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SUPPORTING ASSET
MANAGERS IN A LANDSCAPE
OF CONTINUING AND
FAR-REACHING CHANGE

HIGH-IMPACT EXECUTIVE COACHING,
LEARNING AND DEVELOPMENT

Our goal is to help you achieve 
outstanding performance. We help you 
develop the skills, knowledge and 
confidence you need to achieve 
impact, gravitas and presence and to 
influence people and outcomes in the 
most e�ective way. We take a genuinely 
consultative approach to 
understanding your culture, strategy, 
business drivers, organisational issues, needs, wants, requirements, and 
expectations – and then aligning everything we do with what we find. You 
brief us on the issue, problem or challenge you wish to address. We 
conduct research, analyse our findings, develop recommendations and 
work with you to achieve success through a tailored combination of:

CLIENTS

Facilitating your away-days and supporting your strategic thinking.

Helping individuals and teams to develop.

Coaching and mentoring key individuals.

Designing and delivering workshops on key business and leadership 
skills. 

Developing customised strategies to engage, involve and motivate 
people across your organisation.  

£6.9 $200TRILLION AUM

MAKING THE UK THE LARGEST
ASSET MANAGEMENT
CENTRE IN EUROPE, SECOND
ONLY TO THE USA

92000
PEOPLE EMPLOYED IN ROLES 
IN OR LINKED TO THE UK 
ASSET MANAGEMENT 
INDUSTRY

74% OF ASSETS ACTIVELY 
MANAGED AT THE END OF 
2015. IN 2016, ETFs 
ATTRACTED 

MERGER BETWEEN 
STANDARD LIFE AND 
ABERDEEN ASSET 
MANAGEMENT WILL CREATE 
THE UK’S LARGEST ASSET 
MANAGER WITH

CONSULTANTS IN THE
UK ACT AS GATEKEEPERS 
TO MORE THAN A

BREXIT, FCA MARKET 
STUDY ON COMPETITION, 

THE HUNT FOR YIELD,
THE SHIFT TOWARDS 

MULTI-ASSET PORTFOLIOS
ACTIVELY MANAGED FUNDS 
LOST $124BN

BILLION £660
TRILLION
POUNDS

IN ASSETS
BILLION IN AUM

OF NEW INVESTMENT 

MANY
DRIVERS
FOR CHANGE

LEAD AND
MANAGE CHANGE

ENGAGE AND MOTIVATE
YOUR PEOPLE

Understand and assess the impact of 
change in the legal, regulatory and 
wider business environment.

Ensure you are ahead of the change 
curve – and not simply responding 
and reacting to events.

Help your people make the journey 
through change.

Use a powerful toolkit of processes 
and approaches to ensure new ways 
of working are adopted.

Align internal communications with 
change management.

Maximise the value you create from 
every change programme you 
undertake.

MANAGE
CLIENT RELATIONSHIPS

Ensure that, in your firm, the clichéd 
claim that ‘we are client-focused’ is a 
compelling reality.

Align processes, culture, conduct and 
planning to achieve that goal.

Create account plans that capture 
your strategic thinking about your 
key clients – and the steps needed to 
turn that thinking into action.

Use a communication style that gives 
primacy to the client – and embraces 
constructive challenge.  

Win the trust of your clients by 
ensuring they feel understood, valued 
and supported.

COMMUNICATE
WITH IMPACT

Be prepared. Know what return your 
client wants to achieve on the 
investment they make in spending 
time with you. Be ready to be at your 
best and to give of your best.

Establish your authority, credibility, 
presence and gravitas.

Define clear, compelling messages – 
and deliver them with conviction. 

Use the Rodenburg three-circle 
model to create connection and 
rapport.

Use storytelling to create narratives 
that engage and involve your 
audience.

Handle questions in a comprehensive 
and e�ective way.

MANAGE
PERFORMANCE

Attract, retain and develop the most 
talented people for your firm through 
talent management and career 
planning.

Conduct e�ective, action-focused 
performance reviews.

Set and achieve goals and objectives – 
at a firm, team and individual level. 
Coaching, mentoring and development 
planning.

Ensure individual and team 
contributions are aligned with the 
strategic intent of the firm. 

Set and meet performance standards. 
Deal e�ectively with underperformance.

Reinforce a high-performance culture.

DEVELOP
YOUR PEOPLE

Design and develop a coherent, robust 
strategy and a structured programme 
of learning and development.

Combine key components of that 
strategy in an integrated and 
coherent way. 

Use the 70.20.10 model. 70% of 
development is on the job, 20% is 
near the job and 10% is formal 
training. 

Define and apply rigorous selection 
and promotion criteria – covering 
skills, knowledge and behaviours.

Provide practical support and 
learning and development 
interventions at key career transition 
points.

Ensure the active and willing support 
of all your people for what you are 
determined to achieve.

Rally your people around your 
business strategy. 

Expedite the execution of that 
strategy by increasing loyalty, 
enthusiasm and commitment.

Help your people to understand and 
to live your values and to build your 
brand.

Create a holistic approach to 
employee engagement in which every 
process and initiative is fully aligned. 

Ensure your leaders have the skills 
and confidence they need to engage, 
motivate and inspire.

WIN NEW
BUSINESS

Align your strategy with your firm’s 
marketing and business development 
plans.

Communicate a compelling, clearly 
di�erentiated value proposition that 
enables your firm to stand out.   

Use the techniques of consultative 
selling with confidence and skill.

Manage your business development 
pipeline – turn leads into confirmed 
business.

Pursue a robust, structured approach 
to winning mandates in formal 
tenders and beauty parades. 

NEGOTIATE
FEES

Negotiate with institutional clients 
around fees, discounts, tailored 
reporting and special services.

Build conversations around the value 
pyramid – that ascends from value 
for money to added value, to created 
value to sustained value.

Ensure clarity on all the negotiable 
issues and how they are interlinked.

Frame the negotiation in a way that 
builds the foundations for a 
‘Win/Win’ outcome.  

Overcome obstacles and objections, 
deal with disruptive or aggressive 
behaviour and respond e�ectively to 
your counter-party.

Sources: Morningstar. The Investment Association
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