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Executive Summary

Sentiment analysis can transform how investment management firms approach sales and 
marketing by offering insights into client engagement and preferences. Through robust 
engagement, sentiment analysis enables professionals to refine messaging and drive 
product relevance. This paper explores the Asset TV IQ Sentiment application in sales and 
marketing.

Introduction to Sentiment Analysis in Investment Management Marketing

As competition intensifies within the investment management industry, sales teams are 
adopting sentiment analysis to gain deeper insights into client preferences and engagement 
patterns. 

Sentiment analysis goes beyond traditional data points, offering a nuanced view of what 
drives clients’ interests and actions. It uses weighting and scoring to find true underlying 
sentiment drivers. This shift allows sales professionals to approach client outreach more 
precisely, ranking leads, tailoring messages, and fostering meaningful, value-driven 
relationships.

Custom tracking and engagement insights support a ‘conviction marketing’ approach, 
where professionals can focus on clients with the greatest conversion or account expansion 
potential. 

By understanding the sentiments and interests of different buyer personas, sales teams are 
better equipped to tailor their pitches and address the unique needs of each client segment, 
making their interactions more relevant and impactful.

The sections below outline how Asset TV IQ Sentiment supports investment marketing. 
Sales teams can leverage sentiment analysis to refine their approach, from lead ranking 
and pipeline forecasting to competitive positioning and upselling opportunities. By 
integrating sentiment data into daily workflows, sales teams gain a competitive edge, 
transforming insights into strategic actions that maximize revenue and build stronger, more 
enduring client relationships.

 

 

 



IQ Sentiment for Sales:

IQ Sentiment empowers sales teams to understand client needs, track engagement, and 
seize new revenue opportunities. By setting up Custom Reports and using specialized 
IQ Sentiment features, sales teams can focus on high-potential leads, tailor outreach, and 
forecast pipelines more accurately. Here’s how sales teams can use Asset TV IQ Sentiment 
for strategic impact:

• Setting Up Custom Reports for Key Client Tracking: IQ Sentiment’s Custom 
Reports feature allows sales teams to create tailored groups of clients based on 
specific engagement patterns.   
For example, sales reps can set up a Custom Report to track their top clients or 
clients actively engaging with a core strategy over the past 12 months. This enables 
focused tracking and provides insights into shifts in engagement or emerging 
interests, ensuring teams maintain relevance and quickly spot upselling or re-
engagement opportunities.

• Lead Ranking and Conversion Targeting: Sales teams benefit from IQ Sentiment’s 
engagement scoring feature to identify leads demonstrating the highest levels 
of activity and interest. By using reports focused on specific customer audience 
segments, sales teams can identify prospects most likely to convert. 

• Tailored Sales Pitches Based on Role Insights: IQ Sentiment’s Job-Role Analysis 
feature breaks down content engagement by buyer role, helping sales teams 
customize pitches with precision. 
For example, suppose an IQ Report reveals that pension fund managers are engaged 
with retirement strategy content. In that case, sales teams can frame pitches to 
focus on related products, demonstrating clear relevance to client interests. This 
data-driven approach makes pitches more compelling, aligning offers with each 
buyer’s unique role and needs.

• Competitive Positioning and Objection Handling: IQ Sentiment highlights the 
topics and content gaining traction among buyers in relation to competitor products. 
Sales teams can monitor engagement spikes around competitor themes, preparing 
counterpoints and unique benefits that build on their offerings. This proactive 
approach ensures that sales and marketing are ready to address client objections or 
concerns, differentiating their solutions in a competitive context.

• Pipeline Forecasting and Deal Timing: By following engagement trends over 
time, sales teams can better gauge the optimal timing for outreach. For example, 
if an IQ Report reveals a spike in engagement with fund strategies near quarter-
end, the team can time their outreach to coincide with periods when clients are 
most receptive. This leads to more accurate pipeline forecasting and enhances the 
likelihood of closing deals by aligning outreach with peak client interest.

 



IQ Sentiment for Marketing: 

For marketing teams, IQ Sentiment offers robust data that enhances campaign development 
and audience engagement:

• Message Testing and Refinement: By monitoring which themes (e.g., ESG, asset 
allocation) resonate most with professional fund buyers, marketers can adjust 
messaging in real-time to maximize impact.

• Targeted Content Development: IQ Sentiment enables marketing teams to identify 
trending topics, ensuring relevant content aligns with clients’ shifting interests. 
For example, if data shows increasing interest in sustainable investments, content 
creation can focus on this theme, positioning the brand as responsive and forward-
thinking.

• Audience Segmentation for Tailored Campaigns: Engagement data by job role and 
company provides marketers with granular insights, enabling highly targeted email 
and content campaigns that boost relevance and engagement rates.

• Trend Monitoring for Strategic Planning: Tracking sentiment over 12-month 
periods helps marketers anticipate shifts in interest, refining strategic focus areas 
and strengthening campaign relevance as market demands evolve.

• Feature Development Based on Buyer Interests: IQ Sentiment’s user data 
can help identify which product features or fund types are gaining traction with 
professional buyers. 
For instance, if fund buyers frequently engage with content related to risk 
management strategies, the product team might develop new products that cater 
to this interest. This data-driven approach ensures that marketing and product 
development align with market demand.

• Competitor Analysis for Product Differentiation: By tracking competitors’ 
strategies, marketers can re-position their content to highlight unique advantages, 
closing gaps where competitors might fail to see communication opportunities. 
Product teams can use this information to assess the appeal of competitor offerings, 
identify unique opportunities, and adjust their products to offer distinct advantages.  
For example, if a competitor’s ESG-related content is highly engaging, the product 
team might prioritize developing ESG capabilities with unique benefits or additional 
transparency features.

• Identifying New Product Opportunities: IQ Sentiment’s 12-month topic tracking 
can reveal emerging trends or rising interests among fund buyers, allowing 
marketers to identify potential areas for new content strategies and plan their 
marketing calendar to align with spikes.

 



Conclusion 

In today’s competitive landscape, where precision and personal profiling are essential, Asset 
TV IQ Sentiment provides investment management firms with a significant advantage. 

By transforming client engagement data into actionable insights, sales and marketing teams 
are better positioned to anticipate client needs, align their strategies with market trends, and 
ultimately build stronger, more meaningful connections. 

IQ Sentiment is an invaluable tool that refines tactical outreach and enhances strategic 
foresight, ensuring firms remain agile and responsive in an ever-evolving industry. 

This forward-thinking approach fosters sustainable growth, sharpens competitive 
positioning, and drives measurable success in client satisfaction and business performance.

 


