Choosing your support systems
By David L. Lawrence
For the smaller financial practice, how support systems and resources are chosen can make or break a firm. The simple fact is, there are more resources out there from which you can choose than you will ever need or want. Sifting through the marketing messages and attempting to find those items that fit your needs can be a daunting task, to say the least. Thus, some simple rules might be applied to help with the selection.

First: Ask yourself what it is you need. That might seem simple enough, but many practitioners make decisions on the purchase of software (for instance) without fully understanding their needs and without knowing whether or not the software will meet that need. Often the decision to purchase a particular product or service is based on either a recommendation from a peer or perhaps because their broker/dealer offers a discount on the purchase.  So, the first step should be to look past those elements and attempt to understand what the product or service does before actually deciding whether or not you need it.

Second: If you embrace the idea of a client-centered practice, another question to ask is how does the purchase of this product or service benefit my clients? Simply purchasing all the latest technology or the newest fad in support services could end up costing you and/or your practice money that could better be used elsewhere. I have lost count of the number of practices I have worked with who owned technology and/or other systems or services that their either did not use at all or had no idea how to leverage profitably within their practice. This leads to the third question:
Third: How well does this product or service integrate with my existing systems or technology? A central element of efficient operations is the extent to which your operations, procedures, technology, and employees are able to communicate with each other, share data seamlessly and operate transparently to the client. Running your practice more like a business requires that you make most efficient use of your resources so that you keep your expenses as low as possible to provide the best opportunity to maximize profit. 

David Lawrence is President of David Lawrence and Associates, your practice efficiency consultant. He also writes a monthly column on practice efficiency for Financial Advisor Magazine. For further information or to inquire about his services, please visit www.efficientpractice.com or email David at: dLawrence@efficienpractice.com. 
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