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Fund Managers Stressing “Focus Advisor” Metrics when Evaluating Wholesalers 
 

November 21, 2019, Needham, MA – Using measures other than sales when assessing their 
wholesaling force has traditionally been limited among fund managers. This is changing, and sales 
management is embracing data beyond basic metrics as the industry becomes more prescriptive 
with its sales force in an effort to drive their activity to the best opportunities. In fact, 86% of sales 
managers ranked meetings with focus advisors as a critical component for measuring wholesaler 
performance followed by 78% for the percentage of sales from focus advisors, according to FUSE 
Research Network’s latest BenchMark Series study, Sales Management 2019. 
 

Importance of Criteria When Measuring Wholesaler Performance 

 
Note: Represents the sum of "Critical" and "Very Important" responses 

Source: FUSE Sales Management Survey, 2019 
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Territory gross sales has consistently ranked as a top component of wholesaler performance 
measurement, which comes as no surprise because it is a core piece in the commission portion of 
compensation. According to Patrick Newcomb, Director of BenchMark Research, FUSE Research 
Network, “With more than 90% of leaders still ranking gross sales as significant, firms are certainly 
not ignoring sales success; however, more than three-quarters of firms ranked focus advisor 
metrics as critically important, illustrating the evolution of criteria used for measuring wholesaler 
performance. As firms continue to invest in data, lead generation and advisor segmentation, sales 
management will ultimately be better equipped to identify a focus group of advisors and improve 
the efficiency of its wholesaling force.” 
 
FUSE’s Sales Management 2019 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. This year’s study includes a new chapter, “Optimizing Internal 
Team Interaction,” that focuses on how sales teams interact with other internal groups as well as 
broker/dealers, discussing ways to successfully engage key client roles and delving into some of 
the benefits of getting the formula right. 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. The study data is also presented with comparisons noted over 
prior years of survey data. 
 

For details about obtaining a copy of Sales Management 2019, 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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