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Develop a data-driven framework to optimize
client-mix by predicting advisor net flows and
ranking advisors to guide prioritization
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Understanding advisor net flows is critical for MFS to
allocate its limited salesforce effectively and maximize assets

under management through targeted engagement
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Evaluation Strategy
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Out-of-Sample Performance (Recall@25k)
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Regional Evaluation
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Powering advisor prioritization through predictive
intelligence—to unlock sales potential and drive long-
term AUM growth.
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More data history Multi-modal ML Optimization
and variety hold promise for unlocks more

Improve signal-to- superior flexible decision-
noise ratio performance making
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