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OP-ED

ACRISIS as life-altering as the coronavirus pan-
demic naturally inspires speculation about how
it will change everything. But it is worth recall-
ing that a far deadlier predecessor, the Spanish

Flu, killed 50 million to 100 million people between 1918
and 1920, and was followed by the Roaring ’20s. So did it
change anything?

Possibly it simply accelerated trends that were already
underway. And the same may be true today. The coro-
navirus hit at a time when the world was already turning
inward, largely in reaction to the global financial crisis of
2008. Nations have been erecting barriers to the free flow
of people, money and goods, even as the flow of internet
data has continued to rise rapidly.

There is evidence that all these trends are now speed-
ing up, particularly in countries led by populists, who are
exploiting the pandemic to erect barriers that they
wanted to raise anyway. And as lockdowns force people to
work, shop, study and play at home, internet traffic has
spiked 50 to 70 percent in developed nations — creat-
ing new habits that to varying degrees could out-
last the pandemic.

The era after the coronavirus is thus likely
to feel much like the era after the crisis of
2008, but with its inward tendencies mag-
nified: populist leaders more embold-
ened to bash foreigners; nations less
willing to expose themselves to
trade, global banks and migration;
national economies more reliant
on local industries; people re-
treating to the safety of home to
pursue employment, education
and entertainment in the im-
mersive world of the online
economy.

Global trade was growing
more than twice as fast as the
world economy before 2008,
but has barely kept pace in re-
cent years, and now all bets
are off. Global trade is project-
ed to fall around 15 percent in
2020 — at least three times the
expected fall in economic output
— and recovery could be damp-
ened by divisive trade politics.

President Trump has ratcheted
up his anti-trade and anti-China
statements, saying “I’m not sure
which is worse,” the World Health Or-
ganization or the World Trade Organiza-
tion, both of which he accuses of favoring
China.

The big difference now is that anti-China
talk is growing more strident and common in
many nations, including Britain, France, India,
Brazil, Italy and Japan. And anti-trade talk is coming
even from one of the last high profile champions of global-
ization, President Emmanuel Macron of France. “Dele-
gating our food supply” to others “is madness. We have to
take back control,” he warned in March.

Many nations are engaging in a form of food national-
ism. France, Spain and Italy were among the countries
pushing the European Union to protect their farmers be-
fore the pandemic, and they are pushing harder now. Rus-
sia, the world’s largest wheat exporter, has imposed quo-
tas on grain exports. Vietnam, one of the largest rice
producers, suspended rice exports. More than 60 nations
have limited or banned exports of face masks, gloves and
other personal protective equipment, leaving many poor
nations that don’t manufacture this gear naked in the face
of the pandemic.

Democracy was in retreat, and autocrats were on the
march, before the virus appeared. To contain it, leaders of
all political styles have assumed previously unthinkable
powers to shut down the economy, steer production, close
borders, and place businesses on life support. Even the
most liberal societies have gladly ceded these powers, in
the spirit of wartime mobilization. But precedents are be-
ing set, red lines have been erased. The big risk is that
leaders with autocratic tendencies will come out of the
pandemic with greater leverage to control and close off
societies, including democratic societies.

The universalist spirit of globalization was fading be-

to take on new debt, if only because they can print money
to cover the payments. The debt “super cycle” that helped
supercharge global economic growth between 1980 and
2008 is lurching to a halt, one frightened class of borrow-
ers at a time.

The retreat inward has inspired many nations to re-
think supply lines that now wrap around the world and
lead, most often, to factories in China. Driven originally
by rising wages in China, later by rising concern about the
uncertainties of doing business there, this retrenchment
has been underway for years. At its 2007 peak China was
the assembly plant of the world, generating nearly one
fifth of its economic output by assembling parts made
elsewhere into finished products, but that share had fall-
en to less than one-tenth by the time the coronavirus hit.

A recent survey covering 12 global industries found
that companies in 10 of them, including autos, semicon-
ductors and medical equipment, are moving or planning
to move at least part of their supply chains, which in most

cases will mean out of China. If nationalists have their
way — Mr. Trump has cited the pandemic as yet another
reason to bring manufacturing back to the United States
— factories will be returning to their home countries. Ja-
pan is offering $2 billion to companies relocating out of
China as part of its coronavirus stimulus package.

The pandemic arrived like a propaganda gift from na-
ture to populists who want to contain all things “global,”
from migration to the internet. In recent years, China has
led the way in creating a national internet, sealed off from
the wider web, but Russia, Indonesia and others are fol-
lowing its lead. The European Centre for International
Political Economy tracks a growing thicket of internet
bans, rules and subsidies, including measures that at-
tempt to ensure that data is stored locally, and is difficult
to transfer overseas. In the 2010s the number of “data lo-
calization” rules doubled worldwide to more than 80.

To an extent, these rules have begun to steer internet
traffic into national channels, but without slowing the
growth in overall volume. The boom in traffic over the last
two months, however, has greatly accelerated the shift to
an online economy.

Social media platforms are reporting record us-
age, particularly in hard-hit countries where the

internet is now a lifeline for information on the
pandemic. The number of active users of

Google Classroom has doubled to more
than 100 million since early March.

Sector and Sovereign Research, a
research firm, estimates that of

roughly 40 million Americans who
hold desk jobs, the number who

work remotely has tripled since
January to nearly 25 million
from eight million — and fore-
casts that roughly three mil-
lion of these new online desk
jockeys will stay home after
the pandemic passes. Video
conferencing providers are
straining to handle the vol-
ume of participants — up
from 10 million to more
than 300 million a day on
Zoom, for example — and
have become hangout spots
for friends and family as

well.
The most intriguing possi-

bilities, however, are in digital
gaming, because its ambition

goes way beyond games.
Even before this year, the rise of

online games had turned gaming
into a $150 billion global industry, still

growing fast, and already larger than
the stagnating global music industry and

box office combined. Then came the lock-
downs.
Verizon reports data volumes surging across

the board, but especially for digital games, up 75 per-
cent in March. In the first week of April, U.S. consumer

spending on video games was up 95 percent, compared to
the same week the year before, while spending in movie
theaters was down 99 percent.

The strength of the world economy in the coming years
depends in part on which of these teams wins the all-out
contest for global domination: risk-taking gamers, or bar-
rier-building populists.

Though the rise of the virtual economy is also a turn
inward, toward the lone worker safe at home in front of a
screen, its fresh focus on efficiency and creativity could
lift productivity in the coming years and ease the global
slowdown.

The global economy recovered slowly after the crisis of
2008, owing in large part to deglobalization, and now even
slower flows of people, money and goods threaten more of
the same — less competition and investment.

The pandemic is in effect telescoping the future. Trends
that might have taken five or 10 years to play out have
unfolded in only five to 10 weeks, and all point in the same
direction. To a world turning further inward. 0
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fore the pandemic, and is harder to find now. Investors
once entranced by the prospect of making fortunes in the
emerging world have been scaling back since the global
financial crisis, but the retreat accelerated in the first
three months this year, when more than $90 billion pulled
out of emerging stock markets.

The deglobalization of finance is reaching deeper into
debt markets too. After 1980, a combination of falling in-
terest rates and financial deregulation set off a global ex-
plosion in lending which — by the eve of the 2008 crisis —
had tripled the world’s debt burden to three times global
economic output. The credit meltdown that year hit banks
and households particularly hard and left them with a
generalized fear of taking on new debt.

Now, economic lockdowns are cutting off the cash flow
of heavily indebted companies from the United States to
Europe and Asia, threatening to drive them into bank-
ruptcy, and to burden many of them with a severe case of
debtphobia as well. That will leave only one important
class of borrowers — governments — with the confidence

It is accelerating trends that 
were already underway.
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PEOPLE — MOSTLY WHITE, sometimes
armed, occasionally carrying Confeder-
ate flags or hoisting placards emblazoned
with a Nazi slogan from the Holocaust —
have been loudly protesting to push their
state governments to reopen business
and spaces before enough progress has
been made to contain the coronavirus.
This is yet another illustration of the race
and class divide this pandemic has illumi-
nated in this country.

For some, a reopened economy and
recreational landscape will mean the op-
tion to run a business, return to work, go
to the park or beach, or have a night on
the town at a nice restaurant or swanky
bar. But for many on the lower rungs of
the economic ladder, it will only force
them back into compulsory exposure to
more people, often in occupations that
make it hard to protect oneself and that
pay little for the risk.

Georgia was on the forefront of state re-
openings. The first businesses that were
allowed to reopen were, for the most part,
those that provide low-wage jobs that re-
quire significant contact — like tattoo par-
lors, barbershops and hair salons, and
nail shops.

These are the struggling workers who
entertain and aestheticize people of
means. These businesses were by no
means essential, and they put these work-
ers in danger. There is absolutely no way
to practice social distancing while inking
someone a tattoo. (Also, what are you so
desperate to stamp on your body that you
would risk it all during a pandemic?)

And many of the people doing these
jobs will have to take public transit to get
to work, and search for suitable child care
before they leave home. Schools in most
cases are still closed.

But, even among professions that we
don’t immediately consider low-wage or
minority-dominated, there are areas of
high risk and low wages. For many peo-
ple, the image that comes to mind about
the medical field, those on the front lines,
are doctors and nurses, people who are
highly educated and highly paid. But
there are many other people in those hos-
pitals that make them run.

For instance, a majority of nursing as-
sistants are members of racial minority
groups. A third are African-American.
Half have completed no formal education
beyond high school. And, according to
RegisteredNursing.org, the median an-
nual wage for a nursing assistant in a hos-
pital is just $30,000. For those in nursing
homes and providing home care, the pay
is even lower.

It has been widely reported that the vi-
rus is having a disproportionate impact
on black and brown people in America,
both in terms of infections and death. But
that is only one aspect of the disparities.
In a country where race and ethnicity of-
ten intersect with wealth and class, there
are a cascade of other impacts, particu-
larly economic ones, to remain conscious

of.
In a Pew Research Center survey con-

ducted last month, 52 percent of low-in-
come workers said they or someone in
their household had lost a job or taken a
pay cut as a result of the pandemic. But,
when you look at this through a racial
lens, another striking reality emerges: 61
percent of Hispanic people agree with the
statement, compared to 44 percent of Af-
rican-Americans and just 38 percent of
white people.

And, as Pew pointed out, “lower-in-
come adults are less prepared to with-
stand a financial shock than those with
higher incomes.”

A McKinsey and Company report last
month found:

“Thirty-nine percent of jobs held by
black workers, seven million jobs in all,
are vulnerable as a result of the Covid-19
crisis, compared with 34 percent for white
workers.”

Forty percent of the revenues of black-
owned businesses are in the five most vul-
nerable sectors — including leisure, hos-
pitality and retail — compared with 25
percent of the revenues of all U.S. busi-
nesses.

Beyond the threat to black personal
economics, the crisis also poses a threat
to black institutions. As the McKinsey re-
port pointed out, the crisis is likely to “sig-
nificantly — and quickly — hobble” his-
torically black colleges and universities.

Even when the country starts to re-
cover, the race and class disparities will
most likely still be present and working
against minorities in low-wage jobs. As
the Center for American Progress wrote
last month, “Evidence demonstrates that
while workers of color are often the first to
be fired during economic downturns, they
are often the last to be rehired during re-
coveries.”

This pandemic is likely to not only ex-
pose inequalities, but also exacerbate
them.

America has never been comfortable
discussing the inequalities that America
created, let alone addressing them. Amer-
ica loves a feel-good, forget-the-past-let’s-
start-from-here mantra.

But, this virus is exploiting these man-
made inequalities and making them im-
possible to ignore. It is demonstrating the
incalculable callousness of wealth and
privilege that would willingly thrust the
less well off into the most danger for a few
creature comforts.

This crisis is exposing the class savage-
ry of American democracy and the eco-
nomic carnage that it has always counte-
nanced. 0
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democracy.

LAST month, global downloads of the
apps Zoom, Houseparty and
Skype increased more than 100
percent, as video conferencing

and chats replaced the face-to-face en-
counters we are all so sorely missing.
Their faces arranged in a grid reminis-
cent of the game show “Hollywood
Squares,” people are attending virtual
happy hours and birthday parties, hold-
ing virtual business meetings, learning
in virtual classrooms and having virtual
psychotherapy.

But there are reasons to be wary of the
technology, beyond the widely reported
security and privacy concerns. Psychol-
ogists, computer scientists and neurosci-
entists say the distortions and delays in-
herent in video communication can end
up making you feel isolated, anxious and
disconnected (or more than you were al-
ready). You might be better off just talk-
ing on the phone.

The problem is that the way the video
images are digitally encoded and decod-
ed, altered and adjusted, patched and
synthesized introduces all kinds of arti-
facts: blocking, freezing, blurring, jerki-
ness and out-of-sync audio. These dis-
ruptions, some below our conscious
awareness, confound perception and
scramble subtle social cues. Our brains
strain to fill in the gaps and make sense
of the disorder, which makes us feel
vaguely disturbed, uneasy and tired
without quite knowing why.

Jeffrey Golde, an adjunct professor at
Columbia Business School, has been
teaching his previously in-person leader-
ship class via Zoom for about a month
now, and he has found it strangely wear-
ing. “I’ve noticed, not only in my stu-
dents, but also in myself, a tendency to
flag,” he said. “It gets hard to concentrate
on the grid, and it’s hard to think in a ro-
bust way.”

This is consistent with research on in-
terpreters at the United Nations and at

European Union institutions, who re-
ported similar feelings of burnout, foggi-
ness and alienation when translating
proceedings via video feed. Studies on
video psychotherapy indicate that both
therapists and their patients also often
feel fatigued, disaffected and uncomfort-
able.

Sheryl Brahnam, a professor in the de-
partment of information technology and
cybersecurity at Missouri State Univer-
sity in Springfield, explains the phenom-
enon by comparing video conferencing
to highly processed foods. “In-person
communication resembles video confer-
encing about as much as a real blueberry
muffin resembles a packaged blueberry
muffin that contains not a single blue-

berry but artificial flavors, textures and
preservatives,” she said. “You eat too
many, and you’re not going to feel very
good.”

To be sure, video calls are great for let-
ting toddlers blow kisses to their grand-
parents, showing people what you’re
cooking for dinner or maybe demon-
strating how to make a face mask out of
boxer briefs. But if you want to really
communicate with someone in a mean-
ingful way, video can be vexing.

This is foremost because human be-
ings are exquisitely sensitive to one an-
other’s facial expressions. Authentic ex-
pressions of emotion are an intricate ar-
ray of minute muscle contractions, par-
ticularly around the eyes and mouth,
often subconsciously perceived, and es-
sential to our understanding of one an-
other. But those telling twitches all but
disappear on pixelated video or, worse,
are frozen, smoothed over or delayed to
preserve bandwidth.

Not only does this mess with our per-
ception, but it also plays havoc with our
ability to mirror. Without realizing it, all
of us engage in facial mimicry whenever
we encounter another person. It’s a con-
stant, almost synchronous, interplay. To
recognize emotion, we have to actually
embody it, which makes mirroring es-
sential to empathy and connection.
When we can’t do it seamlessly, as hap-
pens during a video chat, we feel unset-
tled because it’s hard to read people’s re-
actions and, thus, predict what they will
do.

“Our brains are prediction generators,
and when there are delays or the facial
expressions are frozen or out of sync, as
happens on Zoom and Skype, we per-
ceive it as a prediction error that needs to
be fixed,” said Paula Niedenthal, a pro-
fessor of psychology at the University of
Wisconsin-Madison who specializes in
affective response. “Whether subcon-
scious or conscious, we’re having to do
more work because aspects of our pre-
dictions are not being confirmed, and
that can get exhausting.”

Video chats have also been shown to
inhibit trust because we can’t look one
another in the eye. Depending on the
camera angle, people may appear to be
looking up or down or to the side. View-
ers may then perceive them as uninter-
ested, shifty, haughty, servile or guilty.
For this reason, law scholars and crimi-
nal justice activists have questioned the
fairness of remote depositions, hearings
and trials.

But as anyone who has been on a video
call knows, people tend to look more at
themselves than at the camera or even at
others on the call. “I would be lying if I
said I wasn’t super aware of my appear-
ance on video chats,” said Dave
Nitkiewicz, a recently furloughed em-
ployee of Experience Grand Rapids, the
convention and visitors’ bureau in Grand
Rapids, Mich. “I have the skin of Casper
the Ghost right now — it’s, like, fluores-
cent — so I’m always concerned with
framing and lighting.”

Craving company while confined at
home, Mr. Nitkiewicz frequently ar-
ranges Zoom meet-ups with family and
friends, and he even went on a Zoom
date. And yet he doesn’t find these inter-
actions terribly satisfying.

“On video chat, there’s literally a glow-
ing box around your face when you’re
talking, so you feel like every eyeball is
on you, like a very intimidating job inter-
view,” Mr. Nitkiewicz said. “The conver-
sation kind of defaults to trivial drivel be-
cause people don’t want to take a risk.”
And the delay in people’s feedback
makes him feel that it wouldn’t be re-
warding to share a good story anyway.

He doesn’t feel the same reserve when
he talks on the phone, which he does for
two or three hours every other Sunday
with his cousin in Los Angeles. “We have
for years, and it’s never occurred to us to
video chat,” said Mr. Nitkiewicz. “Our
comfort place is still on the phone.”

This makes sense given that experts
say no facial cues are better than faulty
ones. The absence of visual input might
even heighten people’s sensitivity to
what’s being said. It could be why Veri-
zon and AT&T have reported average
daily increases of as much as 78 percent
in voice-only calls since the start of the
pandemic, as well as an increase in the
length of these calls.

“You can have a sense of hyper-pres-
ence on the telephone because of that
coiled relationship where it feels like my
mouth is right next to your ear, and vice
versa,” said Dr. Brahnam during a tele-
phone interview. Provided you have a
good connection, she said, you end up
hearing more: slight tonal shifts, brief
hesitations and the rhythm of someone’s
breathing. When it comes to developing
intimacy remotely, sometimes it’s better
to be heard and not seen. 0

Why Zoom Is Terrible

KATE MURPHY is a journalist in Houston
who contributes frequently to The New
York Times. She is the author of “You’re
Not Listening: What You’re Missing and
Why It Matters.”

Kate Murphy

There’s a reason video
apps make you feel
awkward and unfulfilled.

MATT CHASE

(#84273) Copyright © 2020 by The New York Times Company. Adapted with permission from the online edition. 
For subscriptions to The New York Times, please call 1-800-NYTIMES. Visit us online at www.nytimes.com. 

For more information about reprints and licensing visit www.parsintl.com.

RUCHIR SHARMA is the Head of Emerging Markets and Chief 
Global Strategist at Morgan Stanley Investment Management, 
the author of, most recently, “The Ten Rules of Successful 
Nations” and a contrubuting Opinon writer. This essay reflects 
his opinions alone.



(#84273) Copyright © 2020 by The New York Times Company. Adapted with permission from the online edition. 
For subscriptions to The New York Times, please call 1-800-NYTIMES. Visit us online at www.nytimes.com. 

For more information about reprints and licensing visit www.parsintl.com.

IMPORTANT DISCLOSURES

The views and opinions are those of the author as of the date of publication and are subject to change at any time due to market or economic conditions and may not necessarily come to pass. 
Furthermore, the views will not be updated or otherwise revised to reflect information that subsequently becomes available or circumstances existing, or changes occurring, after the date of 
publication. The views expressed do not reflect the opinions of all portfolio managers at Morgan Stanley Investment Management (MSIM) or the views of the firm as a whole, and may not be 
reflected in all the strategies and products that the Firm offers.

Forecasts and/or estimates provided herein are subject to change and may not actually come to pass. Information regarding expected market returns and market outlooks is based on the research, 
analysis and opinions of the authors. These conclusions are speculative in nature, may not come to pass and are not intended to predict the future performance of any specific MSIM product.

Certain information herein is based on data obtained from third party sources believed to be reliable. However, we have not verified this information, and we make no representations whatsoever as 
to its accuracy or completeness.

The information herein is a general communications which is not impartial and has been prepared solely for information and educational purposes and does not constitute an offer or a recommen-
dation to buy or sell any particular security or to adopt any specific investment strategy. The material contained herein has not been based on a consideration of any individual client circumstances 
and is not investment advice, nor should it be construed in any way as tax, accounting, legal or regulatory advice. To that end, investors should seek independent legal and financial advice, including 
advice as to tax consequences, before making any investment decision.

Past performance is no guarantee of future results.

This communication is not a product of Morgan Stanley’s Research Department and should not be regarded as a research recommendation. The information contained herein has not been prepared 
in accordance with legal requirements designed to promote the independence of investment research and is not subject to any prohibition on dealing ahead of the dissemination of investment 
research.

There is no guarantee that any investment strategy will work under all market conditions, and each investor should evaluate their ability to invest for the long-term, especially during periods of down-
turn in the market. Prior to investing, investors should carefully review the strategy’s / product’s relevant offering document. There are important differences in how the strategy is carried out in each 
of the investment vehicles.

DISTRIBUTION 
This communication is only intended for and will only be distributed to persons resident in jurisdictions where such distribution or availability would not be contrary to local laws or regulations.

Ireland: Morgan Stanley Investment Management (Ireland) Limited. Registered Office: The Observatory, 7-11 Sir John Rogerson’s Quay, Dublin 2, Ireland. Registered in Ireland under company number 
616662.  Regulated by the Central Bank of Ireland. United Kingdom: Morgan Stanley Investment Management Limited is authorised and regulated by the Financial Conduct Authority. Registered 
in England. Registered No. 1981121. Registered Office: 25 Cabot Square, Canary Wharf, London E14 4QA, authorised and regulated by the Financial Conduct Authority. Dubai: Morgan Stanley 
Investment Management Limited (Representative Office, Unit Precinct 3-7th Floor-Unit 701 and 702, Level 7, Gate Precinct Building 3, Dubai International Financial Centre, Dubai, 506501, United 
Arab Emirates. Telephone: +97 (0)14 709 7158). Germany: Morgan Stanley Investment Management Limited Niederlassung Deutschland, Grosse Gallusstrasse 18, 60312 Frankfurt am Main, Germany 
(Gattung: Zweigniederlassung (FDI) gem. § 53b KWG). Italy: Morgan Stanley Investment Management Limited, Milan Branch (Sede Secondaria di Milano) is a branch of Morgan Stanley Investment 
Management Limited, a company registered in the UK, authorised and regulated by the Financial Conduct Authority (FCA), and whose registered office is at 25 Cabot Square, Canary Wharf, London, 
E14 4QA. Morgan Stanley Investment Management Limited Milan Branch (Sede Secondaria di Milano) with seat in Palazzo Serbelloni Corso Venezia, 16 20121 Milano, Italy, is registered in Italy with 
company number and VAT number 08829360968. The Netherlands: Morgan Stanley Investment Management, Rembrandt Tower, 11th Floor Amstelplein 1 1096HA, Netherlands. Telephone: 31 
2-0462-1300. Morgan Stanley Investment Management is a branch office of Morgan Stanley Investment Management Limited. Morgan Stanley Investment Management Limited is authorised and 
regulated by the Financial Conduct Authority in the United Kingdom. Switzerland: Morgan Stanley & Co. International plc, London, Zurich Branch Authorised and regulated by the Eidgenössische 
Finanzmarktaufsicht (“FINMA”). Registered with the Register of Commerce Zurich CHE-115.415.770. Registered Office: Beethovenstrasse 33, 8002 Zurich, Switzerland, Telephone +41 (0) 44 588 1000. 
Facsimile Fax: +41(0) 44 588 1074.

U.S.: A separately managed account may not be suitable for all investors. Separate accounts managed according to the Strategy include a number of securities and will not necessarily track the 
performance of any index. Please consider the investment objectives, risks and fees of the Strategy carefully before investing. A minimum asset level is required. For important information about the 
investment manager, please refer to Form ADV Part 2.

Please consider the investment objectives, risks, charges and expenses of the funds carefully before investing. The prospectuses contain this and other information about the funds. To obtain a 
prospectus please download one at morganstanley.com/im or call 1-800-548-7786. Please read the prospectus carefully before investing.

Morgan Stanley Distribution, Inc. serves as the distributor for Morgan Stanley Funds.

NOT FDIC INSURED | OFFER NO BANK GUARANTEE | MAY LOSE VALUE | NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY | NOT A BANK DEPOSIT

Hong Kong: This document has been issued by Morgan Stanley Asia Limited for use in Hong Kong and shall only be made available to “professional investors” as defined under the Securities and 
Futures Ordinance of Hong Kong (Cap 571). The contents of this document have not been reviewed Futures Commission in Hong Kong. Accordingly, save where an exemption is available under the 
relevant law, this document shall not be issued, circulated, distributed, directed at, or made available to, the public in Hong Kong. Singapore: This publication should not be considered to be the 
subject of an invitation for subscription or purchase, whether directly or indirectly, to the public or any member of the public in Singapore other than (i) to an institutional investor under section 304 
of the Securities and Futures Act, Chapter 289 of Singapore («SFA»), (ii) to a «relevant person» (which includes an accredited investor) pursuant to section 305 of the SFA, and such distribution is in 
accordance with the conditions specified in section 305 of the SFA; or (iii) otherwise pursuant to, and in accordance with the conditions of, any other applicable provision of the SFA. In particular, for 
investment funds that are not authorized or recognized by the MAS, units in such funds are not allowed to be offered to the retail public; any written material issued to persons as aforementioned 
in connection with an offer is not a prospectus as defined in the SFA and, accordingly, statutory liability under the SFA in relation to the content of prospectuses does not apply, and investors should 
consider carefully whether the investment is suitable for them. This publication has not been reviewed by the Monetary Authority of Singapore. Australia: This publication is disseminated in Australia 
by Morgan Stanley Investment Management (Australia) Pty Limited ACN: 122040037, AFSL No. 314182, which accept responsibility for its contents. This publication, and any access to it, is intended 
only for “wholesale clients” within the meaning of the Australian Corporations Act.

Japan: For professional investors, this document is circulated or distributed for informational purposes only. For those who are not professional investors, this document is provided in relation to 
Morgan Stanley Investment Management (Japan) Co., Ltd. (“MSIMJ”)’s business with respect to discretionary investment management agreements (“IMA”) and investment advisory agreements 
(“IAA”). This is not for the purpose of a recommendation or solicitation of transactions or offers any particular financial instruments. Under an IMA, with respect to management of assets of a client, 
the client prescribes basic management policies in advance and commissions MSIMJ to make all investment decisions based on an analysis of the value, etc. of the securities, and MSIMJ accepts such 
commission. The client shall delegate to MSIMJ the authorities necessary for making investment. MSIMJ exercises the delegated authorities based on investment decisions of MSIMJ, and the client 
shall not make individual instructions. All investment profits and losses belong to the clients; principal is not guaranteed. Please consider the investment objectives and nature of risks before invest-
ing. As an investment advisory fee for an IAA or an IMA, the amount of assets subject to the contract multiplied by a certain rate (the upper limit is 2.20% per annum (including tax)) shall be incurred 
in proportion to the contract period. For some strategies, a contingency fee may be incurred in addition to the fee mentioned above. Indirect charges also may be incurred, such as brokerage commis-
sions for incorporated securities. Since these charges and expenses are different depending on a contract and other factors, MSIMJ cannot present the rates, upper limits, etc. in advance. All clients 
should read the Documents Provided Prior to the Conclusion of a Contract carefully before executing an agreement. This document is disseminated in Japan by MSIMJ, Registered No. 410 (Director of 
Kanto Local Finance Bureau (Financial Instruments Firms)), Membership: the Japan Securities Dealers Association, The Investment Trusts Association, Japan, the Japan Investment Advisers Association 
and the Type II Financial Instruments Firms Association.

IMPORTANT INFORMATION 
EMEA: This marketing communication has been issued by Morgan Stanley Investment Management Limited (“MSIM”). Authorised and regulated by the Financial Conduct Authority. Registered in 
England No. 1981121. Registered Office: 25 Cabot Square, Canary Wharf, London E14 4QA.

The information contained in this communication is not a research recommendation or ‘investment research’ and is classified as a ‘Marketing Communication’ in accordance with the applicable 
European or Swiss regulation. This means that this marketing communication (a) has not been prepared in accordance with legal requirements designed to promote the independence of investment 
research (b) is not subject to any prohibition on dealing ahead of the dissemination of investment research.

MSIM has not authorised financial intermediaries to use and to distribute this document, unless such use and distribution is made in accordance with applicable law and regulation. Additionally, 
financial intermediaries are required to satisfy themselves that the information in this document is suitable for any person to whom they provide this document in view of that person’s circumstances 
and purpose. MSIM shall not be liable for, and accepts no liability for, the use or misuse of this document by any such financial intermediary.

The whole or any part of this work may not be reproduced, copied or transmitted or any of its contents disclosed to third parties without MSIM Ireland’s express written consent.

All information contained herein is proprietary and is protected under copyright law.

Morgan Stanley Investment Management is the asset management division of Morgan Stanley.

© 2020 Morgan Stanley             CRC 3090289       Exp. 5/31/2021




