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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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PROBES, on page 12

SPECIAL REPORT, on page 6 

Asset management 
executives are focused 
on AI, ETF rules and 
various other trends 
as the new year begins. 
Of the eight execs who 
spoke with Money Man-
agement Executive, two 
tagged the further pro-
liferation of ESG as a key 
topic to watch in 2020.  

“It’s going to become 
increasingly more important for financial pro-
fessionals to understand the potential benefits 

of sustainable investing,” 
says Hartford Funds’ 
head of sustainability, 
Anita Baldwin. 

Conor Platt, founder 
of Confluence Analytics,  
says, “Investors who are 
clamoring for ESG solu-
tions are quickly discov-
ering that ... off-the-shelf 
investment strategies fail 
to deliver.”  

To read more of what Baldwin, Platt and six 
other execs have to say, read our special report.

OPERATIONS: ESG, AI and ETFs top-of-mind for 2020
By Rebecca Stropoli

SPECIAL REPORT: ASSET MANAGEMENT TRENDS

Anita Baldwin, head of 
sustainable investing, 
Hartford Funds

Conor Platt, founder 
of Confluence Analytics

Smaller asset managers are get-
ting creative as they look to take the 
fight to the likes of BlackRock. Meet 
the Boa Constrictor. 

The UFC heavyweight best known 
for winning bouts with a rare judo 
chokehold burst onto the ETF scene 
earlier this year as an unlikely advo-
cate for a cannabis fund run by ETF 
Managers Group. 

At a dinner arranged by the issuer 
in midtown Manhattan last month, 
Boa — real name Alexey Oleynik — 
taught impromptu lessons on how to 
throw a punch, and flexed for tough-
guy photos in a shirt branded with 
the company’s logo.

It may seem like a gimmick, but 
the intent is serious: Oleynik is bring-
ing ETFMG to the masses, bearing 

STRATEGY: Small 
funds seek help from 
wrestlers, astronauts 

Source: Investment Company Institute

Total value of ETF shares issued 
exceeded redemptions by $14.83B 
for the six-day period ending 
Nov. 26 (millions)

By Claire Ballentine

WRESTLERS, on page 11

REGULATION: Morningstar probes ‘modern conflict’

Widespread industry practices with serious 
potential conflicts of interest remain shrouded in 
mystery, according to Morningstar. The indepen-
dent investment research giant is calling for great-
er clarity from asset managers and broker-dealers 
about revenue sharing — which a new study by 
Morningstar defines as “a variety of opaque ar-
rangements” posing impacts on advisors’ mutual 
fund recommendations.

Educational conferences, select fund lists and 
the type of revenue sharing Morningstar views as 
most likely to affect fund flows make up some of 
the most common forms of revenue sharing. But 
disclosure is often spotty at best, according to a 
recent whitepaper.

Mysteries about the level and nature of kick-
back payments contrasts with other conflicts of 
interest. The SEC has leveled some 100 cases in 
2019 relating to 12b-1 fee disclosures, and bun-

dled funds with distribu-
tion expenses and commis-
sion loads have sustained 
outflows for years.

The now-vacated fiducia-
ry rule accelerated the long-
term shift toward cheaper, 
higher-quality share class-

By Tobias Salinger
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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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11/26/2019 11/20/2019 11/13/2019 11/6/2019 10/30/2019

Equity -10,676 -9,577 -7,214 -12,705 -11,543

Domestic -7,148 -7,997 -6,907 -12,590 -7,285

World -3,528 -1,580 -307 -115 -4,258

Hybrid -781 -504 -379 -771 -916

Bond 4,821 9,539 7,365 12,649 6,893

Taxable 2,478 7,230 5,755 10,857 5,550

Municipal 2,343 2,309 1,611 1,792 1,343

Total -6,636 -542 -228 -826 -5,566

ETF estimated net issuance

Source: Investment Company Institute

($ millions)

INDUSTRY HIGHLIGHTS

CARLYLE, T&D BUY MAJORITY STAKE IN 
AIG-OWNED INSURANCE FIRM

Carlyle and T&D Holdings, the parent of 
one of Japan’s largest life insurers, agreed to 
buy the majority of AIG subsidiary Fortitude 
Group Holdings for about $1.8 billion, ac-
cording to a statement. Carlyle, with a small 
group of investors, agreed to increase their 
ownership to 71.5%. T&D also bought 25%. 
AIG will continue to retain a 3.5% stake. 

The initial deal Carlyle made with AIG in 
August 2018 came with an agreement that 
brought Carlyle $6 billion from Fortitude to 
put in its private equity, credit and real asset 
groups.

The firm hired Brian Schreiber, the top 
dealmaker at AIG, three years ago as co-
head of the financial services team. The 
transaction is expected to close in mid-2020.

VANGUARD OPENS NEW OFFICE BUILDING
Vanguard opened a new 225,000 sq.-ft. 

office on the firm’s 87-acre Malvern West 
campus.

The new Neptune building will accom-
modate approximately 1,350 members of 
Vanguard’s Retail Investor Group. It will also 
features an energy-efficient LED lighting sys-
tem, enhanced energy commissioning, and 
sections of green roof access. Four electric 
vehicle charging stations will also be avail-
able to crew members working in the Nep-
tune building, in addition to those already 
installed across Vanguard’s Pennsylvania, 
Arizona and North Carolina campuses — 
which resulted in a greenhouse gas reduction 

of more than 303,500 pounds in 2018.

PRODUCTS

VANGUARD TO INTRODUCE NEW 
INTERNATIONAL BOND INDEX FUND

Vanguard announced the launch of their 
new, broad market international bond index 
fund, Vanguard Total International Bond II. 
The fund will serve as the international fixed 
income component for the firm’s Vanguard 
Target Retirement series and LifeStrategy 
Funds.

The new fund will mirror the investment 
strategy of Vanguard Total International 
Bond Index Fund and will seek to track the 
same benchmark index, Bloomberg Bar-
clays Global Aggregate ex-USD Float Ad-
justed RIC Capped Index.

SEC APPROVES SEMI TRANSPARENT 
ETFs FROM T. ROWE

The SEC granted preliminary exemptive 
relief to T. Rowe Price to offer semi transpar-
ent ETFs. While the preliminary approval 
clears an important hurdle toward T. Rowe 
Price offerings, additional regulatory steps 
must take place before the firm can launch 
any new ETFs. 

T. Rowe Price is still determining which 
investment strategies may be available as 
semi-transparent ETFs, though it will be-
gin by offering certain U.S. equity strategies, 
according to the firm. The semi-transparent 
structure, an alternative to the daily port-
folio disclosure structure used by conven-
tional transparent ETFs, would allow the 
firm to deliver its active strategies in an ETF 
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wrapper without disclosing information that 
could be harmful to the interests of fund 
shareholders.

CAIXA ADOPTS BLOOMBERG ASSET 
MANAGEMENT SOLUTIONS 

CAIXA Asset Management, one of the 
largest asset managers in Brazil and Lat-
in America, with more than $370 billion 
in assets under management, has adopted 
Bloomberg’s Asset and Investment Manager, 
according to the firm.

CAIXA AM will use the full suite of 
Bloomberg AIM solutions, including port-
folio analytics and risk management, trade 
execution and compliance tools. In addition, 
the consistency of data, execution and flow 
of operations available through Bloomberg 
AIM, will support the future growth of 
Caixa’s business. 

The asset manager also expanded sub-
scriptions to the Bloomberg Terminal, the 
technology platform used by the world’s 
leading business and financial professionals 
for data, news and trading in any asset class.

DIREXION LAUNCHES 
NEW LEVERAGED ETFs

Direxion launched the Direxion Daily 
S&P 500 High Beta Bull and Bear 3X Shares 
and the Direxion Daily Dow Jones Internet 
Bull and Bear 3X Shares funds, the firm says. 

The funds seek to achieve triple the in-
verse of the daily performance of the S&P 
500 High Beta Index and Dow Jones Internet 
Composite Index.  Like all leveraged ETFs, 
this Direxion product is intended only for 
investors with an in-depth understanding of 
the risks associated with seeking leveraged 
investment results, and who plan to actively 
monitor and manage their positions. 

MGEX LAUNCHES FUTURES ON 
SPIKES VOLATILITY INDEX

Miami International Securities Exchange 
and the Minneapolis Grain Exchange, a 
designated contract market and derivatives 
clearing organization, reported the launch 
of futures on the SPIKES Volatility Index. 

Available on MGEX via the CME Globex 
platform, the firm says Spikes Futures acts as 
a cost-effective choice to the current volatile 
trading market. “The futures volatility trad-

ing market has been unnecessarily closed 
off to competition, and the marketplace has 
suffered as a result of a lack of choice and 
innovation. We believe that Spikes Futures 
is the solution,” says MIAX CEO Thomas 
Gallagher.

TIMOTHY PARTNERS EXPANDS ETF LINEUP
Timothy Partners, advisor to the Timo-

thy Plan family of funds, launched two new 
ETFs aimed at Christian-themed investors, 
according to the firm.

The funds, the Timothy Plan U.S. Small 
Cap Core ETF (TPSC) and Timothy Plan In-
ternational ETF (TPIF) carry expense ratios 
of 0.52% and 0.62%, respectively. 

 “To continue our mission of providing 
Christians with relevant investment prod-
ucts that do not compromise their values, 
we are excited to again partner with Victory 
Capital to launch these two additional Tim-
othy Plan ETFs,” says Timothy Plan founder 
Art Ally

ARRIVALS

PORTFOLIO MANAGER JOINS 
EATON VANCE MANAGEMENT 

Eaton Vance Management announced 
that G.R. Nelson, member of the firm’s eq-
uity team since 2004, will join Michael A. 
Allison as a portfolio manager. 

Nelson and Allison will now co-manage 
the Eaton Vance Enhanced Equity Income 
Fund (EOI), the Eaton Vance Risk-Managed 
Diversified Equity Income Fund (ETJ) and 
the Eaton Vance Tax-Managed Diversified 
Equity Income Fund (ETY). 

Nelson is a vice president at the firm and 
is currently an equity analyst. 

VANGUARD MAKES INVESTMENT 
MANAGEMENT APPOINTMENTS

Vanguard has made various appoint-
ments across its investment management di-
vision as part an ongoing effort to build and 
expand the capabilities of its global team of 
more than 500 portfolio managers, analysts 
and traders, according to the firm.

The appointments include portfolio man-
ager changes, external hires and internal 
personnel rotations across Vanguard’s fixed 
income and quantitative equity groups. To-

gether with Vanguard’s equity index group, 
the three teams oversee more than $5.2 tril-
lion, or 89% of Vanguard’s total assets under 
management. The remaining 11% of assets 
are managed by 25 leading advisory firms.

“We’re committed to finding the best 
talent to fit within our collaborative, team-
based approach to portfolio management,” 
says Vanguard CIO Greg Davis.  

URBAN CATALYST APPOINTS 
DIRECTOR OF CAPITAL MARKETS 

Urban Catalyst, a multi-asset opportuni-
ty zone fund based in San Jose, California, 
announced the ex-vice president of Bridge 

Bank, Kelly McRitchie, 
has joined as director 
of capital markets.

In her new role, 
McRitchie will man-
age company debt and 
equity relationships for 
projects including the 
coordination of build-
ing, construction and 
permanent loans, ac-
cording to the firm. 

“We are excited to bring Kelly on board 
as part of the team,” says Urban Cata-
lyst Founder Erik Hayden. “Her extensive 
knowledge and experience in capital mar-
kets will be a strong asset to our company 
and help drive our strategy moving forward.”

SS&C NAMES PRESIDENT OF ALPS ADVISORS
Former senior vice president at Oppen-

heimer Funds, Laton Spahr, was named 
president of SS&C ALPS Advisors, an asset 
manager and wholly owned subsidiary of 
SS&C.

As president, Laton will drive the firm’s 
short- and long-term growth initiatives, 
oversee its investment strategies and portfo-
lio management. Laton will report to Mike 
Sleightholme, senior vice president and gen-
eral manager of DST.

“Laton’s strong track record as an inves-
tor, combined with his strong management 
expertise and deep industry expertise, made 
him a natural pick to lead SS&C ALPS Ad-
visors’ next phase of growth,” Sleightholme 
says. MME

News Scan by Paola Peralta

Kelly McRitchie
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THE PROMISE & REALITY 
OF BACK OFFICE DIGITAL 

TRANSFORMATION 
By Whitfield Athey, CEO of Delta Data 

Digital transformation driven by Ar-
tificial Intelligence (AI) is one of the 
biggest and most important invest-
ments that many financial compa-
nies are tackling, however the path 
to making the right decisions and 
adopting the most appropriate tech-
nologies has been the bane of most 
initiatives. 72% of mutual fund exec-
utives in a recent Delta Data survey 
cited Robotic Process Automation 
(RPA), AI and Machine Learning as 
having the greatest near-term po-
tential to improve efficiencies in 
the back office. Moving from reali-
zation to implementation requires a 
thorough knowledge of options and 
capabilities. With the right decisions, 
the business results can be dramatic. 

WHERE WE’RE STARTING 

While a majority of asset managers 
surveyed by Delta Data claim to be 
investing in artificial intelligence, the 
back-office is still overrun by day-to-
day tasks that could just as well be 
handled by automation. The belief in 
the power of digital transformations is 
strong, and 70% of operations leaders 
said they expect AI to deliver cost re-
ductions (according to an Accenture 
report based on a ICI survey), however 
42% indicated that their operations 
and technology aren’t configured to 
execute the firm’s overall strategy. 
This represents a huge gap between 
the hope of AI and the reality of the 
technology currently being deployed.

Back office technologies and sys-
tems are premised on driving cost 
savings, and AI is expected to amplify 
this equation exponentially. Back-of-
fice IT teams have to rationalize a 
technology investment’s ROI, creat-
ing a “cost-savings” lens that often 
guides and restrains how technol-
ogy is used by the operations staff. 
This restriction overlooks the concept 
that smart automation (and eventu-
ally AI applications) can and should 
drive back office revenue growth. In 
part, this reflects how asset managers 

prioritize their technology spend, fa-
voring front office innovation to drive 
alpha, with technology premised on 
delivering new capabilities that pro-
vide a competitive advantage.

THE CASE FOR AI

New share class rollouts provide a 
great example of a process ripe for 
disruption. The process is complex, 
involving many tasks, correspondenc-
es and document templates that are 
consistent and highly repeatable. The 
challenge is knowing where each of 
the many stakeholders are in their 
process and tracking the various doc-
uments that require consensus and 
approval. As a result, a new share 
class rollout can take about 6 weeks 
to launch for an existing fund. Setup 
across 200 dealers, for example, takes 
another 6 weeks and hundreds of 
emails. AI can deliver on the promise 
of this rollout in half the time, through 
automating back office tasks and in-
creasing transparency and trackabil-
ity, minimizing some of the major 
time hemorrhages of the process. 

Automation can be immediately 
engaged to manage the paperwork 
and red tape by leveraging an exist-
ing prospectus of new the fund com-
bined with existing share classes of 
another fund to generate documen-
tation for final review. AI can be also 
used to leverage configuration, docu-
mentation and fees of existing distri-
bution agreements to generate many 
of the required artifacts to launch a 
new dealer relationship. In short, AI 
can enable a faster path to market, 
marketing and profits. 

AI delivers evidence-based deci-
sion making that scales as business 
intelligence applications are built on 
top of a new foundation. For exam-
ple, instead of simply automating the 
creation of a fund, back-office ana-
lysts can use data to discern relevant 
patterns in their best- and worst-per-
forming fund. This analysis identifies 
which platforms are the most effec-
tive to market a product and also 
drives strategies around fee structure. 

Two aspects of any AI implementa-
tion are of critical consideration in the 
financial services sector: third party AI 
solutions do not offer the same level 
of security as AI developed for a spe-
cific platform, and third party hosting 
services, like Amazon and Google, 
are privy to highly sensitive data that 
could cause serious issues if retained 
or allowed to fall into the clear. 

HOLISTIC APPROACH TO 
INCREASED PROFITABILITY

In an age where fees are shrinking 
and alpha generated by investment 
management is hard to come by, 
digital transformation is a reality that 
every asset manager should be ex-
ploring. Making the journey requires 
understanding the options and im-
plementations and applications for 
business specific goals. An explo-
ration begins with asking the right 
questions: what a company’s im-
mediate needs are, how many tasks 
(critical and conventional) are being 
handled manually, what comparable 
firms are doing to manage back office 
tasks, and most importantly, what 
proven software options are available 
in the market. It’s important to re-
member that any selection must be 
integrated into an existing system, 
play nice with all types of data and 
be expandable and scalable as busi-
ness needs evolve. New technologies 
hold amazing promise, but you can’t 
scale a mountain without selecting 
the proper tools. 

Delta Data provides the back-
end solutions that companies 
in the pooled investment fund 

industry use to process billions of 
dollars of transactions and keep 

on top of their data.

To learn more, visit: 
www.deltadatasoft.com
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Unigestion Group CEO Fiona Frick

The renaissance of active  
management

Anita Baldwin, head of sustainable investing, Hartford Funds 

Educating investors on  
sustainable investing

Active managers, with their focus on fun-
damentals and ability to dynamically manage 
risk, are better positioned than passive strate-
gies to ensure downside resilience and deliver 
returns in volatile markets. Looking toward 
2020, we see a number of attractive strategies 
that could help investors remain competitive:

It’s no secret that asset managers are 
facing a number of disruptive forces, 
which are pressuring margins more than 
ever before. 

As a direct result, asset managers have 
been forced to reconsider their distribu-
tion models and the impact that data and 
digital are having on them.

For some time, the industry has been 

Sustainable investing strategies have be-
come much more prolific, and their momen-
tum is going to continue to pick up in 2020. 

Despite the speed at which this trend 
has been adopted, there is a lack of clear-cut 
guidelines around sustainable investing, 
which can create confusion for investors. 

It’s going to become increasingly more im-
portant for financial professionals to under-

With market-leading fund managers in-
corporating solutions into their global op-
erating models, the trend of embracing an 
effective backup NAV capability as part of 
a modern, automated oversight function is 
consolidating into a standard approach.

There is no doubt that regulators global-

• With factor investing and ETFs provid-
ing investors access to specific asset classes or 
segments, active managers are increasingly 
adopting them into their playbook. As a re-
sult, there has been a shift in demand from 
bottom-up to top-down active management, 
using passive strategies as building blocks to 
capture the desired exposures.

• In the current low-yield environment, 
the need for new sources of return and di-
versification is driving the development of 
innovative alternative risk premia strategies. 
For example, investors are allocating more to 
private equity to gain a broader exposure to 
the economy.

• Embracing new technologies will be an-
other way for active managers to outsmart 
passive ones. There is robust potential for as-
set managers to use machine learning and AI 

to support their investment decision-making 
and deliver better outcomes to investors, es-
pecially if backed up by human experience. 
In the new decade, asset managers will play 
a wider role in society through their invest-
ments. This is particularly true of active man-
agers, who can allocate capital responsibly 
to finance growth, encourage proper gover-
nance and improve sustainability efforts.

As we enter the next phase of the cycle, 
market conditions are likely to become 
more favorable for asset managers, with a 
renewed focus on fundamentals and risk 
management. 

It will remain essential for active man-
agers to embrace change and adapt to in-
vestors’ evolving needs in order to deliver 
more sustainable and repeatable outcomes 
in 2020 and beyond.

stand the potential benefits of sustainable in-
vesting and to educate investors on the topic.

Financial professionals need to under-
stand the types of investing that fall under the 
broader sustainable investing umbrella. 

There are three distinct areas: socially 
responsible investing; environmental, so-
cial and governance investing; and impact  
investing.  

Sustainable investing is a continuum. 
While SRI is associated with avoiding invest-
ments in particular industries, impact invest-
ing is associated with making investments in 
companies that are seeking to positively im-
pact society. 

Understanding the range of options and 
how they differ will be crucial to helping in-
vestors determine which type of sustainable 

investing may be right for them.
It will also be important for financial pro-

fessionals to dispel myths around sustainable 
investing. The most prominent misconcep-
tion is that sustainable investing is conces-
sionary — that investing in this space means 
having to sacrifice returns. There have been 
research studies around sustainable investing 
that suggest that it may offer comparable re-
turns to traditional strategies. 

There may be an uptick in the adoption 
of sustainable investing strategies in 2020, 
presenting a massive opportunity for finan-
cial professionals to educate investors on this 
fast-rising trend. 

Now is the time to learn about sustainable 
investing, understand the options and be pre-
pared to dispel myths.

CONTINUED 
from page 1

SPECIAL REPORT: ASSET MANAGEMENT TRENDS
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Broadridge Principal Matthew Schiffman  

Reconsidering distribution  
models

Anita Baldwin, head of sustainable investing, Hartford Funds 

Educating investors on  
sustainable investing

Milestone Group Chairman Geoff Hodge 

Clear direction for oversight and 
contingent NAVs

It’s no secret that asset managers are 
facing a number of disruptive forces, 
which are pressuring margins more than 
ever before. 

As a direct result, asset managers have 
been forced to reconsider their distribu-
tion models and the impact that data and 
digital are having on them.

For some time, the industry has been 

With market-leading fund managers in-
corporating solutions into their global op-
erating models, the trend of embracing an 
effective backup NAV capability as part of 
a modern, automated oversight function is 
consolidating into a standard approach.

There is no doubt that regulators global-

to support their investment decision-making 
and deliver better outcomes to investors, es-
pecially if backed up by human experience. 
In the new decade, asset managers will play 
a wider role in society through their invest-
ments. This is particularly true of active man-
agers, who can allocate capital responsibly 
to finance growth, encourage proper gover-
nance and improve sustainability efforts.

As we enter the next phase of the cycle, 
market conditions are likely to become 
more favorable for asset managers, with a 
renewed focus on fundamentals and risk 
management. 

It will remain essential for active man-
agers to embrace change and adapt to in-
vestors’ evolving needs in order to deliver 
more sustainable and repeatable outcomes 
in 2020 and beyond.

awaiting a “coming of age” for digital 
channels and data-driven analytics. 

Some in the industry are wondering if 
that time has come, and what its impact on 
wholesaling will be. 

After all, the disintermediating pow-
er of data and technology have become a 
prime focus for many industries. 

Machine seems to be hyped more than 
human.

But through our work with both man-
agers and advisors, and a number of sur-
veys carried out over the past months, 
we’ve learned the human element can’t be 
totally eliminated.

Data informs segmentation, allowing 
asset managers to figure out exactly which 
advisor subsegments they should be tar-
geting with which products. 

Advisor reliance on asset managers —
for product information, model building, 

and more — is still strong. 
So managers need to prioritize who to 

engage with and how.
That’s where digital shines. 
Fund performance will always be a key 

consideration for advisors and investors, 
but managers and advisors can remain 
sticky for more than one reason. 

Digital channels — including websites, 
emails, social media and even paid adver-
tising — now allow managers to reach the 
right advisors with the right messages, en-
suring consistent touchpoints throughout 
the distribution funnel and encouraging 
asset growth and retention.

2020 isn’t shaping up to be the year 
where wholesaling ends. 

Instead, it will be the year where distri-
bution evolves, necessitating action from 
managers across multiple mediums to bet-
ter engage with advisors.

investing may be right for them.
It will also be important for financial pro-

fessionals to dispel myths around sustainable 
investing. The most prominent misconcep-
tion is that sustainable investing is conces-
sionary — that investing in this space means 
having to sacrifice returns. There have been 
research studies around sustainable investing 
that suggest that it may offer comparable re-
turns to traditional strategies. 

There may be an uptick in the adoption 
of sustainable investing strategies in 2020, 
presenting a massive opportunity for finan-
cial professionals to educate investors on this 
fast-rising trend. 

Now is the time to learn about sustainable 
investing, understand the options and be pre-
pared to dispel myths.

ly have sensitized fund boards to the need to 
move to an evidence-based model for ensur-
ing oversight of outsourced operations, with 
fund accounting and NAV accuracy getting 
particular attention.  

While regulators have been vocal about 
the need to raise the bar, they haven’t been 
prescriptive as to approach. After a peri-
od of exploring alternatives, the market has 
stepped in to provide clarity. There is a strong 
sentiment that the key characteristics of these 
functions is the need for independence, the 
ability to span multiple third-party provider 
relationships and, in the case of the backup 
NAV, the ability to operate in the face of a 
complete multi-day service provider outage.

This trend has sharpened focus on selec-
tion criteria when considering oversight and 
backup NAV solutions to ensure there is a 
clear statement of what business scenarios 
and what level of insurance against a busi-
ness interruption are being sought. We are 
certain to see a continuation of accelerated 
activity in the take-up of robust and automat-
ed oversight and backup NAV capabilities 
as standard infrastructure, along with the 
emergence of independent services that can 
shoulder this responsibility on behalf of fund 
treasurers, while providing real-time trans-
parency into oversight activities undertaken 
on their behalf.

SPECIAL REPORT: ASSET MANAGEMENT TRENDS

CONTINUED on page 9
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Leverage Your Own Data First
By David Halligan

THIRD-PARTY DATA
This brings me back to something I 

heard six years ago at an industry 
conference; before you dive into the 
Big Data pool, leverage your own 
data first.  Data Packs have been a 
popular topic within the industry 
over the past few years.  Based on 
the consensus of firms in 
attendance at a recent industry 
forum I attended, many firms still 
question the ROI of the data pack 
usage based on the expense.  For 
the larger firms that have made the 
investment in data packs, many still 
struggle with how to extrapolate 
and integrate this data to create 
actionable intelligence.  We have 
worked with clients who have 
integrated third -party data sets and 
we have found that the greatest 
benefits are reaped when the firm 
starts with a clean foundation of 
its own transactional data and 
CRM data.     

GAIN AN EDGE WITH A MOBILE 
STRATEGY

Another trend discussed at the 
same industry event was related to 
leveraging a mobile strategy.  Aside 
from our clients in attendance, only 
one other firm built their own 
mobile solution.  Interestingly, most 
other firms in attendance either did 
not have a mobile strategy, or were 
disappointed with the out of the box 
app for their CRM.  As a firm that has 
been providing mobile solutions 
since the days of the Palm devices, 
our experience has been that firms 
with a mobile strategy with a 
consistent user adoption plan to 
increase sales effectiveness are 
always the most successful.  

DATA MANAGEMENT STRATEGY
In working with asset management 

firms over the last 20 years, it is clear 
they do not have a shortage of data, 
but tend to lack a comprehensive 
master data management strategy 
to utilize and leverage the data they 
do have.  Firms tend to have several 
disparate systems that are not 
interconnected or communicating 
with one another.  Data lakes, data 
warehouses, and other data stores 
get created, but the value of these 
are minimal unless there is also 
need a plan to leverage that data.  
Can the internal and external 
distribution teams leverage the CRM 
and transactional data in an 
expedient and efficient way, or are 
they handcuffed by systems that are 
not providing them the information 
they need?

LEVERAGE YOUR EXISTING DATA
Despite all the talk about big data 

and data packs, in the end, it all 
comes back to the better use of the 
data asset management companies 
already have access to.  When a firm 
commits to a data management 
strategy that includes the cleansing 
of transactional data, and 
integrations amongst CRM platforms 
and data stores, the business 
benefits to facilitate growing sales 
will become self-evident. Based on 
our experience, in order to 
successfully execute this strategy, 
firms must leverage the data they 
already have.  

Once that has been implemented, 
the necessary foundation has been 
built in order to enhance platforms 
with other external data sources.

As a Fintech firm, we are often 
surprised how many asset 
management companies do not 
have some kind of integrated solution 
in place for their transactional data 
and CRM.  It’s been our experience 
that many firms still struggle with 
the challenge of leveraging their 
own transactional data within their 
CRM to better understand their 
underlying business and to identify 
new business opportunities.

Whether it be Institutional and/or 
Intermediary businesses, the need 
to combine this data into the CRM or 
data warehouse to achieve clean, 
accurate, and timely transactional 
data becomes a primary requirement.  
We have also seen that firms still 
struggle on how the data is 
leveraged by the sales teams and 
how opportunities are uncovered by 
using this data.  We have found that 
no matter the size of the asset 
management firm, leveraging their 
own data is still a challenge at the 
forefront for many firms.  

DAVID HALLIGAN
is Director of Sales and 

Account Management at 
SalesFocus Solutions

When a firm commits to a data management 
strategy that includes the cleansing of transactional 
data, and integrations amongst CRM platforms 
and data stores, the business benefits to facilitate 
growing sales will become self-evident.
DAVID HALLIGAN
Director, Sales & Account Management
SalesFocus Solutions
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Procure Holdings President Bob Tull

Will AI diminish the need for  
human intelligence?

Marc Zeitoun, head of strategic beta, Columbia Threadneedle Investments 

New ETF rule good for the end 
investor

Artificial intelligence adoption in the 
asset management industry has proliferat-
ed in 2019. 

As asset managers continue to seek new 
ways of bolstering operational efficiency 
and generating alpha, we expect this trend 
to continue in 2020 and beyond.

Despite the growth in ETFs, the pace of 
new fund launches has slowed year-over-year 
(220 vs. 248) as firms increasingly focus on 
product rationalization. 

But this could all change in 2020.
Recently, the SEC took steps to streamline 

the approval process and harmonize some of 
the trading mechanics of ETFs. The new ETF 

A primary concern for many in asset 
management is whether AI will diminish 
the need for human intelligence, and ulti-
mately, stunt job creation in our field. 

Our belief, however, is that AI will not 
only improve the way staff is organized 
today but will actually lead to a growth of 
staff overall. 

With big data analysis and machine 
learning, research will expand beyond 
quarterly report data and provide a means 
to explore new avenues of market and as-
set correlations across the global capital  
markets. 

What we call wealth today will be rede-
fined to include education, age and natural 
resources, both mined and in-ground. 

New data points will be developed as as-
sets migrate from OTC trading markets to 

listed markets under asset wrappers, such 
as ETFs. 

New interactions between asset class-
es will force the market into new frontier 
product models where correlations are 
“capped” through the use of new listed  
derivatives. AI will create new, exciting jobs 
as this tool is used to digest big data under 
a new set of rules determined by the cur-
rent and new research staff and investment  
managers. 

Machine learning can only go as far as 
the rules programed into them. Perhaps 
in the future the machines will write the 
rules, backtest them against the captured 
data and create their own output solutions, 
but the refinements needed to structure 
the interpretations can only be supplied by 
members of our community. 

rule is expected to increase the number of ETF 
entrants by making it easier for asset manag-
ers to launch and manage traditional passive 
ETFs. 

For example, under the new rule, all ETF 
issuers will have the ability to use custom 
baskets on creation/redemptions, which will 
enable them to further provide tax efficiency 
and improve portfolio optimization, especial-
ly with fixed-income investments. 

This is good for the end investor.
At the same time, recent approvals for 

non-transparent ETFs, which generally rely 
on proxy portfolio technology to “mask” 
some of their prized stock picks, will likely in-
vite new active asset manager entrants. 

Much of this active ETF success will de-
pend on professional buyer/gatekeeper reac-

tions, and their willingness to become early 
adopters.

As asset managers expand their offerings 
to accommodate the expected flurry of passive 
and active ETF activity, investors and advisors 
would be well-served to identify who is man-
aging the funds, and who developed the rules 
that passive ETFs are charged with tracking. 

Benchmark investing may be popular and 
cheap, but how do the rules align with clients’ 
objectives and preferences? 

According to a recent survey conducted by 
Columbia Threadneedle, 72% of advisors still 
expect their asset managers to infuse all their 
portfolios (even the passive ones) with their 
best thinking — a comforting reminder that 
professional insights still matter to many.

SPECIAL REPORT: ASSET MANAGEMENT TRENDS

CONTINUED on page 10
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STRATEGY

the firm’s name during fights and spread-
ing its brand on social media. Convention-
al campaigns that tout low costs or smart 
strategies won’t cut it for smaller issuers 
in the $4 trillion industry dominated by 
BlackRock, Vanguard and State Street. So 
investors get oddball celebrities, charity 
giveaways and even astronaut costumes. 
The battle for survival is so daunting that 
regulators are taking a look.

“What we’re seeing now is a monopoliza-
tion of assets,” said Phil Bak, founder and 
CEO of Exponential ETFs, which has $413 
million in assets under management. “You 
could say, ‘wow are the bigger issuers’ sales-
people so wonderful that no one wants to 
work with anyone else?’ Or you could ask 
what is it in the ecosystem that is driving 
all of that?”

MARKETING MOVES
It’s certainly a tough landscape: The Big 

Three account for about 82% of assets in 
U.S. ETFs. So, to stand out from the crowd, 
many smaller issuers have embraced the-
matic strategies focused on niche invest-
ments such as cannabis, social media, vid-
eo games or robotics that could become the 
next boom industry. 

But with assets in these funds stalling 
under $50 billion, some are concluding 
that firms need to get a bit wacky to make 
a splash.

WRESTLERS
from page 1

Confluence Analytics Founder Conor Platt 

ESG/big data + lower trading 
costs = customized indices

Wavelength Capital Management CIO Andrew Dassori 

The new generation of fixed  
income

The combination of more ESG and alter-
native data with a dramatic decline in trading 
and execution costs should bolster the na-
scent custom indexing trend.  Investors who 
are clamoring for ESG solutions are quickly 
discovering that typical, off-the-shelf invest-
ment strategies fail to deliver on either the 

Factor-based methods of equity investing 
have been prevalent in academia for decades, 
and in recent years, products backed by these 
concepts have disrupted the conventional 
stock picker’s business model.

In the fragmented world of fixed income, 
however, systematic approaches have taken 
time to develop. With increasingly available 
data, these strategies are now set to showcase 

values represented or the performance de-
sired, or both.  

Investors of all stripes have sometimes 
highly different priorities when it comes to 
ESG.  One investor may demand his portfolio 
contain no fossil-fuel production companies, 
while another wants only to invest in firms 
with at least three female board members.  

The need to customize to specific values 
or constraints is apparent.  Meanwhile, as-
set managers cannot take their eyes off their 
most important goal: generating quality  
performance. 

Consistently meeting or exceeding mar-
ket benchmarks is extremely difficult, espe-
cially if one attempts to pick only a handful of 
stocks.  Thus, management firms have been 
exploring building their own indices to re-
duce risk and create benchmark-like return 

profiles through broad diversification.  
This form of passive indexing certainly 

works, and voluminous research suggests 
it is a superior way to invest, especially over 
the longer term.  However, if an investor also 
wishes to incorporate ESG considerations, 
they are essentially asking for a non-passive 
investment strategy that must react to the 
constant changes in ESG factors.  

Custom indexing therefore offers a hybrid 
form of investing that lies between passive 
and active management.  It is also just now 
readily implementable, given that trading 
costs and administrative burdens have 
been sufficiently reduced in recent years.  
Investors wanting to outperform bench-
marks while addressing their unique ESG 
values should consider custom indexing as 
their best possible solution. 

their advantages as bond markets undergo a 
similar transformation to what stocks experi-
enced years ago.

Bonds have historically offered an opaque 
marketplace of over-the-counter transactions 
with no centralized exchange or source of 
price information. Up until recently, most 
trades were made over the phone within a 
clubby network that let some participants ar-
tificially maintain an information edge.

The status quo and any advantages it pro-
vided are now disappearing with the electron-
ification of bond trading and new regulatory 
requirements around pricing. Modernization 
is rapidly bringing bond markets out of the 
shadows, leading to greater transparency and 
the growth of new datasets in fixed income.

These changing conditions have mirrored 

the prior experience of equity markets by 
opening new avenues for data-driven strat-
egies. And with a global market worth over 
$100 trillion and more than 20,000 securities 
in the Bloomberg Barclays Global Aggre-
gate Bond Index alone, the opportunity set 
for systematic approaches in fixed income is 
massive.

Systematic strategies use technology to 
process data and make investment decisions. 
Their key advantage comes from the ability 
to perform deeper analysis on a wider set of 
securities than what would be humanly pos-
sible. With the increasing amount and quality 
of bond market data available, investment ad-
vantages are organically shifting toward asset 
managers with the capacity for systematic 
analysis. MME

CONTINUED 
from page 9
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the firm’s name during fights and spread-
ing its brand on social media. Convention-
al campaigns that tout low costs or smart 
strategies won’t cut it for smaller issuers 
in the $4 trillion industry dominated by 
BlackRock, Vanguard and State Street. So 
investors get oddball celebrities, charity 
giveaways and even astronaut costumes. 
The battle for survival is so daunting that 
regulators are taking a look.

“What we’re seeing now is a monopoliza-
tion of assets,” said Phil Bak, founder and 
CEO of Exponential ETFs, which has $413 
million in assets under management. “You 
could say, ‘wow are the bigger issuers’ sales-
people so wonderful that no one wants to 
work with anyone else?’ Or you could ask 
what is it in the ecosystem that is driving 
all of that?”

MARKETING MOVES
It’s certainly a tough landscape: The Big 

Three account for about 82% of assets in 
U.S. ETFs. So, to stand out from the crowd, 
many smaller issuers have embraced the-
matic strategies focused on niche invest-
ments such as cannabis, social media, vid-
eo games or robotics that could become the 
next boom industry. 

But with assets in these funds stalling 
under $50 billion, some are concluding 
that firms need to get a bit wacky to make 
a splash.

For example, when ProcureAM listed its 
first fund — the Procure Space ETF — in 
April, the firm dispatched a NASA wan-
nabe in an astronaut costume to appear at 
locations around New York to promote the 
fund’s exposure to the nascent space indus-
try.

“I’d seen numerous times at corporate 
bell ringings mascots of that company go-
ing around the floor of the exchange,” Pro-
cure CEO Andrew Chanin said. “It makes 
it more memorable.” So too does the fund’s 
ticker — UFO — which was also chosen to 
“stick in people’s minds,” he said.

Meanwhile OppenheimerFunds, which 
was bought by Invesco in May, last year 
hosted a “factor derby” to draw attention 
to its smart-beta funds. Designed to coin-
cide with the Kentucky Derby, anyone from 
moms and pops to professional advisors 
were encouraged to build and race their 
own “thoroughbred portfolios.” The win-
ner could donate $25,000 to the charity of 
his or her choice.

STAR PERSONALITIES
It’s not just about games and playing 

dress-up. 
In a throwback to the days when suc-

cessful hedge fund managers were known 
far beyond Wall Street, other smaller is-
suers are leveraging the personalities and 
knowledge of internal experts to promote 
their funds.

One prominent figure is Cathie Wood, 

the chief executive of ARK Investment 
Management, who’s made a name for her-
self buying Bitcoin and making bold calls 
on tech companies like Tesla. 

Wood currently has 32,000 Twitter fol-
lowers, and the firm uses a combination of 
tweets, blog posts and podcasts to promote 
its work.

So does $11 billion Global X Manage-
ment, which has trademarked the term 
“conversational alpha” to describe how the-
matic funds can boost an investor’s experi-
ence. And Alpha Architect, which manag-
es about $420 million from the suburbs of 
Philadelphia.

“When we write a post, that’s really the 
lifeblood of what we do,” said Wes Gray, 
the Pennsylvanian firm’s founder. “We use 
Twitter as a way to interact with people.” 
Gray has more than 30,000 followers on 
Twitter.

ZERO FEES
That said, there’s still some room for 

smaller asset managers to differentiate 
themselves using more traditional meth-
ods — if they can stomach it. Social Fi-
nance made a splash with plans for the first 
ETFs that cost nothing in February, while 
Salt Financial offered to pay investors to 
buy its fund.

But the challenges faced by these issu-
ers has piqued regulatory interest. The SEC 
wants small and mid-sized firms to weigh 
in on whether the cost and burden of reg-
ulatory compliance is creating barriers to 
competition, and Dalia Blass, director of 
the SEC’s division of investment manage-
ment, has expressed concern that the vari-
ety of funds offered by smaller issuers could 
be “lost in a wave of consolidation and fee 
compression.”

For Salt co-founder Alfred Eskandar, 
whose firm complained of anti-competitive 
practices that favor larger issuers in a letter 
to the Federal Trade Commission in Janu-
ary, the SEC’s probe is a step in the right 
direction.

“The SEC has a lot on its plate, and it will 
move at SEC pace,” he said. “I’m not sure 
when will see something material there, 
I’m just happy they have put it on the calen-
dar.”— Bloomberg News  MME  

WRESTLERS
from page 1

Wavelength Capital Management CIO Andrew Dassori 

The new generation of fixed  
income

profiles through broad diversification.  
This form of passive indexing certainly 

works, and voluminous research suggests 
it is a superior way to invest, especially over 
the longer term.  However, if an investor also 
wishes to incorporate ESG considerations, 
they are essentially asking for a non-passive 
investment strategy that must react to the 
constant changes in ESG factors.  

Custom indexing therefore offers a hybrid 
form of investing that lies between passive 
and active management.  It is also just now 
readily implementable, given that trading 
costs and administrative burdens have 
been sufficiently reduced in recent years.  
Investors wanting to outperform bench-
marks while addressing their unique ESG 
values should consider custom indexing as 
their best possible solution. 

the prior experience of equity markets by 
opening new avenues for data-driven strat-
egies. And with a global market worth over 
$100 trillion and more than 20,000 securities 
in the Bloomberg Barclays Global Aggre-
gate Bond Index alone, the opportunity set 
for systematic approaches in fixed income is 
massive.

Systematic strategies use technology to 
process data and make investment decisions. 
Their key advantage comes from the ability 
to perform deeper analysis on a wider set of 
securities than what would be humanly pos-
sible. With the increasing amount and quality 
of bond market data available, investment ad-
vantages are organically shifting toward asset 
managers with the capacity for systematic 
analysis. MME

The big 3 asset managers control about 82% of 
assets in U.S. ETFs

State Street, 16.4%

16.4%

38.9%

26.5%

18.2%

BlackRock, 38.9%

Vanguard, 26.5%

Other, 18.2%

Source: Bloomberg News 
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ANALYSIS

What’s in store for wholesaling in the coming year?
As asset managers 

continue to do more 
with less, substantial 
changes are taking place 
when it comes to selling 
mutual funds. 

Many asset manag-
ers are in the process of 
reducing their overall 
number of wholesalers 
and changing their roles 

and compensation structures. They’re also 
changing their sales strategies to emphasize 
national accounts and digital sales technol-
ogies. By taking these measures, firms are 
looking to cut costs and be more efficient with 
fewer salespeople in the field. So, what is driv-
ing these drastic changes?

The biggest driver of change in wholesal-
ing is money from the youth, says Peter Wat-
son, principal at Boston Consulting Group. 

“The predominant cohort of money in 
motion will soon be driven by millennials. 
This is going to happen sometime between 
2025 and 2030, which is probably sooner 
than most people would anticipate. It’s going 
to shape the industry in a lot of ways,” he says.

Just as investors are younger, so too are 
planners. Both are more digitally savvy and 
geo-agnostic, decreasing the emphasis of sit-
ting down with a financial advisor in person. 
Millennials are also more likely to engage 
digitally with an advisor. If the advisor has a 
robust digital offering, competitive fees and 
an understanding of their needs, they may 
rarely, if ever, need to meet in person. That’s 
where things are moving, Watson says.

This trend is also mirrored by the whole-
saler. As books transition to the next genera-
tion of younger financial advisors, wholesal-
ing teams will follow suit. “There are firms 
I’ve met with recently who want to get ahead 
of this trend, and have an explicit mandate 
to make their wholesaling force younger and 
more diverse,” Watson says.

As managers move to create younger 
wholesaling teams, they’re also adapting the 
model to leverage digitally savvy ‘hybrid’ 
roles. For example, as part of the natural 
turnover process, firms might backfill the 

By Emilie Totten

REGULATION

es dramatically, according to Aron Szapiro, 
Morningstar’s director of policy research. The 
SEC’s Regulation Best Interest may help alter 
practices around revenue sharing.

Szapiro and fellow authors Lia Mitchell 
and Jasmin Sethi argue that Reg BI should 
extend the prohibition on sales contests to 
any direct targets linked to revenue sharing. 
Conferences, preferred fund lists and all rev-
enue sharing also need to be disclosed more 
clearly, they say.

“They’re not standardized,” says Sethi, who 
is Morningstar’s associate director of policy 
research. “Reading them, you don’t know ex-
actly what’s being paid for what.”

While Morningstar can track the vanish-
ing 12b-1 fees and — until a recent technical 
change to SEC rules — commission loads, it 
can’t find the amount of revenue sharing be-
tween funds, custodians and BDs. The firm is 
pushing for additional scrutiny, Szapiro says.

“The fact that there’s definitely no credible 
estimate that we could give demonstrates the 
problem,” he says. “This paper is a really good 
effort at trying to scope the problem, but un-
til there’s enhanced disclosure, it’s going to be 
really difficult to know that dollar figure.”

A spokeswoman for the SEC declined to 
comment. The regulator has focused on cases 
involving funds’ direct fees to clients rather 
than revenue sharing. A pending case filed 
against Commonwealth Financial Network 
in August could represent new emphasis on 

disclosure of revenue sharing arrangements, 
Morningstar says.

“Fund advisors often distribute reve-
nue-sharing payments in return for brokers 
distributing funds in particular ways or in 
certain volumes,” the research paper states. 
“While revenue sharing is not paid for directly 
by investors, it may be paid indirectly since a 
fund could lower its management fee if its ad-
visor did not engage in revenue sharing and 
accepted a lower fee.”

Dually registered advisors also consistent-
ly place clients in underperforming funds 
that pay revenue sharing, according to a 
study conducted earlier this year by North-
eastern University professor Nicole Boyson. 
Morningstar cited Boyson’s research in its 
study as well. Such practices appear to be fall-
ing out of favor, though. Morningstar defines 
semi-bundled share classes as those with rev-
enue sharing and sub-accounting fees and 
unbundled shares as having only manage-
ment and operating expenses.

Between July 2018 and August 2019, the 
outflows from bundled share classes nearly 
matched the combined inflows to unbun-
dled and semi-bundled shares. The inflow to 
unbundled shares was also five times higher 
than the amount to semi-bundled funds over 
that 14-month span. 

Morningstar refers to revenue sharing as 
the “modern conflict” that’s become more 
relevant as 12b-1 fees and loads decline. The 
study includes examples displaying the com-
plexity of assessing the conflicts from revenue 

sharing for researchers and advisors.
One fund’s statement of additional infor-

mation mentions of revenue sharing with its 
affiliate but doesn’t include any reference to 
the actual amount or even the rate. Anoth-
er fund prospectus says the level of payment 
derives from an unknown formula involving 
sales, assets, accounts or other factors.

“All of the possible bases of the revenue 
sharing detailed in this disclosure create a 
conflict of interest for BDs distributing the 
fund,” according to Morningstar, “and the 
relative size of this conflict is impossible to 
ascertain from this disclosure.”

Payments for due diligence work and 
placement on “recommended” or “preferred” 
fund lists represent the second most like-
ly type to create a conflict, followed by data 
arrangements, platform fees and conference 
educational expenses, the study argues.

Although Morningstar calls for Reg BI’s 
prohibition on sales contests to extend to vol-
ume and asset-based incentives, the authors 
stop short of advocating for a ban on the other 
revenue sharing. They note the complexity of 
designing firms’ disclosure and mitigation of 
the conflicts. SEC examination and enforce-
ment will decide the extent disclosure of a 
recommended funds list satisfies the best-in-
terest requirement. Information about educa-
tional conferences should also state whether 
they are independent of sales targets, the 
whitepaper says. 

“If it is a type of perk, then the question 
arises as to how brokers mitigate this conflict,” 
the report states. “Ironically, one form of mit-
igation would be that brokers receive educa-
tion and training from multiple fund com-
plexes, and fund complexes could end up in a 
‘race to the top’ in providing these services as 
perks to win the favor of brokers.”

Szapiro says the DOL rule would have 
bolstered scrutiny and cut down on revenue 
sharing but that the firm is aiming not to be 
proscriptive about its recommendations un-
der Reg BI. Morningstar isn’t accusing any-
one of “doing anything nefarious,” he says.

“The important thing is that there’s com-
parability across the disclosures,” Szapiro 
says. “Whatever way the SEC would want 
to tackle this would be great, but right now 
there’s just no way to assemble that informa-
tion for anyone.” MME

PROBES 
from page 1

Share class closures tilted toward funds with loads
and 12b-1 fees

Source: Morningstar data, 7/1/2018-8/31/2019
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ANALYSIS

What’s in store for wholesaling in the coming year?
As asset managers 

continue to do more 
with less, substantial 
changes are taking place 
when it comes to selling 
mutual funds. 

Many asset manag-
ers are in the process of 
reducing their overall 
number of wholesalers 
and changing their roles 

and compensation structures. They’re also 
changing their sales strategies to emphasize 
national accounts and digital sales technol-
ogies. By taking these measures, firms are 
looking to cut costs and be more efficient with 
fewer salespeople in the field. So, what is driv-
ing these drastic changes?

The biggest driver of change in wholesal-
ing is money from the youth, says Peter Wat-
son, principal at Boston Consulting Group. 

“The predominant cohort of money in 
motion will soon be driven by millennials. 
This is going to happen sometime between 
2025 and 2030, which is probably sooner 
than most people would anticipate. It’s going 
to shape the industry in a lot of ways,” he says.

Just as investors are younger, so too are 
planners. Both are more digitally savvy and 
geo-agnostic, decreasing the emphasis of sit-
ting down with a financial advisor in person. 
Millennials are also more likely to engage 
digitally with an advisor. If the advisor has a 
robust digital offering, competitive fees and 
an understanding of their needs, they may 
rarely, if ever, need to meet in person. That’s 
where things are moving, Watson says.

This trend is also mirrored by the whole-
saler. As books transition to the next genera-
tion of younger financial advisors, wholesal-
ing teams will follow suit. “There are firms 
I’ve met with recently who want to get ahead 
of this trend, and have an explicit mandate 
to make their wholesaling force younger and 
more diverse,” Watson says.

As managers move to create younger 
wholesaling teams, they’re also adapting the 
model to leverage digitally savvy ‘hybrid’ 
roles. For example, as part of the natural 
turnover process, firms might backfill the 

traditional in-person coverage with digitally 
enabled centralized teams, with the flexibil-
ity to travel for key clients and meetings. As 
firms search for new pockets of growth, this 
creates greater capacity for remote prospect-
ing, with hybrids and even internals driving 
new relationship-building.

This doesn’t imply a reduced profile on 
the wholesaling team — quite the contrary, 
Watson says. As more business-building re-
sponsibility is driven by the internal team, 
the hybrid model creates a smooth growth 
trajectory for high performers. “One firm I 
know well has rolled out a pretty disruptive 
concept: that as an internal develops enough 
deep relationships, they can create their own 
territory and own 150-300 clients,” he said. 
This new model, he added, it’s not unheard of 
for new hybrids to drive more trades than ex-
ternals and ultimately manage an asset base.

WHOLESALERS CAN BE THEIR OWN CMO
The shift to hybrid wholesaling is chang-

ing how the industry thinks about marketing 
and digital tech. Traditionally, sales teams 
were concerned that broad marketing cam-
paigns wouldn’t address nuances and clients’ 
product preferences. But with modern lead 
generation and lead scoring capabilities, the 
first expression of interest is often an advisor 
opening a marketing email. Modern firms 
stream these “hot leads” into a collaborative 
nurturing process, leveraging integrated 
touchpoints with both sales and marketing.

“As we move into this new era, there is an 
opportunity for the hybrid wholesaler to be 
their own chief marketing officer,” Watson 
says.

Wholesalers can use these tools to build 
mini digital campaigns and track engage-
ment. In turn, innovative teams are creating 
incentives around certain metrics like open 
rates and virtual meeting engagement.

This leads to another major shift taking 
place — wholesaler compensation. Sales 
managers are realizing, while you can’t con-
trol product performance, you can control 
sales activity. As a result, sales teams are in-
creasingly incorporating activity and digital 
engagement metrics in compensation design. 

Digital sales tools that can provide these met-
rics help firms get to this digital model faster.

ALL ABOUT THE RELATIONSHIP
Regardless of the shift to hybrid whole-

saling and virtual meetings, it’s clear that 
success comes down to the quality of the rela-
tionship between the wholesaler and advisor. 
Good wholesalers are not just pushing prod-
ucts, they’re consulting:

• How can we help?
• What problems are you having?
• How can we help you grow?
However, it’s difficult to be consultative 

with every single client or prospect. Dan Sond-
helm of Sondhelm Partners recommends 
firms to first look at how many relationships 
wholesalers can realistically manage “If each 
wholesaler can manage 200 relationships and 
there are twelve wholesalers, then a firm can 
actively manage 2400 relationships. They can 
use technology and news media to influence 
everybody else,” he said.

Sondhelm also noted that firms are trying 
to gain market share by placing emphasis on 
national accounts. Wholesalers are spending 
time higher up the food chain, calling on the 
research teams and gatekeepers who have in-
fluence at Schwab, Raymond James, LPL, and 
other platforms. 

He noted while national accounts are im-
portant, there’s also substantial opportunity 
to make money with second-tier channels. 
“Everybody is going after the broker-dealers, 
but there is a lot of opportunity with family 
offices, bank trust departments, and TAMPs. 
The biggest firms have access to the resources 
they can dedicate to second-tier opportuni-
ties, but smaller firms often don’t,” he said.

While it’s a very uncertain time for 
wholesalers in asset management, it’s also 
very exciting. Wholesalers now have the 
ability to reach more people than ever be-
fore and take more ownership over the 
message. The firms that can leverage digital 
tools to be more efficient and customer-cen-
tric will be successful. MME

Emilie Totten is the head of marketing at 
fintech firm Synthesis Technology. 

By Emilie Totten

REGULATION

sharing for researchers and advisors.
One fund’s statement of additional infor-

mation mentions of revenue sharing with its 
affiliate but doesn’t include any reference to 
the actual amount or even the rate. Anoth-
er fund prospectus says the level of payment 
derives from an unknown formula involving 
sales, assets, accounts or other factors.

“All of the possible bases of the revenue 
sharing detailed in this disclosure create a 
conflict of interest for BDs distributing the 
fund,” according to Morningstar, “and the 
relative size of this conflict is impossible to 
ascertain from this disclosure.”

Payments for due diligence work and 
placement on “recommended” or “preferred” 
fund lists represent the second most like-
ly type to create a conflict, followed by data 
arrangements, platform fees and conference 
educational expenses, the study argues.

Although Morningstar calls for Reg BI’s 
prohibition on sales contests to extend to vol-
ume and asset-based incentives, the authors 
stop short of advocating for a ban on the other 
revenue sharing. They note the complexity of 
designing firms’ disclosure and mitigation of 
the conflicts. SEC examination and enforce-
ment will decide the extent disclosure of a 
recommended funds list satisfies the best-in-
terest requirement. Information about educa-
tional conferences should also state whether 
they are independent of sales targets, the 
whitepaper says. 

“If it is a type of perk, then the question 
arises as to how brokers mitigate this conflict,” 
the report states. “Ironically, one form of mit-
igation would be that brokers receive educa-
tion and training from multiple fund com-
plexes, and fund complexes could end up in a 
‘race to the top’ in providing these services as 
perks to win the favor of brokers.”

Szapiro says the DOL rule would have 
bolstered scrutiny and cut down on revenue 
sharing but that the firm is aiming not to be 
proscriptive about its recommendations un-
der Reg BI. Morningstar isn’t accusing any-
one of “doing anything nefarious,” he says.

“The important thing is that there’s com-
parability across the disclosures,” Szapiro 
says. “Whatever way the SEC would want 
to tackle this would be great, but right now 
there’s just no way to assemble that informa-
tion for anyone.” MME
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SCORECARD

Mutual fund flows  
($ millions)

Date
Total

long-term
Total equity

Total
domestic

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

Emerging 
markets

Estimated weekly net new cash flow
11/26/2019 -6,636 -10,676 -7,148 -4,144 -427 -692 -1,471 -414 -3,528 -3,330 -198
11/20/2019 -542 -9,577 -7,997 -2,437 -790 -969 -3,273 -527 -1,580 -1,766 186
11/13/2019 -228 -7,214 -6,907 -2,406 -630 -698 -2,414 -759 -307 -455 148
11/6/2019 -826 -12,705 -12,590 -8,074 -1,013 -1,045 -1,857 -601 -115 -364 249

10/30/2019 -5,566 -11,543 -7,285 -3,497 -1,014 -714 -1,371 -689 -4,258 -4,045 -213

Monthly net new cash flow
10/31/2019 -17,507 -43,185 -31,088 -12,591 -4,881 -3,610 -7,697 -2,309 -12,097 -10,309 -1,788
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

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

Source: Investment Company Institute

DATA SHOWCASE

With an average year-to-date return just shy of 20%, gains among 
the mutual funds and ETFs with the most assets under management 
are relatively high. Compared with the broader market, the returns of 
these largely active products fell just short of the Dow’s 22.11% gain, 
as measured by the SPDR Dow Jones Industrial Average ETF (DIA), 
and the S&P 500’s 26.55% gain, as measured by the SPDR S&P 500 
ETF (SPY), over the same period, Morningstar data show. The Bar-
clays Capital U.S. Aggregate Bond Index, as measured by the iShares 
Core US Aggregate Bond ETF (AGG), reported a YTD gain of 8.35%. 

“In most industries, buying the leaders is a sound strategy. The 
best-selling automobile is well-made, the biggest wireless network is 
a reliable choice and the top tourist destination is good fun,” John Re-
kenthaler, Morningstar’s vice president of research, wrote in a recent 
paper on the performance of the industry’s largest funds. He added 

that the same logic may also apply to mutual funds, “which, presum-
ably, have earned that status through superior results.”

Pitted against their five-year returns, the last year has been a 
brighter story for these products, data show. With an average five-year 
gain of just over 8%, the advances among these funds were generally 
lower than the Dow’s 12.12% and the S&P 500’s 10.92%, over the same 
period. The AGG posted a five-year gain of 3.16%.

“Survivorship, of course, comes with size,” Rekenthaler wrote 
in his analysis of the funds’ long-term performance. “Barring a ca-
tastrophe, it takes longer than 10 years to persuade a fund company 
to fold what once was among the industry’s larger funds. To an extent, 
performance does too, because the big funds almost always have be-
low-average expenses — partially because of economies of scale, and 
partially because their low costs helped to cause their popularity.” MME

Best returns from the biggest funds of the industry

Ticker YTD 
Returns

5-Yr. % 
Annualized 

Returns

Expense 
Ratio

Net Assets 
(millions)

Fidelity 500 Index FXAIX 25.57 10.94 0.02% $214,881.79 

Vanguard 500 Index Fund Admiral Shares VFIAX 25.55 10.91 0.04% $500,638.57 

iShares Core S&P 500 ETF IVV 25.53 10.90 0.04% $194,668.33 

Vanguard Mid-Cap Index Fund Admiral Shares VIMAX 25.48 8.75 0.05% $106,872.45 

SPDR S&P 500 ETF SPY 25.42 10.83 0.09% $279,769.24 

Vanguard Total Stock Market Index Fund Admiral Shares VTSAX 24.91 10.48 0.04% $845,394.08 

Fidelity Contrafund FCNTX 23.06 12.05 0.82% $116,340.39 

American Funds Fundamental Investors A ANCFX 21.39 10.37 0.59% $104,581.45 

American Funds Europacific Growth R6 RERGX 20.97 5.91 0.49% $165,422.95 

American Funds Growth Fund of America A AGTHX 20.95 11.14 0.65% $193,996.03 

American Funds Washington Mutual A AWSHX 20.91 9.99 0.59% $124,857.33 

American Funds Capital World Growth & Income A CWGIX 19.32 6.52 0.76% $98,572.78 

Vanguard Wellington Admiral Shares VWENX 19.10 8.21 0.17% $108,980.28 

American Funds Investment Company of America A AIVSX 18.19 8.22 0.57% $99,089.78 

Vanguard FTSE Developed Markets ETF VEA 17.78 4.89 0.05% $118,147.64 

American Funds American Balanced A ABALX 15.57 7.68 0.57% $155,307.98 

American Funds Income Fund of America A AMECX 15.12 6.16 0.58% $113,141.56 

American Funds Capital Income Builder A CAIBX 13.75 4.52 0.58% $106,301.80 

Vanguard Total Bond Market Index Admiral Shares VBTLX 8.14 3.07 0.05% $245,391.95 

Vanguard Total Bond Market II Index Investor Shares VTBIX 8.05 3.01 0.09% $189,972.39 
 
Note: Institutional, leveraged and investment minimums over $100,000 are excluded. Data shows each fund’s primary share class. Data as of 11/13/19.   
Source: Morningstar Direct   

By Andrew Shilling
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SCORECARD

Mutual fund flows  
($ millions)

Date
Total

long-term
Total equity

Total
domestic

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

Emerging 
markets

Estimated weekly net new cash flow
11/26/2019 -6,636 -10,676 -7,148 -4,144 -427 -692 -1,471 -414 -3,528 -3,330 -198
11/20/2019 -542 -9,577 -7,997 -2,437 -790 -969 -3,273 -527 -1,580 -1,766 186
11/13/2019 -228 -7,214 -6,907 -2,406 -630 -698 -2,414 -759 -307 -455 148
11/6/2019 -826 -12,705 -12,590 -8,074 -1,013 -1,045 -1,857 -601 -115 -364 249

10/30/2019 -5,566 -11,543 -7,285 -3,497 -1,014 -714 -1,371 -689 -4,258 -4,045 -213

Monthly net new cash flow
10/31/2019 -17,507 -43,185 -31,088 -12,591 -4,881 -3,610 -7,697 -2,309 -12,097 -10,309 -1,788
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

DATA SHOWCASE

that the same logic may also apply to mutual funds, “which, presum-
ably, have earned that status through superior results.”

Pitted against their five-year returns, the last year has been a 
brighter story for these products, data show. With an average five-year 
gain of just over 8%, the advances among these funds were generally 
lower than the Dow’s 12.12% and the S&P 500’s 10.92%, over the same 
period. The AGG posted a five-year gain of 3.16%.

“Survivorship, of course, comes with size,” Rekenthaler wrote 
in his analysis of the funds’ long-term performance. “Barring a ca-
tastrophe, it takes longer than 10 years to persuade a fund company 
to fold what once was among the industry’s larger funds. To an extent, 
performance does too, because the big funds almost always have be-
low-average expenses — partially because of economies of scale, and 
partially because their low costs helped to cause their popularity.” MME

Best returns from the biggest funds of the industry

Ticker YTD 
Returns

5-Yr. % 
Annualized 

Returns

Expense 
Ratio

Net Assets 
(millions)

Fidelity 500 Index FXAIX 25.57 10.94 0.02% $214,881.79 

Vanguard 500 Index Fund Admiral Shares VFIAX 25.55 10.91 0.04% $500,638.57 

iShares Core S&P 500 ETF IVV 25.53 10.90 0.04% $194,668.33 

Vanguard Mid-Cap Index Fund Admiral Shares VIMAX 25.48 8.75 0.05% $106,872.45 

SPDR S&P 500 ETF SPY 25.42 10.83 0.09% $279,769.24 

Vanguard Total Stock Market Index Fund Admiral Shares VTSAX 24.91 10.48 0.04% $845,394.08 

Fidelity Contrafund FCNTX 23.06 12.05 0.82% $116,340.39 

American Funds Fundamental Investors A ANCFX 21.39 10.37 0.59% $104,581.45 

American Funds Europacific Growth R6 RERGX 20.97 5.91 0.49% $165,422.95 

American Funds Growth Fund of America A AGTHX 20.95 11.14 0.65% $193,996.03 

American Funds Washington Mutual A AWSHX 20.91 9.99 0.59% $124,857.33 

American Funds Capital World Growth & Income A CWGIX 19.32 6.52 0.76% $98,572.78 

Vanguard Wellington Admiral Shares VWENX 19.10 8.21 0.17% $108,980.28 

American Funds Investment Company of America A AIVSX 18.19 8.22 0.57% $99,089.78 

Vanguard FTSE Developed Markets ETF VEA 17.78 4.89 0.05% $118,147.64 

American Funds American Balanced A ABALX 15.57 7.68 0.57% $155,307.98 

American Funds Income Fund of America A AMECX 15.12 6.16 0.58% $113,141.56 

American Funds Capital Income Builder A CAIBX 13.75 4.52 0.58% $106,301.80 

Vanguard Total Bond Market Index Admiral Shares VBTLX 8.14 3.07 0.05% $245,391.95 

Vanguard Total Bond Market II Index Investor Shares VTBIX 8.05 3.01 0.09% $189,972.39 
 
Note: Institutional, leveraged and investment minimums over $100,000 are excluded. Data shows each fund’s primary share class. Data as of 11/13/19.   
Source: Morningstar Direct   
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