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Rising household savings, digitalisation and financial 
literacy are driving rapid expansion of mutual funds in India, 
unlocking value across the investment ecosystem.

One humid evening in Mumbai, a young professional takes 
the last seat on a crowded commuter train and opens the 
Groww investment app on her smartphone.1 Five years 
ago, her savings might have been held in the form of bank 
deposits or gold jewellery. Now, as she considers how to 
allocate her annual bonus, she has dozens of mutual fund 
options available at the tap of a screen.

This discerning investor is representative of the millions 
across India currently powering an asset-management 
boom. Over the last decade, the country’s households 
have accrued almost US$10tn in wealth,2 and this has 
coincided with the advent of mobile-first investment 
platforms and the rollout of financial education 
programmes. Taken together, these factors have 
contributed to burgeoning demand for investment 
products. Total mutual fund assets rose from INR9tn 
(US$150bn) in 2014 to reach INR81tn (US$840bn) as of 
April 2026.3

In this article, we explore how this trend is creating 
opportunities for a range of companies within the broader 
investment ecosystem, including Chennai-based 
Computer Age Management Services (CAMS). With 
investment institutions forming its customer base, CAMS 
looks to be well positioned as households put more of their 
wealth to work in India’s dynamic capital markets.

Rise of the Indian investor
India’s digitally savvy modern investors are part of a long 
history. The first organised share-trading activity in India 
occurred during the colonial era in the mid-19th century, 
when brokers gathered under the shade of a banyan 
tree outside the town hall in Bombay. The Native Share 
and Stock Brokers' Association (later the Bombay Stock 
Exchange) officially launched in 1875, making it the oldest 
exchange in Asia.

The growth of India’s capital markets was slow, however. 
After Independence in 1947, the government took steps 
to formalise stock trading and strengthen the regulatory 
framework, but many companies continued to rely on 
direct loans from the country’s large state-owned banks 
rather than tapping debt or equity markets. Institutional 
participation was limited, and wealthier households 
preferred to hold physical assets such as gold and 
property rather than invest in stocks.

This began to change in the early 1990s, when the 
government deployed a package of industrial, trade and 
financial reforms to liberalise India’s economy. In 1993, 
the regulator allowed private sector and foreign players 
to operate mutual funds for the first time (until then, the 
industry was run as a monopoly under the Unit Trust of 
India and a clutch of other state-owned bodies).

More recent reforms have further incentivised market 
investments. In 2015, the government freed up pension 

1 For illustration purposes only. Investment involves risk. It does not constitute investment advice and/or recommendation (including any investment 
platform/tools) and should not be used as the basis of any investment decision.
2 “The US$10tn positive wealth shock”, Morgan Stanley, November 2024.
3 Association of Mutual Funds India, 2026; Crisil Research, Anand Rathi Research, 2025.
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funds to allocate more of their assets to equities. The 
following year, demonetisation of all INR500 and INR1,000 
banknotes led to vast amounts of cash moving into the 
formal financial system, where it made its way into bank 
deposits and was then channelled towards higher-yielding 
mutual-fund investments.4

In 2012, India’s government mandated that asset-
management companies (AMCs) must devote a small 
percentage of their profits to investor education and 
awareness. Between 2010 and 2019, Indian AMCs 
conducted 85,000 education programmes covering 
25 million people, and this helped foster a culture of 
systematic investment among India’s increasingly affluent 
middle classes. Overall Systematic Investment Plan (SIP) 
contributions to mutual funds have risen eightfold since the 
2010s.5

Digital solutions
Despite these developments, household allocations to 
mutual funds, and the equity market more broadly, remain 
modest by the standards of other major economies (see 
Figure 1). There are reasons to believe penetration will rise 
further, however. 

Analysts at Morgan Stanley Research draw parallels 
between India today and the US in the last few decades 
of the 20th century. Starting in the early 1980s, US 401(k) 
retirement savings plans were allowed to invest in stocks, a 
move that coincided with the Federal Reserve’s successful 
efforts to tame rampant inflation. These factors supported 
a surge in flows into mutual funds that lasted for more than 
20 years.6

India’s efforts to incentivise greater household participation 
in equities are projected to spark similar dynamics. India’s 
population today is slightly younger than the US’s during its 
investment boom – with a median age of 28, versus 30 for 
the US in 1980 7 – which suggests an even longer runway 
for growth. Another difference: Indians today have access 
to a proliferating range of investment apps, including 
Groww, ET Money and Zerodha Coin.

A 2025 survey led by the Securities and Exchange Board 
of India (SEBI) found 22% of current non-investors were 
keen to start, with many of them citing the availability 
of intuitive digital investment platforms and tools as an 
enabling factor.8 This aligns with the findings of a recent 
World Economic Forum report that showed Indian retail 
investors were more comfortable than their global peers 
with technological investment solutions such as artificial 
intelligence (AI)-assisted financial advice.9

As demand rises, opportunities are emerging for 
companies across the investment value chain, from 
brokers and exchanges to AMCs and rating agencies. 
Forming the backbone of this system are registrar and 
transfer agent (RTA) companies, which handle account 
creation, transaction processing, compliance requirements 
and investor communications (including queries and 
complaints) on behalf of fund managers. In this niche, one 
firm stands out: CAMS.
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Figure 1. Mutual fund assets under management (as a 
percentage of Gross Domestic Product)

Source: International Monetary Fund, International Investment Funds 
Association, Reserve Bank of India, Association of Mutual Funds in 
India, Crisil Intelligence. 2024.

Case study: CAMS
CAMS was launched in 1988 by V Shankar, a business 
graduate with experience in data processing at consumer 
goods company Ponds India, and his wife Vijayasudha, 
a software programmer who had worked at Computer 
Maintenance Corporation, one of India’s first information 
technology (IT) services companies.

CAMS started as a software development and computer 
education business, with a small IT arm, before it moved 
into financial services as an RTA, initially handling share 
issues. In an era before dematerialised (or demat) 
securities accounts, this involved transporting bulging 
gunny bags and steel trunks full of physical share 
documents and registration forms around the country. 

“Before we came in with our new thinking, [financial 
records] were stored in physical form, in huge library-
like structures,” as V Shankar explained in an interview 
for the book An Eye for Detail, a corporate biography of 
CAMS. “People would go about with ladders and access 
documents based on requirements. There was always 

4 “Mutual funds: Thriving in India”, CLSA, April 2017.
5 Association of Mutual Funds India, 2023.
6 The equivalents of a 401(k) in APAC and EMEA regions are generally referred to as employer-sponsored or private retirement savings plans, such 
as superannuation in Australia, provident or pension funds in parts of Asia, and occupational or workplace pension schemes in many countries in 
Europe, the Middle East and Africa.
7 Source: UN, World Population Prospects, 2024; US Census Bureau 1980.
8 Kantar Investor Survey, SEBI, AMFI, NSE, BSE, NSDL, CDSL, 2025.
9 “2024 Global retail investor outlook”, World Economic Forum, March 2025.
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the danger of a fire or some other act of God destroying 
everything in a matter of minutes.”10

Drawing on its software background, CAMS began working 
on systems to digitise these processes, modernise risk 
management and boost efficiency. With the opening of the 
mutual fund industry the company spotted its big opportunity, 
and in 1995 it won its first mutual fund client, Alliance Capital 
(now Alliance-Bernstein), which was impressed by CAMS’s 
innovative digital record-keeping software. This system 
allowed asset managers easily to keep track of key details, 
such as how much they owed distributors across different 
accounts, and the amount investors had put into different 
schemes from a particular fund. 

Although CAMS was one of the earliest RTAs on the scene, 
competition soon grew fierce, with new entrants backed 
by Western financial giants such as Citibank and Deutsche 
Bank. Nevertheless, CAMS rose to become the pre-
eminent mutual fund RTA.

One reason for this was its relentless focus on customer 
service. CAMS set high standards by responding to client 
complaints within 24 hours, an unheard-of turnaround time 
in an industry where responses typically took 30 days. 
Another factor was CAMS’s cutting-edge digital offering. 
From the first, the company continually reinvested in 
technology to improve productivity, from laser printers to 
dial-up internet to the latest data-security protocols.

The company’s commitment to modern technology 
enabled it to match international record-keeping standards, 
and this meant it was often ahead of local regulatory 
norms – for example, it was able to share relevant customer 
information with its clients long before SEBI instituted Know 
Your Customer (KYC) laws in 2008. And CAMS continues 
to innovate today, deploying AI algorithms to streamline its 
processes and improve its products.

The investment view
At FSSA Investment Managers, we look for companies 
with strong management teams and quality franchises 
with defensive characteristics. We especially like those 
that occupy a dominant position in their domestic markets, 
and which stand to benefit from a favourable long-term 
secular demand backdrop. We believe CAMS has all these 
qualities.

India’s RTA industry now functions as a duopoly, with 
CAMS holding a 68% share of mutual fund assets under 
management (AUM), ahead of its main competitor, KFin 
(on 32%). This means it is in a strong position to benefit if 
mutual fund penetration increases and flows continue to 
rise (see Figure 2). 
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Figure 2. Household flows to mutual funds (as rolling 
percentage of household savings)

Source: CEIC Data, Bernstein March 2025.

The company earns the majority of its fees based on the 
AUM of mutual fund clients, calculated on a sliding scale 
(fees fall as AUM rises, and rise as AUM falls). This allows 
investors in CAMS a way to gain exposure to the structural 
growth in mutual funds in India, with the pricing model 
acting as a cushion to the inherent volatility in flows. 

Our conviction in the company is also bolstered by the fact 
that it enjoys a formidable competitive moat. This is largely 
down to switching costs: thanks to how deeply embedded 
CAMS is in its customers’ operations, they would face 
significant disruption if they tried to switch to another 
provider. 

Another factor behind CAMS’s competitive advantage is 
regulation. Unlike its counterparts in other markets, SEBI 
requires asset managers’ investor records to be held 
separately by an RTA (rather than at a bank), supporting 
demand for CAMS’s services. SEBI also recently 
introduced new requirements on data handling, mandating 
that RTAs must hold records across four different data 
centres, one of which must be “air-gapped” for security. 
While such stringent rules may increase CAMS’s 
costs, they also raise the barriers to entry for new RTA 
competitors.

A conservative culture
Despite its dominance, we detect no signs of complacency 
in CAMS’s executive team. V Shankar stepped down 
in 2014, and the company has been ably led for the 
last eight years by CEO Anuj Kumar. On his watch, 
CAMS has followed a sensible capital allocation policy, 
gradually diversifying into areas adjacent to its core 
equity mutual-fund RTA business by offering equivalent 
services to insurers and alternative-investment houses 
and brokerages. It has also launched a payment 
platform, CAMSPay. 

10 “An eye for detail: The chronicle of CAMS”, Sriram V, 2016.
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These spin-offs are all exposed to the same positive structural 
trends as CAMS’s mutual fund business. Considering the 
cash-generative nature of the core business, it would be easy 
for the company’s management to be tempted into other new 
areas and to ramp up the pace of expansion – but this is not 
the case with CAMS, whose executive team we believe know 
their strengths. As Kumar told us at a recent meeting: “We have 
too much of a good thing going to spoil it with a distraction”, 
emphasising the company’s continuing commitment to 
efficiency and cost discipline.

Under Kumar, CAMS has increased its revenues 
while keeping headcount flat, and it is exploring new 
efficiencies based on technology. One recent example 
is its recruitment of AI experts to build applications that 
can automate certain tasks, such as the labour-intensive 
process of downloading and reviewing regulatory circulars 
to assess compliance. With its robust cost controls, we 
believe CAMS should be able to maintain its profit margins 
even if its prices fall.

As with every investment, there are risks. While CAMS has 
never made such a mistake, the possibility of an error in 
data protection or another technical process cannot be 
ruled out; this sort of misstep could prompt customers 

to reconsider their choice of partner. The rise of passive 
investment in India is worth monitoring, as CAMS’s yields 
(but also its costs) are lower when servicing this segment. 
Macroeconomic risks could affect market sentiment, with a 
knock-on impact on domestic mutual fund inflows. 

Overall, however, we are confident that the quality of 
CAMS’s franchise and the calibre of its management will 
allow it to remain resilient over the long term. Return on 
assets (ROA) and return on equity (ROE) have averaged 
29% and 43%, respectively, over the last five years. And 
the company returns a significant share of its profits to 
shareholders – it maintained an average dividend payout 
ratio of 65% over the same period.11

Beyond the numbers, the case for CAMS is fundamentally 
about trust, customer relationships and meticulous 
attention to detail. Recall our investor on the Mumbai 
commuter train: once she selects a mutual fund, CAMS 
quietly takes over, verifying her identity, creating her 
account, allocating units and issuing the first statement. 
The smooth and seamless way in which CAMS does 
this work reflects its status at the heart of India’s market 
infrastructure – and its role in a growth story that is only just 
beginning.

11 Source: CAMS, FactSet as of December 2025

Risk factors

This material is a financial promotion for FSSA Global Emerging Markets Focus Strategy intended for professional clients only in the UK, 
Switzerland, the EEA and elsewhere where lawful.

Capital at risk. Investing involves certain risks including

•	 The value of investments and any income from them may go down as well as up and are not guaranteed. Investors may get back 
significantly less  than the original amount invested.   

•	 Emerging market risk: Emerging markets tend to be more sensitive to economic and political conditions than developed markets. Other 
factors include greater liquidity risk, restrictions on investment or transfer of assets, failed/delayed settlement and difficulties valuing 
securities.

•	 Currency risk: the strategy invests in assets which are denominated in other currencies; changes in exchange rates will affect the value of 
the strategy and could create losses. Currency control decisions made by governments could affect the value of the Strategy’s investments 
and could cause the Strategy to defer or suspend redemptions of its shares.

•	 Single country / specific region risk: investing in a single country or specific region may be riskier than investing in a number of different 
countries or regions. Investing in a larger number of countries or regions helps spread risk.

Where featured, specific securities or companies are intended as an illustration of investment strategy only, and should not be construed as 
investment advice or a recommendation to buy or sell any security. 

All information included in this material has been sourced by FSSA Investment Managers and is displayed as at 24 April 2026 unless otherwise 
specified and to the best of our knowledge is an accurate reflection as at this date. 

For a full description of the terms of investment and the risks please see the Prospectus and Key Information Document. 

If you are in any doubt as to the suitability of our funds for your investment needs, please seek investment advice.



Important Information

This material is a financial promotion / marketing communication but is for general information purposes only. It does not constitute investment 
or financial advice and does not take into account any specific investment objectives, financial situation or needs. This is not an offer to provide 
asset management services, is not a recommendation or an offer or solicitation to buy, hold or sell any security or to execute any agreement for 
portfolio management or investment advisory services and this material has not been prepared in connection with any such offer. Before making any 
investment decision you should conduct your own due diligence and consider your individual investment needs, objectives and financial situation 
and read the relevant offering documents for details including the risk factors disclosure. 

Any person who acts upon, or changes their investment position in reliance on, the information contained in these materials does so entirely at their 
own risk. 

We have taken reasonable care to ensure that this material is accurate, current, and complete and fit for its intended purpose and audience as at the 
date of publication. No assurance is given or liability accepted regarding the accuracy, validity or completeness of this material. 

To the extent this material contains any expression of opinion or forward-looking statements, such opinions and statements are based on 
assumptions, matters and sources believed to be true and reliable at the time of publication only. This material reflects the views of the individual 
writers only. Those views may change, may not prove to be valid and may not reflect the views of everyone at First Sentier Group. 

Past performance is not indicative of future performance. All investment involves risks and the value of investments and the income from them may 
go down as well as up and you may not get back your original investment. Actual outcomes or results may differ materially from those discussed. 
Readers must not place undue reliance on forward-looking statements as there is no certainty that conditions current at the time of publication will 
continue. 

References to specific securities (if any) are included for the purpose of illustration only and should not be construed as a recommendation to buy or 
sell the same. Any securities referenced may or may not form part of the holdings of First Sentier Group portfolios at a certain point in time, and the 
holdings may change over time. 

References to comparative benchmarks or indices (if any) are for illustrative and comparison purposes only, may not be available for direct 
investment, are unmanaged, assume reinvestment of income, and have limitations when used for comparison or other purposes because they may 
have volatility, credit, or other material characteristics (such as number and types of securities) that are different from the funds managed by First 
Sentier Group. 

Selling restrictions 

Not all First Sentier Group products are available in all jurisdictions. 

This material is neither directed at nor intended to be accessed by persons resident in, or citizens of any country, or types or categories of individual 
where to allow such access would be unlawful or where it would require any registration, filing, application for any licence or approval or other steps to 
be taken by First Sentier Group in order to comply with local laws or regulatory requirements in such country. 

About First Sentier Group 

References to ‘we’, ‘us’ or ‘our’ are references to First Sentier Group, a global asset management business which is ultimately owned by Mitsubishi 
UFJ Financial Group (MUFG). Certain of our investment teams operate under the trading names AlbaCore Capital Group, First Sentier Investors, 
FSSA Investment Managers, Stewart Investors and RQI Investors all of which are part of the First Sentier Group. RQI branded strategies, investment 
products and services are not available in Germany. 

This material may not be copied or reproduced in whole or in part, and in any form or by any means circulated without the prior written consent of 
First Sentier Group. 

We communicate and conduct business through different legal entities in different locations. This material is communicated in: 

Australia and New Zealand by First Sentier Investors (Australia) IM Ltd, authorised and regulated in Australia by the Australian Securities and 
Investments Commission (AFSL 289017; ABN 89 114 194311) 

European Economic Area by First Sentier Investors (Ireland) Limited, authorised and regulated in Ireland by the Central Bank of Ireland (CBI reg no. 
C182306; reg office 70 Sir John Rogerson’s Quay, Dublin 2, Ireland; reg company no. 629188) 

Hong Kong by First Sentier Investors (Hong Kong) Limited and has not been reviewed by the Securities & Futures Commission in Hong Kong. 
First Sentier Group, First Sentier Investors, FSSA Investment Managers, Stewart Investors, RQI Investors and Igneo Infrastructure Partners are the 
business names of First Sentier Investors (Hong Kong) Limited. 

Singapore by First Sentier Investors (Singapore) (reg company no. 196900420D) and this advertisement or material has not been reviewed by the 
Monetary Authority of Singapore. First Sentier Group (registration number 53507290B), First Sentier Investors (registration number 53236800B), 
FSSA Investment Managers (registration number 53314080C), Stewart Investors (registration number 53310114W), RQI Investors (registration 
number 53472532E) and Igneo Infrastructure Partners (registration number 53447928J) are the business names of First Sentier Investors 
(Singapore). 

United Kingdom by First Sentier Investors (UK) Funds Limited, authorised and regulated by the Financial Conduct Authority (reg. no. 2294743; reg 
office Finsbury Circus House, 15 Finsbury Circus, London EC2M 7EB) 

United States by First Sentier Investors (US) LLC, registered with the Securities Exchange Commission (SEC# 801-93167). 

other jurisdictions, where this document may lawfully be issued, by First Sentier Investors International IM Limited, authorised and regulated in the 
UK by the Financial Conduct Authority (FCA ref no. 122512; Registered office: 23 St. Andrew Square, Edinburgh, EH2 1BB; Company no. SC079063). 

To the extent permitted by law, MUFG and its subsidiaries are not liable for any loss or damage as a result of reliance on any statement or information 
contained in this document. Neither MUFG nor any of its subsidiaries guarantee the performance of any investment products referred to in this 
document or the repayment of capital. Any investments referred to are not deposits or other liabilities of MUFG or its subsidiaries, and are subject to 
investment risk, including loss of income and capital invested. 

© First Sentier Group 


