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Steady progreSS paying off

BEA Union invEstmEnt now sEEms to hAvE thE plAtform And procEssEs in plAcE to stArt 

to dElivEr A wEll-scrEEnEd prodUct offEring which cAn cAtEr to An AsiAn mUlti-AssEt 

AppEtitE, sAys chiEf ExEcUtivE officEr ElEAnor wAn.

BEA Union Investment is very aware 
that a critical success factor in Asian 
asset management is to focus on core 
competencies, and be able to execute 
them well.

Although it has a stated specialisation 
in Asian equities and fixed income, it 
also knows that the equities space is 
arguably more open to competition 
given ease of access. So it is the Asian 
fixed income market, more specifically, 
where the firm expects to flourish. 

given the more stringent regulatory 
environment we have faced.”

For example, given that Asian fixed 
income is mostly an over-the-counter 
market, the firm has put in place an 
efficient investment platform on which 
its investment managers can operate, 
she explains. 

“We have made sure the systems we 
now have in place fit with our require-
ments, to avoid having various add-ons 
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want this to have an impact on invest-
ment performance,” adds Wan. Confi-
dent that a robust and suitable plat-
form is now in place – she tips 2015 
as a year when the firm will hit the 
market with new products and invest-
ment strategies, and more generally an 
expansion of its market coverage.

“we have made sure the systems we now have in place fit with our 
requirements, to avoid having various add-ons and other interfaces. i 
want our fund managers to be 100% dedicated to managing money.”

But that can only be achieved with the 
right infrastructure, which is also rel-
evant to the size of the organisation 
and its specific strategies.

“I feel we are in a good position as we 
look forward to the rest of 2015,” says 
chief executive officer Eleanor Wan. 
“We have trodden slowly and carefully 
during our set-up phase, particularly 

and other interfaces. I want our fund 
managers to be 100% dedicated to 
managing money.” 

Creating operating efficiencies via the 
right system and making sure there is 
a certain amount of automation at the 
same time are also important in ensur-
ing ease of communication between 
the front and back offices. “I don’t 
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cArEfUl sElEction

Rather than compete head-on with an 
already-crowded Asian equities mar-
ket, however, BEA Union Investment is 
taking a more targeted approach based 
on defining a model based on a stock 
selection process.

“We are building a screening process,” 
explains Wan, “where a portfolio man-
ager spends more time focusing on 
how to create alpha, not just produc-
ing beta.”

This involves a process of identifying 
around 1,000 stocks the firm wants to 
focus on, and then developing a system 
to do the screening which will stream-
line the choice down to 100 stocks the 
fund managers want to have a closer 
look at.

For example, the firm’s Asia Pacific 
Flexi Allocation Fund, launched in Feb-
ruary 2015, is an Asia Pacific (ex-Ja-
pan) equity-biased mixed asset income 
fund, focusing on blue chips with sta-
ble earnings and potential for dividend 
growth. It aims to allocate its assets 
in a flexible way across equities and 
bonds according to market conditions, 
and use a strategy of lower volatility to 
achieve high potential returns.  

In terms of the investment process, 
all selected equities have first to pass 
top-down screenings where companies 
with large market caps and consistent 

dividend growth will be singled out 
from their peers.

The second step involves bottom-up 
fundamental analysis, where the earn-
ings cycle and financial position of 
each potential company will be exam-
ined in detail.

“We expect to see equity-biased mixed-
asset funds gain traction, as a higher 
portion of equities investment helps 
achieve higher returns, and as diver-
sification across different asset classes 
helps to reduce risks,” explains Wan.

Pursuing its goals in the Asian fixed 
income space, she says it will build 
on existing capabilities in investing in 
credit as well as the corporate sector.

“Decreasing yields have created a chal-
lenge in identifying where we can gen-
erate yield for clients,” she explains. 
“So our team divides itself by different 
market sectors to do the screening.” 
That creates more research firepower, 
especially into less accessible markets 
or companies.

morE institUtionAlisEd 
rEtAil distriBUtion

Being more systematic also plays to 
the emerging preferences of its target 
audience – retail bank distributors. For 
example, the product due diligence 
now done by many bank distributors 
has become much more structured as 

they want to ensure they really provide 
what their clients are looking for. It has 
almost become like servicing an insti-
tutional mandate, says Wan.

As a result, sales teams need to be able 
to translate technical know-how into a 
language and talking points which can 
be understood by the end-clients.

“We try to support our distribution 
partners in terms of helping their sales 
teams to better understand the regula-
tory guidelines required when dealing 
with end-clients,” she says.

There is also so much market news that 
the firm can help distributors translate 
this into what it means from the per-
spective of investment strategy which 
is relevant to their clients, she adds.

onE EyE on chinA

As with many of her counterparts, Wan 
also has her sights on making more of 
the opportunities opening up in rela-
tion to China.

She is watching with interest how 
funds passporting evolves, given the 
impact it is likely to have on her stra-
tegic market planning.

“Given the size of the China market, 
we need to give careful thought as to 
how we tackle the different client seg-
ments and the requirements of each 
one,” she says. 
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