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As the lockdown gradually eases in many countries, institutional investors are increasingly reviewing
opportunistic as well as strategic investment options.

Against this backdrop, sales activity is beginning to pick up, and asset managers are considering what they
need to do to sharpen and maximize their sales efforts.

Our new report, Sales Performance Excellence: Strategic Prospecting and Engagement, finds that top-quartile

distribution professionals attract close to three times the amount of assets annually as median professionals.
The secret weapon is data analytics that allow them to precisely locate attractive targets and tailor custom
sales pitches.

A NEW BREED OF MANAGERS OUR DATA SHOWS’TH T

IS OBTAINING INSIGHTFUL LEADING MANJ?GS

INVESTOR DATA AND

UTILIZING IT STRATEGICALLY

To win in today’s evolving and hypercompetitive market, asset management sales teams must be laser-
focused on the highest probability prospects and equipped to maximize every opportunity.

To have a lasting impact on sales effectiveness, asset managers must have the right data and analytic
platforms, and incorporate them into a sales approach that combines highly talented sales professionals with
an organizational commitment to the strategy and the process.


https://www.greenwich.com/
https://www.greenwich.com/sales-performance-excellence-strategic-prospecting-and-engagement-report-download

STRATEGIC PROSPECTING AND ENGAGEMENT
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Continue to Use/
Refresh Investor Data

Sketch, in some detail, the firm's
ideal client profiles or personas

Gather data and intelligence that
will allow the firm to identify the
specific institutional investors who
mast closely match this client profile

Conduct a prospect compatibility
assessment to evaluate and rank
how closely prospects match the
firm's ideal client profiles/personas

Source: Greenwich Associabes 2020
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Spend quality time reviewing and
understanding the investors who are
most compatible with the firm and
where/how the firm's offerings will
benefit these investors

Target and engage the prospects
that most closely match the firm's

ideal client profiles/personas,
preparing thoroughly for prospect

meetings

Stay alert to “trigger events,” such as
competitor underperformance or
consultant downgrades, that enable
managers to gain an inside track
with a competitor’s clients

For each client won, use the data
as input into an investor's servicing
preferances; for example, the
relative importance of intellectual
capital transfer
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For each prospect lost, review the
reasons and add the learnings to
the existing data

O

Continuously update the data and
the prospect compatibility analysis
to include new information:

new investor data, institutional
investor changes (e.g., changes to
asset allocation), and changes
within the firm (e.q., the addition
of new investment capabilities)

In addition to eliminating wasted time spent on low-probability sales opportunities, managers that adopt

these practices are winning a disproportionate share of new business opportunities. They are also positively

impacting their brand image and ensuring that new client relationships get off on the right footing, setting the

groundwork for positive long-term client relationships.

Our Pandemic Perspectives blog series highlights recent findings from our COVID-19 flash studies, which

indicate that some sales activity has continued during the crisis. As the crisis abates, institutional investors

will be reviewing, and in some cases resetting, their investment strategies and manager rosters. Asset

managers must put themselves in the best position to maximize these sales opportunities.

Pandemic Perspectives Series

Part 1 - Greenwich Investor Resilience Index

Part 2 - Lessons from the Past

Part 3 - Supporting Consultants During Coronavirus

Part 4 - Asset Manager Service Quality: Pre- and Post-COVID-19 Onset

Part 5 - Leading Through Crisis



https://www.greenwich.com/blog/pandemic-perspectives-part-1-greenwich-investor-resilience-index
https://www.greenwich.com/blog/pandemic-perspectives-part-2-lessons-past
https://www.greenwich.com/blog/pandemic-perspectives-part-3-supporting-consultants-during-coronavirus
https://www.greenwich.com/blog/pandemic-perspectives-part-4-asset-manager-service-quality-pre-and-post-covid-19-onset
https://www.greenwich.com/blog/pandemic-perspectives-part-5-leading-through-crises

Part 6 - Useful Content in Times of Crisis

Part 7 - Managers Adapting Through Crisis

www.greenwich.com | ContactUs@greenwich.com

Coalition Greenwich, a division of CRISIL, an S&P Global Company, is a leading global provider of strategic
benchmarking, analytics and insights to the financial services industry.

We specialize in providing unique, high-value and actionable information to help our clients improve their
business performance.

Our suite of analytics and insights encompass all key performance metrics and drivers: market share, revenue
performance, client relationship share and quality, operational excellence, return on equity, behavioral
drivers, and industry evolution.

About CRISIL

CRISIL is a leading, agile and innovative global analytics company driven by its mission of making markets
function better. It is majority owned by S&P Global Inc., a leading provider of transparent and independent
ratings, benchmarks, analytics, and data to the capital and commodity markets worldwide.

CRISIL is India’s foremost provider of ratings, data, research, analytics, and solutions with a strong record of
growth, culture of innovation, and global footprint.

It has delivered independent opinions, actionable insights and efficient solutions to over 100,000 customers
through businesses that operate from India, the U.S., the U.K., Argentina, Poland, China, Hong Kong, and
Singapore.

For more information, visit www.crisil.com

Disclaimer and Copyright

This Document is prepared by Crisil Coalition Greenwich, which is a part of Crisil Ltd, a company of S&P
Global. All rights reserved. This Document may contain analysis of commercial data relating to revenues,
productivity and headcount of financial services organisations (together with any other commercial
information set out in the Document). The Document may also include statements, estimates and projections
with respect to the anticipated future performance of certain companies and as to the market for those
companies’ products and services.

The Document does not constitute (or purport to constitute) an accurate or complete representation of past or
future activities of the businesses or companies considered in it but rather is designed to only highlight the
trends. This Document is not (and does not purport to be) a comprehensive Document on the financial state
of any business or company. The Document represents the views of Crisil Coalition Greenwich as on the date
of the Document and Crisil Coalition Greenwich has no obligation to update or change it in the light of new or
additional information or changed circumstances after submission of the Document.
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This Document is not (and does not purport to be) a credit assessment or investment advice and should not
form basis of any lending, investment or credit decision. This Document does not constitute nor form part of
an offer or invitation to subscribe for, underwrite or purchase securities in any company. Nor should this
Document, or any part of it, form the basis to be relied upon in any way in connection with any contract
relating to any securities. The Document is not an investment analysis or research and is not subject to
regulatory or legal obligations on the production of, or content of, investment analysis or research.

The data contained in the Document is based upon a particular bank’s scope, which reflects a bank’s data
submission, business structure, and sales revenue Reporting methodology. As a result, any data contained in
the Document may not be directly comparable to data presented to another bank. For franchise
benchmarking, Crisil Coalition Greenwich has implemented equal ranking logic on aggregate results i.e., when
sales revenues are within 5% of at least one competitor ahead, a tie is shown and designated by = (where
actual ranks are shown). Entity level data has no equal ranking logic implemented and therefore, on occasion,
the differences between rank bands can be very close mathematically.

The data in this Document may reflect the views reported to Crisil Coalition Greenwich by the research
participants. Interviewees may be asked about their use of and demand for financial products and services
and about investment practices in relevant financial markets. Crisil Coalition Greenwich compiles the data
received, conducts statistical analysis and reviews for presentation purposes to produce the final results.

THE DOCUMENT IS COMPILED FROM SOURCES CRISIL COALITION GREENWICH BELIEVES TO BE RELIABLE.
CRISIL COALITION GREENWICH DISCLAIMS ALL REPRESENTATIONS OR WARRANTIES, EXPRESSED OR IMPLIED,
WITH RESPECT TO THIS DOCUMENT, INCLUDING AS TO THE VALIDITY, ACCURACY, REASONABLENESS OR
COMPLETENESS OF THE INFORMATION, STATEMENTS, ASSESSMENTS, ESTIMATES AND PROJECTIONS, ANY
WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE ARISING OUT OF THE USE OF
ALL OR ANY OF THIS DOCUMENT. CRISIL COALITION GREENWICH ACCEPTS NO LIABILITY WHATSOEVER FOR
ANY DIRECT, INDIRECT OR CONSEQUENTIAL LOSS OR DAMAGE OF ANY KIND ARISING OUT OF THE USE OF ALL
OR ANY OF THIS DOCUMENT.

Crisil Coalition Greenwich is a part of Crisil Ltd., an S&P Global company. ©2026 Crisil Ltd. All rights reserved.



