NGO BOUNDS

SETTING PERFORMANCE GOALS FOR YOUR ENTIRE TEAM

Truly successful investment professionals spend ample time working on the business and not just doing
it. They understand that business planning needs to be an ongoing process throughout the year and not
just an annual event. Although most business plans focus only on setting revenue goals, increasing
assets under management alone does not ensure a profitable business. Planning should involve every
aspect of your practice. Client retention strategies, team efficiency, and the team’s services are just a
few examples of focus areas that need to be continually evaluated and developed.

So how do you get started? First, you should elicit the help of your team. In order to achieve great goals,
you will need help. Other team members can challenge your ideas which will produce better results.
Team members can hold one another accountable for the results to ensure they are more likely to occur.
Having your team members involved in the process will also make them feel as if they are a part of the
success of the practice. You need to ask them for their suggestions to improve the business so they have
buy-in to the goals set for the business.

Schedule a team meeting with the specific purpose of evaluating the effectiveness of your practice.
To prepare for this meeting, identify all of the core functions of your business. To get started, think
at a high level about the FIND-GRIND-MIND™ Model that we use with our clients. Every business has
to FIND clients and sell to them, GRIND out work for them such as investment strategy and
paperwork, and then MIND the relationships with great service so they come back for more.
Breaking down these three elements to a business even further will lead to your core functions that
have to exist for your business to thrive. You will then be able to identify WHO on your team is
responsible for each function so they know their role on the team and how they relate to one
another.

Suggested Core Functions
Marketing
Sales
Investment/Wealth Management
Administration & Operations
Performance Analysis & Reporting
Client Management

Practice Management

Now you should define a perfect practice in regards to these functions. Articulate what a “10” looks
like in each of these core functions so that you have a standard by which to assess your own
effectiveness. Prior to the team meeting, ask each person to rate your business based on a perfect
description. If they don’t score “10” for a function, then they should explain what the gap is and
suggest solutions to close that gap. They should document all of their thoughts and come prepared
to share their input during your team meeting. (Alternatively, consider our Business Insights or
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Performance Insights Process to conduct a thorough 360 degree survey on how well your business is
functioning using the FIND-GRIND-MIND Model.)

During your team meeting, have a round-table discussion on each function. Have each person read
out their score and offer their suggestions. Make note of the distribution of scores and calculate a
team average score. You will want to discuss any large variances in opinion. If someone gives Client
Management a “9” and another team member gives it a “3”, then you need to find out why there is
such a difference in opinion.

After everyone has shared their input on each function, schedule another meeting to discuss what
initiatives your team will agree on to improve the overall effectiveness of your business. To prepare
for this next meeting, consolidate the comments and suggestions for the functions and provide each
person with a copy. Each person should take the functions they are most responsible for and
develop goals based on the team’s suggestions. When defining the strategies each person will take,
they should also create a step-by-step plan of execution and a target completion date.

During your final planning meeting, each person should present their goals and where needed,
refine their objectives with the team’s input. The leader(s) of the team should help set priority and
provide them the support they need to implement their ideas. Each person should commit to time
blocking a minimum of 5-10% of their week to work on these initiatives.

In future weekly team meetings, these goals should be constantly reviewed. Mid-year, we suggest
that you conduct another effectiveness survey to see if there has been any improvement. Current
initiatives can be reevaluated and new initiatives can be determined. Planning should not be an
event, but an ongoing process throughout the year.

With everyone committed to the improvement of the practice, the business has no boundaries to
success.

Happy Planning!
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