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Distribution Capability Diagnostic 
An overview for distribution leaders  
 

WHAT IT IS 
The Taylor Healey Distribution Capability Diagnostic is a structured maturity assessment built specifically for 
financial services distribution teams. It measures capability across five domains: Distribution Strategy, Sales 
Process Maturity, Consultative Capability, Sales Leadership and Coaching, and Technology and 
Enablement. 
It is not a survey. Each domain is assessed using behavioural descriptors at five maturity levels. Respondents 
select the descriptor that most accurately reflects their organisation's current state - not the aspirational state, 
not the best day. The current reality.  

 

The diagnostic is most valuable when it reflects reality. Every respondent completes it 
independently. Individual responses are confidential. Only aggregated results are shared. 

HOW IT WORKS 
Who completes it.  Every member of the distribution team; BDMs, sales leaders, and senior management. 
Respondents self-select their role at the start, which enables the leadership versus team variance analysis. 
How long it takes.  Approximately 25 minutes per person. The diagnostic is accessed via a secure URL and 
unique access code. It can be completed on any device. 
What it produces.  An aggregated capability profile across all five domains, a question-level heat map, and - 
most importantly - a leadership versus BDM variance analysis showing where leaders and their teams see the 
organisation differently. 
What domains are assessed.  All five domains are included by default. Taylor Healey can configure a subset 
of domains where the engagement calls for a more targeted assessment. Organisations running both institutional 
and retail/wholesale channels can separate respondents by channel to produce a channel-level variance analysis 
alongside the leadership versus team view." 

INCLUDED IN THE FEE 

✓ Configuration of the diagnostic for your organisation; access codes, domain selection, respondent 
setup. 

✓ Full deployment to your distribution team with completion tracking. 

✓ Aggregated results report including capability profile, question heat map, and leadership versus team 
variance analysis. 

✓ A 90-minute leadership debrief session facilitated by Taylor Healey in person, wherever possible. 

✓ A prioritised set of capability development recommendations based on the diagnostic findings. 
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THE LEADERSHIP DEBRIEF 

What happens after the diagnostic. 
The diagnostic produces data. The debrief is where that data becomes commercially useful. It is a structured 90-
minute session with the distribution leadership team, facilitated by Taylor Healey and grounded entirely in the 
diagnostic findings. 
Taylor Healey travels to deliver the debrief in person wherever possible. The quality of the conversation that 
follows the data is most powerful when the leadership team is in the room together. 

What the debrief covers 
The capability profile. A domain-by-domain walkthrough of where the organisation sits on the maturity scale. 
What the scores mean, where the strongest capability is, and where the most significant gaps are relative to the 
organisation's commercial ambitions. 
The leadership versus team variance. There will often be a meaningful gap between how leaders perceive the 
organisation's capability and how BDMs experience it. The debrief examines that gap domain by domain and the 
gap is often more instructive than the scores themselves. 
The question-level heat map. Individual questions that score significantly below the domain average identify 
specific, precise development priorities. These are the highest-leverage opportunities for capability improvement. 
The development agenda. The debrief concludes with a prioritised view of where to focus development 
investment - which domains, which specific capability gaps, and in what sequence. This is the basis for any 
subsequent engagement with Taylor Healey. 
 

The debrief is not a presentation of results. It is a facilitated leadership conversation. The 
most valuable output is not the slide deck - it is the shared understanding the leadership 
team leaves with. 

Who should be in the room 
The debrief is most effective when the full distribution leadership team is present - the Head of 
Distribution or GM Sales, State Managers or regional leaders, and where appropriate the CEO/MD. 
The conversation that emerges from the data requires the people with both the authority and the 
context to act upon it. 
Taylor Healey recommends against limiting the debrief to a single leader. The leadership versus team 
variance finding is most powerful when the leadership team experiences it together. 
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WHAT COMES NEXT 

Typical engagement scope by domain. 
The diagnostic and debrief are the starting point. For most distribution teams, the findings point to development 
priorities across multiple domains. What follows is not a standard programme. Every engagement is designed 
from the findings, around the organisation's specific context, channels, team structure, and commercial priorities. 
The following describes the kind of work Taylor Healey typically delivers within each domain. It is indicative, not 
prescriptive. 

Domain 1 
Distribution Strategy 

Facilitating the development or refinement of a distribution strategy that is 
specific, commercially grounded, and consistently understood across the team. 
Translating strategy into individual activity frameworks, territory and segment 
prioritisation tools, and value proposition development by channel and client 
type. 

 

Domain 2 
Sales Process Maturity 

Designing and embedding a structured sales process built specifically for the 
organisation's channels and client types. Developing pipeline management 
discipline using activity-driven probability frameworks, key client planning tools, 
and meeting preparation and follow-up standards that become embedded in the 
team's daily operating rhythm. 

 

Domain 3 
Consultative Capability 

Building the consultative selling skills that shift BDM conversations from product-
led to client-centred. Practical skill development in discovery and questioning, 
value articulation specific to client context, objection handling, and the ability to 
engage in commercially substantive conversations about the client's business 
rather than just the product range. 

 

Domain 4 
Sales Leadership & 

Coaching 

Developing sales leaders' capability to coach rather than manage - using 
structured coaching frameworks, joint field observation disciplines, pipeline 
review methodologies that distinguish coaching from reporting, and individual 
capability gap identification. Building a performance management approach that 
is diagnostic before it is prescriptive. 

 

Domain 5 
Technology & 
Enablement 

Working with the organisation's existing CRM and technology infrastructure to 
ensure it supports rather than obstructs the distribution team's commercial 
activity. Embedding the sales process into CRM design, improving data quality 
disciplines, and identifying where AI-enabled tools can improve coaching quality, 
meeting preparation, and pipeline management. 

 

Every Taylor Healey engagement is built from the diagnostic findings  
The diagnostic tells us where to focus. The engagement delivers the capability improvement. 
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