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Descriptions matter!
Make the most of the description field of your interaction.
• Provide a high quality interaction description and let it serve as a reminder to the consumer why that 

specific interaction was beneficial, impactful, meaningful and should be paid for.

• Keep the various members of your audience in mind and what the interaction data could be used for.  
Whether it’s the COO or CFO paying out of P&L, a regulator for a MiFID II impacted firm, or your end 
client conducting a top-down analysis using proprietary measurement methods of comparison at any 
time; the quality and detail will cover all uses of the data.

• Understand that the consumer of your service is being inundated with all your competitors at the 
same time. Keep top of mind what your clients care about, to focus your efforts, then document the 
description and explanation of the service consumed… and stand out from the crowd.  
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Timing is everything! 
Timeliness of interaction submission is critical.
• It is crucial to get the interactions submitted to your buy side clients quickly. Knowing your clients’ 

behaviors and engagement tendencies help to prioritize the more progressive firms first and working 
your way down the list. 

• The quicker you can provide and submit your interactions data, the better and more accurate the 
exchange! The buy side has direct access to rating systems – able to accept and reject  interactions. By 
submitting interactions in a timely manner, your clients will easily remember the value they received and 
how it impacted their investment decisions. 
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Feedback informs strategy! 
Pay attention to the rejected interactions.
• Several platforms used by the buy side allow rejections to be sent for interactions they receive. 

Implement a data strategy and procedure to centralize all rejections and feedback that come from all 
aggregator systems into a single, capable CRM.  

• Create a centralized view of all your interactions making it easier to pivot, plan and respond accordingly 
to rejections, new engagement models, changes in profitability measurement, and respond to trends the 
data can uncover.
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Silence is not always acceptance! 
Understand your clients’ consumption payment model and plan accordingly.
• Properly track how your buy side clients are paying for interactions – client commissions RPA or CSA 

vs. P&L. The method of payment will provide you some insight and indications on their interaction and 
consumption needs.  

• Firms using a payment account will use the interactions data to conduct top-down analyses that is based 
on a proprietary points system to compare and contrast their brokers. 
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