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Fund Managers’ Targeted Marketing Approach Remains a ‘Work in Progress’  

 
December 19, 2019, Needham, MA – The message is clear for fund managers: advisors want more 
personalized content. Despite nonstop improvements in technology and a steady upward trend in 

both hiring and budget allocations for digital marketing, firms still have work to do in order to 
meet advisors’ expectations. In fact, slightly more than half of advisors indicated no improvement 
in fund managers’ targeted marketing approach over the last two years, according to FUSE 

Research Network’s latest Advisor Trend Monitor Series Report – Marketing Support: The Advisor 
View, which is published in conjunction with WealthManagement.com. 
 

Has Marketing Content Become More or Less Targeted to You over the Past Two Years? 

 
Source: FUSE 2019 Marketing Support: The Advisor View 

 

 

44% 44% 46% 48%

51% 51% 51% 48%

5% 5% 3% 3%

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

Overall Wirehouse IBD RIA

More targeted No change Less targeted

mailto:cdavis@fuse-research.com


 
 

 

 

As Patrick Newcomb, Director of BenchMark Research, FUSE Research Network, explains, “While 

just over 40% of advisors believe they are receiving more targeted marketing content from asset 
managers, there is still plenty of room for improvement. Not only does marketing need to create 
tailored content to send directly to each advisor, they also need to support external wholesalers 

with pertinent information for upcoming advisor meetings.” 
 
Advisors also ranked the most effective tactics in shaping advisor opinion of a fund manager. For 

the third consecutive year speakers at company events topped the list. Participation in investment 
firm training programs ranked second followed by webinars. “Since the importance of 
personalization is well acknowledged, it is not coincidental that less customized marketing 

approaches consistently provide modest worth for advisors. This year, press placements, digital 
ads, TV ads, and generic emails ranked towards the bottom of the list,” notes Newcomb.  
 

In addition to these topics, the Advisor Trend Monitor Report – Marketing Support: The Advisor 
View surveyed nearly 600 advisors on the following topics: value-add program topics, online 
support, email effectiveness, top thought leaders, preferred mutual fund companies and more. 
Overall data survey findings are presented with year-over-year comparisons, as well as by channel, 

average client account size, age and practice type. 
 
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 . 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 Marketing Support: 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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