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Wholesaler Product Knowledge Remains Essential to Delivering Value to Advisors 
 

November 13, 2019, Needham, MA – Finding ways to stand out in an increasingly competitive 

marketplace and mastering certain skills, such as knowing advisors’ practices, clients and styles,  
market insights and most importantly possessing strong product knowledge, have become the norm 
for today’s top wholesalers. In fact, for the fourth consecutive year, more than 700 surveyed advisors 

ranked existing product updates and new product information as the two most valuable wholesaling 
services, according to FUSE Research Network’s latest Advisor Trend Monitor Series Report – 
Wholesalers: The Advisor View, published in conjunction with WealthManagement.com. 
 

Value of Wholesaler Services

 
Note: Scale of 1 to 10, with 10 being “most valuable” 

Source: FUSE 2019 Wholesalers: The Advisor View 
 

Patrick Newcomb, Director of BenchMark Research, FUSE Research Network, explains , “In addition to 

these insights, more than 40% of advisors stated that there was no improvement in wholesaler 
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product/investment knowledge over the last two years. Firms must continue to invest in training, as a 

great deal of opportunity for enhancement remains for wholesalers to sharpen both their skills and 
approach with advisors.”  
 

With increasing demand for product insights from advisors, wholesalers are responding by offering 
access, whenever possible and available, to investment specialists (i.e., portfolio managers and client 
portfolio managers) and portfolio construction specialists from their firms. “The vast majority of 

advisors surveyed believe that wholesalers added value to their practices by lining up access to a 
specialist. Nearly one-third of advisors found this service to be very valuable and another 60% found 
it somewhat valuable,” notes Newcomb.  

 
In addition to addressing the value of services provided by wholesalers, the Advisor Trend Monitor 
Report – Wholesalers: The Advisor View covers topics such as most valuable inputs in product 

selection, most valuable areas for wholesaler improvement, top firms for quality  of wholesalers and 
more. Survey findings are presented at the aggregate level, as well as by distribution channel, age and 
size of book. Overall data is also presented with comparisons noted over prior years of survey data.  
 

The FUSE Advisor Trend Monitor is a survey-based report series that provides timely insight into 
advisor views on a range of issues central to asset managers’ decisions about resource allocation. 
With the ongoing support of our partner, WealthManagement.com, FUSE releases a total of six 

reports annually that make up the Advisor Trend Monitor series.  
 

For details about obtaining a copy of Wholesalers: The Advisor View, 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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