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Nearly Half of Advisors Relying on Home Office for Manager Selection 

 
May 28, 2019, Needham, MA – Today, one-third of total assets are influenced by home office models, 

and advisors are showing no signs of moderating their reliance on both recommended lists and model  
allocations created by these research teams. As such, it is critical to understand how the role of the 
home office is evolving, in particular, with the manager selection process and how asset managers 

are responding. According to FUSE Research Network’s latest Advisor Trend Monitor Series Report – 
Portfolio Construction: The Advisor View, published in conjunction with WealthManagement.com, 
nearly half of the 600 surveyed advisors rely on their home office when selecting a manager.     
 

Role of Home Office Team in Manager Selection

  
Source: FUSE 2019 Portfolio Construction: The Advisor View 

Note: Data may not add to 100% due to rounding 
 

One of the most noteworthy findings in this year’s report was the steadily growing credibility 
awarded to the advice and inputs from the home office research team, which has increased from 31% 
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in 2016 to 37% in 2019. Another 11% of overall advisors rely almost exclusively on their home office 

to select investments. As Patrick Newcomb, Director of BenchMark Research explains, “Advisors’ 
increasing reliance on home office research teams for help with manager selection demonstrates the 
growing importance of a strong national accounts team for asset managers. While the ultimate goal 

for a national accounts manager is to gain placement in a model portfolio, a more attainable target is 
to get funds on a research team’s recommended list, which has a significant impact on the funds that 
advisors are selecting, even within a rep-as-portfolio manager program.”  

 
For those advisors on the other end of the spectrum who make their own selections independent of 
the home office, the role of the wholesaler is much more influential. “Managers that are able to 

properly identify these advisors and customize the wholesaler’s messaging will be better positioned 
to win their business moving forward,” notes Newcomb. 
 

In addition to the discussion on home office research team, the Advisor Trend Monitor Report –
Portfolio Construction: The Advisor View examines the following topics: changing client’s asset 
allocations, primary drivers in portfolio construction process, sources for capital market forecasts, 
interest in receiving portfolio construction input from fund managers, top fund managers for overall 

portfolio construction advice and more. Survey findings are presented at the aggregate level, as well 
as by distribution channel, age, size of book and gender. Overall data is also presented with 
comparisons noted over three years of survey data. 

 
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’ strategic decisions. With the ongoing 

support of our partner, WealthManagement.com, FUSE releases a total of six reports annually that 
make up the Advisor Trend Monitor series. 
 

For details about obtaining a copy of Portfolio Construction: 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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