
Foundation of 
Independent 

Financial 
Advisors



Member
Category 

Member
No. LocationMember Name Organisation

Upgradation of Membership from General to Founder

Upgradation of Membership from General to Life

Type

Life Nagpur

Location

Location

Bharat Vadilal Parekh

Organisation 

Organisation 

Bharat Vadilal Parekh

Members Name

Manoj Gupta Manoj Gupta

Sandeep Jagdish Shukla

Vipul Bhagwandas Sarvaiya

Members Name

Sunil Prabhakar Chitale

Sayali Sunil Chitale

Nilesh Manu Rokadia

Minal Hindocha Minal Hindocha

Sheetal Dhanpal Nilakhe Sheetal Dhanpal Nilakhe

Dineshkumar
Mohanbhai Patel

Dineshkumar
Mohanbhai Patel

Varanasi

Mumbai

Amravati

Navi Mumbai

Amravati

Raigad

Hyderabad

Islampur

Idar

L164 Ind

Ind

Ind

Ind

Ind

O2357

O2358

O2359

O2360

General

Sandeep Jagdish Shukla

Chitale CFS Pvt Ltd

Vipul Bhagwandas Sarvaiya

Nilesh Manu Rokadia

General

General

General

1

We are proud to announce new
members and upgradation of

memberships!

November 2021
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Knowledge sharing
session

On 26th Nov 2021, Mr. Datta  & Mrs Anita Kanbargi conducted knowledge sharing session
through zoom webinar.
Topic : Together we can change the Financial Eco System.
There were more than 59 IFA’s who attended the session.
Please find the link of the recording :
Video : https://www.youtube.com/watch?v=lCbWi0iMuxs
Audio : https://www.fifaindia.org/uploads/audios/member/audio-recording-anita-datta-
kanbargi-session-on-26th-nov-2021_rnVwZnBO.mp3

On 27th Nov 2021, Mr. Vipul Sarvaiya & Mr. Nilesh Rokadia from Wealth Builders Group had
organized knowledge sharing session in Vashi. 
Speaker : Ms. Roopa Venkatkrishnan from FIFA
Topic : “Financial Landscape Post Pandemic” & “How to do communication with clients”.
There were more than 30 IFA’s from Pen, Raigad, Roha, Mangaon and Navi Mumbai who
attended the session.
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Mr. Kovid Krishnan
Grow Real Investment

Services LLP

Mr. Sandeep Jagdish Shukla      Mr. Vipul Bhagwandas Sarvaiya      Mr. Nilesh Manu Rokadia

Upgradation of membership from General to Founder

Upgradation of membership from General To Life

Mr. Amit Parshuram GuneMr. Jeet Lal Prajapati 
Grow Real Investment

Services LLP
 

Mr. Sunil Prabhakar Chitale Ms. Sayali Sunil Chitale
Chitale CFS Pvt Ltd Chitale CFS Pvt Ltd
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Life Membership

L164
Mr. Bharat Vadilal Parekh

O2357
Mr. Manoj Gupta

 O2360
Mr. Dineshkumar Mohanbhai Patel

O2358
Ms. Minal Hindocha

O2359
Mr. Sheetal Dhanpal Nilakhe

New Members

General Membership
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Interesting developments
and facts

November 2021



In a Lok Sabha reply today, the govt released some interesting stats on individual
#mutualfund investors. They are based on self-declarations of income.
1) No of individual investors is 1.85 crores 
2) 31% of industry AUM comes from individuals with income more than 1 crore

For the sub 5 lakh numbers, see attached
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and facts



90% MF investors are lakhpatis: Govt

These 1.70 crore investors account for 65% of the total industry assets,
government says in Lok Sabha.

Team Cafemutual : 30th Nov 2021

              Over 90% mutual fund investors have a yearly income between Rs.1 lakh and 1 crore.
             These investors account for 65% of the retail AUM, the government said in Lok Sabha
on Monday. According to the data released by the Ministry of Finance, there are 1.36 lakh
individual mutual fund investors with income of over Rs.1 crore. They account for 31% of the
total industry AUM. Overall, there are over 1.86 crore unique investors in the MF industry.
The data of individual investors is as on October 31, 2021 and provided to the ministry by
SEBI. The ministry said the information captures data of Statement of Account holders only.
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Data shared by government:

3581287

135446

11366741

1633909

No. of unique PANs

1431613

245

422131

1,85,71,372

598459

993122

771651

144364

 AUM (Rs crore)

361744

409

340641

3210389

5 to 10 lakh

1 to 5 crore

1 to 5 lakh

Below 1 lakh

Income Slab

10 to 25 lakh

Over 5 crore

25 to 1 crore

Total

The data pegs the total number of unique investors at 1.86 crore and the individual AUM
at Rs.32 lakh crore. The data released by AMFI, which also includes corporate accounts, is
much higher. According to AMFI's October release, the industry AUM was Rs.38 lakh crore
and the number of unique investors was 2.7 crore.

The ministry observed that over the past few years, the penetration of mutual funds in B-
30 locations has gone up. "Total AUM from B-30 cities has grown by 86% from Rs.3.48 lakh
crore in the year 2019-20 to Rs.6.46 lakh crore in 2021-22 (till October 31, 2021) while the
total AUM of the mutual fund industry has grown only by 68% during the same time
period. There has also been an increase in the number of systematic investment plans
(SIPs) from the B – 30 cities," the ministry said.

Further, the government highlighted the initiatives taken by SEBI to enhance the reach of
mutual funds. "SEBI has taken a number of regulatory initiatives for ensuring investor
protection, integrity of the market, and for enhancing operational efficiency, market
penetration and deepening of the mutual funds industry beyond the top 30 cities," the
government said.
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Why do MFDs lose their top clients?

The problem, I believe, takes root at the very start of the MFD journey. When a MFD starts
his career, his only source of guidance are AMC salespersons. Due to this set up, what
happens over time is that we ourselves become salespersons of the AMCs.
Rather than prioritising our own interests and ensuring best services for our clients, our
aim gets fixated on driving the AUM of AMCs. The winner in such a scenario is only the
AMCs.

Why is it a problem?
The focus on AUM takes away our attention from client base. We end up serving all of
them equally irrespective of their requirements and the revenue they bring in for us.
By following this model, we carry the risk of losing our top clients. In any business, 80% of
the revenue comes from 20% customers and it is this customer base that should get
highest attention. But when we treat everyone equally, the bigger clients find themselves
at a disadvantage.
Recently, I found an image that depicts the situation perfectly. Called 'Sales Funnel', the
concept shows that while we focus on acquiring more and more clients and driving the
AUM, the better chunk of our clients find their way out through the bottom of the funnel.

The idea behind sharing this concept is to bring our attention towards better serving our
valuable clients to keep the client base intact. There's no point blaming other MFDs,
banks, direct investment platforms and NDs for the loss of clients.
What is your view on the matter? Please let me know in the comment section below.
MFD Prabir Sharma hails from Sambalpur, Odisha.  The views expressed in this article are
solely of the author and do not necessarily reflect the views of Cafemutual.

To keep the client base intact, MFDs should pay more
attention to top clients.
MFDs are the backbone of the mutual fund industry.
The saying is absolutely true. Data shows that MFDs
generate much higher volumes compared to RIAs and
direct channels. But despite being the crucial element
of the mutual fund industry, the realised profit of MFDs
is extremely low.
To address this issue, we need to first understand the
reasons behind it. And this article is an attempt to do so.
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AMFI releases tier-1 benchmark list for
mutual fund schemes

The release comes a month after SEBI introduced the concept of dual benchmark for equity
and debt schemes

The Association of Mutual Funds in India (AMFI) has released a list of benchmarks that
mutual funds can use as tier-1 benchmark for their debt, equity and hybrid schemes. The list
comes a month after SEBI introduced the concept of dual benchmark for mutual fund
schemes.
As per a SEBI circular issued in October, mutual funds can choose to have two benchmarks
— one each for performance and investment style — instead of the current practice of
having one benchmark to compare performance.
In the same circular, SEBI had asked AMFI to specify the first benchmark for each fund
category.
The release from AMFI is in accordance with that directive. The industry body has listed two
benchmarks for each fund category. In the case of debt funds, it has mentioned two
benchmarks — one each from NSE and Crisil.
For equity funds, it has mentioned one benchmarks each from NSE and S&P BSE Index.

Abhishek Kumar Nov 30, 2021
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Composite Debt Index

NIFTY Large Midcap 250

NIFTY Banking and PSU Debt Index

NIFTY 500

NIFTY 50 Hybrid Composite Debt
15:85 Index

Tier 1 Benchmark - NSE 

NIFTY 50 Hybrid Composite Debt
65:35 Index 

NIFTY Low Duration Debt Index

NIFTY 100 

NIFTY Liquid Index

Nifty 500 Multicap 50:25:25

Tier 1 Benchmark - NSE

NIFTY Corporate Bond Index

NIFTY Midcap 150

NIFTY All Duration G-Sec Index 

NIFTY 500

NIFTY 50 Hybrid Composite debt
50:50 Index

NIFTY Credit Risk Bond Index

NIFTY Smallcap 250

Tier 1 Benchmark - NSE

Composite Bond Fund Index

S&P BSE 250 Large MidCap TRI

CRISIL Banking and PSU Debt
Index

S&P BSE 500 TRI

CRISIL Hybrid 85+15
Conservative Index

Crisil Indices

CRISIL Hybrid 35+65 Aggressive
Index

CRISIL Low Duration Debt Index

S&P BSE 100 TRI

Liquid Fund Index

S&P BSE 500 TRI

Crisil Indices

CRISIL Corporate Bond
Composite Index
CRISIL Short Term Credit Risk
Index

S&P BSE Midcap 150 TRI

CRISIL Dynamic Gilt Indexcrore

S&P BSE 500 TRI

CRISIL Hybrid 50+50 Moderate
Index

S&P BSE 250 SmallCap TRI

S&P BSE Index

Dynamic Bond Fund

Large & Mid Cap Fund  

Banking and PSU Fund

ELSS

Conservative Hybrid
Fund

Hybrid

Aggressive Hybrid Fund

Low Duration Fund

Large Cap Fund

Liquid Fund

Multi Cap Fund 

Debt funds 

Corporate Bond Fund

Mid Cap Fund

Gilt Fund 

Flexi Cap Fund

Balanced Hybrid Fund  

Credit Risk Fund

Small Cap Fund

Equity funds 

 For full list. Click here : https://cafemutual.com/images/list1.pdf
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FIFA in the news

12November 2021

Dhruv Mehta, Chairman, Foundation of Independent 
Financial Advisors (FIFA) View on CNBC TV18.

Author of article



We are open to
contributions from our

valued members!

13November 2021

The editor is open for interesting contributions from our members. 
It can range from IAP programme snapshots or pictures/snippets
of fun events conducted for investors, to fun anecdotes as well as

any valuable inputs you would like to share! 
 

Please write to nisreen@moneyworks.co.in to get featured in our
next edition.



Requesting members to make the renewal
payment for this Financial Year 2021-22 .

Also appreciate those members who have not yet
paid their outstanding fees to do so at the
earliest.

You can make the payment through our
Website : www.fifaindia.org
Username : your registered email id
Password : pass@123

You can also download the GrowFa app from
Google Play Store and make the payment.

In case if you face any difficulty, please email the
query to accounts@fifaindia.org or get in touch
with Ronald on mobile number 9867508393 

Membership renewal 

14November 2021



Contact person:
Ronald Mendonca
Contact number : 022 4912 0230

Address:
Foundation Of Independent Financial
Advisors, 16A, 16th Floor, Nirmal
Building, Nariman Point
Mumbai : 400 021

You can now
follow us on

Download our
app for the

members now

GrowFa App link:
 

https://play.google.co m/store/apps/develo
per?id=Ezeelink+Pte

FIFA in the news
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Website: www.fifaindia.org

Contact Details 

@fifaindia

@fifaindiaorg

@fifaindia

Foundation of Independent
Financial Advisors- FIFA


