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With many insurance companies now utilizing affiliated investment managers, the Third 
Party Asset Management panel will discuss some key regulatory implications of global 
expansion in the search for AUM and some key regulatory considerations for affiliated asset 
managers, particularly related to serving both affiliated and third party clients. 
 

What are the Steps to Take with Sourcing a New Global Client?  

 Identifying Client 
 Identifying their investment appetite and how they will invest 
 Understanding their risk tolerance 
 Setting the investment guidelines  
 Investing with tax efficiency and related regulatory considerations 

Liquidity and related regulations; understanding How the Client “Classifies” an 
Investment on Their Books 

 Method of Solicitation 
  
Key Regulatory Considerations: Offering Funds and Advisory Services to Investors 
Located Outside of the United States   
 

The trend of the asset management industry is to look globally for AUM growth and new 
clients.  As legal advisors, what type of analysis needs to happen before an institution 
starts searching for clients in a new jurisdiction?  
 
It sounds like the complexity of entering a new jurisdiction may sometimes mandate a 
pause in expansion or at least a risk/reward analysis before going into a new jurisdiction 
– advice our clients don’t always want to hear.  How has the expansion of your asset 
management business globally changed your internal policies and procedures?  What are 
lessons you can share with the audience?  
 
How can a U.S.-based manager market an investment fund to European residents?  Does 
Brexit change the way that U.S.-based asset managers will do business in Europe?  
 
Do you have any advice on how to manage the every-changing landscape regarding 
disclosures, including the new ESG Disclosure requirements for Asset Managers in the 
EU, which also can implicate US managers looking to offer in the EU?  
 
Is the regulatory landscape different if an asset manager is looking to expand into Asia?   

 
 
 
 



 

Key Regulatory Considerations: Offering Advisory Services to Institutional 
Investors Located inside the United States When Your Affiliate is a Large 
Insurance Company   
 

One trend observed for insurance companies is to scale their asset management 
businesses to offer investment advisory services to third party accounts.  Can you talk at 
a high level about some of the applicable laws?  Specifically, what steps must RIAs take 
to ensure that non-affiliated clients are treated fairly?   
 
When allocating investment opportunities across multiple clients, what factors should be 
considered? 
 
Sometimes the attraction of an asset manager to a particular client is the affiliated 
relationship and a view of alignment of interest with the parent-insurance company.  
What should an asset manager do when a client asks that their money be invested 
alongside the parent?   
 
A perennial challenge for investment advisers relates to compliance with the Custody 
Rule.  How does is this challenge particularly demonstrated when it comes to an 
affiliated investment manager managing the accounts of its affiliated insurance 
companies and other entities?  
 

 
 

 


