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At its heart, asset management is a people business.

It is about analysts sharing investment theses with portfolio managers, service teams sharing insights with
clients and distribution teams sharing ideas with prospects.

The industry is rooted in personal connections within organizations and with investors. The coronavirus has
interrupted businesses around the world and made the process of maintaining these connections more
challenging.

Asset managers have responded rapidly by shifting their organizations to remote work environments and
finding ways to communicate internally and externally.

“Digital marketing and client engagement are a particular focus, and we believe having the processes and
procedures in place to respond quickly to clients is vital.”

Transitioning to a Remote Work Environment
Based on our flash study with asset managers around the globe, most believe their organizations have
handled this transition well, with managers providing an average score of 8.8 on a 10-point scale. Firms with
robust emergency planning protocols established post-9/11 have experienced limited disruptions. Managers
are leveraging various technology solutions to engage with clients and to host due diligence sessions.

“We are holding virtual meetings for short lists and client interactions, and these are going well and are easier
to schedule than needing to book a full day of travel for those involved.”

Not all managers have had as easy a time, though, with midsize firms providing a wider range of responses
and European managers reporting somewhat lower scores.
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Technology has played an integral role in assisting with the migration to remote working, with the number of
videoconferences expanding exponentially. For some managers, this has been a way to increase productivity,
as travel has been all but eliminated. Many believe that the use of virtual meetings will increase post crisis.

“This period has made virtual venues much more credible to conduct important decisional/review meetings
with investment committees.”

Keeping Up with the Joneses
Driven in part by this crisis, over a third of the managers surveyed plan to increase their technology budgets
in the future, with the largest increases expected by midsize firms and North American managers.

Large firms are better able to leverage their technology spend across a much bigger platform and, therefore,
may be less inclined to increase spending than their smaller peers. In addition, the larger firms overall have
managed well with the technology already in place and may not see a need to make additional investments.



Priming the Product Pipeline
While the COVID-19 pandemic has shut businesses and forced many to shelter in place, it does not appear to
have meaningfully affected asset managers’ product development activities.

More than 30% of firms launched a product in the last month and two-thirds are planning to launch a new
product in the next three months. Only 11% of respondents reported having to delay a product launch due to
COVID-19.

Managers are likely to have to increase the incubation time of these new products, as flows may be more
challenged in the near term. While managers have worked to meet the needs of existing clients, new business
is one area that will likely be affected.

“Prospect activity will likely suffer because it is harder to initiate relationships without an in-person meeting.”



Managing the Most Valuable Assets
Every week, the ranks of the unemployed continue to grow as businesses struggle to adapt to the new
normal. Given the nature of the work and the ability to work remotely, the asset management industry has
been spared some of this pain.

Hiring activity, however, has been impacted, with only 15% of managers citing that the crisis has had no
effect on its employment plans while another 15% reported formal hiring freezes. Most managers are
continuing searches for key positions and only 3% plan to reduce headcount.

Returning to the Old Normal
Asset managers have adapted to virtual meetings and events but are anxious to get back in front of clients
and prospects. So, when are we getting back to hosting events and in-person meetings?

“At some point, given this is a relationship business, we hope to be able to get back to seeing clients in
person.”



Managers plan to take the lead from clients, with the majority expecting to begin in-person interactions
starting after the summer. The shift away from face-to-face meetings has forced managers to change the
ways in which they communicate and will likely have a profound impact on the ways in which they interact
with investors going forward.

“In person interactions are, of course, very valuable, and this will not go away. But the mix will shift,
especially as the availability and comfort with virtual meetings as technology improves.”

Conclusion
“It’s the End of the World as We Know It (And I Feel Fine),” the song title from R.E.M.’s 1987 hit, sums up the
sentiment among asset managers adjusting to the new normal. Most have migrated seamlessly to the remote
work environment and have embraced the use of technology to communicate without the expense or hassle
associated with travel.

While most managers believe that personal connections matter and that in-person events and meetings will
resume in time, this crisis has forced managers and investors to engage in new ways of communicating that
will likely have far-reaching implications for interactions going forward.
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Coalition Greenwich, a division of CRISIL, an S&P Global Company, is a leading global provider of strategic
benchmarking, analytics and insights to the financial services industry.

We specialize in providing unique, high-value and actionable information to help our clients improve their
business performance.

Our suite of analytics and insights encompass all key performance metrics and drivers: market share, revenue
performance, client relationship share and quality, operational excellence, return on equity, behavioral
drivers, and industry evolution.

About CRISIL

CRISIL is a leading, agile and innovative global analytics company driven by its mission of making markets
function better. It is majority owned by S&P Global Inc., a leading provider of transparent and independent
ratings, benchmarks, analytics, and data to the capital and commodity markets worldwide.

CRISIL is India’s foremost provider of ratings, data, research, analytics, and solutions with a strong record of
growth, culture of innovation, and global footprint.

It has delivered independent opinions, actionable insights and efficient solutions to over 100,000 customers
through businesses that operate from India, the U.S., the U.K., Argentina, Poland, China, Hong Kong, and
Singapore.

For more information, visit www.crisil.com
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This Document is prepared by Crisil Coalition Greenwich, which is a part of Crisil Ltd, a company of S&P
Global. All rights reserved. This Document may contain analysis of commercial data relating to revenues,
productivity and headcount of financial services organisations (together with any other commercial
information set out in the Document). The Document may also include statements, estimates and projections
with respect to the anticipated future performance of certain companies and as to the market for those
companies’ products and services.

The Document does not constitute (or purport to constitute) an accurate or complete representation of past or
future activities of the businesses or companies considered in it but rather is designed to only highlight the
trends. This Document is not (and does not purport to be) a comprehensive Document on the financial state
of any business or company. The Document represents the views of Crisil Coalition Greenwich as on the date
of the Document and Crisil Coalition Greenwich has no obligation to update or change it in the light of new or
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additional information or changed circumstances after submission of the Document.

This Document is not (and does not purport to be) a credit assessment or investment advice and should not
form basis of any lending, investment or credit decision. This Document does not constitute nor form part of
an offer or invitation to subscribe for, underwrite or purchase securities in any company. Nor should this
Document, or any part of it, form the basis to be relied upon in any way in connection with any contract
relating to any securities. The Document is not an investment analysis or research and is not subject to
regulatory or legal obligations on the production of, or content of, investment analysis or research.

The data contained in the Document is based upon a particular bank’s scope, which reflects a bank’s data
submission, business structure, and sales revenue Reporting methodology. As a result, any data contained in
the Document may not be directly comparable to data presented to another bank. For franchise
benchmarking, Crisil Coalition Greenwich has implemented equal ranking logic on aggregate results i.e., when
sales revenues are within 5% of at least one competitor ahead, a tie is shown and designated by = (where
actual ranks are shown). Entity level data has no equal ranking logic implemented and therefore, on occasion,
the differences between rank bands can be very close mathematically.

The data in this Document may reflect the views reported to Crisil Coalition Greenwich by the research
participants. Interviewees may be asked about their use of and demand for financial products and services
and about investment practices in relevant financial markets. Crisil Coalition Greenwich compiles the data
received, conducts statistical analysis and reviews for presentation purposes to produce the final results.

THE DOCUMENT IS COMPILED FROM SOURCES CRISIL COALITION GREENWICH BELIEVES TO BE RELIABLE.
CRISIL COALITION GREENWICH DISCLAIMS ALL REPRESENTATIONS OR WARRANTIES, EXPRESSED OR IMPLIED,
WITH RESPECT TO THIS DOCUMENT, INCLUDING AS TO THE VALIDITY, ACCURACY, REASONABLENESS OR
COMPLETENESS OF THE INFORMATION, STATEMENTS, ASSESSMENTS, ESTIMATES AND PROJECTIONS, ANY
WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE ARISING OUT OF THE USE OF
ALL OR ANY OF THIS DOCUMENT. CRISIL COALITION GREENWICH ACCEPTS NO LIABILITY WHATSOEVER FOR
ANY DIRECT, INDIRECT OR CONSEQUENTIAL LOSS OR DAMAGE OF ANY KIND ARISING OUT OF THE USE OF ALL
OR ANY OF THIS DOCUMENT.
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