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DCIO Units Seeing Strong Asset Growth, Net Sales Back to Black 
Though Key Challenges Remain, DCIO Efforts Are on an Upswing Heading into 2018 

October 17, 2017, Newton, NH–The latest study from DCIO distribution researcher, Sway 

Research, finds conditions improving for defined contribution investment-only (DCIO) sales and 

marketing units within asset management organizations. As reported in The State of DCIO 

Distribution: 2018—Key Benchmarks, Developing Trends, Winners and Outlook, managers are 

benefiting from stronger asset growth and improving sales. The study, which is based on 

interviews and surveys of DCIO sales leaders and employer benefits-focused intermediaries, 

shows that even though target-dates and passive management are still growing in market share, 

asset managers are adapting and finding ways to generate sales from within, as well as outside, 

these types of vehicles.  

Asset growth is strong, net sales improving 

The long-running bull market for stocks and improving net sales are boosting DCIO asset bases. 

As of June 30, 2017, the average manager experienced 12-month asset growth of 12%, much of 

which came during the first-half, when the average growth rate was 9%. At a high level, Sway 

projects DCIO assets will rise 13% in 2017 to top $3.8 trillion for a 49% share of DC market assets 

by year-end. Sway projects continued growth will drive DCIO assets to $5.5 trillion, and 54% 

market share by the end of 2022. 

The average survey respondent generated $393 million of net sales in the first-half of 2017 and 

$1.32 billion in 2016, which is a big improvement over where we were a year ago. At the 

midway point of 2016, the average manager had $21 million in net redemptions from its DCIO 

unit. At that time, over half of managers surveyed had experienced net outflows, but this 

dropped to 40% of managers in the first-half of 2017. According to Chris J. Brown, Sway’s 

founder and principal, "The DCIO market has undergone substantial changes in recent years, 

and managers have had to adapt both in terms of product (e.g., institutional pricing, more  
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satellite less core for active managers, etc.) and sales and marketing (increased coverage of 

analyst teams, greater expertise around advisor practice management, etc.). Most have met the 

challenge and are beginning to reap the rewards in terms of positive net flows.” 

Growing focus on model-builders and aggregators 

Some of the rebound in DCIO sales stems from increased focus on a couple of non-traditional 

channels, including third-party fiduciaries, such as Morningstar, Mesirow, Leafhouse Financial 

and others, that are behind the scenes selecting and monitoring managers in 3(38) models 

and other asset allocation solutions. Nearly two-thirds of managers surveyed believe model-

driven solutions will soon drive the majority of DCIO sales. 

The other outlet receiving more focus, and resources, are the aggregators, which simply put are 

retirement and employer benefits-focused advisories with an acquisition/affiliate-driven growth 

model (e.g., CAPTRUST Financial Advisors, Global Retirement Partners, SageView Advisory 

Group, and others). DCIOs are spending a lot of time and resources (about a third on average) 

with aggregators, as they are typically staffed with elite plan advisors and advisory teams. 

Furthermore, about 1 in 4 DCIOs say aggregators presently offer a higher ROI than traditional 

recordkeeping and brokerage platforms.  

Leveraging better data to improve sales tracking and prospecting 

Sales via advisors are also receiving a boost at some firms, thanks to better point-of-sale data. 

Asset managers have struggled for years to identify the source of DCIO sales, but the research 

reveals significant improvements are being made. Though the average manager can only track 

54% of DCIO sales to their source, this is an upgrade over the 49% average in 2016, and appears 

to be linked to a rise in the use of data aggregation services. Users of such services report much 

higher levels of sales tracked to the source (62% vs. 45% for non-users). Furthermore, these 

tools are not only helping with sales tracking, but are making a positive impact in the areas of 

new business development, competitive intelligence, and internal communications between 

DCIO and other sales units. “As managers further integrate these solutions into their sales 

process, including the development of predictive models for identifying key prospects, net sales 

will only improve,” added Mr. Brown. 
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About The State of DCIO Distribution 

The State of DCIO Distribution is Sway Research's annual benchmarking study on the defined 
contribution arena. Author Chris J. Brown published the first in-depth research study of the 
DCIO market in 2004. Now in its eleventh year, The State of DCIO Distribution provides 
benchmarks for asset managers as well as feedback from plan advisors. This year's report is 
based on interviews with DCIO executives and plan intermediaries, as well as surveys of DCIO 
sales leaders from 25 leading asset management firms with more than $1.1 trillion of DCIO 
AUM, and executives from 190 advisory practices with more than $100 billion of DC AUM. The 
surveys and interviews were conducted over the summer of 2017. 
 
About Sway Research LLC 

Sway Research provides market data and analysis that empowers financial services executives to 
make decisions, effect change, and grow revenue. Leading manufacturers and distributors of 
investment products purchase Sway’s research in syndicated reports, custom research projects, 
and strategy engagements. Sway is the leading provider of research and intelligence on the 
defined contribution investment-only market. Please visit www.swayresearch.com for more 
information. 
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