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Hiring and Developing the Right Team 

“Leadership, like coaching, is not a position or a 
title, it is an action and an example”- Eddie 
Robinson
“You will never truly know yourself or the strength 
of your leadership until tested by adversity”- JK 
Rowling
“Great leaders inspire action by starting with the 
why”- Simon Sinek
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Preview.

Defining the when and why

Developing staff with coaching tools

Rightfitting™ Staff to Maximize Performance
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When to staff and why?

What do you struggle with the most???



When to staff and why?

What is my per 
plan profitability?
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vs.

When to staff and why?

Retirement Plan Advisor Dilemma:



vs.

What is Strategic Coaching?

• Willing individual
• Safe environment
• Mutual respect
• Buy in
• Accountability 
• Situational
• Defining YOUR WHY?

COACHING CONSULTING OR MANAGING



Workshop Questions

Why do you do what you do?

Why do prospects choose to hire you?

Why do existing clients stay with you?

Why do you get up in the morning?

Do you communicate this? 



Staff Development through Strategic Coaching

What is your idea of an effective coach?



Strategic Coaching Tools for Staff



Strategic Coaching Tools for Staff

• Inactive. In one 
ear, out the 
other

• Selective. You 
only hear what 
you want to 
hear

• Active. 
Listening 
closely to 
content and 
intent

• Reflective. 
Active listening 
plus clarifying

Effective questions … require listening!

•What do you want to accomplish in the 
next x days? 

•How are you going to get there? 
•What resources do you already have? 
•What resources do you still need? 
•What obstacles could get in your way?



Strategic Coaching Tools for Staff
PROFESSIONAL BALANCE WHEEL.



Staff development stages
Retirement Plan Staff Development Model

Stage 2
• Prospect and finals 

Presentation prep
• TPA proposals
• DCIO management
• Larger plan cold calling
• Marketing

Stage 1
• Plan and investment data 

collection
• Smaller plan cold calling
• Scheduling
• Vendor education

Stage 3
Smaller Plans:
• Participant enrollment and 

education
• Prospect and finals 

presentations
• Plan relationship manager
• Customer service, analysis

Stage 4
Larger Plans:
• Participant enrollment and 

education
• Prospect and finals 

presentations
• Plan relationship manager
• Governance, fiduciary
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Rightfitting™ with DISC
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Coaching tools: Rightfitting™ with DISC



Rightfitting™ starts with you!
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Recap.

Defining the when and why

Developing staff with coaching tools

Rightfitting™ Staff to Maximize Performance
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Retirement Advisor Institute

.

The 
Retirement 

Advisor Institute 
offers a variety of 
educational 
resources including 
workshops, sales 
strategies and best 
practices from the 
industry’s top 
retirement plan 
advisors. We 
partner with you.



DAY 10…



Thank You!





Randy S. Fuss, CFP®

Registered Corporate Coach™

707.538.2985   
Randy.Fuss@cunamutual.com

CUNA Mutual Retirement Solutions is a division of CUNA Mutual Group. CUNA Mutual Group is the marketing name for CUNA 
Mutual Holding Company, a mutual insurance holding company, its subsidiaries and affiliates. Annuity insurance products are 
issued by CMFG Life Insurance Company and Members Life Insurance Company, both located in Madison, Wisconsin. Each 
insurer is solely responsible for the financial obligations under the policies and contracts it issues. 

Securities distributed by CUNA Brokerage Services, Inc. (CBSI), member FINRA/SIPC, a registered broker/dealer, 2000 Heritage 
Way, Waverly, Iowa 50677, toll-free 866.512.6109. Non-deposit investment and insurance products are not federally insured, 
involve investment risk, may lose value, and are not obligations of or guaranteed by the financial institution. The Investor Guidance 
Center team members offer retirement and investment education but do not provide investment, legal, or tax advice and do not 
specialize in Social Security issues. Participants are encouraged to consult their own advisors. For questions about your Social
Security benefits, contact your Social Security office.

The statements and representations contained in this document are intended to be educational in nature. They are not designed to
be interpreted as investment advice. 

CMRS-1017995.6-1217-0120  M.100.1 © CUNA Mutual Retirement Solutions, 2017 All rights reserved.
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