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There was an event recently where industry experts were sharing insights with attending portfolio 
managers about marketing investments to prospective institutional investors at conferences designed for 
that purpose. There were a wide variety of panelist types on the buy side who followed my early session 
lead-off to the day. One was an in-house due diligence vetting gatekeeper of portfolio managers and 
strategies for an institutional plan sponsor. A comment he made to the audience didn’t just potentially 
strike a chord for those investment firm attendees; it definitely struck a chord to many other of the other 
panelists speaking that day. 

“An introduction to an introduction” 

To paraphrase, what he said that day was this:  

I may be spending time with fifty or so different money managers at the event where you and I 
meet and talk. I appreciate that you paid money to be able to meet and present to me and my 
fellow institutional investors and I do my best to give you my fullest attention. However, it’s 
difficult to keep focused on each of you and everything that you’re saying to me. This is 
particularly an issue as the day, or days, wear on and I’ve already spoken with and taken notes on 
dozens of managers. So, if you make it through that initial vetting with me and I later agree to a 
next meeting do not misunderstand how I actually perceived your initial pitch. That first contact 
of yours was just an introduction to an introduction. It resulted in you being granted the 
opportunity to have an introductory meeting with me at my offices.  
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As a result, he concluded, do not mistakenly assume that you can simply pick up where you 
might remember having left off in explaining yourself and your strategy offering to my 
organization back at that busy conference. Also, do not assume you are suddenly closer to closing 
a sale just because you’ve been granted a meeting after having made your initial contact at a 
conference. You are still at the starting line as far as we are concerned; except now you have our 
undivided attention. 

And then a funny thing happened as the panel sessions continued. One after the other, institutional 
investor panelists repeated and concurred with that comment of his: Consider it an introduction to an 
introduction, because that’s how they view it.  

A panelist explaining his firm’s business of making anchor investor allocations to investment boutiques 
said to the audience that’s how he saw things, too: portfolio managers should understand that get 
acquainted time at a meet the manager conference should be seen as being an introduction to an 
introduction opportunity to be continued some other day, he said, repeating the phrase. A consultant 
gatekeeper for foundations and endowments admitted to feeling the same about those encounters with 
money managers at such events. Another panelist, from a firm that runs seed funds, said she felt that way, 
too. Some managers act like they’re trying to close us at these initial meetings at conferences, and that’s 
never going to happen, she said. Treat a positive contact experience as being an introduction to an 
introduction you can look to move farther along after the event. A panelist from a multi-manager fund of 
funds firm felt the same and almost repeated verbatim the above observations and sentiments. 

In their eyes, such meet-ups at meet the manager events are a money manager’s opportunity to present an 
introduction to themselves and their strategies that, if it goes well, will result in the opportunity to get 
further acquainted with the prospective institutional investor in an environment where there are fewer 
potential distractions. 

The take-away 

All these due diligence vetting institutional investors were warning don’t get ahead of yourself. Don’t fool 
yourself into thinking that a We’re willing to speak further with you later is a hidden message that you’ve 
run the ball to the 50-yard line. The game has barely started. But at least you know they’ve allowed you 
on the pitch.  

# # # 
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