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Success Factor Snapshot

Trusted Advisor
1. By the end of 12 months, a referral made by the TA has joined Vistage as a member. To accomplish this Vistage member join objective, the TA probably has to make 4-5 qualified referrals over the year. This continual effort of making referrals is important so that an entire year does not pass before determining success on the TA’s referral ability. A number of the Chairs have indicated a target of 4-5 “strong” referrals over the year or at least 1 per quarter would be appropriate with the goal of 1-2 “joins” for a 12 month period.

2. The TA should have demonstrated exceptional personal service to a wide variety of CEOs in entrepreneurial and middle-market companies encompassing at least 10-15 companies. Exceptional personal service is defined as validated exceptional service through in-depth references of at least 4-5 CEOs.

3. The TA should have a demonstrated track record of creating, implementing, and evangelizing best practices within their specialty business. Leadership in best practices would be ideal and is defined and demonstrated by speaking before groups of CEOs and key executives, numerous companies adopting the TA’s process/methodology, published articles in industry magazines, newsletters, and websites.

4. The TA should have a strong network of CEOs defined as 20-25 CEOs of companies with sales $2 million and larger. This network should be composed of CEOs whom the TA has either provided service to or where the CEO is intimately aware of the TA’s capability.


5. The TA should be considered a trusted advisor by at least 25% (or a minimum of 4) CEOs to whom they have provided exceptional service. A trusted advisor is defined as a TA who is called upon regularly by a CEO for advice even if there is not an actual current service the TA is providing to the CEO. In addition, the CEO seeks referrals and recommendations in areas outside of the TA’s expertise. The advice, referrals, and recommendations by the TA can be validated through the reference checking process.

6. The TA has a consistent track record of making referrals to their CEO clients. This track record is defined as 3-4 referrals over a one year period to CEOs who retain the services of those referrals.

7. A significant portion of a TA’s business development efforts and actual business is the result of being referred by other trusted advisors to CEOs. Significant portion of business could be defined as 25% of all business generated through other trusted CEO advisors.

8. The TA should have a demonstrated track record of self-improvement and a strong passion around learning, personal growth, and insightfulness about their own shortcomings. The TA should be able to clearly identify how their personal capability to deliver exceptional service and value has changed over the last 3-6 years. This objective focuses on whether the TA will find the “mini-TEC” experience of working issues and self-improvement to be of high value.

9. The TA should be an active participant in issue discussions if they are a member of a formal Vistage structured TA Group. A strong track record of belonging to groups which work issues together would be a strong indication of their ability to be an active participant in the issue discussions. These groups might include networking groups or industry associations. Belonging to other groups and demonstrating a high level of active participation could be a good indication of how the potential TA will adapt to a TA group.
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