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Study Overview 

The FUSE BenchMark Series is a comprehensive research service focused on

benchmarking and optimization of resources within different functional areas of an

asset management firm. Our BenchMarks are effectively support programs that 

combine market intelligence with a predefined methodology for self-assessment to

produce a structured approach to the decision-making process of senior executives.

FUSE provides upfront evaluations and ongoing monitoring to help ensure that busi-

ness needs are met and objectives realized. The baseline research for the National

Accounts study comes from a detailed survey and series of interviews with National

Accounts Leaders.

Benefits

This study will help Heads of Distribution, National Accounts Leaders, and 

distribution strategy pros improve productivity and effectiveness by providing 

the following:

• Organizational structures of the National Accounts function

• Best practices for selecting platform opportunities

• Compensation levels for various National Accounts roles 

• Staffing data

• Type and frequency of platform interaction

• Time allocation by role 

• Metrics to measure the effectiveness of National Accounts relationships

• National Account budget details

BenchMark Series: National Accounts

With sales increasingly

sourced to models and

recommended lists,

the National Accounts

function is positioned to

gain greater influence

than ever before.
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There are more than 50 exhibits in the study, including: 

• Average National Accounts Time Allocation by Function, 2016 - 2019

• Due Diligence as Part of National Accounts by Firm Size 

• Most Important Criteria in Measuring National Accounts Performance

• Planned Staffing Changes over Next 12 Months by Role

The Study Provides 

Answers to These Questions:

How do our components of compensation and levels of 
compensation compare to industry peers?

What changes to compensation structure are managers making 
to better align incentives with firm-wide strategic goals?

What is the impact of increasing platform consolidation on
National Accounts groups?

How are asset managers actually measuring the home 
office influence?

How are evolving distribution dynamics affecting hiring plans 
for National Accounts teams?

...and many more that are crucial to the overall 

success of your National Accounts efforts. 

Platform 
Selection Criteria 

Gross sales potential and

access provided remained

the top two considera-

tions overall at 93% and

83%, respectively.

Revenue sharing require-

ments has risen in impor-

tance, registering a 

significant 20-percentage

point increase over the 

last two years.
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Study excerpt on National Accounts Budget

The budget allocations of Small and Mid-sized asset managers tend to

shift along with perceived opportunities; however, Large firms are often less

nimble due to a combination of longer planning schedules, internal politics,

and the high expectations from distributors.

For expense areas outside of salaries and benefits, firms need to segment

activities into categories and perform a thorough cost-benefit analysis of

each. For instance, on average, firms have historically allocated about 30% of

their annual budgets to conferences, which equates to $1.5 million overall

and $2.2 million for Large firms. While conferences are an important element

of asset managers’ marketing plans, at this level of spending, there is likely

some waste occurring. Firms should analyze the types of conferences they are

supporting (e.g., national broker/dealer, regional broker/dealer, industry

organizations) to determine where they are getting the best exposure for their

dollar. In addition to types of conferences and specific events, asset managers

should also break down the types of expenses (e.g., speakers, booth materi-

als, entertainment, branding/advertising, etc.) to determine which combina-

tion allows them to maximize the impact of sponsoring a conference.

Exhibit – Components of National Accounts Budget by Firm Size

Aggregate 2019 Aggregate 2018 Aggregate 2017 Large (>$50B) Mid ($50B-$20B) Small (<$20B)
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Service & Pricing

FUSE’s mission is to deliver actionable, practical recommendations that are

customized to each client’s business situation. Our BenchMark series studies 

are far more than a “data dump” of statistics and general trends. 

When you purchase a BenchMark series study, FUSE will provide ongoing

support and periodic updates to help ensure that our research will have a

longer shelf life than similar studies available in the marketplace.

About fuSe Research Network, llC

FUSE Research Network was launched with the view that research and con-

sulting support for asset managers has failed to evolve with the changing needs

of the client. The competitive environment today demands that clients make

important business decisions within shorter and shorter time frames.

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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