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Self-Evaluation Summary

Context of the firm


Improvements since the last evaluation


Client outcomes: 
Self Evaluation = Good (Grade 2) (where grade 1 = excellent, and grade 3 = could be better, more work to be done)

The Quality of Advice:

Self Evaluation = Good (Grade 2) 


Operations:
Self Evaluation = Good (Grade 2)

Leadership and Management: 

Self Evaluation = Good (Grade 2)

Financial performance: 

Self Evaluation = Good (Grade 2) 


Investment performance:

Self Evaluation = Good (Grade 2)


Overall effectiveness:
Self Evaluation = Good (Grade 2)


Set out your mission, market you work in, assets under advice, number of advisers, and business model 





Set out what has changed since your last evaluation and how the changes have made the firm better – try to link the outcomes to better client satisfaction, lower risks, more operational efficiency and bigger profit margins





New client attainment overall:


Consider how many new clients were acquired, how they were won, what market segment they came from, how much the AUA base grew as a result what new natural income was achieved, and did it all add to profit margins?





Attainment of key group goals:


How well were existing clients served? Did the firm extract new assets from existing clients efficiently? How many life plans were created? Were target markets effectively penetrated? 





Progress overall:


Set out progress goals and match achievement over the last 12 months. Focus on good client outcomes – the firm should have a clear idea of what a good client outcome is – it could be annual reviews, life plans, portfolio re-constructions etc. Also look at the negatives, so e.g. how many clients were lost? Why? Etc.





Achievement overall:


Taking into account all of the above, consider how effective current year client outcomes has been? 





If not, why is achievement not yet excellent?


Critically analyse what the impediments were to achieving an excellent result were, and why they were not overcome. Where excellence was achieved, comment on what the key drivers were to success.





Overall impact of Advice:


Set out the client feedback received, identifying where clients found most value? Consider the number of annual reviews done and the number of positive file reviews





Assessment – File reviews: 


Assess the positive and negative file review trends on a firm and adviser basis





Assessment - recommendations: 


Assess the number of financial plans / life plans completed (purpose is to link advice to overall client objectives / mission of the firm – so if the firm is a financial planning firm, then quality of advice would be linked to number of financial plans completed, how often is the standard advice process followed and so on.)





CPD: 


Consider the qualifications of the advisers – is there a programme of leveraged education? How are the advisers doing? Is there a structured training programme to fit with firm mission / objectives? How is it going?





Adviser 121s: 


Consider these in the light of individual adviser objectives.





Complaints:


Identify the number of complaints, and what they were about





If not, why is achievement not yet excellent?


Critically analyse what the impediments were to achieving an excellent result were, and why they were not overcome. Where excellence was achieved, comment on what the key drivers were to success.








Effectiveness of business processing:


How quickly has business been turned into cash? Where it slows down what have been the reasons? Is it in line with targets?





Effectiveness of collection, distribution of management information and reacting to it:


Is MI collected for all relevant areas of the business? Has it resulted in good controls over the business? Set out the key MI here, and against targets. Where possible separate out financial, staff and operations related MI. State positive and adverse trends and how the latter were dealt with.  





Consideration of views expressed by staff:


What are the views of staff about the efficiencies of other departments?  





Consideration of effectiveness of dealing with client queries:


Set out details of common client queries, and how these have been dealt with. 





Complaints:


Where complaints were received, were they dealt with quickly, effectively, with the correct results? Where complaints reflect on particular departments, were these 





If not, why is achievement not yet excellent?


Critically analyse what the impediments were to achieving an excellent result were, and why they were not overcome. Where excellence was achieved, comment on what the key drivers were to success.

















Vision and the pursuit of excellence:


The Board should consider if there is a clear vision, whether this has been clearly communicated to the staff, whether they understand it, and whether there is buy in. The drive to excellence by senior management should be clearly visible in the actions and communications of senior management.





The effectiveness of monitoring and evaluation:


This should include a statement of what is monitored, why it is monitored and what evaluation and action processes are within the firm.





Performance management:


This should include comment on the result of appraisals, and how any incentive scheme has worked





Training:


This should re-iterate the in-house training programme and an assessment of its effectiveness





Governance:


Comment here on the constituent members of the governance team, their terms of reference and how effective they have been








If not, why is achievement not yet excellent?


Critically analyse what the impediments were to achieving an excellent result were, and why they were not overcome. Where excellence was achieved, comment on what the key drivers were to success.











Profitability:


Comment on the gross and net profit margins against expectations, with separate comment on the level of direct costs and their impact on profitability





Overhead control:


Comment on fixed overhead, and it proportion against total overhead. Consider how well covered fixed overhead is by natural (repeat) income.





Balance sheet:


Comment on how effectively working capital is employed relative to capital adequacy requirements





Per client profitability:


Consider the break even point for a profitable client is, comment on the percentage of client who are above that threshold and consider how to make unprofitable clients profitable





Per adviser profitability:


As for per client profitability








If not, why is achievement not yet excellent?


Critically analyse what the impediments were to achieving an excellent result were, and why they were not overcome. Where excellence was achieved, comment on what the key drivers were to success.











Past performance:


Comment on past performance of portfolios, (where applicable) relative to benchmarks





Risk gradients:


Comment on past performance of portfolios (where applicable) relative to benchmarks, but taking into account the risk gradients of the portfolios relative to the benchmarks  





Switches / rebalancing:


Comment on portfolio turnover, why it was necessary and the conversion rates (client agreement to proceed)





Investment Committee performance:


Consider the effectiveness of the committee and of the investment remit.





Operations:


Consider the span of control of the investment team, the effectiveness of the team in carrying out its key functions (research, reporting, fund changes)








If not, why is achievement not yet excellent?


Critically analyse what the impediments were to achieving an excellent result were, and why they were not overcome. Where excellence was achieved, comment on what the key drivers were to success.
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