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Gross Sales Remains Key Driver for Fund Managers When Selecting Platforms 

 
August 23, 2019, Needham, MA – Platform selection is central to many of the most important and 
strategic decisions that asset managers make, forming the base for a manager’s business 
economics as well as marketing and distribution strategies. An environment of heightened 

competition and shrinking margins has only highlighted the significance for a thoughtful and 
accurate approach. With these new business realities, it makes sense that fund managers consider 
stronger sales to be the ideal way to offset these challenges. According to FUSE Research 

Network’s latest BenchMark Series study – National Accounts 2019: A Guide to Benchmarking, 
Budgets & Productivity, gross sales potential remained the top consideration for platform selection 
criteria with 93% of surveyed firms rating it as “Most” to “Very Important.”  

 
Importance of Platform Selection Criteria for Asset Managers 

 
Source: FUSE National Accounts Survey, 2019 

 

Since 2016, gross sales potential has consistently ranked as the top factor for platform selection. 
According to Patrick Newcomb, Director of BenchMark Research, FUSE Research Network, “The 
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gross sales opportunity is predictably the key driver when managers are selecting which platforms 

to work with. The real challenge is identifying the next up-and-coming platforms for their national 
accounts team to focus on.” Access provided ranked second highest in importance as managers 
place significant value on being able to connect with the home office research team as well as 

advisors. Access is typically more readily available outside of the larger platforms, and makes 
smaller platforms easier to navigate in many cases. 
 

With tightening economics conditions, asset managers have also signaled that revenue sharing 
requirements are now of much greater importance. “Small firms, or particularly those with less 
than $20 billion in AUM, rely more heavily on revenue sharing requirements since they lack the 

budget dollars and overall scale benefits of their larger counterparts,” notes Newcomb.  
 
Moving forward, the most successful national accounts managers will be those who are selective 

and strategic in the investment strategies they highlight with home office research teams. Building 
and maintaining key client relationships will be a top priority, as home offices are trending toward 
working with fewer, well-resourced asset managers. 
 

FUSE’s National Accounts BenchMark study provides an in-depth look at organizational trends, 
staffing metrics, compensation, performance, time allocation and budgeting. The study is 
organized by firm assets under management to enable users to compare how their organization 

stacks up against others of similar size in addition to the overall industry. Data is also presented 
with comparisons noted over the prior three year of survey data. 
 

For details about obtaining a copy of National Accounts 2019: A Guide to Benchmarking, Budgets & 
Productivity, 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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