
Assessing Prospective Team Members

Getting Acquainted Questions 

Step 1

Do you and your prospective partners’ talents and skills:

Dramatically expand your product and service capabilities? 

Insulate your clientele from competitive pressures from the banking, brokerage, insurance and online competitors?

Allow you and your partners to spend 60%–70% of your day doing those things for which you have extraordinary

talent, skills and passions?

Firewall your rainmakers to get out into the community, work more closely with their top clientele and enjoy

working with the appropriate boards and service organizations, which helps them drive the top line growth of your

practice?

And finally, will this prospective partnership and its comprehensive expertise:

Provide the work/life balance that allows you to build a meaningful and sustainable long-term career?

Constructing a
Synergistic Team











Macro 4 Room Business Analysis: Utilizing Your
Firm’s Business Diagnostic Toolkit

Step 2

The team is not capable of turning failure into

success (either individually or collectively);

however, by putting in the proper structure,

systems, roles and responsibilities, it can turn

“good to great,” to coin a phrase. This step allows

each prospective team/team member to “look

under the hood” of their prospective partners’

businesses and ensure that the practice meets

their standard of structure and performance.






The Foundation Upon Which Successful Teams
Are Built: Philosophical Alignment

Step 3

When you look at outstanding teams, they have

much in common with great marriages. Both are

philosophically aligned on the core tenets that will

inform their most important decisions.

Philosophical Alignment

Families: How are we going to align spending

and savings, balancing our kids’ responsibilities

with the joy of childhood, the role that religion

will/will not play in our lives, aligning career

and family roles and responsibilities for

greatest impact, etc.?

Teams: How are we going to align

compensation and performance, how are we

going to foster an open collaborative

environment with a high degree of

accountability, how are we going to balance our

need to both grow and serve our clientele,

what’s our commitment to work/life balance,

etc?






Tactical Complement: Aligning Roles and Responsibilities in the “4 Rooms” 

Step 4

Too often we find that financial advisors who form teams often do so with individuals

who enjoy doing the same things they do (this is often what brings them together as

friends in the first place). However, we don’t need another you…one is plenty. We

don’t need your counterpart, we need your counterpoint!

Please place a check mark in the boxes below that best represent your areas of

expertise.






Create Capacity 

Step 5

The single greatest challenge in leading and managing

people is to ensure that everyone is focusing on the 3–5

things that only they can and should do that will have the

greatest impact on the practice, their clientele and their

team. The larger and more complex your practice is, the

more challenging this becomes. Size breeds complexity and

complexity diffuses focus. The ultimate goal for any team is

to have each member spending 60%–70% of their week on

the 3–5 things that only they can and should do. 

Step 1: Have each member of your team list what they

believe to be their 3–5 Critical Objectives. 

Step 2: Have them list any obstacles standing in their way

and possible solutions. 

Step 3: Meet with them to review their 3–5 things and make

modifications where appropriate. 

Step 4: Work together to finalize an individual action plan.

Individual Capacity List 

(Each team member answers this question.)






Team Capacity List 

(The entire team collectively answers this question.)

Now we want to look at your entire practice through the same lens through which we looked at each individual team

member. In your next couple of team meetings, collectively brainstorm:

Step 1: Collaborate to list the team’s 3–5 Critical Objectives.

Step 2: List the obstacles preventing this focus.

Step 3: Create a list of potential solutions to these obstacles

Step 4: Collaborate to finalize the team’s action plan to focus the team on the 3–5 Critical Objectives.







