Performance Expectations & Evaluation
for Bill Blizzard
Performance Expectations

Performance duties and expectations include, but are not limited to, the following: 

· Conduct field inspections according to schedule or assignment in order to ensure that sales locations are fully compliant with all state and federal laws and regulations 

· Oversee registered investment advisory business to ensure that sales representatives adhere to the conditions of the designed programs 

· Assist the director of compliance in the timely resolution of customer complaints, concerns, and issues.
· Assist in books and records reviews in order to ensure that they’re current and in compliance with the applicable laws and regulations.
· Act as the primary liaison and trainer to sales managers and other registered representatives in regard to products and services. 

Performance Appraisal
The purpose of this appraisal is to review your performance over the last six months, and to provide you with feedback regarding your performance. The objective of this appraisal is to reiterate your performance duties and expectations, as well as to set your future goals and expectations. 

We are very happy with your overall job performance. You’re up to speed on the current NASD and SEC regulations, and you’ve displayed your ability to quickly point out any violations. This is an extremely busy year with regard to new rules and regulations, so your travel has been quite extensive. We realize that this travel has made your time in the office limited and much more challenging, but you manage to keep up with everything. 

Since your last review, we’ve put you in charge of overseeing the registered investment advisory business. You’ve done a good job with keeping the investment companies on proper schedule. However, some of our sales representatives are submitting business in this area without the proper licensing. Thanks to you, though, the sales force is now sending in the proper paperwork on a more consistent basis. We just have to make sure that they’re allowed to do certain types of business before they send the paperwork. 

As mentioned earlier, there have been several new rules and regulations implemented by the authorities. The implementation of changes requires our firm to send letters to our clients notifying them of these changes. As a result, we are receiving higher than normal call volume from the customers. I spoke with the director of compliance, and he is extremely grateful to you for assisting him in fielding these calls. As you know, most customers don’t call unless they have a complaint or concern. Your efforts in dealing with these complaints and concerns are appreciated. 

Dealing with our books and records is probably the most tedious of any assignment. However, quarterly submission of our books and records is required by both the NASD and the SEC. For this reason we have to pay extra attention and give extra care when doing these reviews. I have found several inaccuracies in your books and records. Luckily, we were able to catch them before we sent the reports to the authorities. During this time of scrutiny on the investment industry, we can’t afford to send out inaccurate paperwork. We need you to be more careful when completing these assignments. 

You truly excel when dealing directly with our registered representatives and sales managers. Since you’ve been assigned the duties of training the sales force and bringing them up to speed with our products and services, our overall production has increased. You should definitely be commended for this. Our goal as a firm was to start shifting production to a more residual style of income rather than transaction-based commissions. We now have more of our sales people shifting their business toward fee-based accounts. This change has occurred because you have done a wonderful job in teaching the sales force how to transition their business, as well as showing them what products and services are out there that may make this transition easier. 

I realize that you work closely with several of the partners, with the marketing and compliance departments, and with me. You must feel like you have a million supervisors. I can honestly tell you that everybody is happy with your overall performance, and we’re all happy that you’re a member of this company. The main area we all feel that you can improve on is your feedback to us. Quite often you receive, and complete, an assignment from one of us. The problem lies in the fact that you don’t always tell us that the work is done. This lack of reporting leads to the problem resurfacing only to find that you’ve already taken care of it. Just let us know when you finish something so we can cross it off our list. That way we’re not doing the same work over again. 

Things should start slowing down now that the regulatory agencies have completed their changes, so I’d like to set some new goals for you before our next performance appraisal. There are two primary areas where I want you to start helping out: Direct Business and Trading. As soon as things start clearing up, go sit with the registered principals in direct business and learn how to review incoming investment applications. We’re in a heavy recruiting phase, so incoming business is going to increase. If one of the principals is out, we can send you over to help. You already have the proper licenses; it’s just a matter of your learning how to do the business. The same holds true for the trading department. Once you’re comfortable with direct business, go sit with the traders. Again, with increased recruiting comes increased trade volume. Most of the traders don’t have a principal license, so once you learn the ropes in that department you’ll be able to review and approve the trades of others. 

Let’s make sure that we’re on the same page in terms of what we need you to improve on and what expectations we have for you before the next appraisal. 

Your areas of improvement include: 
1. Start checking with the licensing department to make sure reps are able to do certain types of business

2. Work on being more cautious when reviewing books and records, and 3. Provide your supervisors with more feedback. 

Your goals and expectations before our next performance appraisal are: 
1. Learn the direct business principal responsibilities

2. Learn the trading department responsibilities. 

Overall, you’ve done a wonderful job here, and we all truly appreciate your efforts. 

