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Asset Managers Emphasizing Sales of Focus Products  

 
November 30, 2018, Needham, MA – Shrinking shelf space at distribution platforms, changing 
product economics and smaller product lineups are compounding the emphasis on focus funds for 
asset managers. For the second consecutive year, nearly two-thirds of gross sales were generated 
from focus products, with this percentage surpassing 70% for the largest surveyed firms, or those 
with more than $50 billion in assets under management, according to FUSE Research Network’s 
latest BenchMark Series study – Sales Management 2018.   
 

Number of Focus Funds and Percent of Gross Sales by Firm Size

 
Source: FUSE Sales Management Survey, 2018 

 

After hovering at approximately eight focus funds for the past few years, the average jumped to 
almost 11 focus funds in 2018. The main reason for this increase was due to Tier 1 and Tier 2 firms 
expanding their focus fund lists. Time will tell if this is a temporary spike or not. “Meanwhile, we 
expect the percentage of sales generated by focus funds to remain a significant portion of overall 
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gross sales as competition continues to intensify and firms take a more deliberate and targeted 
approach with their products,” notes Patrick Newcomb, Director of BenchMark Research, FUSE 
Research Network. 
 
The increasing importance of focus products can also be seen in the added weight asset managers 
are placing on metrics associated with focus advisors when measuring wholesaler performance. 
“In fact, this year, the percentage of sales coming from focus advisors jumped from the sixth most 
important criteria to the third with 70% of managers selecting it as either ‘Critical’ or ‘Very 
Important’ when evaluating their wholesaling force,” adds Newcomb. “With the improving quality 
of advisor data, managers are becoming more confident that the focus advisors they have selected 
represent the strongest selling opportunity, prompting wholesalers to spend the vast majority of 
their time on these relationships.”  
 
FUSE’s Sales Management BenchMark study provides an in-depth look at the sales organization at 
asset managers, including structure, staffing metrics, budgets, compensation, sales performance 
and time allocation. In its fifth year, the study is organized by firm assets under management to 
enable users to compare how their organization stacks up against others of similar size in addition 
to the overall industry.  
 

For details about obtaining a copy of Sales Management 2018, please email Jason Heinhorst at 
jheinhorst@fuse-research.com or call (720) 221-5223. 
 

About FUSE Research Network LLC 
 

FUSE was launched in 2008 with the view that research and consulting support for asset managers 

has failed to evolve with the changing needs of the client. The future competitive environment will 

demand that clients make important business decisions within shorter and shorter timeframes.  

 

In order to support clients in this setting, FUSE provides a dynamic research platform that covers 
our clients’ current and future decision areas (strategic and tactical).  Our goal is to become an 
invaluable business partner through the delivery of highly informed and forward-looking 
recommendations that are among the critical inputs our clients need to optimize results. 
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