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Jack Conway and his 

daughter, Carol Bulman.
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Home Equity, a wholesale lender. When 
that company went out of business, she 
joined Washington Mutual Savings Bank. 
Six months later, that institution failed as 
well, and Bulman moved to Sierra Pacific 
Mortgage. 

“I went through a lot of change, and that 
was good for me personally, to be able to 
overcome that and learn new systems,” Bul-
man said. “[I was] just really able to get a 
feel for what big corporate America does.” 

 
Big Business 

While Carol was gone, Jack Conway & 
Co. went through the real estate boom. 
The company was doing billions of dol-
lars in volume. For day-to-day operations, 
Conway relied on a staff of long-time em-
ployees. But it was still up to Conway to 
dictate the direction, and ownership, of 
the company. Conway heard offer after 
offer, all lucrative, but none satisfactory. 

“There has been a rumor out there – for 
20 years – that I’m selling,” Conway said. 
“I talked to a lot of people, and they’re all 
good people, and I liked them all. But I 
didn’t like their game plan. 

“They would dismember the company, 
they would change the direction of the 

company, and they would certainly change 
the interior people who ran the company: 
they would be long gone,” he said. 

“I’ve got an obligation to a lot of those 
people,” Conway continued. “They 
helped me build the company. Money 
makes a lot of things happen, but money 
is not my god. Just running this business – 
that’s my goal – to run this business well, 
and to take care of the people the best I 
can who helped build it.” 

Part of that pledge is to put Jack Con-
way & Co. in a position to make money. 
Earlier this year, Conway negotiated and 
created a joint venture with Wells Fargo 
Bank – Conway Home Mortgage Co. – 
which will take the place of CFS.

A Prodigal Daughter Returns 
Last winter, Conway came down with 

pneumonia. For the first time he could re-
member, he woke up and didn’t want to 
go to work, and didn’t want to travel to 
different offices. He didn’t want to drive. 
Bulman noticed the difference in him im-
mediately. She began driving her father 
across the state, working from her phone 
and visiting clients on the way. 

“I didn’t mind driving these long dis-
tances, as long as somebody else was driv-
ing,” Conway laughed. “I got my strength 
back, and I told her how much I really 

needed her knowledge. Carol said, ‘Well, 
I think I’m ready to make a change any-
way.’ And that’s how it happened.” 

Richard Cahill, Jack Conway & Co.’s 
president, said Bulman’s return gives the 
company “a fresh look at longevity,” and 
“nobody has missed a beat.” 

“I couldn’t be happier, because it liter-
ally secures everybody’s job,” Cahill said. 
“We now know how it’s going to continue 
on, and we weren’t always sure about that. 
It’s great for everybody involved. You can 
already feel her touch in the business.” 

Bulman officially rejoined Jack Conway 
& Co. in June, just after the new deal with 
Wells Fargo was struck. She’s oversee-
ing the transition from CFS to Conway 
Home Mortgage Co. 

“Carol, I felt, has the skills, and because 
of the knowledge she had gained on an-
other plateau, to make this integration 
to take this company, which is the best 
privately-owned real estate company in 
Massachusetts – and maybe in New Eng-
land – and move it ahead,” Conway said. 
“We’re going to expand this company, and 
make it bigger and better and offer more 
services. I thought she could do it, and she 
agreed with me. It’s been a perfect thing 
that has happened.” 

Bulman put it more succinctly: “It was 
time, time to come home again.” � n

We invest your money right 
alongside ours. needless to  
say, you benefit from some  
very careful thinking.

as a bessemer trust client, your wealth is invested together with that of our owners and employees. this leads to an alignment of interest  

and a singular focus that eliminate many of Wall street’s distractions. for example, as the credit crunch loomed, we took steps to ensure that 

our “cash equivalents” remained equivalent to cash. We also avoided investing in the leading financial institutions at the center of the storm.  

at bessemer, the key to long-term success is simple: if it’s not good enough for our portfolio, it’s not good enough for yours. 

contact stephen kistner, managing director, and Pamela murray, Principal, at 617-279-4080, or visit www.bessemer.com. minimum relationship $10 million.
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Custom Portfolio 
•	 Risk-managed	investment	process	
•	 Fixed	income,	municipal	bonds,	mutual	funds,	stocks,	ETFs,	and	Mutual	Fund	Portfolio	Strategies	
•	 Discretionary,	fee-based	asset	management	through	Morgan	Stanley	Custom	PortfolioSM	
•	 Accounts	managed	by	experienced	portfolio	managers

Retirement Plans	
•	 Comprehensive	fiduciary	framework	and	support	
•	 Ongoing	plan	investment	analysis,	and	employee	education	and	communication	
•	 	Named	on	the	Nation’s	“most	successful”	retirement	and	Plan	Advisory	practices	by	PLANSPONSOR	

magazine,	2004–2008	(top	5	nationally	in	2008*).

The	Kelliher	Group	has	grown	to	a	practice	of	14	professionals	and	well	over	$1	billion	in	assets.	Our	clients	
include	family	businesses,	unions	and	publicly	traded	companies,	endowments,	foundations	and	nonprofit	
organizations.	Explore	how	a	disciplined	investment	strategy	can	help	your	portfolio	recover.	Please	contact:

The Kelliher Group  Stephen Kelliher Jack Corbett 
600 Longwater Drive  Senior Vice President Senior Vice President  
Suite 202  Financial Advisor Wealth Advisor 
Norwell, MA 02060  Senior Portfolio Manager Portfolio Manager 
877-535-4437  stephen.kelliher@morganstanley.com jack.corbett@morganstanley.com 
  781-681-4933 781-681-4913

Skittish about investing? If market volatility has shaken your confidence about 
investing, then it’s time for a fresh approach. Our core business is managing 
customized portfolios for our clients and advising corporate retirement plans.

	*	Source:	PLANSPONSOR magazine,	December,	2008.	Ranking	was	based	on	overall	client	satisfaction,	along	with	evidence	
of	increased	participation	rates,	enhanced	rates	of	participant	deferrals,	improved	asset	allocation,	and	either	reduced	fees	or	
expanded	service	levels	for	the	2008	year.

Morgan	Stanley	Smith	Barney,	Morgan	Stanley	&	Co.	Incorporated	and	Morgan	Stanley	Smith	Barney’s	Financial	Advisors	do	
not	provide	tax	or	legal	advice	under	the	Internal	Revenue	Code	or	otherwise	with	respect	to	the	services	or	activities	described	
herein,	and	this	material	was	not	intended	or	written	to	be	used	for	the	purpose	of	avoiding	tax	penalties	that	may	be	imposed	on	
the	taxpayer.	Individuals	are	urged	to	consult	their	tax	or	legal	advisor	before	establishing	a	retirement	plan	or	to	understand	the	
tax,	ERISA	and	related	consequences	of	any	investments	made	under	such	plan.

Investments	and	services	offered	through	Morgan	Stanley	Smith	Barney	LLC,	member	SIPC.		
©	2009	Morgan	Stanley	Smith	Barney	
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