
The VIEW from BURGUNDY

P A G E  O N E

The VIEW from BURGUNDY
M A Y 2 0 0 7

REFLECTIONS FROM THE FUNHOUSE

TOP CORPORATE MANAGERS AND ELITE INVESTORS both

specialize in capital allocation. Whether in the

corporate sector or in securities investments, the most

successful capital allocators follow some surprisingly

similar behaviour patterns. When confronted with an

overwhelming number of investment choices, they step

back, assess the commercial realities they face, and then

define the strategic orbit within which they, or their

organizations, can outperform over the long term.

Success flows from that process. In this View from

Burgundy, we will delve into how the best managers set

such boundaries. Using the same principles, we will

then offer suggestions on how to frame investment

decisions so that better choices can be made.

Legg Mason’s Michael Mauboussin became intrigued

with the success of a small number of securities

investors who had generated excess returns for their

clients over a very long-time horizon.1 He found some

interesting similarities in their approaches: all of these

successful investment firms adhered to a “value”

approach, tended to hold a limited number of stocks,

and held their positions for a long time.

Most “professional investors” do not behave this

way at all. They handle the mind-boggling array of

investment options by spreading their bets widely and

jumping around among holdings at a dizzying pace.

Consider this: the average mutual fund’s annual

turnover is more than 110% today versus only about

20% in the 1960s. And since these funds tend to hold

a large number of positions (more than 100 is

probably normal) this means that, on average, they are

selling and replacing more than two positions per

week. Of course, many managers transact much more

frequently.

Incidentally, clients are not much more disciplined

than their own professional managers. Today, the

average mutual fund holders only keep their units in

a given fund for about 30 months, compared to an

average of more than 10 years in the early 1970s.

Managers and clients alike are constantly distracted by

the noise, the information overload, and the sheer

volume of choices presented by today’s inordinately

complex capital markets.

And these shareholders have a pronounced effect

on the managements of the companies in which they

ephemerally “invest.” With this hyperactivity of

investors has come a demand for short-term gain that

places huge pressures on managements of public

companies to do something, whether that something

is an acquisition, a stock buyback, or a disposition of

assets. Given their normal empire-building instincts,

corporate managers are always trolling for deals and

looking for ways to offer short-term gains to

shareholders. They too face a huge variety of choices,

and they do not always choose wisely.

A recent book focused on the subversive nature of

having too many options and too many opportunities

to choose from. This book, The Paradox of Choice:

Why More is Less, by Barry Schwartz, concludes that

having almost unlimited options encourages people to

make too many decisions, and to feel worse about the

ones they have made. In turn, this propels people to
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change their minds a lot, leading to a vicious cycle of

change and regret. Mr. Schwartz’s book focuses on

daily life and its many decisions, but it has obvious

applications for investors and corporate managers.

From watching Warren Buffett and the other great

investors on Mr. Mauboussin’s list, we know that the

surest way to create wealth is to follow a consistent value

approach. Such investors own a limited number of

high-quality companies for a long time, preferably after

buying them cheap. Yet Mauboussin has concluded that

only about 8% of public funds are

managed in this fashion.2 Why is

this approach practiced so rarely?

The answer,according to Mr.Schwartz,

is that maintaining discipline in a

world of promiscuous choice is really

hard. There are elements of human nature that seem to

militate against intelligent restraint. Superior investors

are doing something that others cannot or will not do.

They are defining and remaining within boundaries,

within which they can outperform over the longer term.

Buffett calls these boundaries a circle of competence.

The Best Investors Stay Within a Circle of
Competence

Staying within a circle of competence implies that

choices will be limited. The outer limits are pretty

clearly defined. No investor can be all things to all

people, nor is anyone capable of valuing all

securities. Investing money without investing

adequate time to truly get to know the inherent

risks will often lead to permanent capital losses.

Staying within a circle of competence forces focus

on a limited number of investments and leads to the

steady accumulation of knowledge about a business

and its inherent risks. As the value investors on

Mr. Mauboussin’s list have shown, this necessarily

long-term approach can be a recipe for great long-

term returns.

What behavioural issues make value investing so

difficult?  There are several, all of which flow from the

many paradoxes that define human nature. At one

extreme the human mind is unique in the animal

world for its ability to plan for the future. This has

allowed for huge advances, technological and

otherwise, and it has also given us an imagination,

which differentiates humans from

others in the animal kingdom.

On the flip side, our brain is

poorly designed when it comes to

dealing with fast-changing capital

markets. Humans can be at the

same time overconfident and paralyzed by uncertainty.

Our physical response to stress, which manifests itself as

fight or flight panics when faced with surprise, has

evolved to prepare us for the short term. The human

mind’s systematic contradictions cause most of us to fail

when making long-term decisions in conditions of

uncertainty.

So nearly everyone has a time horizon that is too

short to deal intelligently with the capital markets.

Most market participants chase the same “timely”

investments, whose popularity bids up their prices.

Low subsequent returns are the result. Cheap stocks

get cheap precisely because they are unpopular.

Since there is rarely an obvious catalyst to close the

gap between intrinsic value and price, the timing of

value realization is unpredictable. Value investing is

a get-rich-slow approach that rewards patience

above all, a quality that human nature ensures is in

short supply.

P A G E  T W O

MAINTAINING

DISCIPLINE IN A WORLD OF

PROMISCUOUS CHOICE

IS REALLY HARD.
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Value investing is also unpopular because it comes

with social pain. The best investors all concur that being

in a small minority is necessary for an investment to be a

big win. Yet human evolution has programmed us to feel

unsafe and uncomfortable when we are alone, and most

people cannot stand to remain that way for long. It is

infinitely more comfortable to be part of a crowd than to

be alone. Again, we see an intense pressure towards the

short term.

In addition, most investment firms that adopt the

value discipline assume a lot of business risk because

so many clients and potential clients compare short-

term performance to an index or other benchmark.

Value investors’ portfolios look nothing like an index,

so there are inevitably periods of time when the

investment results do not compare well to the

benchmark. And the end-date sensitivity of returns

means that most clients can deceive themselves into

believing that a manager has done badly for a long

period, when it may be only one poor year relative to

the index that distorts the returns. A lot of business

can be lost in such years and the principals of most

investment firms conclude that the cost of a long-term

time horizon is simply too high to bear.

Human nature being what it is, defining and remaining

within a circle of competence is much harder than it

looks. The necessary disciplines, such as long-time

horizons, a willingness to undergo social ostracism, and

acceptance of lost business in “out periods,” are too

difficult for most investors to follow. That is why value

investing is practiced by only a minority and why the

long-term payoffs are so great.

The best corporate managers tend to apply a lot of

the same disciplines as value investors do. They set and

stay inside boundaries for the company’s activities. But

these boundaries are to some extent naturally dictated

by the company’s business position. The rough

boundary is defined by the barriers to entry that a

business possesses.

The Best Companies Use Barriers to Entry to
Define Their Circle of Competence

Barriers to entry are structural forces that prevent new

competitors from entering a market and eroding

profitability. Warren Buffett calls it a moat around the

business. Companies operating in this protected

position are able to generate high returns by doing

things that competitors cannot or will not do, much like

the circle of competence used by the best investors.

Although there are important similarities between

the two circles, there are also differences. Note the

defensive implications of the words “barriers” and

“moats.” While the implication of a circle of

competence is one of staying inside, a barrier to entry

implies keeping threats out, since it is in the nature of

capitalism to erode entry barriers and eliminate excess

profits in most circumstances. Investors need the

discipline to stay within a circle defined by their

understanding of economics and businesses; the

corporate managers need the discipline to stay within

an economic fortress defined by their business. So the

two are mirror images of each other, where the mirror

is slightly curved, like those found in the funhouse at

a carnival.

The best CEOs of companies with moats share a

critical insight: a durable barrier to entry is a scarce

and extremely valuable asset. There is an important

corollary – don’t stray outside the moat. Because

competitive advantage only exists in areas inside the

moat, investments outside the moat face a high risk of

failure. Yet business history is rife with tales of

companies that have wasted the shareholders’ money

making undisciplined forays across the drawbridge.

(Just think of Time Warner’s catastrophic merger

with AOL, or BCE’s disastrous acquisition of

P A G E  T H R E E
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Teleglobe.)  The same behavioural issues plaguing

investors are evident.

Most investors and CEOs alike, being human, default

towards behaviour with a focus on the short term. Just

as investors are under pressure from competitors,

clients, brokers, and consultants to participate in booms

and diversify beyond the circle of competence, managers

are under pressure from short-term shareholders,

investment bankers, and competitors to do something.

Too often that “something” involves making dramatic

strategic moves outside the

moat. Moreover, with the

tenures of corporate leaders

getting shorter every year, there is

an intense pressure to cash in

during this brief period at the top.

As a result, the behaviour of CEOs

often reflects that of typical high-turnover professional

investors. These shareholders get the CEOs they deserve,

and vice versa.

The appropriate time horizon for an owner is

forever. We have often seen the best long-term

corporate performance come from family-controlled

companies, where the CEO is fully aware of this

enduring planning horizon. The typical hired-gun

manager, like the typical investor, is under

tremendous temptation to behave very differently.

In our experience, they do not often resist the

temptation successfully.

At that small minority of investment firms and

companies that consistently outperform the long-term

averages, the leaders resist these pressures in a similar

way. They define and remain within a circle of

competence. The best investment firms use a value

approach to set the boundaries, while the CEOs of the

best companies use barriers to entry to outline their

limits. Adopting this discipline is the only way to ensure

that a long-term planning horizon will be used.

So the key to having the patience to make long-term

decisions is discipline. In that way, companies and

investors are linked. Company CEOs need patient

investors who give them the time for long-term

decisions to bear fruit. And investors need patient

CEOs to make the tough decisions in the best long-

term interest of the owned companies. From this

virtuous circle investment success can follow.

We have mentioned Mr.

Schwartz’s book The Paradox of

Choice before. His focus is the

problem of intelligent decision

making under conditions of

minimal constraint, and the

psychological effect of that “free choice” environment on

most people. His book looks at the modern American

consumer as the avatar of this trend, and places widespread

feelings of helplessness, depression, and self-blame

squarely at the door of an environment that provides too

many choices. He concludes his book with a number of

decision rules to help people deal with their complicated

daily lives. We found several of his decision rules so

applicable to the world of corporate and securities

investing that we adapted them for this article. The four

that are most germane to our theme are included here.

1. Learn to love self-imposed constraints. Most people

might be surprised by this rule since they may feel

that value investors must have unrestricted access to

any area where value can be found. But the success

of the best investors and CEOs is achieved within

very stringent, self-imposed constraints. Mr. Schwartz

classified these constraints in several categories: in

declining order of stringency, they are rules,

standards, and presumptions.

MOST CEOS AND

INVESTORS DEFAULT TOWARDS

BEHAVIOUR WITH A FOCUS ON

THE SHORT TERM.
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One rule comes before all others. Never invest

outside the circle of competence. This rule is self-

perpetuating, since it forces the manager to define the

circle of competence carefully. For corporate managers,

the rule should be to focus as much as possible within

the moat around the business.

An example of standards would be the constraints

under which Warren Buffett invests. He uses not only

stringent standards of barriers to entry and high returns

on capital, but also assessments of management

character and capabilities that he is

uniquely equipped to make.

Simply by stating at the outset that

his minimum standards do not

include lower quality, marginally

profitable, or outright speculative

companies, Buffett is left with far

more time to spend learning about the outstanding

businesses that make the cut.

A corporate minimum standard might be to

undertake no investments that earn less than the cost of

capital, using extremely conservative assumptions.

While not rocket science, this management discipline is

about as rare as outstanding companies, which suggests

it is worth thinking about.

For a corporate manager, a presumption might be

that since acquisitions generally subtract value, none

will be made. Since presumptions are less restrictive

than rules, they leave more room for exceptions. In a

rare case, such as an in-market merger that builds

economies of scale, an acquisition may be an excellent

opportunity.

A presumption for an investor may be that what he

already owns and knows well is a better investment

than something new. Again, this presumption can be

abandoned when valuation or opportunity dictate, but

it is a useful starting point.

2. Be a Chooser, not a Picker. Mr. Schwartz states that

“choosers are people who are able to reflect on what

makes a decision important, on whether, perhaps, none

of the options should be chosen, and on whether a new

option should be created.” 3 Every investment decision

should be important, and they will be if investors

restrict the number of decisions.

Warren Buffett has said that everyone should make

their investment choices as if they were only allowed

to make 20 investment decisions in a lifetime.

Choosers are like baseball players

who can take the time to sit back

and wait for the fat pitch. After

they “swing” and make the

investment under the most

favourable possible conditions,

their only job is to continue to

learn about the business in which they have invested,

keeping a wary eye on competitors, regulators, and

customers for signs of eroding barriers to entry. This

monitoring is not nearly as exciting as switching into

something new and fresh. In fact most people find it

deadly dull. Daring to be dull is not something most

people want to do, but it can lead to big rewards in the

long term, as Mr. Mauboussin has shown.

Choosers that stick to high standards of quality and

valuation will avoid bubbles and cycles to a significant

degree. As Mr. Schwartz observes in another context:

“Only choosers have the time to avoid following the

herd.” 4 Taking that time is critical to capital preservation.

Somehow the number of people who hang on to any of the

money generated from bubbles and cycles is pretty small.

Instead, when faced with a plethora of choices and a

cacophony of noise, most market participants become

“pickers” who select relatively passively from whatever

options are available. They spread their bets widely and

jump around. Decisions become reactive, as surprising

P A G E  F I V E

ONE RULE COMES

BEFORE ALL OTHERS:
NEVER INVEST OUTSIDE THE

CIRCLE OF COMPETENCE.
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information is constantly forthcoming that overwhelms

their limited understanding of the situation. It’s pretty

clear to which category an investor should seek to

belong.

3. Presume that your decisions are irreversible.

What would investors do if told the stock they were

buying could never be sold?  They would take some

care with the decision, wouldn’t they?  They might

even start acting like “choosers” with all of the

concomitant benefits.

Note that this is a presumption, meaning that in cases

where a company’s moat starts shrinking (a common

occurrence, by the way) the holding could be sold. But

we would still contend that assuming an indefinite

holding period is the best place to begin framing

investment decisions.

For CEOs the same reasoning applies. The big

strategic choices will be given the appropriate time and

analysis if it is presumed they are irreversible. Relying

on investor amnesia to consign past errors to oblivion

is not an effective strategy for a manager who wants to

excel. Writedowns of past errors may disappear from

the financial statements immediately, but they are not

victimless crimes.

4. Curtail relative comparisons. Ignoring what others

are doing at any given time removes the “grass is

greener” effect from decision making. While always a

useful prescription for investors, it is particularly so

during peaks, troughs, and bubbles in the market,

when maintaining discipline is most difficult.

Independent thinking will give better conclusions in

any situation. But it is a rarity in corporate life and in

the capital markets.

We have all witnessed the tendency of investors and

companies to do what their competitors are doing –

especially in boom times. The two disasters we referred

to on page three, by Time Warner and BCE, both

occurred during the tech bubble, when these companies

decided that their stable, powerful, profitable, and

unexciting core businesses needed to merge with

dynamic new businesses of unproven worth. And most

money managers in that period were behaving the same

way, looking for excitement and popularity rather than

for quality and reliability. Those who stayed focused did

their shareholders and clients a great favour.

Warren Buffett advises investors to completely ignore

conventional wisdom. By the time it is conventional, it

is rarely wisdom. It simply does not matter if others

agree or disagree with your conclusion. What matters is

that the analysis is correct. The same holds true for

corporate strategy.

It does make sense to keep track of how the winners

are defining their boundaries. But it is best to curtail

peering over the fence to see if in the short term you are

keeping up with the Joneses. Behavioural finance theory

suggests that the optimal period between reviews of

your portfolio should be 13 months. Very few of us

could say we obey that rule!

Using these four rules of thumb can help investors

and CEOs define the boundaries of a circle of

competence. This is one way to withstand the intense

pressure towards adopting short-term planning

D E C I S I O N  R U L E S  T O
F R A M E  I N V E S T M E N T

D E C I S I O N S

1. Learn to love self-imposed constraints

2. Be a Chooser, not a Picker

3. Presume that your decisions are

irreversible

4. Curtail relative comparisons

P A G E  S I X
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horizons that is caused by deep-seated behavioural

issues. The best CEOs and investors are doing it already.

It is called discipline.

These investors and corporate managers need each

other, because a CEO cannot make long-term decisions

without the support of long-term shareholders, and an

investor cannot generate superior returns without

owning companies run with long planning horizons.

Thankfully, it is easy for each to recognize the other. The

reflection staring back from the funhouse mirror is a

person with a really long-term time horizon, the only

appropriate view for investment success.

Endnotes

1. Mauboussin, Michael. More Than You Know.

“Investing – Profession or Business?” Columbia

University Press. 2006.

2. Mauboussin, Michael. Mauboussin on Strategy.

“Long-Term Investing in a Short-Term World.”

Legg Mason Capital Management. May 18, 2006.

3,4. Schwartz, Barry. The Paradox of Choice: Why More

is Less. Harper Collins. 2004.

P A G E  S E V E N



info@burgundyasset.com  
www.burgundyasset.com

Bay Wellington Tower, BCE Place, 181 Bay Street 
Suite 4510, P.O. Box 778, Toronto, ON  M5J 2T3

Main: (416) 869-3222 
Toll Free: 1 (888) 480-1790 

Fax: (416) 869-1700

™

™ Registered owners of the mark. Reproduction in part or in whole is prohibited without written permission from Burgundy Asset Management Ltd. BAM/VIEW_05/07

1501 McGill College Avenue 
Suite 2090, Montreal, QC  H3A 3M8

Main: (514) 844-8091 
Toll Free: 1 (877) 844-8091 

Fax: (514) 844-7797



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


