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Tailored Service Plans Essential for Wholesaler-Focus Advisor Partnerships  
 

February 7, 2025, Needham, MA –The importance of a successful relationship between wholesalers 
and focus advisors cannot be underscored enough, given nearly half of an advisor’s book of business 
sits with their top three investment manager relationships. According to FUSE Research Network's 
newly released Sales Management 2024: Optimizing Sales Strategies BenchMark study, external and 
hybrid wholesalers conduct about three-quarters of their weekly meetings with focus advisors. 
Meeting frequency increases with firm size, ranging from nearly 10 meetings per week for external 
wholesalers with Tier 3 firms (<$25 billion in AUM) to over 18 meetings per week for wholesalers with 
Tier 1 firms (>$75 billion in AUM).  
 

Average Weekly Meetings Conducted by External and Hybrid Wholesalers 
 

 
Source: FUSE Sales Management Survey, 2024 
 

“Wholesalers typically have a group of focus advisors ranging from 200 to 300, requiring a tailored 
service plan based on preferences like contact frequency, communication methods, marketing 
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preferences, and access to key personnel,” said Mike Evans, Director of Advisor and BenchMark 
research at FUSE Research. “Service failures with focus advisors are unacceptable, as these 
relationships are the lifeblood of asset managers and should be the primary focus of the entire 
distribution organization.” 
 

FUSE’s Sales Management 2024 BenchMark examines critical components of an asset manager’s 
salesforce to help improve sales management and key distribution strategies to increase productivity 
and deepen the advisor-wholesaler relationship. In addition to views from senior sales leaders and 
distribution executives, this 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 2019 through 
2023 to identify trends impacting the sales landscape and help forecast the direction asset managers 
need to take to remain competitive. Data is organized at both the aggregate and firm-size levels, 
helping asset managers gauge where they stand overall and against peers of similar size. 
 
If you have any questions or would like to discuss the Sales Management 2024: Optimizing Sales 
Strategies BenchMark study, please email Deb Wetherbee at dwetherbee@fuse-research.com or call 
(617) 413-1960. 
 
 

 

About FUSE Research Network LLC 
 
FUSE was launched in 2008 to deliver tactical decision support that improves the effectiveness of the 
sales, national accounts, marketing, and product functions at investment management firms. To 
deliver on its unique value proposition, FUSE has built a decision support team that is unparalleled in 
its ability to deliver practical and actionable guidance in response to client challenges. By carefully 
cultivating a network of industry contacts from all facets of the business, FUSE is able to deliver 
solutions that go well beyond traditional business intelligence offerings. 
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