
 
 
 
 

Building Firms by Creating Capacity within Leadership Ranks 
 

 
Times are changing, the business is changing, and we need to take a fresh look at how we are 
building.  The development and execution of transferrable systems and processes can create a 
greater capacity for the growth and development of individual units and the overall Firm.  
 
As Albert Einstein said; “We cannot solve our problems with the same thinking we used when 
we created them”.  
 
Some of the challenges to exponential unit growth and development are: 

• The limited capacity of Leaders challenges time, effort, effectiveness and efficiencies in 
an advisor’s fast start and continued development. 

• Sales manager’s time is spent in recruiting, selection, training, joint field work, coaching 
and accountability and perhaps in personal production.  

• It’s almost impossible to be effective in all of these areas and still keep the recruiting 
funnel full of qualified candidates as well as focus on advisor retention and productivity. 

• Without a clear roadmap on how to overcome these challenges the unit doesn’t have 
definitive growth and continues to do “the same” production levels year over year – and 
usually without an increase to income. 

 
The solution is not only in creating systems/processes but in how they are integrated: 

• First of all – these systems can’t be personality driven. They must meet the definition of 
a real process; 1) Proven – it works and has historical data behind it 2) Predictable – do 
“this” and you will get “that” and 3) Transferrable – the system is built in such a way 
that anyone can take the system and implement it – personality isn’t transferrable. 

• Secondly – most firms/managers believe that it all starts with recruiting! Recruiting is 
actually the 4th system to be built and here’s why – unless we understand what markets 
we want to access and develop we can’t really define the ideal candidate profile. Unless 
we know what competencies are necessary for success in these markets we can’t 
develop the training and we don’t really know what type of activity it will take to be 
successful in a market unless we define it first. For the most part, the industry has 
created their systems backwards!  

 
 
 



The fastest and most effective way to productivity and retention is to create and integrate 
systems in the following order: 

• It all starts with planning. Strategic planning that encompasses marketing, 
recruiting/selection, training and accountability. Complete with action plans and 
timelines. The production numbers should be a result of the planning and be driven 
from the markets not the other way around. 

• Next comes market identification and development. The firm or individual units must 
have defined markets that are accessible and that you have an affinity with. This doesn’t 
mean that the candidate shouldn’t have target markets as well – it simply means that 
YOU will be able to create that fast start that results in production that results in buying 
the time the advisor needs to develop a personal market. 

• Develop the ideal candidate profile of “who” is successful in this market. It’s much 
easier to recruit “to and from” a defined market than just to recruit “anyone” who 
passes a test/profile. The successful recruits are much easier to find, much easier to 
train and much easier to coach when their attributes and competencies are clearly 
identified. 

• The training curriculum then revolves around the competencies needed to be successful 
in the chosen markets is much easier to define, develop and deliver if you know what 
they need to know and be able to do. The steps in the client acquisition process may be 
exactly the same in each market place – but there may be simple nuances that make all 
the difference in particular markets. Especially in the steps of pre-approach and 
approach.  

• Activity management and accountability is much clearer to define when the statistics 
have proven “the numbers” necessary for success in a defined market. The numbers per 
market will undoubtedly vary. Knowing the necessary activity will result in faster starts 
and sustained production and revenue. 

• Succession – Protégé development is critical to creating and sustaining capacity. 
Identifying and developing this junior partner has its own set of “best practices” and 
protocols to be successful. 

 
Where is the work? 

• To create capacity by using this process of defining and integrating systems requires 
work upfront to develop and integrate the systems and customizing them to YOUR 
firm/unit and your marketplace. 

• Success will require frequent reviews of the plan and the processes to what’s working 
and what needs adjusting. 

    
   
 
 
 
 
 



 How to get started? 

• Take the time to really “rip apart” all of your systems to determine where the “gaps” 
are. What needs to be updated, amended or created. The next step is making sure that 
each of the systems is built progressively on the other, integrated to make sure they are 
succinct. That one process is working because of and with another process. Easy to do – 
“no”, Simple to do – “usually” – worthwhile to do – “nothing” will help you grow faster, 
sustain that growth longer and bring you more productive success. 

 
 


