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2003 AIMSE Conference 
Managing Organizational and Career Transitions:   

Making the Most of your Opportunities 
May 6, 2003 

 
Moderator:  Peter Anderson, FTI Institutional 
Panelists:  Janice Abert, Warren International, LLC 
Tim Barron, CRA RogersCasey 
Thomas (Tim) McAvoy, Marvin & Palmer Associates, Inc. 
Thomas Sorbo, CFA, Standish Mellon Asset Management 
 
This session focused on both professional development and organizational change.  Peter 
introduced the panelists and their qualifications, and it was true – all had been through 
many changes!  Their experiences provided many insights to the audience.  Here are 
highlights of a few of the speakers’ recommendations. 
 
Tim McAvoy had moved in the last few years from the pharmaceutical industry to the 
investment management industry and highlighted the challenges of moving from a 
product sale to a service sale.  He emphasized the importance of learning the “language” 
and nuances of our industry.   
 
Tom Sorbo distinguished the responsibilities (and thus skill sets) of the marketing 
manager or “rainmaker” from those of the business manager.   

Marketing Manager Business Manager 
Investment process Financial management 
Sales management Compliance 

Client/consultant relationships Technology 
Knowledge of competitors Operations 

Presentation abilities Marketing/sales 
 
He said you have to understand the reasons why you want to change from 
marketing/sales to business management.  Some of the reasons may include:  
§ Life style change:  less travel (but he warned it is not less hours!) 
§ Greater participation in firm leadership 
§ Career path to CEO/President 
§ Want definition of success to be earnings versus sales 
§ Rather work with management team than sales team 
 
The challenges he cited in moving from marketing/sales manager to business manager 
were that it is a steep learning curve, less glamorous, difficult to achieve credibility (both 
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internally and externally) and a “Losers Game Syndrome” exists.  He gave direction on 
how to tackle the challenges.   
 
With respect to the learning curve, you need to go through an SEC audit and spend time 
learning from doing the daily tasks of every facet of the investment management 
business.  You need to know the flow chart of operations and information technology.  
You need to build a network of industry contacts that are clearly involved with best 
practices.  You have to be proficient in the firm’s business plan, versus its marketing 
plan.  You need to know the costs/revenues/net new flows.   
 
Tom said that to establish credibility, you have to focus on substance over personality.  
You need to act like senior firm management and clearly keep the firm interests strong.  
Earning your CFA gains you investment credibility.  You need to focus your aggressive 
tendencies internally.  Share your personal goals with superiors only and take a broader 
view of the business, which in turn will create a different tenor.   
 
Finally, in terms of the “Loser’s Game Syndrome,” be calm when managing problems.  
Defend Operation’s point of view in context of business objectives.  Keep score of 
activities (actual versus forecasts/trade volumes) and know them well.  Showcase your 
business leadership skill set.  What will help you the most is to know the financials and 
forecasts better than anyone.  Be the expert on everything you can control.  Volunteer to 
work on a complete business case for a new product – how will you grow it; what will it 
cost?  What are the business issues?  Work with Compliance on the SEC requirements.  
Get involved with the technology initiatives.  Make sure you help your boss achieve 
his/her objectives.  Focus on successful processes and reward your top performers often!  
Help develop the firm’s annual business plan and present to senior management as often 
as you can.  And, express your goals to the President and CEO.  
  
Tim Barron, CRA RogersCasey, cited the many changes he had enjoyed (or suffered!) 
over the course of his career, and talked about moving from plan sponsor to consultant to 
sales and back to consultant.  He reinforced what we all know (and need to be reminded 
of) – everyone needs to know how to sell.  “Arrogance is a mortal sin.”  He urged the 
audience members to reach out and to network, network, network!  He demanded that we 
pay attention and that we should worry about what everyone else is doing.  When 
evaluating why two companies are merging, e.g., when BARRA purchased RogersCasey, 
he recommended understanding why the business combination works and what the 
drivers of success will be.  He suggested doing a SWOT on the organization and the 
people.  He said there are definite stages you will go through in an acquisition/merger: 

1. Embrace bureaucracy (this Kool Aid tastes good) 
2. Volunteer (don’t stay in the back) 
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3. Figure it out (the org chart is wrong) 
4. Spike the Kool Aid (fix things that are broken) 
5. Hold (a maximum of six months) 
6. Change your financial expectations (be a net saver) 
7. Loose lips sink ships (be discreet) 
8. Tighter revenue relationships 
9. Meet your counterpart at the new firm (keep your enemies close!) 
 

Janice Abert of Warren International then talked about current industry hiring practices 
and what skills are being sought.  Janice is an executive recruiter specializing in the 
financial services industry for more than 8 years.  She reported that people are starting to 
hire selectively, what she called “advantageous hiring.”  People are hiring to strengthen 
their business or competitive position.  She said that on the management side, strong 
profit/loss management skills and change agents are in demand.  Further areas of demand 
for experienced professionals are the alternatives and fund of funds firms that want sales 
professionals who already have strong contacts and relationships.   
 
She said that organizations want to bring in outside talent when they are weak in the 
client or team culture and have no change agent.  She said, “fighting change will make 
you history.”  She also commented that the younger generation all have CFAs.  The 
attributes that top marketers need to position themselves as upgraded talent include: 
§ High production 
§ Strong relationships (internal and external) 
§ Solid investment/industry knowledge 
§ Team player/adaptable 
She recommended that you be in advance of change and have a plan that you can adapt to 
the changes as they unfold.  
 
All of the presenters seemed to agree that change is the constant, and learning how to 
navigate or promote change is key to successful professional and organizational 
development.   
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