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BUSINESS PRACTICES

Following these six 

best practices in game 

terminology can improve 

your firm’s ability to 

execute and increase 

your chances of success.

BY  CHRIS STROUD

The Great Game of Business.

BEST PRACTICE #1: CHECK OUT THE PLAYING 
FIELD AND THE COMPETITION

Winning the Game: 
Six Best Practices for Businesses
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can

BEST PRACTICE #2: GET TO 
KNOW YOUR TEAM

When it comes to a company’s 
self-analysis, it is necessary  
to identify the good, the bad  

and the ugly.”



54 PLAN CONSULTANT | WINTER 2014

BEST PRACTICE #3: DEVELOP 
A GAME PLAN

What you don’t know can hurt you,  
so take the time to analyze 

your environment thoroughly.”
The Importance of 
a Business Plan

K
enneth G. Ingham, MSPA, MAAA, EA, 

AIFA®, of Ingham Retirement Group in 

Miami, FL, had been in business more than 

30 years without a documented business 

plan. He wanted to take his firm to the next 

level and felt he needed a business plan 

to do it. After going through the business 

planning process several years ago, Ken 

explains, “In most companies, people at 

the top know where they are going — but 

the employees who are struggling to get 

the work done are often in the dark about 

the company direction. If you don’t tell 

them where you want to go, you probably 

won’t get there. The business plan helped 

us communicate our direction to the 

employees and also helped us find new 

ways to thank the employees for the good 

jobs they were doing.”

Ingham’s experience underscores 

the momentum that a business plan 

can generate. He notes, “As a result of 

establishing the written business plan, 

we were one of the first firms to achieve 

the ASPPA Service Provider Certification, 

which strengthened our competitive edge in 

the marketplace. In addition, our business 

continues to improve in other ways. After 

finishing our initial business plan, we held a 

company meeting to share the plan with our 

employees and to reinforce the culture we 

wanted to cultivate. We set up a marketing 

team to work on a detailed marketing plan, 

we strengthened our brand and updated 

our collateral materials, we created a new 

employee reward system, we refined our 

budgeting process, and we increased 

responsibilities to our mid-managers for 

carrying out the plan’s action items. We 

feel we now have an even better chance 

at success and growth than we’ve enjoyed 

in the past. We understand that our plan 

is a living, breathing document that we will 

change and update as we grow.”
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BEST PRACTICE #4:  
PROMOTE FREQUENT GROUP 
HUDDLES

Continued on page 59 »

Keeping Score

A
lliance Benefit Group North Central 

States (ABGNCS) in Albert Lea, MN, 

uses a “scorecard” that is updated and 

reviewed by the leadership team at their 

weekly meetings. It covers new sales and 

lost business by revenue and participant 

counts. It also covers system and web 

uptime, along with financial information by 

week, rolling 90 days, and year to date. 

According to Steven Pulley, CPC, QPA, 

QKA, president of the firm, “It provides our 

team the critical information to know how 

we are doing in real time. Most information 

tells you what happened — we want to 

know what is going to happen!” 

‘Open Book 
Management’ in 
Practice

S
werdlin & Company, a retirement 

services firm in Atlanta, GA, has been 

following Stack’s open book management 

philosophy for approximately 10 years. 

The firm went through several iterations 

of the concept before settling into their 

current routine. Lee Swerdlin, president, 

said that they have determined their 

critical number to be a target based on 

revenue per employee. Annual budgets are 

prepared, and then the leadership team 

has a weekly “huddle” with the managers 

of each department, who each report a 

forecast for the current month plus three 

months out. The managers discuss the 

department’s numbers with their teams, 

and team members help construct the 

department’s forecast. Top leadership 

discusses overall company figures with all 

employees at quarterly meetings. Over the 

years, Swerdlin has offered various bonus 

formulas based on raising their “critical 

number.” Bonuses have also been given 

based on accuracy of forecasting. 
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Chris Stroud, MSPA, 
MAAA, EA, is an industry 
consultant at Simoneaux & 
Stroud Consulting Services, 

which offers consulting services to 
TPAs, record keepers, advisors and 
financial institutions working in the 
retirement services area. Chris is a past 
president of ASPPA (2006-2007) and 
served as editor of The ASPPA Journal 
for more than 10 years. 

BEST PRACTICE #5: KEEP 
SCORE

The Great Game of Business.

BEST PRACTICE #6:  
CELEBRATE EACH WIN

CONCLUSION

Execution

»  Winning the Game 
Continued from page 55 Celebrating in a 

Big Way

S
I Group in Honolulu, HI, had a record 

year in 2011 and they wanted to do 

something very special to recognize the 

hard work of their staff. To express their 

thanks to all employees, they coordinated 

and funded a company outing to Aulani, a 

Disney property on Oahu, in January 2012. 

The entire staff of 22 was invited for the 

day, and their families were able to join 

mid-afternoon. The staff had the option of 

participating in a number of activities during 

the day. Lunch was provided, and the group 

met back at the hotel in mid-afternoon as 

their families began to arrive. Recounts 

Craig Suemori, a partner at SI Group, “We 

arranged for dinner that evening in a private 

room at Roy’s with all of the employees 

and their families. Approximately 70 people 

dined with us and stayed the night.” The 

staff and their families were able to spend 

one night, all expenses paid. Not only was 

this event a great way to thank employees, 

it also helped to increase camaraderie 

among the SI Group employees.   


