
High-tech product 
change in asset manage-
ment is also transforming  
how firms hire for talent.

As ETFs become more 
complex and the industry 
adopts new tech for prod-
uct development, innova-
tive firms like Direxion are 
shifting focus on who they 
want to attract, and what 
they need to offer a new breed of candidate.

Last year, the $14 billion-AUM firm hired a 
new president, Rob Nestor, previously at Black-
Rock, and later a head of product, David Maz-

za, OppenheimerFunds’ 
former head of ETF in-
vestment strategy. Money 
Management Executive sat 
down with them to discuss 
hiring and compensation 
strategies, developments in 
the ETF space and the rise 
of robos. Excerpts follow. 

How have ETFs 
changed the way Direxion has approached 
new hires?   

Nestor:  One of the surprising things when 

The fee war gripping the market for 
ETFs has seemingly entered The Twi-
light Zone, with one firm just announc-
ing a plan to slash costs below zero. To 
be clear, this isn’t science fiction. 

I can’t recall a more fast-moving, 
violent outbreak in the ETF fee wars 
as we’ve seen in the past few weeks. 
About 10 different issuers cut or under-
cut costs on about two dozen products 
with smaller issuers such as Social Fi-
nance and Salt Financial taking fees 
down to zero or below. Big firms such 
as BlackRock, Vanguard and State 
Street keeping grinding their fees lower 
while undercutting with new products.

This relentless cost-cutting may ap-
pear self-defeating, but it works. Flows 
have shown to be highly responsive to 
even one or two basis points of cost 
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OPERATIONS: The secret to fair compensation

One of the most frequent questions I hear from 
firm executives has to do with compensation. Are 
they paying employees competitively? With the 
U.S. unemployment rate at its lowest level since 
1969, the question takes on particular urgency.

How do you determine and design a fair 
compensation plan that satisfies you and your 
employees? The answer lies in building a strong 
compensation foundation.

The first component of this foundation is data, 

which is used for compensation benchmarking. 
For those who aren’t immediately familiar with 
compensation benchmarking, this is the process 
of using your firm’s internal job descriptions to 
match established industry salary surveys and 
identify the external market rate for each position. 
By external market rates, I mean the base rates of 
pay your competitors are offering for specific jobs 
performing similar roles and essential functions. 
Knowing what the competition or comparable 

organizations are willing to 
pay is crucial.

I recommend conduct-
ing compensation bench-
marking at least once every 
two years to establish mar-
ket rates for the core posi-
tions in your organization. 

Why? First and foremost, 

OPERATIONS: Future of recruiting, retaining talent

By Eric Balchunas

By Kelli Cruz

By Andrew Shilling and Suleman Din

FEE, on page 9

SPECIAL REPORT, on page 6

COMPENSATION, on page 11
Source: Investment Company Institute

Value of ETF shares issued exceeded 
redemptions by $5.75B for the week 
ending March 20 (millions)
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BNY TO REBRAND DREYFUS BUSINESS
BNY Mellon Investment Management an-

nounced plans to rebrand Dreyfus. Following 
the changes, “Dreyfus” branding attached to 
94 of the firm’s long-term mutual funds, with 
a combined $63 billion in assets, will now be 
replaced with BNY Mellon, according to the 
firm. 

The name “Dreyfus” will remain the 
brand on 27 Dreyfus-managed money mar-
ket funds, which have a combined $160 bil-
lion in AUM. The BNY Mellon Cash Invest-
ment Strategies division of Dreyfus will be 
renamed Dreyfus Cash Investment Strategies, 
according to the firm. 

“This is another step in our strategy to 
illustrate how we offer investors the best of 
both worlds: providing clients with access to 
the investment capabilities and creative solu-
tions from our world-class investment man-
agers, combined with the global scale and 
financial stewardship of BNY Mellon,” said 
Mitchell Harris, CEO of BNY Mellon Invest-
ment Management.

BLACKROCK TO SPEND $1.3B ON 
RISK MANAGEMENT PLATFORM

BlackRock announced plans to acquire 
French software provider eFront in an effort 
to expand its private equity and real estate 
analytics for clients, according to Bloomberg 
News. 

The purchase, which includes a 100% eq-
uity interest deal for $1.3 billion in cash, will 
add eFront to BlackRock’s existing risk man-

agement technology platform, Aladdin. 
“Technology and illiquid alternatives are 

two pillars of BlackRock’s growth, and this 
transaction provides a unique opportunity 
to accelerate our positioning in both,” said 
BlackRock CEO Larry Fink. “We’re particu-
larly excited about eFront’s global footprint, 
including its headquarters in Paris, which is 
a key market on the continent for BlackRock.”

BLACKROCK MAKES CUTS TO LARGEST 
EQUITY INDEX MUTUAL FUND 

BlackRock will reduce the price large in-
vestors pay to invest in the firm’s biggest equi-
ty index mutual fund, The Wall Street Journal 
reported. 

In July, the firm says the least expensive 
new share class of its iShares S&P 500 Index 
Fund (BSPSX) will drop to $1.25 for every 
$10,000 invested, down from $4. The fund 
will carry an investment minimum of $2.5 
billion, according to The Journal.   

WESTWOOD UNVEILS NEW FEE STRUCTURE
Westwood, a global investment manager 

with nearly $17 billion in AUM, will launch a 
new fee structure called the Westwood Sensi-
ble Fees, the firm said. 

When earned, Westwood says the new 
product will combine a zero, or low index-like 
base fee, plus a linear fee directly linked to any 
risk-adjusted outperformance. Both struc-
tures implement “guardrails when delivering 
the majority of value-added returns to inves-
tors,” according to the firm. 

INDUSTRY HIGHLIGHTS

NEWS SCAN

3/20/2019 3/13/2019 $ Change* 3/6/2019
Government 2,292.10 2,338.19 -46.09 2,338.91

Retail 694.57 693.55 1.02 695.75
Institutional 1,597.54 1,644.64 -47.1 1,643.16

Prime 632.98 634.11 -1.12 633.99
Retail 382.18 380.39 1.79 378.05
Institutional 250.81 253.72 -2.91 255.93

Tax-exempt 139.79 139.79 0 139.93
Retail 130.13 130.22 -0.08 130.38
Institutional 9.66 9.57 0.08 9.55

Total 3,064.88 3,112.09 -47.21 3,112.83
Retail 1,206.88 1,204.16 2.72 1,204.18
Institutional 1,858.00 1,907.93 -49.93 1,908.65

Assets of money market funds

*Change in money market fund assets is primarily driven by flows and can be used as a proxy for net new cash flows.
Source: Investment Company Institute

($ billions)

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

Lavanya Nair - Reporter
 

Daniel Kuhn - Reporter

Scott Wenger - Group Editorial Director, 
Financial Planning 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
Lee Gavin   VP, People & Culture

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: © 2019 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_MME0419   3 3/27/2019   6:01:48 PM



4 Money Management Executive                                                                                              April 2019

NEWS SCAN

30 year tenure with the firm. Lewis will re-
main with the firm to oversee the transition 
period. He will report to Greg Johnson, CEO 
of Franklin Resources. 

“I look forward to collaborating with the 
firm’s leadership team and its Board of Direc-
tors to capitalize on the significant opportu-
nities I see ahead,” said Nicholls.

HORIZON INVESTMENTS APPOINTS CIO
Horizon Investments announced the ap-

pointment of Scott Ladner, its former head of 
investment management, to chief investment 
officer and chair of the firm’s investment com-
mittee. 

Ladner, based in 
Charlotte, North Car-
olina, will support the 
firm’s teams in market 
analysis and portfolio 
building, according to 
Horizon. 

“Our goals-based 
strategies continue to 
see tremendous demand 
from financial advisors 
and Scott’s investment 

research and market insights have played a 
major role in that success,” said Robbie Can-
non, CEO at Horizon.

SYMMETRY PARTNERS ADDS 
ENGAGEMENT DIRECTOR

Symmetry Partners has tapped William 
Chettle, the former marketing and commu-
nications head at Loring Ward, as director of 
experience and engagement, the firm said. 

Based in Glastonbury, Connecticut, Chet-
tle will oversee the company’s marketing and 
communications programs and is responsi-
ble for building a greater brand awareness for 
the company and cultivating higher levels of 
engagement with clients. 

“At Symmetry Partners, we’re committed 
to enhancing our talent and boosting our 
growth through strategic hires,” said David 
Connelly, principal and co-founder of Sym-
metry Partners. “William will play a major 
role in positioning and communicating Sym-
metry’s value proposition to our key stake-
holders and we are excited to welcome him to 
the team.” MME 
News Scan by Lavanya Nair and Andrew Shilling

VANGUARD ADDS ITS FIRST ACTIVE ESG FUND
Vanguard said it filed for its first active 

ESG fund: the Global ESG Select Stock Fund.
The fund, expected to be available for in-

vestment by mid-year, will hold stocks over 
an extended time horizon in an effort to min-
imize portfolio turnover, according to Van-
guard. Wellington Management, which will 
govern the fund, will select approximately 40 
companies that demonstrate long-standing 
ESG practices and management teams with 
proven track records of good capital alloca-
tion decisions for shareholders. 

With expense ratios of 0.45% and 0.55% 
for Admiral and Investor shares, respectively. 
The new fund from Vanguard is expected to 
be among the lowest-cost in the active ESG 
category. 

GOLDMAN LAUNCHES 5 THEMED ETFs
Goldman Sachs announced the launch 

of five new ETFs that focus on creators and 
adopters of innovation, across a range of sec-
tors market caps and geographies, according 
to the firm.

The funds, which have expense ratios of 
0.50%, are the Goldman Sachs Motif Da-
ta-Driven World ETF (GDAT), the Gold-
man Sachs Motif Finance Reimagined ETF 
(GFIN), the Goldman Sachs Motif Human 
Evolution ETF (GDNA), the Goldman Sachs 
Motif Manufacturing Revolution (GMAN) 
and the Goldman Sachs Motif New Age 
Consumer ETF (GBUY). Each will focus on 
industries where growth is driven by technol-
ogy — such as manufacturing, finance and 
data, according to the company.

HARTFORD FUNDS INTRODUCES 
SECURITIZED INCOME FUND

Hartford Funds added the Hartford 
Schroders Securitized Fund (HITIX), a 
sub-advised fund by Schroders.

The fund, which has a minimum invest-
ment of $2,000, aims to provide long-term 
returns by investing in U.S. and foreign fixed 
and floating rated securitized credit instru-
ments across the yield curve, the firm said.

“We believe from a fundamental, techni-
cal, and valuation perspective, securitized 
products offer a unique opportunity today to 
provide income, and that our use of data and 
analytics enables us to effectively manage and 

monitor the downside of the asset class,” said 
Michelle Russell-Dowe, head of securitized 
credit at Schroders.

TRANSAMERICA EXPANDS 
DELTASHARES SUITE WITH NEW ETF

Transamerica Asset Management has 
launched the DeltaShares S&P EM 100 & 
Managed Risk ETF (NYSE: DMRE), its latest 
addition to the DeltaShares by Transamerica 
suite of strategic beta ETFs, the firm said. 

The new fund will track the S&P EM 100 
Managed Risk 2.0 Index, providing access to 
the 100 largest companies in the emerging 
markets, including the Republic of Korea, 
while seeking to reduce downside risk, the 
firm said.  

HOYA CAPITAL ESTABLISHES HOUSING ETF
Hoya Capital Real Estate has launched the 

Hoya Capital Housing 100 ETF in an effort 
to offer diversified exposure across the entire 
U.S. housing sector, according to the firm. 

“The U.S. housing market is one of the 
largest — and arguably the most important 
— asset class in the world,” said Alex Pettee, 
president of Hoya Capital Real Estate. HOMZ, 
expected to distribute monthly dividends, is 
the firm’s first ETF. 

DWS AND ILMARINEN LAUNCH ETF SUITE
DWS Group introduced Xtrackers MSCI 

USA ESG Leaders Equity ETF, which was de-
veloped in collaboration with Ilmarinen, the 
largest pension insurance company in Fin-
land. The fund, which has an expense ratio of 
0.10%, provides exposure to large and medi-
um-cap U.S. firms.   

“Our focus on our clients is paramount and 
we are delighted to collaborate with Ilmarinen 
to develop and bring USSG to the market,” 
said Fiona Bassett, Global Co-Head at DWS. 

FRANKLIN NAMES CFO SUCCESSOR
Franklin Resources named Matthew 

Nicholls, a former managing director and 
global head of investment banking at Citi-
group, as the firm’s executive vice president 
and chief financial officer, effective May, 6. 

Based in San Mateo, California, Nicholls 
will succeed Ken Lewis, who is completing a 

Scott Ladner

ARRIVALS
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per it looks amazing, but it doesn’t actually 
work.   

Are the smaller shops essentially wait-
ing on the sidelines for someone like a 
Goldman to put out that AI tool?

Nestor:  We would certainly be open to 
that. I mean, in my role, obviously, I have to 
sort of strike that balance between aspirations 
on all of these things or some major subset of 
these things, with the realities of we are a $14 
billion, 40-person shop that has some capital 
to invest on that basis, but has to be careful 
about spreading ourselves too thin. 

I think firms like us can get themselves 
in trouble by chasing too much. You real-
ly have to have conviction in what you are 
likely to be able to differentiate in the mar-
ketplace, and not just differentiate because 
we think it’s differentiated. Are you as a 
buyer really going to appreciate that dif-
ferentiation? Or are we just talking to our-
selves because we’re in the weeds every day?

So, yes, absolutely, we need to be always 
cognizant of that opportunity but pick our 
spots and put our chips on a few, just a 
handful of bets.   

As a more niche shop, what are some of 
the challenges you see in chasing product 
trends set by some of the larger asset man-
agement companies like Vanguard, which 
just launched its first actively managed 
ESG fund?

Nestor:  Traditionally the whole world, 
including most of the ETF business for as 
long as I know, has said, ‘OK, everyone is a 
retail investor through Schwab or Fidelity’s 
platform, they’re an RIA or they’re a wire-
house, or they’re an institution.’  

And while that’s all true, and I’m not 
saying that’s going away, in my mind it’s 
more critical to say, ‘But how do they in-
vest?’ They’re either … a tactical trader, a 
macro thematic investor or they’re a stra-
tegic asset allocator.  We have to figure out 
how to target on that basis.

I’m not saying that’s easy, but I think it’s 
absolutely mission critical to be successful 
and to be able to cut through the noise and 
the cacophony of tons of players and limited 

CONTINUED 
from page 6

I walked in the door was that there was not 
a dedicated head of product function at 
Direxion. In some respects, [this was] not 
completely surprising; it’s a fairly mature 
platform and didn’t need a lot of robust re-
search and development in that regard. But 
from where I wanted to take the firm, it was 
absolutely crucial and necessary, which is 
why I asked Dave [Mazza] to join. 

I think the premium in the industry is 
going to be not as much [about] really great 
functional expertise, like a tried and true 
product, even though I came out of that 
world. 

I think Dave is a perfect example. [He 
hasn’t] been a head of product development 
in the classic sense, but he brought incred-
ible commercial background, investment 
background and distribution background 
that I’ve asked him to bring together in a 
product management function.  

Is there a shift in the talent you are 
looking to recruit?  

Nestor:  I think so, and I think that’s 
the natural evolution of the business. Tak-
ing portfolio management for another sort 
of example that has evolved very much to 
a data science and largely, not exclusively, 
a programming function. I do always say, 
though, you need people to land the plane. 

Things happen, calamities happen, 
you’ve got to make judgments, but I think 
it’s got to have that balance. You are seeing 
it in sales that used to be a relationship busi-
ness. 

Now most people on the buy side are ex-
pecting the salesman or woman to be able 
to communicate at a technical level, or they 
just will ignore them. And so, yes, that pro-
gram is really important. 

How is that translating in terms of hir-
ing? Are salaries or compensation — ini-
tial compensation, bonus packages, or so 
on and so forth — shifting toward any 
specific skills? 

Nestor: I haven’t observed a dramatic 
shift one way or another. You’re asking for a 
wider, broader experience set, so you would 
think that’s got to be a little bit of a driver up, 

and I think it is to some extent. But I think 
the counterbalancing is you’re getting a lot 
more people, particularly in the ETF busi-
ness that are more broadly experienced. So 
I haven’t observed a dramatic shift one way 
or another.  

Mazza:  This is not necessarily having to 
do with Direxion, but this is sort of specif-
ic to some experiences I’ve had of being at 
three very different firms now; it’s certainly 
manifesting itself on the traditional sales 
side. 

Historically … when you had a relation-

ship-manager type approach, you could just 
really compensate them with traditionally 
low base salaries and then whatever they 
bring in. 

Now ETFs as a whole is very difficult to 
track, so that model has never really applied 
there to the same way, shape or form. But 
even so, if we are now expecting people to 
have more technical expertise, you would 
expect them to not necessarily have to be 
paid by bringing in a sale tomorrow, be-
cause that sale might manifest itself in six 
months.

So the cultural shift to the individuals 
who are maybe not getting paid tomorrow 
for something that’s going to come in, be-
cause they actually have to maybe work 
harder to get that sale in a different way, is 
relevant.  

And I think that’s probably just be-
ginning to trickle its way [down]. I know 
some firms have been very vocal about that 
change, but others will likely have to follow. 

Have hiring priorities changed?
Nestor:  When I came in, the two major 

gaps were product and the home office, be-
cause, again, we weren’t really relevant in 

the wire space.  So those were the first two 
senior hires I needed out of that. We’ve been 
building out the sales team to reflect our 
bigger footprint, our intended footprint, in 
the spaces as a distribution matter. But we’re 
not currently on the massive hunt to hire a 
lot more people.

With the proliferation of AI, will firms 
soon be seeking an entirely new kind of 
talent? 

Nestor:  For a firm like us, we have to 
be aware of those trends and be looking at 

where in certain areas we can borrow across. 
We have someone who comes out of that 
data science sort of AI background that is 
actually on our PM team and trading team. 
And we borrow him across into the prod-
ucts, so he’s helped us think about some of 
those issues around ‘let’s not be siloed, let’s 
take learning, let’s take expertise and think 
about it in a fundamentally different func-
tion.’ So he’s doing some work with [Mazza] 
on some ideas that we have around that. 

Mazza:  We are not going to go out and 
hire 10 data science people. One, it’s not fea-
sible, and it’s not really prudent. But even 
someone who is on my team on the prod-
uct side … comes up in a very different way 
through the operations and trading and 
structuring of the funds. 

So having someone who actually under-
stands, not the packaging from the com-
mercial side, but the packaging of how are 
we actually going to do this great idea, is 
extremely important.   

When push comes to shove, a lot of great 
ideas end up failing years down the road 
because people realize, oh, this is harder to 
manage than we actually think it is. On pa-

SPECIAL REPORT 
from page 1

“We’ve been building out the sales team to 
reflect our bigger footprint, our intended 
footprint, in the spaces as a distribution 
matter. But we’re not currently on the 
massive hunt to hire a lot more people.”

Rob Nestor, president, Direxion

SPECIAL REPORT: COMPENSATION

CONTINUED, on page 7
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per it looks amazing, but it doesn’t actually 
work.   

Are the smaller shops essentially wait-
ing on the sidelines for someone like a 
Goldman to put out that AI tool?

Nestor:  We would certainly be open to 
that. I mean, in my role, obviously, I have to 
sort of strike that balance between aspirations 
on all of these things or some major subset of 
these things, with the realities of we are a $14 
billion, 40-person shop that has some capital 
to invest on that basis, but has to be careful 
about spreading ourselves too thin. 

I think firms like us can get themselves 
in trouble by chasing too much. You real-
ly have to have conviction in what you are 
likely to be able to differentiate in the mar-
ketplace, and not just differentiate because 
we think it’s differentiated. Are you as a 
buyer really going to appreciate that dif-
ferentiation? Or are we just talking to our-
selves because we’re in the weeds every day?

So, yes, absolutely, we need to be always 
cognizant of that opportunity but pick our 
spots and put our chips on a few, just a 
handful of bets.   

As a more niche shop, what are some of 
the challenges you see in chasing product 
trends set by some of the larger asset man-
agement companies like Vanguard, which 
just launched its first actively managed 
ESG fund?

Nestor:  Traditionally the whole world, 
including most of the ETF business for as 
long as I know, has said, ‘OK, everyone is a 
retail investor through Schwab or Fidelity’s 
platform, they’re an RIA or they’re a wire-
house, or they’re an institution.’  

And while that’s all true, and I’m not 
saying that’s going away, in my mind it’s 
more critical to say, ‘But how do they in-
vest?’ They’re either … a tactical trader, a 
macro thematic investor or they’re a stra-
tegic asset allocator.  We have to figure out 
how to target on that basis.

I’m not saying that’s easy, but I think it’s 
absolutely mission critical to be successful 
and to be able to cut through the noise and 
the cacophony of tons of players and limited 

eyeballs and the like. 
As we think about it from a marketing 

standpoint and a distribution classic sales 
standpoint, that’s really how we’re using 
technology on the marketing side to profile 
clients.

With giants of the industry sucking up 
all of up the oxygen in this space, you have 
to get creative with distribution. Is there a 
rethink in terms of trying to talk to advi-
sors or talk to institutionals who may have 
considered leveraged products in the past 

as exotic? 
Nestor: I agree with you absolutely that 

increasing the distribution is key. When I 
grew up in the industry, Dave grew up in 
the industry — although he’s a lot younger 
than me — a good product deal was largely 
enough. 

But those days are over. There’s a lot of 
great ideas out there, a lot of innovative stuff 
that we look at and say, ‘That’s kind of in-
teresting, but they’re going to really struggle 
when they tell their story.’

Getting distribution right is absolutely 
crucial and it’s been a mantra of mine since 
I walked through the door. 

For us though, that is actually not about 
trying to expand. When you look at the 
numbers, when you read the consultant 
stuff and when you look at the surveys, that 
group of tactical traders is not really grow-
ing that much. 

So it’s less about ‘Well, that’s good busi-
ness, will it continue to be good business for 
us?’ We think there’s some opportunity to 
grow that. 

A little bit of that is displacing options 
users or other derivatives users. It’s not real-
ly finding new people and convincing them 

go use these things. And so then the obvi-
ous question is ‘What are you doing then?’ 

It’s really about how we use our core 
DNA for product constructs to deliver a 
fundamentally different sort of value pro-
cess. That’s one of the disciplines I think 
that Dave has brought, as he’s very clear 
about our DNA. 

When looking at new technology, do 
you expect Direxion to follow what some 
of the larger players in the industry in ei-
ther launching or acquiring a robo?

Nestor:  There are no absolutes, but at 
this stage in our maturation, it’s hard for me 
to envision that that would make sense for 
us. 

I don’t think it’s a core competency of the 
firm, but your point was, do you think you 
are going to have to go out and get that com-
petency at some point potentially through 
an acquisition? I don’t think so, but I think 
we need to be always cognizant of that po-
tential.

My personal view of the robo world is 
that there will be a couple of players that 
will get scale to have a reasonable business, 
like a Wealthfront and the like, but again, 
distribution is king, and brand is king. 

So I had always felt like it was a little 
bit overstated that the Vanguards and the 
Schwabs and others, because they have the 
transactional intersection, would always be 
able to be fast followers, come in and either 
acquire or organically create, and it would 
be very, very difficult for the wealth fund.

I would say we are not actively searching 
for it but we are regularly approached and 
we are open to it. 

But I will tell you, there are no current 
plans right now to do that.   MME  

CONTINUED 
from page 6

“Having someone who actually understands, 
not the packaging from the commercial side, 
but the packaging of how are we actually 
going to do this great idea, is extremely 
important.”

David Mazza, head of product, Direxion

the wire space.  So those were the first two 
senior hires I needed out of that. We’ve been 
building out the sales team to reflect our 
bigger footprint, our intended footprint, in 
the spaces as a distribution matter. But we’re 
not currently on the massive hunt to hire a 
lot more people.

With the proliferation of AI, will firms 
soon be seeking an entirely new kind of 
talent? 

Nestor:  For a firm like us, we have to 
be aware of those trends and be looking at 

where in certain areas we can borrow across. 
We have someone who comes out of that 
data science sort of AI background that is 
actually on our PM team and trading team. 
And we borrow him across into the prod-
ucts, so he’s helped us think about some of 
those issues around ‘let’s not be siloed, let’s 
take learning, let’s take expertise and think 
about it in a fundamentally different func-
tion.’ So he’s doing some work with [Mazza] 
on some ideas that we have around that. 

Mazza:  We are not going to go out and 
hire 10 data science people. One, it’s not fea-
sible, and it’s not really prudent. But even 
someone who is on my team on the prod-
uct side … comes up in a very different way 
through the operations and trading and 
structuring of the funds. 

So having someone who actually under-
stands, not the packaging from the com-
mercial side, but the packaging of how are 
we actually going to do this great idea, is 
extremely important.   

When push comes to shove, a lot of great 
ideas end up failing years down the road 
because people realize, oh, this is harder to 
manage than we actually think it is. On pa-

“We’ve been building out the sales team to 
reflect our bigger footprint, our intended 
footprint, in the spaces as a distribution 
matter. But we’re not currently on the 
massive hunt to hire a lot more people.”

Rob Nestor, president, Direxion

SPECIAL REPORT: COMPENSATION

CONTINUED, on page 7
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savings. A good example is the iShares Core 
S&P 500 ETF (IVV), which slashed its fee to 
0.04% in October 2016, becoming the cheap-
est S&P 500 ETF by just one basis point. Since 
then, the iShares ETF’s flow rate has doubled 
to $60 billion, leading all ETFs in flows the 
past three years and helping to widen its lead 
in assets over the Vanguard S&P 500 ETF 
(VOO) to $60 billion from about $20 billion.

Cheap is where virtually all the investment 
dollars are flowing. Last year, a record 97% 
of the almost $500 billion of net flows into 
passive funds went to products that charged 
0.20% or less. 

The majority went into those charging 
0.10% or less. This is why I frequently refer 
to the ETF market as a “Terrordome” that 
ETF issuers have to live in so investors can 
be satisfied.

The “Invisible Hand” here is advisors. 
They are the closest to — and gatekeepers of 
— the end customer and they’ve become laser 
focused on fund fees, which is rational and 
largely done to help clients, but can be taken 
to extremes. 

Expense ratios have become the new past 
performance chart thanks to a shift toward a 
fee-only model, where the advisors get paid as 
a percent of client assets, and away from com-
missions paid by mutual funds. This Invisible 
Hand is why life is often nasty, brutish and 
short for new ETFs. 

WHERE THE FLOWS GO
This nasty environment explains why a 

new issuer may be inclined to offer a “nega-
tive fee” ETF, which is really just a temporary 
rebate. Yes, it sounds gimmicky along the 
lines of “free steak knives,” but it also isn’t that 
different to, say, a magazine publisher offer-
ing a free month’s subscription.

The ETF market is so brutal that it tends 
to humble even the biggest traditional mutu-
al fund companies, who come from a world 
protected by big asset bases, distribution fees 
and defined contribution plans.  

New ETFs from some of the deepest pock-
eted mutual fund firms have been rejected 
by advisors in favor of cheap and liquid Van-
guard or iShares ETF products, which take in 
about 70% of flows. Over time, though, some 
of them adapt. It reminds me of the movie 
“Cast Away” in that they come in pampered, 
unable to open a coconut or start a fire but 
then, years later, they can spear fish.

No one on the asset management side — 
except Vanguard — is happy about this, but 
what can they do?

While they can’t criticize advisors publicly 
since they are their clients and the target mar-
ket for their funds, in private they complain 
that advisors are as motivated as much by 
protecting their own fee as they are by being 
a good fiduciary. 

FEE EVOLUTION
This is why advisors may be unknowingly 

creating a monster in their relentless — albe-
it justified — focus on costs as fund compa-
nies search for alternative revenue streams. 
Those 1% fees charged by advisors must look 
pretty juicy to a firm unable to sell anything 
charging more than 10 basis points. 

That’s one of the reasons we are seeing 
the early signs of ETF issuers getting into 
the advisor business. Vanguard and Schwab 
have low-cost advisory services and have al-
ready collected about $150 billion in short 
order. Meanwhile, BlackRock is getting into 
the game by providing the tech to advisors to 
drive assets into their ever-cheapening ETFs.

This brings us full circle to the fee cuts. 
These firms — namely BlackRock, State Street, 
Schwab and Invesco — that actively partici-
pating in this self-mutilation ritual of cutting 
their own fees down to next to nothing — as 
well as trimming headcount and expenses — 
to keep up with Vanguard and satiate advi-
sors will likely be rewarded in the future. 

In a bear market, the move to low-cost 
passive will likely accelerate. Meanwhile, the 
bull market subsidy that has been supporting 
traditional asset managers will turn into a 
bear market tax that puts even more down-
ward pressure on their valuations thereby 
making them targets in what is likely to be an 
intense round of consolidation for firms with 
strong passive offerings, organic growth and 
diversified businesses. 

These are the firms whose names will like-
ly still be around in 10 years. 

They may end up having the last laugh.
1. After announcing its fee cut to 0.03%, 

one basis point cheaper than IVV, VOO took 
in a record $4.3 billion in a week, which shot 
it to the top spot overall in year-to-date flows.

2. This is why some have argued that the 
advisor’s fee should be added to the ETF fee 
when considering ETFs versus mutual funds, 
since mutual fund fees include the interme-
diary fee.

3. Vanguard’s Advisor Service is most-
ly Vanguard’s fund investors. Still, those 
are wealthy investors who may have used 
an outside advisor and the service is open 
and likely to grow its outside clients. —
Bloomberg News  MME 

Eric Balchunas is a Bloomberg Intelligence an-
alyst focused on ETFs. 

FEE 
from page 1

SoFi files for zero-fee ETFs

Vanguard cuts fees on 10 ETFs
SSGA plans cheapest junk bond ETF

Defiance launches cheap theme ETF
BlackRock launches cheap Japan ETFs

Schwab cuts fees on three ETFs

Salt files for negative-fee ETF

February March
25 26 1 5 7 11 12 18

DWS launches cheapest ever ESG ETF

JPM announces U.S. ETF for 0.02%

Tumbling fees
How ETF charges have slumped recently

Source: Bloomberg News
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it guides pay decisions around hiring, promo-
tions, internal equity salary adjustments and 
general compensation budget planning. Be-
cause labor is usually the largest cost, a solid 
understanding of the external value of each 
position allows you to set overall compensa-
tion levels.

Finally, the talent market is constantly 
changing. Hot jobs today may become less 
competitive in a few years. Therefore, a com-
pensation foundation must be built on what 
the market requires.

Compensation benchmarking also pro-
vides information needed to determine costs 
related to profit sharing or bonuses. Existing 
benchmark studies provide data such as base 
salary, incentive and total cash compensation.

Still, always remember that compensa-
tion benchmarking is more of an art than a 
science. Most of my clients think the answers 
to what they should be paying employees can 
be found solely in the data. Unfortunately, it’s 
not that simple. You must also take into ac-
count employee’s performance, experience, 
specialized skills, credentials, designations, 
and geographical location to determine the 
appropriate compensation levels.

The second component to building a strong 
foundation is to match your job descriptions 
with compensation data. Once matched, you 

can get a clear comparison between your 
staffing expense and the market rate for sim-
ilar roles. Start with the industry benchmark 
reports. Always compare job descriptions — 
never titles alone — when deciding whether 
a survey job is a good match to your roles. 
Titles vary widely from firm to firm in terms 
of scope, size and responsibility, so focus your 
attention on the actual job functions. 

The third component: Be timely. With 
unemployment low, firms will need to adjust 
pay-raise budgets for 2019, and may need to 
increase salary. Where you’re doing business 

matters — some geographical locations such 
as the San Francisco Bay Area, Chicago, Bos-
ton, Los Angeles and New York City are ex-
periencing a very high demand for industry 
expertise and owners are paying premiums 
for advisory positions.

Plus, these cities have a higher cost of liv-

ing than the majority of the country.

KEY QUESTIONS
With low unemployment and the expec-

tation of continued economic growth — de-
spite the recent market gyrations — I rec-
ommend increasing your diligence when it 
comes to keeping your comp in sync with 
the market. Firms need to make sure that pay 
practices are at the top of their game. This 
means having a sound compensation struc-
ture and tracking developments in the mar-
ket proactively.

This process begins by asking two key 
questions: Is the firm facing shortages of tal-
ent in specific roles, emerging roles for the 
future growth of the firm, or in specific geo-
graphic areas? Is the firm keeping tabs on pay 
levels for the jobs it considers most important 
to its success? 

To meet the demands of current and po-
tential employees in key roles, you may need 
to rethink your current approaches and pro-
grams. This does not automatically mean 
increasing pay levels. Instead, look for differ-
ent and creative ways to use money, such as 
incentive opportunities with more-frequent 
payouts, changes to performance metrics and, 
most importantly, more-frequent and pro-
ductive performance and career discussions. 
Without such programs, you may not know 
which individuals are making the greatest 
impact on your firm’s performance.

A strong compensation foundation must 
be reactive to changes in the market, but also 
nimble to take advantage of opportunities 
to gain new talent. Recruiting workers from 
struggling competitors, beefing up staff in 
regions marked for growth and other strate-
gic opportunities may require you to be more 
flexible than before.  MME  

COMPENSATION 
from page 1

2015 2016 2017 2018

-10%

-5%

0%

50%

10%

Better times
Pay is rising for a second year in the asset management industry.

Average change in compensation

Source: Greenwich Associates/Johnson Associates

“Hot jobs today may become less competitive 
in a few years. Therefore, a compensation 
foundation must be built on what the market 
requires.” 

Kelli Cruz, founder, Cruz Consulting Group
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How bots are forging the next generation of funds
Kensho Technologies was focused on 

analyzing North Korean missile launch-
es, earthquakes and elections when John 
van Moyland joined in 2014. The CIA was 
among its early backers.

Now, its focus has shifted to finance. 
S&P Global bought the firm last year and 
the artificial-intelligence startup lasered in 
on another technical challenge: developing 
the next generation of indexed funds. 

According to van Moyland, machines 
are ready to design better indexes to un-
derpin investment vehicles passively man-
aging $7.3 trillion in the U.S.

“We’re doing what a lot of research 
shops have done with humans in the past 
— and doing it at scale, in a highly predict-
able, highly automated, efficient way,” van 
Moyland, managing director and global 
head of S&P Kensho Indices, said in an in-
terview. “Why would you ever limit your-
self to aged financial data when there’s a 
sea of information out there?”

The race is on to create robotic ETFs — 
a bet that human investors would rather 
trust investment vehicles designed with 
far-flung data digested with natural-lan-
guage processing, machine learning and 
AI. 

MACHINE-LED FUTURE?
Goldman Sachs — which along with 

Google Ventures also backed Kensho in 
its early years — launched a series of ETFs 
that track indexes designed by machines. 
BlackRock also offers some bot-built prod-
ucts.

With more than 2,000 ETFs in the U.S. 
alone, managers must battle to stand out 
from the crowd. 

More urgently, fund issuers and in-
dexers need specialized products that can 
yield higher fees as passive investing takes 
a bite out of revenue. 

While a broad-market stock ETF gen-
erates fees of as little as 20 cents for every 
$1,000 invested, AI-designed ETFs range 
from $1.80 to $8.

Kensho’s machines are helping S&P 
develop indexes with advanced methods 

that identify relevant stocks. The bots cap-
ture all the ways an industry is described 
— searching for references to self-driving 
cars as well as automated vehicles, for ex-
ample — while adding related industries 
such as lithium batteries in this instance. 
Among its creations is the Final Frontiers 
Index of companies involved in explora-
tion of deep space and the ocean depths.

Once programmers have a universe of 
securities, they use natural-language pro-

cessing to understand context, confirming 
that references are to new products or se 
vices rather than risks, for example. 

That lets them weight the index accord-
ingly.

But as the buzz grows, it risks becom-
ing more marketing than substance. Van 
Moyland warned that the bots require 
“expertise and discipline if you’re going to 
produce a quality product.” 

And Peter Zangari, MSCI’s global head 
of research and product development, said 
there’s no substitute for human analysis.

“None of this stuff is, you hand it over 
to a machine and you’re done with it,” 
Zangari said. “But increasingly you will 
see this machine learning, AI, whatever we 
call it, play an increasingly important role 
in the investment process.

AI’S ROLE IN ASSET MANAGEMENT
Robots are the ideal data miners — 

thorough, persistent, and capable of pro-
cessing huge quantities of information in 
the blink of an eye. 

At least 20 funds now explicitly claim 
to use artificial intelligence as a building 

block, to the chagrin of some early pro-
ponents who fear its meaning is being wa-
tered down. Already one AI-driven ETF 
has shuttered after failing to attract assets.

“A lot of times, institutions are saying 
that they’re using AI and really all they’ve 
done is automate some process,” said Art 
Amador, co-founder of EquBot, which 
runs two ETFs that use IBM’s Watson plat-
form. “It takes away from everything we’re 
doing.”

Hedge funds and money managers have 
used AI-like tools for some time, but the 
rise of robo-advisors is what caught the at-
tention of indexers and ETF issuers. 

From the get-go, robos like Betterment 
and Wealthfront used technology to un-
dercut more-established rivals. Firms are 
following their lead to unleash a new wave 
of ETFs on the market.

BlackRock, the world’s largest asset 
manager, offers AI-powered funds known 
as “iShares Evolved.” State Street’s ETFs 
— which use Kensho’s “New Economies” 
indexes — and Goldman Sachs’s Mo-
tif-branded funds also owe a debt to ma-
chines. 

And EquBot’s Amador said his compa-
ny aims to be the “Google of finance,” and 
is working with asset managers to build 
two indexes for release this year.

“It’s an extraordinary and exciting 
time,” said Jeff Shen, co-chief investment 
officer of active equity and co-head of sys-
tematic active equity at BlackRock. 

“Nobody really has completely figured 
it out yet,” Shen added. “The time is now.” 
— Bloomberg News MME  

DATA SHOWCASE

Investors who reaped the benefits of the decade’s top-perform-
ing large-cap funds may soon want to know what happened to 
their steady returns.

With nearly a quarter-trillion dollars in combined AUM, 
large-cap funds with the best 10-year returns (with at least $500 
million in AUM) are starting to falter, Morningstar Direct data 
show. While these mutual funds and ETFs posted an average 10-
year return of over 21%, three-year figures were about 18.5%. Over 
the past year, these same funds had an average return of roughly 
3.4%. Growth stock funds dominate the list. 

“While the average annual returns of the top-performing 
funds over a 10-year period were tightly clustered, there was a 

Large-cap mutual funds and ETFs with the best 10-year returns

Ticker
3-Yr. % 

Annualized 
Returns

10-Yr. % 
Annualized 

Returns

Expense 
Ratio

Net Assets 
(Millions)

Invesco S&P 500 Pure Value ETF RPV 10.00 23.82 0.35% $907.22 

Pimco RAE PLUS A PIXAX 13.00 22.96 1.25% $1,764.34 

Morgan Stanley Insight Fund A CPOAX 28.39 22.88 1.24% $1,293.72 

Morgan Stanley Inst Growth A MSEGX 23.97 22.55 0.89% $6,427.99 

Fidelity OTC FOCPX 20.22 22.05 0.88% $18,452.78 

Fidelity Advisor Growth Opps M FAGOX 24.29 21.94 1.28% $4,667.89 

Invesco QQQ Trust QQQ 18.86 21.86 0.20% $66,378.59 

Shelton Nasdaq-100 Index Direct NASDX 17.85 21.59 0.51% $591.91 

Touchstone Sands Capital Select Growth Y CFSIX 19.95 21.41 1.17% $1,764.01 

USAA NASDAQ-100 Index USNQX 18.52 21.33 0.51% $1,974.37 

First Trust US Equity Opportunities ETF FPX 14.39 21.15 0.59% $1,048.45 

Rydex NASDAQ-100 Inv RYOCX 17.54 20.59 1.28% $1,085.69 

Fidelity Growth Company FDGRX 20.12 20.53 0.85% $42,888.05 

Fidelity Blue Chip Growth FBGRX 19.16 20.48 0.72% $26,072.31 

Parnassus Endeavor Investor PARWX 13.61 20.25 0.92% $4,168.40 

Fidelity NASDAQ Composite Tr Stk ETF ONEQ 17.47 20.24 0.21% $1,914.24 

Invesco S&P 500 Pure Growth ETF RPG 13.89 20.24 0.35% $2,189.52 

Fidelity NASDAQ Composite Index FNCMX 17.43 20.20 0.30% $6,186.61 

T. Rowe Price Blue Chip Growth TRBCX 19.99 20.20 0.70% $58,536.96 

VALIC Company I Blue Chip Growth VCBCX 19.86 20.05 0.83% $692.50 
 
Note: Institutional, leveraged and those with investment minimums over $100,000 are excluded. Data as of 3/7/19.
Source: Morningstar Direct

By Andrew ShillingBy Sarah Ponczek and Rachel Evans

“We’re doing what a lot of research shops 
have done with humans in the past — and 
doing it at scale, in a highly predictable, 
highly automated, efficient way.”  

John van Moyland, managing director, S&P Kensho Indices
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How bots are forging the next generation of funds
block, to the chagrin of some early pro-
ponents who fear its meaning is being wa-
tered down. Already one AI-driven ETF 
has shuttered after failing to attract assets.

“A lot of times, institutions are saying 
that they’re using AI and really all they’ve 
done is automate some process,” said Art 
Amador, co-founder of EquBot, which 
runs two ETFs that use IBM’s Watson plat-
form. “It takes away from everything we’re 
doing.”

Hedge funds and money managers have 
used AI-like tools for some time, but the 
rise of robo-advisors is what caught the at-
tention of indexers and ETF issuers. 

From the get-go, robos like Betterment 
and Wealthfront used technology to un-
dercut more-established rivals. Firms are 
following their lead to unleash a new wave 
of ETFs on the market.

BlackRock, the world’s largest asset 
manager, offers AI-powered funds known 
as “iShares Evolved.” State Street’s ETFs 
— which use Kensho’s “New Economies” 
indexes — and Goldman Sachs’s Mo-
tif-branded funds also owe a debt to ma-
chines. 

And EquBot’s Amador said his compa-
ny aims to be the “Google of finance,” and 
is working with asset managers to build 
two indexes for release this year.

“It’s an extraordinary and exciting 
time,” said Jeff Shen, co-chief investment 
officer of active equity and co-head of sys-
tematic active equity at BlackRock. 

“Nobody really has completely figured 
it out yet,” Shen added. “The time is now.” 
— Bloomberg News MME  

DATA SHOWCASE

Investors who reaped the benefits of the decade’s top-perform-
ing large-cap funds may soon want to know what happened to 
their steady returns.

With nearly a quarter-trillion dollars in combined AUM, 
large-cap funds with the best 10-year returns (with at least $500 
million in AUM) are starting to falter, Morningstar Direct data 
show. While these mutual funds and ETFs posted an average 10-
year return of over 21%, three-year figures were about 18.5%. Over 
the past year, these same funds had an average return of roughly 
3.4%. Growth stock funds dominate the list. 

“While the average annual returns of the top-performing 
funds over a 10-year period were tightly clustered, there was a 

much greater disparity in returns among those same funds in 
just the past three years,” says Bankrate’s senior financial analyst, 
Greg McBride. 

Home to more than $249 billion in combined AUM, the 
top-performers carried significantly higher expense ratios than 
the industry average. With a range of 21 to 128 basis points, these 
funds carried an average net expense ratio of 0.75%, data show. 
That is more than 20 basis points higher than the industry average 
of 0.52% for fund investing in 2017, according to Morningstar’s 
most recent annual fee survey, which reviewed the asset-weight-
ed average expense ratios of nearly 25,000 U.S. mutual funds and 
ETFs.  MME  

Large-cap mutual funds and ETFs with the best 10-year returns

Ticker
3-Yr. % 

Annualized 
Returns

10-Yr. % 
Annualized 

Returns

Expense 
Ratio

Net Assets 
(Millions)

Invesco S&P 500 Pure Value ETF RPV 10.00 23.82 0.35% $907.22 

Pimco RAE PLUS A PIXAX 13.00 22.96 1.25% $1,764.34 

Morgan Stanley Insight Fund A CPOAX 28.39 22.88 1.24% $1,293.72 

Morgan Stanley Inst Growth A MSEGX 23.97 22.55 0.89% $6,427.99 

Fidelity OTC FOCPX 20.22 22.05 0.88% $18,452.78 

Fidelity Advisor Growth Opps M FAGOX 24.29 21.94 1.28% $4,667.89 

Invesco QQQ Trust QQQ 18.86 21.86 0.20% $66,378.59 

Shelton Nasdaq-100 Index Direct NASDX 17.85 21.59 0.51% $591.91 

Touchstone Sands Capital Select Growth Y CFSIX 19.95 21.41 1.17% $1,764.01 

USAA NASDAQ-100 Index USNQX 18.52 21.33 0.51% $1,974.37 

First Trust US Equity Opportunities ETF FPX 14.39 21.15 0.59% $1,048.45 

Rydex NASDAQ-100 Inv RYOCX 17.54 20.59 1.28% $1,085.69 

Fidelity Growth Company FDGRX 20.12 20.53 0.85% $42,888.05 

Fidelity Blue Chip Growth FBGRX 19.16 20.48 0.72% $26,072.31 

Parnassus Endeavor Investor PARWX 13.61 20.25 0.92% $4,168.40 

Fidelity NASDAQ Composite Tr Stk ETF ONEQ 17.47 20.24 0.21% $1,914.24 

Invesco S&P 500 Pure Growth ETF RPG 13.89 20.24 0.35% $2,189.52 

Fidelity NASDAQ Composite Index FNCMX 17.43 20.20 0.30% $6,186.61 

T. Rowe Price Blue Chip Growth TRBCX 19.99 20.20 0.70% $58,536.96 

VALIC Company I Blue Chip Growth VCBCX 19.86 20.05 0.83% $692.50 
 
Note: Institutional, leveraged and those with investment minimums over $100,000 are excluded. Data as of 3/7/19.
Source: Morningstar Direct

By Andrew Shilling

“We’re doing what a lot of research shops 
have done with humans in the past — and 
doing it at scale, in a highly predictable, 
highly automated, efficient way.”  

John van Moyland, managing director, S&P Kensho Indices
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Mutual fund flows  
($ millions)

SCORECARD

Date
Total

long-term
Total equity

Total
domestic

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

Emerging 
markets

Estimated weekly net new cash flow
03/20/2019 2,414 -5,537 -2,371 -602 -654 -637 -572 95 -3,166 -3,288 122

03/13/2019 614 -5,468 -4,104 -1,572 -655 -731 -819 -326 -1,364 -1,399 35

03/06/2019 1,040 -4,603 -3,677 -688 -583 -714 -1,612 -79 -926 -1,366 440

02/27/2019 1,185 -6,782 -4,358 -1,857 -493 -318 -1,285 -406 -2,424 -2,370 -54

02/20/2019 3,827 -3,803 -2,553 -1,020 -401 41 -1,246 73 -1,250 -1,541 291

02/13/2019 3,309 -1,723 -2,730 -1,826 -560 -257 -85 -2 1,007 587 420

02/06/2019 12,521 -152 -1,119 -365 94 -1 -744 -102 966 875 91

Monthly net new cash flow
01/31/2019 22,969 9,539 3,709 3,410 -441 950 10 -220 5,830 3,220 2,610

12/31/2018 -183,181 -89,360 -43,897 -1,044 -9,467 -8,793 -15,230 -9,362 -45,463 -39,179 -6,284

11/30/2018 -64,302 -25,777 -17,991 -3,249 -3,086 -3,194 -5,055 -3,408 -7,786 -7,972 186

10/31/2018 -61,778 -19,030 -15,090 -107 -4,338 -3,064 -4,195 -3,386 -3,940 -3,493 -447

09/30/2018 -22,620 -27,929 -25,452 -12,283 -1,978 -995 -8,061 -2,136 -2,476 -2,615 139

08/31/2018 -17,743 -24,453 -23,108 -12,975 -2,019 1,179 -8,006 -1,288 -1,345 -1,469 124

07/31/2018 -9,761 -20,874 -18,876 -9,658 -2,173 1,572 -6,727 -1,890 -1,998 -2,231 233

06/30/2018 -16,154 -19,894 -24,292 -15,216 -2,714 1,453 -6,517 -1,298 4,397 4,810 -413

05/31/2018 -5,521 -8,733 -15,722 -5,623 -4,423 544 -5,152 -1,068 6,989 5,795 1,194

04/30/2018 -6,622 -9,293 -12,669 -702 -1,128 -104 -3,965 -6,771 3,376 1,620 1,756

03/31/2018 9,865 264 -12,013 368 -2,823 -1,600 -6,599 -1,358 12,277 11,229 1,047

02/28/2018 -11,902 -8,369 -19,562 -1,655 -2,858 -2,634 -9,412 -3,003 11,194 9,455 1,739

01/31/2018 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

09/30/2017 892 -21,998 -22,610 -7,535 -2,720 -2,046 -9,340 -968 612 1,365 -754

08/31/2017 -86 -16,493 -24,559 -7,221 -3,513 -2,555 -8,213 -3,057 8,066 6,641 1,425

07/31/2017 4,326 -13,782 -25,538 -10,317 -4,487 -2,243 -7,303 -1,188 11,756 11,030 726

06/30/2017 7,718 -9,412 -18,484 -13,216 -3,147 -2,341 1,965 -1,746 9,073 7,496 1,576

05/31/2017 27,721 3,144 -9,233 2,778 -2,379 -2,169 -5,236 -2,227 12,377 8,817 3,561

04/30/2017 770 -12,498 -19,542 -5,048 -4,061 -2,006 -7,051 -1,375 7,043 5,183 1,861

03/31/2017 12,983 -14,101 -13,397 -1,672 -833 -827 -7,651 -2,415 -704 -583 -121

02/28/2017 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

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

WorldDomestic
Equity

SCORECARD

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
03/20/2019 -2,155 1,466 -3,621 -634 10,565 8,673 1,892 393 8,169

03/13/2019 12,311 12,828 -517 -1,420 11,322 8,807 2,515 207 22,420

03/06/2019 -3,739 -2,640 -1,099 -1,267 6,047 3,984 2,064 -1,152 -111

02/27/2019 1,302 4,023 -2,721 -774 11,656 9,030 2,626 -246 11,939

02/20/2019 -204 965 -1,169 -858 8,568 6,096 2,472 -133 7,373

02/13/2019 8 -153 161 -880 9,736 6,751 2,985 -353 8,511

02/06/2019 1,269 -2,863 4,132 710 16,091 13,130 2,961 -621 17,449

Monthly net new cash flow
01/31/2019 -11,175 -21,146 9,972 -885 29,294 21,719 7,575 2,169 19,403

12/31/2018 -57,445 -28,957 -28,488 -28,169 -49,413 -49,511 98 1,173 -133,854

11/30/2018 6,958 2,780 4,179 -12,380 -11,250 -7,447 -3,803 117 -16,554

10/31/2018 -10,542 -12,009 1,468 -11,251 -32,405 -28,140 -4,264 336 -53,862

09/30/2018 -1,052 880 -1,932 -6,086 18,102 18,556 -454 -36 10,929

08/31/2018 -3,953 -6,658 2,705 -6,187 19,585 17,259 2,326 -2,322 7,123

07/31/2018 -305 984 -1,289 -6,007 25,956 22,535 3,421 -599 19,045

06/30/2018 -26,524 -20,980 -5,544 -7,085 19,650 17,049 2,601 -2,450 -16,409

05/31/2018 13,744 10,061 3,683 -3,630 13,026 11,749 1,277 -133 23,007

04/30/2018 -27 -7,411 7,384 -3,752 22,405 24,176 -1,771 2,310 20,935

03/31/2018 -6,742 -22,166 15,424 -1,712 15,880 14,148 1,732 554 7,979

02/28/2018 -19,502 -41,442 21,940 -3,439 1,694 2,706 -1,012 1,026 -20,221

01/31/2018 54,200 10,785 43,416 356 56,744 46,287 10,457 1,724 113,025

12/31/2017 8,940 -9,047 17,987 -3,334 19,158 19,491 -333 -528 24,237

11/30/2017 13,723 -4,421 18,145 -3,164 21,597 19,788 1,809 -444 31,712

10/31/2017 23,928 3,162 20,766 -1,818 38,705 36,110 2,595 -747 60,068

09/30/2017 653 -9,775 10,428 -2,099 36,427 33,440 2,987 1,733 36,715

08/31/2017 -6,149 -22,766 16,616 -3,685 29,532 25,078 4,454 2,393 22,091

07/31/2017 7,402 -12,520 19,922 -2,001 31,702 29,139 2,564 -3,532 33,572

06/30/2017 21,927 -7,950 29,878 -2,546 32,632 29,372 3,260 1,528 53,542

05/31/2017 23,363 -10,750 34,113 -1,549 36,372 33,070 3,302 -449 57,736

04/30/2017 12,335 -8,264 20,599 -1,563 25,185 22,064 3,120 948 36,905

03/31/2017 24,562 9,421 15,141 -1,924 37,797 36,562 1,235 -531 59,904

02/28/2017 35,179 17,610 17,569 44 35,990 33,991 1,999 1,867 73,081

01/31/2017 20,678 5,093 15,585 -1,976 35,519 31,037 4,482 -637 53,584

Note: Weekly cash flows are estimates are based on reporting covering 98% of industry assets.
Source: Investment Company Institute
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Mutual fund flows  
($ millions)

SCORECARD

Date
Total

long-term
Total equity

Total
domestic

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

Emerging 
markets

Estimated weekly net new cash flow
03/20/2019 2,414 -5,537 -2,371 -602 -654 -637 -572 95 -3,166 -3,288 122

03/13/2019 614 -5,468 -4,104 -1,572 -655 -731 -819 -326 -1,364 -1,399 35

03/06/2019 1,040 -4,603 -3,677 -688 -583 -714 -1,612 -79 -926 -1,366 440

02/27/2019 1,185 -6,782 -4,358 -1,857 -493 -318 -1,285 -406 -2,424 -2,370 -54

02/20/2019 3,827 -3,803 -2,553 -1,020 -401 41 -1,246 73 -1,250 -1,541 291

02/13/2019 3,309 -1,723 -2,730 -1,826 -560 -257 -85 -2 1,007 587 420

02/06/2019 12,521 -152 -1,119 -365 94 -1 -744 -102 966 875 91

Monthly net new cash flow
01/31/2019 22,969 9,539 3,709 3,410 -441 950 10 -220 5,830 3,220 2,610

12/31/2018 -183,181 -89,360 -43,897 -1,044 -9,467 -8,793 -15,230 -9,362 -45,463 -39,179 -6,284

11/30/2018 -64,302 -25,777 -17,991 -3,249 -3,086 -3,194 -5,055 -3,408 -7,786 -7,972 186

10/31/2018 -61,778 -19,030 -15,090 -107 -4,338 -3,064 -4,195 -3,386 -3,940 -3,493 -447

09/30/2018 -22,620 -27,929 -25,452 -12,283 -1,978 -995 -8,061 -2,136 -2,476 -2,615 139

08/31/2018 -17,743 -24,453 -23,108 -12,975 -2,019 1,179 -8,006 -1,288 -1,345 -1,469 124

07/31/2018 -9,761 -20,874 -18,876 -9,658 -2,173 1,572 -6,727 -1,890 -1,998 -2,231 233

06/30/2018 -16,154 -19,894 -24,292 -15,216 -2,714 1,453 -6,517 -1,298 4,397 4,810 -413

05/31/2018 -5,521 -8,733 -15,722 -5,623 -4,423 544 -5,152 -1,068 6,989 5,795 1,194

04/30/2018 -6,622 -9,293 -12,669 -702 -1,128 -104 -3,965 -6,771 3,376 1,620 1,756

03/31/2018 9,865 264 -12,013 368 -2,823 -1,600 -6,599 -1,358 12,277 11,229 1,047

02/28/2018 -11,902 -8,369 -19,562 -1,655 -2,858 -2,634 -9,412 -3,003 11,194 9,455 1,739

01/31/2018 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

09/30/2017 892 -21,998 -22,610 -7,535 -2,720 -2,046 -9,340 -968 612 1,365 -754

08/31/2017 -86 -16,493 -24,559 -7,221 -3,513 -2,555 -8,213 -3,057 8,066 6,641 1,425

07/31/2017 4,326 -13,782 -25,538 -10,317 -4,487 -2,243 -7,303 -1,188 11,756 11,030 726

06/30/2017 7,718 -9,412 -18,484 -13,216 -3,147 -2,341 1,965 -1,746 9,073 7,496 1,576

05/31/2017 27,721 3,144 -9,233 2,778 -2,379 -2,169 -5,236 -2,227 12,377 8,817 3,561

04/30/2017 770 -12,498 -19,542 -5,048 -4,061 -2,006 -7,051 -1,375 7,043 5,183 1,861

03/31/2017 12,983 -14,101 -13,397 -1,672 -833 -827 -7,651 -2,415 -704 -583 -121

02/28/2017 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

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

SCORECARD

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
03/20/2019 -2,155 1,466 -3,621 -634 10,565 8,673 1,892 393 8,169

03/13/2019 12,311 12,828 -517 -1,420 11,322 8,807 2,515 207 22,420

03/06/2019 -3,739 -2,640 -1,099 -1,267 6,047 3,984 2,064 -1,152 -111

02/27/2019 1,302 4,023 -2,721 -774 11,656 9,030 2,626 -246 11,939

02/20/2019 -204 965 -1,169 -858 8,568 6,096 2,472 -133 7,373

02/13/2019 8 -153 161 -880 9,736 6,751 2,985 -353 8,511

02/06/2019 1,269 -2,863 4,132 710 16,091 13,130 2,961 -621 17,449

Monthly net new cash flow
01/31/2019 -11,175 -21,146 9,972 -885 29,294 21,719 7,575 2,169 19,403

12/31/2018 -57,445 -28,957 -28,488 -28,169 -49,413 -49,511 98 1,173 -133,854

11/30/2018 6,958 2,780 4,179 -12,380 -11,250 -7,447 -3,803 117 -16,554

10/31/2018 -10,542 -12,009 1,468 -11,251 -32,405 -28,140 -4,264 336 -53,862

09/30/2018 -1,052 880 -1,932 -6,086 18,102 18,556 -454 -36 10,929

08/31/2018 -3,953 -6,658 2,705 -6,187 19,585 17,259 2,326 -2,322 7,123

07/31/2018 -305 984 -1,289 -6,007 25,956 22,535 3,421 -599 19,045

06/30/2018 -26,524 -20,980 -5,544 -7,085 19,650 17,049 2,601 -2,450 -16,409

05/31/2018 13,744 10,061 3,683 -3,630 13,026 11,749 1,277 -133 23,007

04/30/2018 -27 -7,411 7,384 -3,752 22,405 24,176 -1,771 2,310 20,935

03/31/2018 -6,742 -22,166 15,424 -1,712 15,880 14,148 1,732 554 7,979

02/28/2018 -19,502 -41,442 21,940 -3,439 1,694 2,706 -1,012 1,026 -20,221

01/31/2018 54,200 10,785 43,416 356 56,744 46,287 10,457 1,724 113,025

12/31/2017 8,940 -9,047 17,987 -3,334 19,158 19,491 -333 -528 24,237

11/30/2017 13,723 -4,421 18,145 -3,164 21,597 19,788 1,809 -444 31,712

10/31/2017 23,928 3,162 20,766 -1,818 38,705 36,110 2,595 -747 60,068

09/30/2017 653 -9,775 10,428 -2,099 36,427 33,440 2,987 1,733 36,715

08/31/2017 -6,149 -22,766 16,616 -3,685 29,532 25,078 4,454 2,393 22,091

07/31/2017 7,402 -12,520 19,922 -2,001 31,702 29,139 2,564 -3,532 33,572

06/30/2017 21,927 -7,950 29,878 -2,546 32,632 29,372 3,260 1,528 53,542

05/31/2017 23,363 -10,750 34,113 -1,549 36,372 33,070 3,302 -449 57,736

04/30/2017 12,335 -8,264 20,599 -1,563 25,185 22,064 3,120 948 36,905

03/31/2017 24,562 9,421 15,141 -1,924 37,797 36,562 1,235 -531 59,904

02/28/2017 35,179 17,610 17,569 44 35,990 33,991 1,999 1,867 73,081

01/31/2017 20,678 5,093 15,585 -1,976 35,519 31,037 4,482 -637 53,584

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

 
Platform

Model Trading, Delivery  
(And So Much More)

Broker Dealers                               
Bank Wealth Managers
TAMPs

Asset Managers
Insurance Companies
RIAs & Independent Advisory Networks

As an asset manager, your models are your most valuable  
asset. Nobody understands that better than Vestmark.
 
Outsourcing to vendors with second rate technology or  
inexperienced service teams can destroy your business.  
Vestmark is the only provider who provides best-in-class  
trading technology, award-winning outsourced services  
and one of the industry’s largest model marketplaces. 
Let us handle your entire middle and back office – or  
simply send us your models and we’ll manage your  
SMA, UMA and model business for you. 

Trade Order Generation
Model Trading
Model Delivery
Reconciliation & COACs
Performance Measurement 
Composite Management
Comprehensive Account Administration
Client Billing
Print Fulfillment & Mailings
Vestmark Manager Marketplace

Let us tailor the outsourced services  
solution that’s right for you.
To learn more, call 781-224-3640 or visit go.vestmark.com/NICSA
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