
Finding YOUR Best Fit
Sarah E. Dale

Consultant – Coach – Speaker

Envision – Enact – Enjoy … Your Work and Your Life!



Who am I? 

Where do I “fit”?

What’s holding me back?

What is the next step on my career journey?



Awareness  Decision  Action



Wealth ManagerFinancial 

Planning

Financial  

Planning Input

Operations

Investment 

Strategist

Client Review

Prep/Follow-Up

Planner

Marketer

Business 

Development

Portfolio Manager

Leadership





WHERE IS YOUR 

IDEAL ‘HOME’?

Regional Firm

Independent RIA

Wirehouse

Bank

Centricity: Planning? Investment? Insurance? 

?





Student Workforce

Assessment Resources



1. DISC: 

How you do 

what you do?



Highs & Lows 

of DISC



Degrees of Intensity

“People exhibit all four behavioral 

factors in varying degrees of intensity”  
W.M. Marston



Natural vs. Adapted



Self Perception Other Perception

Self Starter

Adventurous

Gets Results

Competitive

Assertive

Confident

Firm

Decisive

Quick

Explosive

Controlling

Demanding

Ego-driven

Opinionated

Stressed

Risky

Rushes

Argues

Laid back

Cooperative

Humble

Conservative

Modest

Calm

Cautious

Agreeable

Too hesitant

Slow to act

Ineffective

Inefficient

Complacent

Indecisive

Wishy-washy

Passive

Meek

Timid
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“Let’s just go for it!”

“Wait a minute. We need 

to examine the situation 

first before we go 

charging forward.”



Self Perception Other Perception

Optimistic

Enthusiastic

Convincing 

Charismatic 

Persuasive

Energetic

Excited

Outgoing

Positive

Inspiring

Unrealistic

Overconfident

Overly eager

Disingenuous

Disorganized

Scattered

Verbose

Slick

Chatty

Flighty

Controlled

Factual

Concise

Objective

Focused

Realistic

Candid

Private

Guarded

Pessimistic

Negative

Suspicious

Withdrawn

Matter-of-

fact

Passive

Cold

Skeptical

Serious

Boring

Aloof
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“Our business is going to 

explode in the next year! I 

can feel it.”

“How the heck is that 

going to happen? 

Show me the facts to 

back it up.”



Self Perception Other Perception

Proactive

Planner

Dependable

Reliable

Systematic

Logical

Patient

Steady

Thorough

Consistent

Stuck in a rut

Tenacious

Deliberate

Possessive

Stubborn

Detached

Inflexible

Slow

Stoic

Boring

Passive

Responsive

Unattached

Unrestricted

Multi-tasking

Flexible

Active

Busy

Adaptable

Spontaneous

Impatient

Inconsistent

Erratic

Impulsive

Restless

Hyper

Chaotic

Random
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“Great idea. Let’s form a 

team and make sure we 

put together a step-by-

step action plan.”

“We don’t have time. 

Let’s start now and we 

can plan as we go.”



Self Perception Other Perception

Prudent

Accurate

Conventional

Procedural

Analytical

Organized

Precise

Careful

Nervous

Strict

Critical

Worried

Rigid

Hard to please

Too analytical

Stickler for details 

Open-minded

Resourceful

Innovative

Enterprising

Big-picture thinker

Independent

Rebellious

Uninhibited

Disorganized

Imprecise

Defiant

Scattered

Unruly

Carefree

Reckless
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“We have procedures 

that must be followed.”

“They’re just guidelines. 

By the way do you have a 

copy? I’ve never seen 

them.”





FINDERS
GRINDERS

MINDERS

MMS: Page 13 



“FINDER”

Strengths: typical quick, sales driven style; initiates 

contacts; likes prospecting and closing business; thinks 

as each sale as a transaction then moves on to the next 

opportunity.

Potential challenges: impatience; inconsistent; inability 

to delegate tasks, incomplete paperwork; doesn’t 

always follow the rules; doesn’t take advantage of 

referral potential; over promises / under delivers

May need: strong admin staff to organize, follow up, 

and manage details; relationship manager once the 

business has grown or may lose clients due to lack of 

service.



“GRINDER”

Strengths: seeks to offer “right” solutions; analytical; 

holistic wealth planning; builds long term clients; 

emphasizes performance and quality of advice; 

persistent in long sales process, likes technical work; 

prefers one-on-one interactions.

Potential challenges: dislikes cold calling; avoids 

networking or socializing in large groups; may not 

ask for business; prefers talking business rather than 

personal; business may take long time to close; can 

come across as non-emotional.

May need: system to help with sales/marketing; 

scripts to know what to say and when; patient 

manager.



“MINDER”

Strengths: consultative approach to sales; enjoys getting 

to know all aspects of client’s needs; team and service 

oriented; strong client retention and referral potential.

Potential challenges: closing business; longer than 

necessary sales process; lacks sense of urgency; focuses 

too much on people activities and not tasks; taking 

anyone on as a client. 

May need: systems for completing tasks; person to hold 

them accountable to setting and achieving goals; help 

focusing time and efforts on profitable clients.



Based on your new knowledge, rank 

order your preference of serving as a 

Finder, Grinder, or Minder!



2. Motivators: 

Why you do 

what you do?



Our Motivational Priorities



We value the

top 3

We judge the 

bottom 3

Your Hierarchy of Drivers
Page 1: Indigo; Pages 2-3 Motivators Map



Motivators … Intensity



Pulling it all Together…
• Who am I? 

• Where do I “fit”?

• What’s holding me back?

• What is the next step on my journey?



Wealth ManagerFinancial 

Planning

Financial  

Planning Input

Operations

Investment 

Execution

Investment 

Strategist

Client Review

Prep/Follow-Up

Planner

Workflow Manager

Marketer

Business Development

Portfolio Manager

Leadership



Regional

Independent / RIA

Wirehouse

Bank

Centricity: Planning? Investment? Insurance?

My best type of firm…?



In the absence of ACTION, there is no PROGRESS! 

Students: Indigo Reports – Positioning Statement

• Who are you based on your results?

• What do you now believe is the best ROLE for you?

• What do you believe is the best type of FIRM for you?

Job Seekers (In-a-Career): MapMyStrengths Reports 

• Are you engaged and energized by your current role/firm?

• How much are you stretching out of your “natural style”?

• What do you now believe is the best ROLE for you?

What is YOUR next action step?



Where should you 

BEGIN?

What does 

SUCCESS look like 

for you?

Make your 30-Day 

Commitments!



YOU!
Envision – Enact – Enjoy 

… Your WORK and Your LIFE!



Speaking | Team Assessments 

Coaching  |  Corporate Consulting  |  Advisory Tools

THANK YOU!

757.258.0008

Dale@KnowNoBounds.Net

www.KnowNoBounds.net

www.BoundlessPublishing.com

www.PerformanceInsights.com



Important Information

All course work and educational materials are written by Sarah Dale, Know No Bounds, LLC 
and Krista Sheets, Paragon Resources, Inc.  

© 2021 Know No Bounds, LLC and Paragon Resources, Inc. All Rights Reserved.

Permission is granted to the individual purchasing this program  to utilize KNB & PR materials 
and information for the limited purpose of your individual practice. By purchasing this 
program, the purchaser agrees that except as expressly provided above, no part of this 
program may be copied, displayed, reproduced, published, retransmitted or distributed in 
any form or by any means, or stored in a database or retrieval system, without the prior 
written permission of Know No Bounds, LLC. Without limiting the foregoing, under no 
circumstances is it permitted to sell, distribute or reproduce our materials for others' 
consumption. Requests for permission should be sent to: Sarah Dale, Know No Bounds, 
LLC, 5524 Gentry Lane, Williamsburg, VA 23188

Please ensure you send all public correspondence through your appropriate compliance 
channels.

For Broker/Dealer Use Only


