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At U.S. Bank Global Fund Services, we pride ourselves on helping our clients 
navigate complex products and strategies. You can rely on us to be more than 
merely capable of performing a service, but be fully immersed in it. From mutual 
funds and series trusts to ETFs and alternative products, we continue to invest in 
the solutions that matter most to you.

As your fund administrator, for the past 50 years we have provided 
expertise, powerful decision-making tools and scalable solutions to 
keep you moving forward. We’re continuously expanding our network 
across global financial markets to deliver not only services, but unique 
perspectives to help you navigate shifting landscapes. 

We’re always thinking about the next step,  
so you can go further.

Together, we’re your advantage.
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In today’s low interest-rate world, 
investment-grade bond funds face an 
all-too-familiar trade-off: buy risky 
debt to improve returns or play it safe 
and underperform. But some, it seems, 
have managed to have it both ways. 

In particular, funds are loading up 
on bonds where ratings firms are split 
on whether they’re investment grade 
or junk. While reasonable people can 
disagree about which one is right, for a 
growing number of firms, the answer 
is always the same: the higher one.

The practice has obvious advantag-
es. With high-grade corporate bonds 
yielding less than 3% on average, man-
agers can pick up an extra half-per-
centage point on split-rated debt. And 
funds can say they’re invested in safe 
assets while running a portfolio that 

PRODUCTS: Bond 
funds exploit ratings 
system to get riskier
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management executive

STRATEGY: Zero-commission world leaves asset 
managers in limbo

The race to zero has left fund managers  
behind. Over five years, custodians have built 
out commission-free ETF platforms, expand-
ing their fund lineups through distribution ar-
rangements with third-party providers willing 
to pay for prime shelf space. 

As of October, these platforms  ceased to  
exist. 

Asset managers such as Aberdeen Standard 
Investments received no warning.

“That’s basically years and years of relation-
ships, of negotiations, that basically just went 
down the drain,” says Stan Kiang, director of 
strategic relationships at Aberdeen.

After Schwab on Oct. 1 made its announce-
ment that it will be ending commissions for 

all online trades in U.S. 
stocks, ETFs and options, 
Steve Dunn, head of U.S. 
for ETF securities at Ab-
erdeen, says he immedi-
ately called up their rep-
resentative at OneSource, 
Schwab’s platform for 

Source: Investment Company Institute

Inflows to mutual funds and ETFs 
were $4.87B for the week ending 
Oct. 23 (millions)

By Brandon Kochkodin

By Jessica Mathews

RATINGS, page 9

COMMISSION, page 10

SPECIAL REPORT page 6

Are mutual funds in 
a death spiral?  Perhaps, 
says Chaikin Analytics 
CEO Carlton Neel. The 
SEC’s recently passed 
ETF modernization rule, 
which expands choice in 
the market — “is proba-
bly the end of the mutu-
al fund industry,” Neel 
predicts.

Money Management 
Executive contacted industry leaders to get their 
take on this and other regulatory trends, includ-

ing cybersecurity, data 
protection, risk manage-
ment, retirement savings 
and fiduciary standards.

“Ultimately, we as 
asset managers have to 
satisfy our clients and 
our regulators, too,” says 
PineBridge Investments 
Chief Risk Officer Ka-
mala Anantharam. 

For more on what 
Neel, Anantharam and other execs have to say, 
turn to our special report.  

REGULATION: How ETFs may ultimately kill mutual funds 
By Rebecca Stropoli

SPECIAL REPORT

Carlton Neel, CEO,
Chaikin Analytics

Kamala Anantharam, 
Chief Risk Officer, 
PineBridge Investments
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Register today at InVestWest.Events

No one dives deeper 
into wealth tech

December 5-6, 2019 | San Francisco, CA

Meet Our New Keynote Speaker
Don’t miss Andy Rachle� , Co-founder and Executive 
Chairman at Wealthfront on the In|Vest West stage. 

In|Vest West will articulate the next decade’s dominant 
strategic and commercial agenda for the investment advice 
world. Learn about the incoming wave of transformation 
directly from industry innovators, emerging � ntechs, 
wealth management institutions and technology giants.
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NEWS SCAN

10/23/2019 10/16/2019 $ Change* 10/9/2019
Government 2,599.00 2,586.62 12.38 2,597.16

Retail 765.18 763.29 1.9 758.16
Institutional 1,833.81 1,823.33 10.48 1,839.00

Prime 748.62 742.82 5.8 735.69
Retail 446.84 442.74 4.1 439.93
Institutional 301.78 300.07 1.7 295.76

Tax-exempt 138.08 138.71 -0.63 136.84
Retail 125.71 125.9 -0.19 125.13
Institutional 12.36 12.81 -0.45 11.71

Total 3,485.69 3,468.14 17.55 3,469.69
Retail 1,337.74 1,331.93 5.81 1,323.22
Institutional 2,147.95 2,136.21 11.74 2,146.48

Assets of money market funds

Source: Investment Company Institute

$ billions

INDUSTRY HIGHLIGHTS

IIA FINDS 2.96 MILLION INDEXES GLOBALLY
Index Industry Association has found the 

number of indexes has declined in the last 
year to nearly 2.96 million globally, according 
to the company’s latest study. The total num-
ber of indexes rose from 3.29 million in 2017 
to 3.73 million in 2018, according to the IIA’s 
two previous surveys. 

While this represents a 20% decrease since 
last year’s analysis, it appears the lower num-
ber is due to the decommissioning of indexes, 
a process which occurs every year to ensure 
indexes are not redundant, according to the 
report. Previously, this has been offset by the 
addition of new indexes, but there were a 
large number of decommissions in both eq-
uities and “other” categories in the past year.

“Every firm continuously evaluates their 
indexes to see if they are redundant, which 
helps keep costs down for their clients. Ulti-
mately, our members are focused on provid-
ing the quality of indexes investors demand 
that they administer and not necessarily the 
quantity,” said IIA CEO Rick Redding. 

BOFA ADDS 40 MODEL PORTFOLIOS 
TO MERRILL PROGRAM

Bank of America announced the addition 
of 40 new model portfolios to its investment 
platform, which offers portfolios, managed 
by BlackRock, JP Morgan, Franklin Temple-
ton and Natixis Investment Managers, exclu-
sively to Merrill Lynch Wealth Management 

clients.
Since their launch under its chief invest-

ment office in 2017, the company has ex-
panded its suite of offerings with CIO asset 
allocation guidance to more than 165 active, 
passive, hybrid and sustainable impact invest-
ing portfolios — 125 of which are managed 
by its CIO team of investment professionals.

“The focus of investing has begun to shift 
from product selection to portfolio construc-
tion, with the true value of advice for clients 
being the ability to customize unique paths to-
ward reaching their goals,” said Keith Banks, 
head of the Investment Solutions Group at 
Bank of America. “Through the expansion of 
our model portfolio offerings, we’re further 
integrating investment managers into our 
strategy, while diversifying options and view-
points to the benefit of our clients.”

PRODUCTS

ALGER LICENSES PRECIDIAN’S 
ACTIVESHARES ETF STRUCTURE

Fred Alger Management entered into an 
agreement with Precidian Investments to li-
cense ActiveShares, its proprietary, actively 
managed ETF structure, the firm said. 

The Precidian model enables Alger to de-
liver actively managed investment strategies 
in an ETF vehicle without disclosing holdings 
on a daily basis, according to the firm. Alger 
anticipates introducing ActiveShares in 2020.

“For more than 50 years, our clients have 
benefited from our investment team’s ability 
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to identify innovative companies disrupting 
the status quo,” said Jim Tambone, chief dis-
tribution officer at Alger. 

T. ROWE, MORNINGSTAR LAUNCH TARGET 
ALLOCATION ACTIVE PORTFOLIO SERIES
T. Rowe Price’s Target Allocation Active 

Series Model Portfolios are now available to 
financial advisors through Morningstar’s 
Model Marketplace, according to the firm.

Model Marketplace, available through 
Morningstar Office Cloud, was launched in 
May and serves as a centralized distribution 
platform for advisors, allowing users to re-
search investment models, personalize strat-
egies and initiate trade instructions. 

The platform consists of eight profession-
ally managed, risk-based asset allocation 
models with both retail and institutional 
mutual are designed to meet a wide range of 
investment objectives. The model portfolios 
use globally diverse T. Rowe Price equity and 
fixed income mutual funds as their underly-
ing investments.

NUVEEN ADDS TO TARGET DATE 
COLLECTIVE INVESTMENT TRUST

Nuveen has added to its target date fund 
solutions platform with the addition of the 
Nuveen TIAA Lifecycle Blend CIT series. 

Nuveen TIAA Lifecycle Blend CIT series 
consists of 12 funds, including 11 target-date 
funds at five-year intervals for retirement 
dates 2010 through 2060 and a retirement 
income fund for those already in retirement. 
The new collective investment trusts will be 
managed by Nuveen’s mixed assets portfolio 
management team.

EVENTSHARES PLCY ETF GETS A MAKEOVER
EventShares, the investment management 

firm behind the first actively managed ETF 
focused on government policy, announced 
a new name and lower expense ratio for its 
PLCY ETF.

The EventShares U.S. Policy Alpha ETF 
will now be known as the EventShares U.S. 
Legislative Opportunities ETF. The ticker, 
PLCY, will remain the same, as will the fund’s 
underlying focus. In addition, EventShares 
announced that the fund’s total expense ratio 
was lowered to 0.75% from 0.86%. 

“Since launching our ETF business in 2017, 

we’ve sought to draw a very clear line between 
politics and policy,” said EventShares Chief 
Investment Officer Ben Phillips. “With this 
new name, we believe we’ve made our fund’s 
mandate even more clear.”

HOWARD CAPITAL ANNOUNCES 
NEW DEFENDER ETFs

Howard Capital Management announced 
the launch of its new HCM Defender series 
of ETFs. The HCM Defender 100 Index ETF 
and HCM Defender 500 Index ETF track the 
Nasdaq-100 and S&P 500 respectively, and 
are designed to offer upside potential with 
downside risk management.

When a key index, such as the S&P 500, 
dips below the company’s mathematical 
model projections, the platform signals to re-
duce the ETF’s exposure to equities by invest-
ing in one- to three-month U.S. Treasury bills.

PACER ETFs LAUNCHES BOND ETF
Pacer ETFs has launched the Pacer Trend-

pilot US Bond ETF, which will be included in 
the firm’s flagship fund family, according to 
the firm. 

The Pacer Trendpilot US Bond ETF has a 
similar approach to the rest of the Trendpilot 
funds — implementing a passive, trend-fol-
lowing strategy that will direct exposure to 
the S&P, the firm said.

SIERRA MUTUAL FUNDS INTRODUCES 
TACTICAL BOND FUND

Sierra Mutual Funds, an emerging man-
ager in low volatility and conservative invest-
ing, announced the launch of the Sierra Tac-
tical Bond Fund — a new bond mutual fund 
that will utilize Sierra’s distinctive tactical in-
vestment approach to pursue total return and 
limiting downside risk.

The fund will typically hold a diverse se-
lection of actively-managed high yield corpo-
rate bond mutual funds — and occasionally 
high yield corporate bond ETFs — but will 
shift into Treasury bond funds relatively early 
in each significant downturn in the high yield 
corporate bond market.

Sierra has 32 years of experience with the 
high yield corporate bond asset class and 
managing downside risk, and we are pleased 
to now be able to offer our proprietary ap-
proach to tactically positioning this import-

ant asset class and Treasury bonds in a mutu-
al fund format,” said David C. Wright, Sierra 
principal and co-founder. 

ARRIVALS

THORNBURG APPOINTS 
CO-HEADS OF INVESTMENTS

Thornburg Investment Management ap-
pointed Ben Kirby and Jeff Klingelhofer as 

head of investments 
— two newly created 
positions, according to 
the firm.  

In their new roles, 
Kirby and Klingelhofer 
will lead Thornburg’s 
investment process, 
deepen the firm’s risk 
management plat-
form, and guide the 
implementation of ESG 

analysis across the entire suite of investment 
solutions. McMahon, who currently serves 
as Thornburg’s chief investment officer, will 
assume the new title of chief investment 
strategist, the firm said. The two will report 
to Thornburg CEO Jason Brady.

“Ben and Jeff are exceptional leaders, and 
their contributions and success as investors 
on multiple investment strategies along with 
their embodiment of team-centric collabo-
ration have been significant to our firm and 
clients,” Brady said. 

MAIN MANAGEMENT HIRES 
MANAGING DIRECTOR

Main Management has appointed Darol 
Ryan, previously from TLD Capital, as man-
aging director, the firm said. 

In the role, Ryan will focus on expanding 
relationships with existing and prospective 
clients and work closely with CEO Kim Ar-
thur and COO Blaine Docker. 

Ryan’s “unique experience in the industry 
and client first focus, will bring valuable skills 
to our firm,” said Main Management CEO 
Kim Arthur. 

Ryan previously held director roles at 
Morgan Stanley and JP Morgan in New York, 
Hong Kong and San Francisco, according to 
the firm.  MME

News Scan by Paola Peralta

Ben Kirby
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Worlds Are Colliding!
By Kira Benson

COLLIDING WORLDS 
A couple of factors have been big 

drivers of this change: the rise of the 
“retail consultant” as many intermediary 
firms have begun to institutionalize 
their investment processes, and the 
convergence of investment strategies 
used by both the institutional and 
retail markets.

As the number of investment advice 
shops and platforms has risen, 
warehouses and RIAs have looked for 
better ways to differentiate themselves. 
There has also been a heightened 
awareness of potential conflicts of 
interest over the last several years 
and a greater focus on due diligence 
and research. Partnerships with 
well-known consultants have enabled 
firms to address these concerns and to 
offer an institutionally driven portfolio 
construction process to their clients. 
Likewise, in recent years the retail 
market has also become a welcome 
revenue source for consultants who 
have had their fees relentlessly 
compressed in the institutional space.   
As the trend of the “retail consultant” 
continues and as the investment 
process becomes more “institutional” 
in the retail space, asset managers will 
increasingly see less distinction between 
the institutional and retail markets.

Over the last several years, there has 
been a sharp increase in retail investor 
interest in alternative strategies. This 
has resulted in an increase of offerings 
and downward fee pressure as the 
alternatives market has become more 

As the trend of the “retail consultant” continues, it is likely that 
asset managers will increasingly see less distinction between the 
institutional and retail markets.

mainstream. Index-tracking ETFs are also 
increasingly used as an investment 
tool by the institutional market who 
have found them to be an efficient and 
effective way to execute investment 
strategies or to park assets that can be 
quickly liquidated to meet obligations. 
With the unprecedented availability of 
information and investment offerings, 
increased transparency and cognizance 
of fees across all investor types, the 
historical notion of certain investment 
strategies pertaining only to specific 
investor classes is becoming more 
antiquated.

SAME UNIVERSE – DIFFERENT 
DIMENSIONS

Given that the institutional and retail 
markets are no longer distinctly 
defined, it makes sense for asset 
managers to view all of their lines of 
business, distributional channels, 
investors, along with consultants, on 
one enterprise-wide platform to be 
able to more quickly and easily identify 
new business opportunities versus 
having to navigate multiple disparate 
systems each with their own data 
access and reporting limitations.

An enterprise-wide analytics and 
distribution reporting platform will 
aggregate the entire universe of 
data for all business channels and all 
product types to provide a full 
360-degree view of the business.  This 
approach will allow the asset 
management firm to “slice and dice” its 
data in a multitude of ways to provide 
different dimensional views of the data 
to quickly identify new business 
insights as well as quickly adapt to 
business changes necessitated by a 
changing asset management landscape. 

The insights gleaned in the sales 
analytics and distribution platform 

need to be effectively shared with the 
Sales and Marketing teams to turn the 
opportunities into new business.  
Typically, the way this information is 
disseminated is through the firm’s 
CRM system. A real-time two-way 
integration between the firm’s CRM 
system and its Sales Analytics and 
Distribution Reporting system will 
ensure the data is timely and accurate, 
including Rep prospects and Advisor 
teams, so the sales and marketing 
teams can trust that the data they are 
using will help them to close more 
business more quickly. 

GROWING SALES AND 
RETAINING ASSETS

Industry convergence and consolidation, 
across the investor base as well as 
across asset managers and 
distributors’ offerings, have made 
targeted and “smarter” distribution 
efforts and marketing campaigns, 
backed by analytics, even more 
important. While the Retail and 
Institutional markets continue to 
collide, merge and change it’s 
important for asset managers to have 
the right Sales Analytics and 
Distribution Reporting platform in 
place to readily adapt to the new 
landscape and to continue to focus on 
the business relationships that are 
most likely to result in growing sales 
and retaining assets.

Kira Benson is Director of 
Business Development at MARS 
SalesFocus Solutions. Previously 

Kira worked at BlackRock, 
BlueBay Asset Management, and 

Graystone Consulting
 (Morgan Stanley).

This may be one 
of my favorite 
Seinfeld quotes, 
but it has also 
been the theme in 
asset management 
over the last 
several years as 
the institutional and retail markets 
have begun to veer away from distinct 
boxes and have started “blurring 
boundaries.”

Sponsor Content
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Chaikin Analytics CEO Carlton Neel 

The end of the mutual fund 
industry?

PineBridge Investments Chief Risk Officer Kamala Anantharam 

Satisfying clients and regulators

The SEC passed the landmark Rule 
6c-11, commonly known as the ETF Rule 
on Sept. 26. The rule most notably allows 
ETFs to come to market more quickly 
without the delay of applying for individu-
al exemptive relief, which will likely lead to 
a further expansion of the number of ETFs. 

It’s been a busy regulatory stretch for the 
asset management industry — from 2008 to 
the present. At Foreside, we see regulation as 
a catalyst for innovation. As regulators con-
tinue to enact substantive regulations with 
significant impact on the industry, now is the 
time for asset managers to turn to technology. 

In addition, managers should also identify 
areas where they can outsource, particularly 

The SEC’s recent enacting of liquidity risk 
management rules for asset managers was an 
important step for the U.S. money manage-
ment industry. New regulations and require-
ments added another level of accountability 
for managers, but added complexity to the 
wide range of liquidity rules required by glob-
al regulators in their own jurisdictions.  

This raised the question for us as a global 

Every year we take a snapshot of retire-
ment well-being in developed nations across 
the globe. The 2019 Natixis Global Retire-
ment Index found the U.S. in a more precari-
ous position than last year.  

Global risks weighing on retirement secu-
rity include low interest rates, longer lifespans 

This may crowd the space and potentially 
confuse clients with even more choice. 

This regulatory change relaxes the rules 
on actively managed ETFs, thus opening 
the door to a proliferation of managed 
ETFs — those not tied to a specific index, 
which are currently far more common 
than truly active ETFs. 

As a result, financial advisors and other 
clients need a systematic approach to build-
ing better portfolios. The rule streamlines 
the regulatory environment, giving small-
er fund companies a better understanding 
of compliance and legal costs.  

Instead of managing a mutual fund, an 
advisory company can conveniently and 
cost effectively launch a lower-cost ETF, 
benefiting the end client and the advisors 
who recommend the funds to clients. 

The tax efficiency of ETFs over mutual 
funds is undeniable. Furthermore, their 
management fees are consistently lower, 
and now the regulatory burden (the need 
for exemptive relief) has been lifted.   

At the risk of overstating the magni-
tude, this could be the death knell of the 
mutual fund industry. 

That said, with additional proliferation 
of ETFs from various issuers, the land-
scape will get complicated. 

Our approach at Chaikin Analytics has 
been to create an ETF rating system that 
helps advisors and their clients distill the 
complex landscape to find ETFs.  

We believe third-party research tools 
overall will be more critical than ever to 
help focus advisors on ETFs that best serve 
client needs.

firm: How do we find the most efficient way 
to comply with a range of global regulatory 
reporting requirements, maintain a high lev-
el of transparency, ensure we are monitoring 
across our asset classes and have the strongest 
oversight structure in the most efficient way?

What that meant for us was making sure 
we took a holistic and convergent approach to 
liquidity risk management, globally. We had 
a global liquidity committee that not only 
ensured compliance with requirements, but 
beyond that stayed ahead of global regulatory 
changes in a proactive way. 

It’s important to fully understand the 
commonalities of the global rules and the 
best practices outlined for each as it pertains 
to governance, oversight, monitoring and re-
porting. Then these must be enacted as the 

standard for global operations and risk man-
agement. To manage costs under this envi-
ronment, you must deliver your information 
in a sophisticated way, and use innovation to 
acquire and analyze the needed information 
in a cost-efficient manner as well.

Ultimately, we as asset managers have to 
satisfy our clients and our regulators, too.  
Another important component of this is 
ensuring portfolio managers have the li-
quidity data, bucketed by asset class as clas-
sified by the SEC, available to them daily so 
they are also able to address risk manage-
ment with clients. 

As managers, by looking at liquidity risk 
holistically and globally, we can ensure we 
are aligned with our regulators in protect-
ing the best interests of our clients. 

CONTINUED 
from page 1

SPECIAL REPORT: REGULATION
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Foreside Senior Managing Director Jennifer E. Hoopes 

A catalyst for innovation

PineBridge Investments Chief Risk Officer Kamala Anantharam 

Satisfying clients and regulators Natixis Investment Managers Head of Retirement Edward Farrington  

 Expanding retirement savings

It’s been a busy regulatory stretch for the 
asset management industry — from 2008 to 
the present. At Foreside, we see regulation as 
a catalyst for innovation. As regulators con-
tinue to enact substantive regulations with 
significant impact on the industry, now is the 
time for asset managers to turn to technology. 

In addition, managers should also identify 
areas where they can outsource, particularly 

Every year we take a snapshot of retire-
ment well-being in developed nations across 
the globe. The 2019 Natixis Global Retire-
ment Index found the U.S. in a more precari-
ous position than last year.  

Global risks weighing on retirement secu-
rity include low interest rates, longer lifespans 

The tax efficiency of ETFs over mutual 
funds is undeniable. Furthermore, their 
management fees are consistently lower, 
and now the regulatory burden (the need 
for exemptive relief) has been lifted.   

At the risk of overstating the magni-
tude, this could be the death knell of the 
mutual fund industry. 

That said, with additional proliferation 
of ETFs from various issuers, the land-
scape will get complicated. 

Our approach at Chaikin Analytics has 
been to create an ETF rating system that 
helps advisors and their clients distill the 
complex landscape to find ETFs.  

We believe third-party research tools 
overall will be more critical than ever to 
help focus advisors on ETFs that best serve 
client needs.

in compliance, so they can focus their efforts 
on what they do best — distribution and 
managing assets.

Key areas for asset managers to consider 
for the upcoming year are cybersecurity and 
data protection, ESG, liquidity risk manage-
ment and fiduciary obligations. 

With the passage of the General Data 
Protection Regulation in the EU, and more 
U.S. states passing privacy legislation such as 
the California Consumer Privacy Act, asset 
managers must have robust policies and pro-
cedures, along with appropriate technology, 
to protect client data.  

Liquidity risk management continues 
to be at the forefront of regulators’ minds 
as well, both in the U.S. and abroad.  Tech-
nology, as well as appropriate policies and 
procedures, should be in place to address 
liquidity requirements. 

 The SEC’s Regulation Best Interest rule 

places requirements on asset managers deal-
ing with natural persons, and imposes mul-
tiple disclosure obligations and management 
of conflicts of interest that all asset managers 
need to understand and address. Ensuring 
they have the right policies in place and com-
municating those to their sales teams will be 
crucial for asset managers. 

ESG will also continue to dominate the 
conversation. The European Securities and 
Markets Authority is directly addressing the 
use of ESG in funds, while the U.S. continues 
to lag behind. The Trump administration has 
even raised concerns about ESG conflicting 
with a manager’s fiduciary obligations.  Asset 
managers will need to be prepared to address 
potentially conflicting requirements and in-
vestor demands with respect to ESG.  

It will be important to keep an eye on de-
velopments in this area to determine the best 
approach.

standard for global operations and risk man-
agement. To manage costs under this envi-
ronment, you must deliver your information 
in a sophisticated way, and use innovation to 
acquire and analyze the needed information 
in a cost-efficient manner as well.

Ultimately, we as asset managers have to 
satisfy our clients and our regulators, too.  
Another important component of this is 
ensuring portfolio managers have the li-
quidity data, bucketed by asset class as clas-
sified by the SEC, available to them daily so 
they are also able to address risk manage-
ment with clients. 

As managers, by looking at liquidity risk 
holistically and globally, we can ensure we 
are aligned with our regulators in protect-
ing the best interests of our clients. 

and the high cost of climate change. The good 
news is that Congress is considering the most 
substantial change to retirement plan access 
since the 1990s. 

The SECURE Act is aimed at easing the 
way businesses with 100 employees or less 
help workers save for retirement. The bill, 
which passed the House of Representatives by 
a wide margin, would aid smaller businesses 
by easing previous restrictions on multi-em-
ployer plans and giving tax credits to small 
business owners who adopt a new MEP. 
The bill would affect the structure of Stretch 
IRAs, which currently allow people to stretch 
an inherited IRA over their lifetime. 

The SECURE Act would shorten the re-

quired payout period to 10 years in the House 
version, or five years with a $450,000 upfront 
exemption in the Senate version. To be sure, 
this change would represent a sizable tax bur-
den for those who inherit large IRAs. How-
ever, the rule addresses substantial burdens 
faced by small business owners. 

If passed by the Senate, the bill would help 
workers save for a longer time and would 
make it easier to port retirement savings be-
tween employers. By giving retirement plan 
access to millions more Americans, retire-
ment security can rise. Money managers and 
advisors will then have the important job of 
working to expand and preserve retirement 
savings for these new savers. MME

SPECIAL REPORT: REGULATION
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actually looks a lot like a junk bond fund. The 
downside is it may obscure just how much 
credit risk they’re exposing themselves to.

“You don’t want the manager to just cher-
ry pick grades,” says Thornburg Investment 
Management’s Lon Erickson. “You need to 
trust that they’re doing their due diligence 
and not just going out and fishing for yield.”

Granted, managers have always had the 
discretion and the flexibility to choose which 
ratings standards to follow. The methodology 
is there for all to read in the fund’s prospectus, 
though it’s often in fine print. Then, there’s 
the question of how much stock to put into 
ratings anyway. Many managers lean on their 
own analysis to determine a bond’s credit risk.

The potential for trouble, however, is clear. 
Of particular concern is whether managers 
are moving into investments that could be 
tough to sell if investors rush for the exits all 
at once. And in extreme cases like H20 Asset 
Management and GAM Holdings, conse-
quences can be damaging. Definitive num-
bers are hard to come by. But as ultra-low 
rates have seemingly become a permanent 
fixture, it’s easy to see why bond funds play 
the split-ratings game.

Three in particular stand out: the Nuveen 
Preferred Securities and Income Fund (NPS-
RX), First Trust Preferred Securities and 
Income Fund (FPEAX) and the ICON Flex-
ible Bond Fund (IOBZX). The credit quality 
of each fell into junk territory when using a 
methodology that either averages the ratings 
or took the lower of the two instead, accord-
ing to Bloomberg data.

The Nuveen fund is the largest of the three 
with $4 billion in assets. In its latest annual 
report for the year through September 2018, 
58% of the fund’s holdings were rated BBB — 
the lowest high-grade tier — or higher. 

Yet based on Bloomberg’s composite rat-
ings methodology, the weighted-average 
credit quality was BB+, the highest level of 
junk. It was still BB+ as of last month. In 
all, about 12% of the Nuveen fund was in 
split-rated bonds where S&P Global Ratings 
and Moody’s Investors Service disagreed 
on whether they are investment grade or 
junk. That compares with 3.7% of bonds in a 
widely followed benchmark index for invest-

ment-grade debt. The fund considered all the 
bonds investment grade, while Bloomberg’s 
standard rated them junk.

“Our goal is to provide investors with the 
most relevant data to make informed deci-
sions in alignment with their financial goals 
and risk tolerance,” the firm says.

The weighted-average credit quality of 
First Trust’s $279 million fund was also below 
investment grade, based on Bloomberg com-
posite ratings. And its holdings yielded 5.17% 
on average versus 2.91% for U.S. corporate 
bonds, data compiled by Bloomberg show.

“If split-rated bonds correspond to the yield 
of the lower rating, that gets to the incentive 
for managers to hold them,” says Craig Mc-
Cann, a principal at Securities Litigation & 
Consulting.

First Trust says its decision to use the high-
est available rating was due to the intricacies 
of the preferred and hybrid debt market, and 
called the approach the “industry standard.” 
The firm adds that “ratings from agencies are 
only one input into a much larger internal 
credit review.”

That extra yield comes with a price. His-
torical data from S&P shows lower initial rat-
ings correspond with higher rates of default. 
The gap is notably stark in the divide between 
investment grade and junk. Ten-year default 
rates on bonds with BB ratings are double 
those with BBB grades.

Often times, bonds that become split rat-
ed because of a downgrade aren’t split rated 
for long, according to Smith Asset Manage-
ment’s Frank Smith. That means investors in 
a traditionally safe, investment-grade fund 
with a disproportionate number of the secu-
rities could wind up being exposed to many 
more junk bonds than they intended. If either 
S&P or Moody’s cut their ratings, “the odds 

are the other will soon downgrade” as well, 
he says.

It’s not clear whether the added risk is real-
ly worth it. While two of the three funds eked 
out slightly above-average returns in the past 
year, only one had a risk-reward profile that 
is better than a vanilla fund tracking invest-
ment-grade corporate bonds, data compiled 
by Bloomberg show. (The higher the Sharpe 
ratio, the more investors are being compen-
sated for the risk their funds take.)

Jerry Paul, who runs the $154 million 
IOBZX, says he speaks candidly to his cli-

ents about his approach and added that he’s 
targeted split-rated bonds for decades to help 
give his fund an edge.

“We have limits on how much junk we can 
own, so the provision helps me with clearing 
that hurdle,” Paul says. “I had this in my pro-
spectus back in the 1980s and it was really 
unusual back then. Now, everyone seems to 
have this provision that allows you to rely on 
the highest rating available.’’

“We’re looking to take advantage of the 
inefficiency” to buy split-rated bonds that 
will eventually get upgraded to full invest-
ment-grade status, he says. IOBZX, which 
has outperformed its benchmark over the 
longer-term periods, held split-rated bonds 
including those issued by Micron Technolo-
gy, Standard Industries and MPT Operating 
Partnership.

Thornburg’s Erickson says some manag-
ers might not be as transparent. “It’s one of 
those things, that’s not quite a technical-
ity, and investors want to understand how 
the statements made in a prospectus are 
impacting the portfolio,” he says. “There’s 
certainly room to play games if they don’t 
clearly state how they handle split-rated is-
sues.” — Bloomberg News MME  

Bond Funds 
from page 1

“We have limits on how much junk we can own, so the 
provision helps me with clearing that hurdle.”

Jerry Paul, portfolio manager, ICON Advisers
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commission-free ETF trading.
“The OneSource team was unaware that 

this was taking place,” Dunn says. “They 
found out at the same time that we found out.”

Schwab spokeswoman Erin Montgomery 
wouldn’t comment on the notice OneSource 
representatives were given of the announce-
ment, but stated the program “as it existed” 
was effectively discontinued on Oct. 7.

“We will no longer be marketing or pro-
moting the program to our clients, and ETF 
sponsors will no longer compensate Schwab 
to participate in the commission-free ETF 
program,” she said in an email.

While the revenue Schwab received from 
ETF providers for its commission-free plat-
form might pale in comparison to the $10 bil-
lion the company made in interest revenue in 
2018, it’s hardly immaterial.

According to disclosures and commis-
sion-free platform flow data in the company’s 
earnings reports, Schwab generated some-
where between $37.6 million and $141.2 mil-
lion in annual revenue from the asset-based 
fees it charges to partners on the OneSource 
platform (.04% to .15% of assets invested 
from Schwab per fund). In addition, Schwab 
charged fund providers a one-time establish-
ment per ETF fee (up to $10,000) or an annual 
ETF fee (up to $15,000), which is not included 
in this estimate.

Fidelity, TD Ameritrade and E-Trade have 
also eliminated commissions for U.S. stocks, 
ETFs and options.

Aberdeen had six ETFs on Schwab’s One-
Source platform and four on each of TD 
Ameritrade and E-Trade’s platforms.

“I won’t tell you exactly how much we pay, 
but those aren’t cheap programs. … We’re 
paying substantial amounts of money to par-
ticipate in these things,” Dunn says.

Dunn and Kiang were likely not the only 
asset managers picking up the phone to call 
custodial partners in recent weeks.

BlackRock iShares, PIMCO, State Street, 
John Hancock Investments and J.P. Morgan 
Asset Management were all paying for this 
exclusive shelf space at the three brokerag-
es. Schwab had 15 fund providers on its 
platform. Fidelity had at least 12, while 
TD Ameritrade said it had 21 in May. Each 

of them had more than 500 ETFs in their 
programs, many of which had been added 
earlier this year.

Financial Planning reached out to 26 as-
set managers on these platforms for com-
ment, some of which had ETFs across all 
three custodians. Seven declined to com-
ment. Seventeen did not respond.

Commission-free platforms had offered 
attractive shelf space for which asset man-
agers were willing to pay.

At Schwab, assets in its ETF OneSource 
platform grew by 183% — to $94.1 billion 

from $33.3 billion — in the year-over-year 
period ending Sept. 30, according to its 
third-quarter report.

Assets in WisdomTree ETFs offered 
on commission-free platforms grew four 
times faster than those in commission-pay-
ing ETFs in the second quarter, according 
to a company earnings presentation from 
earlier this year.

These platforms were attractive to ad-
visors with clients who didn’t want to pay 
commissions, according to Ryan Kirlin, 
head of capital markets at Alpha Architect, 
an asset manager that didn’t place its funds 
on any commission-free ETF platforms. 

Some advisors exclusively used these 
platforms to build out all their models, he 
says.

REVENUE LOSS?
While TD Ameritrade and Fidelity don’t 

disclose specifics of their distribution rela-
tionships with asset managers, disclosures 
indicate they will lose revenue from com-
mission-free ETF relationships.

Fidelity reports receiving compensation 
of between 0 and 50 basis points of average 
daily balances on certain ETFs on its com-

mission-free platform. 
TD Ameritrade discloses that it “re-

ceives remuneration from certain ETFs 
that participate in the commission-free 
ETF program for shareholder, adminis-
trative and/or other services,” but does not 
specify specific numbers. Spokespersons at 
all three custodians declined to comment 
on specifics.

While the fees weren’t the same, Aber-
deen’s Dunn says platform costs were com-
parable at Schwab and TD Ameritrade. 

TD was more expensive on a per-ticker 

basis, he says.
What happens now? Schwab and TD 

Ameritrade say they are still sorting that 
out.

“There are other attributes to the [One-
Source program], such as data and report-
ing, that offer value to participating firms, 
and we are currently evaluating our over-
all ETF platform strategy with respect to 
those components,” Schwab’s Montgomery 
said in the statement.

“We can’t comment on the details of our 
asset manager relationships, but I will tell 
you those relationships are much broader 
than just our NTF programs,” TD Amer-
itrade spokesman Joe Giannone said in a 
statement. 

“We are continually reviewing our prod-
ucts and services to ensure they meet the 
needs of a competitive marketplace. With 
regard to ETF Market Center, no decisions 
have been made,”he added. 

Fidelity spokeswoman Nicole Abbott 
did not address the status of the company’s 
program, but provided the following state-
ment in response to questions about the 
status of its relationships with asset man-
agers, and BlackRock in particular:

“Now we’ve got another advantage over our 
competitors — mutual funds.”

Stan Kiang, director of strategic relationships, Aberdeen

COMMISSION 
from page 1 “We continue to have a great relation-

ship with BlackRock as well as the other 
ETF sponsors currently participating in 
our commission-free ETF platform. These 
firms are among the top ETF providers in 
the industry and we expect they will con-
tinue to attract customer assets due to the 
funds’ high quality, liquidity and diversifi-
cation possibilities.”

At Aberdeen, billing has been put on hold 
momentarily at TD Ameritrade. 

“They are trying to find a way to make it 
work,” Dunn says.

There is certain information that could be 
valuable to fund providers, such as data on 
which advisors hold their ETFs, Kiang says. 
While asset managers of mutual funds readi-
ly have that information, ETFs are traded on 
a public exchange, and fund providers don’t 
have access to the end client. 

ANTICIPATED RENEGOTIATIONS
Greg O’Gara, senior research analyst at 

Aite Group’s wealth management practice, 
says he anticipates a renegotiation between 
asset managers and custodians, and wouldn’t 
be surprised if custodians start to reveal the 
revenue-sharing agreements that currently 
take place largely behind the scenes.

“Where the dust settles, I’m sure all the 
custodians and distributor firms are working 
on this,” says O’Gara. 

He doubts that asset managers would stop 
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mission-free platform. 
TD Ameritrade discloses that it “re-

ceives remuneration from certain ETFs 
that participate in the commission-free 
ETF program for shareholder, adminis-
trative and/or other services,” but does not 
specify speci� c numbers. Spokespersons at 
all three custodians declined to comment 
on speci� cs.

While the fees weren’t the same, Aber-
deen’s Dunn says platform costs were com-
parable at Schwab and TD Ameritrade. 

TD was more expensive on a per-ticker 

basis, he says.
What happens now? Schwab and TD 

Ameritrade say they are still sorting that 
out.

“� ere are other attributes to the [One-
Source program], such as data and report-
ing, that o� er value to participating � rms, 
and we are currently evaluating our over-
all ETF platform strategy with respect to 
those components,” Schwab’s Montgomery 
said in the statement.

“We can’t comment on the details of our 
asset manager relationships, but I will tell 
you those relationships are much broader 
than just our NTF programs,” TD Amer-
itrade spokesman Joe Giannone said in a 
statement. 

“We are continually reviewing our prod-
ucts and services to ensure they meet the 
needs of a competitive marketplace. With 
regard to ETF Market Center, no decisions 
have been made,”he added. 

Fidelity spokeswoman Nicole Abbott 
did not address the status of the company’s 
program, but provided the following state-
ment in response to questions about the 
status of its relationships with asset man-
agers, and BlackRock in particular:

“Now we’ve got another advantage over our 
competitors — mutual funds.”

Stan Kiang, director of strategic relationships, Aberdeen

“We continue to have a great relation-
ship with BlackRock as well as the other 
ETF sponsors currently participating in 
our commission-free ETF platform. � ese 
� rms are among the top ETF providers in 
the industry and we expect they will con-
tinue to attract customer assets due to the 
funds’ high quality, liquidity and diversi� -
cation possibilities.”

At Aberdeen, billing has been put on hold 
momentarily at TD Ameritrade. 

“� ey are trying to � nd a way to make it 
work,” Dunn says.

� ere is certain information that could be 
valuable to fund providers, such as data on 
which advisors hold their ETFs, Kiang says. 
While asset managers of mutual funds readi-
ly have that information, ETFs are traded on 
a public exchange, and fund providers don’t 
have access to the end client. 

ANTICIPATED RENEGOTIATIONS
Greg O’Gara, senior research analyst at 

Aite Group’s wealth management practice, 
says he anticipates a renegotiation between 
asset managers and custodians, and wouldn’t 
be surprised if custodians start to reveal the 
revenue-sharing agreements that currently 
take place largely behind the scenes.

“Where the dust settles, I’m sure all the 
custodians and distributor � rms are working 
on this,” says O’Gara. 

He doubts that asset managers would stop 

paying custodians and brokerages altogether. 
“Having wide distribution in the market 

is still something that will drive assets in 
the future, so you can’t downplay the pow-
er of distribution,” he says.

In any case, not all distribution relation-
ships have been a� ected. 

� ere are no signals that fees are declin-
ing for mutual fund trading, according to 
Je�  Ptak, head of global manager research 
for Morningstar.

“On the one hand you have [commis-
sions] plunging toward zero, and then on 
the other hand, on the NTF [mutual fund] 
platforms, you would imagine nothing had 
changed in the world around us,” he says.

� e cost is $49.99 per purchase for no-
load mutual funds at TD Ameritrade, 
$49.95 per purchase at Fidelity (or in some 
cases, $75) and up to $49.95 per purchase 
at Schwab.

In the case of ETFs, zero commissions 
could bene� t companies that had opted 
out of, or not been able to, participate in 
commission-free platforms, according to 
Kirlin.

“In Alpha Architects’ shoes, this was 
good for us versus our competitors because 
it levels the playing � eld,” he says.

Even asset management titans such as 
Vanguard, which never pays brokerages for 
distribution, will bene� t. 

“We’re pleased that investors can now 

access Vanguard’s already low-cost ETFs 
on these platforms without paying com-
missions,” spokesman Freddy Martino 
said in a statement, declining to speculate 
on how this could impact asset adoption.

In general, ETF providers seem enthusi-
astic.“� e continued evolution of the mar-
ketplace will allow investors equal access 
to innovative products including alter-
native investment strategies that provide 
investors with unique hedging bene� ts,” 
Bill Carey, CEO of AGF Investments, an 
asset manager that had been on TD Amer-
itrade’s commission-free platform, said in 
a statement in response to questions.

‘SMILING AT THE OPPORTUNITIES’
“If you could see my face, I’m smiling at 

the opportunities,” BlackRock CEO Larry 
Fink said Oct. 16 on the company’s earn-
ings call in response to an analyst’s question 
over what commission cuts mean for distri-
bution and the competitive landscape.

Immediately a� er, BlackRock presi-
dent Rob Kapito added, “� e elimination 
of barriers to investing simply means that 
more and more investors are going to have 
the ability to use ETFs, and as the ETF 
market leader, this has got to be good for 
BlackRock.”

While prime shelf space had o� ered Ab-
erdeen additional exposure, Kiang expects 
their ETFs to do well in a zero-commission 
landscape, now that product quality has 
become a more critical distinguisher. 

Since the announcement, the company 
has seen a boost in gross � ows. 

“If two weeks are an indication, we’ve 
been doing OK,” he says.

Free trading is another way for ETF pro-
viders to stand out over other products in 
the marketplace. “Now we’ve got another 
advantage over our competitors — mutual 
funds,” Kirlin says.

What will it mean for the custodians 
who roiled the ETF distribution channel 
with the commission cuts?

“� e custodial business — it’s not an 
easy one,” Kiang says. “It’s a low margin 
business and it’s all about scale. When you 
lose such a large percent of your revenue ... 
there are very few ways to get that back to 
be totally honest with you.”  MME
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Market volatility sparked by the threat of a trade war with China 
has flipped the script for funds that track the region over the last year.

Over five years, the 20 top-performing China region funds un-
derperformed the broader market, data show. With an average gain 
of 7.02%, the lineup of mutual funds, ETFs and closed-end products 
were outpaced by the Dow’s 12.78% gain, as tracked by the SPDR Dow 
Jones Industrial Average ETF (DIA), the S&P 500’s 11.38% gain, as 
tracked by the SPDR S&P 500 ETF (SPY), and MSCI’s 8.26% gain, as 
tracked by the iShares MSCI World ETF (URTH), over the same peri-
od. In the past year, volatility, especially in the onshore China market, 
painted a different picture, says Jackie Choy, director of ETF research 
for Asia at Morningstar Investment Management Asia.

“Taking the CSI 300 Index as an example, just in the month of Oc-
tober 2018, the index fell 9%,” Choy said. “Hence, taking the one-year 

China region funds with the best 5-year returns

Ticker
1-Yr. % 

Annualized 
Returns

5-Yr. % 
Annualized 

Returns

Expense 
Ratio

Net Assets 
(millions)

Matthews China Dividend Investor MCDFX 12.48 9.91 1.15% $360.36 

WisdomTree China ex-State-Owd Entpr ETF CXSE 17.92 9.29 0.32% $124.12 

China Fund Inc CHN 18.89 8.76 1.91% $242.75 

Eaton Vance Greater China Growth A EVCGX 18.75 8.55 1.82% $106.33 

Matthews China Investor MCHFX 20.08 8.20 1.10% $823.15 

Xtrackers Harvest CSI 300 China A ETF ASHR 23.11 7.83 0.65% $1,700.30 

MS China A Share CAF 15.61 7.82 1.73% $527.34 

Columbia Greater China A NGCAX 18.76 7.80 1.51% $108.98 

Fidelity China Region FHKCX 20.97 7.62 0.96% $1,174.63 

iShares MSCI Taiwan Capped ETF EWT 16.43 7.60 0.59% $2,956.21 

Global X MSCI China Consumer Disc ETF CHIQ 29.50 7.21 0.65% $151.41 

Invesco China Technology ETF CQQQ 16.99 6.98 0.70% $512.99 

SPDR S&P China ETF GXC 9.98 6.30 0.59% $1,160.30 

iShares MSCI China ETF MCHI 10.16 6.20 0.59% $3,807.85 

KraneShares CSI China Internet ETF KWEB 10.01 5.75 0.76% $1,623.69 

Invesco Golden Dragon China ETF PGJ 11.43 5.39 0.70% $178.41 

iShares MSCI Hong Kong ETF EWH 7.56 5.33 0.48% $1,576.60 

KraneShares Bosera MSCI China A ETF KBA 22.67 4.77 0.60% $565.00 

Templeton China World A TCWAX 8.09 4.62 1.80% $230.26 

iShares China Large-Cap ETF FXI 7.66 4.39 0.74% $4,454.87 
 
Note: Funds with less than $100 million in AUM, institutional, leveraged and investment minimums over $100,000 are excluded. Daily returns as of 10/21/19.   
Source: Morningstar Direct   

By Andrew Shilling

ANALYSIS

Predictive analytics gives asset managers an edge in distribution
It’s no secret that 

the asset management 
industry is facing un-
precedented pressure. 
Firms’ AUM continues 
to climb, but revenue 
and margins are slump-
ing as fees plummet. 
The outlook for those 
margins is gloomy as 
shareholders, regulators 

and clients continue to pressure funds to de-
liver higher value at lower cost. 

It’s no exaggeration to say rock-bottom 
fees are an existential threat to many asset 
managers. However, technology could still 
save the day. Managers who leverages predic-
tive analytics to optimize their distribution 
network, allowing them to connect quickly 
and efficiently with the armies of advisors 
who can sell their investment products, will 
gain a valuable edge.  

NO LONGER AN ANALOG GAME
Until recently, sales prospecting was 

mostly an analog game. Managers organized 
their wholesalers by region and channel, 
whether that was wirehouses, IBDs or banks. 
Save the odd trusty website and sprinkling of 
third-party data, wholesalers determined the 
best sales prospects the old-fashioned way: 
They used open source market intelligence, 
leveraged their existing networks and relied 
on their wits and extensive industry experi-
ence to seek out qualified prospects.  

Managers have been aggressively com-
peting for advisors’ attention. The 50 largest 
mutual fund firms own 85% of all industry 
assets, which means small and medium-sized 
managers fight for the remaining market. 
They bombard advisors with communica-
tions: On average, an advisor receives over 10 
messages per week from asset managers. A 
whopping 86% of asset managers say break-
ing through the noise and getting in through 
an advisor’s door is their biggest challenge. 
If they manage, they will discover advisors’ 
needs can include regular, pertinent updates 
on new and existing products, market com-
mentary, education on investment concepts, 

or all three.
 Most firms focus on the same cohort of 

advisors based on total AUM or purchases 
based on a limited subset of available market 
data. This compounds the issue of compe-
tition, as most managers have identical top 
prospects, leaving the long tail of the market 
underserved. Some may even alienate advi-
sors with irrelevant spam. 

One thing is clear: The old approach — 
where asset management firms rely on a 
mix of patchy intelligence, street smarts and 
scattershot communication campaigns to 
connect with advisors — will no longer cut it. 
They risk a chunk of the distribution market 
if they don’t arm themselves with predictive 
analytics software that churns out insights 
about advisors through data mining, ma-
chine learning and predictive modeling. 

Predictive analytics feasts on mountains 
of data, which, fortunately, is not in short 
supply. Distributors are huge data generators 
just like everyone else. They are constantly 
producing data about investors, products, as-
sets, transactions and their appetite for digital 
engagement. Everything, from the net worth 
of their typical client, to the last time they 
opened an email from a wholesaler, will be 
recorded and stored on a company database 
in the cloud. 

ORGANIZING THE PUZZLE PIECES
Just like a pile of 1 million jigsaw pieces, 

any glut of raw, unorganized data is not par-
ticularly valuable. There’s insight contained 
within the pieces, but they only reveal them-
selves when analyzed for similarities, and 
then arranged into meaningful patterns. 
Managers can use powerful computing to 
collect, analyze and organize the puzzle piec-
es if they know what picture they’re making. 
In other words, data almost always has an an-
swer, as long as they know their question. 

For example, an asset manager might 
wish to know which distributors in a specific 
region of the U.S. have the greatest appetite 
for digital engagement. The firm may well 
discover it’s sitting on a gold mine: millions 
of data points about how thousands of ad-
visors have interacted with the hundreds of 

marketing emails sent out in recent years. It 
could train a machine learning model on that 
trove of historical data to identify who those 
advisors are, and what they have in common. 

For instance, the model might discover 
advisors in a certain region with high-net-
worth baby boomers are likely to open emails 
containing market updates, but will ignore 
information about new products, or vice-ver-
sa. Now  that the model has learned the defin-
ing characteristics of the advisor who is most 
likely to read a certain type of content, it can 
apply the same algorithm to a giant popula-
tion of candidates to identify and rank advi-
sors by their appetite for engagement. 

It’s important to understand what makes 
analytics predictive. 

The model is forensically analyzing past 
behavior to make informed judgments 
about future outcomes. Either way, these al-
gorithms use sophisticated math to find the 
best prospects for asset managers, which al-
lows for intensely focused sales strategies. As-
set managers can pull in those leads to their 
CRM software and develop campaign lists. 
They can also distribute their content across 
multiple channels — whether digitally or in 
print — to ensure the right advisor receives 
the right message at the right time. 

Being able to quickly identify the best 
prospects means wholesalers don’t waste 
their time chasing advisors who are unlikely 
to sell an asset manager’s products. 

The head of RIA sales for a New York-
based mutual fund said a predictive analytics 
platform reduced the number of sales meet-
ings required to close the deal by 25%. 

It’s hard to deny asset management is in 
the doldrums, and that some firms will strug-
gle to weather the disruptive digital age. Asset 
managers must seize any advantage to get 
ahead of the pack. 

If they opt for technology that allows them 
to rapidly build the networks of advisors who 
are selling their products, it might be a de-
cision that ensures not only survival, but re-
newed prosperity. MME  

Tim Kresl is principal at Broadridge’s data 
analysis unit, Distribution Insight.

By Tim Kresl
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DATA SHOWCASE

Market volatility sparked by the threat of a trade war with China 
has flipped the script for funds that track the region over the last year.

Over five years, the 20 top-performing China region funds un-
derperformed the broader market, data show. With an average gain 
of 7.02%, the lineup of mutual funds, ETFs and closed-end products 
were outpaced by the Dow’s 12.78% gain, as tracked by the SPDR Dow 
Jones Industrial Average ETF (DIA), the S&P 500’s 11.38% gain, as 
tracked by the SPDR S&P 500 ETF (SPY), and MSCI’s 8.26% gain, as 
tracked by the iShares MSCI World ETF (URTH), over the same peri-
od. In the past year, volatility, especially in the onshore China market, 
painted a different picture, says Jackie Choy, director of ETF research 
for Asia at Morningstar Investment Management Asia.

“Taking the CSI 300 Index as an example, just in the month of Oc-
tober 2018, the index fell 9%,” Choy said. “Hence, taking the one-year 

return figure, say as of yesterday, would have been very different from 
taking a one-year return figure as of the quarter-end.”

Over the past year, funds tracking the China region nearly doubled 
their gains to an average of more than 15%, data show. The Dow post-
ed an average one-year gain of 8.26%, while the S&P 500 had a 10.90% 
gain and MSCI had a 9.76% gain, over the same period. The top-per-
formers carry different exposures, “in terms of onshore/offshore Chi-
na, sector and other nuances,” Choy says.

For those interested in working with the funds, research into their 
management teams is critical, says Germaine Share, associate director 
of manager research at Morningstar Investment Management Asia. 

“The investment team should use a clearly defined, repeatable in-
vestment process which has been tested over multiple market cycles,” 
Share says. MME

China region funds with the best 5-year returns

Ticker
1-Yr. % 

Annualized 
Returns

5-Yr. % 
Annualized 

Returns

Expense 
Ratio

Net Assets 
(millions)

Matthews China Dividend Investor MCDFX 12.48 9.91 1.15% $360.36 

WisdomTree China ex-State-Owd Entpr ETF CXSE 17.92 9.29 0.32% $124.12 

China Fund Inc CHN 18.89 8.76 1.91% $242.75 

Eaton Vance Greater China Growth A EVCGX 18.75 8.55 1.82% $106.33 

Matthews China Investor MCHFX 20.08 8.20 1.10% $823.15 

Xtrackers Harvest CSI 300 China A ETF ASHR 23.11 7.83 0.65% $1,700.30 

MS China A Share CAF 15.61 7.82 1.73% $527.34 

Columbia Greater China A NGCAX 18.76 7.80 1.51% $108.98 

Fidelity China Region FHKCX 20.97 7.62 0.96% $1,174.63 

iShares MSCI Taiwan Capped ETF EWT 16.43 7.60 0.59% $2,956.21 

Global X MSCI China Consumer Disc ETF CHIQ 29.50 7.21 0.65% $151.41 

Invesco China Technology ETF CQQQ 16.99 6.98 0.70% $512.99 

SPDR S&P China ETF GXC 9.98 6.30 0.59% $1,160.30 

iShares MSCI China ETF MCHI 10.16 6.20 0.59% $3,807.85 

KraneShares CSI China Internet ETF KWEB 10.01 5.75 0.76% $1,623.69 

Invesco Golden Dragon China ETF PGJ 11.43 5.39 0.70% $178.41 

iShares MSCI Hong Kong ETF EWH 7.56 5.33 0.48% $1,576.60 

KraneShares Bosera MSCI China A ETF KBA 22.67 4.77 0.60% $565.00 

Templeton China World A TCWAX 8.09 4.62 1.80% $230.26 

iShares China Large-Cap ETF FXI 7.66 4.39 0.74% $4,454.87 
 
Note: Funds with less than $100 million in AUM, institutional, leveraged and investment minimums over $100,000 are excluded. Daily returns as of 10/21/19.   
Source: Morningstar Direct   

By Andrew Shilling

ANALYSIS

Predictive analytics gives asset managers an edge in distribution
marketing emails sent out in recent years. It 
could train a machine learning model on that 
trove of historical data to identify who those 
advisors are, and what they have in common. 

For instance, the model might discover 
advisors in a certain region with high-net-
worth baby boomers are likely to open emails 
containing market updates, but will ignore 
information about new products, or vice-ver-
sa. Now  that the model has learned the defin-
ing characteristics of the advisor who is most 
likely to read a certain type of content, it can 
apply the same algorithm to a giant popula-
tion of candidates to identify and rank advi-
sors by their appetite for engagement. 

It’s important to understand what makes 
analytics predictive. 

The model is forensically analyzing past 
behavior to make informed judgments 
about future outcomes. Either way, these al-
gorithms use sophisticated math to find the 
best prospects for asset managers, which al-
lows for intensely focused sales strategies. As-
set managers can pull in those leads to their 
CRM software and develop campaign lists. 
They can also distribute their content across 
multiple channels — whether digitally or in 
print — to ensure the right advisor receives 
the right message at the right time. 

Being able to quickly identify the best 
prospects means wholesalers don’t waste 
their time chasing advisors who are unlikely 
to sell an asset manager’s products. 

The head of RIA sales for a New York-
based mutual fund said a predictive analytics 
platform reduced the number of sales meet-
ings required to close the deal by 25%. 

It’s hard to deny asset management is in 
the doldrums, and that some firms will strug-
gle to weather the disruptive digital age. Asset 
managers must seize any advantage to get 
ahead of the pack. 

If they opt for technology that allows them 
to rapidly build the networks of advisors who 
are selling their products, it might be a de-
cision that ensures not only survival, but re-
newed prosperity. MME  

Tim Kresl is principal at Broadridge’s data 
analysis unit, Distribution Insight.
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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
10/23/2019 -5,656 -4,689 -967 -168 10,469 8,275 2,194 222 4,868
10/16/2019 754 2,698 -1,944 -391 10,473 8,786 1,687 -151 10,685
10/09/2019 -11,514 -10,868 -646 -688 5,810 3,856 1,954 425 -5,967
10/02/2019 -13,431 -11,748 -1,682 -1,147 8,418 6,803 1,615 489 -5,670
09/25/2019 -15,772 -13,957 -1,815 -1,918 6,864 4,587 2,278 2,356 -8,470
09/18/2019 10,033 11,804 -1,770 -843 9,290 8,902 387 260 18,741
09/11/2019 7,551 8,598 -1,047 -687 13,021 11,734 1,287 -396 19,489
09/04/2019 -4,106 -4,389 283 -1,132 6,923 5,707 1,217 914 2,598

Monthly net new cash flow
08/31/2019 -41,848 -29,822 -12,026 -6,943 22,242 13,198 9,045 3,747 -22,802
07/31/2019 -14,880 -7,901 -6,979 -2,035 44,717 34,568 10,149 2,247 30,049
06/30/2019 -20,722 -12,018 -8,704 -4,284 39,666 32,670 6,996 2,984 17,644
05/31/2019 -26,010 -24,679 -1,330 -3,829 21,028 12,473 8,555 -1,166 -9,976
04/30/2019 -15,614 -5,324 -10,290 -4,963 40,484 33,194 7,290 -1,829 18,077
03/31/2019 -7,613 -3,658 -3,955 -5,723 38,381 29,268 9,112 -353 24,692
02/28/2019 2,227 3,606 -1,379 -2,423 45,110 34,155 10,954 -1,493 43,421
01/31/2019 -11,223 -21,195 9,972 -886 29,308 21,723 7,585 2,169 19,367
12/31/2018 -57,436 -28,953 -28,484 -28,169 -49,399 -49,512 113 1,173 -133,832
11/30/2018 6,964 2,783 4,181 -12,380 -11,249 -7,459 -3,790 117 -16,547
10/31/2018 -6,659 -9,657 2,998 -11,251 -31,948 -27,700 -4,248 336 -49,523
09/30/2018 -1,052 886 -1,938 -6,086 18,096 18,526 -430 -36 10,923
08/31/2018 -3,953 -6,660 2,707 -6,187 19,556 17,219 2,337 -2,322 7,094
07/31/2018 -305 1,007 -1,312 -6,007 25,923 22,495 3,427 -599 19,011
06/30/2018 -26,524 -21,004 -5,520 -7,085 19,608 16,995 2,613 -2,450 -16,451
05/31/2018 13,744 10,068 3,676 -3,630 13,042 11,749 1,293 -133 23,024
04/30/2018 -27 -7,403 7,375 -3,752 22,416 24,176 -1,760 2,310 20,946
03/31/2018 -6,742 -22,152 15,410 -1,712 15,898 14,148 1,750 554 7,997
02/28/2018 -19,502 -41,444 21,942 -3,439 1,704 2,706 -1,002 1,026 -20,210
01/31/2018 54,200 10,778 43,423 356 56,756 46,287 10,469 1,724 113,036
12/31/2017 8,940 -9,054 17,995 -3,334 19,167 19,491 -324 -528 24,246
11/30/2017 13,723 -4,417 18,140 -3,164 21,608 19,788 1,820 -444 31,723
10/31/2017 23,928 3,166 20,762 -1,818 38,718 36,110 2,608 -747 60,081
09/30/2017 653 -9,775 10,429 -2,099 36,443 33,440 3,004 1,733 36,732
08/31/2017 -6,149 -22,771 16,622 -3,685 29,551 25,078 4,473 2,393 22,110
07/31/2017 7,402 -12,518 19,921 -2,001 31,710 29,139 2,571 -3,532 33,579
06/30/2017 21,927 -7,944 29,871 -2,546 32,644 29,372 3,272 1,528 53,553
05/31/2017 23,363 -10,725 34,087 -1,549 36,385 33,070 3,315 -449 57,749
04/30/2017 12,335 -8,266 20,601 -1,563 25,199 22,064 3,134 948 36,919
03/31/2017 24,562 9,411 15,151 -1,924 37,809 36,562 1,247 -531 59,917
02/28/2017 35,179 17,613 17,566 44 36,004 33,991 2,013 1,867 73,095
01/31/2017 20,678 5,097 15,581 -1,976 35,544 31,037 4,507 -637 53,609

SCORECARD

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
10/23/2019 -1,753 -7,425 -5,002 -2,265 -181 -887 -1,761 92 -2,423 -1,485 -938
10/16/2019 -6,010 -11,249 -7,734 -2,397 -1,691 -774 -2,194 -677 -3,515 -3,289 -226
10/9/2019 -2,566 -5,758 -4,998 -726 -1,022 -625 -1,878 -747 -760 -438 -322
10/2/2019 -9,509 -13,341 -11,135 -6,092 -1,137 -1,005 -2,284 -618 -2,206 -2,153 -53
9/25/2019 -13,041 -12,801 -11,087 -7,095 -515 -908 -2,034 -537 -1,713 -1,589 -124
9/18/2019 368 -8,053 -6,332 -3,278 -1,402 -215 -1,312 -125 -1,721 -1,845 124
9/11/2019 -1,913 -9,208 -7,115 -3,311 -640 -897 -1,723 -544 -2,093 -1,718 -374
9/4/2019 -3,427 -5,000 -5,371 -1,607 -714 -527 -1,704 -818 371 179 192

Monthly net new cash flow
8/31/2019 -21,028 -22,289 -23,278 -3,619 -2,406 -3,535 -9,483 -4,235 989 1,632 -643
7/31/2019 -7,646 -41,222 -34,725 -14,208 -2,785 -2,648 -12,066 -3,019 -6,497 -5,726 -770
6/30/2019 -27,149 -36,646 -27,594 -10,903 -3,383 -2,392 -7,698 -3,217 -9,053 -7,793 -1,260
5/31/2019 1,216 -8,875 -12,306 422 -3,187 -1,537 -5,226 -2,779 3,431 3,017 414
4/30/2019 -13,767 -42,409 -26,802 -13,898 -2,739 -2,424 -4,758 -2,983 -15,607 -16,643 1,036
3/31/2019 -1,845 -24,656 -19,427 -6,910 -3,070 -3,305 -5,088 -1,053 -5,229 -5,907 678
2/28/2019 20,676 -12,582 -10,858 -4,801 -1,387 -520 -3,892 -258 -1,724 -2,595 871
1/31/2019 22,907 9,474 3,641 3,332 -453 950 27 -215 5,834 3,222 2,611

12/31/2018 -183,174 -89,352 -43,893 -1,046 -9,466 -8,793 -15,229 -9,360 -45,458 -39,174 -6,285
11/30/2018 -64,308 -25,772 -17,990 -3,252 -3,082 -3,194 -5,057 -3,405 -7,782 -7,970 189
10/31/2018 -57,456 -15,148 -12,740 642 -3,689 -3,064 -4,048 -2,581 -2,408 -2,313 -95
9/30/2018 -22,650 -27,929 -25,452 -12,283 -1,978 -995 -8,061 -2,136 -2,476 -2,615 139
8/31/2018 -17,783 -24,453 -23,108 -12,975 -2,019 1,179 -8,006 -1,288 -1,345 -1,469 124
7/31/2018 -9,801 -20,874 -18,876 -9,658 -2,173 1,572 -6,727 -1,890 -1,998 -2,231 233
6/30/2018 -16,209 -19,894 -24,292 -15,216 -2,714 1,453 -6,517 -1,298 4,397 4,810 -413
5/31/2018 -5,521 -8,733 -15,722 -5,623 -4,423 544 -5,152 -1,068 6,989 5,795 1,194
4/30/2018 -6,622 -9,293 -12,669 -702 -1,128 -104 -3,965 -6,771 3,376 1,620 1,756
3/31/2018 9,865 264 -12,013 368 -2,823 -1,600 -6,599 -1,358 12,277 11,229 1,047
2/28/2018 -11,902 -8,369 -19,562 -1,655 -2,858 -2,634 -9,412 -3,003 11,194 9,455 1,739
1/31/2018 39,992 -7,078 -24,539 -6,895 -5,288 -2,117 -9,952 -286 17,461 13,260 4,201

12/31/2017 -28,528 -38,329 -43,086 -18,741 -4,770 -3,202 -12,395 -3,979 4,757 4,294 463
11/30/2017 -4,725 -16,441 -24,059 -5,891 -3,756 -3,439 -7,094 -3,879 7,619 6,295 1,324
10/31/2017 11,607 -15,971 -22,091 -7,338 -2,411 -2,109 -8,386 -1,847 6,120 4,952 1,169
9/30/2017 892 -21,998 -22,610 -7,535 -2,720 -2,046 -9,340 -968 612 1,365 -754
8/31/2017 -86 -16,493 -24,559 -7,221 -3,513 -2,555 -8,213 -3,057 8,066 6,641 1,425
7/31/2017 4,326 -13,782 -25,538 -10,317 -4,487 -2,243 -7,303 -1,188 11,756 11,030 726
6/30/2017 7,718 -9,412 -18,484 -13,216 -3,147 -2,341 1,965 -1,746 9,073 7,496 1,576
5/31/2017 27,721 3,144 -9,233 2,778 -2,379 -2,169 -5,236 -2,227 12,377 8,817 3,561
4/30/2017 770 -12,498 -19,542 -5,048 -4,061 -2,006 -7,051 -1,375 7,043 5,183 1,861
3/31/2017 12,983 -14,101 -13,397 -1,672 -833 -827 -7,651 -2,415 -704 -583 -121
2/28/2017 28,017 4,405 -2,684 -1,228 524 712 -2,066 -626 7,089 6,183 906
01/31/2017 11,641 -7,754 -10,924 794 -792 998 -10,610 -1,314 3,169 2,111 1,058

WorldDomestic
Equity

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

Source: Investment Company Institute

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

Source: Investment Company Institute
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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
10/23/2019 -5,656 -4,689 -967 -168 10,469 8,275 2,194 222 4,868
10/16/2019 754 2,698 -1,944 -391 10,473 8,786 1,687 -151 10,685
10/09/2019 -11,514 -10,868 -646 -688 5,810 3,856 1,954 425 -5,967
10/02/2019 -13,431 -11,748 -1,682 -1,147 8,418 6,803 1,615 489 -5,670
09/25/2019 -15,772 -13,957 -1,815 -1,918 6,864 4,587 2,278 2,356 -8,470
09/18/2019 10,033 11,804 -1,770 -843 9,290 8,902 387 260 18,741
09/11/2019 7,551 8,598 -1,047 -687 13,021 11,734 1,287 -396 19,489
09/04/2019 -4,106 -4,389 283 -1,132 6,923 5,707 1,217 914 2,598

Monthly net new cash flow
08/31/2019 -41,848 -29,822 -12,026 -6,943 22,242 13,198 9,045 3,747 -22,802
07/31/2019 -14,880 -7,901 -6,979 -2,035 44,717 34,568 10,149 2,247 30,049
06/30/2019 -20,722 -12,018 -8,704 -4,284 39,666 32,670 6,996 2,984 17,644
05/31/2019 -26,010 -24,679 -1,330 -3,829 21,028 12,473 8,555 -1,166 -9,976
04/30/2019 -15,614 -5,324 -10,290 -4,963 40,484 33,194 7,290 -1,829 18,077
03/31/2019 -7,613 -3,658 -3,955 -5,723 38,381 29,268 9,112 -353 24,692
02/28/2019 2,227 3,606 -1,379 -2,423 45,110 34,155 10,954 -1,493 43,421
01/31/2019 -11,223 -21,195 9,972 -886 29,308 21,723 7,585 2,169 19,367
12/31/2018 -57,436 -28,953 -28,484 -28,169 -49,399 -49,512 113 1,173 -133,832
11/30/2018 6,964 2,783 4,181 -12,380 -11,249 -7,459 -3,790 117 -16,547
10/31/2018 -6,659 -9,657 2,998 -11,251 -31,948 -27,700 -4,248 336 -49,523
09/30/2018 -1,052 886 -1,938 -6,086 18,096 18,526 -430 -36 10,923
08/31/2018 -3,953 -6,660 2,707 -6,187 19,556 17,219 2,337 -2,322 7,094
07/31/2018 -305 1,007 -1,312 -6,007 25,923 22,495 3,427 -599 19,011
06/30/2018 -26,524 -21,004 -5,520 -7,085 19,608 16,995 2,613 -2,450 -16,451
05/31/2018 13,744 10,068 3,676 -3,630 13,042 11,749 1,293 -133 23,024
04/30/2018 -27 -7,403 7,375 -3,752 22,416 24,176 -1,760 2,310 20,946
03/31/2018 -6,742 -22,152 15,410 -1,712 15,898 14,148 1,750 554 7,997
02/28/2018 -19,502 -41,444 21,942 -3,439 1,704 2,706 -1,002 1,026 -20,210
01/31/2018 54,200 10,778 43,423 356 56,756 46,287 10,469 1,724 113,036
12/31/2017 8,940 -9,054 17,995 -3,334 19,167 19,491 -324 -528 24,246
11/30/2017 13,723 -4,417 18,140 -3,164 21,608 19,788 1,820 -444 31,723
10/31/2017 23,928 3,166 20,762 -1,818 38,718 36,110 2,608 -747 60,081
09/30/2017 653 -9,775 10,429 -2,099 36,443 33,440 3,004 1,733 36,732
08/31/2017 -6,149 -22,771 16,622 -3,685 29,551 25,078 4,473 2,393 22,110
07/31/2017 7,402 -12,518 19,921 -2,001 31,710 29,139 2,571 -3,532 33,579
06/30/2017 21,927 -7,944 29,871 -2,546 32,644 29,372 3,272 1,528 53,553
05/31/2017 23,363 -10,725 34,087 -1,549 36,385 33,070 3,315 -449 57,749
04/30/2017 12,335 -8,266 20,601 -1,563 25,199 22,064 3,134 948 36,919
03/31/2017 24,562 9,411 15,151 -1,924 37,809 36,562 1,247 -531 59,917
02/28/2017 35,179 17,613 17,566 44 36,004 33,991 2,013 1,867 73,095
01/31/2017 20,678 5,097 15,581 -1,976 35,544 31,037 4,507 -637 53,609

SCORECARD

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
10/23/2019 -1,753 -7,425 -5,002 -2,265 -181 -887 -1,761 92 -2,423 -1,485 -938
10/16/2019 -6,010 -11,249 -7,734 -2,397 -1,691 -774 -2,194 -677 -3,515 -3,289 -226
10/9/2019 -2,566 -5,758 -4,998 -726 -1,022 -625 -1,878 -747 -760 -438 -322
10/2/2019 -9,509 -13,341 -11,135 -6,092 -1,137 -1,005 -2,284 -618 -2,206 -2,153 -53
9/25/2019 -13,041 -12,801 -11,087 -7,095 -515 -908 -2,034 -537 -1,713 -1,589 -124
9/18/2019 368 -8,053 -6,332 -3,278 -1,402 -215 -1,312 -125 -1,721 -1,845 124
9/11/2019 -1,913 -9,208 -7,115 -3,311 -640 -897 -1,723 -544 -2,093 -1,718 -374
9/4/2019 -3,427 -5,000 -5,371 -1,607 -714 -527 -1,704 -818 371 179 192

Monthly net new cash flow
8/31/2019 -21,028 -22,289 -23,278 -3,619 -2,406 -3,535 -9,483 -4,235 989 1,632 -643
7/31/2019 -7,646 -41,222 -34,725 -14,208 -2,785 -2,648 -12,066 -3,019 -6,497 -5,726 -770
6/30/2019 -27,149 -36,646 -27,594 -10,903 -3,383 -2,392 -7,698 -3,217 -9,053 -7,793 -1,260
5/31/2019 1,216 -8,875 -12,306 422 -3,187 -1,537 -5,226 -2,779 3,431 3,017 414
4/30/2019 -13,767 -42,409 -26,802 -13,898 -2,739 -2,424 -4,758 -2,983 -15,607 -16,643 1,036
3/31/2019 -1,845 -24,656 -19,427 -6,910 -3,070 -3,305 -5,088 -1,053 -5,229 -5,907 678
2/28/2019 20,676 -12,582 -10,858 -4,801 -1,387 -520 -3,892 -258 -1,724 -2,595 871
1/31/2019 22,907 9,474 3,641 3,332 -453 950 27 -215 5,834 3,222 2,611

12/31/2018 -183,174 -89,352 -43,893 -1,046 -9,466 -8,793 -15,229 -9,360 -45,458 -39,174 -6,285
11/30/2018 -64,308 -25,772 -17,990 -3,252 -3,082 -3,194 -5,057 -3,405 -7,782 -7,970 189
10/31/2018 -57,456 -15,148 -12,740 642 -3,689 -3,064 -4,048 -2,581 -2,408 -2,313 -95
9/30/2018 -22,650 -27,929 -25,452 -12,283 -1,978 -995 -8,061 -2,136 -2,476 -2,615 139
8/31/2018 -17,783 -24,453 -23,108 -12,975 -2,019 1,179 -8,006 -1,288 -1,345 -1,469 124
7/31/2018 -9,801 -20,874 -18,876 -9,658 -2,173 1,572 -6,727 -1,890 -1,998 -2,231 233
6/30/2018 -16,209 -19,894 -24,292 -15,216 -2,714 1,453 -6,517 -1,298 4,397 4,810 -413
5/31/2018 -5,521 -8,733 -15,722 -5,623 -4,423 544 -5,152 -1,068 6,989 5,795 1,194
4/30/2018 -6,622 -9,293 -12,669 -702 -1,128 -104 -3,965 -6,771 3,376 1,620 1,756
3/31/2018 9,865 264 -12,013 368 -2,823 -1,600 -6,599 -1,358 12,277 11,229 1,047
2/28/2018 -11,902 -8,369 -19,562 -1,655 -2,858 -2,634 -9,412 -3,003 11,194 9,455 1,739
1/31/2018 39,992 -7,078 -24,539 -6,895 -5,288 -2,117 -9,952 -286 17,461 13,260 4,201

12/31/2017 -28,528 -38,329 -43,086 -18,741 -4,770 -3,202 -12,395 -3,979 4,757 4,294 463
11/30/2017 -4,725 -16,441 -24,059 -5,891 -3,756 -3,439 -7,094 -3,879 7,619 6,295 1,324
10/31/2017 11,607 -15,971 -22,091 -7,338 -2,411 -2,109 -8,386 -1,847 6,120 4,952 1,169
9/30/2017 892 -21,998 -22,610 -7,535 -2,720 -2,046 -9,340 -968 612 1,365 -754
8/31/2017 -86 -16,493 -24,559 -7,221 -3,513 -2,555 -8,213 -3,057 8,066 6,641 1,425
7/31/2017 4,326 -13,782 -25,538 -10,317 -4,487 -2,243 -7,303 -1,188 11,756 11,030 726
6/30/2017 7,718 -9,412 -18,484 -13,216 -3,147 -2,341 1,965 -1,746 9,073 7,496 1,576
5/31/2017 27,721 3,144 -9,233 2,778 -2,379 -2,169 -5,236 -2,227 12,377 8,817 3,561
4/30/2017 770 -12,498 -19,542 -5,048 -4,061 -2,006 -7,051 -1,375 7,043 5,183 1,861
3/31/2017 12,983 -14,101 -13,397 -1,672 -833 -827 -7,651 -2,415 -704 -583 -121
2/28/2017 28,017 4,405 -2,684 -1,228 524 712 -2,066 -626 7,089 6,183 906
01/31/2017 11,641 -7,754 -10,924 794 -792 998 -10,610 -1,314 3,169 2,111 1,058

World
Equity

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

Source: Investment Company Institute

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

Source: Investment Company Institute
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Leaders start here. Subscribe today at: 
  www.financial-planning.com/money-management-executive
  (212) 803-8500

Asset management executives look to Money Management 
Executive for perspective and intelligence on technology, 
operations and marketing that will shape their management 
strategies. From digital disruption to regulation, compliance 
and savvy ways to connect with clients in the fund industry, 
no one else dives deeper.

Ideas you can take to work
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