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To our friends:





Subject:  Our Year 2010

After a two-year hiatus, here’s the return of Tri-River’s year end letter.  It’s been quite a year.  The pundits called for marginal stock returns and higher interest rates.  They were wrong on both fronts.  Corporate America’s 2008 and 2009 “adjustments”, or radical downsizing, produced huge earnings increases this year.  Cash in corporate coffers are at record levels.  Hoarding began to ease as acquisitions came back into vogue.  The consolidation trend continues as mid-sized companies find sale as a way to contend with increased regulation. As the economy limps back to health hopefully we’ll see improving markets, although rates are likely to rise.  
There are four wild cards.  State and local governments need to adjust their lavish spending ways.  There could be disruption in the process.  Persistent high unemployment continues to be a drag on the economy.  Small businesses, the heart of employment growth, seem frozen in the headlights of uncertainty.  Finally, the mid-year election has changed the Washington dynamics.  We’ll see how that plays out.  Last but not certainly the least is our ballooning national debt which looms heavily on the horizon. 

Tri-River was not immune to the economic winds.  We continue to maintain a Grand Central office, but on a reduced scale.  Our main operations are now located in Connecticut.  
We have active client retainer based relationships with three early stage internet companies.  Gorilla Toolz (offers a robust vertical social network platform for business applications), VARportal (offers a cloud based vertical community for IT service providers and their suppliers) and Parent Media Group (operates four websites that count as Members parents of young families).  Although we’ve introduced each organization to possible equity sources, our primary activity is to help each establish strategic relationships with big brand companies with compatible customer profiles.


We’ve also been active with buyside activities in more traditional areas – mortgage banking, banks, commercial finance lenders, distressed residential mortgage portfolios, etc.  The environment is one of large bid and ask differences, a mismatch between buyers view of value and seller hopes.   With an improving economy the gap will hopefully narrow.

I continue to be active on three boards: Sun Healthcare Group (SUNH), Sabra Healthcare REIT (SBRA) and Frederick’s of Hollywood Group (FOH).  Sabra was  spun out from Sun Healthcare to enhance shareholder value.  It will be an active medical property acquirer.  Frederick’s continues its evolution with an executive team that has implemented a less is more gameplan with new merchandising and licensing initiatives to drive the ongoing turnaround.

We appreciate your support.  As always your input is appreciated.  









Milton J. Walters
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