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@ Guest Column

Blurring Lines Between Institutions & RIAs
Means Opportunities For Emerging Managers
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Unell recencly, the challenge for emerg-
INg prRed MAnNERET SAeang 00 grow nssets
amang Institutional investors ard HIAS was
developing and exeouting, a ten-promnged
apmroach because thiey 2ne essernsally twao
different market segmenes with distinct
needs and ohjectives.

However, 25 the investment landscape
reshapes. the two approaches are begin-
ming &0 converge, gnang boutique  and
emerging firms the opportunity to scale
thear resources across both  chanmels,
whach has the potential to substamtsally in=
crease assets wicher mapagement

Hstoricslly, There Have Been Clear
Differences Betwpun the Two

To cixgage institistions with their locus on
performance and risk management, asset
management linms have wed a proscive,
data-driven sales cutreach while also re-
byimg on inbousd REPs. However, winndng
RBLA hsiness typically mvoles @ phad-
ding marketing approach, using truveling
whaolesabers o leverage relationships and
gemerate interest in thelr sirategies amxd
furwls,

While commumnicaliom with mstitu-
thoms emphasizes the moagers iee-
ment phfosophy, poodess, aml kEtordcal
performance data. che leoud far RLAR ghills
1o ke FmanbBiae nhijiee vahie propasitian,
TRt badershin, dnd haw' i #lis wsith
the: N5 datahase.

Limired Resources and Scale Has Meant
Marketing vo Dne or the Other
Those are: Twa vory distinet approses,
Firmg secking dis capiare sats Irom bath
markeds wouhl need (o mainban bwoe dif-
frerent muarkebing and s lemplalis, with
b inderral salis Wesim for rsiciie ol
an exLerial sales ledm R AR This is very
i lflhent, o say e besis

Alvernatively, forms could concemtnie
ther remources by argeting ane market
segment pver the other. But that would

mean lemding ot beast hall of the lrvesmble
capital on the tahle. Adccording o Cerulli
Associates, retail clime channels are grow-
ing at & faster mte ttan instiburtional cliens
chanrels, reacking a 5050 split in markes
share im 2021 Another report projects tha
retall channels will account for two-thimds
af assets under mamgement by 24, up
from A58% in 2004

It comld be a strategic mistake to com-
pletehy ignore a marset segment oversee-
ing hall the assets umder management
However, trymg e manage tbwa separate
marketing and sales strategivs coudd be a
bigger mistake, especally il they aoe siloed
ol fram each olher, That womihl by o e
merdous wasty ol rescances, with e op-
portunities bo draw kssons between the
Lo,

The Lines Between mstitutbons and RlAs
Are Blurring

While there are differences in market fo-
ous, messaping. and :ommunication styles
between instifotions amd HlAs the Enes
are blarring with mone firms adepling sim-
ilar apprisiches te eygping both, Thanks
Lo an esdving Bisdlsiape, Blds are becim-
ing mare sophistcatsl in (b investment
aptions, allesating noee Gapdlal o aller-
native inws=emends — a apace trasdictiorally
alosrrinatad by instvmilions

I adddinins, & ElAd masage inenias
Ingly larper porcfolies, they are adopring a
more insticutinmal-lite npproach, demand-
ing mome: doe diipmer, ard dmta—dnven
insighre frivm emeTRing MEnaprTs.

S0 N, Manapers mast eogandl thelr
villue priposition Gr Blas  beyiossd che
“niw ] Bincrmbive” angh: Lo desmmnsi e
& abrivesg rack resoml and bout their risk
M pemeri—jisl 45 es've always done
wilh inslEwbions. Fimme can now leverape
thi: seiles anil marketing cillaera iese)-
apeed for Iesstitucionas! sales Usrougghoud the
Hik chammel.

By developng & solid core message

around thelr Investment philosophy. risk
maragement, and periormance, emerging
managers can commeanicate  cffectively
with bath mstitutions and RlAs, molding
the reed for scparatse marketing srace-
ghes. While the core messge can remain
comsistend. firms might emphasize differ-
ent aspects depending on the audience.
For example. when communscating with
KL, they might haghlight their umque val-
we proposition and client it while fooesing
vm track records and nsk management for
institutioms,

Marketing Approaches are Converging,
Creating Scale aned Eificivncy

A o matler o practice, emerging manag-
eis have targeted HiAs abilizing comtemt
marketing, digital markesting strateghes,
PR, and engagement data. In recent years,
an increasing nember of managers have
leveraged those same rescarves and capa-
blsises across the Institutional chanesl, al-
bezit wiith messaging lallored to the disumct
ey of e chiannel.

In axcldition, with the rise of dato an-
alyids platforms and industry resounces,
emenging managens hayve mare acdess o
performaniee metrics snd indwstry bench-
mciris, making data 3 kew clement in their
commusicalions. io hogk institutions and
R1AA, Firmia thal @ncoirage their setall aid
irALiTi il ek Dedams 00 skan dala anid
resourees can belp cach slde mprove fms
analyties offorts while moking them more
elficiing,

Thiwagh the daa for ipstioicions ond
RlAs may differ — for exnmple, the gram-
lar ditn wvallalle on Ride mp't availabbe on
the msuiutdonal sich: — 4 prowing pambser
if fiemie wre ciembining elfores by ssieg
Lhe saimis CUsLOMET Pesiiarse: Mg ment
spubeame for both chunnele Many firms
are i molling ups ilila analyiis foe btk
chansels under one deam of dacs stallers,
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We agree with Dan.

That's why we decided to build an RIA database

it the skwiang goewih of the insninitional
market. The sowdawn in as56T flowe can
het atiibiited o the WeeRing a0d e rmans
vian of corparate Sefined pention plans
miee acheaneed algnethma, ared the imdis
e embeace of ANTrnetive vestmenii
Fevrer pasete mtae o need Tos cabes g1,

T dwlis ALATT Thil feimciifn o & hieed
M b e vrked Hp In sermme of b:l'll""?r'l"l'lﬁl'.'.
skills, mnid credenciols o deal with mone
mphlh! cabd pradets o ang e 'lﬂﬁhH'!u',
ereating a higher harmier toe enery while
lercEng ot evporicneed sales prolessing
b

Many of these se=speopss are find
ing thadr way oo the retnil sachiz ol (he: Biisd
nesd, with Hrme advely engaging with
thi REA knid Lamnily clliae chapnels, Thaoge

within FIN Searches.

Early access
begins May 6.

To become a
beta tester,
click here.
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salespeaple wha cheode Do SLaY Gn [he -
eritetEnal siede must reinvent themsehes
by Bareingg nesw peesdinets, ARles SRS and
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Pefleead the chan@iasg inseshme sl
scape anad che: prowing sophisceston of
Insticutiersal invesonra o Rlss. Emerping
asmet manapers who successfully mavigats:
the puanees of marsering 1o boch will gain
n significant edpe. By deycloping 4 mar
keting sppreach that resnrates with hogh
ElAs and instivatins while emphazizing
difTerenl AEpirts of Ab CarpeEl Aideno:
their srralegy hecomes scalsbbe, creating

elhciencies whil driving salva

Ll

B
s
=

T o

I LRl

Ll LT LT

' T i
(] B
(47 EIESI

Testers will receive early access in exchange for feedback.

Contact us to learn more at info@finsearches_ com.
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