For Internal Circulation Only
Fair Weather Friend!
MF investors often complain:
“My RM calls me only when the markets are performing well!”

It is difficult to be the bearer of bad news and some of us shy away from proactively reaching out to our clients when the Mutual Fund portfolio is bleeding red. However, a good relationship manager will know that this is precisely when our investors need us the most. It is our job, especially in these situations, to remind the client of the importance of giving adequate time to your mutual fund investment to realize their potential. 

Below are some Do’s and Don’ts while engaging with MF investors in times of high market volatility:

Do’s
1. consider the investment horizon of the fund. It is important to differentiate between near-term underperformance versus underperformance over the long term. (Please refer to It’s all Relative! for more details on this)
1. pro-actively reach out to the client and explain the reasons for market volatility
1. evaluate the impact of under-performance on the customer’s portfolio. Most likely in a broad-based market fall, there are no portfolio specific reasons but it helps to provide a personalized perspective
1. keep yourself updated. Not just about the market but also the funds that the customer has invested in
1. enlist the support of your IA, AMC RM, product and research teams in difficult situations.
 
Don’ts
1. make assurances of future performance/ returns
1. encourage panic selling or trading in Mutual Funds – these are long term wealth creation instruments
1. try to justify underperformance. It is the fund house and fund manager who is responsible for the fund’s performance.
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