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Advisors Rank Fees and Liquidity as the Biggest Hurdles for Alternatives 

 
August 25, 2016, Needham, MA –  More than half (52%) of surveyed advisors stated that they do 
not use alternatives due to fees/expenses while 47% are also concerned about the lack of liquidity, 
according to FUSE Research Network’s latest Advisor Trend Monitor Series Report – Alternatives: 
The Advisor View. The report, done in conjunction with WealthManagement.com, surveyed more 
than 750 advisors to better understand their interest in and perception of alternative investments.  
 

Obstacles in Employing Alternative Investments

 
Source: FUSE 2016 Alternatives: The Advisor View 

Note: Respondents could choose multiple responses 
 
As Patrick Newcomb, Director of BenchMark Research, FUSE Research Network, explains, “Our 
survey results indicated that fees/expenses and lack of liquidity outgunned all other options, which 
included education from the investment manager, lack of track record and information to explain 
benefits/risks to clients.” When comparing 2016 findings with our survey in 2014, fees and 
expenses were considered an even bigger hurdle this year. Fees very modestly lagged liquidity in 
the prior survey (45% to 47%). This year the standings were flipped; fees measurably outpaced 
liquidity requirements – at 52% and 47%, respectively.  
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Fees and expenses were of paramount importance to RIAs, solo practitioners, young advisors (less 
than 45-years-old) and advisors with substantial AUM (more than $150 million). “For this audience 
in particular, investment managers will need to demonstrate that the alpha generating capabilities 
are able to surmount the fee drag, and that the alternative strategy is able to outperform a more 
“vanilla” or common passive strategy, provide demonstrable diversification, and/or produce risk 
mitigation benefits. Despite these obstacles, alternative strategies continue to garner interest and 
the percentage of client portfolios using alternatives is expected to grow from 32% to 38% over 
the next two years,” adds Newcomb.  
 
In addition to reviewing the overall alternative investment challenges among advisors, the Advisor 
Trend Monitor Report – Alternatives: The Advisor View focuses on the following topics: how 
advisors define alternative strategies, their reasons for employing alternatives and the future 
adoption of alternatives in client portfolios. In addition to overall survey findings, data is also cut 
by channel, practice type, advisor age and assets under management. The advisor survey base 
consisted of over 750 advisors with more than half operating in the wirehouse, independent 
broker/dealer and independent RIA channels. 
 
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 five 
reports annually that make up the Advisor Trend Monitor series.  
 

For details about obtaining a copy of Alternatives: 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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