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Increased Focus on Focus Advisors 

December 21, 2021, Needham, MA – Asset managers continue to place greater emphasis on focus 
advisors partly due to better marketplace segmentation and use of data analytics to prioritize 
financial advisors. With that greater emphasis comes increased demand from sales management 
on the number of meetings they expect their external wholesalers to conduct with their top-
producing advisors. According to findings from FUSE Research Network’s just published Sales 
Management 2021 BenchMark study, 88% of surveyed asset managers want their external 
wholesalers conducting between 11 to 20 meetings per week with focus advisors, with nearly half 
(47%) expecting 11 to 15 meetings, and another 41% reporting 16 to 20 meetings.

Benchmark Number of Meetings per Week for External Wholesalers:  
Focus vs. Non-Focus Advisors 

Source: FUSE Research Network, Sales Management Survey 2021 

“In 2016, nearly a quarter of surveyed firms did not have a benchmark number of meetings for 
focus advisors,” offers Patrick Newcomb, Director of BenchMark Research, FUSE Research 
Network. “Since there is growing attention placed on getting in front of focus advisors, the success 



of the external wholesaler with their focus list starts with a structured process around the 
collection and implementation of sales data.” 

The data makes it abundantly clear that sales leaders want their externals spending the bulk of 
their time on their approved list of focus advisors. On the other hand, meetings with non-focus 
advisors are frowned upon with most managers indicating they want limited, if any, of these 
interactions. These advisors can be qualified by marketing and nurtured by internal wholesalers 
and shifted into the focus group if and when appropriate. 

FUSE’s Sales Management 2021 BenchMark study provides an in-depth look at staffing metrics, 
budgets, compensation, time management and wholesaler segmentation and effectiveness. 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. Data is also 
presented with comparisons noted over the prior seven years of survey data and is complemented 
by perspectives from financial advisors, based on recent surveys done in partnership with 
WealthManagment.com. 

For details about obtaining a copy of Sales Management 2020, 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. 


