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Dakota (63%), Findaily (44%), and With Intelligence (31%) are the most 
frequently used third-party databases by distribution professionals to 
support prospecting and client relationship management efforts. 

Research conversations reveal that distribution professionals use 
multiple databases, each with its own strengths. As one distribution 
professional tells Cerulli, “None of them is perfect, so the team uses a 
mosaic approach to put together the complete picture.” 

Due to the strong performance of passively managed large-cap and 
mid-cap equity strategies over the past 15 years, more than one-third 
(37%) of distribution professionals see competition from passive 
management as a significant obstacle to expanding their actively 
managed institutional assets. 

Building and strengthening relationships with asset owners (93%) 
and consultants and OCIOs (80%) are considered at least somewhat 
challenging, as is fee pressure from consultants (70%) and OCIOs 
(66%). As one head of consultant relations tells Cerulli, “We’re turning 
away a fair amount of OCIO business just because we can’t get to the 
level of fees that we need to be at to compete.” A majority (60%) of 
participants also cite that shrinking DB assets are at least somewhat 
challenging. 

Exhibit 2.13
Top Challenges to Growing Institutional Assets Under 
Management, 2025
Source: Cerulli Associates 2025 U.S. Institutional Distribution Professionals Survey 
Analyst Note: Other responses included “Private markets swallowing up demand,” 
“Launching new/lower-cost vehicles/identifying seed investors,” “Volume of DDQs 
from consultants and OCIOs,” and “Out of favor asset class.”
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