
Fundamental 
Distribution 
Considerations for 
Asset Managers

The average number of field 
wholesalers dropped over 
the past year, while internal 
headcount is on the rise. This 
trend is expected to continue 
as firms utilize their internals 
in a broader capacity. 

The average number of focus 
advisors is settling around 200 
per wholesaler. Improved data 
gathering and analysis will 
help better identify the most 
productive advisors and boost 
confidence to direct more 
resources to those advisors.  

Moving to a wholesaler compen-
sation plan with a more balanced 
variable component makes sense 
for everyone. More consistent 
paychecks and the ability to 
incentivize specific behaviors/ 
activities are just a few of 
the benefits.

More firms are embracing an 
expanded view of wholesaler 
success metrics. Activities 
that correlate to longer-term 
success and overall health 
of the organization are 
especially important.

Given that it represents over half of 
the overall sales budget, Salary & 
Benefits cost reduction is a serious 
consideration for most, if not all, 
distribution leaders today. The focus 
will get more intense as a result of 
unrelenting margin pressure at 
investment management firms.
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Questions, comments, feedback:
Please contact Jason Heinhorst
jheinhorst@fuse-research.com • (720) 221-5223 www.fuse-research.com

Wholesaler 
Productivity Metrics

Focus advisors

52% of firms are emphasizing focus advisors when 
devising territories, up from 44% in 2015.

The average number of focus 
advisors is settling around 200 
per wholesaler. Improved data 
gathering and analysis will 
help better identify the most 
productive advisors and boost 
confidence to direct more 
resources to those advisors.  
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