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The top ten sub-advisory mandate winners collectively saw more than $36 billion in new mandates in 

2013, Strategic Insight reports. 

Loomis Sayles topped the list of 2013 sub-advisory mandate wins, bringing in approximately $5.2 

billion. BlackRock followed with $4.6 billion, Allianz Global Investors with $4.2 billion,Legg Mason with $3.8 

billion and MFS with $3.6 billion. Wellington, Barrow, Hanley, Mewhinney, Goldman Sachs, J.P. Morgan Asset 

Management and Highmark Capital rounded out the top 10 mandate winners for the year. 

The sub-advisory business broke the $2 trillion threshold in 2013, after $26 billion in net inflows that year, 

according to data from Strategic Insight. For the entire space, there are more than 200 managers that have hired 

more than 650 sub-advisors for more than 3,100 separate mandates, the firm reports. In 2013 alone, there were 

500 new mandates that involved 126 managers hiring 266 sub-advisors. Nearly 60% of those mandate wins were 

new sub-advisory relationships. The average size of a mandate with an existing sub-advisor was $230 million, 

almost double the $125 million average size of mandates for new sub-advisory relationships, Strategic Insight 

reports. 

A number of the new mutual fund sub-advisory relationships were for “nontraditional” or “multi-alternative” 

investments, says Christopher Yeomans, director of sub-advisory products at Strategic Insight. But, the top 

mandate winners sub-advise a variety of products, both traditional and nontraditional. And the bulk of sub-

advisory mandates remains in traditional core options, he says. “That’s where the large dollar amounts are.” 

The growth in sub-advisory assets comes from multiple avenues, says Yeomans. Some can be attributed to 

strong market performance. And general net flows, while proportionally small compared to the $2 trillion 

market as a whole, are growing, says Yeomans. “We anticipate they will continue to be positive.” 

Sub-advisory relationships are beneficial for firms looking to tap into new fund areas, but not ready to tackle the 

distribution or wait to develop a new product track record, says Tim Paulin, senior v.p. of investment research 

and product management at Touchstone Investments. Hiring a sub-advisor is “essentially leasing [a fund],” he 

says. There’s a “speed to market element,” says Paulin. “The breadth of firms that are interested in sub-advisors 

has grown with interest in the alternatives space,” he says, explaining that firms looking to diversify and offer 

alternatives products may turn to a sub-advisor rather than develop the products themselves. 

For Loomis Sayles, interest in its sub-advisory products encompasses both traditional and non-traditional 

products, says Chris Perkin, director of defined contribution and sub-advisory at Loomis. But, “the growth we’ve 

seen has been in the traditional bucket,” says Perkin. “The global thirst for yield,” is driving investors and their 



managers to look outside of traditional asset classes, prompting searches and piquing interest in alternative, 

emerging market, core plus and non-traditional fixed income products, a trend continuing into 2014, says 

Perkin. 

While Loomis has been sub-advising products for many years, the firm really began to ramp up its sub-advisory 

capabilities about two years ago, says Perkin. “It’s a large and powerful business,” he says. Perkin’s sub-advisory 

efforts are supported by internal Loomis staff, as well as three people at Natixis Global Asset Management, 

Loomis’ parent company. Loomis’ wide array of product offerings combine with Natixis’ “very powerful 

distribution arm” for Loomis’ successful sub-advisory business, says Perkin. The growth of the firm’s sub-

advisory business has come hand in hand with the firm as a whole building its product offerings and becoming 

more known for its investment capabilities, he says. 

To develop its business, Loomis approaches sub-advisory relationships much like a hybrid of institutional sales 

and consultant relations, says Perkins. Prospective and current clients need to be kept aware of the firm’s 

product capabilities and changes, and the sub-advisor needs to provide appropriate data and information, he 

says. “There are separate dialogues with each of the manager selection teams we work with,” says Perkins. 
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