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Expert Networks: An On-The-Rise Solution for Asset Managers 
Expert networks have been around for over two and a half decades, but over the last 10 years, they 
have started gaining a lot of traction from hedge fund managers and private equity firms. The regulatory 
issues in the 2010s and the scandals involving insider training kept long-only asset managers from 
joining the party. However, after these incidents, expert networks have improved their regulatory 
compliance significantly, which helped in the broad uptake of these services. According to 'Substantive 
Research,' expert networks have made it to the list of top-20 highest-paid research providers and 
continue gaining market share.  

Increasing penetration and improvements in internet infrastructure have significantly reduced the 
barriers to entry. The high-margin nature of the business has attracted a lot of new entrants into the 
industry, simultaneously pushing down pricing. About 150 expert networks are operating globally, and 
the rising interest has led to much innovation, M&A activity, and capital flowing into the industry. AI has 
also penetrated the market here, with new entrants now utilizing the power of AI to find the perfect 
expert for their clients. 

Most fund managers use multiple expert networks simultaneously. Generally, the strategy is to have a 
more extensive network like a GLG due to its system of experts across different industries and 
geographies. This is augmented with a smaller network, consisting of a library of transcripts sharing 
interviews, like Tegus, which helps reduce the overall cost per call. On the other hand, some fund 
managers have chosen to utilize a couple of smaller and cheaper networks with a geographic/industry 
focus, where they can send the experts they have found to interview.  

GLG has proven to be an industry pioneer in the expert networks landscape. It started in 1998 as a 
publishing house to produce industry guidebooks for institutional investors. It later pivoted to its current 
form ever since it realized that clients were more interested in talking to its experts to get their own 
answers. GLG is the biggest network out there, with a majority market share, operating at a gross 
margin of over 70%. It charges clients on a cost-plus basis, where calls can cost $1,000+ per hour. The 
company AlphaSights, Guidepoint, and Third Bridge are the next few mainstream expert networks in the 
market.  

Tegus and Stream by AlphaSense are widely popular amongst hedge fund managers due to their 
extensive library of transcripts. Tegus disrupted the marketplace by allowing the expert interviews on 
the platform to be shared rather than be proprietary, substantially bringing down the average costs. On 
the other hand, Stream has interviews conducted by the clients themselves. 

Guidepoint transcribes and shares expert interviews, which are conducted by their in-house analysts, 
making the quality of the calls more consistent, with the additional feature of sharing user-generated 
content. Dialectica, VisasQ, and AlphaSights are the networks most popular among PE firms. VisasQ and 
Mimir are big in Japan, while Capvision is China's largest and most prominent expert network. Lynk, 
Arches, and Liahnson cover different parts of Southeast Asia. Infomineo has a presence in North Africa 
and the Middle-East region. 

Reading several interview transcripts on Tegus, it can be noted that many analysts/fund managers are 
not good at taking interviews. This is logical as most people in the hedge fund industry do not have good 
people skills; they would rather spend time crunching numbers and researching. While many people are 
guilty of this in their initial years as an analyst, there are some ways one can increase their chances to 
get the best out of the experts. 

First, it is essential to talk to the right people. Analysts/fund managers should not depend entirely on the 
network's employees to find the right expert, as they are not likely to know much about investment 



 

 

 

research. Look to support the expert-finding process by discussing the background, title, and other 
details of the kind of people you are looking to talk to. Talk to the network about the type of questions 
you want answers to. This will help the company find a good match of potential experts. Some new 
networks use AI technology to find suitable matches in a short period, which is particularly useful for 
events or news-based diligence discussions.  

Once you have zeroed in on the experts you want to talk to, the next step is to prepare a list of 
appropriate questions for those experts, specifically related to their areas of expertise. For example, a 
product guy will have extensive knowledge about the pros and cons of a product as compared to 
competitors but would not be the best person to reach out to for information on distribution or costs. 

When you narrow your options and get on the call, spend the first few minutes building a rapport to 
make both parties comfortable. Then, you would want to confirm the fit. Ask a few questions to 
understand if the expert on the call has credibility and knowledge about the area you wish to 
investigate.  

Have open-ended questions that will allow the advisor to display their expertise, potentially leading to 
topics or information you didn't know about. You would want to ask probing questions that utilize the 
expert's deep knowledge base and encourage them to think. Where analysts majorly miss the 
opportunity is when they try to only get answers to the few questions they have thought about. With 
this frame of mind, they miss out on useful information and remain unaware of it. Instead, one should 
look to get the expert's knowledge and understand the internal workings of an industry or company, 
particularly their work area of expertise.   

One may close the call quickly if it turns out that the expert is not a good fit. Starting with more high-
level questions before delving deeper into areas of interest can help in assessing their fit for the 
objective at hand. Then, ask 'Why' follow-up questions to get to the details. Understand what the 
advisor's input, opinions, or guesses are. If you are not getting an answer from the expert, try reframing 
the question. Toward the end of the call, ask for the advisor's input on anything important they think 
you should know. You can also ask if they can introduce you to someone else whom they recommend 
you talk to. End the call with a summary of your inferences and key takeaways to ensure you did not 
misinterpret anything.  

Overall, expert networks have become an integral part of the asset management industry. It is widely 
used by individuals from different lines of work, from private market investors and public market 
investors to alternative asset managers and traditional asset managers. 

At TresVista, we help our clients summarize call transcripts for the quarterly earnings calls and other call 
transcripts (one-on-one diligence calls) so they can focus on the more important points and key 
takeaways while reducing their time drastically to consume this content. This is especially helpful when 
they need to go back to previous transcripts and read multiple calls. 

  



 

 

 

Public Company Earnings Summary 

Analysis and Summarization of Earnings Call 

Request Overview 

▪ To understand the breakfast arrangements of hotel chains and their plans to analyze the market 
opportunity for one of the client's target companies 

Final Deliverable and Value Add 

▪ Identified major hotel chains in the U.S. and went through their earnings calls and summarized them 
to identify their breakfast arrangements and created a conclusion based on it 

▪ Identified future plans for new openings by the hotel chain while going through the earnings call 

▪ Additionally, the team created segments in the hotel types for each hotel chain by premium and 
economy to aid with the analysis 

Output Snapshot: 

 

  



 

 

 

Public Company Earnings Summary 

Call Transcript Summarization 

Request Overview 

▪ To create a summarized document containing financial metrics, Q&A, earnings call highlights, and 
management commentary of a company 

Final Deliverable and Value Add 

▪ The earnings call and presentations were extracted from public sources 

▪ The team went through the earnings call of the company and identified the key points necessary to 
create a summarized output 

▪ The summarized output file contained earning details, guidance values and commentary for the next 
quarter, management commentary, and any other relevant highlights mentioned in the transcript 

Output Snapshot:  

 

  



 

 

 

Company Call Summary 

Due Diligence and Call Transcript Summarization 

Request Overview 

▪ To conduct due diligence for potential investment by the client 

▪ To go through call recordings and draw actionable insights from the calls 

▪ The calls were usually focused on the technical and qualitative aspects of the solution 

Final Deliverable and Value Add 

▪ The team figured out the possible questions that the client would want to be answered 

▪ The questions were noted down in a Word/Excel file 

▪ The transcript was read thoroughly, and a data dump was created under the appropriate questions 

▪ Everything was combined to form a crisp and summarized document for the client 

Output Snapshot:  

 

 



 

 

 

 

DISCLAIMER: 

This document is provided for information purposes only. The information is believed to be reliable, but 
TresVista does not warrant its completeness or accuracy. It should not be used, relied upon, or treated 
as a substitute for any professional advice. Opinions, estimates, and assumptions constitute our 
judgment as of the date hereof and are subject to change without notice. TresVista may, at its absolute 
discretion and without any obligation to do so, update, amend or supplement this document. TresVista 
disclaims any and all liability arising from actions taken in response to this report. TresVista, its 
employees, and any persons associated with the preparation of this report are in no way responsible for 
any errors or omissions in the report resulting from any inaccuracy, misdescription or incompleteness  
of the content provided. This material is not intended as an offer or solicitation for the purchase or sale 
of any financial instrument. 
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