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Indian Wealth 
Management: 
Seeds Planted for 
the Next Phase 
of Expansion  
Vishal Kapoor, Chief Executive Officer of IDFC 
Asset Management, has enjoyed a long and 
successful journey since his early days as 
a part-time amateur investor and door-to-
door salesman while still an undergraduate. 
Today, the firm he runs is one of the largest 
mutual fund companies in India and Kapoor 
is beginning to bear the fruits of his more 
than 25 years of experience in finance, as well 
as sowing the seeds of his many diverse life 
experiences into the business and culture. He 
met with Hubbis to offer his invaluable insights 
to the world of financial services and wealth 
management in India’s rapid-growth economy.
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KAPOOR BEGINS WITH A BAL-
ANCED ASSESSMENT, noting 
that for every plus there 
is a minus, and vice versa. 

For example, while the savings rate 
is high, financial savings are rela-
tively low, but they are increasing. 
 “The key point in looking at 
the market,” he says, “is that the 
direction of travel is forward, and 
there are more pluses than mi-
nuses. Awareness of investing is 
rising, and metrics on the number 
of people investing and how much 
they are investing are improving, 
so the macro side is a strong plus. 
Over the past year, there have 
been headwinds across both the 
major asset classes, and many of 
these newer investors are caught 
up in it for the first time early in 
their investing life. Overall how-
ever, the situation and outlook are 
both positive.”

Long-term focus required
He explains that on the equity 
front, the market is currently very 
concentrated in just a few stocks 
that are performing well, which 
means that broader more diversi-
fied funds have tended to under-
perform. “But at the same time,” 
Kapoor explains, “investors are also 
perplexed that the media is telling 
them about markets hitting new 
highs, yet they do not see these 
gains in their account statements.”
 On the debt side, he explains, 
India saw a bullish period where 
people took more and more 
risk, but then some credit issues 
emerged across some names, 
impacting NAV of many funds. 
“Suddenly,” Kapoor notes, “what 
appeared a safe investment was 
not returning even the bank de-
posit rate, so investors wondered, 
fairly, what is the point.”
 Kapoor is not concerned about 
the proliferation of funds in India, 
maintaining that what is on offer 

today is far more compatible 
with market objectives, as well as 
relatively more consistent. “I think 
the regulators have done a fair job 
in this regard,” he comments.

The evolving industry
Following on the theme of 
regulation, Kapoor remarks 
that regulation globally is a key 
driver for change in the financial 
world. “Here in India, important 
developments have taken place, 
including those that impact 
distribution margins. The delinea-
tion between Distribution and 
Registered Investment Advisors 
(RIA) is becoming clearer. This is 
imposing pressure and onerous 
tasks on both categories, leading 
ultimately to consolidation, which 
I think we are now beginning to 
see in this industry.”

 The India securities regulator 
–Securities and Exchange Board 
of India (SEBI) - announced 
significant changes in Mutual 
Fund regulations over the past 
year, mostly aimed at improv-
ing investor experience that can 
significantly benefit long-term 
industry growth. Some of the 
prominent changes implemented 
include re-classification of 
all funds into 36 pre-defined 

categories, a steady reduction 
in fund expenses as its gains 
size, a complete stoppage in 
any form of upfront distribution 
commission forcing a move to 
an all-trail fee model to promote 
quality of advice and long-term 
asset build-up, and accounting 
change in fund expenses which 
increases transparency.

Inching towards 
consolidation
The consolidation he refers to has 
been coming for some time, he 
comments, and is manifesting itself 
in more discussions on alliances, ac-
quisitions and other types of deals. 
As funds and distributors are driven 
to charge lower fees, then there is 
an impetus for more distributors to 
become RIAs. The RIA model allows 
for a fee to be levied to the investor, 

rather than the distributor being 
paid by fund manufacturers.
 “We are already witnessing 
some fairly aggressive moves by 
some of the largest distributors 
to convert their entire model into 
RIAs, and being very vocal about 
that,” Kapoor explains. “That of 
course pushes the competitive 
dynamics of this industry into a 
very different phase. And linked 
to this, we are seeing investors 

“Here in India, important developments 
have taken place, including those 

that impact distribution margins. The 
delineation between Distribution and 
Registered Investment Advisors (RIA) 

is becoming clearer. This is imposing 
pressure and onerous tasks on both 

categories, leading ultimately to 
consolidation, which I think we are now 

beginning to see in this industry.”
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being nudged to online trans-
acting platforms, partly driven 
through the RIA model and their 
lower-fee direct plans.”
 The result, Kapoor explains, 
is that the RIA’s assets under ad-
vice are growing. “At the top end 
you have the big firms moving 
more and more of their assets 
into RIA platforms,” he reports, 
“rather than being a distributor 
of funds. At the entry level, you 
have tech-enabled platforms 
that are attracting customers on 
the premise of simplicity, conve-
nience and lower fees. In short, 
at both ends you have growth in 
the ‘under advice’ model.”

Time to adapt to change 
Kapoor now hopes for some 
stability in terms of the regula-
tory environment, allowing the 
industry time to absorb these 
changes and adjust accordingly. 
He also believes the industry 
needs time to learn from some of 
the more recent challenges it has 
faced, including the challenges 
in the credit market. He feels the 
industry needs to better commu-
nication what funds can reason-

Born in the east of India in a suburb of Kolkata, which was once known 
as the Detroit of India, he studied there through to graduating in ac-
counts and economics, before attaining his post-graduate qualifica-
tions from the Indian Institute of Management in Ahmedabad.

Kapoor has over two decades of rich experience in financial servic-
es across functions and businesses including asset management, 
banking and consumer marketing, and has built a successful track 
record of building strong teams and sustainable businesses.

Before taking up his current role at IDFC AMC, Kapoor's last as-
signment was with Standard Chartered Bank as the Managing 
Director, Head of Wealth Management, India, where he served 
on several leadership committees including the regional and 
country management group of the bank as well as the Global 
Wealth Management leadership team. He was also a Director on 
the Board of Standard Chartered Securities India Limited.

In his earlier career, Kapoor worked with American Express as 
the Senior Director and Head of Financial Advisory Services in 
India. In this role, he was instrumental in setting-up and rapidly 
transforming the onshore consumer banking business to becom-
ing a high growth, highly profitable business unit. 

Before that he worked at ITC Threadneedle AMC, which was then 
part of the giant British tobacco group, BAT, which had diver-
sified into financial services and asset management. "That was 
my first job, in the very early days of the mutual fund industry," 
he recalls, "and being able to participate at such an early stage 
was a very enriching experience. That was the 1990s and the 
early days of financial services and followed the 1991 deregula-
tion and liberalisation moves in India that were the start of the 
modern financial world here."

Married, with one daughter of 18 years old, Kapoor is soon to help 
her move to the US for her undergraduate studies in engineering. 
Leisure time is spent with the family on simple outdoor and other 
activities. Travel is a family priority, whenever time permits. 

"We are shortly off to Scotland for some walking," he reports. 
"Thank goodness in our industry there is mandatory leave, which 
I can tell you is a real blessing! We need the change of air and the 
break from it all, and Scotland offers that in plenty."

Getting Personal
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ably deliver, how they are valued, 
what they might be expected to 
achieve for the investor, and the 
timeframe involved. 
 Risk and suitability are also 
vital factors that must improve as 
the market develops. “We assume 
the adviser or the distributor are 
doing a decent job matching risk 
and reward, and matching risk 
appetite with expected volatility,” 
he observes, “but we must also 

focus more on how risk is com-
municated to investors, so that 
they are not suddenly surprised by 
volatility. Liquidity in the equity as 
well as debt markets needs greater 
breadth as well as depth, whereas 
at the moment it is vested in only a 
relatively smaller number of large-
cap, liquid stocks and select high 
quality bonds.”
 As to the growth of foreign 
investment, Kapoor notes that 

Rupee deposit rates and bond 
yields have been very attractive, 
which has deterred investors 
from moving a lot of money off-
shore, if they are seeking yield. 
“But yields here are lower now,” 
he noted, “and tax changes have 
narrowed the gap for offshore 
assets through feeder funds as 
opposed to local funds, so the 
differential costs of investing 
abroad have come down.” 
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"These remain consistent," Kapoor reports, "with the first being a relevant, performing product 
set. We are rigorous in the definition of our products, so that investors know what they are buying 
and can build their portfolio allocation accordingly. Investors in our funds have a clear description 
on the label, and our fund managers stick to the strategy, not allowing any drift from the invest-
ment framework. I would say we are more disciplined than many competitors in this regard."

The second priority is around convenience and ease of transacting. "We look to leverage technol-
ogy and refine processes so that the investing experience can be smooth, efficient and effective," 
Kapoor reports. 

The third priority is communication. "We enjoy a market where awareness levels are building up 
quickly, but still has a lot of headroom for improvement. We embrace simple, easy-to-understand 
communication, whether that is for the end investor or for our partners, to help them get the mes-
sage across. We are employing a variety of media to do this, including short movies and videos. 
Anything that can be accurate, engaging and easy to follow. We take an innovative approach to 
learning and development."

Kapoor clearly has a glass more than half full perspective in the Indian market. He knows from long 
experience how far the Indian financial markets and the wealth management sector has come in 
the past two-plus decades. With political stability and a careful guiding hand from the regulators, 
the environment is sufficiently stable for the next stages of evolution of both the financial markets 
and wealth management. Both should grow at rates considerably above the expansion of India's 
fast-growth economy. If they do, there are more exciting times ahead.

Kapoor's closing remarks are to recall his early days as an undergraduate when his father allo-
cated him a small pot of capital to invest as well as he could. 

"That was back when Bush Senior was President in the US, and in the late 80s and early 90s India's 
equity markets were just gearing up," he recalls. "I made some money, and I lost some. I learned 
the power of a systematic approach to investing, and that is what helped inspire me into this in-
dustry. Moreover, I quickly saw how much opportunity my father had lost over his lifetime - saving 
diligently but with low real returns. So, from the outset I was quite sure that this was the space I 
wanted to be in, and help savers invest to make real returns."

He adds that his father, once retired, was a considerably more profitable investor. "This is in part, 
I hope, due to some reasonable professional advice from his son," Kapoor jests.
 
His final word was a recollection of his stints as a door-to-door salesman while still at college. "Cold 
calling taught me a lot," he remembers. "Irrespective of the qualifications we end up with, we can 
learn a lot from interacting with people. While persuading people to buy something of value - in my 
case it was ads for small businesses in useful local directories - you learn about success and failure, 
reward and rejection, discipline and persistence. You learn about life."

Key Priorities
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