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Structure of the  presentation 

• What is the position  of a PMS in a client’s portfolio? 

 

• Why should anybody choose a PMS when there are so many equity 

mutual funds? 

 

• What not to do while selling a PMS 

 

• How the PMS business has grown in India 

 

• Why the PMS business will continue to grow in India 



The traditional “risk-reward chart” 
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A different method  to position equity products 
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What are “institutional imperatives” ? 

• The need to “constantly outperform” 

 

 

• The need to be benchmarked to an index 

 

 

• The necessity to avoid shares that do not show a 

promise of relatively quicker upward movement 



• PMS Industry AuM 

has grown at a faster 

pace than industry 

equity AuM in FY 

2017 

• The Discretionary 

Equity PMS industry 

AuM has more than 

doubled in the last 2 

years 

• PMS flows are a 

substantial part of the 

asset management 

industry. 

PMS Industry AUM Growth 

AUM 
(Crores) Mar-16 Dec-16 

Growth 
(Crores) 

 Growth 
(%) 

PMS 47,321  62,017  14,696  31.06% 

MF Equity 3,86,403  4,69,675  83,272  21.55% 
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• The number of wealthy households is expected to increase dramatically in the 

next 10 years as households become richer and the benefits of economic growth 

become more widespread 

• The “Globals”and “Strivers”are expected to have the highest growth rates in the 

next few years 

The Potential for Growth 
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• The Aggregate disposable income with the “Globals” and “Strivers” is 

expected to grow manifold in the next 10 years 

• These 2 social classes could be the potential market for products targeted 

at HNIs. 

The Potential for Growth 
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• According to a recent study, 

the total individual wealth in 

India is about INR 304 Lakh 

Crores 

 

• In India, Financial Assets 

make up about ~56% of this 

wealth 

 

• However globally, financial 

assets are more than 2/3rd 

of investible wealth 

The Opportunity: The Investible Wealth 
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• Direct Equity (including 

promoter holdings) account 

for only ~17% of the 

investible wealth in India 

 

• Mutual Funds account for 

far less of the total investible 

wealth in India ( about ~4%) 

The Opportunity: Equity Investments 

Source: India Wealth Report 2016, Karvy Wealth 
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• There exists a large opportunity for products targeting 

the UHNI clients 

 

• At the same time, it is imperative that these products 

are sold with the right messages 

 

• Rather than being sold as a “superior” product, it is 

better if the PMS is sold as a “complementary” product 

In Conclusion 



• Disclaimers and Risk Factors: 

• DHFL Pramerica Asset Managers Pvt. Ltd. (erstwhile Pramerica Asset Managers Pvt. Ltd.) is registered 

with SEBI as Portfolio Manager as Portfolio Manager under SEBI (Portfolio Managers) Regulations, 1993.  

• This Document is for information purpose only. This Document and the Information do not constitute a 

distribution, an endorsement, an investment advice, an offer to buy or sell or the solicitation of an offer to 

buy or sell any securities/schemes or any other financial products/investment products (collectively 

“Products”) mentioned in this Document or an attempt to influence the opinion or behavior of the 

Investors/Recipients. Any use of the information contained herein for investment related decisions by the 

Investors/Recipients is at their sole discretion & risk. Please read the Disclosure Document and the 

agreement along with the related documents carefully before investing. Investments in Products are 

subject to market risks, various micro and macro factors and forces affecting the capital markets and 

include price fluctuation risks. There is no assurance or guarantee/warranty that the objectives of any of 

the Products will be achieved. The investments may not be suited to all categories of Investors/Recipients. 

Investors/Recipients must make their own investment decisions based on their own specific investment 

objectives, their financial position and using such independent professional advisors, as they believe 

necessary, before investing in such Products.  

• This document is strictly confidential and meant for private & restricted circulation only. The document is 

solely for the understanding of intended recipient and if you are not the intended recipient, you are hereby 

notified that any use, distribution, reproduction or any action taken or omitted to be taken in reliance upon 

the same is prohibited and may be unlawful. 

• Pramerica and is the trade name used by Prudential Financial, Inc.,(PFI) a company incorporated and with 

its principal place of business in the United States, and by its affiliated companies in select countries 

outside the United States. None of these companies are affiliated in any manner with Prudential plc, a 

company incorporated in the United Kingdom. Pramerica, the Pramerica logo, and the Rock symbol are 

service marks of PFI and its related entities, registered in many jurisdictions worldwide. 

• Document is dated February 16, 2017 

Important Mandatory Information 



 

 

 

Thank you 


