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

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

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

Together, we’re your advantage.
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Quitting is never easy — especially 
for the alpha types who make up the $3 
trillion hedge fund industry. Yet some 
of the best-known founders threw in 
the towel in 2019 after fortune-making 
decades in the business. 

These traders all had their own rea-
sons to hang it up. But there were some 
common factors behind the decisions: 
the challenge of competing with an 
ever-rising stock market, the difficulty 
of raising enough assets and, for many, 
the march of time. 

As 63-year-old Jonathan Kolatch 
told investors when announcing his re-
tirement: “If I don’t step away now, it’s 
not clear I will ever get away from my 
desk.” 

But while the reasons are few, the 
ways to leave, as Paul Simon knows, are 

STRATEGY What’s 
behind best-known 
hedge fund closures?
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PRODUCTS Commission-free trades: Who benefits most?

As discount brokerage giants embrace the 
race to zero commissions, the biggest winner 
so far has undoubtedly been the retail invest-
ment industry. 

However, clients will also gain advantag-
es as their advisors find new ways to manage 
portfolios — without having to worry about 
racking up commissions.

The move to commission-free trades will 

have longer term effects on the strategies and 
products advisors use to help clients reach 
their investing goals. 

MORE TIME REBALANCING 
Cheaper trades mean that advisors will 

likely spend more time rebalancing port-
folios and finding greater tax advantages 
through strategies such as tax-loss harvest-

ing, experts say.
This could also be a 

boon for technology pro-
viders, such as turn-key as-
set management platforms, 
that provide advisors access 
to portfolio management 
tools including automated  
rebalancing.

Total inflows to long-term mutual 
funds were $935M for the six-day 
period ending Dec. 24 (millions)
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HEDGE, page 10

COMMISSION, page 11

American Century 
Investments was the first 
asset manager to get SEC 
approval to register a 
nontransparent ETF last 
year. A wave of green-
lights followed for firms 
including T. Rowe Price, 
Natixis and Fidelity. 

Unlike the tradition-
al ETF, this new fund 
can trade without daily disclosure of its securities 
holdings. Asset managers and experts spoke with 
Money Management Executive about this new 
ETF trend and others to look out for this year.

Nottingham CEO 
Kip Meadows says 
managers may benefit 
from the new struc-
ture because “selection 
of securities is the in-
tellectual property for 
which they are paid fees.”  
Blue Tractor co-found-
er Simon Goulet agrees 
that it protects “the in-

tellectual alpha of active managers.” 
Read on for more of what Meadows, Goulet 

and other execs have to say. 

PRODUCTS Nontransparency may be game changer
By Rebecca Stropoli

SPECIAL REPORT: ETF OUTLOOK

Kip Meadows
CEO, Nottingham

Simon Goulet 
Co-founder, Blue Tractor

SPECIAL REPORT, page 7
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Leaders start here. Subscribe today at: 
  www.financial-planning.com/money-management-executive
  (212) 803-8500

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

Ideas you can take to work
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NEWS SCAN

12/31/2019 12/24/2019 $ Change* 12/18/2019
Government 2,721.20 2,690.95 30.25 2,682.94

Retail 779.29 774.6 4.69 770.52
Institutional 1,941.91 1,916.34 25.56 1,912.43

Prime 773.07 776.54 -3.47 778.62
Retail 464.66 463.6 1.05 462.86
Institutional 308.41 312.94 -4.53 315.76

Tax-exempt 137.64 136.91 0.73 137.96
Retail 126.09 125.6 0.5 125.68
Institutional 11.54 11.31 0.23 12.27

Total 3,631.90 3,604.39 27.51 3,599.52
Retail 1,370.04 1,363.80 6.24 1,359.07
Institutional 2,261.86 2,240.59 21.27 2,240.46

Assets of money market funds

Source: Investment Company Institute

$ billions

INDUSTRY HIGHLIGHTS
VANGUARD CONTINUES TO LOWER 

THE COST OF INVESTING 
Vanguard extended commission-free on-

line trading for stocks and options to all of 
the asset manager’s brokerage clients, effec-
tive immediately, according to the firm.  

The move expands Vanguard Brokerage’s 
commission-free platform, which has includ-
ed all Vanguard mutual funds since 1977 and 
all Vanguard ETFs since 2010, and nearly ev-
ery ETF in the industry since 2018. 

Additionally, more than 3,000 non-Van-
guard mutual funds have no transaction fee 
when traded online, the firm says.

While the elimination of commissions will 
play a meaningful role in reducing the cost of 
investing, Vanguard encourages investors to 
look beyond commissions and consider the 
all-in cost of their brokerage relationships, in-
cluding fees, expenses and opportunity costs.

CUSHING AND SWANK CAPITAL TO 
REBALANCE THE CUSHING 30 MLP INDEX
The Cushing 30 MLP Index, which tracks 

the performance of 30 publicly traded mid-
stream energy infrastructure companies, 
including master limited partnerships and 
non-MLP energy midstream corporations, 
underwent a reblancing after markets closed 
on Dec. 20, according to the firm. 

All changes were made effective on Dec. 
23. Although no adjustments were made to 
the constituent weightings, there is no change 
to index constituents on the effective date.

PSERS PARTNERS WITH SIMCORP FOR 
MULTI-ASSET INVESTMENT COVERAGE

The Pennsylvania Public School Employ-
ees Retirement System said it licensed an 
agreement with SimCorp, a provider of in-
vestment management solutions and services 
to the global financial services industry, in an 
effort to provide deeper analytics and opti-
mized investment decision-making.

Once implemented, Simcorp’s invest-
ment-book-of-records will provide PSERS 
with a single system for its middle and back 
office operational needs, according to the 
firm. 

“SimCorp Dimension will allow PSERS 
to join other large state pension systems and 
state Treasury departments in implementing 
an integrated IBOR to improve operations,” 
said John Kemp, PSERS managing director of 
investment operations and risk. “PSERS’ op-
erations professionals have been called upon 
to support a growing number of portfolios, 
trades, positions and complex investment 
strategies as our investment program has 
evolved, and this trend is expected to contin-
ue into the future.”

PRODUCTS

T. ROWE PRICE LAUNCHES CHINA 
EVOLUTION EQUITY FUND

T. Rowe Price announced the rollout of 
the T. Rowe Price China Evolution Equity 
Fund (TCELX), a product seeking long-term 
growth through investments in Chinese 
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companies. The fund carries a 1.40% expense 
ratio, according to the firm.

“China is undergoing unprecedented 
changes, including an evolving economic 
model, industrial upgrades and a shifting 
geopolitical outlook,” said Wenli Zheng, 
portfolio manager of the China Evolution 
Equity Fund. 

MSCI LAUNCHES FIXED INCOME 
ESG AND FACTOR INDEXES

MSCI added to its fixed-income tools and 
solutions offerings for institutional investors 
with the launch of the MSCI Fixed Income 
ESG Indexes and the MSCI Fixed Income 
Factor Indexes, according to the firm. 

The additions are aimed at assisting in-
stitutional investors’ efforts in navigating 
market risk and return, deliver operational 
efficiency and transparency, and meet the in-
creased demand for indexes to support their 
ESG and factor-based, fixed-income invest-
ment strategies.

SS&C ALPS ADVISORS ANNOUNCES 
NEW REIT DIVIDEND DOGS ETF

ALPS Advisors announced the launch of 
a new ETF called the ALPS REIT Dividend 
Dogs ETF (RDOG), which implements a 
rules-based investment strategy intended 
to provide equal exposure to the five high-
est-yielding REITs within nine equally 
weighted REIT segments, as determined by 
S-Network, the index provider.

This approach excludes mortgage REITs 
and helps to smooth REIT volatility and seg-
ment biases, in addition to offering low over-
lap with major REIT indexes, according to 
the firm.

FOLIOBEYOND, S-NETWORK ANNOUNCE 
NEW FIXED-INCOME INDEX MODEL 

FolioBeyond and S-Network Global In-
dexes have partnered on a new fixed-income 
index that is now available for direct invest-
ment on the turnkey asset management plat-
form of SMArtX Advisory Solutions. 

The S-Network FolioBeyond Optimized 
Fixed Income Index is composed of var-
ious fixed-income ETFs representing 23 
discrete subsectors, and spanning most liq-
uid fixed-income market sectors further 
defined by credit risk and duration. It pro-

vides a dynamically adjusted ETF portfolio 
that enhances returns in comparison to the 
Bloomberg Barclays U.S. Aggregate Bond In-
dex, according to the firm.

S-Network currently offers 22 direct in-
dex strategies, covering a wide range of in-
vestment strategies including benchmark, 
thematic, smart beta and socially responsible 
indexes on the SMArtX platform. This latest 
addition is the first index in the lineup that 
provides exposure to fixed-income ETFs.

ARIS LAUNCHES RISK PARITY ETF 
Advanced Research Investment Solutions 

announced the launch of the RPAR Risk Par-
ity ETF (RPAR), a fund aimed at providing 
low-cost, tax-efficient exposure to  risk parity 
investing in a single-purchase strategy.

RPAR will seek to track the Advanced 
Research Risk Parity Index and invest across 
multiple asset classes and sectors. 

At launch, the fund will be exposed to 
roughly 25% of global equities, 25% of com-
modities, 35% in long-duration TIPs and 15% 
in long duration Treasurys. The fund will 
rebalance on a quarterly basis and will have 
a gross expense ratio of 0.53%, according to 
the firm. 

EXCHANGE TRADED CONCEPTS 
LAUNCHES URANIUM MINING ETF

Exchange Traded Concepts — known for 
its white label ETF solutions — announced 
the launch of the North Shore Global Ura-
nium Mining ETF (URNM) in conjunction 
with North Shore Indices. 

URNM, which has an 85-basis-point ex-
pense ratio, is a targeted play on the urani-
um mining sector, offering access to a global 
basket of companies in the uranium industry. 
The fund offers a thematic play on potential 
nuclear power demand growth and uranium 
supply deficits.

“Given the current state of uranium min-
ing economics, a considerable price rise will 
be required if new mines are to be brought 
online to meet the future supply needs,” said 
North Shore Indexes CEO Tim Rotolo.

VIRTUS ANNOUNCES AGREEMENT TO 
LICENSE PRECIDIAN’S STRUCTURE

 Virtus Investment Partners announced 
that its subsidiary Virtus ETF Advisers has 

entered into an agreement to license Active-
Shares, the proprietary actively managed ETF 
structure from Precidian Investments.  

The Precidian model enables a company 
to deliver actively managed investment strat-
egies in an ETF vehicle without disclosing 
holdings on a daily basis

Virtus has offered ETFs since 2015 and 
currently has 13 in its arsenal with $1.1 bil-
lion in assets under management as of Sept. 
30, managed by affiliated managers and select 
subadvisors.

SP FUNDS ANNOUNCES ITS FIRST 
FAMILY OF SHARIA-COMPLIANT ETFs

SP Funds, a boutique asset management 
firm specializing in socially responsible and 
halal investment strategies, launched the 
first family of Sharia-compliant equity and 
fixed-income ETFs.

The fund’s ETF family is designed to pro-
vide investors of all types with exposures that 
can help diversify both equity and fixed in-
come portfolios and help investors avoid the 
types of over-leveraged companies that may 
be particularly susceptible to volatile perfor-
mance during a market downturn.

VANGUARD CUTS FEES ON INTERNATIONAL 
INCOME-ORIENTED FUNDS

Three Vanguard international income-ori-
ented funds reduced expense ratios: the $1.6 
billion International Dividend Apprecia-
tion Index Fund (VIAAX), the $1.5 billion 
International High Dividend Yield Index 
Fund (VYMI) and the $1.9 billion Emerg-
ing Markets Government Bond Index Fund 
(VGAVX). 

The funds carry expense ratios of 0.25%, 
0.32% and 0.30%, respectively. 

Vanguard also reported lower expense ra-
tios on four externally managed active equity 
funds. In addition to expense ratio changes 
previously reported this year by Vanguard in 
fund annual reports, aggregate savings to cli-
ents now totals $41.7 million across 50 fund 
and ETF shares, the firm says. 

AVANTIS UNVEILS SUITE OF 
LOW-COST MUTUAL FUNDS 

Avantis Investors announced the launch 
of five low-cost mutual funds that share the 

CONTINUED on page 6
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same strategies as funds Avantis rolled out in 
late September.

The funds, the Avantis International Small 
Cap Value (AVDVX), Avantis International 
Equity (AVDEX), Avantis Emerging Mar-
kets Equity (AVEEX), Avantis U.S. Equity 
(AVUSX) and Avantis U.S. Small Cap Val-
ue (AVUVX), have expense ratios of 0.36%, 
0.23%, 0.33%, 0.15% and 0.25%, respectively, 
according to the firm. 

ARRIVALS

SEIX INVESTMENT ADVISORS MAKES 
ADDITIONS TO LEVERAGED FINANCE TEAM 

Former Citigroup analyst David Phipps 
joined Seix Investment Advisors as man-
aging director and senior leveraged finance 
research analyst, according to the firm. J.P. 
Morgan’s Derek Fin also joined the firm as 
vice president and client portfolio manager 
for the leveraged finance platform.

Phipps has previous experience with high-
yield bonds in the technology, media and 
telecom industries. He joins from Citigroup 
Global Markets, where he was most recently 
a leveraged finance analyst covering the tech-
nology, media and telecom sectors. 

Fin has experience as a fixed-income cli-
ent portfolio manager and product specialist 
with a focus on leveraged loans and high-
yield debt. In his new role as client portfolio 
manager, Fin will represent Seix’s leveraged 
finance strategies available to institutional 
clients. 

Prior to joining Seix, Fin was at J.P. Mor-
gan Private Bank, where he was vice president 
in the alternatives portfolio management 
group, responsible for analyzing and trading 
liquid alternatives and hedge fund strategies.

EATON VANCE ADDS PORTFOLIO 
MANAGERS FOR CLOSED-END FUNDS 

Eaton Vance Management announced 
various additions to its closed-end fund port-
folio management team. 

Christopher J. Eustance, a vice president of 
EVM, has been a member of the firm’s mu-
nicipal bond team since 2007. 

Trevor Smith is a vice president of EVM 
and has been a member of EVM’s municipal 

bond team since 2010.
The funds under their management in-

clude the Eaton Vance New York Municipal 
Income Trust (EVY), the Eaton Vance New 
York Municipal Bond Fund (ENX), the Eaton 
Vance California Municipal Income Trust 
(CEV) and the Eaton Vance California Mu-
nicipal Bond Fund (EVM), the firm says. 

The funds carry expense ratios of 2.73%, 
2.48%, 2.78% and 2.74%, respectively. 

SEWARD & KISSEL 
ANNOUNCES PROMOTIONS

Seward & Kissel’s Kevin Neubauer was 
promoted to partner and commercial litigator 
Brian Maloney to counsel. 

“We are thrilled to make these well-de-
served promotions. Kevin brings our cli-
ents a tremendous wealth of knowledge in 
fund formation and other issues of concern 

to private funds and 
pooled investment ve-
hicles,” said Seward & 
Kissel Managing part-
ner Jim Cofer. “Brian 
has demonstrated his 
litigation talents across 
a range of subjects and 
types of engagements, 
from banking and ship-
ping disputes to securi-
ties investigations. His 

versatility is a great asset to our clients and 
the firm.”

Neubauer has previous experience rep-
resenting sponsors and managers of private 
investment funds, particularly private equity 
funds, private credit funds, venture capital 
funds and hedge funds, according to the firm. 

Maloney has prior experience as a litiga-
tor across a wide range of sectors, including 
banking, maritime and securities.

AVANTIS INVESTORS ADDS AN 
ACADEMIC CONSULTANT 

American Century Investments named 
Sunil Wahal, the Jack D. Furst professor of 
finance and director of the center for invest-
ment engineering at the W.P. Carey School 
of Business, Arizona State University, as an 
academic consultant supporting Avantis In-
vestors. 

Wahal will contribute to many areas of 

Avantis’ offerings, including research aimed 
at informing investment strategy design and 
execution. Wahal’s extensive research back-
ground spans short- and long-horizon in-
vestment strategies, trading issues and asset 
allocation, according to the firm.

Prior to joining Avantis, Wahal served as 
a consultant to Dimensional Fund Advisors 
and AJO Partners. Wahal holds a doctorate 
from the University of North Carolina at 
Chapel Hill, a master’s from Wake Forest 
University and a Bachelor of Arts degree 
in economics from the University of Delhi, 
India.

MORNINGSTAR APPOINTS HEAD OF 
INDEX BUSINESS GROWTH

Ron Bundy was appointed to lead the 
evolution and growth of Morningstar’s 
global Morningstar index business. Bundy, 
most recently the CEO of North America 
benchmarks and head of strategic accounts 
for global index provider FTSE Russell, 
joined Morningstar in December as man-
aging director.

Also joining Morningstar is Pat Fay, man-
aging director of Morningstar Indexes. Fay 
was formerly head of research and consulting 
for EQDerivatives and, before that, global 
head of derivatives for FTSE Russell.

DAN SUZUKI JOINS RICHARD 
BERNSTEIN ADVISORS AS DEPUTY CIO 

Richard Bernstein Advisors has named 
Bank of America Merrill Lynch’s Dan Suzuki 
to deputy CIO, according to the firm.  

Prior to joining RBA in 2018, Suzuki spent 
15 years at Bank of America Merrill Lynch, 
where he was most recently senior equity 
strategist for the firm’s global research team. 
Suzuki will report to both Richard Bernstein, 
RBA’s CIO and CEO, and John McCombe, 
president of the firm.

“Dan has excelled during his tenure 
here,” Richard Bernstein noted. “As our 
firm enters its second decade, we want our 
investors to fully recognize RBA’s deep in-
vestment team beyond just me. We see this 
as a natural progression for both Dan and 
the firm from the investment side, as well 
as, representing RBA with clients or in the 
media.” MME

News Scan by Paola Peralta

NEWS SCAN

Historically, American presidential 
election years are volatile, but 2020 will 
have the added complications of a complet-
ed Brexit, global trade deal negotiations, 
negative interest rates around the world 
and an investor base eager to sell to protect 
gains after a massive run-up. 

Over the past decade, we’ve witnessed the 
rise of ETF strategies. Now investors look to 
target specific exposures or strategies that 
will outperform broad market indexes. In 
2020, investors will increase the use of inno-
vative strategies to complement their portfo-
lios with the intent to manage risk through 
diversification and target growth. 

That said, asset managers and fund issuers 

CONTINUED 
from page 1

Kevin Neubauer

CONTINUED 
from page 4
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Avantis’ offerings, including research aimed 
at informing investment strategy design and 
execution. Wahal’s extensive research back-
ground spans short- and long-horizon in-
vestment strategies, trading issues and asset 
allocation, according to the firm.

Prior to joining Avantis, Wahal served as 
a consultant to Dimensional Fund Advisors 
and AJO Partners. Wahal holds a doctorate 
from the University of North Carolina at 
Chapel Hill, a master’s from Wake Forest 
University and a Bachelor of Arts degree 
in economics from the University of Delhi, 
India.

MORNINGSTAR APPOINTS HEAD OF 
INDEX BUSINESS GROWTH

Ron Bundy was appointed to lead the 
evolution and growth of Morningstar’s 
global Morningstar index business. Bundy, 
most recently the CEO of North America 
benchmarks and head of strategic accounts 
for global index provider FTSE Russell, 
joined Morningstar in December as man-
aging director.

Also joining Morningstar is Pat Fay, man-
aging director of Morningstar Indexes. Fay 
was formerly head of research and consulting 
for EQDerivatives and, before that, global 
head of derivatives for FTSE Russell.

DAN SUZUKI JOINS RICHARD 
BERNSTEIN ADVISORS AS DEPUTY CIO 

Richard Bernstein Advisors has named 
Bank of America Merrill Lynch’s Dan Suzuki 
to deputy CIO, according to the firm.  

Prior to joining RBA in 2018, Suzuki spent 
15 years at Bank of America Merrill Lynch, 
where he was most recently senior equity 
strategist for the firm’s global research team. 
Suzuki will report to both Richard Bernstein, 
RBA’s CIO and CEO, and John McCombe, 
president of the firm.

“Dan has excelled during his tenure 
here,” Richard Bernstein noted. “As our 
firm enters its second decade, we want our 
investors to fully recognize RBA’s deep in-
vestment team beyond just me. We see this 
as a natural progression for both Dan and 
the firm from the investment side, as well 
as, representing RBA with clients or in the 
media.” MME

News Scan by Paola Peralta

NEWS SCAN
 Jay Rhame, CEO, Reaves Asset Management 

A comeback year for active  
management?

Chris Buck, head of capital markets, Robo Global 

Focus on ETF differentiators 

Historically, American presidential 
election years are volatile, but 2020 will 
have the added complications of a complet-
ed Brexit, global trade deal negotiations, 
negative interest rates around the world 
and an investor base eager to sell to protect 
gains after a massive run-up. 

Over the past decade, we’ve witnessed the 
rise of ETF strategies. Now investors look to 
target specific exposures or strategies that 
will outperform broad market indexes. In 
2020, investors will increase the use of inno-
vative strategies to complement their portfo-
lios with the intent to manage risk through 
diversification and target growth. 

That said, asset managers and fund issuers 

Investors and financial advisors are 
likely to search out ETFs that can success-
fully navigate this environment. 

In a bull market, it’s hard to do much 
better than low-cost, passive funds, espe-
cially when the marginal dollar is invested 
in passive funds.  

Where active management can shine is 
in volatile and tough markets. 

The various skills used in fundamental 
analysis, such as determining creditwor-
thiness and assessing growth opportuni-
ties, can help to avoid the most precarious  
situations. 

The riskiest stocks can often be the best 
performers in good markets because there 
is so much operational leverage.

In bad markets, however, sometimes 
there is no bottom.

The bankruptcy of Pacific Gas and 
Electric highlighted the issues faced by 
passive funds when owning risky stocks. 
The shares plummeted 86% from a high on 
Nov. 7, 2018, through Jan. 16, 2019, when 
the S&P 500 decided to remove the com-
pany from the index. 

The passive investor was stuck holding 
the stock until the index made the change, 
long after it became clear the company 
would seek bankruptcy protection. 

Active funds were nimble and avoided 
the disastrous performance, ultimately 
saving investors a great deal of money. 

If volatility does return in 2020, active 
managers could play a big role in terms of 
capital preservation.

This could potentially make it a come-
back year for active management.  

should keep in mind that, as product demand 
increases, investors will look beyond the 
name of the fund. Below are some tips asset 
managers and issuers should leverage in 2020 
and beyond:

• Articulate performance relative to 
broader benchmarks: At the end of the day, 
investors turn to thematic strategies for their 
growth potential beyond foundational in-
vestment accounts such as 401(k)s. Asset 
managers and ETF issuers must demon-
strate a fund’s performance against a broader 
benchmark, such as the S&P 500, as well as 
why the strategy is designed to outperform.

• Pay attention to retail investors:  With 
the bull market raging on, we’re sitting on 
more cash in investment accounts than has 
been there in a long time. Retail investors 

have a plethora of funds to sort through and 
those that set forth simple, easy-to-digest in-
vestment objectives will stand out. 

• Develop a stronger narrative:  If individ-
ual investors understand and feel connected 
to a theme, they will stay the course. This is 
the key reason thematic funds have garnered 
so much attention thus far, and why I believe 
they will continue to gain traction in the  
future. 

As more and more thematic ETFs hit the 
market, it will be increasingly difficult for 
advisors and individual investors to differen-
tiate one strategy from another. Issuers must 
focus on performance differentiators, distri-
bution tactics and clear communication in 
order to stay competitive.

CONTINUED 
from page 1
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The trend toward 
nontransparent ETFs

Simon Goulet, co-founder, Blue Tractor Group 

Finding value in nontransparency

ETFs are designed to trade actively on an 
exchange. For the market makers to offer a 
bid-ask offer on the exchange, there is a need 
for them to know what securities are in the 
underlying ETF portfolio. 

One of the primary services provided by 
the exchange is to update the current market 

A key characteristic propelling ETFs’ 
growth is their inherent transparency, man-
ifested by daily publication to the market of 
the securities the ETF holds. This allows in-
vestors and advisors to know what securities 
an ETF holds.  

Portfolio transparency also allows insti-
tutional market makers and traders to fully 
characterize the security risks they are ex-

price of each of those underlying securities. 
Many investment advisors balk at this lev-

el of transparency, as the selection of securi-
ties is the intellectual property for which they 
are paid fees. If the investing public can see 
exactly what is in their portfolio, updated ev-
ery few seconds by the exchange, the value of 
that intellectual property is jeopardized.

This friction between the transparency of 
ETFs in structure and the desire for propri-
etary information drives the new nontrans-
parent structures. Several structures have 
been approved, with varying levels of secre-
cy and transparency. At least three approved 
structures will be available for investment ad-
visors wanting to start their own ETF.

The New York Stock Exchange model 
allows the investment advisor to substitute 
a limited number of securities in their pub-

lished ETF basket (for quotes and issuance of 
new shares). The substitute securities must be 
similar in certain trading characteristics to be 
deemed a legitimate proxy. 

The Blue Tractor model includes 100% of 
the actual securities in the portfolio, but the 
investment advisor may alter the published 
basket to alter the percentages of certain posi-
tions in the portfolio. 

The Precidian model is only updated 
quarterly, and relies on a new third-party in-
termediary to monitor the portfolio for trad-
ing and basket delivery. This additional layer 
will be limited to a handful of authorized 
participants and custodians willing to add 
the additional layer. In 2020, it will be inter-
esting to see whether the investment advisory 
community will adopt these structures which 
were created to answer their concerns. 

posed to, permitting accurate pricing and 
efficient trading for the ETF in all market 
conditions. 

However, 2020 will see considerable 
changes in ETF choices available, because of 
the five new SEC-approved approaches to the 
nontransparent ETF. These structures facili-
tate active portfolio management within an 
ETF wrapper, conferring to investors the sub-
stantial benefits of an ETF versus an actively 
managed mutual fund, including lower cost, 
greater tax efficiency and intraday liquidity.  

However, unlike a fully transparent ETF, 
these ETFs won’t require complete daily dis-
closure to the market of the ETF portfolio, 
permitting a fund manager’s alpha genera-
tion strategy to remain nontransparent.

Each of the five approaches employs pro-

priety methodologies to create the requisite 
obfuscation, ranging from not disclosing 
any portfolio securities, to more nuanced 
approaches that see partial or significant dis-
closure of securities. Each approach can be 
characterized by its relevant level of inher-
ent portfolio transparency. This is important 
when assessing how the ETF might fare in 
terms of efficient markets and liquidity in all 
market conditions, especially volatile periods.

ETFs have  moved from passive or fac-
tor-based structures to protecting the intel-
lectual alpha of active managers. The shift 
from exposure to performance empowers the 
active manager to demonstrate value. Addi-
tional innovation is sure to follow as more 
active managers begin to embrace the ETF 
structure. MME
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many. In an industry built on the cult of the 
successful money manager, stepping away 
isn’t always straightforward. Below, we take 
a look at the various methods some of Wall 
Street’s biggest names chose to say goodbye 
in 2019.

GIVE ’EM THE SLIP, CHIP
As the hedge fund industry slowly be-

comes more institutionalized, some founders 
have created succession plans to keep their 
firms going after they leave the stage.

Kolatch, who ran Redwood Capital Man-
agement for two decades, is leaving the firm 
to his lieutenants. Ruben Kliksberg and Sean 
Sauler already managed funds at the firm and 
are well known to his clients. “Hedge fund 
managers are a bit like professional athletes,” 
Kolatch wrote in his farewell letter. “They 
both have limited shelf lives.”

King Street Capital Management sur-
prised investors in October with the news that 
Fran Biondi, 55, who co-founded the firm in 
1995 with Brian Higgins, would be retiring 
next year. The move leaves Higgins in charge 
along with two other long-term employees 
who were promoted as co-chief investment 
officers alongside him, David Walch and Paul 
Goldschmid.

Some clients, taken aback by the move, 
have asked to pull money from the firm, ac-
cording to people familiar with the matter. 
While 77-year-old Willem Kooyker decided 
to shutter his Blenheim Capital Management 
(once the world’s largest commodity fund) 
he’s keeping things going in one way: Most of 
his clients transferred their investments to a 
new firm managed by his son Terence.

TRADE YOUR OWN DOUGH, JOE
For those not happy entrusting the firms 

they have built to others, the traditional way 
to leave the industry is to kick clients out 
and become a family office. It’s a path trod-
den by some of the all-time greats, including 
George Soros, Stan Druckenmiller and Leon 
Cooperman.

John Lykouretzos, 46, who started the 
stock hedge fund Hoplite Capital Manage-
ment 16 years ago, did just that in August. 
He wrote to clients that while he was proud 

to have made money in several years when 
his peers did not, “the alpha we generated has 
been overshadowed by underperformance in 
other periods.”  

Another fund-to-family office conversion 
in 2019 was Sandell Asset Management, an 
activist shop founded in 1998 by Thomas 
Sandell. 

TAKE A STEP BACK, JACK
Other managers decided on a hybrid 

approach, keeping a few clients but giving 
themselves room to pursue other interests.

Louis Bacon, 63, told investors in his 
Moore Capital Management that he was step-
ping back from trading and returning mon-
ey in his main hedge funds. He will keep his 
firm open as a prop trading group managing 
his own and employee money, and a few star 
managers will run funds open to outside cli-
ents. “Time will tell how eagerly I pry myself 
away from daily markets, or return if I do,” 
Bacon wrote to clients. 

David Tepper, 62, decided in 2019 to kick 
out all but 15 clients out of his $13 billion 
Appaloosa Management. That will give him 
time to focus on turning around the strug-
gling Carolina Panthers, the professional 
football team he bought last year. 

FIND A NEW HOME, JOAN
Samantha Greenberg, 44, who spent al-

most seven years at John Paulson’s hedge 
fund before going out on her own, gave up 
on her $215 million Margate Capital Man-
agement just three years after it opened. The 
reason, she said, was an inability to grow the 
business. After closing her own shop, Green-
berg joined Ken Griffin’s $32 billion Citadel. 
“I have come to believe that the hedge fund 
industry requires far greater scale than in the 

past,” she told her clients.

TOUGH CALLING IT QUITS, FRITZ
Former star mutual fund manager Jeff 

Vinik, 60, made a splash in the 1990s when 
he raised $800 million to start a hedge fund, 
then one of the largest launches on record. 
Since then he’s stopped and started another 
two times. His latest attempt was short-lived: 
Eight months after opening, he decided to 
close down Vinik Asset Management in Oc-
tober after failing to raise the $3 billion he 
was targeting. “Simply put, it has been much 

harder to raise money over the last several 
months than I anticipated,” he told clients, 
adding that he very much doubts he’ll try 
again.

CLOSING IT ALL, PAUL
Several hedge funds shut down altogeth-

er in 2019, the fifth year in a row with more 
closures than launches. Stone Milliner Asset 
Management, founded by three Moore Cap-
ital alums, told investors in November that it 
was winding down, with all assets being re-
turned by the end of the year. Peace Bridge 
Partners also ceased operations, with the two-
year-old firm’s founders saying in an investor 
letter they had “underestimated how difficult 
the fundraising environment would be.”   

And Duane Park Capital Management 
said a final farewell, a little more than two 
years after it started with the help of $200 
million from JPMorgan Chase.  Among the 
departures, BlueMountain Capital Manage-
ment was perhaps the most unusual: sell-
ing itself to an insurer, with the deal seeing 
founder Andrew Feldstein working in-house 
at Assured Guaranty.’’ Additional report-
ing by Hema Parmar and David Gillen. 
— Bloomberg News  MME

QUIT
from page 1

“Simply put, it has been much harder to raise 
money over the last several months than I 
anticipated.”

Jeffrey Vinik, founder, Vinik Asset Management

PRODUCTS

“Cost has been effectively taken off the 
table,” says Alois Pirker, research director 
at Aite Group. “You can now do a lot more  
tactically.”

According to the Tax Policy Center, 
U.S. investors reported more than $20 
billion in taxable net losses in 2017, the 
most recent tax year that data is available. 

Total taxable gains totaled more than 
$634 billion during the same period.

Trade frequency will go up, Pirker says, 
and there will be more indexing and tax-
loss harvesting. 

“It’s an absolute catalyst,” he says.

UNDER THE RIGHT CONDITIONS
While tax-loss harvesting is widely 

used in the industry and generally mar-
keted as a value-add by advisors, the use-
fulness largely depends on a multitude 
of market conditions and the specifics of 
clients’ investing needs. 

The strategy takes losses in an invest-
ment account to offset the taxes owed on 
capital gains. 

The empirical data is still up for debate.
However, most experts agree that tax-

loss harvesting can be beneficial for the 
right clients in specific market conditions.

ETF 
from page 1
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Eight months after opening, he decided to 
close down Vinik Asset Management in Oc-
tober after failing to raise the $3 billion he 
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adding that he very much doubts he’ll try 
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ital alums, told investors in November that it 
was winding down, with all assets being re-
turned by the end of the year. Peace Bridge 
Partners also ceased operations, with the two-
year-old firm’s founders saying in an investor 
letter they had “underestimated how difficult 
the fundraising environment would be.”   

And Duane Park Capital Management 
said a final farewell, a little more than two 
years after it started with the help of $200 
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departures, BlueMountain Capital Manage-
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ing itself to an insurer, with the deal seeing 
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“Simply put, it has been much harder to raise 
money over the last several months than I 
anticipated.”

Jeffrey Vinik, founder, Vinik Asset Management

PRODUCTS

“Cost has been effectively taken off the 
table,” says Alois Pirker, research director 
at Aite Group. “You can now do a lot more  
tactically.”

According to the Tax Policy Center, 
U.S. investors reported more than $20 
billion in taxable net losses in 2017, the 
most recent tax year that data is available. 

Total taxable gains totaled more than 
$634 billion during the same period.

Trade frequency will go up, Pirker says, 
and there will be more indexing and tax-
loss harvesting. 

“It’s an absolute catalyst,” he says.

UNDER THE RIGHT CONDITIONS
While tax-loss harvesting is widely 

used in the industry and generally mar-
keted as a value-add by advisors, the use-
fulness largely depends on a multitude 
of market conditions and the specifics of 
clients’ investing needs. 

The strategy takes losses in an invest-
ment account to offset the taxes owed on 
capital gains. 

The empirical data is still up for debate.
However, most experts agree that tax-

loss harvesting can be beneficial for the 
right clients in specific market conditions.

For example, $4 billion in unrealized 
losses are not being harvested across 
more than 150,000 Orion Advisor Solu-
tions accounts at the major custodians, 
according to an Orion study. 

The reason?

HIGH TRADING COSTS
Advisors would have accrued $250 

million in fees to execute those trades, 
according to the study. 

The firm assumed a $400 cost per opti-
mization, which was rebalanced quarter-
ly, the study found.

One long-term winner could be direct 
indexing strategies, says William Trout, a 
senior analyst at Celent. 

Clients may look to invest in direct in-
dexing strategies that trade in a custom-

ized basket of securities instead of more 
traditional products like ETFs.

“Why have a one-size-fits-all ETF if 
you can customize market exposure to 
your needs more precisely, and trade in-
dividual securities free of cost?” Trout 
asks.

The predicted uptick in trading isn’t 
necessarily good for client outcomes, 
Trout says, at least in regard to achieving 
long-term goals. 

“Keep in mind that commissions have 
been in steady decline, and for the most part, 
don’t really affect the overall growth of the 

portfolio or long-term returns,” he says.
While advisors may switch from in-

dex-tracking passive products to more 
active investment strategies, the real win-
ners may be the large tech platforms, he 
says. 

“The real beneficiaries will be the pur-
veyors of technology like TAMPs that are 
able to rebalance and optimize portfolios 
to individuals’ tax needs,” Trout adds.

FINDING GREATER VALUE
The race to zero has altered the broker-

age landscape and will continue to affect 
the products and strategies advisors ulti-
mately use to manage portfolios. 

One certainty is that cheaper trades 
give advisors more options when manag-
ing their clients’ portfolios — along with 
the ability to demonstrate greater value 
to clients.

“With trading costs eliminated, the 
ability to build to individual require-
ments and exposure levels around taxes, 
social restrictions and concentrated po-
sitions will become all the more import-
ant,” Trout says. MME

“Why have a one-size-fits-all ETF if you can customize 
market exposure to your needs more precisely, and trade 
individual securities free of cost?”

William Trout, senior analyst, Celent

ETF 
from page 1

Number of RIA clients at custodians

Source: Company data, 2019
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The passive vs. active debate asset managers should be having
The epic struggle 

between active ver-
sus passive investment 
strategies and all that it 
has wrought across the 
financial services indus-
try has led asset manag-
ers to a critical juncture. 
Caught in the conver-
gence of shrinking prof-
it margins amidst asset 

growth propped up by asset price inflation, 
asset managers must now actively pursue 
market expansion strategies if they expect 
to achieve sustainable growth. For boutique 
asset managers especially, 2020 is shaping up 
to be a pivotal year in which the status quo 
of passive marketing and sales efforts will put 
their very survival at risk. 

WHY YOU NEED AN ACTIVE MARKETING PLAN
One challenge facing emerging asset man-

agers over the past several years is the growth 
of AUM and revenues. Much of the growth 
has come from asset-price inflation driven by 
a surging stock market. 

When firms can sit passively by and watch 
their revenues grow from year to year, it’s easy 
to be lulled into complacency when it comes 
to their sales and marketing efforts. But, when 
asset-price inflation is no longer enough to 
offset net outflows, it will leave firms with a 
shrinking revenue pool on top of downward 
fee pressure. 

Given the current state of asset flows, asset 
management firms need to be asking them-
selves where their growth will come from 
when the market inevitably turns. 

Even more challenging is the arm’s-length 
approach institutions and advisors are taking 
in centralizing investment decisions among 
third-party gatekeepers, making them near-
ly impervious to traditional marketing and 
sales approaches. Less-established firms need 
to focus on ways to raise their profile and get 
their story out, or risk sliding into obscurity.

To grow, firms need to be as active in the 
marketing and sales side of their business as 
they are in the investment side.

If you have a good story to tell, and you 

are committed to growth, all you need are the 
right strategies to propel your firm to the next 
level.

BLAST EMAILS OR MARKETING AUTOMATION
A case in point for passive versus active 

marketing is email marketing, which is a 
staple in asset management. While it is still 
a valid marketing concept, it is passive on its 
face — sending a series of generic email blasts 
over time to build familiarity with the hope 
they will contact you when the time is right. 

While most email marketing platforms do 
allow you to view the number of emails that 
get opened, there’s really nothing you can do 
with that information except pat yourself on 
the back if the open rate is high, or adjust your 
message if the open rate is low.

What if your email marketing system 
allowed you to see who is opening your 
emails over time? Did they click through to 
your website? What content did they view or 
download?

What could you do with that information? 
Begin to tailor your messages to that prospect 
based on their engagement with your web-
site. Narrow down their interests based on 
the content they view. Track their level and 
type of engagement with your sites to gauge 
his receptivity to a call. Track the same infor-
mation with your clients to ensure they stay 
engaged with you. That is the difference be-
tween what email marketing does for you and 
what marketing automation can do for you.   

DIGITAL BROCHURE OR LEAD CONVERTER
Most recognize the difference between a 

website that acts as a digital brochure and one 
that commands serious attention. 

The former is there to simply provide 
proof of your firm’s existence, while the latter 
offers visitors a memorable experience with 
intuitive navigation and dynamic content. 
One is passive while the other is active in its 
purpose of attracting visitors and converting 
them into qualified leads.

The real cost-benefit of a proactive website 
is the analytics it can provide that allow you 
to track the activities of visitors – who they 
are, where they came from, the pages they 

viewed, and how long they stayed — and then 
move them through the funnel. You can then 
target them through email campaigns and 
retargeting strategies with content tailored to 
their interests to re-engage from other web-
sites. This is the type of intelligence that will 
turn your salespeople into closers, because 
they’ll know when a prospect is ready to buy. 

ESTABLISH YOUR AUTHORITY
A well-conceived PR strategy is the most 

cost-effective way to gain visibility and cred-
ibility in the market. While marketing and 
sales are essential for generating inflows, 
boutique firms need to build buzz to add  
credibility. While many firms have expe-
rience working with journalists, it tends to 
come in the form of answering incoming 
questions from reporters. It’s reactive, and the 
answers are not always well-prepared. Firms 
have to be proactive in their PR efforts. Think 
about the story you want to tell. 

To be really proactive, you can repurpose 
your media coverage throughout your sales 
and marketing efforts, giving your salespeo-
ple a legitimate “door opener” on their calls. 
Add reprints to your website, email market-
ing and social media.

SMILE AND DIAL OR INCREASE SUPPORT
Many asset managers are sales-driven 

— which is fine except when their salespeo-
ple aren’t closing enough sales or generating 
enough production to justify their compen-
sation and travel budgets. 

That tends to happen when the salespeo-
ple don’t have enough qualified investors to 
talk with, so they concentrate on low-hang-
ing prospects. When salespeople do find 
themselves in a competitive sales situation, 
and they are equipped with nothing but a fact 
sheet and a generic pitchbook, they are being 
set up to fail. An active approach is about 
setting them up for success by leveraging 
your technology and data to enable them to 
do what they do best, which is having strong 
conversations. MME  

Dan Sondhelm is CEO of industry marketing 
consultancy firm Sondhelm Partners

By Dan Sondhelm

DATA SHOWCASE

The top-performing index funds of last year nearly doubled the 
gains of the broader markets.

Home to a combined $86.45 billion in combined assets under 
management, the 20 index funds with the largest year-to-date returns, 
and at least $500 million in assets under management, benefited from 
their category weightings, Morningstar Direct data show. As technol-
ogy funds outperformed the broader industry with a 35.11% combined 
category gain, it’s no surprise funds tracking the sector dominate the 
top-performers list — 12 of the top 20 funds were from the tech cate-
gory; followed by industrials and consumer funds, which posted gains 
of 29.33% and 24.15%, respectively.

“While passive investing isn’t perfect, it is not a bad idea to let the 
market work for you,” Morningstar’s director of passive strategies for 
North America, Alex Bryan, wrote in a recent report. “The competi-

Index funds with the biggest gains of the year

Ticker YTD 
Returns

3-Yr. % 
Annualized 

Returns

Expense 
Ratio

Net Assets 
(millions)

VanEck Vectors Semiconductor ETF SMH 60.03 26.32 0.35% $1,631.06 

iShares PHLX Semiconductor ETF SOXX 57.53 27.76 0.46% $2,296.72 

iShares US Home Construction ETF ITB 51.42 16.83 0.42% $1,213.86 

Technology Select Sector SPDR ETF XLK 45.83 23.96 0.13% $25,763.15 

Vanguard Information Technology ETF VGT 44.61 25.99 0.10% $26,955.84 

Fidelity MSCI Information Tech ETF FTEC 44.59 24.86 0.08% $3,014.45 

iShares Global Tech ETF IXN 44.06 23.83 0.46% $3,231.78 

First Trust NASDAQ-100-Tech Sector ETF QTEC 43.85 23.35 0.57% $2,762.04 

iShares MSCI Russia Capped ETF ERUS 43.28 12.60 0.59% $628.12 

iShares US Technology ETF IYW 42.75 23.82 0.42% $4,678.42 

SPDR S&P Homebuilders ETF XHB 41.77 10.00 0.35% $816.94 

SPDR S&P Aerospace & Defense ETF XAR 40.90 20.83 0.35% $1,905.84 

ETFMG Prime Mobile Payments ETF IPAY 40.39 24.58 0.75% $776.75 

Invesco Aerospace & Defense ETF PPA 40.02 18.51 0.59% $1,110.63 

Invesco S&P 500 Equal Weight Tech ETF RYT 39.53 22.05 0.40% $1,775.19 

iShares Expanded Tech Sector ETF IGM 37.90 23.92 0.46% $1,783.47 

iShares US Financial Services ETF IYG 36.47 13.87 0.42% $1,383.97 

VanEck Vectors Russia ETF RSX 35.92 9.44 0.65% $1,333.14 

First Trust Technology AlphaDEX ETF FXL 35.31 23.16 0.61% $2,309.39 

First Trust Rising Dividend Achiev ETF RDVY 35.25 13.69 0.50% $1,079.06 
 
Note: Institutional, leveraged and investment minimums over $100,000 are excluded. Data shows each fund’s primary share class. Data as of 12/13/19.   
Source: Morningstar Direct   

By Andrew Shilling
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Home to a combined $86.45 billion in combined assets under 
management, the 20 index funds with the largest year-to-date returns, 
and at least $500 million in assets under management, benefited from 
their category weightings, Morningstar Direct data show. As technol-
ogy funds outperformed the broader industry with a 35.11% combined 
category gain, it’s no surprise funds tracking the sector dominate the 
top-performers list — 12 of the top 20 funds were from the tech cate-
gory; followed by industrials and consumer funds, which posted gains 
of 29.33% and 24.15%, respectively.

“While passive investing isn’t perfect, it is not a bad idea to let the 
market work for you,” Morningstar’s director of passive strategies for 
North America, Alex Bryan, wrote in a recent report. “The competi-

tion for market-beating performance is a zero-sum game, where the 
benefits largely accrue to the firms charging the fees. If you don’t work 
on Wall Street, the rise of passive investing isn’t something to fear.”.

With an average gain of more than 40%, market-beating perfor-
mance is just what these funds delivered. To be sure, the Dow posted a 
23.89% gain, as measured by the SPDR Dow Jones Industrial Average 
ETF (DIA), and the S&P 500 had a 29.65% gain, as measured by the 
SPDR S&P 500 ETF (SPY), over the same period. The Barclays Capital 
U.S. Aggregate Bond Index, as measured by the iShares Core US Ag-
gregate Bond ETF (AGG), reported a YTD gain of 8.48%.

Fees, as expected, are lower than the rest of the industry. With an 
average net expense ratio of 0.43%, they were 5 basis points cheaper 
than the 48 basis points investors were charged, on average, for fund 
investing last year, according to Morningstar. MME

Index funds with the biggest gains of the year

Ticker YTD 
Returns

3-Yr. % 
Annualized 

Returns

Expense 
Ratio

Net Assets 
(millions)

VanEck Vectors Semiconductor ETF SMH 60.03 26.32 0.35% $1,631.06 

iShares PHLX Semiconductor ETF SOXX 57.53 27.76 0.46% $2,296.72 

iShares US Home Construction ETF ITB 51.42 16.83 0.42% $1,213.86 

Technology Select Sector SPDR ETF XLK 45.83 23.96 0.13% $25,763.15 

Vanguard Information Technology ETF VGT 44.61 25.99 0.10% $26,955.84 

Fidelity MSCI Information Tech ETF FTEC 44.59 24.86 0.08% $3,014.45 

iShares Global Tech ETF IXN 44.06 23.83 0.46% $3,231.78 

First Trust NASDAQ-100-Tech Sector ETF QTEC 43.85 23.35 0.57% $2,762.04 

iShares MSCI Russia Capped ETF ERUS 43.28 12.60 0.59% $628.12 

iShares US Technology ETF IYW 42.75 23.82 0.42% $4,678.42 

SPDR S&P Homebuilders ETF XHB 41.77 10.00 0.35% $816.94 

SPDR S&P Aerospace & Defense ETF XAR 40.90 20.83 0.35% $1,905.84 

ETFMG Prime Mobile Payments ETF IPAY 40.39 24.58 0.75% $776.75 

Invesco Aerospace & Defense ETF PPA 40.02 18.51 0.59% $1,110.63 

Invesco S&P 500 Equal Weight Tech ETF RYT 39.53 22.05 0.40% $1,775.19 

iShares Expanded Tech Sector ETF IGM 37.90 23.92 0.46% $1,783.47 

iShares US Financial Services ETF IYG 36.47 13.87 0.42% $1,383.97 

VanEck Vectors Russia ETF RSX 35.92 9.44 0.65% $1,333.14 

First Trust Technology AlphaDEX ETF FXL 35.31 23.16 0.61% $2,309.39 

First Trust Rising Dividend Achiev ETF RDVY 35.25 13.69 0.50% $1,079.06 
 
Note: Institutional, leveraged and investment minimums over $100,000 are excluded. Data shows each fund’s primary share class. Data as of 12/13/19.   
Source: Morningstar Direct   

By Andrew Shilling
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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
12/24/2019 -3,664 -6,252 2,588 -542 10,536 7,875 2,661 61 6,392
12/18/2019 1,355 -519 1,874 -1,730 10,290 7,905 2,385 17 9,932
12/11/2019 -10,905 -9,631 -1,274 -1,988 12,483 10,192 2,291 -445 -854
12/04/2019 -1,056 -3,258 2,202 -703 12,011 9,738 2,273 -446 9,805
11/26/2019 -23 609 -631 -748 8,665 5,997 2,668 243 8,137
11/20/2019 -5,632 -7,048 1,416 -345 13,262 10,525 2,737 -355 6,929
11/13/2019 1,591 -3,328 4,919 -268 6,680 4,873 1,806 -1,036 6,967
11/06/2019 -4,491 -7,732 3,241 -626 12,596 10,415 2,181 127 7,606

Monthly net new cash flow
10/31/2019 -30,600 -24,646 -5,955 -1,922 43,187 34,801 8,386 304 10,968
09/30/2019 -10,885 -4,650 -6,235 -5,068 38,482 33,080 5,402 3,332 25,860
08/31/2019 -41,828 -29,909 -11,919 -6,950 22,304 13,258 9,046 3,747 -22,727
07/31/2019 -14,872 -7,889 -6,983 -2,046 44,811 34,660 10,150 2,247 30,139
06/30/2019 -20,709 -11,997 -8,712 -4,293 39,771 32,774 6,996 2,984 17,752
05/31/2019 -25,913 -24,652 -1,261 -3,837 21,332 12,778 8,554 -1,166 -9,583
04/30/2019 -15,606 -5,307 -10,298 -4,065 40,565 33,277 7,288 -1,829 19,066
03/31/2019 -7,586 -3,654 -3,931 -5,733 38,412 29,301 9,112 -353 24,741
02/28/2019 2,232 3,632 -1,400 -2,434 45,138 34,183 10,955 -1,493 43,443
01/31/2019 -11,223 -21,195 9,972 -895 29,308 21,722 7,585 2,169 19,359
12/31/2018 -57,435 -28,946 -28,489 -28,178 -49,388 -49,500 111 1,173 -133,829
11/30/2018 6,966 2,770 4,196 -12,380 -11,233 -7,443 -3,790 117 -16,529
10/31/2018 -6,658 -9,656 2,998 -11,252 -31,939 -27,692 -4,247 336 -49,512
09/30/2018 -1,051 891 -1,942 -6,087 18,090 18,521 -431 -36 10,916
08/31/2018 -3,953 -6,653 2,700 -6,195 19,556 17,218 2,338 -2,322 7,085
07/31/2018 -302 1,017 -1,319 -6,013 25,923 22,494 3,429 -599 19,008
06/30/2018 -26,523 -20,999 -5,525 -7,091 19,608 16,995 2,612 -2,450 -16,457
05/31/2018 13,743 10,072 3,671 -3,634 13,042 11,749 1,294 -133 23,019
04/30/2018 -24 -7,395 7,371 -3,763 22,416 24,175 -1,759 2,310 20,939
03/31/2018 -6,740 -22,146 15,407 -1,717 15,898 14,146 1,752 554 7,995
02/28/2018 -19,500 -41,438 21,938 -3,439 1,704 2,705 -1,001 1,026 -20,209
01/31/2018 54,206 10,793 43,413 356 56,756 46,287 10,469 1,724 113,042
12/31/2017 8,932 -9,054 17,987 -3,348 19,167 19,490 -323 -528 24,223
11/30/2017 13,729 -4,405 18,134 -3,179 21,608 19,789 1,819 -444 31,715
10/31/2017 23,930 3,174 20,756 -1,827 38,718 36,109 2,609 -747 60,073
09/30/2017 655 -9,768 10,423 -2,120 36,443 33,439 3,004 1,733 36,712
08/31/2017 -6,132 -22,746 16,613 -3,698 29,551 25,077 4,474 2,393 22,115
07/31/2017 7,407 -12,505 19,912 -2,013 31,710 29,138 2,572 -3,532 33,572
06/30/2017 21,927 -7,938 29,865 -2,567 32,644 29,371 3,273 1,528 53,532
05/31/2017 23,363 -10,719 34,082 -1,566 36,385 33,069 3,316 -449 57,733
04/30/2017 12,335 -8,259 20,594 -1,576 25,199 22,063 3,136 948 36,905
03/31/2017 24,562 9,417 15,145 -1,924 37,809 36,560 1,250 -531 59,917
02/28/2017 35,179 17,617 17,562 44 36,004 33,989 2,015 1,867 73,095
01/31/2017 20,678 5,102 15,576 -1,976 35,544 31,036 4,508 -637 53,609

SCORECARD

Mutual fund flows  
($ millions)

SCORECARD

Date
Total

long-term
Total equity

Total
domestic

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

Emerging 
markets

Estimated weekly net new cash flow
12/24/2019 935 -7,945 -6,379 -1,966 -683 -569 -2,740 -420 -1,566 -1,441 -125
12/18/2019 -12,117 -16,591 -11,851 -2,737 -477 -1,651 -5,979 -1,006 -4,740 -4,389 -351
12/11/2019 -11,237 -17,698 -15,423 -7,879 -1,375 -1,340 -3,393 -1,437 -2,275 -2,189 -86
12/4/2019 -2,370 -10,343 -10,939 -4,024 -780 -1,036 -4,572 -528 596 91 505
11/26/2019 -6,688 -10,677 -7,148 -4,144 -427 -692 -1,471 -414 -3,528 -3,330 -198
11/20/2019 -546 -9,578 -7,997 -2,437 -790 -970 -3,273 -527 -1,580 -1,766 186
11/13/2019 -231 -7,215 -6,908 -2,406 -630 -699 -2,414 -759 -308 -455 148
11/6/2019 -829 -12,705 -12,590 -8,074 -1,013 -1,045 -1,857 -601 -115 -364 249

Monthly net new cash flow
10/31/2019 -17,641 -43,294 -31,181 -12,675 -4,884 -3,604 -7,704 -2,313 -12,113 -10,323 -1,790
9/30/2019 -23,053 -41,931 -34,404 -18,057 -3,276 -2,968 -8,050 -2,053 -7,526 -6,901 -625
8/31/2019 -20,955 -22,271 -23,348 -3,614 -2,397 -3,535 -9,568 -4,235 1,078 1,696 -618
7/31/2019 -7,555 -41,214 -34,710 -14,212 -2,776 -2,648 -12,056 -3,019 -6,503 -5,733 -770
6/30/2019 -27,040 -36,633 -27,572 -10,782 -3,378 -2,379 -7,817 -3,217 -9,061 -7,801 -1,260
5/31/2019 1,609 -8,778 -12,279 443 -3,177 -1,522 -5,243 -2,779 3,501 3,087 414
4/30/2019 -12,778 -42,400 -26,785 -14,016 -2,734 -2,424 -4,628 -2,983 -15,615 -16,651 1,036
3/31/2019 -1,797 -24,629 -19,424 -6,907 -3,065 -3,305 -5,093 -1,053 -5,205 -5,894 688
2/28/2019 20,699 -12,577 -10,832 -4,790 -1,382 -520 -3,883 -258 -1,745 -2,617 871
1/31/2019 22,899 9,475 3,646 3,363 -450 950 -1 -215 5,829 3,218 2,611

12/31/2018 -183,171 -89,350 -43,885 -1,216 -9,459 -8,793 -15,057 -9,360 -45,464 -39,180 -6,285
11/30/2018 -64,290 -25,770 -17,982 -3,433 -2,959 -3,194 -4,991 -3,405 -7,787 -7,976 189
10/31/2018 -57,446 -15,146 -12,738 453 -3,683 -3,064 -3,863 -2,581 -2,408 -2,313 -95
9/30/2018 -22,657 -27,927 -25,447 -12,282 -1,816 -995 -8,218 -2,136 -2,480 -2,619 139
8/31/2018 -17,792 -24,453 -23,101 -12,831 -2,013 1,179 -8,147 -1,288 -1,352 -1,476 124
7/31/2018 -9,804 -20,871 -18,866 -9,740 -2,169 1,572 -6,639 -1,890 -2,005 -2,238 233
6/30/2018 -16,215 -19,894 -24,287 -15,433 -2,707 1,453 -6,302 -1,298 4,392 4,805 -413
5/31/2018 -5,525 -8,734 -15,718 -5,557 -4,417 544 -5,219 -1,068 6,984 5,790 1,194
4/30/2018 -6,629 -9,290 -12,662 -641 -1,123 -104 -4,022 -6,771 3,372 1,616 1,756
3/31/2018 9,863 266 -12,007 447 -2,819 -1,600 -6,676 -1,358 12,273 11,226 1,047
2/28/2018 -11,900 -8,367 -19,556 -1,574 -2,853 -2,634 -9,492 -3,003 11,189 9,450 1,739
1/31/2018 39,998 -7,072 -24,523 -6,847 -5,281 -2,117 -9,993 -286 17,451 13,251 4,201

12/31/2017 -28,550 -38,337 -43,086 -18,680 -4,735 -3,202 -12,491 -3,979 4,749 4,286 463
11/30/2017 -4,734 -16,434 -24,047 -5,862 -3,752 -3,439 -7,115 -3,879 7,613 6,289 1,324
10/31/2017 11,599 -15,969 -22,083 -7,213 -2,402 -2,109 -8,512 -1,847 6,114 4,945 1,169
9/30/2017 872 -21,997 -22,603 -7,504 -2,715 -2,046 -9,370 -968 606 1,360 -754
8/31/2017 -81 -16,476 -24,534 -7,190 -3,503 -2,555 -8,229 -3,057 8,058 6,633 1,425
7/31/2017 4,319 -13,777 -25,525 -10,232 -4,484 -2,243 -7,379 -1,188 11,748 11,022 726
6/30/2017 7,696 -9,412 -18,478 -12,645 -3,137 -2,344 1,393 -1,746 9,067 7,490 1,576
5/31/2017 27,705 3,144 -9,228 2,845 -2,369 -2,170 -5,305 -2,227 12,372 8,811 3,561
4/30/2017 756 -12,498 -19,535 -5,027 -4,055 -2,007 -7,071 -1,375 7,037 5,176 1,861
3/31/2017 12,983 -14,101 -13,391 -1,450 -824 -829 -7,873 -2,415 -710 -590 -121
2/28/2017 28,017 4,405 -2,680 -1,172 525 712 -2,118 -626 7,085 6,179 906
01/31/2017 11,641 -7,754 -10,919 785 -791 998 -10,597 -1,314 3,165 2,106 1,058

WorldDomestic
Equity

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

Source: Investment Company Institute

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

Source: Investment Company Institute
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ETF flows  
($ millions)

Date Total equity
Domestic

equity
World
equity

Hybrid
Total
bond

Taxable
bond

Municipal
bond

Commodity
Total LT MF

and ETF flows

Estimated weekly net new cash flow
12/24/2019 -3,664 -6,252 2,588 -542 10,536 7,875 2,661 61 6,392
12/18/2019 1,355 -519 1,874 -1,730 10,290 7,905 2,385 17 9,932
12/11/2019 -10,905 -9,631 -1,274 -1,988 12,483 10,192 2,291 -445 -854
12/04/2019 -1,056 -3,258 2,202 -703 12,011 9,738 2,273 -446 9,805
11/26/2019 -23 609 -631 -748 8,665 5,997 2,668 243 8,137
11/20/2019 -5,632 -7,048 1,416 -345 13,262 10,525 2,737 -355 6,929
11/13/2019 1,591 -3,328 4,919 -268 6,680 4,873 1,806 -1,036 6,967
11/06/2019 -4,491 -7,732 3,241 -626 12,596 10,415 2,181 127 7,606

Monthly net new cash flow
10/31/2019 -30,600 -24,646 -5,955 -1,922 43,187 34,801 8,386 304 10,968
09/30/2019 -10,885 -4,650 -6,235 -5,068 38,482 33,080 5,402 3,332 25,860
08/31/2019 -41,828 -29,909 -11,919 -6,950 22,304 13,258 9,046 3,747 -22,727
07/31/2019 -14,872 -7,889 -6,983 -2,046 44,811 34,660 10,150 2,247 30,139
06/30/2019 -20,709 -11,997 -8,712 -4,293 39,771 32,774 6,996 2,984 17,752
05/31/2019 -25,913 -24,652 -1,261 -3,837 21,332 12,778 8,554 -1,166 -9,583
04/30/2019 -15,606 -5,307 -10,298 -4,065 40,565 33,277 7,288 -1,829 19,066
03/31/2019 -7,586 -3,654 -3,931 -5,733 38,412 29,301 9,112 -353 24,741
02/28/2019 2,232 3,632 -1,400 -2,434 45,138 34,183 10,955 -1,493 43,443
01/31/2019 -11,223 -21,195 9,972 -895 29,308 21,722 7,585 2,169 19,359
12/31/2018 -57,435 -28,946 -28,489 -28,178 -49,388 -49,500 111 1,173 -133,829
11/30/2018 6,966 2,770 4,196 -12,380 -11,233 -7,443 -3,790 117 -16,529
10/31/2018 -6,658 -9,656 2,998 -11,252 -31,939 -27,692 -4,247 336 -49,512
09/30/2018 -1,051 891 -1,942 -6,087 18,090 18,521 -431 -36 10,916
08/31/2018 -3,953 -6,653 2,700 -6,195 19,556 17,218 2,338 -2,322 7,085
07/31/2018 -302 1,017 -1,319 -6,013 25,923 22,494 3,429 -599 19,008
06/30/2018 -26,523 -20,999 -5,525 -7,091 19,608 16,995 2,612 -2,450 -16,457
05/31/2018 13,743 10,072 3,671 -3,634 13,042 11,749 1,294 -133 23,019
04/30/2018 -24 -7,395 7,371 -3,763 22,416 24,175 -1,759 2,310 20,939
03/31/2018 -6,740 -22,146 15,407 -1,717 15,898 14,146 1,752 554 7,995
02/28/2018 -19,500 -41,438 21,938 -3,439 1,704 2,705 -1,001 1,026 -20,209
01/31/2018 54,206 10,793 43,413 356 56,756 46,287 10,469 1,724 113,042
12/31/2017 8,932 -9,054 17,987 -3,348 19,167 19,490 -323 -528 24,223
11/30/2017 13,729 -4,405 18,134 -3,179 21,608 19,789 1,819 -444 31,715
10/31/2017 23,930 3,174 20,756 -1,827 38,718 36,109 2,609 -747 60,073
09/30/2017 655 -9,768 10,423 -2,120 36,443 33,439 3,004 1,733 36,712
08/31/2017 -6,132 -22,746 16,613 -3,698 29,551 25,077 4,474 2,393 22,115
07/31/2017 7,407 -12,505 19,912 -2,013 31,710 29,138 2,572 -3,532 33,572
06/30/2017 21,927 -7,938 29,865 -2,567 32,644 29,371 3,273 1,528 53,532
05/31/2017 23,363 -10,719 34,082 -1,566 36,385 33,069 3,316 -449 57,733
04/30/2017 12,335 -8,259 20,594 -1,576 25,199 22,063 3,136 948 36,905
03/31/2017 24,562 9,417 15,145 -1,924 37,809 36,560 1,250 -531 59,917
02/28/2017 35,179 17,617 17,562 44 36,004 33,989 2,015 1,867 73,095
01/31/2017 20,678 5,102 15,576 -1,976 35,544 31,036 4,508 -637 53,609

SCORECARD

Mutual fund flows  
($ millions)

SCORECARD

Date
Total

long-term
Total equity

Total
domestic

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

Emerging 
markets

Estimated weekly net new cash flow
12/24/2019 935 -7,945 -6,379 -1,966 -683 -569 -2,740 -420 -1,566 -1,441 -125
12/18/2019 -12,117 -16,591 -11,851 -2,737 -477 -1,651 -5,979 -1,006 -4,740 -4,389 -351
12/11/2019 -11,237 -17,698 -15,423 -7,879 -1,375 -1,340 -3,393 -1,437 -2,275 -2,189 -86
12/4/2019 -2,370 -10,343 -10,939 -4,024 -780 -1,036 -4,572 -528 596 91 505
11/26/2019 -6,688 -10,677 -7,148 -4,144 -427 -692 -1,471 -414 -3,528 -3,330 -198
11/20/2019 -546 -9,578 -7,997 -2,437 -790 -970 -3,273 -527 -1,580 -1,766 186
11/13/2019 -231 -7,215 -6,908 -2,406 -630 -699 -2,414 -759 -308 -455 148
11/6/2019 -829 -12,705 -12,590 -8,074 -1,013 -1,045 -1,857 -601 -115 -364 249

Monthly net new cash flow
10/31/2019 -17,641 -43,294 -31,181 -12,675 -4,884 -3,604 -7,704 -2,313 -12,113 -10,323 -1,790
9/30/2019 -23,053 -41,931 -34,404 -18,057 -3,276 -2,968 -8,050 -2,053 -7,526 -6,901 -625
8/31/2019 -20,955 -22,271 -23,348 -3,614 -2,397 -3,535 -9,568 -4,235 1,078 1,696 -618
7/31/2019 -7,555 -41,214 -34,710 -14,212 -2,776 -2,648 -12,056 -3,019 -6,503 -5,733 -770
6/30/2019 -27,040 -36,633 -27,572 -10,782 -3,378 -2,379 -7,817 -3,217 -9,061 -7,801 -1,260
5/31/2019 1,609 -8,778 -12,279 443 -3,177 -1,522 -5,243 -2,779 3,501 3,087 414
4/30/2019 -12,778 -42,400 -26,785 -14,016 -2,734 -2,424 -4,628 -2,983 -15,615 -16,651 1,036
3/31/2019 -1,797 -24,629 -19,424 -6,907 -3,065 -3,305 -5,093 -1,053 -5,205 -5,894 688
2/28/2019 20,699 -12,577 -10,832 -4,790 -1,382 -520 -3,883 -258 -1,745 -2,617 871
1/31/2019 22,899 9,475 3,646 3,363 -450 950 -1 -215 5,829 3,218 2,611

12/31/2018 -183,171 -89,350 -43,885 -1,216 -9,459 -8,793 -15,057 -9,360 -45,464 -39,180 -6,285
11/30/2018 -64,290 -25,770 -17,982 -3,433 -2,959 -3,194 -4,991 -3,405 -7,787 -7,976 189
10/31/2018 -57,446 -15,146 -12,738 453 -3,683 -3,064 -3,863 -2,581 -2,408 -2,313 -95
9/30/2018 -22,657 -27,927 -25,447 -12,282 -1,816 -995 -8,218 -2,136 -2,480 -2,619 139
8/31/2018 -17,792 -24,453 -23,101 -12,831 -2,013 1,179 -8,147 -1,288 -1,352 -1,476 124
7/31/2018 -9,804 -20,871 -18,866 -9,740 -2,169 1,572 -6,639 -1,890 -2,005 -2,238 233
6/30/2018 -16,215 -19,894 -24,287 -15,433 -2,707 1,453 -6,302 -1,298 4,392 4,805 -413
5/31/2018 -5,525 -8,734 -15,718 -5,557 -4,417 544 -5,219 -1,068 6,984 5,790 1,194
4/30/2018 -6,629 -9,290 -12,662 -641 -1,123 -104 -4,022 -6,771 3,372 1,616 1,756
3/31/2018 9,863 266 -12,007 447 -2,819 -1,600 -6,676 -1,358 12,273 11,226 1,047
2/28/2018 -11,900 -8,367 -19,556 -1,574 -2,853 -2,634 -9,492 -3,003 11,189 9,450 1,739
1/31/2018 39,998 -7,072 -24,523 -6,847 -5,281 -2,117 -9,993 -286 17,451 13,251 4,201

12/31/2017 -28,550 -38,337 -43,086 -18,680 -4,735 -3,202 -12,491 -3,979 4,749 4,286 463
11/30/2017 -4,734 -16,434 -24,047 -5,862 -3,752 -3,439 -7,115 -3,879 7,613 6,289 1,324
10/31/2017 11,599 -15,969 -22,083 -7,213 -2,402 -2,109 -8,512 -1,847 6,114 4,945 1,169
9/30/2017 872 -21,997 -22,603 -7,504 -2,715 -2,046 -9,370 -968 606 1,360 -754
8/31/2017 -81 -16,476 -24,534 -7,190 -3,503 -2,555 -8,229 -3,057 8,058 6,633 1,425
7/31/2017 4,319 -13,777 -25,525 -10,232 -4,484 -2,243 -7,379 -1,188 11,748 11,022 726
6/30/2017 7,696 -9,412 -18,478 -12,645 -3,137 -2,344 1,393 -1,746 9,067 7,490 1,576
5/31/2017 27,705 3,144 -9,228 2,845 -2,369 -2,170 -5,305 -2,227 12,372 8,811 3,561
4/30/2017 756 -12,498 -19,535 -5,027 -4,055 -2,007 -7,071 -1,375 7,037 5,176 1,861
3/31/2017 12,983 -14,101 -13,391 -1,450 -824 -829 -7,873 -2,415 -710 -590 -121
2/28/2017 28,017 4,405 -2,680 -1,172 525 712 -2,118 -626 7,085 6,179 906
01/31/2017 11,641 -7,754 -10,919 785 -791 998 -10,597 -1,314 3,165 2,106 1,058

World
Equity

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

Source: Investment Company Institute

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

Source: Investment Company Institute
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