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Fidelity Investments has stepped up 
promotions of women in its stock-pick-
ing group, which was hit last year with 
sexual harassment allegations.

About 30% of fund manager ap-
pointments in the equity unit have 
gone to women in 2018, the most in 
five years, according to an analysis by 
Bloomberg. Even with these moves, 
men still overwhelmingly dominate 
the money manager ranks.

Janet Glazer, who has an MBA 
from MIT, was tapped in June for the 
senior leadership team that oversees 
the business. And Nidhi Gupta, a Har-
vard MBA, will exclusively preside over 
more than $7.8 billion in technology 
assets.

The stock group has been a 
high-profile engine of the investing gi-

OPERATIONS: Fidelity 
promotes women amid 
harassment claims
By Sabrina Willmer
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STRATEGY: What’s behind BlackRock’s Envestnet stake?

The world’s largest asset manager is invest-
ing in the world’s largest TAMP — a move that 
would corner a sizable chunk of the financial 
advisor marketplace. 

BlackRock announced a strategic partner-
ship with Envestnet that includes acquiring a 

$123 million equity stake and taking control 
of 4.9% of the company’s common stock. En-
vestnet also issued a warrant for BlackRock to 
purchase an additional 470,000 shares for up to 
four years.

BlackRock’s newly minted Digital Wealth 
business, a conglomerate 
of the firm’s advisor tech 
business operations, en-
tered into the partnership. 
Formed last year, Digital 
Wealth includes Black-
Rock’s robo offering Fu-
tureAdvisor, its risk anal-
ysis tool Aladdin and the 

By Sean Allocca

BLACKROCK, on page 10

When looking to the 
future of asset manage-
ment, executives are 
focused on fresh prod-
ucts, emerging technol-
ogy and the increasing 
prominence of ESG.

“Portfolio managers 
and analysts … must be 
able to understand, and 
importantly, measure, 
the social and environmental impact of each of 
their investments,” says Kate Starr, CIO of Flat 
World Partners.  

ETF growth has been robust in 2018, notes 
Will Rhind, founder and CEO of GraniteShares.   

Still, he adds, ETF issuers “must offer innova-
tive strategies and remedy common investor pain 

points if they want to re-
main relevant.”

Thomas Hoops, ex-
ecutive vice president 
and head of business 
development for Legg 
Mason, sees an oppor-
tunity for active man-
agers in fixed income 
to outperform. 

“The biggest reason 
for passive product popularity — cost — can be 
addressed through vehicle choice,” he says. “Ac-
tive ETFs can feature many of the same cost ad-
vantages as passive.“  

To see  more of what Hoops, Rhind, Starr and 
other execs have to say about key industry trends, 
turn to our special report.     

OPERATIONS: 2019 forecasts: Asset management trends
By Rebecca Stropoli

TRENDS, on page 6

SPECIAL REPORT

Kate Starr, CIO, 
Flat World Partners

Will Rhind, CEO, 
GraniteShares

Source: Investment Company Institute

Outflows from mutual funds and ETFs 
were $6.7B for the six-day period ending 
Nov. 20 (millions)
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VANGUARD LOWERS COST 
TO 38 INDEX FUNDS 

Vanguard is lowering the minimum in-
vestment requirement for 1.5 million of its 
Admiral Shares clients. The new minimum is 
shrinking from $10,000 to $3,000 — affecting 
38 index funds. 

The firm anticipates this change to save 
clients approximately $71 million, based on 
current total assets, according to the firm.

“Our unique, client-owned structure en-
ables us to consistently pass along economies 
of scale and lower the cost of investing for our 
clients, so they keep more of their returns,” 
said Vanguard CEO Tim Buckley.

Vanguard says the lowered minimums 
will save clients anywhere from 15% to 71% in 
fees, depending on the fund. 

GAM SCANDAL SEES MANAGER 
LOSE $4.5B IN RECENT WEEKS

Investors have pulled at least $4.5 billion 
from funds at GAM Holdings since the end 
of September, a sign that the damage from 
the suspension of a top manager is not over, 
according to Bloomberg News.

Withdrawals have persisted in the seven 
weeks through Nov. 16, during which the 
Swiss asset manager parted ways with CEO 
Alex Friedman and began a restructuring 
plan. Those outflows are from strategies un-
related to the original scandal. 

The company is offering a special reten-
tion bonus to key fund managers, people 
with knowledge of the matter said earlier this 
month. 

ETFS COULD BE NEXT ACTIVE 
MANAGEMENT VEHICLE

ETFs have the potential to be used in ac-
tive management, according to a new study.

“It is important to note that most new issu-
ers prefer to leverage their — or by extension, 
their subadvisor’s — active management ca-
pabilities and deliver active or strategic beta 
ETFs,” says Matt Merritt, an associate ana-
lyst at Cerulli Associates, which directed the 
study. 

There are approximately $3.7 trillion of as-
sets invested in ETFs, at a growth rate of 141% 
from 2013 to 2018, according to the Cerulli 
Associates study.  

Subadvised ETF assets have grown by al-
most 95% since 2013, and the number of sub-
advised products available doubled in that 
same time period, as of year-end 2017.

ARK INVESTMENT MANAGEMENT 
PLANS FINTECH ETF

Ark Investment Management, which cur-
rently runs the two top-performing ETFs 
over the past three years, announced plans to 
launch a new ETF focused on fintech, accord-
ing to Bloomberg News.

The Ark Fintech Innovation ETF, which 
plans to charge $7.50 for every $1,000 in-
vested, will invest in companies that aim to 
change the way the financial sector operates, 
the regulatory filing says. Ark currently man-
ages a similar fund in Japan, where the firm is 
a subadvisor for various mutual funds from 

INDUSTRY HIGHLIGHTS

NEWS SCAN

11/28/2018 11/20/2018 11/14/2018 11/7/2018 10/31/2018
Equity 3,777 7,497 7,774 -2,009 11,169

Domestic 1,811 4,894 5,657 -4,175 10,710
World 1,966 2,603 2,117 2,165 459

Hybrid -1 -1 31 6 87
Bond 2,854 3,001 -164 7,726 1,134

Taxable 2,722 2,587 -276 7,733 991
Municipal 133 414 112 -7 142

Commodity 4 -65 413 -72 43
Total 6,635 10,432 8,054 5,651 12,432

ETF estimated net issuance

Source: Investment Company Institute
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RESEARCH

1 State Street Plaza, 27th Floor
New York, NY 10004

(212) 803-8200
financial-planning.com/money-management-executive

Andrew Shilling - Associate Editor

Rebecca Stropoli - Contributing Editor

Jessica Mathews -  Associate Editor

Scott Wenger - Group Editorial Director, Investment 
Advisor and Employee Benefits Groups

Michael Chu - Executive Director, Content Operations
and Creative Services

Louis Fugazy, Associate Publisher
louis.fugazy@sourcemedia.com

(212) 803-8773

 
Petra Hailu - Marketing Manager

Customer Service
 (212) 803-8500

help@sourcemedia.com

Gemma Postlethwaite Chief Executive Officer

Sean Kron Chief Financial Officer

David Longobardi EVP & Chief Content Officer

Jeff Mancini Chief Strategy Officer

Christian Ward Chief Data Officer

John DelMauro SVP, Conferences & Events

Subscriptions: Domestic rates: Annual $1,750; 2-year 

$3,500. Foreign rates: Annual $1,790; 2-year $3,575. 

Multiple subscription rates available.  

POSTMASTER: Please send all address changes to 

Money Management Executive/One State Street Plaza, 

New York, NY 10004. For subscriptions, renewals, 

address changes and delivery service issues contact our 

Customer Service department at  (212) 803-8500 or email: 

help@sourcemedia.com.

Copyright Notice: © 2018 Money Management  

Executive (ISSN 1549-9111) and SourceMedia, Inc. All 

rights reserved. Copying, photocopying, or duplicating 

this publication without prior permission from the  

publisher is prohibited and may constitute copyright 

infringement subject to liability up to $100,000 per 

infringement. For more information about reprints and 

licensing content from Money Management Executive, 

please visit SourceMediaReprints.com or contact PARS 

International at (212) 221-9595.

Reproduction or electronic forwarding of this product 

is a violation of federal copyright law. Site licenses are 

available: please call customer service at (212) 803-8500 

or help@sourcemedia.com.

PRODUCTS

003_MME1218   3 12/6/2018   4:09:13 PM



4 Money Management Executive                                                                                              December 2018 December 2018 Money Management Executive        5

NEWS SCAN

Head of Americas International. “He 
brings a wealth of knowledge to the role, 
which will enhance our relationships as we 
continue to partner with our clients.” 

RBC NAMES HEAD OF U.S. 
INTERMEDIARY SALES

RBC Global Asset Management hired 
Dave Eikenberg as head of U.S. intermediary 
sales. Before taking his new position, Eiken-
berg was senior manager for T. Rowe Price’s 

retirement solutions 
business.

In his new role, 
Eikenberg will be re-
sponsible for developing 
and executing sales ini-
tiatives toward wealth 
management firms, 
defined contribution 
platforms, sub-advisory, 
private banks, TAMPS, 

Bank Trust and RIAs, according to the firm.
Eikenberg will be located in Boston and 

report to Jeff Masom, global head of Institu-
tional Distribution, according to RBC.

STATE STREET MAKES INTERNAL 
MARKETING APPOINTMENTS 

State Street Global Advisors has appointed 
Jet Lali, the former head of SPDR marketing 
for Europe, the Middle East and Africa, and 
Asia Pacific, to chief digital officer, according 
to the firm. 

Lali joined State Street from UBS where 
he served as head of marketing for EMEA 
and the firm’s global digital marketing divi-
sions. Before that, Lali held leadership roles at 
BlackRock, JPMorgan and Barclays.

“Building a best-in-class digital platform is 
key to our goal of transforming the way we 
engage clients and prospects with our invest-
ment insights, perspectives and performance,” 
said Stephen Tisdalle, chief marketing officer 
of the firm. 

State Street also named Sarah Estwick, the 
former head of SPDR digital marketing for 
EMEA and APAC, to head of North Ameri-
ca marketing. Sarah Higgins, head of public 
relations for SPDR ETFs in EMEA, will now 
oversee SPDR marketing for EMEA and 
APAC. MME 

News Scan by Jessica Mathews

Nikko Asset Management.
Although fees for the new fund are signifi-

cantly higher than the $5.76 for every $1,000 
charged by the average thematic fund, the 
similarly priced Ark Web x.O ETF (ARKW), 
which has a 0.75% expense ratio, returned 
more than all other unleveraged funds, gain-
ing 34% over the past three years, Bloomberg 
News reports. 

The Ark Innovation ETF (ARKK), which 
has a 0.75% expense ratio, is the second-high-
est ranked, with a 30% return over the same 
period.

VANGUARD LAUNCHES 
GLOBAL CREDIT BOND FUND

Vanguard expanded its active fixed-in-
come lineup with the Vanguard Global Cred-
it Bond Fund, the firm said.

The new fund, managed by Daniel 
Shaykevich and Samuel C. Martinez, is com-
posed of 65% U.S. dollar-denominated and 
35% non-U.S. dollar-denominated — devel-
oped and emerging markets — investment 
grade securities, including stocks issued by 
corporate and noncorporate credit entities, 
the firm said.

“Vanguard has long been recognized as a 
fixed-income leader, offering investors a com-
prehensive range of bond funds and ETFs 
covering corporate, government and munici-
pal markets of varying maturities,” said John 
Hollyer, global head of Vanguard’s fixed-in-
come group. 

ROBO ADVISOR ELM PARTNERS UNVEILS 
GLOBAL ALL-EQUITY PROGRAM

Robo advisors Elm Partners introduced a 
global all-equity investment program to its 
SMA offerings, according to the firm.

The new program has a baseline of 100% 
global equities, while the existing Global Bal-
anced program has a baseline of 75% global 
equities and 25% fixed income, according to 
the firm.

The all-equity portfolio will be managed 
algorithmically with an asset allocation driv-
en by value and momentum, according to 
the firm, and it will use low-cost ETFs and 
index funds to build client portfolios. The 
investment program will charge a fee of .12% 
per year, and will aim to be fully invested in 
global equities. 

TOUCHSTONE INVESTMENTS ANNOUNCES 
TWO ANTI-BENCHMARK FUNDS

Touchstone Investments announced two 
new funds centered on active management 
and benchmark differentiation.

Touchstone Anti-Benchmark U.S. Core 
Equity Fund (TABYX) and Touchstone An-
ti-Benchmark International Core Equity 
Fund (TIABX) both utilize TOBAM Core 
Investments as a sub-advisor, which seeks to 
enhance diversification and improve risk-ad-
justed returns on portfolios.

“TOBAM’s patented strategy is designed to 
provide investors with diversified core expo-
sure,” Steven Graziano, president of Touch-
stone Investments, said in a statement. 

The funds have expense ratios of 0.54% 
and 0.59%, respectively.

TRANSAMERICA HIRES 
HEAD OF INNOVATION

Transamerica hired Timothy Jones as the 
company’s head of innovation.

Jones will be responsible for driving 
growth through by developing new uses 
for technology, and he will report to David 
Hopewell, the chief data and innovation 
officer.

Before his arrival, Jones founded TBJ 
Investments, according to his LinkedIn 
profile. He also served as a Presidential In-
novation Fellow for the White House and 
U.S. Department of Energy, according to 
Transamerica. 

LEGG MASON APPOINTS DIRECTOR OF 
BUSINESS DEVELOPMENT IN CHILE

Legg Mason appointed Javier F. Brstilo, 
the former head of institutional sales with 
BCI Corredor de Bolsa, to director of busi-
ness development in Santiago, Chile, the 
firm said. 

Brstilo, who has nearly 20 years of experi-
ence in Latin American asset management, is 
responsible for distribution of the firm’s capa-
bilities in Uruguay and Argentina, as well as 
for the institutional market in Chile, accord-
ing to Legg Mason. 

“Hiring Javier further strengthens our 
commitment to clients in the Southern 
Cone,” said Lars Jensen, Legg Mason’s 

Dave Eikenberg

ARRIVALS
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Flat World Partners CIO Kate Starr

Investing in fresh talent

GraniteShares CEO Will Rhind

Tracking ETF strategies

Sustainable investing is no longer just a 
niche part of the asset management industry. 
Sustainable assets under management are 
now at $12 trillion in the U.S., and make up 
one-quarter of all assets under professional 
management in the country, according to US 
SIF’s 2018 report.  

This figure is up 38% from 2016, and it 
should only increase as more wealth is trans-
ferred to women and millennials, who are 

Throughout 2018, the ETF industry has 
seen tremendous growth. Over 200 ETFs 
have launched year-to-date,  as of Nov. 15. 

Despite the positive growth trajectory of 
the industry, both established ETF issuers 
and entrants must offer innovative strategies 
and remedy common investor pain points if 
they want to remain relevant in this competi-

among the biggest proponents of sustainable 
investing.

This new normal presents a challenge for 
asset managers, particularly for firms that 
have been in business the longest. Managing 
an impact-oriented fund requires a unique 
team and range of skillsets. It’s not enough to 
just know how to build a financial model or 
read a balance sheet; portfolio managers and 
analysts also must be able to understand and 
measure the social and environmental im-
pact of each of their investments.

Investors are increasingly demanding 
that asset managers consider these impacts 
and report them on a regular basis to ensure 
funds are not being greenwashed. Therefore, 
asset managers looking to be a part of the sus-
tainable investing movement need employees 
who can speak to these investors and help de-
liver double-bottom-line returns. 

Fortunately, an increasing number of 
young financial professionals are interested 
in sustainability, providing a ripe talent pool 
for asset managers to consider. 

These individuals tend to come from lead-
ing universities, many of which are now offer-
ing courses or majors in sustainable finance. 
There is also a growing trend of financial 
professionals forgoing the usual hedge fund 
or private equity career path to instead join a 
sustainable investment firm. 

With more competition than ever for in-
vestor capital, asset management firms can 
set themselves apart by aggressively investing 
in human capital. A diverse, multiskilled in-
vestment team can mean the difference be-
tween winning new mandates and suffering 
continued outflows of capital. An investment 
in talent may be the best defense against asset 
attrition.    

tive marketplace.
Fee compression, for example, is a per-

petual component of the ETF industry, as 
investors continuously demand cheaper 
alternatives. 

As a result, ETF issuers need to respond 
accordingly by providing low-cost prod-
ucts. However, value should not come at 
the expense of quality. Investors still desire 
superior infrastructure at a fraction of the 
cost.

ETF issuers additionally need to pay at-
tention to emerging technologies that will 
dominate the global economy in the com-
ing years. 

Megatrends such as artificial intelli-
gence, robotics, cybersecurity, financial 
technology and internet infrastructure will 

play an increasingly significant role in the 
market over the next decade. Subsequently, 
investors will be on the hunt for strategies 
that capitalize on and potentially capture 
returns from these expanding and innova-
tive industry segments. 

Additionally, with the U.S. equity mar-
ket showing signs of weakness, there will 
be an accelerated demand for investment 
strategies that protect against downside 
risk and provide stable sources of income 
aside from dividends and the traditional 
bond market.    

Heading into 2019, we believe there is still 
plenty of room for the ETF industry to grow; 
however, issuers need to deliver on cost, in-
novation and demand in order to survive in a 
progressively crowded market.   

CONTINUED 
from page 1

SPECIAL REPORT: ASSET MANAGEMENT TRENDS

 The ETF industry as we know it has ex-
perienced exponential growth for products 
following passive, market-cap-weighted 
strategies. 

Financial media has rendered its judg-
ment: passive investment strategies beat 
active. 

This is especially true of benchmark-hug-
ging products, particularly large-cap U.S. 
equities. 

Bond markets, however, are very different. 

CONTINUED 
from page 6
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Flat World Partners CIO Kate Starr

Investing in fresh talent

GraniteShares CEO Will Rhind

Tracking ETF strategies

Fortunately, an increasing number of 
young financial professionals are interested 
in sustainability, providing a ripe talent pool 
for asset managers to consider. 

These individuals tend to come from lead-
ing universities, many of which are now offer-
ing courses or majors in sustainable finance. 
There is also a growing trend of financial 
professionals forgoing the usual hedge fund 
or private equity career path to instead join a 
sustainable investment firm. 

With more competition than ever for in-
vestor capital, asset management firms can 
set themselves apart by aggressively investing 
in human capital. A diverse, multiskilled in-
vestment team can mean the difference be-
tween winning new mandates and suffering 
continued outflows of capital. An investment 
in talent may be the best defense against asset 
attrition.    

play an increasingly significant role in the 
market over the next decade. Subsequently, 
investors will be on the hunt for strategies 
that capitalize on and potentially capture 
returns from these expanding and innova-
tive industry segments. 

Additionally, with the U.S. equity mar-
ket showing signs of weakness, there will 
be an accelerated demand for investment 
strategies that protect against downside 
risk and provide stable sources of income 
aside from dividends and the traditional 
bond market.    

Heading into 2019, we believe there is still 
plenty of room for the ETF industry to grow; 
however, issuers need to deliver on cost, in-
novation and demand in order to survive in a 
progressively crowded market.   

AlphaClone CEO Maz Jadallah

Moving past passive

Thomas Hoops, EVP and head of business development, Legg Mason

Getting active in bonds

 The ETF industry as we know it has ex-
perienced exponential growth for products 
following passive, market-cap-weighted 
strategies. 

Financial media has rendered its judg-
ment: passive investment strategies beat 
active. 

This is especially true of benchmark-hug-
ging products, particularly large-cap U.S. 
equities. 

Bond markets, however, are very different. 

These products have been so successful  
over the past several years largely due to their 
simplistic nature. 

The ability for investors to understand 
what a fund does is crucial to the mass 
adoption of any product, and should be a 
guiding principle for newcomers in the 
space. 

However, the next phase of 
growth for ETFs won’t be focused on 
these simple and traditional passive  
strategies.  

Quite frankly, that’s already been done. 
If ETFs continue to grow at the pace 

they have, they’re going to have to solve for 
other parts of the portfolio, including ac-
tive strategies. 

As with passive products, the funds 
that will do well in replacing higher ac-
tive-share aspects of a portfolio should be 
simple to understand, regardless of how 
complicated they might look on the back 
end. 

You can see it now, specifically in the 
complex names of multifactor and defined 
outcome funds. 

It’s up to the asset management commu-
nity — in 2019 and beyond — to identify 
simple-to-understand solutions for under-
served areas of portfolios. 

Advisors want to use products that they 
can easily explain to their clients.  At the 
end of the day, of course, this is a people 
business.  

For at least a decade, passive fixed-income 
strategies have lagged active ones. 

These victories are clear, broad and re-
peated: As of Sept. 30, the median active 
fixed-income manager has beaten passive 
strategies over the past one, three, five and 
seven years.  

And they did so with only slightly more 
volatility, leading to higher Sharpe ratios. 

The biggest reason for passive product 
popularity — cost — can be addressed 
through vehicle choice. Active ETFs can 
feature many of the same cost advantages as  
passive.    

We believe active managers are unique-
ly positioned to deliver outperformance, for 
several structural reasons stemming from 
fixed-income benchmarks:

• They can be poorly constructed: The 
largest weightings typically go to countries 
and companies that issue the most debt, in-

creasing potential exposure to poor-quality 
credits.

• They have high concentrations of gov-
ernment and government-supported debt, 
bonds with unattractive yields still near 
historical lows.

• Two-thirds of investable bonds are 
excluded, including bonds not blessed by 
rating agencies and inflation-linked and 
foreign currency bonds. This limits returns 
and diversification. 

• Benchmarks have frequent turnover, 
with steady streams of new issues, repay-
ments, maturities and rating changes. High 
trading costs may disadvantage passive in-
vestors. 

• Active investors have timing advantag-
es, trading at any time to obtain new issues 
at yield premiums. Many passive managers 
by their mandates can trade only at month-
end. 

CONTINUED 
from page 6

SPECIAL REPORT: ASSET MANAGEMENT TRENDS
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Christopher Thompson, head of the Americas client group, AllianceBernstein

Looking to new fee structures

Helios Quantitative Research CEO Chris Shuba

End-of-year planning

An important issue weighing on the active 
vs. passive debate: how can clients be sure the 
performance is worth the fee?  

Here’s a possible solution: an actively 
managed mutual fund that charges a passive, 
ETF-like fee if it meets or underperforms its 
benchmark, and only costs more if it out-
performs the benchmark. This closely aligns 
the interests of managers and their clients, 
and investors will know they are paying a fee 

Year-end planning is a vital business 
practice, considering how emerging trends 
will impact day-to-day operations and cli-
ent interactions. 

However, one of the most critical com-
ponents to this annual exercise is determin-
ing how you can better serve your clients’ 
wants and needs.  

commensurate with performance. It’s also 
a compelling alternative to ETFs and index 
solutions for those who still want the fee ben-
efits of passive without giving up the outper-
formance potential of active management. 

A new performance-fee based model 
could dramatically improve outcomes for 
both investors and active managers. How 
much could it change the game? Under ex-
isting fee structures, 42% of active U.S. large-
cap managers beat their benchmarks between 
1998 and 2017. But under a performance-fee 
structure, 50% of managers would have out-
performed by an average of 27 basis points. 

This isn’t limited to large-cap equities. 
The percentage of emerging-market equity 
managers beating the benchmark would have 
risen from 50% to 58%, with an average gain 
of 61 basis points. Because performance fees 
scale to relative returns, they create an align-

ment between fees and outcomes.
Mutual fund pricing that’s linked to per-

formance is by no means new, but we believe 
managers need to up the ante with: 

• A lower minimum fee comparable with 
ETF fees as opposed to mutual fund fees.

• A higher performance hurdle for fees. 
Managers only get paid more when they 
meaningfully outperform.

• A one-year annual reset. Most tradition-
al fulcrum-fee funds use a three-year rolling 
period, charging investors higher fees for past 
results. 

Heading into lower-return market condi-
tions, added alpha will be even more essen-
tial, and leaving active out in the cold could 
mean leaving money on the table. The cost of 
being wrong with active is much lower than 
the cost of being wrong with passive, and 
flexibility with fees can adjust the balance.

For fund managers, this requires care-
ful reflection on how to design the prod-
ucts that advisors and investors want to 
buy. 

Making this simple evaluation can yield 
significant business opportunities.  

Demand is rising for cost-efficient and so-
phisticated strategies. 

While there is a saturation of basic be-
ta-driven or beta-plus strategies available 
at reasonable costs, there’s a gap between 
these types of products and strategies tar-
geting true alpha at a cost-efficient price 
point.  

Innovative products will take center 
stage in 2019 and beyond. 

Clients want to see fund managers who 
are not just following the herd. So much 

development today is done within the same 
space. 

Consider multifactor as one example. 
It’s all the rage now, sure, but everyone is 
dabbling in the same arena while investors 
call for original, fresh and truly innovative 
products. 

Complex investment products need sim-
plified stories, and fund managers must be 
the storytellers. 

Investors are becoming increasingly ed-
ucated on their options, and in turn they 
want their advisors or institutions to meet 
them where they are and explain fund 
choices simply. 

Fund managers should  be sure to make 
their story both effortless to tell and retail 
friendly. MME 

CONTINUED 
from page 7

SPECIAL REPORT: ASSET MANAGEMENT TRENDS OPERATIONS

ant for decades, managing north of $1 trillion 
across more than 350 mutual funds. Abby 
Johnson, who became Fidelity’s CEO in 2014, 
has set out to improve the gender mix at her 
72-year-old firm, if only gradually, by recruit-
ing more women on campus and tapping tal-
ent from within. It’s a challenge faced by the 
entire industry, where women accounted for 
about 10% of fund managers in 2016.

A year ago Fidelity came under media 
scrutiny after it dismissed a prominent stock 
picker who had been accused of sexual ha-
rassment by a junior female employee. While 
the firm had named women to leadership po-
sitions and fund management roles before the 
misconduct allegations, the incident spurred 
Johnson to look even more closely at female 
talent for promotions. And women who 
moved up to bigger roles this year earned it, 
Fidelity spokesman Vin Loporchio said.

After the promotions, men comprise about 
86% of fund managers in the stock group, ac-
cording to the analysis of government filings, 
Fidelity’s website and Morningstar data this 
year through October. A quarter of the unit’s 
16-member leadership team are women.

“Under-representation of women in finan-
cial services roles is not isolated to Fidelity; 
this is an industrywide challenge,” Loporchio 
said. “Increasing diversity is a top priority for 
Fidelity, and we are making tangible progress.”

Fidelity’s stock division had a reputation in 
recent years for a cliquey culture. Some past 
appointments were earned more through 
personal connections to powerful men than 
performance, according to current and for-

FIDELITY
from page 1

008_MME1218   8 12/6/2018   4:09:19 PM



8 Money Management Executive                                                                                              December 2018 December 2018 Money Management Executive        9

Christopher Thompson, head of the Americas client group, AllianceBernstein

Looking to new fee structures

Helios Quantitative Research CEO Chris Shuba

End-of-year planning

ment between fees and outcomes.
Mutual fund pricing that’s linked to per-

formance is by no means new, but we believe 
managers need to up the ante with: 

• A lower minimum fee comparable with 
ETF fees as opposed to mutual fund fees.

• A higher performance hurdle for fees. 
Managers only get paid more when they 
meaningfully outperform.

• A one-year annual reset. Most tradition-
al fulcrum-fee funds use a three-year rolling 
period, charging investors higher fees for past 
results. 

Heading into lower-return market condi-
tions, added alpha will be even more essen-
tial, and leaving active out in the cold could 
mean leaving money on the table. The cost of 
being wrong with active is much lower than 
the cost of being wrong with passive, and 
flexibility with fees can adjust the balance.

development today is done within the same 
space. 

Consider multifactor as one example. 
It’s all the rage now, sure, but everyone is 
dabbling in the same arena while investors 
call for original, fresh and truly innovative 
products. 

Complex investment products need sim-
plified stories, and fund managers must be 
the storytellers. 

Investors are becoming increasingly ed-
ucated on their options, and in turn they 
want their advisors or institutions to meet 
them where they are and explain fund 
choices simply. 

Fund managers should  be sure to make 
their story both effortless to tell and retail 
friendly. MME 

OPERATIONS

ant for decades, managing north of $1 trillion 
across more than 350 mutual funds. Abby 
Johnson, who became Fidelity’s CEO in 2014, 
has set out to improve the gender mix at her 
72-year-old firm, if only gradually, by recruit-
ing more women on campus and tapping tal-
ent from within. It’s a challenge faced by the 
entire industry, where women accounted for 
about 10% of fund managers in 2016.

A year ago Fidelity came under media 
scrutiny after it dismissed a prominent stock 
picker who had been accused of sexual ha-
rassment by a junior female employee. While 
the firm had named women to leadership po-
sitions and fund management roles before the 
misconduct allegations, the incident spurred 
Johnson to look even more closely at female 
talent for promotions. And women who 
moved up to bigger roles this year earned it, 
Fidelity spokesman Vin Loporchio said.

After the promotions, men comprise about 
86% of fund managers in the stock group, ac-
cording to the analysis of government filings, 
Fidelity’s website and Morningstar data this 
year through October. A quarter of the unit’s 
16-member leadership team are women.

“Under-representation of women in finan-
cial services roles is not isolated to Fidelity; 
this is an industrywide challenge,” Loporchio 
said. “Increasing diversity is a top priority for 
Fidelity, and we are making tangible progress.”

Fidelity’s stock division had a reputation in 
recent years for a cliquey culture. Some past 
appointments were earned more through 
personal connections to powerful men than 
performance, according to current and for-

mer employees. Loporchio said promotions 
in the group were based on merit.

The harassment allegations brought the is-
sue of the treatment of women in the unit to a 
head. Johnson made several moves, including 
relocating her office near money managers on 
the 11th floor of the Boston headquarters and 
requiring them to undergo unconscious-bias 
training.

Toward the end of last year, a Fidelity sur-
vey revealed concerns about a power imbal-
ance between the mostly male fund manag-
ers and analysts. It showed that women and 
minorities generally felt out of place without 
a clear path forward in their careers, people 
with knowledge of the questionnaire said. 

Months later, Fidelity shook up the stock 
unit’s leadership. Brian Hogan, the former 
head of the group under whose watch the 
alleged misconduct occurred, moved to an-
other position in the firm in January. Hogan 
declined to comment.  

NEW LEADERS
In March, Johnson named Pam Holding, 

54, as co-head of the equity group. She’s the 
first woman to hold the post. She rose to the 
position after serving as CIO of Fidelity Insti-
tutional Asset Management. 

Three months later, Fidelity appointed 
Glazer, 34, a managing director of research, 
the fourth woman on the leadership team. 
Glazer will run more than $1 billion in indus-
trial assets, replacing Tobias Welo, who will 
leave the firm at year-end. 

“The women who have been promoted to 
fund management roles have been with Fidel-
ity for many years,” Loporchio said. Appoint-

ments are “given to the best candidate and 
done in the best interest of fund shareholders.”

More than 45 men in the stock unit solely 
run funds with more than $1 billion in assets, 
compared with three women. Four more 
women are set to join them over the next 
year, replacing men who are leaving or will 
manage separate funds. Several other women 
co-manage portfolios in excess of $1 billion.

RUNNING BIG FUNDS
Gupta, 37, will start exclusively manag-

ing the $7.8 billion in assets this year when 
her co-manager, Charlie Chai, retires. After 
taking over her first fund five years ago, she 
became co-manager of the tech funds in July.

Shilpa Mehra, a portfolio manager at Fi-
delity since 2012, will oversee on her own a 
$1.8 billion trend fund, replacing Daniel Kel-
ley, who became lead manager of a $27 billion 
pool. Mehra, who got an MBA from Colum-
bia University, joined Fidelity in 2009.

The firm also elevated women from junior 
roles to manager, including the employee who 
brought the sexual harassment claim last year, 
people familiar with the promotions said. 

Jennifer Fo Cardillo, who moved up from 
analyst, will become solo manager of more 
than $2.5 billion in small cap assets. Cardillo, 
who joined Fidelity nine years ago, is current-
ly co-manager and will succeed James Har-
mon, who is retiring next June.

Across the industry, the number of women 
in asset management remains strikingly low. 
By one measure, they are even losing ground. 
The number of women working as fund man-
agers declined from a peak of 14% in 1999 to 
about 10% in 2016, according to a study by a 
Federal Reserve economist and two profes-
sors who examined more than 12,500 man-
agers over 24 years. They found that women 
are less likely to be promoted compared to 
men with comparable performance.

“We still see a preference for males because 
of the assumption that they are more com-
petent,” said Mabel Abraham, an assistant 
professor at Columbia Business School, who 
co-authored a study with Yale’s Tristan Botel-
ho showing that investors trust stock picks of 
men over women with similar performance 
numbers. “When women are being evaluated, 
whether by peers or hiring managers, there is 
more scrutiny.” — Bloomberg News  MME  

FIDELITY
from page 1

Lion’s share

Source: Bloomberg News

14%
Women

86%
Men

The percentage of men who manage funds at Fidelity far exceeds that of women.
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retirement planning tool iRetire.
The partnership gives BlackRock ac-

cess to a “growing but fragmented” set of 
independent and RIA firms, and makes it 
easier for advisors to move to model port-
folio-based practices, according to a Black-
Rock executive. The investment comes from 
BlackRock and not from client funds, ac-
cording to the firm.

“As wealth managers shift to fee-based 
advisory relationships, they are asking for 
new technologies to help them scale their 
business and build better portfolios,” said 
Venu Krishnamurthy, head of digital wealth 
for BlackRock, in a statement. The part-
nership exposed BlackRock solutions to a 
broad swath of new advisor clients, he said.

The investment does not grant Black-
Rock a seat on Envestnet’s board, and the 
asset manager will not be involved in En-
vestnet’s future strategic decision-making, 
says Envestnet president Bill Crager.

A ‘BIG POSITION’ 
Envestnet works with more than 92,000 

advisors and 3,500 companies, according to 
the firm, including some of the largest U.S. 
banks, wealth management and brokerage 
firms, and hundreds of RIAs.

“At the end of the day, the Envestnet pro-
file has a big position in the RIA market, a 
big position in broker dealers, a big position 
in banks,” Crager says. “That segment of the 
advisor space is sometimes hard to access.”

At well over $400 billion, Envestnet has 
more than six times the assets of its near-
est competitor in its core asset management 
platform business. Tamarac, the firm’s re-
balancing, reporting and practice manage-
ment software powerhouse, has seen rev-
enue grow approximately eight-fold since 
Envestnet bought the company six years 
ago.

Because of the commoditization of asset 
management, BlackRock was willing to pay 
for that sort of a distribution network, says 
Joel Bruckenstein, co-founder of the Tech-
nology Tools for Today conferences.

“They’re not the first asset manager we’ve 
seen take a close look at these fintech com-
panies as investment or partnership oppor-

tunities,” Bruckenstein says. “BlackRock 
has been developing their advisor technol-
ogy for a number of years, and now they’re 
looking for ways to monetize those invest-
ments.”

Partnerships give large asset managers 
access to an advisor network and the ability 
to offer their products in a fully integrated 
package, a big selling point for RIAs, he 
adds. 

The wholesale model doesn’t work any-
more for asset managers to get their prod-
ucts in front of RIAs. “The mutual fund 

marketplace worked for a long time with as-
set managers essentially paying basis points 
for shelf space,” Bruckenstein says. “The 
distribution model is not what it used to be.”

COMPETITIVE ADVANTAGE
On paper, the partnership allows En-

vestnet to promote either the new Digi-
tal Wealth tools or its own Tamarac plat-
form that offers similar financial planning 
software and already has an established 
beachhead among RIAs, says Bill Winter-
berg, founder of the consulting firm FPPad. 
Tamarac has some $1 trillion in client assets 
under administration in its RIA channel, he 
adds.

“At first, I was surprised,” says Winter-
berg, who has worked as a consultant to En-
vestnet. However, the partnership may help 
reassure the firm’s institutional investor cli-
ents, who are likely more comfortable using 
a traditional BlackRock digital solution.

“If Envestnet is to promote BlackRock 
Digital Wealth to such customers over their 
Tamarac platform,” says Winterberg, “En-
vestnet should feel less concerned about the 
asset manager ending their relationship with 
Envestnet for a relationship with BlackRock.”

Another competitive advantage for En-
vestnet is the new influx of “helpful capital,” 
Crager says. The cash will likely be used to 
continue building out and supporting the 
massive Envestnet ecosystem, he adds.

Envestnet acquired the Silicon Valley 
firm Yodlee three years ago and grabbed a 
huge chunk of the high-end wealth man-
agement platform market by buying Folio-
Dynamix late last year, two very expensive 
acquisitions.

“Yodlee and Tamarac already have ag-
gressive technology roadmaps, so this cash 

should help them meet their development 
milestones,” Winterberg says.

The world’s largest asset manager will gain 
access to Envestnet’s advisor network, which 
will be a huge boost to the Digital Wealth 
platform. “I don’t encounter BlackRock’s 
Digital Wealth solutions very much among 
RIAs,” Winterberg says, “so this partnership 
strikes me as a way to gain distribution.”

BlackRock has partnered with other large 
institutions to offer its Aladdin risk analy-
sis tool to wealth management firms. This 
month, Morgan Stanley rolled out a new 
dashboard for its 15,000-plus advisor force 
to better integrate its digital tools with the 
Aladdin software. UBS was the first to part-
ner with BlackRock, inking an agreement last 
year.    

BlackRock led a similar investment 
round in May — this time a $50 million 
funding round in micro-saving startup 
Acorns to build out the startup’s portfolio 
stack with new investment options. 

It also gave BlackRock a poten-
tial inside look into the behavior of 
next-generation investors, which 
it says will help to fine-tune future  
releases.  MME  

“If Envestnet is to promote BlackRock Digital Wealth to such 
customers over their Tamarac platform, Envestnet should 
feel less concerned about the asset manager ending their 
relationship with Envestnet for a relationship with BlackRock.”

Bill Winterberg, founder, FPPad

BLACKROCK 
from page 1

Have you always wondered what institu-
tional research professionals actually think of 
your firm’s marketing strategy? Are you look-
ing to increase your firm’s efficiency? 

Asset managers tend to make the same 
marketing mistakes, according to research 
professionals tasked with hiring. The more 
efficient firms can be in their marketing and 
sales activities, the more effective they will be. 

Here are their top 10 recommendations:

1. WHAT’S YOUR GAME PLAN?
Billions of dollars are wasted annually on 

the wrong product, marketing effort or chan-
nel. Step back and evaluate your firm’s offer-
ings. Affirming product efficacy in advance 
can ensure managers are in the right place, 
with the right offering, at the right time. 
Homework must be a formal exercise with 
in-depth competitive analysis and detailed 
evaluation of offerings’ terms, as well as a for-
mal review of your firm’s game plan.

2. MAXIMIZE OPPORTUNITIES
Managers work diligently to get in front 

of the right audience. Yet  often these chances 
are wasted with ill-prepared or ill-conceived 
presentations. Is the firm ready with the ma-
jor touchpoints of an institutional marketing 
and sales campaign? This is a big opportunity 
that should not be wasted. Prepare in advance 
through trial runs, internal Q&As and a full 
review of every component.

3. MANAGE COSTS
Institutional marketing is a marathon, 

not a sprint: spend wisely, be frugal and put 
money where it matters. Think about what 
will work within the budget, what will match 
the firm’s culture and which channels make 
the most sense. Share the game plan internal-
ly in writing, including the length of time the 
firm will commit and what resources will be 
employed.   

4. FOCUS ON FIT — NOT PERFORMANCE
Managers often rely too much on perfor-

mance to justify a lack of communication 
and content about the underpinnings of the 
portfolio and team. This does not help make 

Managers looking to raise assets? Commit to these 10 steps
By Sandra Powers Murphy

OPINION
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Another competitive advantage for En-
vestnet is the new influx of “helpful capital,” 
Crager says. The cash will likely be used to 
continue building out and supporting the 
massive Envestnet ecosystem, he adds.

Envestnet acquired the Silicon Valley 
firm Yodlee three years ago and grabbed a 
huge chunk of the high-end wealth man-
agement platform market by buying Folio-
Dynamix late last year, two very expensive 
acquisitions.

“Yodlee and Tamarac already have ag-
gressive technology roadmaps, so this cash 

should help them meet their development 
milestones,” Winterberg says.

The world’s largest asset manager will gain 
access to Envestnet’s advisor network, which 
will be a huge boost to the Digital Wealth 
platform. “I don’t encounter BlackRock’s 
Digital Wealth solutions very much among 
RIAs,” Winterberg says, “so this partnership 
strikes me as a way to gain distribution.”

BlackRock has partnered with other large 
institutions to offer its Aladdin risk analy-
sis tool to wealth management firms. This 
month, Morgan Stanley rolled out a new 
dashboard for its 15,000-plus advisor force 
to better integrate its digital tools with the 
Aladdin software. UBS was the first to part-
ner with BlackRock, inking an agreement last 
year.    

BlackRock led a similar investment 
round in May — this time a $50 million 
funding round in micro-saving startup 
Acorns to build out the startup’s portfolio 
stack with new investment options. 

It also gave BlackRock a poten-
tial inside look into the behavior of 
next-generation investors, which 
it says will help to fine-tune future  
releases.  MME  

“If Envestnet is to promote BlackRock Digital Wealth to such 
customers over their Tamarac platform, Envestnet should 
feel less concerned about the asset manager ending their 
relationship with Envestnet for a relationship with BlackRock.”

Bill Winterberg, founder, FPPad

Have you always wondered what institu-
tional research professionals actually think of 
your firm’s marketing strategy? Are you look-
ing to increase your firm’s efficiency? 

Asset managers tend to make the same 
marketing mistakes, according to research 
professionals tasked with hiring. The more 
efficient firms can be in their marketing and 
sales activities, the more effective they will be. 

Here are their top 10 recommendations:

1. WHAT’S YOUR GAME PLAN?
Billions of dollars are wasted annually on 

the wrong product, marketing effort or chan-
nel. Step back and evaluate your firm’s offer-
ings. Affirming product efficacy in advance 
can ensure managers are in the right place, 
with the right offering, at the right time. 
Homework must be a formal exercise with 
in-depth competitive analysis and detailed 
evaluation of offerings’ terms, as well as a for-
mal review of your firm’s game plan.

2. MAXIMIZE OPPORTUNITIES
Managers work diligently to get in front 

of the right audience. Yet  often these chances 
are wasted with ill-prepared or ill-conceived 
presentations. Is the firm ready with the ma-
jor touchpoints of an institutional marketing 
and sales campaign? This is a big opportunity 
that should not be wasted. Prepare in advance 
through trial runs, internal Q&As and a full 
review of every component.

3. MANAGE COSTS
Institutional marketing is a marathon, 

not a sprint: spend wisely, be frugal and put 
money where it matters. Think about what 
will work within the budget, what will match 
the firm’s culture and which channels make 
the most sense. Share the game plan internal-
ly in writing, including the length of time the 
firm will commit and what resources will be 
employed.   

4. FOCUS ON FIT — NOT PERFORMANCE
Managers often rely too much on perfor-

mance to justify a lack of communication 
and content about the underpinnings of the 
portfolio and team. This does not help make 

a case for an allocation. Rethink your focus, 
extending the purview to the broader context 
of the firm, its philosophy, professionals and 
money management processes. 

5. WHAT RISK MEANS TO INSTITUTIONS
Managers should remain focused on firm 

viability and the risk of a strategy failing to 
survive its growth years. Managers can best 

overcome these risks by having a diligent, de-
tailed and cost-effective business plan that is 
well articulated throughout the process, and 
by effectively communicating their fit into an 
existing and diversified portfolio.

6. SHOW UP AND FOLLOW UP
A key component of long-term success 

is consistency. Institutional research profes-
sionals have enough experience to know how 
true this is. Questions institutions are asking 
themselves include: How long will the firm 
keep pinging us? Will they send something 
value-added beyond the norm that we can 
sink our teeth into, learn from and utilize? 
Are they consistently pleasant, present and 
accountable as market conditions change?  

7. STRUCTURE MATTERS
Firm and offering structures are critical 

elements to successful asset gathering. Man-
agers must have the right resource game plan, 
including the completion of an internal infra-
structure review and positioning exercise be-
fore defining their best approach. The second 
element of structure is the product offering. 
Respondents in Noble Ark’s study, the Road 
to AUM: Driving Assets Under Management 
through Effective Marketing and Sales, cited 
manager marketing attempts as a fool’s er-

rand for marketers when the pricing, struc-
ture or related terms were off the mark. 

8. INTEGRITY MATTERS
To get hired, managers must demonstrate 

depth and consistency in team and track re-
cords. Why? Performance rarely holds up 
without a solid infrastructure behind it. Thir-
ty-six months is a minimum in most cases, 

and that presumes everything is in place, in-
cluding that the firm has a viable team, there 
has been no turnover and the track record 
shows consistent application of the process. 
Institutions want to see transparency, hones-
ty and consistency along the way.   

9. KEEP IT INTERESTING
Content and conversation must follow 

through on key messaging from beginning to 
end. Whatever the firm’s core messaging is, 
it is critical to demonstrate it through exam-
ples. Defining a manager is what makes them 
investable by institutions over time. It is also 
exactly what makes the process take so long. 
Find unique ways to show the firm’s value. 
Tossing out monthly or quarterly numbers is 
not a demonstration of the value.

10. GOOD KARMA COUNTS
Managers must come to the table and 

engage prospects. As the process is long and 
tedious, frustration is the norm among in-
vestment managers seeking asset growth. 
Whether they have recently launched or have 
been at it for years, they should have an or-
phaned strategy or a brand-new idea.  MME  

Sandra Powers Murphy is a sales consul-
tant at marketing firm Noble ARK Ventures.

“A key component of long-term success 
is consistency. Institutional research 
professionals have enough experience to 
know how true this is.”

Sandra Powers Murphy, sales consultant, Noble ARK Ventures

Managers looking to raise assets? Commit to these 10 steps
By Sandra Powers Murphy

OPINION
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DATA SHOWCASE

If you analyzed the decade’s 20 best-performing muni funds by 
one-year returns, you’d think you were looking at the wrong data set.   

Taking the longer view can add clarity. The average annualized re-
turn of those same funds over 10 years was more than 6.5%, Morning-
star data shows. The push from the Fed to increase interest rates partly 
why, says Greg McBride, chief financial analyst at Bankrate.

“Bond funds are not immune to losses, and that is particularly the 
case when interest rates are rising,” McBride says. “The benefit of hold-
ing bond funds in your portfolio is that the price swings are more mut-
ed than what is seen in equities, reducing risk for the investor. While 
the losses are more muted than equities, over time, the gains are more 
muted, as well.”  MME  

Top municipal bond fund returns over the past decade

Ticker 1-Yr. %
Returns 

10-Yr. % Annualied 
Returns

Expense
Ratio

Net Assets 
(millions)

Nuveen CA High Yield Municipal Bond I NCHRX 0.13 8.76 0.85% $912.35 

Oppenheimer Rochester CA Municipal A OPCAX 5.58 8.50 1.20% $1,202.83 

Oppenheimer Rochester PA Municipal A OPATX 8.92 7.91 1.07% $624.00 

Oppenheimer Rochester Fund Municipals A RMUNX 7.86 7.82 1.05% $4,960.76 

Oppenheimer Rochester AMT-Free NY MuniA OPNYX 5.40 7.18 1.02% $866.94 

Franklin CA High Yield Municipal A1 FCAMX 0.60 7.16 0.65% $2,501.71 

BNY Mellon Municipal Opportunities M MOTMX 2.23 6.64 0.73% $1,578.96 

Nuveen All-American Municipal Bond A FLAAX -0.25 6.60 0.72% $3,755.30 

Nuveen CA Municipal Bond I NCSPX -0.64 6.43 0.55% $1,406.39 

Nuveen Municipal Total Return Mgd Accts NMTRX -0.46 6.40 0.05% $960.12 

American Century CA High Yield Muni Inv BCHYX 0.60 6.29 0.50% $1,203.41 

Lord Abbett National Tax Free A LANSX -0.14 6.08 0.76% $1,952.47 

Pioneer AMT-Free Municipal A PBMFX -1.33 6.07 0.80% $1,122.89 

Vanguard High-Yield Tax-Exempt VWAHX 0.26 5.88 0.19% $13,115.97 

USAA CA Bond USCBX 0.37 5.80 0.51% $674.48 

Columbia Strategic Municipal Inc A INTAX 0.14 5.721 0.82% $1,432.82 

Invesco National AMT-Free Muni Bd ETF PZA -1.06 5.715 0.28% $1,541.65 

USAA Tax Exempt Long-Term USTEX -0.14 5.66 0.47% $2,283.87 

American Funds Tax-Exempt Fund of CA A TAFTX -0.27 5.64 0.60% $2,054.30 

Invesco Municipal Income A VKMMX -0.29 5.60 1.10% $2,776.15 
 
Note: Funds with under $500 million in AUM, institutional, leveraged and those with investment minimums over $100,000 are excluded. Data as of 11/2/18.
Source: Morningstar Direct

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
11/28/2018 -19,903 -10,127 -6,426 -1,275 -1,083 -1,236 -1,973 -860 -3,701 -3,361 -340
11/20/2018 -17,125 -7,851 -5,748 -2,112 -860 -63 -1,829 -884 -2,102 -1,894 -208
11/14/2018 -8,088 -3,804 -2,979 -1,319 -625 -274 -657 -103 -826 -1,153 327
11/7/2018 -7,975 1,841 204 2,169 -105 -549 199 -1,509 1,637 114 1,523

10/31/2018 -28,723 -5,528 -4,334 -173 -1,274 -829 -1,181 -876 -1,194 -973 -222

Monthly net new cash flow
10/31/2018 -62,037 -18,956 -14,987 -49 -4,311 -3,070 -4,205 -3,351 -3,969 -3,522 -446
9/30/2018 -23,333 -28,057 -25,507 -12,280 -1,981 -1,001 -8,089 -2,156 -2,550 -2,688 138
8/31/2018 -17,865 -24,453 -23,111 -12,975 -2,019 1,176 -8,006 -1,288 -1,342 -1,466 124
7/31/2018 -9,911 -20,874 -18,879 -9,658 -2,173 1,570 -6,727 -1,890 -1,995 -2,229 233
6/30/2018 -16,485 -19,894 -24,290 -15,214 -2,714 1,453 -6,519 -1,296 4,396 4,809 -413
5/31/2018 -5,788 -8,733 -15,721 -5,623 -4,423 544 -5,152 -1,067 6,988 5,794 1,194
4/30/2018 -6,968 -9,293 -12,667 -701 -1,128 -104 -3,966 -6,769 3,374 1,618 1,756
3/31/2018 9,565 264 -12,010 368 -2,823 -1,600 -6,599 -1,356 12,274 11,227 1,047
2/28/2018 -12,106 -8,369 -19,560 -1,655 -2,858 -2,634 -9,413 -3,000 11,191 9,452 1,739
1/31/2018 39,011 -7,078 -24,538 -6,892 -5,288 -2,117 -9,956 -285 17,461 13,260 4,201

12/31/2017 -28,867 -38,329 -43,086 -18,742 -4,770 -3,202 -12,394 -3,978 4,757 4,295 463
11/30/2017 -4,879 -16,441 -24,060 -5,891 -3,756 -3,439 -7,096 -3,878 7,619 6,296 1,324
10/31/2017 11,032 -15,971 -22,091 -7,338 -2,412 -2,109 -8,387 -1,846 6,120 4,951 1,169
9/30/2017 454 -21,998 -22,610 -7,536 -2,720 -2,046 -9,341 -967 611 1,365 -754
8/31/2017 -494 -16,493 -24,559 -7,222 -3,513 -2,555 -8,214 -3,056 8,066 6,641 1,425
7/31/2017 3,787 -13,782 -25,538 -10,317 -4,487 -2,242 -7,303 -1,188 11,756 11,030 726
6/30/2017 7,572 -9,412 -18,484 -13,216 -3,147 -2,291 1,915 -1,746 9,073 7,496 1,576
5/31/2017 27,309 3,144 -9,235 2,777 -2,379 -2,169 -5,236 -2,227 12,379 8,818 3,561
4/30/2017 321 -12,498 -19,550 -5,048 -4,061 -2,006 -7,059 -1,375 7,051 5,191 1,861
3/31/2017 12,564 -14,101 -13,400 -1,669 -833 -827 -7,656 -2,415 -701 -581 -121
2/28/2017 27,053 3,995 -2,684 -1,227 524 712 -2,066 -626 6,680 5,774 906
1/31/2017 11,149 -7,754 -10,926 794 -792 998 -10,612 -1,314 3,172 2,114 1,058

12/31/2016 -56,074 -33,615 -26,961 -10,863 -977 -816 -12,219 -2,085 -6,655 -5,830 -825
11/30/2016 -52,071 -27,965 -25,919 -8,230 -1,709 -293 -11,062 -4,626 -2,046 -899 -1,147
10/31/2016 -32,779 -37,928 -31,440 -8,551 -5,287 -2,541 -12,226 -2,834 -6,489 -6,270 -219
9/30/2016 -9,016 -22,398 -15,366 -133 -1,750 -1,086 -10,131 -2,265 -7,033 -6,125 -908
8/31/2016 -9,795 -32,287 -24,767 -5,481 -3,355 -1,711 -12,760 -1,459 -7,521 -7,291 -229
7/31/2016 -15,117 -37,685 -31,243 -11,907 -5,015 -3,382 -9,050 -1,889 -6,441 -6,249 -192
6/30/2016 -14,349 -18,895 -14,860 1,115 -4,486 -1,576 -7,817 -2,095 -4,036 -4,038 2
5/31/2016 -5,563 -17,369 -17,331 -4,166 -3,363 -1,188 -7,099 -1,516 -38 -1,228 1,190
4/30/2016 -4,492 -23,767 -19,445 -5,790 -3,381 -2,405 -7,327 -542 -4,322 -3,423 -899
3/31/2016 14,691 -9,971 -9,803 -5,471 -1,428 87 -2,652 -338 -168 1,296 -1,464
2/29/2016 8,527 8,779 -2,324 2,091 -2,871 -351 -536 -657 11,103 10,501 602
01/31/2016 -20,694 -4,927 -15,539 5,625 -5,958 -2,887 -7,367 -4,952 10,612 10,852 -239

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

“Bond funds are not immune to losses, and that is particularly the 
case when interest rates are rising,” McBride says. “The benefit of hold-
ing bond funds in your portfolio is that the price swings are more mut-
ed than what is seen in equities, reducing risk for the investor. While 
the losses are more muted than equities, over time, the gains are more 
muted, as well.”  MME  

Top municipal bond fund returns over the past decade

Ticker 1-Yr. %
Returns 

10-Yr. % Annualied 
Returns

Expense
Ratio

Net Assets 
(millions)

Nuveen CA High Yield Municipal Bond I NCHRX 0.13 8.76 0.85% $912.35 

Oppenheimer Rochester CA Municipal A OPCAX 5.58 8.50 1.20% $1,202.83 

Oppenheimer Rochester PA Municipal A OPATX 8.92 7.91 1.07% $624.00 

Oppenheimer Rochester Fund Municipals A RMUNX 7.86 7.82 1.05% $4,960.76 

Oppenheimer Rochester AMT-Free NY MuniA OPNYX 5.40 7.18 1.02% $866.94 

Franklin CA High Yield Municipal A1 FCAMX 0.60 7.16 0.65% $2,501.71 

BNY Mellon Municipal Opportunities M MOTMX 2.23 6.64 0.73% $1,578.96 

Nuveen All-American Municipal Bond A FLAAX -0.25 6.60 0.72% $3,755.30 

Nuveen CA Municipal Bond I NCSPX -0.64 6.43 0.55% $1,406.39 

Nuveen Municipal Total Return Mgd Accts NMTRX -0.46 6.40 0.05% $960.12 

American Century CA High Yield Muni Inv BCHYX 0.60 6.29 0.50% $1,203.41 

Lord Abbett National Tax Free A LANSX -0.14 6.08 0.76% $1,952.47 

Pioneer AMT-Free Municipal A PBMFX -1.33 6.07 0.80% $1,122.89 

Vanguard High-Yield Tax-Exempt VWAHX 0.26 5.88 0.19% $13,115.97 

USAA CA Bond USCBX 0.37 5.80 0.51% $674.48 

Columbia Strategic Municipal Inc A INTAX 0.14 5.721 0.82% $1,432.82 

Invesco National AMT-Free Muni Bd ETF PZA -1.06 5.715 0.28% $1,541.65 

USAA Tax Exempt Long-Term USTEX -0.14 5.66 0.47% $2,283.87 

American Funds Tax-Exempt Fund of CA A TAFTX -0.27 5.64 0.60% $2,054.30 

Invesco Municipal Income A VKMMX -0.29 5.60 1.10% $2,776.15 
 
Note: Funds with under $500 million in AUM, institutional, leveraged and those with investment minimums over $100,000 are excluded. Data as of 11/2/18.
Source: Morningstar Direct

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
11/28/2018 -19,903 -10,127 -6,426 -1,275 -1,083 -1,236 -1,973 -860 -3,701 -3,361 -340
11/20/2018 -17,125 -7,851 -5,748 -2,112 -860 -63 -1,829 -884 -2,102 -1,894 -208
11/14/2018 -8,088 -3,804 -2,979 -1,319 -625 -274 -657 -103 -826 -1,153 327
11/7/2018 -7,975 1,841 204 2,169 -105 -549 199 -1,509 1,637 114 1,523

10/31/2018 -28,723 -5,528 -4,334 -173 -1,274 -829 -1,181 -876 -1,194 -973 -222

Monthly net new cash flow
10/31/2018 -62,037 -18,956 -14,987 -49 -4,311 -3,070 -4,205 -3,351 -3,969 -3,522 -446
9/30/2018 -23,333 -28,057 -25,507 -12,280 -1,981 -1,001 -8,089 -2,156 -2,550 -2,688 138
8/31/2018 -17,865 -24,453 -23,111 -12,975 -2,019 1,176 -8,006 -1,288 -1,342 -1,466 124
7/31/2018 -9,911 -20,874 -18,879 -9,658 -2,173 1,570 -6,727 -1,890 -1,995 -2,229 233
6/30/2018 -16,485 -19,894 -24,290 -15,214 -2,714 1,453 -6,519 -1,296 4,396 4,809 -413
5/31/2018 -5,788 -8,733 -15,721 -5,623 -4,423 544 -5,152 -1,067 6,988 5,794 1,194
4/30/2018 -6,968 -9,293 -12,667 -701 -1,128 -104 -3,966 -6,769 3,374 1,618 1,756
3/31/2018 9,565 264 -12,010 368 -2,823 -1,600 -6,599 -1,356 12,274 11,227 1,047
2/28/2018 -12,106 -8,369 -19,560 -1,655 -2,858 -2,634 -9,413 -3,000 11,191 9,452 1,739
1/31/2018 39,011 -7,078 -24,538 -6,892 -5,288 -2,117 -9,956 -285 17,461 13,260 4,201

12/31/2017 -28,867 -38,329 -43,086 -18,742 -4,770 -3,202 -12,394 -3,978 4,757 4,295 463
11/30/2017 -4,879 -16,441 -24,060 -5,891 -3,756 -3,439 -7,096 -3,878 7,619 6,296 1,324
10/31/2017 11,032 -15,971 -22,091 -7,338 -2,412 -2,109 -8,387 -1,846 6,120 4,951 1,169
9/30/2017 454 -21,998 -22,610 -7,536 -2,720 -2,046 -9,341 -967 611 1,365 -754
8/31/2017 -494 -16,493 -24,559 -7,222 -3,513 -2,555 -8,214 -3,056 8,066 6,641 1,425
7/31/2017 3,787 -13,782 -25,538 -10,317 -4,487 -2,242 -7,303 -1,188 11,756 11,030 726
6/30/2017 7,572 -9,412 -18,484 -13,216 -3,147 -2,291 1,915 -1,746 9,073 7,496 1,576
5/31/2017 27,309 3,144 -9,235 2,777 -2,379 -2,169 -5,236 -2,227 12,379 8,818 3,561
4/30/2017 321 -12,498 -19,550 -5,048 -4,061 -2,006 -7,059 -1,375 7,051 5,191 1,861
3/31/2017 12,564 -14,101 -13,400 -1,669 -833 -827 -7,656 -2,415 -701 -581 -121
2/28/2017 27,053 3,995 -2,684 -1,227 524 712 -2,066 -626 6,680 5,774 906
1/31/2017 11,149 -7,754 -10,926 794 -792 998 -10,612 -1,314 3,172 2,114 1,058

12/31/2016 -56,074 -33,615 -26,961 -10,863 -977 -816 -12,219 -2,085 -6,655 -5,830 -825
11/30/2016 -52,071 -27,965 -25,919 -8,230 -1,709 -293 -11,062 -4,626 -2,046 -899 -1,147
10/31/2016 -32,779 -37,928 -31,440 -8,551 -5,287 -2,541 -12,226 -2,834 -6,489 -6,270 -219
9/30/2016 -9,016 -22,398 -15,366 -133 -1,750 -1,086 -10,131 -2,265 -7,033 -6,125 -908
8/31/2016 -9,795 -32,287 -24,767 -5,481 -3,355 -1,711 -12,760 -1,459 -7,521 -7,291 -229
7/31/2016 -15,117 -37,685 -31,243 -11,907 -5,015 -3,382 -9,050 -1,889 -6,441 -6,249 -192
6/30/2016 -14,349 -18,895 -14,860 1,115 -4,486 -1,576 -7,817 -2,095 -4,036 -4,038 2
5/31/2016 -5,563 -17,369 -17,331 -4,166 -3,363 -1,188 -7,099 -1,516 -38 -1,228 1,190
4/30/2016 -4,492 -23,767 -19,445 -5,790 -3,381 -2,405 -7,327 -542 -4,322 -3,423 -899
3/31/2016 14,691 -9,971 -9,803 -5,471 -1,428 87 -2,652 -338 -168 1,296 -1,464
2/29/2016 8,527 8,779 -2,324 2,091 -2,871 -351 -536 -657 11,103 10,501 602
01/31/2016 -20,694 -4,927 -15,539 5,625 -5,958 -2,887 -7,367 -4,952 10,612 10,852 -239

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
11/28/2018 -6,350 -4,614 -1,736 -3,391 -3,532 -2,636 -896 4 -13,268
11/20/2018 -354 -855 501 -2,476 -3,798 -3,220 -578 -65 -6,693
11/14/2018 3,970 2,679 1,291 -2,103 -2,313 -1,543 -770 413 -34
11/07/2018 -168 -3,971 3,802 -2,878 793 1,703 -909 -72 -2,324
10/31/2018 5,641 6,376 -735 -3,370 -18,605 -17,409 -1,196 43 -16,291

Monthly net new cash flow
10/31/2018 -10,514 -11,909 1,394 -11,391 -32,598 -28,342 -4,257 336 -54,168
09/30/2018 -1,181 825 -2,006 -6,415 17,847 18,301 -454 -36 10,216
08/31/2018 -3,953 -6,661 2,708 -6,309 19,585 17,259 2,326 -2,322 7,000
07/31/2018 -305 982 -1,287 -6,157 25,956 22,535 3,421 -599 18,896
06/30/2018 -26,524 -20,979 -5,545 -7,415 19,650 17,049 2,601 -2,450 -16,740
05/31/2018 13,744 10,062 3,682 -3,897 13,026 11,749 1,277 -133 22,740
04/30/2018 -27 -7,410 7,382 -4,099 22,405 24,176 -1,771 2,310 20,589
03/31/2018 -6,742 -22,164 15,422 -2,012 15,880 14,148 1,732 554 7,679
02/28/2018 -19,502 -41,440 21,938 -3,644 1,694 2,706 -1,012 1,026 -20,425
01/31/2018 54,200 10,785 43,415 -625 56,744 46,287 10,457 1,724 112,044
12/31/2017 8,940 -9,047 17,987 -3,673 19,158 19,491 -333 -528 23,898
11/30/2017 13,723 -4,422 18,145 -3,319 21,597 19,788 1,809 -444 31,557
10/31/2017 23,928 3,162 20,765 -2,393 38,705 36,110 2,595 -747 59,494
09/30/2017 653 -9,775 10,428 -2,537 36,427 33,440 2,987 1,733 36,277
08/31/2017 -6,149 -22,765 16,616 -4,093 29,532 25,078 4,454 2,393 21,682
07/31/2017 7,402 -12,520 19,922 -2,540 31,702 29,139 2,564 -3,532 33,033
06/30/2017 21,927 -7,950 29,878 -2,692 32,632 29,372 3,260 1,528 53,396
05/31/2017 23,363 -10,752 34,114 -1,961 36,372 33,070 3,302 -449 57,324
04/30/2017 12,335 -8,272 20,607 -2,011 25,185 22,064 3,120 948 36,456
03/31/2017 24,562 9,418 15,144 -2,343 37,797 36,562 1,235 -531 59,485
02/28/2017 34,769 17,610 17,159 -511 35,990 33,991 1,999 1,867 72,116
01/31/2017 20,678 5,090 15,587 -2,468 35,519 31,037 4,482 -637 53,092
12/31/2016 23,720 18,861 4,859 -12,191 -4,163 12,168 -16,331 -3,600 3,765
11/30/2016 21,953 23,161 -1,208 -7,515 -13,298 -2,156 -11,142 -3,572 -2,432
10/31/2016 -24,010 -23,099 -911 -4,851 13,875 12,276 1,599 -87 -15,073
09/30/2016 -13,030 -5,804 -7,225 -4,102 24,673 20,674 3,999 496 8,037
08/31/2016 -12,238 -9,915 -2,323 -453 30,864 23,569 7,295 -568 17,604
07/31/2016 -2,166 451 -2,617 -1,732 33,585 26,833 6,753 2,069 31,757
06/30/2016 -14,803 -15,711 908 -3,869 16,700 9,641 7,059 4,327 2,356
05/31/2016 -19,695 -14,034 -5,662 -1,501 16,936 8,966 7,970 3,466 -794
04/30/2016 -17,054 -12,667 -4,388 442 22,128 16,304 5,824 -674 4,842
03/31/2016 11,642 7,610 4,032 3,188 29,437 23,605 5,832 2,148 46,415
02/29/2016 -4,472 -9,058 4,586 -1,420 11,936 6,637 5,299 5,664 11,708
01/31/2016 -20,171 -27,283 7,111 -10,548 7,708 2,697 5,011 2,010 -21,001

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

SCORECARD
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Bringing the 
future into focus

Alternative investment 
administration

Compliance

Custody*

Distribution and marketing

Exchange-traded funds

Fund accounting 
and administration

Mutual fund administration

Transfer agent and
shareholder services

Navigating an evolving regulatory environment 
can be challenging. Our single-point of 
contact provides you with straightforward 
guidance backed by service professionals. 
From compliance and risk management to 
day-to-day operations, we help manage the 
intricacies of your fund, allowing you to focus 
on your businesses goals.

Global fund administration made simple

*Custody services are offered by U.S. Bank, N.A. U.S. Bank does not guarantee the products, services, or the performance of its affi liates and third-party providers. 

©2018 U.S. Bank 092418 83905

Global Fund Services

For more information about our comprehensive suite of services, 
visit us at usbank.com/globalfundservices or contact:

Dylan Curley
Global Head of Business Development
p: 201.708.9750  |  e: dylan.curley@usbank.com
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GET IT
RIGHT.
Your brand reputation is on the line.

Trust the experts. Partner with Delta Data for back-office 
operations compliance, offering a suite of solutions for:

  • 22c-2 market timing analysis and reporting
  • Adherence to prospectus rules
  • Omnibus invoice validation
  • Intermediary oversight
    • Sub-advisor oversight

With more than 35 years experience, Delta Data provides the back-end solutions that 
companies in the mutual funds industry use to process billions of dollars of 

transactions and stay ahead of the change.

Find out why four of the top five Fund companies are Delta Data clients. 
Learn more at deltadatasoft.com/oversight-solutions

Delta Data  |  800-451-9188   |  sales@deltadatasoft.com  |  www.deltadatasoft.com
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