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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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NICSA is recogniz-
ing achievement in asset 
management as it pres-
ents its annual NOVA 
awards to executives and 
companies across the in-
dustry. Among the hon-
ors this year are awards 
for operational excel-
lence, and innovations 
in product development 
and technology.

“Given the rapid evolution of the global as-
set management industry, innovation has never 

been more critical to 
success,” says Jim Fitz-
patrick, president and 
CEO of NICSA. 

Broadridge Finan-
cial Services Executive 
Chairman Richard Daly, 
this year’s Fund Industry 
Lifetime Achievement 
Award winner, concurs. 
“No industry can be 
complacent in today’s 

digital world,” he says, “and every business leader 

The concept of asset allocation mod-
els isn’t new by any means, but how as-
set managers deliver this to clients has 
never carried as much importance as it 
does today. Fee compression and com-
moditization of investment products 
over the past decade are threatening 
already slim margins in asset manage-
ment. There are two key components 
asset managers must get right. 

• The gatekeepers of institutional as-
sets need to maintain a visible point of 
adding value to their client; the easiest 
way to provide a visible value add and 
least affect the performance of the end 
product is selection of the specific as-
sets used in the model. 

• The second place that asset man-
agers must shift their delivery method 
is leveraging technology that allows 

ANALYSIS: What’s 
in store for model 
portfolios

October, 2019  |  Volume 27 • Number 10  |  mmexecutive.com 

The Premier News Source  
for Asset Management Leaders

PRODUCTS: End of an era: Passive equity funds  
surpass active in epic shift

Inexpensive index funds and ETFs have fi-
nally eclipsed old-fashioned stock pickers.

Passive investing styles have been gaining 
ground on actively managed funds for decades. 
But in August the investment industry reached 
one of the biggest milestones in its modern his-
tory, as assets in U.S. index-based equity mutu-
al funds and ETFs topped those in active stock 

funds for the first time.
Stock picking isn’t dead. But the develop-

ment marks the official end of money managers’ 
position as the guiding force in the American 
stock market — and the seemingly inexorable 
rise of low-cost index-driven investing. 

If, as expected, the shift keeps gathering mo-
mentum, the implications will be enormous for 

the industry pros, finan-
cial markets and ordinary 
investors everywhere.

Even one-time star 
managers like Peter Lynch, 
who in his heyday turned 
the Fidelity Magellan 
fund into a giant through 
his stock-picking prowess, 

OPERATIONS: Leaders honored for innovation

Source: Investment Company Institute

Total outflows from mutual funds 
and ETFs topped $8.4B for the 
week ending Sept. 25 (millions)
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Richard Daly, executive 
chairman, Broadridge 
Financial Solutions

Snehal Waghulde, 
senior manager, strategy 
and analytics, Deloitte
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OCTOBER 17-18

Royal Sonesta | Boston, MA
The 2019 NICSA GMM will tackle today’s most pressing 
business issues in global asset management. 

Join us in Boston to engage with industry leaders, 
network with peers, and gain actionable takeaways 
at this can’t-miss event.

2019 General 
Membership 
Meeting
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NEWS SCAN

9/25/2019 9/18/2019 9/11/2019 9/4/2019 8/28/2019

Equity -12,808 -8,050 -9,208 -5,000 -6,560

Domestic -11,087 -6,328 -7,115 -5,371 -4,555

World -1,720 -1,722 -2,093 371 -2,005

Hybrid -2,110 -797 -850 -1,283 -1,516

Bond 1,919 9,221 8,145 2,857 2,545

Taxable 245 8,797 6,925 1,518 912

Municipal 1,674 424 1,220 1,339 1,632

Total -12,999 375 -1,913 -3,426 -5,531

ETF estimated net issuance

Source: Investment Company Institute

($ millions)
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INDUSTRY HIGHLIGHTS

SEC ADOPTS NEW RULE TO MODERNIZE   
REGULATION OF ETFS

The SEC announced it has voted to adopt 
a new rule and form amendments designed 
to modernize the regulation of ETFs by estab-
lishing a clear framework for the vast majori-
ty of the funds operating today. 

The adoption, the regulator says, will facil-
itate greater competition and innovation in 
the ETF marketplace, leading to more choice 
for investors. The rule also aims to allow ETFs 
to come to market more quickly without the 
time or expense of applying for individual ex-
emptive relief. 

“As the ETF industry continues to grow 
in size and importance, particularly to 
Main Street investors, it is important to 
have a consistent, transparent and effi-
cient regulatory framework that eliminates 
regulatory hurdles while maintaining ap-
propriate investor protections,” says SEC 
Chairman Jay Clayton.

AMERICAN CENTURY SIGNS LICENSING 
AGREEMENT WITH THE NYSE

American Century Investments has en-
tered into a licensing agreement with the 
NYSE in support of the potential launch 
of actively managed, semi-transparent ex-
change-traded funds. 

Subject to regulatory approval, the NYSE 
Actively Managed Solution will allow Amer-
ican Century to deliver its actively managed 
investment strategies in an ETF vehicle, with-
out the daily holdings disclosure requirement 
of fully transparent ETFs.

“We believe semi-transparent active ETFs 
represent the next frontier in ETF investing,” 
says Edward Rosenberg, senior vice president 
and head of ETFs for American Century. “For 
over 60 years, American Century Invest-
ments has built a strong reputation for deliv-
ering active management solutions. Thanks 
to this latest innovation in ETFs, we hope to 
meet the evolving needs of a broader array of 
clients.”

BITCOIN ETF PROPOSAL 
WITHDRAWN BY CBOE

CBOE Global Markets’ BZX exchange 
withdrew its proposal to the SEC to list and 
trade shares of a bitcoin investment vehicle, 
according to Bloomberg News. 

The proposed rule change, which would 
have allowed BZX to list and trade SolidX 
Bitcoin Shares issued by the VanEck SolidX 
Bitcoin Trust, was withdrawn by CBOE on 
Sept. 13, according to an SEC filing.

“We are committed to supporting bitcoin 
and bitcoin-focused financial innovation. 
Bringing to market a physical, liquid and in-
sured ETF remains a top priority. We contin-
ue to work closely with regulators & market 
participants to get one step closer every day,” 
Gabor Gurbacs, director of digital asset strat-
egy at VanEck Associates, said in a tweet. 

PRODUCTS

AVANTIS INVESTORS LAUNCHES 
SUITE OF LOW-COST ETFs

Avantis Investors, a subsidiary of Amer-
ican Century Investments, launched its five 
inaugural low-cost, broadly diversified ETFs: 
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the Avantis International Small Cap Value 
ETF (AVDV), Avantis International Equity 
ETF (AVDE), Avantis Emerging Markets Eq-
uity ETF (AVEM), Avantis U.S. Equity ETF 
(AVUS) and Avantis U.S. Small Cap Value 
ETF (AVUV), according to the firm. 

“While we know investors have a lot of 
choices available to them in the marketplace, 
we believe there is still considerable demand 
for broadly diversified solutions that seek low 
rebalancing costs, capital gains and fees,” says 
Avantis Investors Chief Investment Officer 
Eduardo Repetto.   

RBC INTRODUCES A NEW 
GLOBAL BOND FUND

RBC Global Asset Management an-
nounced the launch of the RBC BlueBay 
Global Bond Fund, a globally diversified 
fixed-income product designed as a core 
portfolio holding for U.S. investors.

The fund is actively managed and fully in-
tegrates ESG principles, the firm said.

“The RBC BlueBay Global Bond Fund 
leverages the depth and expertise of 27 in-
vestment professionals on BlueBay’s Invest-
ment Grade team, and brings U.S. clients 
a truly global approach to help meet their 
fixed-income needs,” says Jeff Masom, head 
of global institutional distribution at RBC 
GAM. 

STATE STREET TO BATTLE BLACKROCK, DWS 
WITH NEW SUSTAINABLE FUNDS

State Street is almost doubling its line-
up of socially-responsible ETFs as it looks 
to compete with the likes of BlackRock and 
Deutsche Bank’s DWS in the burgeoning 
market for values-oriented investing, ac-
cording to Bloomberg News.

The Boston-based asset manager plans 
to create five ETFs focusing on companies 
that implement ESG characteristics, ac-
cording to regulatory filings. 

The funds will track indexes provided by 
Bloomberg.

“Coming in relatively late to the party 
could be a challenge,” says Todd Rosenblu-
th, director of ETF research at CFRA Re-
search. “The adoption of ESG assets in the 
ETF wrapper is a generational shift.”

“It’s still the early innings but there are 
firms that have a head start,” he adds.

SOFI INTRODUCES CRYPTO TRADING
SoFi has added crypto trading to its 

fast-growing SoFi Invest platform as a re-
sponse to demand from its over 800,000 
members, according to the firm. SoFi Invest 
is now the first platform to offer automated 
and active investing with stocks, ETFs and 
crypto through a single app. 

Clients can buy and sell several crypto-
currencies with straightforward, competitive 
commissions and no account minimums, 
as well as track the price movements of the 
world’s most widely traded digital assets, with 
more cryptocurrencies to be added in the 
coming months. 

“Feedback from our members has made 
it clear that a significant percentage are not 
only interested in learning more about cryp-
tocurrencies, but are also already buying and 
selling crypto,” SoFi CEO Anthony Noto says.

INVESCO EXPANDS BULLETSHARES SUITE 
Invesco announced the launch of a new 

suite of defined maturity BulletShares ETFs 
with exposure to municipal debt issued by 
state and local governments.

BulletShares Municipal Bond ETFs seek 
to offer investors a passive means to access 
the tax-free yield of quality municipals bonds 
through a liquid product with a fixed date of 
maturity. The platform, according to the firm, 
offers the potential for monthly income and a 
cash distribution upon termination.

With the inclusion of the newest Bullet-
Shares ETFs, Invesco now offers over 30 de-
fined-maturity ETFs with defined years of 
maturity ranging from 2019 to 2029.

ARRIVALS

VIRTUS NAMES EVP AND 
CHIEF LEGAL OFFICER

Virtus Investment Partners announced 
that Wendy Hills of Waddell & Reed has 
joined the company as executive vice presi-
dent, chief legal officer, general counsel and 
corporate secretary.

Hills, who has two decades of business 
and legal experience in the asset manage-
ment industry, most recently served as exec-
utive vice president, chief legal officer, general 
counsel and corporate secretary at Waddell & 
Reed Financial, Virtus said. Now, at Virtus, 

Hill will be the company’s chief legal officer, 
responsible for developing and guiding the 
strategic direction of the legal, regulatory and 
compliance functions. She will also will act as 
corporate secretary, providing counsel to the 
board of directors on corporate governance.

SEI HIRES MANAGING DIRECTOR, SENIOR 
BUSINESS DEVELOPMENT EXEC 

 SEI announced the appointment of Mark 
White as the manag-
ing director and senior 
business development 
executive of the SEI 
Wealth Platform.

In this role, White is 
responsible for driving 
growth through new 
business development 
initiatives focused spe-
cifically on building 
strategic partnerships 

with traditional banking firms. 
With more than 30 years of experience, in-

cluding 25 years in business development and 
executive leadership roles, White most re-
cently served as a senior sales executive at FIS.

Prior to FIS, White held senior roles at 
Sungard and Kaplan Financial, where he 
managed a compliance solution product line, 
held sales responsibilities and oversaw on-
shore and offshore organizational activities.

SENTINEL TRUST APPOINTS CIO
Sentinel Trust Company, a $4.3 billion 

multifamily office in Houston, announced 
the hiring of Todd Burchett, managing direc-
tor and chief investment officer.

As CIO, Todd Burchett, veteran investor 
and long-time advisor to the ultrawealthy, 
is responsible for all investment strategy 
and process across Sentinel Trust’s national 
footprint. 

Burchett brings nearly 20 years of experi-
ence creating institutional-quality solutions 
for this market segment. 

Burchett joins Sentinel Trust from Athena 
Capital Advisors, a $6 billion multi-family of-
fice that largely serves the families of profes-
sional investors. 

Burchett succeeds Bruce L. Swanson, who 
will remain a partner of the firm. MME

News Scan by Paola Peralta

Mark White
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   In today’s highly competitive envi-
ronment, RIAs, IBDs & Wirehouses are 
looking for more comprehensive and 
personalized solutions for their clients.  
This means that asset managers must 
focus on differentiating their products 
to attract and retain advisors - while 
trying to minimize their sales and mar-
keting expenses. To reduce the cost 
of sales while increasing wallet share 
it’s critical for asset managers to align 
their unique expertise and products 
with the business opportunities which 
are most likely to significantly increase 
AUM. 
   One of the challenges many asset 
managers face in trying to quickly 
identify the right opportunities is that 
it’s a struggle to obtain reliable sales 
& asset business intelligence from the 
tool their sales and marketing teams 
rely on the most - their CRM.  Some 
sales and marketing teams are still 
spending an inordinate amount of 
time hunting for opportunities across 
multiple disconnected systems versus 
having their systems do the work for 
them and present actionable results in 
the CRM. 
   Having the following data-related 
solutions in place will not only in-
crease the effectiveness of the sales 
and marketing teams in targeting the 
right opportunities, but also can sig-
nificantly reduce a firm’s sales-related 
expenses. 

DATA COLLECTION 
   To support business growth the 
firm’s data collection system needs to 
be able to process all of the various 
types of Institutional and Retail relat-
ed distribution data that is important 
to growing the business. Depending 
on the nature of the business this may 
include Mutual Funds, Retirement Ac-
count data, Managed Accounts, ETFs, 
UCITS, and Alternatives.  
   For example, as the Defined Contri-
bution Investment Only (DCIO) busi-
ness becomes a larger part of firm-
wide sales the data collection process 
must be able to automatically import 

How Asset Managers Can Use Data to Make  
Better Decisions and Save Money

and organize DCIO data to eliminate 
timing delays and errors caused by 
manual effort and to provide a clear 
picture of DCIO trends alongside other 
business lines such as Mutual Funds 
and Managed Accounts.  

DATA CLEANSING AND ENRICHMENT
   To identify the best business oppor-
tunities it’s essential for asset man-
agers to not only understand who is 
buying their products, but also who is 
influencing the buying decisions. 

   In addition to accurate Firm, Office/
Branch, Rep and Account data many 
firms complement this data set with 
third-party data sources such as mar-
ket share data, rep demographic data 
and intermediary data packs.  The 
addition of third-party data sources 
can provide a more intelligent view of 
potential opportunities including iden-
tifying key contacts and purchasing 
decision makers within RIA and inter-
mediary teams. 
  Once collected, cleansed and en-
riched the data needs to be processed 
and distributed in a way that can iden-
tify the most potentially rewarding 
opportunities without having the sales 
and marketing teams spend a good 
portion of their work week searching 
for new opportunities within multiple 
systems.  

DATA ANALYTICS AND DISTRIBUTION  
– TRANSFORMING DATA INTO  
INFORMATION
   Working in conjunction with the data 
collection system, a sales analytics en-

gine can process the data that’s been 
collected and enriched to summarize 
sales and assets, identify trends, iden-
tify top prospects, and produce sales 
analytics dashboards which are then 
automatically displayed within the 
CRM system via a real-time bi-direc-
tional exchange of key data elements 
between the data collection system 
and the CRM.  
   This process not only ensures the 
business is working with the most up 
to date and accurate information, but 

also can identify new opportunities as 
well as to provide an “early warning 
system” as to which accounts may be 
at risk of redeeming assets based on 
certain attributes such as activities, 
sales and trends. 

PUTTING IT ALL TOGETHER 
  Having the right data collection, 
cleansing and analytics solution which 
enhances the asset manager’s CRM 
with actionable business intelligence 
can significantly reduce the time and 
effort sales and marketing teams 
spend searching for opportunities 
across systems so they can focus on 
the opportunities that are most likely 
to drive asset growth.

“To identify the best business opportuni-
ties It’s essential for asset managers to 
not only understand who is buying their 
products,but also who is influencing the 
buying decisions.”

 Nicole Callies, Head of Midwest New Business Development,                                     
SalesFocus Solutions

Nicole Callies is Head of New Business 
Development for the Midwest region at 

SalesFocus Solutions

By Nicole Callies

Advertisement
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Richard Daly, executive chairman, Broadridge 
Financial Solutions

Richard Daly has been in the financial services industry for 
decades, and he has some words of advice for financial firms 
looking toward the decades ahead.

“No industry can be complacent in today’s digital world,” he 
says, “and every business leader must be ready to disrupt their 
own business before others do.”

Daly began his career at Arthur Andersen as a CFP, after 
graduating from the New York Institute 
of Technology with a BS in accounting. 
Over the years his titles have included 
chief operating officer of the Indepen-
dent Election Corporation of Ameri-
ca, senior vice president of operations 
at Thomson McKinnon Securities and 
group president of the brokerage ser-
vices group at ADP.

In 2007, ADP spun off its brokerage 
services group, and Broadridge Finan-

cial Solutions was born.
At Broadridge, Daly moved into the CEO role after helping 

build Broadridge up from a spinoff to a fintech leader with $4 
billion in annual revenue. 

For the past five years in a row, Broadridge was named to 

Fortune Magazine’s “World’s Most Admired Companies” in the 
finance data services category. 

During Daly’ss tenure as CEO, Broadridge was added to the 
S&P 500. 

This year the role of CEO was handed off to Tim Gokey. Daly 
now serves as executive chairman of the firm.

Daly is a member of the Listed Company Advisory Board 
for the New York Stock Exchange and of the Economic Club of 
New York.

Daly also serves as director of the SIFMA Foundation, a fi-
nancial literacy program that helps teach students about the 
stock market through a simulated game. 

In addition, he is also the founding treasurer of the Make-
A-Wish Foundation of Suffolk County, New York. He has been 
honored by dozens of charities in the state of New York that 
largely help children in need.

Other professional awards Daly has received include the 
Ernst & Young Entrepreneur of the Year Award in 2003 and Ar-
thur Anderson’s Best Practices Award.  

“Effective leadership requires holding on to a company’s 
strength in existing technology while at the same time develop-
ing innovative new capabilities,” Daly says. 

“It requires responding to what customers want today while 
developing plans for better products that customers will want in 
the future,” he adds. 

Sandy Bolton, managing director, head of 
managed investments, Bank of America 
Merrill Lynch

From helping create the first Merrill Lynch mutual fund website 
to connecting RIA custodians with investment managers, Sandy 
Bolton has spent the better part of her career focused on the prolif-
eration of investment products and the client experience.  

“Early on in my career in financial services, I looked around me 
and realized that trading was the area without any women; and at 

that moment I decided that was exactly 
where I needed to be,” says Bolton, recip-
ient of the NICSA NOVA Strategic Lead-
ership Award. “I first became a mutual 
fund trader, which was essentially a glo-
rified order taker but still allowed me to 
get licensed. Next I headed into New York 
to work on the equity trading desk and 
quickly realized it was exactly not what I 
wanted to do. But I was very glad I took the 
risk and I learned a lot along the way.”

After becoming a mutual fund trader and passing her Series 7 
and 63 on the first try, Bolton got her MBA and became an SVP at 
the age of 31. With her career running on all cylinders, Bolton then 
took a step back from the industry after surviving and escaping the 
World Trade Center attacks on Sept. 11, 2001. 

William Greilich, retired managing director 
and relationship executive, BNY Mellon Asset 
Servicing 

Before retiring in October 2018, Bill Greilich worked in the 
financial services industry for over 30 years, focused on rela-
tionship management, business development, operations and 
information technology. He has been a manager in both infor-

mation technology 
and in the mutual 
fund transfer agen-
cy operation at BNY 
Mellon, and has also 
worked as vice pres-
ident within the cli-
ent services division. 
Before joining BNY 
Mellon, he worked as 
systems manager at 
Fidelity Investments.

With the advent 
of desktop comput-
ing in the 1980’s, 
Greilich helped de-

must be ready to disrupt their own business 
before others do.”

Three firms this year were recognized for 
innovative technology achievements. 

State Street was lauded for its ESGX plat-
form, which helps ESG-minded clients track 
their portfolios by factors including carbon 
footprint analysis, ESG metrics versus risk 
and return measures, and standardized cli-
mate reporting. 

OnCorps, also awarded, uses machine 
learning to fuel its fund operations platform, 
which helps simplify operational processes 
using data ingestion from both internal and 
external services. 

CAIS, meanwhile, has created an end-to-
end marketplace that allows managers and 
advisors to easily engage on a considerable 
scale as the firm focuses increasingly on al-
ternative investments. 

NOVA winner DFIN, honored for innova-
tion in marketing, is focused on transforming 
from a traditional print company to a digital 
SaaS-based firm.

TIAA has been recognized for op-
erational excellence in part for cre-
ating a platform that uses internal 
crowdsourcing methods to streamline pro-
cesses to help solve customer and associate  
challenges.

Snehal Waghulde, senior manager of strat-
egy and analytics at Deloitte, and one of this 
year’s Emerging Leader honorees, also notes 
the importance of embracing innovation in 
the years ahead. 

“As artificial intelligence and other digital 
technologies continue to change our industry, 
it is imperative that organizations evolve to 
have a positive impact on both their work-
force and investors,” she says.

Bill Greilich, the now-retired managing 
director and relationship executive at BNY 
Mellon Asset Servicing, and one of the recip-
ients of this year’s Outstanding Service to the 
Fund Industry award, says that “keeping mil-
lennials engaged in our industry and focused 
on savings and investments” will be a crucial 
challenge in the years ahead. 

Innovations geared toward emerging pop-
ulations — from changing methods of com-
munication to upgrading platforms using AI 
and understanding the increasing impor-
tance of sustainable investing — will be key. 

(Terry Metzger, retired head of SS&C’s 
asset management solutions, also received 
an Outstanding Service to the Fund Industry 
award. He couldn’t be reached for comment.)

Jackie Tilton, solutions architect for  
NQR and NextGen Committee co-chair for 
NICSA, notes, “It’s my prediction that, as 
more time passes without aggressively ad-
dressing the [age] gap, the harder it will be 
to compete against tech giants for talent in 
years to come.”

All award winners will be honored at NIC-
SA’s general membership meeting in Boston 
on Oct. 17.    

“We are proud to celebrate these honorees, 
who exemplify NICSA’s mission to advance 
best practices across all facets of the global 
asset management industry,” says Fitzpatrick. 

More about winners:   

SPECIAL REPORT: 2019 NICSA NOVA AWARDS

2019 NICSA NOVA AWARDS: LIFETIME ACHIEVEMENT AWARD
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Fortune Magazine’s “World’s Most Admired Companies” in the 
finance data services category. 

During Daly’ss tenure as CEO, Broadridge was added to the 
S&P 500. 

This year the role of CEO was handed off to Tim Gokey. Daly 
now serves as executive chairman of the firm.

Daly is a member of the Listed Company Advisory Board 
for the New York Stock Exchange and of the Economic Club of 
New York.

Daly also serves as director of the SIFMA Foundation, a fi-
nancial literacy program that helps teach students about the 
stock market through a simulated game. 

In addition, he is also the founding treasurer of the Make-
A-Wish Foundation of Suffolk County, New York. He has been 
honored by dozens of charities in the state of New York that 
largely help children in need.

Other professional awards Daly has received include the 
Ernst & Young Entrepreneur of the Year Award in 2003 and Ar-
thur Anderson’s Best Practices Award.  

“Effective leadership requires holding on to a company’s 
strength in existing technology while at the same time develop-
ing innovative new capabilities,” Daly says. 

“It requires responding to what customers want today while 
developing plans for better products that customers will want in 
the future,” he adds. 

Sandy Bolton, managing director, head of 
managed investments, Bank of America 
Merrill Lynch

From helping create the first Merrill Lynch mutual fund website 
to connecting RIA custodians with investment managers, Sandy 
Bolton has spent the better part of her career focused on the prolif-
eration of investment products and the client experience.  

“Early on in my career in financial services, I looked around me 
and realized that trading was the area without any women; and at 

that moment I decided that was exactly 
where I needed to be,” says Bolton, recip-
ient of the NICSA NOVA Strategic Lead-
ership Award. “I first became a mutual 
fund trader, which was essentially a glo-
rified order taker but still allowed me to 
get licensed. Next I headed into New York 
to work on the equity trading desk and 
quickly realized it was exactly not what I 
wanted to do. But I was very glad I took the 
risk and I learned a lot along the way.”

After becoming a mutual fund trader and passing her Series 7 
and 63 on the first try, Bolton got her MBA and became an SVP at 
the age of 31. With her career running on all cylinders, Bolton then 
took a step back from the industry after surviving and escaping the 
World Trade Center attacks on Sept. 11, 2001. 

“I was blessed enough to escape from the World Trade Center 
on the morning of 9/11, but the experience made me reevaluate all 
that was important in my life, including my career,” Bolton recalls. 
“I realized it was time to take a step back and focus on real life for a 
while. I took one year off after giving birth to my third child and 
then began consulting in order to keep my head in the business.”

After consulting for four years, she made her return after rejoin-
ing the post-financial crisis version of Merrill Lynch, where she ul-
timately found her way and came out “stronger and more dedicated 
to success than ever before,” she says. 

Today, Bolton is responsible for heading the firm’s investment 
product delivery across all global wealth and investment manage-
ment channels including international and domestic mutual funds, 
global ETPs, separately managed accounts and money market 
funds. When looking to the future of the asset management indus-
try, Bolton says no matter how fancy or complex investment prod-
ucts become, the pressure will always be on delivery. 

“The shift to fee-based has changed the way firms think about 
adding investment products to the platform,” she says. “It is less 
about quantity and more about quality and ensuring the best prod-
ucts are available from the best providers and every product is fully 
vetted both initially and ongoing. There is much greater transpar-
ency than ever before. This includes internal fees of a product and 
performance versus expectations. If you can’t deliver you won’t be 
around for very long.”

William Greilich, retired managing director 
and relationship executive, BNY Mellon Asset 
Servicing 

Before retiring in October 2018, Bill Greilich worked in the 
financial services industry for over 30 years, focused on rela-
tionship management, business development, operations and 
information technology. He has been a manager in both infor-

mation technology 
and in the mutual 
fund transfer agen-
cy operation at BNY 
Mellon, and has also 
worked as vice pres-
ident within the cli-
ent services division. 
Before joining BNY 
Mellon, he worked as 
systems manager at 
Fidelity Investments.

With the advent 
of desktop comput-
ing in the 1980’s, 
Greilich helped de-

sign and develop one of the first broker-dealer interfaces to share-
holder information. 

This tool enabled broker-dealers to have remote access on their 
desktop to detailed account data and performance.

Greilich also helped redefine client servicing through the 
implementation of dedicated client service professionals for the 
transfer agency line of business. 

This role evolved into the relationship executive concept prev-
alent today, in which all investment and banking services are the 
responsibility of a single relationship professional.

Greilich notes that some of the greatest challenges he faced 
during his career were intense competition from other service 
providers, including technology and pricing; making data and 
information readily available to shareholders and broker-dealers; 
and always keeping abreast of technology to streamline opera-
tions and make processing more efficient.

Looking ahead for the industry, he sees “continued indus-
try consolidation for both asset management firms and service 
providers.” He also notes that “Keeping millennials engaged in 
our industry and focused on savings and investments” will be a  
challenge.

Overall, he says, “I am proud of my long career in the financial 
services industry and positive impact on shareholder servicing.”

Innovations geared toward emerging pop-
ulations — from changing methods of com-
munication to upgrading platforms using AI 
and understanding the increasing impor-
tance of sustainable investing — will be key. 

(Terry Metzger, retired head of SS&C’s 
asset management solutions, also received 
an Outstanding Service to the Fund Industry 
award. He couldn’t be reached for comment.)

Jackie Tilton, solutions architect for  
NQR and NextGen Committee co-chair for 
NICSA, notes, “It’s my prediction that, as 
more time passes without aggressively ad-
dressing the [age] gap, the harder it will be 
to compete against tech giants for talent in 
years to come.”

All award winners will be honored at NIC-
SA’s general membership meeting in Boston 
on Oct. 17.    

“We are proud to celebrate these honorees, 
who exemplify NICSA’s mission to advance 
best practices across all facets of the global 
asset management industry,” says Fitzpatrick. 

More about winners:   

2019 NICSA NOVA AWARDS: ROBERT L. GOULD AWARD

2019 NICSA NOVA AWARDS: STRATEGIC LEADERSHIP AWARD

007_MME1019_001   7 10/9/2019   10:14:58 AM



Leaders start here. Sign up today. 
  www.financial-planning.com
  212-803-8500

Financial Planning delivers the essential analysis 
and insight that independent advisors need to 
make informed decisions about their business 
and the clients they serve.

Ideas that advance your thinking 
and your career.  

FP_Full page ad_Subscription.indd   1 9/12/19   5:29 PM

008_MME1019   8 10/3/2019   2:26:55 PM



October, 2019 Money Management Executive        9

State Street

State Street was honored for its ESGX 
platform, a solution aimed at helping as-
sess exposure to ESG factors and quanti-
fying non-traditional financial risks. 

In order to develop a product with the 
ability to span across multiple ESG data 

sets and asset 
classes, ESGX 
incor porates 
data from lead-
ing ESG data 
vendors. This 
includes ana-
lyst-driven met-
rics as well as al-
gorithm-based 
metrics using 
web scraping, 

natural language processing and ma-
chine learning technologies.  

State Street ESGX is currently ser-
vicing approximately 15 clients through 
web-based subscriptions and reporting 
services. 

CAIS Group

CAIS has transacted over $8 billion 
in total platform volume with more than 
1,500 asset management companies and 
teams, according to NICSA. 

“Our mission is to empower inde-
pendent financial advisors and asset 

managers with 
the tools and 
resources to 
drive business 
growth,” says 
CAIS founder 
and CEO Matt 
Brown, who 
created CAIS in 
an effort to even 
up access for 
financial advi-

sors by connecting them with alternative 
asset managers. 

CAIS aims for another expansion of 
the company’s technology team and its 
Los Angeles-based technology and inno-
vation hub, according to NICSA.

OnCorps

OnCorps Fund Operations ingests 
data from a variety of internal and exter-
nal sources, automatically runs reconcil-
iations, tolerance checks and artificial in-
telligence anomaly detection to scan for 
potential mistakes, according to NICSA.

O n C o r p ’s 
fund operations 
team is funded 
by Andrees-
sen Horowitz 
and former ex-
ecutives from 
Goldman Sachs, 
M c K i n s e y , 
Br id ge w at e r, 
Fidelity and 
Accenture. The 

platform aims to replace time-consum-
ing tools such as Microsoft Office.

“Our solutions help leading asset man-
agers save time, catch errors and enhance 
service provider oversight,” according to 
a company spokesperson.

DFIN Solutions 

DFIN Solutions, a risk and compliance comany, aims to pro-
vide asset management companies with domain, software and 
data analytics services. 

The Chicago-based marketing company works to combine 
technology solutions with industry experts — regulatory spe-
cialists, technology innovators and advisors — to assist clients in 

making informed 
financial decisions. 

“We provide 
domain expertise, 
enterprise software 
and data analytics 
for every stage of 
our clients’ busi-
ness and invest-
ment lifecycles,” 

according to a company spokesperson. “Markets fluctuate, regu-
lations evolve, technology advances, and through it all, DFIN de-
livers confidence with the right solutions in moments that matter.”

After the company rebranded in 2018, changing its name 
from Donnelley Financial Solutions to DFIN, the company saw 
an overall 510% increase in marketing-attributed revenue, a 311% 
increase in marketing qualified leads, 227% increase in website 
users and 195% increase in website sessions. 

TIAA 

TIAA’s National Contact Center features three key compo-
nents: education about continuous improvement and the cus-
tomer experience, the Ideas Lab and National Support Line and 
operations team.

NCC includes 650 associates in three sites who engage with 
and execute the requests of retirement plan customers while pro-

viding financial education, according to 
NICSA. 

 In 2018, over 150 contact center as-
sociates completed a training program 
known as White Belt, which was built to 
help associates develop methods aimed 
at removing waste and improving com-
pany processes. 

In 2018, NCC team members an-
swered over 2.5 million calls and 95,000 
emails helping assist in competitive in-
telligence and customer service, critical 

pain points for the industry, the firm told NICSA. 
TIAA’s NCC also aims to assist clients in financial education 

with its Ideas Lab, a platform structured to leverage crowdsourc-
ing to streamline various  customer challenges, “helping us move 
more quickly from ideation to implementation,” the firm told 
NICSA. 

2019 NICSA NOVA AWARDS: INDUSTRY INNOVATION AWARDS
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Melissa McDonough, vice 
president, investor services, 
Brown Brothers Harriman

Melissa McDonough serves as a fund 
administration technical leader at BBH.  
She is responsible for bringing market 
intelligence to internal working groups, 
managing regulatory and risk profiles, 

and providing 
resources and 
expertise to 
ensure com-
m u n i c a t i o n 
and execution 
of market intel-
ligence to the 
firm’s client ser-
vice model.  

“I am pas-
sionate about 

both client service and our industry, and 
I look forward to continuing to represent 
BBH as we identify market disruptors 
and support our clients through innova-
tion,” McDonough says. 

Courtney Farrell, director, 
dealer services, Foreside 

Courtney Farrell oversees the deal-
er services group and has been instru-
mental in providing fund families 
consulting services related to dealer 
agreements, share classes, distributor 
conversions, intermediary platforms 

and fees, rev-
enue share 
arrangements 
and more. 

“As a com-
pany, Foreside 
has always en-
couraged in-
novation and 
ideas from all 
levels of staff,” 
Farrell says. 

“This has allowed my team the free-
dom to refine processes and improve 
efficiencies to support the needs of our 
clients, and remain competitive in this 
evolving industry.”

Snehal Waghulde, 
senior manager, strategy 
and analytics, Deloitte

Snehal Waghulde is passionate about 
helping investment management organi-
zations use data and analytics to innovate 
and gain scale and efficiency to achieve a 
positive impact on both investors and the 

workforce. 
She special-

izes in creating 
analytics and 
digital solutions, 
including devel-
oping AI-en-
abled digital 
tools to support 
operations, cli-
ent servicing 
and onboard-

ing processes at asset management, asset 
servicing and private equity firms. 

“I’m proud and honored to be recog-
nized as a leader by NICSA,” Waghulde 
says.  

Noel Samu, executive 
director of financial 
reporting, JPMorgan Chase

As head of JPMorgan’s financial re-
porting division, Noel Samu has helped 
develop global partnerships in an effort 
to launch an industry standard for finan-
cial reporting as part of a larger organiza-

tional effort. 
“ W i n n i n g 

this award is 
a great honor,” 
Samu says on 
receiving an 
Emerging Lead-
ers Award from 
NICSA. “I am 
humbled that 
the work that 
the team and 

I have put into serving our clients and 
developing new tools and procedures to 
deliver scalability and manage risk in fi-
nancial reporting has been recognized in 
this way.”

Marika Christopher, director 
of product strategy, Janus 
Henderson Investors

For the last nine months, Marika 
Christopher, director of product devel-
opment at Janus Henderson, has been 
working to gather senior support to draft 
a global, companywide ESG policy and 

global ESG 
advisory com-
mittee at Janus 
Henderson. 

“As I look 
at the next de-
cade, I see three 
key dynamics 
changing the 
way we do busi-
ness: the trans-
fer of wealth to 

our millennial generation and women, 
technological transparency and data 
wealth, and the change to delivering our 
business in a climate-aware generation 
across the globe,” Christopher says. 

Wells Shi, vice president, 
Hengtian Services

As vice president of Hengtian, a global 
technology company created in alliance 
with State Street, Insigma Technology 
and Zhejiang University, Wells Shi is at 
the forefront of change in the industry.

“As new business models emerge 
we will need 
to continue to 
u n d e r s t a n d 
what challeng-
es our clients 
are facing and 
collaborate to 
work through 
these together,” 
Shi says of the 
future of finan-
cial technolo-

gy. “Change is constant and the speed 
of change seems to only get faster. I 
see Hengtian continuing to be a reli-
able partner for businesses to navigate 
through their transformations.”

Kelly Sherrard, vice 
president, conferences 
and events, NICSA

For almost two years, Kelly Sherrard 
has been integral in industry collabora-
tion efforts in her role heading NICSA’s 
conferences and events division. 

“As a proud member of the NICSA 
team, I am for-
tunate to have 
a front row 
seat to many 
of the interest-
ing themes that 
are evolving 
in the global 
asset manage-
ment industry,” 
Sherrard says. 
“Providing a 

platform for industry collaboration on 
central issues like artificial intelligence, 
diversity and inclusion, and innovative 
product development is key to the ad-
vancement of industry best practices.”

Keith Slattery, managing director and head 
of fund services operations, JPMorgan 
Chase

At JPMorgan, Keith Slattery has spent the better part of the 
last year focused on fund services growth, “driven by both con-
version and outsourcing activity.” 

“We continue to make the necessary investments in our tech-
nology, our personnel and even our facilities in order to scale 

our business in a cost-effective manner 
and maintain outstanding service to 
our clients,” says Slattery, managing 
director and head of fund services op-
erations at JPMorgan Chase. 

Slattery, a recipient of the Presi-
dent’s Award for Service to NICSA two 
years in a row, has been a member of 
the organization for 30 years.  

“The fund services industry is in a 
period of rapid change, highlighted by 
consolidation among asset managers, 

major conversions between service providers, largest-ever out-
sourcing mandates and a steady stream of regulatory changes,” 
he says.

2019 NICSA NOVA AWARDS: EMERGING LEADER AWARDS
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Courtney Farrell, director, 
dealer services, Foreside 

Courtney Farrell oversees the deal-
er services group and has been instru-
mental in providing fund families 
consulting services related to dealer 
agreements, share classes, distributor 
conversions, intermediary platforms 

and fees, rev-
enue share 
arrangements 
and more. 

“As a com-
pany, Foreside 
has always en-
couraged in-
novation and 
ideas from all 
levels of staff,” 
Farrell says. 

“This has allowed my team the free-
dom to refine processes and improve 
efficiencies to support the needs of our 
clients, and remain competitive in this 
evolving industry.”

Noel Samu, executive 
director of financial 
reporting, JPMorgan Chase

As head of JPMorgan’s financial re-
porting division, Noel Samu has helped 
develop global partnerships in an effort 
to launch an industry standard for finan-
cial reporting as part of a larger organiza-

tional effort. 
“ W i n n i n g 

this award is 
a great honor,” 
Samu says on 
receiving an 
Emerging Lead-
ers Award from 
NICSA. “I am 
humbled that 
the work that 
the team and 

I have put into serving our clients and 
developing new tools and procedures to 
deliver scalability and manage risk in fi-
nancial reporting has been recognized in 
this way.”

Joe Motto, associate, 
Reed Smith

As part of NICSA’s NextGen Com-
mittee, Joe Motto, an investment man-
agement and corporate attorney at Reed 
Smith, is focused on advising financial 
institutions on both state and federal reg-
ulatory and compliance issues. 

He currently 
works to inform  
i n v e s t m e n t 
funds, invest-
ment advisors 
and public and 
private com-
panies on SEC 
rules that gov-
ern the securi-
ties industry. 

“E n g a g i n g 
the next generation of consumers and 
attracting and retaining next generation 
talent are some of the biggest challenges 
facing the industry in the years ahead,” 
Motto says. 

Jackie Tilton, solutions 
architect, National Quality 
Review

Prior to the financial services indus-
try, NQR solutions architect Jackie Tilton 
worked at Oracle as a cloud applications 
sales consultant. 

“In my previous industry, it was not 
unusual to work 
and compete 
alongside many 
fellow millen-
nials,” Tilton 
says. “When at-
tending my first 
NICSA confer-
ence, I noticed 
few millennials 
and a stark age 
gap between 

the two industries. I saw the gap as some-
thing that could have broad, long-lasting 
effects on asset management,” she says.

This, she adds, is what inspired her to 
launch NICSA’s NextGen committee. 

Kelly Sherrard, vice 
president, conferences 
and events, NICSA

For almost two years, Kelly Sherrard 
has been integral in industry collabora-
tion efforts in her role heading NICSA’s 
conferences and events division. 

“As a proud member of the NICSA 
team, I am for-
tunate to have 
a front row 
seat to many 
of the interest-
ing themes that 
are evolving 
in the global 
asset manage-
ment industry,” 
Sherrard says. 
“Providing a 

platform for industry collaboration on 
central issues like artificial intelligence, 
diversity and inclusion, and innovative 
product development is key to the ad-
vancement of industry best practices.”

Keith Slattery, managing director and head 
of fund services operations, JPMorgan 
Chase

At JPMorgan, Keith Slattery has spent the better part of the 
last year focused on fund services growth, “driven by both con-
version and outsourcing activity.” 

“We continue to make the necessary investments in our tech-
nology, our personnel and even our facilities in order to scale 

our business in a cost-effective manner 
and maintain outstanding service to 
our clients,” says Slattery, managing 
director and head of fund services op-
erations at JPMorgan Chase. 

Slattery, a recipient of the Presi-
dent’s Award for Service to NICSA two 
years in a row, has been a member of 
the organization for 30 years.  

“The fund services industry is in a 
period of rapid change, highlighted by 
consolidation among asset managers, 

major conversions between service providers, largest-ever out-
sourcing mandates and a steady stream of regulatory changes,” 
he says.

Stacy Bernstein, head of financial 
intermediaries and strategic development, 
American Century Investments

Over the last 25 years, Stacy Bernstein has been involved in de-
veloping distribution channels, growing market share and invest-
ment product planning at Legg Mason, Liberty Funds Distributor 
and now American Century. When looking over her career, it is 
developing business relationships that are her “sources of pride.”

Bernstein, a recipient of the President’s 
Award for Service to NICSA, holds her 
series 6, 7, 26, 24 and 63 securities reg-
istrations, and sits on the NICSA Board 
of Directors, the ICI Sales and Market-
ing Committee, American Century’s 
Extended Management Committee and 
works with the Expect Miracles Founda-
tion, a nonprofit connecting the financial 
services industry to investing in cancer 
research. 

“Giving back is very important to me and is one of the reasons 
why I decided to work for American Century Investments,” she 
says, adding that the firm “distributes over 40% of its dividends 
to the Stowers Institute for Medical Research.” MME

2019 NICSA NOVA AWARDS: EMERGING LEADER AWARDS

2019 NICSA NOVA AWARDS: PRESIDENT’S AWARD FOR SERVICE TO NICSA

011_MME1019_001   11 10/9/2019   10:15:05 AM



12 Money Management Executive                                                                                              October, 2019 October, 2019 Money Management Executive        13

PRODUCTS

concedes there’s no turning back.
“We have so many funds beat the mar-

ket 10 years, 20 years, but we’re not going 
to second-guess the customer,” Lynch, Fi-
delity’s vice chairman, said in an interview. 
“We’re not going to say, ‘You fool! You idi-
ot!’ If you want to buy an index fund, here 
it is.”

And buy they have. August fund flows 
helped lift assets in index-tracking U.S. 
equity funds to $4.271 trillion, compared 
with $4.246 trillion run by stock-pickers, 
according to estimates from Morningstar 
Investors added $88.9 billion to passive U.S. 
stock funds while pulling $124.1 billion 
from active this year through August, the 
firm estimated.

The unraveling for stock pickers acceler-
ated after the financial crisis, when inves-
tors burned by the markets flocked to low-
cost passive funds.

Passive funds came onto the scene in 
the 1970s and took hold with the advent of 
ETFs in the ‘90s.  

Their popularity soared with the bull 
market that began in 2009, as cost-con-
scious investors rode benchmark indexes 
and most managers lagged.

Driving the migration is cheaper fees. 
Passive U.S. equity funds cost an average 
of about 10 cents a year per $100 of assets, 
compared with 70 cents for active funds.

“That represents investors keeping more 
of their own money,” said Eric Balchunas, a 
Bloomberg Intelligence analyst. “If there’s 
a loser in this, it’s probably the asset man-
agement industry. The rise of passive rep-
resents the rise of very low fee products and 
ultimately that’s going to mean some pain 
for them.”

RACE FOR REVENUE
As fees compress, asset management 

companies are casting wider nets for rev-
enue. Vanguard Group, the $5.6 trillion gi-
ant that started the revolution with its S&P 
500 mutual fund, is pushing harder into 
the personal advice business. BlackRock is 
looking overseas for growth. Fidelity has 
turned to securities lending and is trying 
to build market share by offering zero-fee 

PASSIVE 
from page 1

ANALYSIS

this sophisticated flexibility at very low cost 
to support each iteration.  

The combination of driving more assets 
into the models through greater appeal to in-
stitutional asset gatekeepers at very low cost 
to support the next custom model account 
sold will drive gross margins and effectively 
combat fee compressions hit to the bottom 
line.   

The core value proposition of models is 
two-fold: with better alpha, less beta. Most 
available research suggests that roughly 
90% of the variability of returns of a typical 
mutual fund across time can be explained 
by asset allocation. Models take that con-
cept a step further simply by their nature 
of being a strategically selected group of 
funds. 

It’s clear that advisor appetite for models 
is growing. One industry study of 500 advi-
sors cited found 85% are now using models in 
some shape or form. The models can be creat-
ed either in-house or by a third party, like an 
asset manager or consultant.

Financial advisors are not only using mod-
els, but they represent a growing proportion 
of new total fund sales and have been rising 
for more than a decade now.

If the core growth opportunity in invest-
ment management is now design of model 
portfolios, how does an asset manager max-
imize this business opportunity? The key 
is using the right technology to scale model 
sales and ultimately drive the cost to support 
the next sale to zero. 

In fact, the evolutionary point facing the 
asset management industry is similar to soft-
ware’s move from bespoke installed software 
to the cloud-based SaaS software business 
model, something we know very well at Delta 
Data. 

Legacy models are tailored to a histori-
cal mindset of value and are delivered in a 
non-scalable and inflexible bespoke model. 
The new model is to design a single instance 
of the software for the flexibility required 
and once you have the product created and 
the implementation teams in place, your ad-
ditional cost to sell that product over time 
essentially becomes the cost of your business 
development team.

EVOLUTION OF MODELS
First, we should take a step back to un-

derstand how we got here. If you think 
about it, models initially got their start in 
mutual funds (as they were a collection of 
securities).

In the years to follow, we saw the same 
philosophy applied to more bespoke retire-
ment products such as the target date fund in 
the 1990s, and later with the separately man-
aged account. 

Several years ago, robo advisors burst 
onto the scene, bringing the idea of model 
portfolios into the mainstream with direct 
to consumer, turnkey investing. While most 
incumbents now offer their own version of a 
digital advisor platform, models are starting 
to pop up in institutional distribution chan-
nels as well. 

For example, we’re now seeing a prolifera-
tion of models in use on dealer managed ac-
count platforms. 

Morningstar rolled out model market-
place in May, and TD Ameritrade launched a 
platform last year, allowing advisors clearing 
through TD Ameritrade Institutional to ac-
cess third-party models. 

Our firm is moving into production tech-
nical capabilities with several Record-Keep-
ing clients the ability to deliver customizable 
ERISA based products based on white-labeled 
models which are finished out with specific 
funds and underlying assets selected by the 
RIA or consultant who has the relationship 
with the sponsor.  

OPPORTUNITY FOR MANAGERS
A recent Cerulli Associates survey of 1,000 

financial advisors states that there is $6.8 tril-

lion in potential assets for asset managers to 
tackle. 

Asset managers are in the best position to 
capitalize on this trend. The opportunity is 
for asset managers to take an active role in 
constructing the models for these platforms 
directly. And they should — advisors are 
coming to them for their expertise, so this 
makes perfect sense.

Technology underpinning models is im-
proving to the point where asset managers 

can more seamlessly create, launch and man-
age across multiple distribution platforms. 
This allows asset managers to realign to im-
prove alpha for the client and also helps asset 
managers stay profitable as they scale. It also 
allows them to operate with lower fees to their 
client’s benefit.

From all of the indicators, asset alloca-
tion models are primed to continue gaining 
prominence in the investment management 
industry.  

Asset managers, therefore, are presented 
with a huge opportunity to strengthen distri-
bution channels and grow assets by taking an 
active role in the creation of models that allow 
advisors to add value to their clients.

Scalability of this customizable product 
is now the name of the game — making sure 
that your firm has the right processes in place, 
including the proper technology infrastruc-
ture, is how you win.  

It’s crucial to recognize this shift in the in-
dustry, move off of your legacy position and 
delivery channel before your left behind. MME

Whitfield Athey is CEO of Delta Data, a 
solutions provider to mutual fund back-office 
operations. 

PORTFOLIOS 
from page 1

“The key is using the right technology to 
scale model sales and ultimately drive the 
cost to support the next sale to zero.”

Delta Data CEO Whitfield Athey
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PRODUCTS

concedes there’s no turning back.
“We have so many funds beat the mar-

ket 10 years, 20 years, but we’re not going 
to second-guess the customer,” Lynch, Fi-
delity’s vice chairman, said in an interview. 
“We’re not going to say, ‘You fool! You idi-
ot!’ If you want to buy an index fund, here 
it is.”

And buy they have. August fund flows 
helped lift assets in index-tracking U.S. 
equity funds to $4.271 trillion, compared 
with $4.246 trillion run by stock-pickers, 
according to estimates from Morningstar 
Investors added $88.9 billion to passive U.S. 
stock funds while pulling $124.1 billion 
from active this year through August, the 
firm estimated.

The unraveling for stock pickers acceler-
ated after the financial crisis, when inves-
tors burned by the markets flocked to low-
cost passive funds.

Passive funds came onto the scene in 
the 1970s and took hold with the advent of 
ETFs in the ‘90s.  

Their popularity soared with the bull 
market that began in 2009, as cost-con-
scious investors rode benchmark indexes 
and most managers lagged.

Driving the migration is cheaper fees. 
Passive U.S. equity funds cost an average 
of about 10 cents a year per $100 of assets, 
compared with 70 cents for active funds.

“That represents investors keeping more 
of their own money,” said Eric Balchunas, a 
Bloomberg Intelligence analyst. “If there’s 
a loser in this, it’s probably the asset man-
agement industry. The rise of passive rep-
resents the rise of very low fee products and 
ultimately that’s going to mean some pain 
for them.”

RACE FOR REVENUE
As fees compress, asset management 

companies are casting wider nets for rev-
enue. Vanguard Group, the $5.6 trillion gi-
ant that started the revolution with its S&P 
500 mutual fund, is pushing harder into 
the personal advice business. BlackRock is 
looking overseas for growth. Fidelity has 
turned to securities lending and is trying 
to build market share by offering zero-fee 

funds. Flows at Boston-based Fidelity, 
which lost its position to Vanguard as the 
largest U.S. mutual fund manager in 2010, 
show how strongly tastes have changed.

While many of its biggest active prod-
ucts, such as the $118 billion Contrafund, 
racked up better returns, customers pulled 
$20 billion from its traditional equity fund 
lineup in the first half of 2019 and poured 
$52 billion into its passive offerings, Morn-
ingstar estimates. 

“They’re far more tolerant of passive 
products, partly because of how they’re 
investing,” Kevin McDevitt, the Morning-
star senior analyst who assembles the fund 
flows report, said in an interview. “It’s kind 
of a set it and forget it kind of thing.”

Financial advisors are helping to fuel the 
move. They can build client portfolios from 
an array of index offerings. 

That approach caps potential gains, as 
index funds won’t top any year’s perfor-
mance charts. It also limits manager risk 
— the chance that a star will suddenly 
stumble. The passive wave is forcing firms 
to cut the fees they charge in order to stay 
competitive. Meanwhile, their expenses 
for technology, talent and regulatory com-
pliance are rising, further squeezing profit 
margins.

Some active managers have suffered re-
lentless outflows as higher operating costs 
hurt relative performance, and their own 
stocks have suffered.

Bloomberg’s index of large asset manag-
ers fell 34% in the five years through Aug. 
30, even as the S&P 500 rose 46%.

MORE DEALS?
Pressure on the industry is spurring 

speculation of more consolidation. PwC 

forecasts a 14% decline in the number of 
funds and a 22% drop in expense ratios by 
2025.

Michael Burry, hero of Michael Lewis’ 
best-selling book “The Big Short,” warned 
that passive fund inflows are inflating a 
new stock and bond bubble that is bound 
to blow up as money linked to fund index-
es exceeds amounts traded in individual 
stocks.

“The theater keeps getting more crowd-

ed, but the exit door is the same as it always 
was,” Burry wrote in an email exchange 
with Bloomberg. “All this gets worse as you 
get into even less liquid equity and bond 
markets globally.”

To be sure, U.S. stocks held in passive 
and active funds combined represent less 
than one-third of the total market, with the 
balance owned by individuals, pensions, 
insurers and other investors, according to 
the Investment Company Institute.

And active managers remain confident.
Capital Group, founded in 1931, has re-

sisted indexing. The closely held, Los An-
geles-based firm says its long-term returns 
mostly beat passive products, whose lack of 
agility would be exposed in a bear market. 

The firm’s $190 billion Growth Fund of 
America, managed by a 13-person team, re-
turned an annualized 8.1% in the 20 years 
through August, versus 6.3% for the Van-
guard 500 Index Fund.

“Many investors believe they are making 
the ‘safe’ choice in picking an index fund,” 
said Steve Deschenes, Capital Group re-
search and development director. “The most 
popular index funds expose customers to 
the full brunt of downturns. Strong active 
managers can provide less volatility and a 
smoother ride.” — Bloomberg News MME

 “If there’s a loser in this, it’s probably the asset 
management industry. The rise of passive represents the 
rise of very low-fee products and ultimately that’s going to 
mean some pain for them.”

Eric Balchunas, analyst, Bloomberg Intelligence

PASSIVE 
from page 1

ANALYSIS

lion in potential assets for asset managers to 
tackle. 

Asset managers are in the best position to 
capitalize on this trend. The opportunity is 
for asset managers to take an active role in 
constructing the models for these platforms 
directly. And they should — advisors are 
coming to them for their expertise, so this 
makes perfect sense.

Technology underpinning models is im-
proving to the point where asset managers 

can more seamlessly create, launch and man-
age across multiple distribution platforms. 
This allows asset managers to realign to im-
prove alpha for the client and also helps asset 
managers stay profitable as they scale. It also 
allows them to operate with lower fees to their 
client’s benefit.

From all of the indicators, asset alloca-
tion models are primed to continue gaining 
prominence in the investment management 
industry.  

Asset managers, therefore, are presented 
with a huge opportunity to strengthen distri-
bution channels and grow assets by taking an 
active role in the creation of models that allow 
advisors to add value to their clients.

Scalability of this customizable product 
is now the name of the game — making sure 
that your firm has the right processes in place, 
including the proper technology infrastruc-
ture, is how you win.  

It’s crucial to recognize this shift in the in-
dustry, move off of your legacy position and 
delivery channel before your left behind. MME

Whitfield Athey is CEO of Delta Data, a 
solutions provider to mutual fund back-office 
operations. 

“The key is using the right technology to 
scale model sales and ultimately drive the 
cost to support the next sale to zero.”

Delta Data CEO Whitfield Athey
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ETF flows  
($ millions)

Date Total equity
Domestic

equity
World
equity

Hybrid
Total
bond

Taxable
bond

Municipal
bond

Commodity
Total LT MF

and ETF flows

Estimated weekly net new cash flow
09/25/2019 -15,779 -13,957 -1,822 -1,918 6,913 4,587 2,327 2,356 -8,428
09/18/2019 10,036 11,807 -1,771 -843 9,293 8,906 387 260 18,747
09/11/2019 7,551 8,598 -1,047 -687 13,021 11,734 1,287 -396 19,489
09/04/2019 -4,106 -4,389 283 -1,132 6,924 5,708 1,217 914 2,599
08/28/2019 -9,506 -5,324 -4,182 -1,404 7,954 5,994 1,961 1,745 -1,211

Monthly net new cash flow
08/31/2019 -41,848 -29,822 -12,026 -6,943 22,242 13,198 9,045 3,747 -22,802
07/31/2019 -14,880 -7,901 -6,979 -2,035 44,717 34,568 10,149 2,247 30,049
06/30/2019 -20,722 -12,018 -8,704 -4,284 39,666 32,670 6,996 2,984 17,644
05/31/2019 -26,010 -24,679 -1,330 -3,829 21,028 12,473 8,555 -1,166 -9,976
04/30/2019 -15,614 -5,324 -10,290 -4,963 40,484 33,194 7,290 -1,829 18,077
03/31/2019 -7,613 -3,658 -3,955 -5,723 38,381 29,268 9,112 -353 24,692
02/28/2019 2,227 3,606 -1,379 -2,423 45,110 34,155 10,954 -1,493 43,421
01/31/2019 -11,223 -21,195 9,972 -886 29,308 21,723 7,585 2,169 19,367
12/31/2018 -57,436 -28,953 -28,484 -28,169 -49,399 -49,512 113 1,173 -133,832
11/30/2018 6,964 2,783 4,181 -12,380 -11,249 -7,459 -3,790 117 -16,547
10/31/2018 -6,659 -9,657 2,998 -11,251 -31,948 -27,700 -4,248 336 -49,523
09/30/2018 -1,052 886 -1,938 -6,086 18,096 18,526 -430 -36 10,923
08/31/2018 -3,953 -6,660 2,707 -6,187 19,556 17,219 2,337 -2,322 7,094
07/31/2018 -305 1,007 -1,312 -6,007 25,923 22,495 3,427 -599 19,011
06/30/2018 -26,524 -21,004 -5,520 -7,085 19,608 16,995 2,613 -2,450 -16,451
05/31/2018 13,744 10,068 3,676 -3,630 13,042 11,749 1,293 -133 23,024
04/30/2018 -27 -7,403 7,375 -3,752 22,416 24,176 -1,760 2,310 20,946
03/31/2018 -6,742 -22,152 15,410 -1,712 15,898 14,148 1,750 554 7,997
02/28/2018 -19,502 -41,444 21,942 -3,439 1,704 2,706 -1,002 1,026 -20,210
01/31/2018 54,200 10,778 43,423 356 56,756 46,287 10,469 1,724 113,036
12/31/2017 8,940 -9,054 17,995 -3,334 19,167 19,491 -324 -528 24,246
11/30/2017 13,723 -4,417 18,140 -3,164 21,608 19,788 1,820 -444 31,723
10/31/2017 23,928 3,166 20,762 -1,818 38,718 36,110 2,608 -747 60,081
09/30/2017 653 -9,775 10,429 -2,099 36,443 33,440 3,004 1,733 36,732
08/31/2017 -6,149 -22,771 16,622 -3,685 29,551 25,078 4,473 2,393 22,110
07/31/2017 7,402 -12,518 19,921 -2,001 31,710 29,139 2,571 -3,532 33,579
06/30/2017 21,927 -7,944 29,871 -2,546 32,644 29,372 3,272 1,528 53,553
05/31/2017 23,363 -10,725 34,087 -1,549 36,385 33,070 3,315 -449 57,749
04/30/2017 12,335 -8,266 20,601 -1,563 25,199 22,064 3,134 948 36,919
03/31/2017 24,562 9,411 15,151 -1,924 37,809 36,562 1,247 -531 59,917
02/28/2017 35,179 17,613 17,566 44 36,004 33,991 2,013 1,867 73,095
01/31/2017 20,678 5,097 15,581 -1,976 35,544 31,037 4,507 -637 53,609

SCORECARD

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

Source: Investment Company Institute

ETF flows  
($ millions)

SCORECARD

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

Source: Investment Company Institute

COMMENTARY

A new year means new initiatives, programs at NICSA

Since joining 
the leadership 
team at NICSA, I 
have witnessed a 
remarkable trans-
formation across 
the group and 
the industry as a 
whole.  

NICSA, an asset management trade as-
sociation, and our members, have strong, 
relevant and diverse voices in every im-
portant market segment in the global asset 
management industry. 

Our group aims to gather new member 
firms that see the value and benefit from 
added focus on front-office business lines 
every year. And every year, more asset 
managers, broker dealers, advisors and 
wealth managers are coming to the NICSA 
table to share ideas and solutions to indus-
try challenges. 

Much of our success comes from con-
necting and leveraging the thought lead-
ership of a vibrant asset management  
community.  

From specific best practices to leading 
industry trends, our diverse membership 
continues to drive programs aimed at en-
hancing business models and benefiting 
investors. 

Acting in many ways as a platform for 
industry dialogue, NICSA has a bird’s-eye 
view of the creative solution trends that are 
top of mind for industry executives. 

Technology initiatives are crafting cli-
ent service offerings. Data management 
strategies are shaping distribution models. 
Creative product development and strate-
gic intermediary partnerships are driving 
the development of asset allocation mod-
els. We see firsthand how collaboration 
among industry leaders can effectively 
spark innovative solutions to critical busi-
ness issues. 

As we move into 2020, NICSA is proud 
to connect all facets of the global asset 
management community in order to devel-
op, share, implement and advance leading 

practices in many of these areas.
In the coming months, NICSA will 

take on a new look and feel — a refreshed 
brand, if you will. We are excited to bring 
our members a host of new content and 
community engagement tools in 2020. We 
welcome your feedback and encourage 
your input. 

Another important focus for NICSA 
in 2020 will be accelerating diversity and 
inclusion within the asset management  
industry. 

Late last year, NICSA launched the 
Diversity Project North America, a 
cross-company program that distinguish-
es itself through collaborative leadership 
among senior executive-level business 
leaders who control headcount and bud-
gets, and who have the power to solicit and 
effect change within their organizations. 

Executives involved in the Diversi-
ty Project understand that diversity and 
inclusion are essential parts of business 

sustainability. They are ready to pilot pro-
grams and processes, to spend budget dol-
lars and to employ their own teams on ac-
tionable best practices. 

Much of the work the Diversity Project 
North America is doing is aimed at set-
ting an example for how business leaders 
can own the diversity issue, in conjunc-
tion with HR, and embed inclusion into 
the day-to-day fabric of how they run their 
businesses. 

It is this top-down approach that we 
feel makes the Diversity Project unique, 
and provides the project’s mission with 
the best chances for success. To date, the 
Diversity Project North America has on-

boarded over 30 firms (and growing) that 
have demonstrated a keen interest in mov-
ing the needle in a positive direction on the 
diversity and inclusion front. 

Senior executives across the asset man-
agement industry have been acutely fo-
cused on addressing key trends and chal-
lenges resulting from evolving business 
environments — issues such as interme-
diary partnerships, fee compression, shelf 
space, tech-inspired client services, prod-
uct structure and data analytics, to name 
a few. NICSA has listened — and evolved.

We have expanded our reach among 
global asset management industry partic-
ipants over the past several years. 

NICSA membership now spans a vast 
array of business lines, including distribu-
tion, technology and data science. 

Industry focus on topics such as prod-
uct development, artificial intelligence, 
digitization and the use of analytics has 
led to new committees, events and content 

at NICSA. 
As a trade association that serves all 

facets of the asset management industry, 
covering a vast array of business functions, 
NICSA is in a unique position to offer our 
members a broad platform upon which 
firms can build best practices for executing 
strategies and programs. As the industry 
evolves, so will we. 

We hope to continue connecting a di-
verse set of members and accelerating the 
best practices that ultimately serve inves-
tors worldwide. MME

Jim Fitzpatrick is president and CEO of 
NICSA

By Jim Fitzpatrick

Industry focus on topics such as product development, 
artificial intelligence, digitization and the use of analytics has 
led to new committees, events and new content at NICSA.
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ETF flows  
($ millions)

Date Total equity
Domestic

equity
World
equity

Hybrid
Total
bond

Taxable
bond

Municipal
bond

Commodity
Total LT MF

and ETF flows

Estimated weekly net new cash flow
09/25/2019 -15,779 -13,957 -1,822 -1,918 6,913 4,587 2,327 2,356 -8,428
09/18/2019 10,036 11,807 -1,771 -843 9,293 8,906 387 260 18,747
09/11/2019 7,551 8,598 -1,047 -687 13,021 11,734 1,287 -396 19,489
09/04/2019 -4,106 -4,389 283 -1,132 6,924 5,708 1,217 914 2,599
08/28/2019 -9,506 -5,324 -4,182 -1,404 7,954 5,994 1,961 1,745 -1,211

Monthly net new cash flow
08/31/2019 -41,848 -29,822 -12,026 -6,943 22,242 13,198 9,045 3,747 -22,802
07/31/2019 -14,880 -7,901 -6,979 -2,035 44,717 34,568 10,149 2,247 30,049
06/30/2019 -20,722 -12,018 -8,704 -4,284 39,666 32,670 6,996 2,984 17,644
05/31/2019 -26,010 -24,679 -1,330 -3,829 21,028 12,473 8,555 -1,166 -9,976
04/30/2019 -15,614 -5,324 -10,290 -4,963 40,484 33,194 7,290 -1,829 18,077
03/31/2019 -7,613 -3,658 -3,955 -5,723 38,381 29,268 9,112 -353 24,692
02/28/2019 2,227 3,606 -1,379 -2,423 45,110 34,155 10,954 -1,493 43,421
01/31/2019 -11,223 -21,195 9,972 -886 29,308 21,723 7,585 2,169 19,367
12/31/2018 -57,436 -28,953 -28,484 -28,169 -49,399 -49,512 113 1,173 -133,832
11/30/2018 6,964 2,783 4,181 -12,380 -11,249 -7,459 -3,790 117 -16,547
10/31/2018 -6,659 -9,657 2,998 -11,251 -31,948 -27,700 -4,248 336 -49,523
09/30/2018 -1,052 886 -1,938 -6,086 18,096 18,526 -430 -36 10,923
08/31/2018 -3,953 -6,660 2,707 -6,187 19,556 17,219 2,337 -2,322 7,094
07/31/2018 -305 1,007 -1,312 -6,007 25,923 22,495 3,427 -599 19,011
06/30/2018 -26,524 -21,004 -5,520 -7,085 19,608 16,995 2,613 -2,450 -16,451
05/31/2018 13,744 10,068 3,676 -3,630 13,042 11,749 1,293 -133 23,024
04/30/2018 -27 -7,403 7,375 -3,752 22,416 24,176 -1,760 2,310 20,946
03/31/2018 -6,742 -22,152 15,410 -1,712 15,898 14,148 1,750 554 7,997
02/28/2018 -19,502 -41,444 21,942 -3,439 1,704 2,706 -1,002 1,026 -20,210
01/31/2018 54,200 10,778 43,423 356 56,756 46,287 10,469 1,724 113,036
12/31/2017 8,940 -9,054 17,995 -3,334 19,167 19,491 -324 -528 24,246
11/30/2017 13,723 -4,417 18,140 -3,164 21,608 19,788 1,820 -444 31,723
10/31/2017 23,928 3,166 20,762 -1,818 38,718 36,110 2,608 -747 60,081
09/30/2017 653 -9,775 10,429 -2,099 36,443 33,440 3,004 1,733 36,732
08/31/2017 -6,149 -22,771 16,622 -3,685 29,551 25,078 4,473 2,393 22,110
07/31/2017 7,402 -12,518 19,921 -2,001 31,710 29,139 2,571 -3,532 33,579
06/30/2017 21,927 -7,944 29,871 -2,546 32,644 29,372 3,272 1,528 53,553
05/31/2017 23,363 -10,725 34,087 -1,549 36,385 33,070 3,315 -449 57,749
04/30/2017 12,335 -8,266 20,601 -1,563 25,199 22,064 3,134 948 36,919
03/31/2017 24,562 9,411 15,151 -1,924 37,809 36,562 1,247 -531 59,917
02/28/2017 35,179 17,613 17,566 44 36,004 33,991 2,013 1,867 73,095
01/31/2017 20,678 5,097 15,581 -1,976 35,544 31,037 4,507 -637 53,609

SCORECARD

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

Source: Investment Company Institute
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COMMENTARY

A new year means new initiatives, programs at NICSA

boarded over 30 firms (and growing) that 
have demonstrated a keen interest in mov-
ing the needle in a positive direction on the 
diversity and inclusion front. 

Senior executives across the asset man-
agement industry have been acutely fo-
cused on addressing key trends and chal-
lenges resulting from evolving business 
environments — issues such as interme-
diary partnerships, fee compression, shelf 
space, tech-inspired client services, prod-
uct structure and data analytics, to name 
a few. NICSA has listened — and evolved.

We have expanded our reach among 
global asset management industry partic-
ipants over the past several years. 

NICSA membership now spans a vast 
array of business lines, including distribu-
tion, technology and data science. 

Industry focus on topics such as prod-
uct development, artificial intelligence, 
digitization and the use of analytics has 
led to new committees, events and content 

at NICSA. 
As a trade association that serves all 

facets of the asset management industry, 
covering a vast array of business functions, 
NICSA is in a unique position to offer our 
members a broad platform upon which 
firms can build best practices for executing 
strategies and programs. As the industry 
evolves, so will we. 

We hope to continue connecting a di-
verse set of members and accelerating the 
best practices that ultimately serve inves-
tors worldwide. MME

Jim Fitzpatrick is president and CEO of 
NICSA

Industry focus on topics such as product development, 
artificial intelligence, digitization and the use of analytics has 
led to new committees, events and new content at NICSA.
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