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Targeting Advisors for Portfolio Construction Services
Survey Finds Nearly Half of Advisors Who Received Advice
Subsequently Purchased Products

April 22, 2020, Needham, MA — Asset managers continue to invest in portfolio specialist teams as a
means of a differentiated service in portfolio construction. However, there are challenges associated
with scaling the advice. If asset managers do not segment prospects efficiently, the return on
investment for the service will be challenged.

According to FUSE Research Network’s latest Advisor Trend Monitor Series Report — Portfolio
Construction: The Advisor View, published in conjunction with WealthManagement.com, slightly
more than one-quarter (26.4%) of advisors received advice from a portfolio construction specialist at
a fund management firm. Among those advisors who received advice, it led to a sale for nearly half of
the group.
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“Sales management needs to work with their data and CRM teams to identify the optimal group of
advisors to target for these services. If they do not, the ROI on the service will fall short,” states
Patrick Newcomb, Director of BenchMark Research. “Also, it’s important to achieve a unified voice
about the process, which should never be a product sale. If the service is delivered properly, it will be
a huge value add to advisors and will deepen the relationship.”

In addition to advice received from portfolio construction specialists, the Advisor Trend Monitor
Report — Portfolio Construction: The Advisor View focuses on drivers influencing changing a client’s
asset allocations; portfolio construction concerns; role of home office research team in manager
selection; percentage of total assets influenced by home office model, 2020 vs. 2022; engagement
preferences with portfolio construction team; and the top 10 investment managers for portfolio
construction.

Note: the survey was fielded prior to the global market correction due to the coronavirus. FUSE
believes a survey post pandemic may have led to some modestly different results; however, the
survey findings are representative of the long-term views of the advisor survey base.

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 comprise the Advisor Trend Monitor report series.

For details about obtaining a copy of Portfolio Construction: 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.



