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Proudly presents …….. 
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Invest for your Future 

Now 

How 

Where 

High Performing Team 
Poor           Average                 Good 

       -5 0 5 

Ability to recruit good people 

Retention of good people 

Feedback & recognition 

Learn by training 



FIG Congress 2010 
Facing the Challenges – Building the Capacity 
Sydney, Australia, 11‐16 April 2010  3 

A Sound Culture - CANI 

Poor           Average                 Good 

       -5 0 5 

Regular client feedback reviews 

Regular team feedback reviews 

Strong team meetings 

Value Added Services 
Poor           Average                 Good 

       -5 0 5 

Range of value added services 

The level of cross selling 

Client service standards 

Project Mgt System - Timelines 
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Client Influencers & Mgt 
Poor           Average                 Good 

       -5 0 5 

Identify ideal clients – review 
current 

A & B clients development plans 

Client relationship management 

Removal of unworthy C & D clients 

Referrals from alliance partners 

Leadership 
Poor           Average                 Good 

       -5 0 5 

Clear relationship builder 

Sound professional skills 

Fanatically results driven 

Leading change for growth 

Integrity based character 
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Having completed this NOW analysis – the next step is the WHERE 
analysis. 

 

Go back to your above sheet & indicate where each factor must be for 
you to achieve your new years model – this is your vision. 

 

The final step is the HOW – this is the Gap between now & where and 
shows you where you need to invest.  

 

How will YOU bridge the Gap? 
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