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ExpErt InsIghts

Seeking a bigger Share of 
north aSian flowS
Lennie Lim, regionaL head of Legg mason in asia, outLines why he is so optimistic 

about the potentiaL for the firm to expand its distribution reLationships in china, 

hong Kong and Korea over the course of 2015.

For Lennie Lim, 2015 is all about grow-
ing his business in North Asia. 

And in particular, following the far-
reaching reforms introduced in China 
over the past 12 months, that market, 
along with Hong Kong and Korea, is top 
of his most-wanted list for developing 
Legg Mason’s existing distribution rela-
tionships and acquiring new ones.

With a proven strength in bringing 
global products to local markets, Lim 
is optimistic about this strategy for the 
coming year.

eyeing china’s potentiaL

Perhaps the most exciting opportuni-
ty that Lim sees going forward stems 
from the reforms during 2014 relating 
to China investing in the world, and the 
world investing in China.

“China, based on its GDP, is under-
represented on the MSCI World bench-
mark,” says Lim. “We know, increasing-
ly, that the local wealth segment has to 
grow, meaning more money has to be 
put towards Chinese investment.”

For foreign investors, the biggest op-
portunities are in relation to capital 

appreciation and also diversification, 
he explains. Some of the factors sup-
porting this include China’s increasing 
focused on domestic consumption, the 
strength of the RMB, and the country’s 
current account surplus, providing fi-
nancial stability to any investment.

For onshore Chinese who are creating 
wealth, meanwhile, for example by list-
ing businesses, more of them want the 
ability – along with the guidance – to 
manage their wealth more effectively 
via a broader choice. “There are so 
many millionaires being created in Chi-
na, and for these people, plus the aver-
age man on the street, they need to 
diversify their investments,” says Lim.

That is when the expertise of a global 
asset manager is called upon, he adds.

But firms need to bear in mind that the 
onshore mutual fund industry is rela-
tively young at less than 15 years old. 
And cross-border investment schemes 
such as QDII, RQFII are newer still.

Inevitably, the competition will get ev-
er-more intense as the market contin-
ues to open. So for global asset man-
agers to stand out at this stage of its 
development, it is all about building up 
brand, to generate confidence among 
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local distributors, says Lim. “This will 
go a long way to increasing our market 
share as the market expands.”

Legg Mason has seen a certain amount 
of success to date via this approach, 
he adds, across asset classes, in terms 
of AUM from local Chinese investors in 
the firm’s funds. 
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