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Our  pur pose an d mis sion
To creatively impact the lives of our clients, their families, and their businesses through financial planning that is based on 
relationships, integrity, and longevity.

Our  id eal  c lien ts Business owners with at least £500K in investable assets; £1M+ if high-net-worth.

Valu e mes saging Comprehensive financial planning, team-based approach, holistic advice.

Cur ren t sta te Ann ua l  goa ls Idea l fu tur e sta te

Successfu l ly growing steadi ly and quick ly  
with referra ls  dr i ving most new business . 
Currently hav e m ore business opportuni ties 

than I  can handle  due t o be ing short  
sta f fed.  I have lost my  work-l i fe  ba lance. 

With l i tt le sy stemisa tion  in  m y servi ce  
model/cl ient reviews,  ad hoc processes 
a re not sca lable  and don 't  create  the 

experience I  want.

1 . Expand w ith  a  lawy er and/or group 
i nsurance partner( s) - centres o f i nf luence 
(CO Is) .

My current cl ients have an org ani sed and

sys tem ati sed servi ce  model ba sed on the i r 
needs and cl ient t ier. Hi re  a fu l l -t ime 

a ssi stant and jun ior  advi ser  t o he lp me grow 
the business whi le developing strong 
pa rtnersh ip(s)  wi th  CO Is .

2 . Hi re  a fu ll -t ime a ssi stant fo r  mysel f  and 
possibly  a junio r  adv iser.

3 . Sys tem ati se  my  approac h t o servi cing 
cl ient s.

St ra tegies Tac tics Own ers Met rics

Mas ter f inancia l planning too l  and 
structure proc ess to  genera te more qua li ty  
referra l s.

Set up weekly time on my calendar to dedicate to 
learning; one hour minimum per week.

Myself and my staff. Double the number of 
financial plans I create for 
my clients.

Connect wi th  new  COI s. Reach out to my connections as well as ask my best 
clients who they work with.

Myself and my staff. Develop at least one COI by 
year-end.

Enhance my service  model . Develop business workflows and take advantage of other 
firm technology to create a repeatable and efficient 
service model.

Myself and my future 
staff.

Successfully scale my 
service model by year-end.
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Tier my book o f  
business.

Apr Hire new assistant. Jul
Eva lua te servic e m odel  
and adjust a s needed.

Oct Staff appreciation month.

Feb
Def ine new service  
model .

May Begin identifying COIs. Aug
Hi re  junior advi ser fo r  
sma l l  acc ounts.

Nov
End-of-year wrap-up and
business planning.

Mar
Implem ent new service  
model . 

Jun
Master financial planning 
tool; roll out new strategy.

Se p

Plan a  prospect ive  
cl ient  event fo r new 
referra l s.

Dec
End-of-year wrap-up and
business planning.

One-page business plan.
Follow the steps to develop a business strategy starting with the strengths, challenges, opportunities, and threats (S.C.O.T) analysis on the back page. Use this to inform your 

goals, strategy, and tactics. Share with your team and review quarterly. Then use the “Goals to outcomes” worksheet to break your strategy into smaller, quarterly, monthly, 

weekly, and daily activities.
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St rengths

Am pli fy

Ch all enges

Dev elop

1 . Strong sa les sk il l s a re deve loped wi th  a  hi gh  clo se  rat io .  I fee l I  

can  ef fecti ve ly communica te  to m y cl i ents and dr iv e action.

2 . I  have tool s,  resourc es,  techno logy , i nvestment so lutions, and 

insurance so lutions to  be able to  serve  my c li ents to  a h i gh  

standard.

3 . I  have  a pro fessiona l  brand that I  can bu i ld upon.

4 . Att end study groups and c lo se  business pa rtnersh ips to  sta y on  

top o f i ndustry trends.

1 . Not enough sta f f to  ef fec tiv ely servi ce  current cl ients and 

deve lop prospects.

2 . Lack o f  work-l i fe  ba lance.

3 . D if ferentia ted messag ing  in  my  mark et .

Opportuni ti es

Capi ta li se

Th rea t s

Reduce

1 . Sys tem ati sa tion o f  my business.

2 . Sca labi l i ty o f  my business.

3 . Cl ient and prospec t events.

4 . Cl ient apprecia tion  (publ i c ho lidays,  birthdays,  ann iversar ies, 

etc. )

5 . Dev elopment of  C OI s.

6 . F irm  tec hno logy mastery.

7 . Des ig na tions  fo r  where I  want to  focus m y bus iness.

1 . Not having the  systems and people  in  pla ce  to sy stemati se m y 

business and cont inue to  grow.

2 . Burnout and nega ti vi ty.

One-page business plan: S.C.O.T. analysis.

Inform your strategy, tactics, and key milestones based on your goals, ideal clients, and SCOT. Review the key areas of your business: firm vision and management, people and 

culture, technology and operations, planning and client service, investments, business development, and change management. 

What are your strengths, challenges, opportunities, and threats?
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Important information.

This is a marketing communication. 

This material is not directed to any persons where (by reason of that person’s nationality, residence or otherwise) the publication or 

availability of this material is prohibited. Persons in respect of whom such prohibitions apply must not rely on this information in any 
respect whatsoever. Investment in the funds or products that are described herein are available only to intended recipients and this 

communication must not be relied upon or acted upon by anyone who is not an intended recipient. 

This material represents an assessment of the market environment at a specific point in time and is not intended to be a forecast of 

future events, or a guarantee of future results. While considerable care has been taken to ensure the information contained w ithin 
this document is accurate and up-to-date, no warranty is given as to the accuracy or completeness of any information and no 

liability is accepted for any errors or omissions in such information or any action taken on the basis of this information. 

The opinions and views in this commentary are of SIEL only and are subject to change. They should not be construed as investment

advice. 

This information is issued by SEI Investments (Europe) Limited (“SIEL”) 1st Floor, Alphabeta, 14- 18 Finsbury Square, London EC2A 
1BR, United Kingdom. SIEL is authorised and regulated by the Financial Conduct Authority (FRN 191713).
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