
ATOP ASSET MANAGEMENT, RETIREMENT, 
financial advice and insurance, Voya, which 
manages $48 billion in assets, has multiple 
business goals.

So it has to move beyond the perception 
that it is a singular service provider, says Voya 
Financial Advisors’s Tom Halloran, president 
of its broker-dealer. One way the firm is doing 

that is by tying to-
gether its institution-
al businesses with 

retail, mixing technological innovation with 
old fashioned salesmanship, even considering 
the deployment of a robo advice platform.

“I want to go from being considered an 
insurance broker-dealer, to an independent 
broker-dealer that’s owned by an insurance 

company,” he says.
Managing that transformation, Hallo-

ran explains, has meant examining business 
lines and redeploying resources, and getting 
smarter about serving advisors in and outside 
of Voya.

The firm for instance launched two ser-
vices for advisors that removes all of the port-
folio construction and paperwork, leveraging  
its advisory wealth solutions platform. 

That wouldn’t have been possible, Halloran 
explains, if the broker-dealer was still relying 
on third-party providers for such technology.

Halloran spoke with Money Management 
Executive about the technological, sales and 
regulatory issues.

ACTIVE FUND MANAGERS, REELING FROM 
years of underperformance, are increasingly 
reaching for quantitative tools to gain an edge as 
competition from cheap passive products and 

looming MiFID II regula-
tions lead them to rethink 
their businesses.

“It’s not about the magic sauce anymore,” said 
Rob McCreery, founder of Libra Investment Ser-
vices, a London-based provider of quant research 
for active managers. Stock pickers are more 
open-minded toward anything that helps “with 
timing and screening good ideas.”

MiFID rule forces rethink 
among active managers
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Electronic trading: 
Muni market execution 

IN PREPARING THE MUNICIPAL BOND MARKET 
in late 2015 for a new order-handling standard, the 
Municipal Securities Rulemaking Board took note 
of an important trend. “As the availability of elec-

tronic systems that facili-
tate trading in municipal 
securities increases,” the 

MSRB wrote, “dealers need to determine whether 
these systems might provide benefits to their cus-
tomer order flow.”

The MSRB’s guidance underscored a develop-
ment seen in other markets and asset classes when 
electronic trading takes hold. As regulators move 
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Inside Voya’s next transformation
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Money market fund assets 
increased by $23.28B for the 
week ending July 26 (billions)
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Voya wants to be America’s retirement company, 
says Tom Halloran, president of its broker-dealer.
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Fidelity to cut fees on 14 
mutual funds and ETFs

Fidelity Investments slashed fees on 
14 of its mutual funds and ETFs, accord-
ing to Bloomberg News. 

In its statement, Fidelity said those 
funds now have lower net expenses 
than comparable funds at Vanguard. 
The cuts go into effect Aug. 1 and are 
expected to save investors $18 million, 
the statement said.

One of the funds undergoing fee re-
ductions is the Fidelity Large-Cap Index. 
Expenses for the small investor share 
class are expected to decrease to 17 
cents for every $100 invested. Previously, 
investors were charged 12 cents per ev-
ery $100 invested. 

Fidelity’s active funds lost about a net 
$21.5 billion in the first half of the year, 
while its passive funds generated inflows 
of $20 billion, according to Morningstar.

“Investors should not be basis-point 
wise and pound foolish,” John Woerth, a 
Vanguard spokesman wrote in an email 
in response to the Fidelity announce-
ment. While expenses are important, 
people considering an index fund need 
to look at other factors, including how 
closely the fund tracks its index and af-
ter-tax returns, he said.

TMI Trust picks up services 
portfolio from BMO Global 

TMI Trust Company announced that 

it will provide fiduciary, accounting and 
trust tax services to the family office 
business of BMO Trust and Custody Ser-
vices, part of BMO Global Asset Man-
agement.

“These services are a very good fit for 
TMI,” Anthony A. Guthrie, TMI executive 
chairman, said in a statement. “They 
complement our existing niche oriented 
fiduciary and custodial services and we 
can support the needs of our clients with 
our high level of service delivery and the 
capabilities of our new team members.”

TMI offer services to family clients 
and staff in Milwaukee and Appleton, 
Wisconsin, and Naples, Florida, accord-
ing to the company. 

TMI tapped the executive vice pres-
ident and head of BMO Global Private 
Bank, Ken Krei, to lead the project.

Vanguard recruits $17.2B 
TimesSquare Capital

The $17.2 billion TimesSquare Capital 
Management joined the Vanguard Inter-
national Explorer Fund’s advisory group, 
according to the firm.

TimesSquare Capital, along with two 
other firms, will oversee Vanguard’s $3.4 
billion small- and mid-cap international 
equity fund.

The New York City-based firm manag-
es both domestic and international equity 
funds. Initially, it will manage less than 
5% of the International Explorer Fund, ac-
cording to Vanguard.

“Vanguard continuously scours the 
globe for world-class investment talent, 

INDUSTRY HIGHLIGHTS

NEWS SCAN

7/26/2017 7/19/2017 7/12/2017 7/5/2017 6/28/2017
Equity 4,961 2,976 3,021 -6,478 2,143

Domestic 1,056 -4,542 -2,118 -11,551 -4,571
World 3,905 7,518 5,139 5,073 6,714

Hybrid -350 -664 -688 -481 -614
Bond 6,344 13,609 4,780 5,824 5,404

Taxable 5,621 12,809 4,438 6,072 4,460
Municipal 724 801 341 -248 943

Commodity -1,168 -1,014 -249 -583 394
Total 9,788 14,908 6,864 -1,719 7,327

Estimated Fund Flows

Source: Investment Company Institute

($ millions)

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

(212) 803-8200
mmexecutive.com

Suleman Din - Managing Editor

Andrew Shilling - Associate Editor

Sarah Martinson - Reporter

Scott Wenger - Group Editorial Director

John McCormick - Group Editorial Director

Paul Vogel - VP, Content Operations and  
Creative Services

Michael Chu - Director of Creative Operations

Dana Jackson - VP, Research

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

(212) 803-8773

 
Petra Hailu - Marketing Manager

Theresa Hambel - Director of Content Operations

Customer Service
 (212) 803-8500

help@sourcemedia.com

 
     

Douglas J. Manoni Chief Executive Officer

Michael P. Caruso Chief Financial Officer

Marianne Collins Chief Revenue Officer

David Longobardi EVP & Chief Content Officer

Minna Rhee Chief Product & Audience Officer

Matthew Yorke Chief Marketing Officer

John DelMauro SVP, Conferences & Events

Ying Wong SVP, Human Resources

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: © 2017 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.



4 Money Management Executive August 7, 2017

“Michael is a proven leader in the fi-
nancial services arena, with a wealth of 
knowledge and experience in both the 
United States and internationally,” said 
Christopher Hilbert, president of Steadfast 
Companies.

CIG Capital Advisors 
appoints managing director

CIG Capital Advisors promoted Ken-
neth G. Chaput, previously an executive 
vice president at NorthStar Financial Part-
ners, to oversee the firm’s compliance and 
operations, according to its founder. 

Chaput has also served as the head 
of compliance and 
operations for sev-
eral firms including 
Seger Financial and 
CCM Financial.

“Kenny’s exper-
tise and experience 
will allow him to 
take CIG to the next 
level,” said Osman 
Minkara, founder 
and managing prin-

cipal of CIG Capital. “We are enthusiastic 
about the future of CIG and look forward 
to building it together as one team.”

Provasi Capital recruits 
Franklin Square president 

Provasi Capital hired former Franklin 
Square Capital President Lance Murphy 
to lead its distribution expansion efforts, 
the firm said.  

“Lance brings an incredible track re-
cord of success and is immensely qual-
ified to lead critical strategic initiatives 
across our enterprise,” said Provasi 
Capital Partners CEO, Frank Muller. “He 
led one of the most successful distribu-
tors in our industry during this decade 
and we believe his talents will help us 
further deliver on our brand promise.”

Prior to joining Provasi Capital Part-
ners, Murphy head leadership position in 
the distribution divisions at Hines Securi-
ties and Van Kampen Investments.  MME 

News Scan by Sarah Martinson

NEWS SCAN

forging relationships with firms that bring 
particular expertise and experience to 
specific mandates,” said Vanguard CEO 
Bill McNabb. “Our long-term approach 
and in-depth engagement with firms en-
sures strong and stable advisory teams 
that offer differentiated, but complemen-
tary investment approaches to the benefit 
of our clients.

Transamerica launches 
new line of strategic beta ETFs 
Transamerica announced the launch of 

four strategic beta ETFs. The funds have 
been designed with risk-management 
features crafted into their equity strate-
gies, according to the firm. 

Transamerica’s goal for its DeltaShares 
ETFs is to give investors an opportunity 
to invest in rising equity markets while 
decreasing the risk of falling markets. The 
ETFs all have expense ratios lower than 
0.5%, according to the company. 

The DeltaShares S&P 400 Managed 
Risk ETF (DMRM) and DeltaShares S&P 
600 Managed Risk ETF (DMRS) both 
have expense ratios of 0.45%. The Del-
taShares S&P 500 Managed Risk ETF 
(DMRL) and the DeltaShares S&P Inter-
national Managed Risk ETF (DMRI) have 
expense ratios of 0.35% and 0.50% re-
spectively. 

To control volatility, DeltaShares ETFs 
track the S&P Managed Risk 2.0 Index 
Series. 

BATS adds 30 new iShares funds
Thirty new iShares funds have been 

added to the BATS ETF Marketplace, ac-
cording to the company. With the new 
additions, topping nearly $110 billion in 
combined AUM, the exchange now lists a 
total of 75 iShares funds.

“We have worked tenaciously and 
creatively to ensure the BATS ETF Mar-
ketplace provides the best opportunity 
for issuers to realize the true potential of 
their funds — both new and existing — 
and believe this is epitomized in today’s 

transfer of 30 iShares funds,” said Laura 
Morrison, senior vice president and glob-
al head of exchange-traded products at 
BATS. 

“The iShares team have been endur-
ing and exceptional teammates and we 
are proud to expand our relationship by 
providing the highest quality markets and 
services for their investors.”

Nationwide Funds names 
new head of investment research
Nationwide Funds appointed former 

Nuveen Portfolio Manager Mark Hackett 
to head of investment research, the firm 
said.

Hackett is now responsible for leading 
Nationwide Funds’ capital market analy-
sis and mutual funds thought leadership 
efforts, according to the firm. Hackett 
has been tasked with developing educa-
tional content for the firm’s advisors and 
their clients. He will report to Christopher 
Graham, chief investment officer for Na-
tionwide Funds.

“[Hackett] has expertise in developing 
content to educate internal and external 
audiences on the financial markets with 
the ability to communicate in an easily un-
derstood format,” Graham said.

Prior to joining Nationwide, Hackett 
held research roles for both Nuveen and 
Vanguard, according to Nationwide.

Steadfast hires global 
credit fund president 

Michael A. Tamasco, the former man-
aging director of Optima Fund Manage-
ment, was named global credit fund 
president at the Steadfast Alcentra Global 
Credit Fund, an unlisted closed-end fund 
advised by Steadfast Investment Adviser, 
an affiliate of Steadfast Companies, and 
sub-advised Alcentra NY.

In addition to serving as president at 
Optima,  a hedge fund and multi-product 
alternative investment firm, Tamasco 
was head of North American business 
development.

PRODUCTS

Kenneth G. Chaput

ARRIVALS
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Pressure is mounting on active stock 
pickers as a decade-long shift in invest-
ment toward lower-cost and better-per-
forming passive products continued 
through 2016, according to a survey by 
the Boston Consulting Group. The Mar-
kets in Financial Instruments Directive, 
known as MiFID II, is coming into force 
in January and will prompt managers in 
the European Union to review how they 
obtain and use research, opening the door 
to alternative approaches including greater 
use of quants and big data.

BlackRock, BNP Paribas, Man Group 
and Deutsche Bank are among many 
firms bolstering their quantitative opera-
tions by adding resources and finding new 
ways to incorporate computer models and 
data science into their research.

Of the 153 managers overseeing a total 
of $43 trillion surveyed by BCG, less than 
half reported using big data and analytics 
beyond common analysis and reporting 
tools.

PERFORMANCE LAG
BCG found that 11 of the 15 worst-per-

forming product categories in the U.S. 
were in active strategies while all the top 
ones were passive, with a similar trend in 
Europe and Asia-Pacific. That may push 
stock pickers to adopt more quantitative 
methods ranging from semantic analysis 
to trading algorithms, statistical analysis 
and visualization tools that present data in 
a more meaningful way.

“Asset managers are forming quant 
teams that can help stock pickers improve 
their investment processes,” said BCG 
Principal Helene Donnadieu. “For firms 
with over $400 billion in assets, there can 
be as many as 50 people structuring data 
to create new analysis tools for portfolio 
managers. There is experimentation and 
significant investment.”

The European Union is initiating Mi-
FID II to bring more transparency to trad-
ing and boost returns for clients of asset 
managers and banks. With the introduc-
tion of the rules, funds will be setting aside 
budgets for broker research and assigning 

costs among teams, bringing closer scru-
tiny to their data needs and the value the 
information brings to each fund.

MAKING TOOLS
BNP Paribas Asset Management will 

enhance its proprietary research and 
merge its quantitative and fundamental 
investment teams, it said. The Paris-based 
asset manager, which oversees $681 bil-
lion, plans to grow in a market it sees as 
being “polarized” between cheaper pas-
sive products and actively managed funds. 
The entity will oversee about $118.3 billion.

“We have started to exploit data analyt-
ics as well as artificial intelligence in our 
investment process as well as our coverage 
model,” said Kai Bald, head of digital at 
Deutsche Asset Management. Digitaliza-
tion will fundamentally change the face 
of the asset-management industry, he said.

BlackRock CEO Lawrence D. Fink 
reorganized the firm’s stock-picking di-
vision in March saying he sees comput-
er models and data science as the future 
of active-equity management. The firm 

moved $6 billion of the $201 billion run 
by traditional stock pickers into cheaper 
quant funds and fired more than 30 peo-
ple in its active-equities group.

Man Group hired William Ferreira 
from hedge fund Florin Court Capital as 

head of machine learning for its GLG unit, 
indicating the growing importance of 
quantitative techniques at a division that 
relies on fundamental analysis to bet on 
stocks and bonds. 

Peers such as Point72 Asset Manage-
ment and BlueMountain Capital Manage-
ment have also been at the forefront of the 
push by fundamental firms to incorporate 
quantitative models and big data.  

Traditional active equity managers are 
“badly compromised” without the use of 
quant tools, said Geoffrey Mills, a Lon-
don-based sales director at Oppenheimer. 
“MiFID II is an excuse for the buy-side 
to re-shape their models and take down 
costs. There will be less travel and fewer 
conferences. It will be more economical 
and less fun for the fundamental buy-
side.”- Bloomberg News  MME 
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“Asset managers are forming quant teams that 
can help stock pickers improve their investment 
processes.”

Helene Donnadieu, principal, Boston Consulting Group

The tech challenged posed by the MiFID rule
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to raise execution standards, electronic 
trading comes to play a significantly more 
important role in the compliance process.

That is especially the case in a market 
as complex and fragmented as municipal 
bonds. Although about half the size of the 
U.S. corporate bond market in value, the 
muni market features about 20 times the 
number of securities and about 10 times 
the number of issuer entities, by one re-
searcher’s estimate. Those totals include a 
complicated variety of coupons and struc-
tures, as compliance officers can attest. 
It’s not surprising that a large number of 
muni issues trade rarely.

Electronic trading proves especial-
ly valuable in markets such as municipal 
bonds, where liquidity is highly dispersed 
and discontinuous. Market participants 
gain the power to conduct price discovery 
efficiently across a broader range of poten-
tial counterparties, identifying trading op-
portunities not available to them through 
typical voice and messaging channels. 
Adding to the power of electronic trad-
ing in the municipal bond market in the 
last several months is the emergence of an 
all-to-all marketplace, in which dealers as 
well as asset managers can interact with 
one another on an anonymous basis.

Market participants who embrace fully 
integrated electronic trading strengthen 
their ability to achieve and validate best 
execution. Overall, electronic trading puts 
them in a better position to assess market 
quality across multiple sources of liquidity, 
audit their activities, measure their out-
comes, fine-tune policies, manage opera-
tional risks and respond to customers.

RULE G-18’S EXECUTION STANDARD
Reflecting the muni market’s com-

plexities and its over-the-counter status, 
regulatory views on best execution have 
evolved slowly. The Municipal Securities 
Rulemaking Board put into effect its first 
explicit rule for best execution last year.

MSRB Rule G-18 creates “an or-
der-handling and transaction-execution 
standard.” The rule requires dealers to ex-
ercise “reasonable diligence” to determine 

the best market in the security it seeks 
to trade on behalf of a customer. Then 
dealers must buy or sell securities in that 
market so that the resulting price to the 
customer “is as favorable as possible under 
prevailing market conditions.”

In its guidance, MSRB instructed 
dealers to establish policies spelling out 
how they meet the standards, and to re-
view these annually in light of changes in 
market conditions and market structure, 
among other factors. The standard does 
not apply to investors with at least $50 
million in assets as long as they affirm that 
they meet the MSRB definition of “sophis-
ticated municipal market professionals,” 

or SMMPs. Also excluded are inter-deal-
er trades, though customer trades cleared 
through another dealer are covered. 

It was in the context of identifying the 
“best market” that the MSRB took note of 
the growing importance of electronic trad-
ing in its guidance in late 2015. Since then, 
the emergence of the “all-to-all” electronic 
marketplace has begun to change the con-
text for addressing the MSRB’s standard. 
By bringing together bids and offers of 
major national and regional dealers as well 
as institutional investment managers, the 
“all-to-all” environment provides a previ-
ously unavailable, dynamic view of mar-
ket quality and conditions incorporating a 
wide range of liquidity sources. 

Potential buyers and sellers see not only 
levels offered by dealers, but those offered 
by investment managers, as well.

OPERATIONAL BENEFITS
With these pricing and liquidity in-

sights come a number of significant oper-
ational advantages. At the pre-trade stage, 

pricing history and current quotes are eas-
ily viewed, as well as evaluative data from 
two widely used sources. Pre-trade and 
post-trade integration with order man-
agement systems helps manage exposures 
and reduce risks. Rounding out these effi-
ciencies is automated settlement.

Of prime importance to the compli-
ance process is the detailed audit trail 
generated by electronic trading. This gives 
compliance staff a record of market condi-
tions and levels available at the time of the 
trade. Audit trails open the way for post-
trade analysis and provide relevant data 
for the annual reviews of dealers’ policies 
and procedures required by Rule G-18. For 

investment managers, the audit trail can 
help them assess the quality of execution 
they are receiving.

As has been seen in other fixed-income 
categories, electronic trading starts slowly 
and then adoption rates over time tend to 
accelerate. Though in its early stages, all-
to-all trading is poised to become a more 
important factor in the consolidation 
of muni market liquidity as investment 
managers grow more comfortable “mak-
ing” prices as well as “taking” them. In 
that scenario, best execution — how to 
achieve and validate it efficiently and cred-
ibly — looks likely to remain among the 
leading factors driving increased adoption 
of electronic trading in the muni market 
in the months and years ahead.  MME 

Hardy Manges is head of municipal 
dealer sales at MarketAxess, responsible 
for new business development and strate-
gy, training, and relationship management 
with dealers in the institutional municipal 
market.

MUNI
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Adding to the power of electronic trading in the 
municipal bond market in the last several months is 
the emergence of an all-to-all marketplace, in which 
dealers as well as asset managers can interact with 
one another on an anonymous basis.
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An edited transcript of the conversa-
tion follows.

What are some  changes you’ve no-
ticed in the brokerage space?

The business is going through a lot of 
change, no surprise. I will tell you that it 
pays to be with a big brand today.

We are seeing a nice trend, which is 
we’re finally getting folks out of wirehous-
es. What’s happened as of late is we’re get-
ting guys from Merrill Lynch, Wells Fargo 
and Morgan Stanley. I think some of the 
cache of working at a wirehouse has left. 

The other piece is technology. If you 
think about systems that we use, most of 
us use the same stuff. We all use Mon-
eyGuidePro for financial planning, we’re 
all connected to Morningstar, and we use 
Salesforce and SMARTworks for CRM. So 
the notion that if you’re not at a wirehouse 
you don’t have access to all this technology, 
that also is starting to subside.

How have you managed the institu-
tional aspect of the business?

We have made big strides in the adviso-
ry space but we don’t have a lot of product. 
Our advisory business is up significantly 
in the last few years. It wasn’t a big focus of 
the firm before I got there, but after com-
ing here from Merrill, [it was a mission] to 
do a way better job at financial planning 
and at advisory.

There are three big things that have led 
to our success in advisory. First and fore-
most, we have a great advisory platform, 
which we didn’t have before. We literally 
relied on third parties, that’s all we had 
for a long time. We had no proprietary 
solution. So now we have advisory wealth 
solutions platforms powered by Folio and 
we’ve got $9 billion, that’s a good chunk 
of change.

When I started here, 62% of our revenue 
was transactional, 28% was reoccurring to 
advisory. We flipped that, and today, three-
and-a-half years later you’re at 28% trans-
actional revenue and 62% advisory. One 
factor was that we needed a better team. 
We had no field-facing resources. 

Our advisory sales team now will go 
into offices because like most places, reps 
knew they needed to do more advisory, but 
they didn’t know how: ‘I don’t know how 
to build models.’ I could build a portfolio; 
you manage it and trade it. ‘Do I need dis-
cretion, don’t I need discretion?’ As silly as 
that just sounded, that’s kind of what hap-
pened. They wanted it, but they just need-
ed a woman or a man to walk in and show 
them the technology and make it work. 

That sounds easy enough.
It hit the next level about a year and a 

half ago because after you figure out how 
to use the technology, and you don’t have 

to handle the trading and the modeling 
and the proposaling, you then tell us what 
you really don’t like is all the paperwork. 
Unlike a brokerage where you write an 
ETF trade or stock trade and it takes five 
minutes, just don’t make an error because 
then you’re paying for it on your own, but 
that’s a different story.

Some of these independents, it’s one 
man, one woman operation, they work in 
their house, right, or they work in an of-
fice, that hasn’t changed in the IBD space. 
You’re lucky if you can get two folks in the 
same town that will share office space, 
right, maybe an assistant. But the paper-
work is daunting.

We launched a program about 18 
months ago called our Advisory White 
Glove Service Team, and they take care of 
all of that. They’ll help you fill out all the 
paperwork, they’ll show you how to do 
it, in many cases they’ll do it for you, and 
then all you have to do is allocate and put 
the portfolio together. So you’ll do your 
own proposaling and trading. And that 

made a significant difference because all 
these smaller offices allowed us to quickly 
added scale.

It’s like anything in business, and may-
be old school business — if you see oppor-
tunities to grow, you need to put muscle 
and resources behind them. I think we’ve 
been able to do that.  We’ve identified gaps 
to success and then have gone in and tried 
to restructure it to make sure that people 
are getting what they need. 

We’ve noted advisers are seeking help 
from firms on products and planning.

This year in January we launched a fi-
nancial planning team. If you’re an advisor 

today at Voya, we’ll do financial plans for 
you and for your clients. Most firms will 
say you’ve got to be good in advisory and 
we want you to do more financial plan-
ning. Advisers will agree, but then wonder, 
‘Now what, I’ve got to go get a CFP? First of 
all, I’ve got to make a living, I can’t go to all 
these classes myself.’

We had a group called the advanced 
sales team, and all they took 12,000 phone 
calls in 2015, answering all kinds of tax-re-
lated questions and trust-oriented ques-
tions. It became pretty apparent that we’ve 
got a big need here, why don’t we just so-
lidify the team and then we’ll get the pro-
posaling done, you guys can help do the 
financial plan for them, and that’s what’s 
taken place.

And so through financial planning, 
what we found is, I’m probably a great ex-
ample, I’m an investment guy, I worked 
at Putnam, I worked at Merrill and I 
work here, I know investment and I know 
product. 

If you said to me let’s do a financial 

VOYA 
from page 1

Q&A

“We’ve identified gaps to success and then have 
gone in and tried to restructure it to make sure 
that people are getting what they need.”

Tom Halloran, president, Voya Financial Advisors
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plan and does this client have enough life 
insurance or not, I might be able to figure 
it out by asking someone else, but I don’t 
know that stuff well. But we have people 
that work at Voya that know life insurance 
amazingly well. 

What sort of changes did you make to 
comply with the fiduciary rule?

So away from third party tools, we 
haven’t done any changes there. I will tell 
you this, you wouldn’t believe how many 
people have third-party solutions that they 
want to sell me, right, that world is vast. 
But what I would say, I think we have bet-
ter integration at the model level. When 
you look at fee comparison worksheets, 
this is a big change in the space where you 
could just say, hey, I sat down with the cli-
ent and we talked about a couple of things 
and I bought this product.  

Now what’s being asked of advisors 
is show your work. I think about my son 
in the fifth grade math class: ‘You got all 
the right answers, they’re right there, but 
where’s the work?’ 

‘Well that was on the piece of scrap pa-
per that I threw away.’ 

Now that scrap piece of paper is at-
tached to that application, I showed you 
what these fees were, and I think that is 
probably the biggest change is that advi-
sors are being asked to show their work 
and at the same time mention alternative 
products that you didn’t use. 

That’s a big change, because before you 
could say that you had the conversation 
but there was no visible documentation. 
And so as fiduciaries you need to your 
recommendations to be defensible. I don’t 
want that to come off too defensive, but 
the reality of it is we’re back to showing 
our work.

You still have some reservations about 
the rule? 

I don’t think anyone would argue for 
some revision of the DoL rule. Mostly I 
think we all want the SEC to come back 
in and regulate both qualified and non-
qualified. 

Let’s just have a uniform standard. If 
they come up with a uniform standard 

then I can live with that. And then a lit-
tle more clarity on certain points, such as 
what’s our favorite, reasonable compensa-
tion, what does that really mean?

From a firmwide persspective, are 
there any innovations that Voya is mull-
ing over? 

For me, specifically, what I’d say is robo 
is of interest. I don’t have one yet, I want 
one, it’s just a matter or how and when. I 
think this whole notion of digital advice 
is going to continue to grow and develop. 
And if you look at some of the firms, some 
of them are better at it than others. Better-
ment has a huge name in the marketplace, 

but they don’t manage a lot of money; $3 
billion is a plan at most firms like us or 
Merrill Lynch.”

I think digital advice and robos are 
things that I’d like to do more of going 
forward. 

What is Voya doing to attract younger 
employees in the retirement space spe-
cifically?

One of the things that we have the ben-
efit of is constantly signing up either new 
hospitals or new universities. That’s real-
ly what it is, it’s a 403(B), 457 plan market. 
They’re constantly looking for younger 
professionals to come in and be enrollers.

It’s hard work, though. A 55-year-old 
guy doesn’t want to walk in and say, ‘Hey, 
I’m knocking on your window because I 
saw you walk into work, do you want to 
sign up for the 403(B) plan?’ But you’ve got 
to pay your dues in some way. 

So as that continues to be a growth 
business for us, I’m fortunate enough to 
bring in younger people that other firms 

don’t have the ability to attract. 
Once you get into the firm, we have big 

meetings and conferences like most firms 
do, and young employees get a chance to 
meet and greet and develop relationships.

How do you view competition in the 
IBD space?

I still think you’re going to see consoli-
dation. One of the things that we did very 
well, and I’ll give credit to my boss and the 
executive committee at Voya, when the 
DOL came out and all the rumblings that 
we heard, we didn’t stop. 

We didn’t spend money and we didn’t 
make any bets. I’m considered a large IBD 

because I have 2,000 reps, so I think the 
larger firms will continue to start grabbing 
the small ones. I think it’s just a matter of 
time. 

There’s a lot of talk of IPOs right now, 
AXA is doing one next year, there’s talk 
that John Hancock might be spun off. 
What lessons do you think Voya learned 
that put the firm ahead of the pack since 
you were spun off in 2013?

If you think about it, in May of 2013 the 
stocks went off at $19.50, I believe the high 
was $44, and we’re probably about $37 to-
day, not that I own any. Like anyone else, 
it’s all about shareholder value. 

When you want to create shareholder 
value and if they think an IPO is better 
than a sale or a partial sale with differ-
ent business units, then that is what they 
should do. It obviously worked for Voya. 

It will be hard to argue that when you 
don’t double your stock price in less than 
a five year period of time, that’s actually 
pretty good.  MME 

Q&A

“I think digital advice and robos are things that 
I’d like to do more of going forward.”
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Ticker 1-Yr. Return
(%) 

3 YR 
Returns (%)

Expense 
Ratio

Fund Assets 
(millions)

T. Rowe Price Global Technology PRGTX 36.48 23.39 0.90% $4,966

iShares PHLX Semiconductor ETF SOXX 43.47 22.64 0.48% $1,081

VanEck Vectors Semiconductor ETF SMH 36.55 22.37 0.35% $762

RMB Mendon Financial Services RMBKX 34.16 20.66 1.42% $575

Columbia Seligman Global Technology CSGZX 34.44 20.61 1.15% $1,060

Fidelity Select Semiconductors FSELX 31.89 20.40 0.75% $3,053

Columbia Seligman Comms & Info R4 SCIOX 33.78 20.00 1.03% $5,535

PowerShares S&P SmallCap Info Tech ETF PSCT 29.99 19.92 0.29% $547

Columbia Global Technology Growth CMTFX 35.74 19.54 1.11% $785

SPDR S&P Biotech ETF XBI 30.46 19.08 0.35% $3,913

First Trust Dow Jones Internet ETF FDN 29.54 19.07 0.54% $4,605

iShares North American Tech-Software ETF IGV 29.25 19.03 0.48% $1,105

Oppenheimer Global Opportunities OGIYX 36.74 18.89 0.94% $5,612

Virtus KAR Small-Cap Growth PSGAX 30.00 18.60 1.50% $1,131

Fidelity Select Technology FSPTX 41.54 18.51 0.76% $5,415

First Trust NASDAQ-100-Tech Sector ETF QTEC 38.23 18.42 0.60% $2,040

iShares US Medical Devices ETF IHI 16.42 18.12 0.44% $1,629

Fidelity® Select Medical Equip & Systems FSMEX 14.45 17.98 0.76% $4,052

iShares US Aerospace & Defense ETF ITA 29.79 17.49 0.44% $3,478

Janus Henderson Global Technology D JNGTX 34.42 17.34 0.88% $1,933

 
Data as of July 28. Source: Morningstar

To take stock of the equity markets’ winners, we cast a wide net across industries and cap size. Any mutual fund or ETF that had at least $500 
million in assets was considered. Of those funds, here we list those with the 20 highest three-year annualized returns. 

The average three-year return on the list is 19%, compared to 11% for the S&P 500. The average one-year gain was 16.4%, compared to 11.6% 
for the S&P benchmark. Not surprisingly, there wasn’t a lot of diversification among the top funds as technology dominated the gains in recent 
years. As always, we included expense ratios for each fund, which ranged from about a third of percentage point to 1.5%. The average was 76 
basis points. MME

Mutual funds and ETFs over $500M in AUM with the best 3-year returns

DATA SHOWCASE
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 Total Total Total    Municipal  Total Developed Emerging
Date long term equity domestic Large cap Mid cap Small cap multi cap     Other world markets market

WorldDomestic
Equity

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

Source: Investment Company Institute

Mutual fund flows
($ millions)

Estimated weekly net new cash flow

Monthly net new cash flow

7/26/2017 3,684 -960 -3,124 -926 -619 -433 -1,097 -50 2,163 1,664 499
7/19/2017 8,278 1,118 -3,327 -1,169 -399 -282 -1,386 -91 4,445 3,845 600
7/12/2017 -2,912 -5,033 -8,970 -4,695 -1,829 -830 -1,053 -563 3,937 3,670 267
7/5/2017 -2,297 -6,422 -8,321 -1,823 -1,625 -799 -3,713 -361 1,899 1,999 -100
6/28/2017 3,089 344 -1,770 -1,202 -555 -155 59 83 2,115 1,880 234

6/30/2017 7,307 -9,490 -18,502 -13,229 -3,209 -2,247 1,928 -1,746 9,012 7,432 1,580
5/31/2017 25,908 2,614 -9,294 2,766 -2,369 -2,182 -5,282 -2,227 11,908 8,336 3,572
4/30/2017 808 -11,933 -19,648 -5,056 -4,129 -2,006 -7,082 -1,375 7,715 5,848 1,867
3/31/2017 11,787 -14,849 -13,912 -1,715 -1,040 -1,086 -7,656 -2,415 -936 -819 -117
2/28/2017 26,712 3,661 -2,765 -1,235 491 699 -2,094 -626 6,425 5,520 905
1/31/2017 10,613 -8,298 -11,051 778 -886 983 -10,611 -1,314 2,753 1,693 1,060
12/31/2016 -56,061 -33,606 -26,962 -10,891 -975 -816 -12,196 -2,085 -6,643 -5,819 -824
11/30/2016 -52,595 -28,475 -26,087 -8,244 -1,853 -291 -11,078 -4,621 -2,388 -1,241 -1,147
10/31/2016 -32,973 -38,068 -31,450 -8,576 -5,330 -2,538 -12,213 -2,793 -6,619 -6,400 -219
9/30/2016 -9,013 -22,382 -15,275 -152 -1,653 -1,086 -10,118 -2,264 -7,108 -6,201 -907
8/31/2016 -9,939 -32,418 -24,807 -5,504 -3,373 -1,726 -12,747 -1,458 -7,611 -7,383 -228
7/31/2016 -15,322 -37,875 -31,402 -11,922 -5,177 -3,381 -9,035 -1,887 -6,473 -6,281 -192
6/30/2016 -14,516 -18,967 -14,678 1,099 -4,404 -1,576 -7,777 -2,020 -4,289 -4,292 3
5/31/2016 -5,863 -17,643 -17,550 -4,178 -3,538 -1,188 -7,131 -1,516 -93 -1,284 1,191
4/30/2016 -4,673 -23,921 -19,388 -5,800 -3,334 -2,405 -7,307 -542 -4,533 -3,633 -899
3/31/2016 14,663 -9,851 -9,701 -5,468 -1,321 93 -2,667 -338 -149 1,274 -1,423
2/29/2016 8,129 8,417 -2,374 2,072 -2,878 -367 -544 -657 10,791 10,189 602
1/31/2016 -20,767 -4,966 -15,479 5,587 -5,919 -2,888 -7,306 -4,952 10,514 10,753 -239
12/31/2015 -76,124 -36,806 -25,416 -5,347 -5,169 -4,121 -8,240 -2,539 -11,390 -7,233 -4,157
11/30/2015 -30,057 -20,575 -19,537 -6,164 -3,542 -3,591 -5,978 -262 -1,038 813 -1,850
10/31/2015 -7,669 -9,877 -11,881 -7,227 -725 -1,977 -2,958 1,006 2,003 3,132 -1,129
9/30/2015 -34,455 -9,401 -14,898 -5,318 -1,007 -1,976 -3,541 -3,055 5,497 7,749 -2,251
8/31/2015 -39,250 -9,347 -17,562 -3,927 -2,773 -1,425 -6,122 -3,315 8,215 11,440 -3,225
7/31/2015 -19,131 -9,547 -27,907 -14,811 -2,613 -986 -9,431 -66 18,361 18,857 -497
6/30/2015 5,290 -2,984 -16,597 -8,620 -1,026 -771 -5,858 -322 13,613 13,218 395
5/31/2015 3,012 -3,815 -16,725 -5,933 -416 -1,912 -8,096 -368 12,911 12,565 345
4/30/2015 5,589 -1,436 -19,649 -9,967 -2,082 -735 -6,992 128 18,212 15,497 2,715
3/31/2015 14,764 5,077 -8,599 -1,372 -501 -1,013 -6,753 1,041 13,676 10,264 3,412
2/28/2015 29,530 8,951 1,759 2,356 586 -997 -3,123 2,937 7,192 5,902 1,290
01/31/2015 25,706 13,060 6,647 9,751 -1,390 -1,794 -4,227 4,306 6,412 5,425 987

SCORECARD
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