
 

 

 

 

Press Release          
FOR IMMEDIATE RELEASE 

Contact 

Jacki Linnehan 
jlinnehan@fuse-research.com 
 
 

Challenging Periods Prompt Sales Compensation Adjustments  
 

January 23, 2023, Needham, MA – According to findings from FUSE Research Network’s recently 
published Sales Management 2022 BenchMark study, nearly three-quarters of surveyed asset 
managers adjust sales compensation during challenging periods.  2022 certainly meets the definition 
of a “challenging period” and, in response, some firms should be expected to alter how they pay and 
incentivize their salespeople in the year ahead. 
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“During challenging periods, a majority of sales management leaders are open to making adjustments 
to the compensation model of the sales team to supplement earnings,” says Michael Evans, Director 
of BenchMark Research at FUSE Research. “This may entail sales contests, commission adjustments 
on focus products, and bonus rates. Long-term, the circumstances that converged in 2022, including 
lower assets, persistently high gross sales, and rising redemptions, could finally be the impetus asset 
managers need to adjust their sales compensation structures to better align with their revenue 
models and strategic priorities.”  
 
In addition to views from senior sales leaders and distribution executives, FUSE’s Sales Management 
2022 BenchMark study provides an in-depth look at sales management organizational trends, staffing 
metrics, budgets, compensation, sales performance, time allocation and profitability concerns. We 
compare our latest data findings to the averages over prior surveys from 2017 through 2021 to 
identify trends impacting the sales landscape as well as to forecast the direction asset managers need 
to take to remain competitive. Throughout the study, data is provided at both the aggregate and 
firm-size levels, helping asset managers gauge where they stand overall and against peers of similar 
size. When pertinent, core research is supplemented by surveys of financial advisors done in 
partnership with WealthManagement.com.  
 

For details about obtaining a copy of the Sales Management 2022 BenchMark study, please email 
Jason Heinhorst at jheinhorst@fuse-research.com. 
 

About FUSE Research Network LLC 
 

FUSE was launched with the view that research and consulting support for asset managers has failed 
to evolve with the changing needs of the client. The competitive environment today demands that 
clients make important business decisions within shorter and shorter timeframes.  
 

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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