best to spread your 
assets over perhaps 10 to 15 investments -- or simply 
to park your money in a broad-market index fund that 
will instantly have you diversified. 

You were smart to think about which businesses 
were booming and had promising futures and to look 
for adjacent industries that might grow with them. Pa-
tience is helpful for investors, too. The company re-
planted more than 18 million new trees over seven 
years, and its stock has averaged 7.5 percent annual 
growth since the eruption.

I trace my roots back to the Executive Leasing Com-
pany, launched in St. Louis in 1957 with seven cars. My 
founder started renting cars in 1962, and in 1969, re-
named me in honor of the aircraft carrier he served on 
in World War II. Today I’m a rental giant, with my own 
flagship brand as well as Alamo Rent A Car and Na-
tional Car Rental. I boast more than 7,200 locations 
in more than 90 countries and a fleet of more than 1.8 
million vehicles. I rake in more than $20 billion annu-
ally and am privately held. Who am I?

Last Week’s Trivia Answer
I trace my roots back to 1986 and the Silver King 

Broadcasting Company, which aimed to boost the 
Home Shopping Network’s viewership by buying televi-
sion stations. Before various spinoffs, I housed Expedia, 
Ticketmaster, TripAdvisor and more under my roof. To-
day, based in New York City, I’m a leading media com-
pany with many familiar brands, such as HomeAdvi-
sor, Vimeo, Dotdash (formerly About.com), Dictionary.
com, The Daily Beast, Investopedia and Match Group’s 
online dating portfolio, which includes Match, Tinder, 
PlentyOfFish and OkCupid. Some 500 million people 
visit my sites each month, and I rake in more than $3 
billion annually. Who am I? (Answer: IAC)

WHAT IS THIS THING CALLED THE MOTLEY FOOL?
Remember Shakespeare? Remember “As You Like It”? In 
Elizabethan days, fools were the only people who could get 
away with telling the truth to the king or queen. The Motley 
Fool tells the truth about investing, and hopes you’ll laugh 
all the way to the bank.
Write to us: Send questions for Ask the Fool, dumbest (or 
smartest) investments (up to 100 words) and your Trivia 
entries to Fool@fool.comor via regular mail: The Mot-
ley Fool, 2000 Duke St. 4th Floor,Alexandria,VA 22314. 
Sorry,we can’t provide individual financial advice.

When evaluating drug makers as possible invest-
ments, it’s important to check out their pipelines of 
products in development. It can take a decade or longer 
for a drug to pass all clinical trials and get approved by 
the Food and Drug Administration (FDA), and many 
drugs in development never end up approved for sale. 
Thus, a big pipeline is promising, because it’s likely that 
at least some drugs will make it to market.

For a hefty pipeline, check out the Swiss pharma-
ceutical giant Roche (NasdaqOTH: RHHBY). It sports 
about 150 clinical programs in development, including 
some for combination treatments based on the compa-
ny’s already-approved drugs. Cancer drug Tecentriq, for 
example, is included in more than a dozen studies in 
combination with other drugs. 

Roche also leads its industry with 14 of its drugs in 
development designated by the FDA as “breakthrough 
therapies” — with their early stage clinical data sug-
gesting a vast improvement over existing options. 

Looking beyond 2018, Roche has a potential wave of 
regulatory filings on the way and could submit 25 drugs 
for approval. Among the most notable candidates are 
autoimmune disease drug etrolizumab and two experi-
mental Alzheimer’s disease drugs.

Meanwhile, Roche recently won regulatory approval 
for multiple sclerosis drug Ocrevus. The drug is ex-
pected to generate sales of more than $3 billion.

DUMBEST INVESTMENT 

Volcanic 
Ash

FOOLISH TRIVIA 

Think you know the answer? Send in your guess and you’ll 
be entered in a drawing for a nifty prize!

Name that company

THE MOTLEY FOOL TAKE

A pipeline of potential profits

FOOL’S SCHOOL

Cold calls can burn

THINKSTOCK

E4  BAY AREA NEWS GROUP 001 SUNDAY, JULY 30, 2017 

jlozada
Highlight




