
A culture of constant improvement has 
been instilled, with staff offering 
suggestions to improve processes, 
demonstrating involvement and 
commitment to the changes. 

Internal alignment - employees and 
management are working consistently 
and towards the same goals in a 
smooth manner.

Revenue has been maintained through 
the recession in an industry where many 
IFAs have suffered significantly.

A clear recruitment strategy has 
enabled them to recruit resources they 
need rather than recruiting those they 
didn’t need.

Efficient consistent processes have 
prepared the business for the next 
phase of growth.

They have a clear strategy for growing 
revenue with ease.

The Challenge
KWM was growing rapidly when Shaun attended a presentation by Shirlaws at the Institute 
of Directors (IOD) in 2007. However, the rapid growth was not matched by any plan or 
strategy to manage it.  Sources of referrals were limited and KWM were unsure how to 
extend the referral base to help them grow. In addition, MD Shaun Dixon wanted to free 
some of his time to allow him to focus on other business interests. Other challenges arising 
were the lack of a clear infrastructure and few streamlined processes.  A model of the 
resources needed in order to sustain the growth was clearly missing too.

Shaun really liked what he heard from Shirlaws at the IOD.  He was particularly struck by the 
clarity and simplicity of the material and realised that Shirlaws could help KWM to develop a 
clear strategy for growth and how to manage it.  

Shirlaws commenced work with KWM and engaged in a number of projects to help achieve 
their desired outcomes. The work included a functionality project.  This involved designing 
and documenting a smooth workflow with consistent systems and processes; capacity 
planning to understand how they allocated resources in the business; and a distribution 
programme to provide more sources of client referrals.

Results

Steady business through 
the recession with a clear 
future strategy for growth 

Fast growth can only be achieved 
and sustained with structures in 
place.  Without them you can end 
up employing more people just to 
manage your inefficiencies, that’s 
effectively what we were doing.  
Working with Shirlaws has 
allowed us to focus on growing 
the business and not just running 
the business.  It has given us the 
confidence, skills and structure to 
grow. 
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