
Fidelity Investments announced 
it would roll out two index mutual 
funds that charge no fees.

Both funds will track market 
cap-weighted Fidelity indexes. 

The Fidelity Zero Total Market 
Index Fund will invest in the larg-
est 3,000 U.S. companies based on 
float-adjusted market cap, and the Fi-
delity Zero International Index Fund 
will hold the top 90% of stocks within 
various developed international and 
emerging countries.

It’s tempting to dismiss the move 
as a marketing stunt. Fidelity doesn’t 
need the money. 

I counted more than 1,000 Fidelity 
mutual funds, including the various 
share classes, with close to $1.9 tril-
lion in assets and an asset-weighted 
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FIDELITY, on page 10

ANALYSIS: Are unconstrained bond funds still worth it?

Unconstrained bond funds, which were de-
signed as a result of the 2008 financial crisis and 
became popular soon after that, seem to have met 
the demand for yield from investors and the advi-
sors who manage their money.

By removing the traditional restrictions 

around what a fixed-income fund can invest in 
(such as bond ratings, currency and sectors), these 
unconstrained funds sought to increase returns 
for investors who were comfortable taking more 
risk.

But as interest rates normalize — especially on 
the lower end of the curve 
— does this approach still 
have a purpose?

First, a little background. 
In April 2007, the U.S. Trea-
sury yield curve slightly in-
verted when interest rates 
were 5.04% for a 3-month 
bill and 4.84% for a 30-

By Dave Grant

UNCONSTRAINED, on page 11

Asset managers are 
under pressure to maxi-
mize distribution efforts 
as competition ramps 
up, regulations tighten 
and tech innovations 
become increasingly im-
portant to firms. Money 
Management Executive 
reached out to industry 
executives to get their 
take on these trends. 

“RIAs, IBDs and wirehouses demand unique 
services from the asset management firms with 
which they work,” says Kevin Quigg, chief strate-
gist at Exponential ETFs. “Providers must create 
awareness with retail investors and institutions 
alike, as both are increasingly utilizing ETFs.”   

Kevin DiSano, head 
of ETF sales at Nuveen, 
notes that the tightening 
competition to attract 
advisors means man-
agers must be able to 
differentiate themselves 
and their products from 
the rest. “Long gone 
are the days of launch-
ing various simple beta 
strategies and watching 

the assets flow in with very little marketing or 
distribution behind them,” DiSano says.

For more on what Quigg, DiSano and four 
other executives foresee across asset management 
distribution channels, read the rest of our special 
report.

DISTRIBUTION: Meeting demand for ‘unique services’ 
By Rebecca Stropoli

DEMAND, on page 6

SPECIAL REPORT

Kevin DiSano, senior 
Managing director, 
Nuveen 

Kevin Quigg, chief 
strategist, 
Exponential ETFs

Source: Investment Company Institute

Estimated value of ETF shares issued 
exceeded shares redeemed by $6.18B for 
the week ending Aug. 1 (millions)
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ALTS MADE AVAILABLE TO MORE 
CLIENTS AT ALLIANCEBERNSTEIN

AllianceBernstein announced it has 
reached an agreement to provide iCapi-
tal Network’s alternative investment plat-
form to high-net-worth investors, RIAs and 
multi-family offices.

The partnership will simplify access and 
streamline the subscription process and per-
formance reporting, improving the advisor 
and investor experience, the firm said.

“With today’s lower expected return en-
vironment, potential for rising interest rates, 
inflationary pressures and increasing vola-
tility, it is critical for investors to maintain a 
well-designed allocation to alternatives that 
can help their portfolios weather uncertain 
markets,” said Matthew Bass, head of global 
product strategy and alternatives business de-
velopment at AllianceBernstein.

VANGUARD PROPOSES 
GLOBAL CREDIT BOND FUND

Vanguard filed preliminary registration 
for a global credit bond fund, which the 
firm expects to launch in November.

The fund will be actively managed and 
aim to invest in corporate and non-corporate 
obligations, excluding government-guaran-
teed issues, the firm said. The fund will offer 
two share classes: Investor Shares (VFINX), 
with an expense ratio of 0.35%, and Admi-

ral Shares (VFIAX), with an expense ratio of 
.25%, Vanguard said. 

ASSETMARK LAUNCHES 
12 NEW PORTFOLIOS

AssetMark announced 12 new portfolios  
coming to its platform, which the firm ex-
pects will drive higher returns.

“Dimensional Fund Advisors’ robust 
investment process addresses a growing 
advisor need for low-cost, tax-efficient 
strategies,” said David McNatt, senior vice 
president of product management and de-
velopment at AssetMark.

The portfolios, known as AssetMark 
MarketDimensions, are aligned with six 
risk profiles to target investors in different 
life stages, says the firm.

GLOBAL X INTRODUCES NEW ETF FAMILY
Global X is releasing two new ETFs 

aimed at helping investors achieve a specif-
ic income level: the Global X TargetIncome 
5 ETF (TFIV) and the Global X TargetIn-
come Plus 2 ETF (TFLT). They have ex-
pense ratios of 0.77% and 0.78%, respective-
ly, according to Morningstar. 

The funds were developed by Wilshire 
Associates. “We’ve structured indexes that 
aim to target specific yield objectives while 
mitigating risks,” Jason Schwarz, president of 
Wilshire Analytics and Wilshire Funds Man-
agement, said in a statement.

TFIV will seek a 5% yield, net of fees, and 
TFLT will seek the current 10-year US Trea-
sury note plus 2%, according to the firm, 
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8/1/2018 7/25/2018 $ Change* 7/18/2018
Government 2,218.57 2,212.57 6.01 2,216.16

 Retail 629.01 628.12 0.88 630.87
 Institutional 1,589.57 1,584.44 5.13 1,585.29

Prime 501.57 496.28 5.29 492.48
          Retail 287.74 283.8 3.94 280.59

 Institutional 213.83 212.47 1.35 211.89
Tax-exempt 131.08 133.75 -2.67 136.97
          Retail 122.58 124.9 -2.33 128.05
          Institutional 8.51 8.85 -0.34 8.92
Total 2,851.23 2,842.60 8.63 2,845.62
    Retail 1,039.32 1,036.83 2.49 1,039.51
    Institutional 1,811.91 1,805.77 6.14 1,806.10

Assets of money market funds

Source: Investment Company Institute

($ billions)
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NEWS SCAN

and Europe. 
Jameson was previously a managing 

director and co-head of private equity at 
Highland Capital Management. 

Both the new hires will report to Jim 
Pieri, head of private healthcare at Blue-
Mountain.

BMO NAMES HEAD OF GLOBAL 
CONSULTANT RELATIONS 

BMO Global Asset Management an-
nounced the appointment of Anne Coupe 

for the newly crafted 
position as head of 
global consultant rela-
tions. Coupe is coming 
from UBS, where she 
served as head of con-
sultant relations.

Tasked with deep-
ening nvestment con-
sultant relationships, 
Coupe is expected to 
help BMO evolve its 

global business.
“We have developed a strong founda-

tion with consultants across the globe, and 
Anne’s appointment is a further indication 
of the importance of the global institution-
al market to our growth aspirations,” said 
David Logan, global head of distribution at 
BMO. Coupe will be based in Chicago and 
report to Logan.

FRANKLIN TEMPLETON APPOINTS 
NEW PORTFOLIO MANAGER

Franklin Templeton Investments an-
nounced the addition of Portfolio Manager 
Andrew Ness to its emerging markets equi-
ty team.

Ness was previously a senior member of 
the emerging markets equity team at Mar-
tin Curie. He will be based in Edinburgh, 
Scotland and report to the Franklin Tem-
pleton emerging marketing team’s CIO, 
Manraj Sekhon.

“Andrew is a seasoned emerging markets 
portfolio manager with a long-term track 
record of outperformance, and we are very 
excited to have someone of his caliber and 
experience joining our team,” Sekhon said 
in a statement.  MME 

News Scan by Jessica Mathews

which expects the funds to pay distributions 
monthly. 

INNOVATOR LAUNCHES ETF 
WITH STRUCTURED OUTCOMES

Innovator Capital Management listed the 
Innovator S&P 500 Defined Outcome ETF, 
which offers protection levels of 9%, 15% or 
30% over a near one-year period, the firm 
said.

“No other ETFs in the market today seek to 
offer investors defined exposures to the S&P 
500, where the downside protection level, up-
side growth potential and outcome period 
can all be known, prior to investing,” said In-
novator  CEO Bruce Bond.

The ETF will invest all of its assets in flexi-
ble exchange options on the S&P 500 that are 
customizable and guaranteed for settlement, 
the firm said. 

BITWISE TO WELCOME PUBLIC 
CRYPTOCURRENCY ETF 

Bitwise Asset Management has filed reg-
istration with the SEC for Bitwise Hold 10 
Cryptocurrency Index Fund, a publicly-of-
fered cryptocurrency ETF that will join its 
privately offered fund, the firm said.

The new fund, which has a $25,000 invest-
ment minimum and 2.5% expense ratio, will 
track returns of a Bitwise market-cap-weight-
ed index of 10 cryptocurrencies, Bitwise said. 
The index uses a five-year-diluted market cap 
to address challenges within the cryptocur-
rency space, which includes changing supply, 
liquidity and custody limitations, the firm 
said. 

NEW FANG NOTES ALLOW INVESTORS 
TO MAKE TECH PREDICTIONS

REX Shares listed three derivatives based 
ETNs that enable investors to go long or 
short the NYSE FANG+ Index, which in-
cludes Facebook, Amazon, Apple, Netflix 
and Google’s parent Alphabet, according to 
Bloomberg News.

The funds will join other notes that already 
track the index, according to Bloomberg 
News. They will charge $9.50 for every $1,000 
invested.

“Late-stage pre-IPO technology com-
panies have become their own asset class, 
growing from $100 billion to $490 billion 

over the past three years,” said Swarm CEO 
Philipp Pieper. 

BLOCKCHAIN COMES TO PRIVATE 
EQUITY AT ANDRA CAPITAL 

Andra Capital is partnering with private 
equity blockchain provider Swarm to offer 
Silicon Valley Coin on its platform, the firm 
said.

The partnership, according to the firm, 
aims to add individual private companies 
available to its platform, such as Airbnb and 
Lyft.

TWO NEW TEAM MEMBERS JOIN 
RBC’S EQUITY INVESTMENT TEAM

RBC announced that Nidhi Chadda and 
Andrew Topps will join the U.S. equity team 
as portfolio manager and senior equity ana-
lyst, respectively.  

Previously, Chadda served as vice pres-
ident and general research analyst at Fred 
Alger Management. Topps was a senior re-
search analyst at Holland Capital. 

The two will both provide research to 
Chicago-based RBC’s equity investment 
team, while Chadda will additionally be 
involved in portfolio management, while 
Topps is tasked with analysis.

“These additions will complement the 
demonstrated strengths of our existing 
team and we are excited to have them on 
board,” said Mike Lee, CEO of RBC.

BLUEMOUNTAIN ADDS TWO, EXPECTS 
TO IMPROVE HEALTHCARE STRATEGY

Ameya Agge and Matt Jameson recently 
joined BlueMountain Capital Management 
in order to evaluate and execute private in-
vestments related to health care, the firm 
said.

“Many healthcare sectors are beginning 
to go through substantial transformation 
that will dynamically evolve over the next 
decade, thus increasing the need for non-
traditional capital providers,” said Andrew 
Feldstein, co-founder and chief investment 
officer of BlueMountain.

Prior to the new appointments, Agge was 
at Apax Partners, where he specialized in 
private health care investments in the U.S. 

Anne Coupe

ARRIVALS
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Chiron Investment Management Head of Distribution Kirsten Pickens 

Big data builds growth map

Exponential ETFs Chief Strategist Kevin Quigg

Meet marketplace demands

The distribution landscape in invest-
ment management has changed tremen-
dously over the last decade, and whether 

Attracting client and prospect attention, 
along with assets, can be a tough proposi-
tion these days. 

The scope of wealth management pro-
fessionals who manage meaningful pools 

you are a scale player offering many choic-
es, or a boutique player like us, you must be 
more targeted and focused with your time 
and resources.  

It’s difficult not to use all the data that 
exists today.  

At Chiron Investment Management, we 
had the opportunity to start with a blank 
canvas, looking at distribution trends and 
their potential effectiveness with fresh 
eyes. 

We work with several firms and utilize 
third-party vendors to obtain the data we 
need to define our opportunities and align 
ourselves with clients and prospects.  

As a boutique investment manager with 
a distribution team of 10, incorporating 

and streamlining the critical data available 
to us has been central to optimizing our 
sales strategies.

One of the challenges of customized 
data is deciding the best use of delivery 
mechanisms.

We continuously try to optimize every 
interaction and opportunity with our fi-
nancial advisors, but it’s no secret that get-
ting advisors on the phone or to respond to 
e-mail is more challenging than ever. 

With advisors being bombarded by 
more asset managers, the delivery of effec-
tive, relevant and customized information 
is imperative. 

As we look ahead for 2019, a digital 
strategy will be more front and center.

of client assets has widened greatly over the 
past 20 years. RIAs, IBDs and wirehous-
es demand unique services from the asset 
management firms with which they work. 

ETF providers must create awareness 
with retail investors and institutions alike, 
as both are increasingly utilizing ETFs as 
their investment vehicle of choice.

At Exponential ETFs, our distribution 
strategy is centered on the customer experi-
ence. Specifically, there are two key areas on 
which we focus:

1) Embrace technology. Wealth man-
agers want to consume information on 
their schedule and in their format. At Ex-
ponential ETFs, we release a podcast every 
week, deliver webinars that can be accessed 
on-demand through our website and post 
short, educational videos online in addition 
to featuring traditional written material. 
The aim is to make our information avail-

able to advisors in multiple formats.
2) Solve a problem and be unique. 

When we engage with advisors, we are ei-
ther adding to their productivity or taking 
away precious time. The content or view-
point we provide to advisors needs to reflect 
this. 

The market is saturated with investment 
commentaries, so we provide analysis on 
and potential solutions for advisors who 
may be having challenges with their specific 
portfolios, or with client communications. 
This allows us to tailor different solutions to 
different client types.

As various areas of distribution have 
become commoditized or less effective, an 
emphasis on technology combined with fo-
cused, problem-solving content has allowed 
our firm to manage the increasing demands 
of our varied client base.

SPECIAL REPORT: DISTRIBUTION

CONTINUED 
from page 1

CONTINUED on page 8
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Nuveen Senior Managing Director Kevin DiSano

Stand out in a crowded field

Prio Wealth Managing Director Kelly Morgan

Ways to align priorities

One of the key challenges facing firms 
looking to expand ETF distribution is the 
ability to differentiate their offerings as the 
space become increasingly crowded. 

Long gone are the days of launching var-
ious simple beta strategies and watching the 
assets flow in with very little marketing or 
distribution behind them. 

At Nuveen, ETF distribution efforts are 

When clients ask their advisor, “what can 
I spend in retirement?”, the quick and easy 
answer may seem to be the 4% rule, but that 
response is a disservice to clients. The right 
answer is, “it depends on what’s important to 
you.”

The “4% rule” assumes that spending 4% 
of investable assets during retirement (ad-
justed for inflation) enables the portfolio to 
“survive” for 30 years with a high degree of 
success. 

As a young, fast-growing ETF compa-
ny, we find that some of our biggest sales 
and distribution hurdles involve customer 
awareness. 

The simple fact is that not all of our po-

focused on leveraging our core strengths 
and relationships. 

Advisors are increasingly reluctant to 
work with asset management firms that 
don’t have a demonstrated area of expertise. 

Most of the successful firms that have 
entered the ETF space in the past five years 
have done so by playing to their strengths in 
a unique way. 

One examples to cite at Nuveen is our 
ESG suite. Our firm has been involved in 
ESG investing for over five decades, and it is 
a core area of expertise. 

As we discuss this with advisors, there 
are several items we can focus on to differ-
entiate our suite from the rest of the mar-
ketplace. 

Helping advisors understand how our 
ESG solutions solve for common concerns 
among investors in the ESG space, and how 
best to articulate this to investors, is a key 
focus for our team of ETF specialists. 

We use various strategies, such as con-
tinuing education programs designed to 
help advisors expand their knowledge 
base around hot topics including ESG and 
fixed-income investing, and we produce 
various educational primers and white pa-
pers for both advisor and investor use. 

We also focus our efforts on the larger 
Nuveen distribution team that is interacting 
with advisors in smaller territories, and spe-
cific channels to help identify advisors that 
are more likely to allocate to our ETF suite.

Although intended to serve as a barometer 
for spending, the rule neglects other critical 
considerations that dictate what our indus-
try calls a “portfolio’s survival rate.” It uses 
standard assumptions for asset allocation, tax 
considerations, diversification, and relies on 
consistent annual spending when we know 
retirement is multi-phased. 

In summary, the rule applies a linear solu-
tion to something that is clearly not a linear 
problem. Instead, advisers should utilize a 
strategy that personalizes retirement advice.

1. Clarifying client priorities. In help-
ing clients clarify their retirement priorities, 
advisers can better allocate spending dollars 
and recommend an approach that allows cli-
ents to accomplish those priorities prudently.

2. Sorting expenses. Identifying client 
needs, wants and wishes and then allo-
cating spending in that order prioritizes 
spending tradeoffs, from the lowest priority, 

when necessary.
3. Using sophisticated planning soft-

ware. Planning software allows advisers to 
demonstrate their depth of analysis and take 
into account income sources, assets, taxes, al-
location and multiple time horizons.  

Overly simple rules of thumb can be dan-
gerous — leading to over-confidence or, as we 
see quite often, excessive fear and constraint 
has retirees worrying rather than enjoying 
retirement. 

Success is defined as a disciplined process 
that continually engages clients and makes 
adjustments to reflect life’s inevitable shifts. 

In life, retirement success is about far 
more than “portfolio survival rate.” 

The best advisers measure their worth by 
how they empower their clients to thrive in 
retirement by aligning their priorities with 
their resources for a life well lived. 

CONTINUED 
from page 6

CONTINUED 
from page 8

CONTINUED on page 9

Advisors are increasingly selecting as-
set managers whose distribution strategies 
reflect a commitment to helping them sur-
vive and thrive, as noted in a 2015 report 
from Cerulli. 

It’s clear that client attitudes, technol-
ogy, staffing requirements, business eco-

SPECIAL REPORT: DISTRIBUTION
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Nuveen Senior Managing Director Kevin DiSano

Stand out in a crowded field
Symmetry Partners Investment Product Strategy Director Casey Dylan

Help your clients thrive

GraniteShares Marketing Director Brian Guerra

Create customer awareness

As a young, fast-growing ETF compa-
ny, we find that some of our biggest sales 
and distribution hurdles involve customer 
awareness. 

The simple fact is that not all of our po-

Helping advisors understand how our 
ESG solutions solve for common concerns 
among investors in the ESG space, and how 
best to articulate this to investors, is a key 
focus for our team of ETF specialists. 

We use various strategies, such as con-
tinuing education programs designed to 
help advisors expand their knowledge 
base around hot topics including ESG and 
fixed-income investing, and we produce 
various educational primers and white pa-
pers for both advisor and investor use. 

We also focus our efforts on the larger 
Nuveen distribution team that is interacting 
with advisors in smaller territories, and spe-
cific channels to help identify advisors that 
are more likely to allocate to our ETF suite.

nomics and regulation are challenging ad-
visors to conceive of business models that 
will be competitive, profitable and sustain-
able for the long term.  

Here are several key observations that 
should be informing the strategies and 
tools asset managers are crafting:

• The industry is experiencing fee and 
margin compression.

• The costs of compliance and regula-
tion are growing.

• Organic growth is challenging.
• Technological advances are a source of 

both opportunity and dislocation.
• Age and economics are driving owners 

of advisory firms to make difficult choices.
With these observations in mind, po-

tential areas in which asset managers can 

build highly valued resources include:
• Strategies to accelerate organic growth 

by increasing the number of “right” clients
• Offering new products or services that 

can help advisors create multiple revenue 
streams.

• Developing tools to help advisors 
maximize effectiveness, track and bench-
mark critical business functions and lever-
age technology. 

Growing competition from virtually all 
other sectors of the financial industry re-
quires that asset managers find a compel-
ling method of separating themselves from 
the rest.  

Taking the time to thoughtfully craft 
high-impact tools and services is a step in 
the right direction. 

when necessary.
3. Using sophisticated planning soft-

ware. Planning software allows advisers to 
demonstrate their depth of analysis and take 
into account income sources, assets, taxes, al-
location and multiple time horizons.  

Overly simple rules of thumb can be dan-
gerous — leading to over-confidence or, as we 
see quite often, excessive fear and constraint 
has retirees worrying rather than enjoying 
retirement. 

Success is defined as a disciplined process 
that continually engages clients and makes 
adjustments to reflect life’s inevitable shifts. 

In life, retirement success is about far 
more than “portfolio survival rate.” 

The best advisers measure their worth by 
how they empower their clients to thrive in 
retirement by aligning their priorities with 
their resources for a life well lived. 

tential customers are aware we exist. Once 
we are able to clearly explain who we are 
and tell our story, the distribution process 
becomes far easier.

A major challenge is ensuring that the 
proper message is delivered to the proper 
audience. 

Some of this is a byproduct of marketing, 
but when it comes to building relationships, 
gaining trust and educating a potential 
investor, a key focus for GraniteShares is 
growing out our distribution team. 

We are also investing in automation and 
leaning heavily on various technology plat-
forms to make the sales and distribution 
process as efficient as possible. 

This is incredibly important with a small 
sales team, as there are only so many hours 
in a day, but it will be just as crucial as the 

distribution team grows. 
Another challenge facing ETF issuers 

and asset managers at large is misinforma-
tion. For example, a question we hear often 
among the advisor community is about the 
liquidity of ETFs. 

If an advisor looks at the AUM of a spe-
cific ETF, they may naturally have liquidity 
concerns or believe they will be be unable 
to get out of the position if needed. But this 
isn’t the case, as ETF liquidity is generally 
tied to the liquidity of its underlying secu-
rities.

This kind of question has prompted us to 
focus more on advisor education. 

We are ramping up a more robust we-
binar program, and we’re building out a 
library of educational content that advisors 
can reference.   MME 

CONTINUED 
from page 8

CONTINUED on page 9

Advisors are increasingly selecting as-
set managers whose distribution strategies 
reflect a commitment to helping them sur-
vive and thrive, as noted in a 2015 report 
from Cerulli. 

It’s clear that client attitudes, technol-
ogy, staffing requirements, business eco-

SPECIAL REPORT: DISTRIBUTION
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COMMENTARY

average expense ratio of 0.46% a year. That 
translates into roughly $9 billion of annual 
revenue. 

And that’s just the beginning, because 
Fidelity does more than manage mutu-
al funds. As Russel Kinnel, director of 
manager research at Morningstar, told 
Bloomberg News, “Fidelity has lots of ways 
to make money from customers once they 
are in the door.”

Also, only so many firms have the scale 
to follow Fidelity’s lead. And many that do, 
such as Vanguard, BlackRock and Charles 
Schwab already offer comparably priced 
funds. The Schwab Total Stock Market In-
dex Fund, for example, charges 0.03% a year, 
and the Schwab International Index Fund 
charges 0.06%.

IMPACT ON INDEXES
The difference between 0.03% and zero, 

however, will prove to be bigger than three 
basis points. Yes, cheap is great, but free is 
irresistible, particularly in an industry noto-
rious for gouging its customers. The funds 
will sell themselves — as I’m sure Fidelity in-
tends — and competitors will eventually have 
to follow.

The knock-on effects will be significant. 
For starters, index funds will no longer toler-
ate paying license fees to index providers for 
market cap-weighted indexes such as the S&P 
500 or the Russell 2000.

Index providers will have to waive those 
license fees or watch their iconic indexes be-
come increasingly sidelined when fund com-
panies create their own indexes, as Fidelity is 
doing and as Schwab and State Street Global 
Advisors have already done. 

That doesn’t mean index providers will be 
poorer. On the contrary, the index explosion 
will continue as index providers race to cre-
ate ever more specialized indexes that imitate 

hedge fund strategies and traditional active 
styles and cater to investors’ growing interest 
in socially responsible investing.

The funds that license those indexes will 
continue to displace hedge funds and tradi-
tional active managers, including those at Fi-
delity. They’ll charge far less than traditional 
managers for nearly identical strategies, but 
comfortably more than zero.

INCREASED PORTFOLIO COMPLEXITY
The asset-weighted average expense ra-

tio for smart beta mutual funds and ETFs 

— index funds that mimic traditional active 
strategies such as value, quality and mo-
mentum — is 0.23% a year, according to 
Morningstar data. 

That’s more than enough to pay index 
providers their license fees. As a result, 
portfolio construction will become increas-
ingly complicated. 

Many investors will struggle to assemble 
a portfolio from the huge variety of index 

funds. 
The fees they once paid to fund managers 

will go to asset allocators, although they, too, 
will have to reduce fees. (Disclosure: My as-
set-management firm offers asset-allocation 
strategies.)

At the same time, do-it-yourself inves-
tors who are content to buy the market will 
be big winners, and they’re in good compa-
ny. Warren Buffett has famously said that 
90% of the money he leaves to his wife will 
be invested in an S&P 500 fund. 

For the first time, investors can keep the 
bounty of that portfolio — or a globally di-
versified equivalent — all to themselves.

The biggest change will be to retirement 
plans such as 401(k)s, 403(b)s and other 
defined-contribution plans. Participants 
in those plans will demand to know why 
they pay so much for funds that are free 
elsewhere. 

The asset-weighted average expense ratio 
of retirement share class mutual funds is a 
whopping 0.61% a year. 

Retirement plans will be forced to slash 
fees — a long overdue boon to retirement 
savers. 

Mark the date Aug. 1, 2018. It’s the day 
fund fees became a big deal to more than 
industry observers and investing buffs, to 
transformative effect — Bloomberg News. MME  

“Yes, cheap is great, but free is irresistible,
particularly in an industry notorious for gouging
its customers.”

Unison Advisors founder Nir Kaissar

ANALYSIS

year bond. In yield curve analysis, this omen 
seemed to predict a recession, and as we know 
now, what followed was unprecedented. 

Fast forward to April 2011, and the yield 
curve normalized again, albeit low on the 
axis due to the Federal Reserve’s quantitative 
easing policy and near-zero interest rates: 
0.08% for a 3-month bill and 3.08% for a 30-
year bond.

Fixed-income investors and advisors alike 
were scrambling for yield and trying to find 
it places other than traditional bonds. Along 
came unconstrained bond funds. 

They took the approach of melding var-
ious different sectors of fixed income, com-
bining domestic bonds, international bonds, 
long-short positions and derivatives. 

According to Morningstar, the amount in-
vested in these bond funds more than tripled 
between 2011 and 2014, with flows remaining 
steady since then.

How were they used? 
In my conversations with various financial 

professionals, the approach to unconstrained 
bond funds has been mixed. 

Advisors seeking a more traditional ap-
proach have largely stuck with corporate and 
Treasury bonds and explained to clients that 
finding yield in the current climate will be 
limited. 

Thankfully, equity returns have balanced 
this loss of yield for many investors. Howev-

FIDELITY 
from page 1

UNCONSTRAINED 
from page 1

There’s an index for that

Note: Flows for 2018 through July 31.
Source: Bloomberg News

Investors are handing the stock picking to index funds.
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COMMENTARY

— index funds that mimic traditional active 
strategies such as value, quality and mo-
mentum — is 0.23% a year, according to 
Morningstar data. 

That’s more than enough to pay index 
providers their license fees. As a result, 
portfolio construction will become increas-
ingly complicated. 

Many investors will struggle to assemble 
a portfolio from the huge variety of index 

funds. 
The fees they once paid to fund managers 

will go to asset allocators, although they, too, 
will have to reduce fees. (Disclosure: My as-
set-management firm offers asset-allocation 
strategies.)

At the same time, do-it-yourself inves-
tors who are content to buy the market will 
be big winners, and they’re in good compa-
ny. Warren Buffett has famously said that 
90% of the money he leaves to his wife will 
be invested in an S&P 500 fund. 

For the first time, investors can keep the 
bounty of that portfolio — or a globally di-
versified equivalent — all to themselves.

The biggest change will be to retirement 
plans such as 401(k)s, 403(b)s and other 
defined-contribution plans. Participants 
in those plans will demand to know why 
they pay so much for funds that are free 
elsewhere. 

The asset-weighted average expense ratio 
of retirement share class mutual funds is a 
whopping 0.61% a year. 

Retirement plans will be forced to slash 
fees — a long overdue boon to retirement 
savers. 

Mark the date Aug. 1, 2018. It’s the day 
fund fees became a big deal to more than 
industry observers and investing buffs, to 
transformative effect — Bloomberg News. MME  

“Yes, cheap is great, but free is irresistible,
particularly in an industry notorious for gouging
its customers.”

Unison Advisors founder Nir Kaissar

ANALYSIS

year bond. In yield curve analysis, this omen 
seemed to predict a recession, and as we know 
now, what followed was unprecedented. 

Fast forward to April 2011, and the yield 
curve normalized again, albeit low on the 
axis due to the Federal Reserve’s quantitative 
easing policy and near-zero interest rates: 
0.08% for a 3-month bill and 3.08% for a 30-
year bond.

Fixed-income investors and advisors alike 
were scrambling for yield and trying to find 
it places other than traditional bonds. Along 
came unconstrained bond funds. 

They took the approach of melding var-
ious different sectors of fixed income, com-
bining domestic bonds, international bonds, 
long-short positions and derivatives. 

According to Morningstar, the amount in-
vested in these bond funds more than tripled 
between 2011 and 2014, with flows remaining 
steady since then.

How were they used? 
In my conversations with various financial 

professionals, the approach to unconstrained 
bond funds has been mixed. 

Advisors seeking a more traditional ap-
proach have largely stuck with corporate and 
Treasury bonds and explained to clients that 
finding yield in the current climate will be 
limited. 

Thankfully, equity returns have balanced 
this loss of yield for many investors. Howev-

er, for advisors not wanting to give up yield, 
unconstrained funds have been a welcome 
alternative.

For colleagues who were providing active 
fixed-income strategies to their clients, add-
ing another tranche to their approach and 
attempting to provide additional returns was 
a welcomed strategy. 

Explaining this approach to clients, how-
ever, was a bit tricky. Understandably, some 
clients resist the idea of giving a fund manag-
er a carte blanche with their money. 

Fear of the unknown, especially given that 
these funds were new to the market, was a 
common objection.

To ease these concerns, advisors have been 
using these funds in conjunction with more 
traditional offerings. By slimming down their 
exposure to Treasury and high-grade corpo-
rate approaches, this unconstrained approach 
has been used alongside foreign fixed-income. 

In my discussions, advisors were allocat-
ing between 5% to 10% of their client’s port-
folios to this unconstrained position.

Has this approach worked and does it 
apply to today’s fixed income market? 

If you look at the return objectives of these 
funds, they are not geared for short-term 
gains, which seems strange given how they 
came into being and have been positioned to 
clients. 

However, over the period they have been 
available, the returns have been largely deter-
mined by the manager of the fund and the 

fund’s specific approach.
For example, as of the end of second quar-

ter in 2018, PIMCO’s Unconstrained Institu-
tional Class bond fund (PFIUX) has a 5-year 
annualized return of 2.57% and a TTM yield 
of 5.21%. 

In contrast, Deutsche Fixed Income Op-
portunities Institutional bond fund (MGS-
FX) has a 5-year annualized return of 1.40% 
and a TTM yield of 2.80%. 

Given the wide range of approaches that 
these funds can take, being aware of the ap-
proach of the bond fund at all times is an im-
portant factor for advisors.

When comparing the characteristics of 
these funds with their traditional counter-
parts, they have been a good choice as yields 
have been low. 

But now short-term yields have been 
climbing, they start to look less and less at-
tractive given the risk it requires to achieve 
these returns. For example, a one-year Trea-
sury bill now provides a 2.3% yield, which is 
close to what the lowest performers in this 
market are achieving. 

Given the different risk profiles of these 
positions, it’s starting to make more sense to 
move back to safer assets to remove the credit 
risk from the investor.

The timing of a return to traditional 
fixed income: But how should the move 
back to traditional investments be timed? 

Moving too early will get clients caught up 
in a losing game of declining fixed-income 
asset values if they own funds and interest 
rates continue to climb. 

But waiting for too long could open up 
clients to too much credit risk in an uncon-
strained fund. They may also be able to earn 
a similar return in high-grade corporates and 
Treasurys.

Given the current yield being generated by 
high-performing unconstrained funds, the 
move might be hard to justify at this time, but 
once interest rates have returned to their nor-
mal levels, I think the unconstrained funds 
will fall out of favor. MME  

Dave Grant is the founder of Retirement Mat-
ters, a planning firm in Cary, Illinois. He is also 
the founder of NAPFA Genesis, a networking 
group for young, fee-only planners.

UNCONSTRAINED 
from page 1

Bold bets

Source: Bloomberg News, Morningstar, latest fund fact sheets

These are the bond funds with the most aggressive wagers on growth.
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DATA SHOWCASE

Ticker YTD %
Returns 

YTD fl ows 
(millions) 

Expense
Ratio

Net Assets
(millions)

SPDR S&P 500 ETF SPY 7.50 ($16,888.14) 0.09% $277,880.50 

iShares MSCI EAFE ETF EFA -1.01 ($8,877.22) 0.32% $72,013.33 

T. Rowe Price New Income PRCIX -1.76 ($5,693.96) 0.54% $28,300.84 

iShares MSCI Emerging Markets ETF EEM -4.79 ($5,402.33) 0.69% $31,714.47 

T. Rowe Price Growth Stock PRGFX 16.20 ($4,504.81) 0.67% $57,872.22 

iShares Russell 1000 Value ETF IWD 1.35 ($4,295.68) 0.20% $36,926.89 

iShares MSCI Eurozone ETF EZU -0.98 ($4,152.28) 0.49% $10,427.82 

iShares iBoxx $ Invmt Grade Corp Bd ETF LQD -3.43 ($3,874.58) 0.15% $34,353.46 

iShares iBoxx $ High Yield Corp Bd ETF HYG 0.96 ($3,314.06) 0.49% $15,365.14 

T. Rowe Price Equity Index 500 PREIX 7.45 ($2,966.49) 0.21% $27,794.01 

American Funds Growth Fund of Amer A AGTHX 13.61 ($2,872.79) 0.64% $198,512.25 

SPDR Blmbg Barclays High Yield Bd ETF JNK 0.19 ($2,862.82) 0.40% $9,772.00 

T. Rowe Price Retirement 2020 TRRBX 2.48 ($2,772.25) 0.63% $21,689.74 

WisdomTree Japan Hedged Equity ETF DXJ -4.88 ($2,764.87) 0.48% $6,050.64 

American Funds Income Fund of Amer A AMECX 0.96 ($2,750.84) 0.56% $109,833.54 

Oakmark International Investor OAKIX -5.99 ($2,606.64) 0.95% $45,367.16 

American Funds Capital Income Bldr A CAIBX -1.27 ($2,599.53) 0.59% $106,065.03 

Fidelity Large Cap Stock FLCSX 5.50 ($2,486.58) 0.67% $2,910.69 

T. Rowe Price Retirement 2030 TRRCX 3.55 ($2,477.78) 0.59% $24,744.96 

American Funds Invmt Co of Amer A AIVSX 5.86 ($2,470.16) 0.58% $94,476.45 

Flow data as of 6/30/18. Source: Morningstar Direct

Mutual funds and ETFs with the largest out� ows in the � rst half 
lost a combined $86.6 billion. 

Despite redemptions from emerging markets and international 
equity, high-yield bond and large-value funds reported the largest 
combined year-to-date out� ows at $23.1 billion and $21.4 billion, re-
spectively, according to Morningstar. 

� e biggest takeaway, Morningstar Senior Fund Analyst Kevin 
McDevitt says, is the relative resilience of international equity � ows 
versus U.S. stocks. 

“U.S. equity funds have had about $21 billion in year-to-date out-
� ows, despite the S&P 500 being up 6.5% or so,” McDevitt says. “In-
ternational equity funds have collected about $86 billion in in� ows, 

Funds with the biggest redemptions lost $86 billion in fi rst half

SPONSOR CONTENT BY

The Adoption of FinTech Distribution
Data Solutions

F ee compres-
sion, expense 
reduction, the 

preponderance of 
lower cost products, 
and a more educated 
and cost conscious 
consumer have been 
disruptors for mutual 
fund firms for sev-
eral years. The mutual fund industry is 
not alone as it relates to disruptors. Brick 
and mortar stores have been displaced by 
Amazon; Taxi services are in much less 
demand due to ride services such as Uber 
and Lyft; and if you know what a travel 
agent is, you are dating yourself. Each one 
of these examples shares a common theme 
in that their displacement or disruption 
was due to an advance in technology, cre-
ating an ease of use for the end consumer.

DISTRIBUTION PLATFORMS
The mutual fund industry has certainly 

made great strides in how the end con-
sumer can purchase their product. Long 
gone are the days of mailing or faxing an 
account registration, processed by the 
transfer agent, now replaced with online 
account forms and a multitude of on-
line brokers offering hundreds of mutual 
funds. The advisors have similar technol-
ogies in place to purchase mutual funds 
for their clients on the myriad of distri-
bution platforms. However, I would argue 
that mutual fund distribution groups have 
lagged in their adoption of the most effi-
cient technologies and services available 
to them today.

Distribution data for mutual funds 
is spread across multiple platforms and 
sources creating quite a challenge for 
firms to normalize aggregate and utilize 
this data. Ultimately, distribution groups 
need to provide actionable intelligence to 
their end consumer, the wholesaler and/
or specialist that is engaging with advisors 
on a daily basis. It is too often the case 
that these strategic resources do not have 
all the data provided to them in a clear, 
concise format. In today’s app lifestyle, 

shouldn’t a wholesaler be able to open an 
app, type an advisor’s name and get all the 
recent sales and asset data as it relates to 
your firm? Some firms do have these tech-
nologies in place, most do not. Why?  It’s 
not a simple solution.

ACTIONABLE INTELLIGENCE
Mutual fund firms have multiple, dis-

parate data sources as it relates to distribu-
tion. Through the years, many firms have 
built internal processes to cleanse and 
aggregate this data and present it in the 
CRM, thus providing their distribution 
team with some actionable intelligence. 
However, with the advent of ‘Big Data’ 
and a desire to add multiple data points, 
firms now look to add market share, and 
prospecting data as examples. This creates 
a need to manage additional data sourc-
es and enrich it along with the sales and 
asset data. Are mutual fund firms staffed 
and resourced to perform these tasks, or 
should they focus on their areas of exper-
tise?

A fair amount of mutual fund firms 
have robust operations and IT groups that 
welcome projects such as these. I have 
worked with and spoken with firms that 
have built impressive systems and applica-
tions that provide an end to end solution 
for their distribution sales team. However, 
they are clearly in the minority. The ma-
jority of mutual fund firms struggle with 
how to create an efficient and cost-effec-
tive way to gather, cleanse, aggregate, pro-
cess, summarize, and deliver these various 
data sets.

IMPLEMENTER TO DESIGN PLATFORM
For example, many firms have adopted 

a very popular CRM platform over the 
past several years. Once a mutual fund 
firm implements this CRM platform, how 
do they get all the distribution, market 
share, and prospecting data loaded into 
it? They hire an implementer to design 
the platform specifically for their business 
needs. Some firms have budget for this, 
most do not. This is an example of adding 
an expense on top of an expense, while 

trying to create efficiencies.
Creating efficiencies should ultimate-

ly reduce expenses. Hiring a vendor that 
specializes in FinTech distribution tech-
nologies and services should take the bur-
den off your internal resources allowing 
them to focus on their true areas of exper-
tise. When speaking with asset manage-
ment firms, I am no longer surprised to 
learn that many senior management staff 
are tasked with researching and tracking 
down transactional information, or that 
wholesalers are walking into an advisor’s 
office not knowing what history that advi-
sor has had with their firm.

These examples illustrate a far too com-
mon and current challenge for mutual 
funds firms today. Solutions exist for these 
challenges, and some of the solutions uti-
lize the cutting edge technology we have 
come to depend on in our everyday life. 
Then why aren’t the majority of mutual 
fund firms utilizing some of the FinTech 
distribution data solutions available to-
day?

DISTRIBUTION DATA WILL REAP 
BENEFITS

Moving from imbedded, legacy pro-
cesses and systems requires time and re-
sources, most of which are scarce in to-
day’s cost cutting environment. However, 
being able to see past the initial change 
and disruptions, firms that do implement 
technologies and services related to dis-
tribution data will soon reap the benefits. 
They will no longer rely on older, out of 
date, legacy systems and processes and 
will be able to reallocate those precious, 
internal resources. The ability to ascertain 
sales data and intelligence on a specific 
firm, office, and/or advisor should be easy 
based on the data available. It’s certainly 
not a simple process to provide that data, 
but it can be made easier with the FinTech 
data distribution solutions in today’s mar-
ketplace.

Dave Halligan is Director of Sales 
and Account Management at SalesFocus 
Solutions.

By Dave Halligan

Dave Halligan
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DATA SHOWCASE

Ticker YTD %
Returns 

YTD flows 
(millions) 

Expense
Ratio

Net Assets
(millions)

SPDR S&P 500 ETF SPY 7.50 ($16,888.14) 0.09% $277,880.50 

iShares MSCI EAFE ETF EFA -1.01 ($8,877.22) 0.32% $72,013.33 

T. Rowe Price New Income PRCIX -1.76 ($5,693.96) 0.54% $28,300.84 

iShares MSCI Emerging Markets ETF EEM -4.79 ($5,402.33) 0.69% $31,714.47 

T. Rowe Price Growth Stock PRGFX 16.20 ($4,504.81) 0.67% $57,872.22 

iShares Russell 1000 Value ETF IWD 1.35 ($4,295.68) 0.20% $36,926.89 

iShares MSCI Eurozone ETF EZU -0.98 ($4,152.28) 0.49% $10,427.82 

iShares iBoxx $ Invmt Grade Corp Bd ETF LQD -3.43 ($3,874.58) 0.15% $34,353.46 

iShares iBoxx $ High Yield Corp Bd ETF HYG 0.96 ($3,314.06) 0.49% $15,365.14 

T. Rowe Price Equity Index 500 PREIX 7.45 ($2,966.49) 0.21% $27,794.01 

American Funds Growth Fund of Amer A AGTHX 13.61 ($2,872.79) 0.64% $198,512.25 

SPDR Blmbg Barclays High Yield Bd ETF JNK 0.19 ($2,862.82) 0.40% $9,772.00 

T. Rowe Price Retirement 2020 TRRBX 2.48 ($2,772.25) 0.63% $21,689.74 

WisdomTree Japan Hedged Equity ETF DXJ -4.88 ($2,764.87) 0.48% $6,050.64 

American Funds Income Fund of Amer A AMECX 0.96 ($2,750.84) 0.56% $109,833.54 

Oakmark International Investor OAKIX -5.99 ($2,606.64) 0.95% $45,367.16 

American Funds Capital Income Bldr A CAIBX -1.27 ($2,599.53) 0.59% $106,065.03 

Fidelity Large Cap Stock FLCSX 5.50 ($2,486.58) 0.67% $2,910.69 

T. Rowe Price Retirement 2030 TRRCX 3.55 ($2,477.78) 0.59% $24,744.96 

American Funds Invmt Co of Amer A AIVSX 5.86 ($2,470.16) 0.58% $94,476.45 
 
Flow data as of 6/30/18. Source: Morningstar Direct

Mutual funds and ETFs with the largest outflows in the first half 
lost a combined $86.6 billion. 

Despite redemptions from emerging markets and international 
equity, high-yield bond and large-value funds reported the largest 
combined year-to-date outflows at $23.1 billion and $21.4 billion, re-
spectively, according to Morningstar. 

The biggest takeaway, Morningstar Senior Fund Analyst Kevin 
McDevitt says, is the relative resilience of international equity flows 
versus U.S. stocks. 

“U.S. equity funds have had about $21 billion in year-to-date out-
flows, despite the S&P 500 being up 6.5% or so,” McDevitt says. “In-
ternational equity funds have collected about $86 billion in inflows, 

despite foreign markets being flat to slightly down year-to-date.” 
Most of the outflows this year have come from index offerings. At 

$16.9 billion, the S&P 500 tracker SPY reported the largest redemp-
tions this year. SPY, iShares Core S&P 500 ETF (IVV), Vanguard In-
stitutional Index (VINIX), Invesco QQQ Trust (QQQ), and Vanguard 
Total Stock Market Index (VTSMX) reported combined year-to-date 
outflows of $14.7 billion, according to Morningstar data.

The industry’s top 50 fund families, however, recorded a combined 
$170.5 million in inflows over the same period, McDevitt says. 

Funds with more than $100 million in AUM and investment min-
imums higher than $100,000 were excluded, as were leveraged and 
institutional funds.  MME  

Funds with the biggest redemptions lost $86 billion in first half

INDUSTRY COMMENTARY

58 Subaccounting Services

The Adoption of FinTech Distribution
Data Solutions

F ee compres-
sion, expense 
reduction, the 

preponderance of 
lower cost products, 
and a more educated 
and cost conscious 
consumer have been 
disruptors for mutual 
fund firms for sev-
eral years. The mutual fund industry is 
not alone as it relates to disruptors. Brick 
and mortar stores have been displaced by 
Amazon; Taxi services are in much less 
demand due to ride services such as Uber 
and Lyft; and if you know what a travel 
agent is, you are dating yourself. Each one 
of these examples shares a common theme 
in that their displacement or disruption 
was due to an advance in technology, cre-
ating an ease of use for the end consumer.

DISTRIBUTION PLATFORMS
The mutual fund industry has certainly 

made great strides in how the end con-
sumer can purchase their product. Long 
gone are the days of mailing or faxing an 
account registration, processed by the 
transfer agent, now replaced with online 
account forms and a multitude of on-
line brokers offering hundreds of mutual 
funds. The advisors have similar technol-
ogies in place to purchase mutual funds 
for their clients on the myriad of distri-
bution platforms. However, I would argue 
that mutual fund distribution groups have 
lagged in their adoption of the most effi-
cient technologies and services available 
to them today.

Distribution data for mutual funds 
is spread across multiple platforms and 
sources creating quite a challenge for 
firms to normalize aggregate and utilize 
this data. Ultimately, distribution groups 
need to provide actionable intelligence to 
their end consumer, the wholesaler and/
or specialist that is engaging with advisors 
on a daily basis. It is too often the case 
that these strategic resources do not have 
all the data provided to them in a clear, 
concise format. In today’s app lifestyle, 

shouldn’t a wholesaler be able to open an 
app, type an advisor’s name and get all the 
recent sales and asset data as it relates to 
your firm? Some firms do have these tech-
nologies in place, most do not. Why?  It’s 
not a simple solution.

ACTIONABLE INTELLIGENCE
Mutual fund firms have multiple, dis-

parate data sources as it relates to distribu-
tion. Through the years, many firms have 
built internal processes to cleanse and 
aggregate this data and present it in the 
CRM, thus providing their distribution 
team with some actionable intelligence. 
However, with the advent of ‘Big Data’ 
and a desire to add multiple data points, 
firms now look to add market share, and 
prospecting data as examples. This creates 
a need to manage additional data sourc-
es and enrich it along with the sales and 
asset data. Are mutual fund firms staffed 
and resourced to perform these tasks, or 
should they focus on their areas of exper-
tise?

A fair amount of mutual fund firms 
have robust operations and IT groups that 
welcome projects such as these. I have 
worked with and spoken with firms that 
have built impressive systems and applica-
tions that provide an end to end solution 
for their distribution sales team. However, 
they are clearly in the minority. The ma-
jority of mutual fund firms struggle with 
how to create an efficient and cost-effec-
tive way to gather, cleanse, aggregate, pro-
cess, summarize, and deliver these various 
data sets.

IMPLEMENTER TO DESIGN PLATFORM
For example, many firms have adopted 

a very popular CRM platform over the 
past several years. Once a mutual fund 
firm implements this CRM platform, how 
do they get all the distribution, market 
share, and prospecting data loaded into 
it? They hire an implementer to design 
the platform specifically for their business 
needs. Some firms have budget for this, 
most do not. This is an example of adding 
an expense on top of an expense, while 

trying to create efficiencies.
Creating efficiencies should ultimate-

ly reduce expenses. Hiring a vendor that 
specializes in FinTech distribution tech-
nologies and services should take the bur-
den off your internal resources allowing 
them to focus on their true areas of exper-
tise. When speaking with asset manage-
ment firms, I am no longer surprised to 
learn that many senior management staff 
are tasked with researching and tracking 
down transactional information, or that 
wholesalers are walking into an advisor’s 
office not knowing what history that advi-
sor has had with their firm.

These examples illustrate a far too com-
mon and current challenge for mutual 
funds firms today. Solutions exist for these 
challenges, and some of the solutions uti-
lize the cutting edge technology we have 
come to depend on in our everyday life. 
Then why aren’t the majority of mutual 
fund firms utilizing some of the FinTech 
distribution data solutions available to-
day?

DISTRIBUTION DATA WILL REAP 
BENEFITS

Moving from imbedded, legacy pro-
cesses and systems requires time and re-
sources, most of which are scarce in to-
day’s cost cutting environment. However, 
being able to see past the initial change 
and disruptions, firms that do implement 
technologies and services related to dis-
tribution data will soon reap the benefits. 
They will no longer rely on older, out of 
date, legacy systems and processes and 
will be able to reallocate those precious, 
internal resources. The ability to ascertain 
sales data and intelligence on a specific 
firm, office, and/or advisor should be easy 
based on the data available. It’s certainly 
not a simple process to provide that data, 
but it can be made easier with the FinTech 
data distribution solutions in today’s mar-
ketplace.

Dave Halligan is Director of Sales 
and Account Management at SalesFocus 
Solutions.

By Dave Halligan

Dave Halligan
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Mutual fund flows  
($ millions)

SCORECARD

Date
Total

long-term
Total equity

Total
domestic

Large-cap Mid-cap Small-cap Multi-cap Other Total world Developed 
markets

Emerging 
markets

Estimated weekly net new cash flow
8/1/2018 -5,698 -8,117 -6,833 -2,254 -668 -517 -2,940 -453 -1,284 -1,249 -34

7/25/2018 -1,963 -4,454 -2,963 -2,170 -231 681 -976 -267 -1,491 -1,533 42
7/18/2018 -131 -5,029 -4,141 -2,382 -611 633 -1,260 -520 -888 -1,112 224
7/11/2018 -2,026 -4,174 -4,123 -2,858 -246 887 -1,328 -578 -52 285 -337
7/3/2018 -8,588 -8,771 -11,206 -4,641 -1,024 -1,017 -4,412 -113 2,436 2,241 195

Monthly net new cash flow
6/30/2018 -18,045 -20,808 -23,831 -15,147 -2,520 1,427 -6,383 -1,208 3,023 3,452 -430
5/31/2018 -5,798 -8,733 -15,812 -5,722 -4,423 544 -5,145 -1,067 7,079 5,886 1,194
4/30/2018 -6,967 -9,293 -12,680 -727 -1,127 -104 -3,953 -6,769 3,387 1,631 1,756
3/31/2018 9,559 264 -12,020 353 -2,823 -1,600 -6,594 -1,356 12,284 11,236 1,047
2/28/2018 -12,109 -8,369 -19,568 -1,665 -2,858 -2,634 -9,410 -3,000 11,199 9,460 1,739
1/31/2018 39,002 -7,078 -24,546 -6,914 -5,288 -2,117 -9,942 -285 17,469 13,268 4,201

12/31/2017 -28,893 -38,329 -43,096 -18,763 -4,770 -3,202 -12,383 -3,978 4,767 4,304 463
11/30/2017 -4,894 -16,441 -24,067 -5,949 -3,756 -3,439 -7,045 -3,878 7,627 6,303 1,324
10/31/2017 11,021 -15,971 -22,101 -7,360 -2,411 -2,109 -8,375 -1,846 6,130 4,962 1,169
9/30/2017 438 -21,998 -22,617 -7,548 -2,720 -2,046 -9,336 -967 618 1,372 -754
8/31/2017 -517 -16,493 -24,569 -7,242 -3,511 -2,555 -8,205 -3,056 8,075 6,650 1,425
7/31/2017 3,778 -13,782 -25,545 -10,330 -4,487 -2,242 -7,298 -1,188 11,763 11,038 726
6/30/2017 7,558 -9,412 -18,492 -13,228 -3,146 -2,291 1,918 -1,746 9,081 7,504 1,576
5/31/2017 27,289 3,144 -9,243 2,766 -2,379 -2,169 -5,234 -2,227 12,387 8,827 3,561
4/30/2017 306 -12,498 -19,556 -5,057 -4,061 -2,006 -7,056 -1,375 7,058 5,197 1,861
3/31/2017 12,553 -14,101 -13,409 -1,715 -833 -827 -7,620 -2,415 -692 -571 -121
2/28/2017 27,047 3,995 -2,694 -1,235 524 712 -2,069 -626 6,690 5,784 906
1/31/2017 11,157 -7,754 -10,936 778 -792 998 -10,606 -1,314 3,182 2,124 1,058

12/31/2016 -56,070 -33,615 -26,974 -10,891 -977 -816 -12,204 -2,085 -6,642 -5,817 -825
11/30/2016 -52,080 -27,965 -25,929 -8,244 -1,709 -293 -11,058 -4,626 -2,035 -888 -1,147
10/31/2016 -32,791 -37,928 -31,452 -8,576 -5,287 -2,541 -12,213 -2,834 -6,477 -6,258 -219
9/30/2016 -9,028 -22,398 -15,377 -152 -1,750 -1,086 -10,123 -2,265 -7,021 -6,113 -908
8/31/2016 -9,807 -32,287 -24,782 -5,504 -3,355 -1,711 -12,753 -1,459 -7,505 -7,276 -229
7/31/2016 -15,129 -37,685 -31,253 -11,922 -5,015 -3,382 -9,045 -1,889 -6,432 -6,239 -192
6/30/2016 -14,369 -18,895 -14,871 1,099 -4,486 -1,576 -7,812 -2,095 -4,024 -4,027 2
5/31/2016 -5,588 -17,369 -17,342 -4,178 -3,363 -1,188 -7,098 -1,516 -27 -1,217 1,190
4/30/2016 -4,520 -23,767 -19,455 -5,800 -3,381 -2,405 -7,327 -542 -4,312 -3,413 -899
3/31/2016 14,661 -9,971 -9,814 -5,473 -1,428 87 -2,661 -338 -157 1,307 -1,464
2/29/2016 8,492 8,779 -2,332 2,072 -2,871 -351 -525 -657 11,111 10,509 602
01/31/2016 -20,729 -4,927 -15,549 5,587 -5,958 -2,887 -7,339 -4,952 10,622 10,862 -239

Note: Weekly cash flows are estimates are based on reporting covering 98% of industry assets.
Source: Investment Company Institute

WorldDomestic
Equity

ETF flows  
($ millions)

Date Total equity
Domestic

equity
World
equity

Hybrid
Total
bond

Taxable
bond

Municipal
bond

Commodity
Total LT MF

and ETF flows

Estimated weekly net new cash flow
08/01/2018 -3,011 -2,130 -881 -2,268 5,859 5,694 164 -101 477
07/25/2018 419 523 -105 -1,165 4,417 3,817 600 164 3,834
07/18/2018 1,492 1,297 195 -1,829 8,660 6,894 1,765 -308 8,014
07/11/2018 -3,155 -1,546 -1,609 -1,048 7,445 6,416 1,028 101 3,343
07/03/2018 -10,587 -11,376 789 -2,552 4,591 4,235 356 -1,027 -9,575

Monthly net new cash flow
06/30/2018 -27,779 -20,508 -7,271 -7,477 19,065 16,456 2,609 -2,451 -18,642

05/31/2018 13,744 9,970 3,774 -3,989 13,108 11,831 1,277 -133 22,730

04/30/2018 -27 -7,422 7,395 -4,127 22,435 24,206 -1,771 2,310 20,590

03/31/2018 -6,742 -22,173 15,431 -2,059 15,920 14,188 1,732 554 7,673

02/28/2018 -19,502 -41,447 21,946 -3,724 1,772 2,784 -1,012 1,026 -20,428

01/31/2018 54,200 10,777 43,423 -669 56,779 46,322 10,457 1,724 112,035

12/31/2017 8,940 -9,057 17,997 -3,698 19,158 19,491 -333 -528 23,872

11/30/2017 13,723 -4,429 18,152 -3,365 21,628 19,819 1,809 -444 31,543

10/31/2017 23,928 3,152 20,776 -2,458 38,759 36,163 2,595 -747 59,482

09/30/2017 653 -9,782 10,435 -2,589 36,463 33,476 2,987 1,733 36,261

08/31/2017 -6,149 -22,775 16,626 -4,162 29,578 25,124 4,454 2,393 21,659

07/31/2017 7,402 -12,528 19,930 -2,575 31,728 29,164 2,564 -3,532 33,023

06/30/2017 21,927 -7,958 29,886 -2,754 32,681 29,420 3,260 1,528 53,382

05/31/2017 23,363 -10,760 34,123 -2,040 36,430 33,128 3,302 -449 57,304

04/30/2017 12,335 -8,278 20,613 -2,078 25,236 22,116 3,120 948 36,441

03/31/2017 24,562 9,409 15,153 -2,424 37,867 36,632 1,235 -531 59,474

02/28/2017 34,769 17,600 17,170 -552 36,025 34,026 1,999 1,867 72,110

01/31/2017 20,678 5,081 15,597 -2,484 35,543 31,061 4,482 -637 53,100

12/31/2016 23,720 18,848 4,872 -12,210 -4,142 12,190 -16,331 -3,600 3,768

11/30/2016 21,953 23,151 -1,197 -7,538 -13,284 -2,142 -11,142 -3,572 -2,441

10/31/2016 -24,010 -23,111 -899 -4,885 13,896 12,297 1,599 -87 -15,086

09/30/2016 -13,030 -5,816 -7,214 -4,110 24,670 20,671 3,999 496 8,025

08/31/2016 -12,238 -9,930 -2,308 -461 30,859 23,565 7,295 -568 17,591

07/31/2016 -2,166 441 -2,607 -1,736 33,578 26,825 6,753 2,069 31,745

06/30/2016 -14,803 -15,722 919 -3,886 16,698 9,639 7,059 4,327 2,336

05/31/2016 -19,695 -14,044 -5,651 -1,516 16,925 8,955 7,970 3,466 -820

04/30/2016 -17,054 -12,677 -4,378 428 22,114 16,291 5,824 -674 4,814

03/31/2016 11,642 7,599 4,043 3,173 29,422 23,591 5,832 2,148 46,385

02/29/2016 -4,472 -9,066 4,594 -1,435 11,915 6,616 5,299 5,664 11,672

01/31/2016 -20,171 -27,292 7,121 -10,561 7,686 2,676 5,011 2,010 -21,035

Note: Weekly cash flows are estimates are based on reporting covering 98% of industry assets.

SCORECARD

Source: Investment Company Institute
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Mutual fund flows  
($ millions)

SCORECARD

Date
Total

long-term
Total equity

Total
domestic

Large-cap Mid-cap Small-cap Multi-cap Other Total world Developed 
markets

Emerging 
markets

Estimated weekly net new cash flow
8/1/2018 -5,698 -8,117 -6,833 -2,254 -668 -517 -2,940 -453 -1,284 -1,249 -34

7/25/2018 -1,963 -4,454 -2,963 -2,170 -231 681 -976 -267 -1,491 -1,533 42
7/18/2018 -131 -5,029 -4,141 -2,382 -611 633 -1,260 -520 -888 -1,112 224
7/11/2018 -2,026 -4,174 -4,123 -2,858 -246 887 -1,328 -578 -52 285 -337
7/3/2018 -8,588 -8,771 -11,206 -4,641 -1,024 -1,017 -4,412 -113 2,436 2,241 195

Monthly net new cash flow
6/30/2018 -18,045 -20,808 -23,831 -15,147 -2,520 1,427 -6,383 -1,208 3,023 3,452 -430
5/31/2018 -5,798 -8,733 -15,812 -5,722 -4,423 544 -5,145 -1,067 7,079 5,886 1,194
4/30/2018 -6,967 -9,293 -12,680 -727 -1,127 -104 -3,953 -6,769 3,387 1,631 1,756
3/31/2018 9,559 264 -12,020 353 -2,823 -1,600 -6,594 -1,356 12,284 11,236 1,047
2/28/2018 -12,109 -8,369 -19,568 -1,665 -2,858 -2,634 -9,410 -3,000 11,199 9,460 1,739
1/31/2018 39,002 -7,078 -24,546 -6,914 -5,288 -2,117 -9,942 -285 17,469 13,268 4,201

12/31/2017 -28,893 -38,329 -43,096 -18,763 -4,770 -3,202 -12,383 -3,978 4,767 4,304 463
11/30/2017 -4,894 -16,441 -24,067 -5,949 -3,756 -3,439 -7,045 -3,878 7,627 6,303 1,324
10/31/2017 11,021 -15,971 -22,101 -7,360 -2,411 -2,109 -8,375 -1,846 6,130 4,962 1,169
9/30/2017 438 -21,998 -22,617 -7,548 -2,720 -2,046 -9,336 -967 618 1,372 -754
8/31/2017 -517 -16,493 -24,569 -7,242 -3,511 -2,555 -8,205 -3,056 8,075 6,650 1,425
7/31/2017 3,778 -13,782 -25,545 -10,330 -4,487 -2,242 -7,298 -1,188 11,763 11,038 726
6/30/2017 7,558 -9,412 -18,492 -13,228 -3,146 -2,291 1,918 -1,746 9,081 7,504 1,576
5/31/2017 27,289 3,144 -9,243 2,766 -2,379 -2,169 -5,234 -2,227 12,387 8,827 3,561
4/30/2017 306 -12,498 -19,556 -5,057 -4,061 -2,006 -7,056 -1,375 7,058 5,197 1,861
3/31/2017 12,553 -14,101 -13,409 -1,715 -833 -827 -7,620 -2,415 -692 -571 -121
2/28/2017 27,047 3,995 -2,694 -1,235 524 712 -2,069 -626 6,690 5,784 906
1/31/2017 11,157 -7,754 -10,936 778 -792 998 -10,606 -1,314 3,182 2,124 1,058

12/31/2016 -56,070 -33,615 -26,974 -10,891 -977 -816 -12,204 -2,085 -6,642 -5,817 -825
11/30/2016 -52,080 -27,965 -25,929 -8,244 -1,709 -293 -11,058 -4,626 -2,035 -888 -1,147
10/31/2016 -32,791 -37,928 -31,452 -8,576 -5,287 -2,541 -12,213 -2,834 -6,477 -6,258 -219
9/30/2016 -9,028 -22,398 -15,377 -152 -1,750 -1,086 -10,123 -2,265 -7,021 -6,113 -908
8/31/2016 -9,807 -32,287 -24,782 -5,504 -3,355 -1,711 -12,753 -1,459 -7,505 -7,276 -229
7/31/2016 -15,129 -37,685 -31,253 -11,922 -5,015 -3,382 -9,045 -1,889 -6,432 -6,239 -192
6/30/2016 -14,369 -18,895 -14,871 1,099 -4,486 -1,576 -7,812 -2,095 -4,024 -4,027 2
5/31/2016 -5,588 -17,369 -17,342 -4,178 -3,363 -1,188 -7,098 -1,516 -27 -1,217 1,190
4/30/2016 -4,520 -23,767 -19,455 -5,800 -3,381 -2,405 -7,327 -542 -4,312 -3,413 -899
3/31/2016 14,661 -9,971 -9,814 -5,473 -1,428 87 -2,661 -338 -157 1,307 -1,464
2/29/2016 8,492 8,779 -2,332 2,072 -2,871 -351 -525 -657 11,111 10,509 602
01/31/2016 -20,729 -4,927 -15,549 5,587 -5,958 -2,887 -7,339 -4,952 10,622 10,862 -239

Note: Weekly cash flows are estimates are based on reporting covering 98% of industry assets.

World
Equity

ETF flows  
($ millions)

Date Total equity
Domestic

equity
World
equity

Hybrid
Total
bond

Taxable
bond

Municipal
bond

Commodity
Total LT MF

and ETF flows

Estimated weekly net new cash flow
08/01/2018 -3,011 -2,130 -881 -2,268 5,859 5,694 164 -101 477
07/25/2018 419 523 -105 -1,165 4,417 3,817 600 164 3,834
07/18/2018 1,492 1,297 195 -1,829 8,660 6,894 1,765 -308 8,014
07/11/2018 -3,155 -1,546 -1,609 -1,048 7,445 6,416 1,028 101 3,343
07/03/2018 -10,587 -11,376 789 -2,552 4,591 4,235 356 -1,027 -9,575

Monthly net new cash flow
06/30/2018 -27,779 -20,508 -7,271 -7,477 19,065 16,456 2,609 -2,451 -18,642

05/31/2018 13,744 9,970 3,774 -3,989 13,108 11,831 1,277 -133 22,730

04/30/2018 -27 -7,422 7,395 -4,127 22,435 24,206 -1,771 2,310 20,590

03/31/2018 -6,742 -22,173 15,431 -2,059 15,920 14,188 1,732 554 7,673

02/28/2018 -19,502 -41,447 21,946 -3,724 1,772 2,784 -1,012 1,026 -20,428

01/31/2018 54,200 10,777 43,423 -669 56,779 46,322 10,457 1,724 112,035

12/31/2017 8,940 -9,057 17,997 -3,698 19,158 19,491 -333 -528 23,872

11/30/2017 13,723 -4,429 18,152 -3,365 21,628 19,819 1,809 -444 31,543

10/31/2017 23,928 3,152 20,776 -2,458 38,759 36,163 2,595 -747 59,482

09/30/2017 653 -9,782 10,435 -2,589 36,463 33,476 2,987 1,733 36,261

08/31/2017 -6,149 -22,775 16,626 -4,162 29,578 25,124 4,454 2,393 21,659

07/31/2017 7,402 -12,528 19,930 -2,575 31,728 29,164 2,564 -3,532 33,023

06/30/2017 21,927 -7,958 29,886 -2,754 32,681 29,420 3,260 1,528 53,382

05/31/2017 23,363 -10,760 34,123 -2,040 36,430 33,128 3,302 -449 57,304

04/30/2017 12,335 -8,278 20,613 -2,078 25,236 22,116 3,120 948 36,441

03/31/2017 24,562 9,409 15,153 -2,424 37,867 36,632 1,235 -531 59,474

02/28/2017 34,769 17,600 17,170 -552 36,025 34,026 1,999 1,867 72,110

01/31/2017 20,678 5,081 15,597 -2,484 35,543 31,061 4,482 -637 53,100

12/31/2016 23,720 18,848 4,872 -12,210 -4,142 12,190 -16,331 -3,600 3,768

11/30/2016 21,953 23,151 -1,197 -7,538 -13,284 -2,142 -11,142 -3,572 -2,441

10/31/2016 -24,010 -23,111 -899 -4,885 13,896 12,297 1,599 -87 -15,086

09/30/2016 -13,030 -5,816 -7,214 -4,110 24,670 20,671 3,999 496 8,025

08/31/2016 -12,238 -9,930 -2,308 -461 30,859 23,565 7,295 -568 17,591

07/31/2016 -2,166 441 -2,607 -1,736 33,578 26,825 6,753 2,069 31,745

06/30/2016 -14,803 -15,722 919 -3,886 16,698 9,639 7,059 4,327 2,336

05/31/2016 -19,695 -14,044 -5,651 -1,516 16,925 8,955 7,970 3,466 -820

04/30/2016 -17,054 -12,677 -4,378 428 22,114 16,291 5,824 -674 4,814

03/31/2016 11,642 7,599 4,043 3,173 29,422 23,591 5,832 2,148 46,385

02/29/2016 -4,472 -9,066 4,594 -1,435 11,915 6,616 5,299 5,664 11,672

01/31/2016 -20,171 -27,292 7,121 -10,561 7,686 2,676 5,011 2,010 -21,035

Note: Weekly cash flows are estimates are based on reporting covering 98% of industry assets.

SCORECARD

Source: Investment Company Institute
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•  Full online access to MME online, including breaking retail investment product news updated 

throughout the day.

•  Access to the Mutual Fund Service Guide, including guides from the last 7 years.

• Information on executive moves in the industry.
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on the latest happening in the mutual fund and money management communities.
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