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Bevond Numbers: How Mutual Fund Distributors
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Secured Investor Dreams

Transforming Market Challenges into Financial Opportunities
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' A big shout out to ali the distributors
who have worked refentlessly to ensure
Investars stay steady on the path to
wealth creation. Acknowledging all
your efforts in creating a financially
literate India as we march towards
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—HKailash Kulkarni,
CEQ, HSEC Mutual Fund
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Gauray highlights the trust mpua'(rb\- their cli-
ents as the company's greateat "chle'\mnam
Partmerships with platfoemes like CRISIL, NGEN,
NSE, InvestWell Mint, and Morningstar have
further enhanced the client experience on the
KI“[{-,IX patfors

Uauray alfributes Kubix's success teils foous
on transporency trust, customer-centric solu
tinns, ressarch, and technolopy These pillars,
combined with disciplined execution, hawve driv-
on both clisnt eatisfaction and AUM growth. The
firm alsn prioritizes superior documentation,
meticulous chent follows, and maintainimg a
robust referral model 1o expand its reach

fied clients, whose recomumendations to friends and
family have been instruments] in expanding the busi-
ness. Chver the years, LKW has built enduring rela-
Henships, often serving two or even throe gonera:
tions of investors withinthe same family Remarkabiy

Ghnm Kumar, Founder Dlivector of LKW India,
as steared her firm to embody trust and client
satisfaction as its foundational prineiples. Reflecting
om the past year: Garima takes pride in LKWs ability
1o navigate market volatility with minimal redemp-

arket volatility amd economie

tions, while strepgthening its SIP and STP pipeline.  the number of clients wha have Teft LRW sinee jts nty Gaursv has adopted a need-based As the mﬂu:sln confintes to grow Gaurov
This resilience hightights the faith clients have In - inception is negligihle, proof of the fra's comiit selling apprasch. Clients are educated nbout  Gupta's lead snsares Kubix hea
LEW's transparent and client-first approsch. ment to del vering consistent value. assetallocation and investment horizons upfront,  of the curve, delivering unparalleled value to its
Garima attrd the firm's growth bo its satis: Clear communication remains a cornerstone of ensuring their portiolios align with thewr goals.  clients,

LEW's client strategy From onboarding tonavigating
tartmlent times, the team priovitizes honest, trans.
parent diecussiona. Risks are sxplained apfront, and
rewards are underscored only with messured opti-
i ansuring cliont expectations are reafistic
Dhring periods of volatility Garima's team proactive-
Ty renssures clients without overwheln ing them with
excessive information, maintaining open channels
for addressing concerns prm‘\ptl\

LEW prides itself on ke ations simple,
focusmyg on dady skill and knuw"ggc; enhancement
rather than agrressive marketing or llnpulmw adap
tion of treveds. This measured approach ensures the
firm’s stahility and alipnment with its long-standing
prineiples,

She draws insplration feam a renowned surgeon
who onee shared how LEW's services allowed him to
focns solely on his profession, free from financlal
worries, Such testimonials reinforee the firm’s com
mitment to trust and transparency, which Garima
sees asthe bedrock for continued suceess m the years
en

As the future unfolds, Garima
foresees exponential growth for
India's mutual fund industry.
While the country's mutual fund
AUM remains small compared to
global benchmarks, the gap is
riarrowing, offering | mmense
opportunities, LKW's diverse
team, combining decades of
market experience with youthful
digital expertise, i5 well-posi-
tioned to leverage this growth,

Garima Kumar,
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During market downturns,
Waingankar highlights the role of
mufual fund distributors a3 coansel
ors, offering resssurance and belping
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