Cogent’s Advisor Touchpoints™ explores the impact of both push and pull marketing on key metrics
including loyalty, satisfaction and share of wallet. The report evaluates the current performance of
individual firms, identifies “best-in-class” providers on key touchpoint elements, and recommends
optimal touchpoint, communication, and distribution strategies. In addition, we examine internal and
external wholesaler support including an analysis of the drivers of satisfaction.

This report will help executives

* |dentify brands that have created the strongest connections with advisors by product type
(mutual fund, ETF, and variable annuity)

* Benchmark current mutual fund, variable annuity, and ETF industry standards in
communicating with advisors

* Understand advisor preferences for communicating with product providers and how advisor
needs differ by distribution channel and key demographics

* Explore emerging methods of advisor interaction and communication

SYNDICATED RESEARCH

Areas of Inquiry

Industry Benchmarks of Advisor Touchpoints
* Identify the most effective frequency and method of communication
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Brands with the Strongest Advisor Connection
* Rank top mutual fund, ETF, and variable annuity providers

Internal and External Wholesaler Support
* Analyze perceptions of mutual fund, ETF, and variable annuity wholesaler support
* Uncover key drivers of wholesaler support satisfaction and rate the top mutual fund firms on
each driver
Social Media and Online Support
* Learn which social media sites advisors use, what tasks they conduct, and what they looking for
from product providers
* Rank providers websites and understand what they are looking for when they visit

Media and Advertising Landscape
* Find out what print publications and websites advisors read and trust

Mobility
* |dentify the specific benefits of a wholesaler using mobile technology in advisor interactions

Methodology
Data collected via a web-based survey of a representative sample of 500 advisors with an active book
of business of at least $5 million in assets. Data was collected in June 2011.

Deliverables: September 2011
* Detailed PowerPoint report

For more
* 3 hardcopies of the study (including a summary of findings)

125 CambridgePark Drive information contact:

Cambridge, MA 02140
PH 617-441-9944

FX 617-441-9966 Research Investment: $9,500

www.cogentresearch.com
info@cogentresearch.com

info@cogentresearch.com
617-715-7641

Custom Research ’ Syndicated Research Evidence-based Consulting

Our custom research produces The most up-to-date, comprehensive Our own proprietary data assets

“actionable insights” that inspire understanding of emerging issues and combined with client supplied information

decisions and drive behavior. trends lets us continuously generate and primary research to produce
COGENT Solutions include customer loyalty, insight and action strategies for clients. powerful insights and recommendations

brand assessment and tracking, Products and services include research toward product, trend, and client

product development, and customer briefs, syndicated reports, and sponsored experience. The result is significantly

acquisition and retention modeling. papers. improved bottom-line performance.



