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Associate – 0-1 Years Experience

OVERALL AIM: To contribute to the successful delivery of delegated tasks working within teams and independently demonstrating initiative and leadership potential

	Key Accountabilities
	Typical Activities
	Measurement (A)
	Training / Skills  (B)

	· Understand business impact of chargeable / non-chargeable work and seek to maximise chargeable work

· Proactively seek work

· Perform tasks as delegated and within allocated timeframe

· Responsible application of risk management principles

· Escalate issues on a timely basis if unable to deliver task

· Participate fully in the PMP, collating AFR’s in a timely and comprehensive manner 

· Responsible for own counselling process

· Participate and support team events and socials for team building, such as Grapevines, Counselling tree meetings, Firebreak Days, team meetings, etc.

· Understand and demonstrate leadership competencies as appropriate


	· Gain understanding of client business / issues
· Research into industry, technical and client issues

· Provide support to Consultants and Managers in client meetings and contribute or lead where directed

· Gain understanding of TSRS templates and methodology
· Be responsive to assignment related queries from clients

· Draft well written / structured papers for review

· Deliver complete working papers which adhere to EY document standards and match the requirements of the Assignment Leader

· Network and develop positive relationships with client staff and client service team

· Complete all work within agreed budget and deadlines
· Keep Assignment Leader abreast of progress
· Awareness and timely communication of sales opportunities to Assignment Leader / Senior Assignment Colleagues 

· Provide upward feedback where appropriate

· Comply with internal management procedures

· Responsible application of risk management principles
· Contribute to internal EY / TSRS initiatives

· Participate in Education and Development Sessions (EDS) / Development Team sessions

· Participate in Coaching Network / Forum
	· Demonstrates adherence to “TSRS Expected Behaviours” for given level
· Relevant chargeable hours of experience in first year, as recorded on Monthly Individual Summary of Utilisation and Sales (MISUS). Please refer to the Sales & Delivery Targets document on the Power Pack for further information

· Identify and escalate at least two sales opportunities

· Completion of all work within agreed budget and deadlines

· Clear, concise, well structured and grammatically correct documents and work papers 

· Identify after each assignment one area of strength and at least one area of development. Discuss these areas with your Counsellor and Assignment Leader

· Complete an Assignment Report for all assignments of 35 hours plus. Complete a minimum of four per year. For appropriate work less than 35 hours completed, gain written feedback / Be Best You Can Be

· Positive feedback from clients, TSRS Managers, Consultants and peers
· High quality and technically accurate deliverables and contribution based on Assignment Leader’s assessment

· Assist on a minimum of two internal TSRS non-chargeable initiatives in a 12 month period

· Contribute at least two quality Knowledge submissions in a 12 month period. Quality of Knowledge generated as assessed by Knowledge Champion 
· Submit all timesheets on time
	· Core Skills I

A programme for new graduates to introduce them to Ernst &Young, to TSRS and to the work they will do. The course is designed to cover the graduates’ first three weeks. The first and third weeks of this course are residential. The first 3 days of week 2 are spent in London for focused CBK and IT Training and includes a visit to the ASC and an Introduction to IT Networking. The end of the week is spent in their home office undertaking tasks to aid familiarity with their new working environment

· Audit Refresher

A two-day programme for Associates a few months after joining the firm. These two days reinforce the learning from Core Skills I covering the stages of a typical TSRS audit support assignment

· AS400 Self Study Route Map

· External and internal technical training driven by client assignments

· Web Based Learning modules as appropriate

· National Personal Excellence training as appropriate, eg, Business Writing

· For more details please see the learning maps by level on EYLeADS
· Ability to access and use key EY external and internal knowledge sources

· TSRS Solutions and Toolkits on UK TSRS PowerPack

· Specific A&P training (for dedicated A&P team members) 
· Mandatory SOX training

· Money Laundering

· SEC

· 1 day risk Assessment Review workshop

· Continuing Professional Education as specified by relevant associations


	· Become a proficient Knowledge Worker
· Respect client confidentiality and obey copyright laws
	
	· Take ownership of one area (eg, CoBIT, MiFID) relating to a solution (eg, Governance) by monitoring recent happenings and submitting content to CoI (Community of Interest) Lead
· Become a Knowledge Worker to assist CoI Lead and Second in Command (including Health Checks of solutions at least twice a year)
· Be part of a quality Knowledge contribution that is recognised as the best currently available information
	· FS Regulatory Update for those associates who perform 200 hours + of assurance work on FS clients


Associate – 1 -2 Years Experience
OVERALL AIM: To contribute to the successful delivery of TSRS assignments working within teams and independently demonstrating initiative and leadership potential

	Key Accountabilities
	Typical Activities
	Measurement (A)
	Training / Skills (B)

	· Able to conduct full range of assignment activities eg, plan, control, record and complete tasks

· Demonstrate business and technical awareness of client assignments and understand the “big picture”

· Take ownership of tasks allocated and proactively seek assistance from available Knowledge sources when necessary

· Responsible application of risk management principles
· Proactively seek work 

· Escalate issues on a timely basis if unable to deliver task

· Share experience with Associates and offer assistance as appropriate

· Participate fully in the PMP, collating AFR’s in a timely and comprehensive manner

· Participate and support team events and socials to support team building, such as Grapevines, Counselling tree meetings, Firebreak Days, team meetings, etc.

· Understand and demonstrate leadership competencies as appropriate


	· Initial analysis of issues and research for proposal development / client solutions

· Develop assignment specific work plans

· Plan and complete work within agreed budget and deadlines

· Demonstrate understanding and knowledge of all aspects of an TSRS assignment

· Network and develop positive relationships with client staff and client service team, and manage expectations

· Develop client industry awareness

· Be alert to sales opportunities and escalate as appropriate

· Draft well written / structured papers for review

· Contribute at client meetings and assist in development of client solutions

· Be responsive to assignment related queries / new business development activities for clients worked on

· Liaise with counterparts in other EY departments

· Provide feedback where appropriate and participate in assessment process

· Proactively seek assignments

· Involvement in Graduate Recruitment (if requested) 

· Develop and coach new Associates and in addition take on the Buddying role
· Participate in Education and Development Sessions (EDS) / Development Team sessions

· Participate in Coaching Network / Forum

· Contribute in Regional Area Meetings
	· Demonstrates adherence to “TSRS Expected Behaviours” for given level

· Relevant chargeable hours of experience per year, as recorded on the Monthly Individual Summary of Utilisation and Sales (MISUS). Please refer to the Sales & Delivery Targets document on the Power Pack for further information

· Identify and escalate at least three sales opportunities

· Positive feedback from the client, Managers and Consultants

· Clear, concise, well structured and grammatically correct documents and work papers 

· Identify after each assignment one area of strength and at least one area of development. Discuss these areas with your counsellor and assignment leader

· Complete an Assignment Report for all assignments of 35 hours plus. Complete a minimum of four per year. For work less than 35 hours completed, gain e-mail feedback / Be Best You Can Be
· High quality and technically accurate deliverables and contribution based on Assignment Leader’s assessment

· Develop profile to ensure exposure to a wide range (8-10) of Consultants / Managers

· Assist on at least two internal TSRS initiatives in a 12 month period

· Contribute at least two quality Knowledge submissions in a 12 month period. Quality of Knowledge generated as assessed by Knowledge Champion
· Submit all timesheets on time
	· Core Skills II 

An intensive five day course for Associates at the end of their first year or early in their second, to build knowledge of TSRS Solutions and personal skills, and to practise both in the context of client relationships

· TSRS Solution and Toolkits on TSRS Powerpack

· External and internal technical training driven by client assignments

· Web Based Learning modules as appropriate

· National Personal Excellence training as appropriate

· For more details please see learning maps by level on EYLeADS
· High degree of proficiency in use of EY internal and external knowledge sources


	· Become a proficient Knowledge Worker
· Respect client confidentiality and obey copyright laws 

· Support PAT accounts by creating / updating snapshots
	
	· Take ownership of one area (eg, CoBIT, MiFID) relating to a solution (eg, Governance) by monitoring recent happenings and submitting content to CoI (Community of Interest) lead
· Become a Knowledge Worker to assist CoI Lead and Second in Command (including Health Checks of solutions at least twice a year)

· Be part of a quality Knowledge contribution that is recognised as the best currently available information
	· FS Regulatory Update for those associates who perform 200 hours + of assurance work on FS clients


Associate –2 - 3 Years Experience
OVERALL AIM: To co-ordinate and contribute to the successful delivery of TSRS assignments.

	Key Accountabilities
	Typical Activities
	Measurement (A)
	Training / Skills (B)

	· Demonstrate wide knowledge of aspects of TSRS assignments, with quality deliverables

· Manage own direction and exposure to a wide range of managers and service lines 

· Responsible application of risk management principles

· Participate in initiatives, eg, product developments, champions

· Review and supervise work of Associates - 1 & 2 Years experience, ensuring quality and timely delivery

· Consider specialisation by Industry  / Solution; or have developed clear initial skill in a specialised technical area such as ABAS or A&P

· Participate fully in the PMP, collating AFR’s in a timely and comprehensive manner

· Participate and support team events and socials to support team building, such as Grapevines, Counselling tree meetings, Firebreak Days, team meetings, etc.

· Understand and demonstrate leadership competencies as appropriate


	· Provide input to engagement letters

· Supervise and / or Deliver assignments within agreed budgets and deadlines

· Be responsible and keep Assignment Leaders informed of progress and estimate to complete

· Juggle priorities on concurrent assignments

· Be alert to sales opportunities and escalate as appropriate

· Draft well written / structured papers for review

· Responsible application of risk management principles

· Conduct research on more complex issues and propose commercial or technical solutions

· Lead smaller assignments and play role of Assignment Leader to coach, support and delegate to A1 or A2
· Lead client meetings where appropriate

· Utilise Knowledge sources to support client assignments

· Supervise and review work of more junior Associates

· Contribute to Assignment Reports for Associates - 1 & 2 Years experience

· Network and develop internal and client contacts as appropriate

· Involvement in Graduate Recruitment if requested

· Provide upward feedback where appropriate

· Support PATs as directed

· Contribute to Accelerated Learning Programmes (ALP) or Education and Development Sessions (EDS) / Development Team Session
	· Demonstrates adherence to “TSRS Expected Behaviours” for given level

· Relevant chargeable hours of experience per year, as recorded on the Monthly Individual Summary of Utilisation and Sales (MISUS). Please refer to the Sales & Delivery Targets document on the Power Pack for further information

· Identify and help develop at least five quality sales opportunities 

· Clear, concise, well structured and grammatically correct documents and work papers

· Completion of all work within agreed budget and deadlines (including agreed budget variances)

· Produce at least two engagement letters / proposals for Partner / Senior Manager review

· Complete an Assignment Report for all assignments of 35 hours plus. Complete a minimum of four per year. For work less than 35 hours completed, gain e-mail feedback / Be Best You Can Be
· High quality and technically accurate deliverables and contribution based on Assignment Leader’s assessment

· Positive feedback from client, TSRS and channel managers (eg, FSO)

· Co-ordinate projects with one or more junior members

· Demonstrable development of six contacts with one or more TSRS channels
· Contribute at least four quality Knowledge submissions in a 12-month period. Quality of Knowledge generated as assessed by Knowledge Manager
· Evidence of ability to search industry knowledge sources, extract relevant material and present in business relevant format (hot topics, talking points etc)

· Assist on at least two internal TSRS initiatives in a 12 month period

· Submit all timesheets on time
	· Core Skills III

A five-day intensive course aimed at Associates at the end of their second year or early in their third, to increase awareness of TSRS as a business with input on Solutions, sales and finance, and to build understanding of business processes. There is a sales-based case study that runs through the week with role-plays to practise related skills in a safe environment

· External and internal technical training driven by client assignments 

· Web Based Learning modules as appropriate

· CISA examination 

· UK TSRS recognised qualifications such as CISP, CISM, MCSE, Prince2, GSEC etc

· National Personal Excellence training as appropriate

· For more details please see learning maps by level on EYLeADS


	· Become a proficient Knowledge Worker
· Respect client confidentiality and obey copyright laws
	· Lead small assignments and play role of Assignment Leader to coach, support and delegate to A1 or A2s
	· Take ownership of one area (eg, CoBIT, MiFID) relating to a solution (eg, Governance) by monitoring recent happenings and submitting content to CoI (Community of Interest) Lead
· Ownership of a Watching Brief; ensure to update CoI Lead and Power Pack on developments in assigned area
· Have a quality Knowledge contribution that is recognised as the best currently available information
	· FS Regulatory Update for those associates who perform 200 hours + of assurance work on FS clients


Level 2 - Consultant
OVERALL AIM: To contribute to the successful delivery of TSRS assignments, the management of client relationships and the successful conversion of leads to sales.

	Key Accountabilities
	Typical Activities
	Measurement (A)
	Training / Skills (B)

	· Manage simultaneously and complete wide range of assignments, ie, portfolio management 

· Plan, control and deliver assignments for review by Managers / Senior Managers 

· Responsible for budgets, billing where appropriate, estimates to complete and timely escalation of issues to Manager

· Responsible application of risk management principles 

· Demonstrate technical expertise and leadership in specialist area

· Responsible for the Estimated Realisation Percentage (ERP) being accurate on codes for which they are the billing manager

· Draft technically complex work for review by Managers / Senior Managers

· Take account leadership role, as directed by PAT account leaders 

· Contribute to winning new work 

· Proactively pursue work across a range of assignments to develop profile and skills

· Enhance client relationship by demonstrating added value

· Review and take responsibility for successful delivery of assignment fieldwork 

· Participate fully in the PMP, collating AFR’s in a timely and comprehensive manner 

· Understand and demonstrate leadership competencies as appropriate

· Monitor and develop Associates - provide a positive role model

· Participate and support team events and socials to support team building, such as Grapevines, Counselling tree meetings, Firebreak Days, team meetings, etc.

· Where appropriate, undertake R&D time in accordance with BSC to develop technical skills / ensure currency
	· Write complex proposals with minimal direction; or if appropriate, contribute technical specialist content

· Proactively prepare and manage budgets, including initial draft of fee note and covering letter 

· Lead proposal delivery process to client

· Plan assignments and resourcing within budget

· Agree objectives with team members at planning stage

· Manage larger assignment teams. Accountable for quality and risk issues

· Prepare and take responsibility for own billing 

· Monitor work in progress and escalate potential problems

· Identify, evaluate and discuss with the client opportunities for selling work during assignments

· Ensure TSRS Managers are presented with high quality, and effectively risk managed, client deliverables for review

· Effective delegation to team members

· Manage the client relationship and expectations for more complex clients, or if appropriate, for client technical contacts

· Primary onsite client liaison and manage client expectations

· Manage closing meetings with less complex clients

· Support cash collection process

· Sell technical services to wider TSRS and other channels

· Provide timely, constructive feedback to team members

· Provide feedback where appropriate

· Coaching others to develop their skills

· Initiate and facilitate assignment debriefs

· Be responsive to assignment related queries / new business development activities for clients worked on

· Contribute to Accelerated Learning Programmes (ALP) or Education and Development Sessions (EDS) / Development Team sessions
	· Demonstrates adherence to “TSRS Expected Behaviours” for given level

· Relevant chargeable hours of experience per year, as recorded on the Monthly Individual Summary of Utilisation and Sales (MISUS). Please refer to the Sales & Delivery Targets’ document on the Power Pack for further information

· Complete an Assignment Report for all assignments of 35 hours plus.  Complete a minimum of four per year. For work less than 35 hours completed, gain e-mail feedback / Be Best You Can Be 

· Completion of all assignment reports within one week of job completion

· All assignment reports completed for each team member within two weeks of submission
· High quality and technically accurate deliverables and contribution based on Assignment Leader’s assessment

· Deliver assignment profitability within budget

· Clear, concise, well structured and grammatically correct documents and work papers

· Deliverables for review, submitted no more than twice. 
· Manage at least three concurrent assignments on a ongoing basis

· Manage at least three projects involving teams in excess of two people

· Manage at least one large assignment involving work spanning two to three months

· Positive feedback from client, the TSRS team and channels (eg, FSO)

· Involvement in at least three non-chargeable activities in a 12 month period

· Submit at least one quality Knowledge submission per assignment
· All assignments delivered on budget

· Submit all timesheets on time

	· Core Skills IV

A five-day intensive programme for Consultants focusing on many management skills such as team leadership, assignment and project management. It offers an opportunity to gain feedback about your impact in teams and includes participants’ presentations on TSRS Solutions, practise giving feedback and writing assignment reports

· External and internal technical training driven by client assignments 

· Web Based Learning modules as appropriate

· CISA examination 

· UK TSRS recognised qualifications such as CISSP, CISM, MCSE, Prince2, GSEC etc

· National Personal Excellence training as appropriate

· For more details please see learning maps by level on EYLeADS 
· Maintain proficiency in re access / use of EY internal and external knowledge

· Conduct Research and Development as agreed in advance with Solutions Partner

· Obtain / retain CHECK qualifications if appropriate

· Commercial Management for Experienced Staff


	· Proactive submitter 

· Increase research skills

· Respect client confidentiality and obey copyright laws 

	· Report back client intelligence
	· Expand ownership of area based on specialisation. Look to take on ownership of another area

· Supporting Community of Interest (CoI) leads in their responsibilities, and with aspirations on becoming a CoI Lead in the future
· Take on the responsibility of a Watching Brief
· Have a quality Knowledge contribution that is recognised as the best currently available information
	· FS Regulatory Update for those consultants who perform 200 hours + of assurance work on FS clients


Level 3 - Manager

OVERALL AIM: To contribute to the successful conversion of leads to sales and to the successful management and delivery of services to clients.

	Key Accountabilities
	Typical Activities
	Measurement (A)
	Training / Skills (B)

	· Manage a portfolio of clients

· Manage a portfolio of assignments 

· Responsible application of risk management principles

· Manage assignment team including deep technical resources (eg, Senior and Lead Consultants) and Partners 

· Monitor staff availability and chargeability and support development of less utilised staff

· Manage risk commercially

· Address very complex technical points with senior client mix, and take ownership of the resulting solutions 
· Manage key client relationships and expectations - Responsible for PATs as directed

· Responsible for the Estimated Realisation Percentage (ERP) being accurate on codes for which they are the billing manager

· Win work by proactively managing existing clients

· Identify, develop and pursue client and market opportunities

· As part of Management Team, manage sales and utilisation target for team

· Participate fully in the PMP, collating / providing relevant feedback in a timely and comprehensive manner

· Participate and support team events and socials to support team building, such as Grapevines, Counselling tree meetings, Firebreak Days, team meetings, etc.

· Contribution to thought leadership as appropriate

· Understand and demonstrate leadership competencies as appropriate
	· Manage development and delivery of technical proposals, producing a high quality written product

· Develop assignment plans that will ensure profitable delivery of proposal sold
· Resource and manage effective delivery of assignments

· Provide quality assurance and monitor risks

· Monitor work in progress, billing and cash collection

· Discuss and agree discounts (if required) with Client Partner at the outset

· Support cash collection process

· Actively target and evaluate opportunities for selling work

· Substitute for Senior Manager / Partner at client meetings,– as directed

· Liaise with service line teams, functional specialists and Area Partners

· Involvement in recruitment activities, if required

· Involvement in counselling process 

· Participate in other sales initiatives 

· Effective liaison and collaboration with Nucleus Managers and staff

· Provide upward feedback where appropriate and downward feedback if necessary
· Participate in annual Audit and TSRS quality reviews within UK and UK area
	· Demonstrates adherence to “TSRS Expected Behaviours” for given level

· Deliver a balance of chargeable hours as outlined in the ‘Sales & Delivery Targets’ document on Power Pack

· Utilisation and sales to be recorded on the Monthly Individual Summary of Utilisation and Sales (MISUS)

· Complete an Assignment Report for all assignments of 35 hours plus. Complete a minimum of four Assignment Reports per year. For work less than 35 hours completed, gain e-mail feedback / Be Best You Can Be 

· Identify after each assignment one area of strength and at least one area of development. Discuss these areas with your counsellor and assignment leader

· Completion of all assignment reports for team members within two weeks of submission

· Identify and participate in four proposals in a 12 month period

· Control of work in progress / cash collection

· Client’s perception of TSRS’ ability to add value based on client survey – achieving at least a 4 rating

· Monitor that counselees deliver chargeable hours, as appropriate

· Involvement in counselling / PMP
· 180 degree feedback discussion with Counsellor

· Deliver at least five days training per annum for TSRS or wider Firm (if requested)

· Concise, well structured business focused deliverables

· Minimum of two high quality engagement related knowledge submissions per annum
· Evidence of proactive high quality contribution to TSRS knowledge infrastructure (eg, a knowledge map)
	· External and internal technical training driven by client assignments

· Web Based Learning modules as appropriate

· Commercial Management for Experienced Staff

· National Personal Excellence training as appropriate

· For more details please see learning maps by level on EY Learning Connection
· Maintain proficiency in access / use of EY internal and external knowledge

· Conduct Research and Development as agreed in advance with Solutions Partner

· Secondments


	· Ensure that information about the resulting solution is communicated throughout the CoI and reflected on the PowerPack and updated at regular intervals
· Maintain a quality assurance role for submissions within their Community of Interest
· Ownership of a Watching Brief
· Respect client confidentiality and obey copyright laws 
	· Structure Watching Brief and KW (Knowledge Worker) role to update the solution for which they have taken the CoI Lead
· Identify knowledge that will enhance client satisfaction 
	· Expand ownership of specialist knowledge area by becoming the Community of Interest (CoI) Lead
· Have a quality Knowledge contribution that is recognised as the best currently available information
	· FS Regulatory Update for those managers who perform 200 hours + of assurance work on FS clients


Level 3 - Senior Consultant (same level as manager but primarily taken a more technical route)
OVERALL AIM: To contribute to the successful delivery of technical solutions to clients and support the conversion of leads to sales.

	Key Accountabilities
	Typical Activities
	Measurement (A)
	Training / Skills (B)

	· Deliver in depth technical content for a portfolio of assignments 

· Contribution to thought leadership as appropriate

· Address and be able to engage on complex technical points with appropriate client level

· Maintain key client relationships and expectations

· Work with relationship manager to win work from existing clients and targets by demonstrating technical expertise

· Contribute written technical content to proposals

· Responsible for the Estimated Realisation Percentage (ERP) being accurate on codes for which they are the billing manager 

· Identify sales leads from network / contacts

· Identify market opportunities, both in areas of specific technical knowledge and wider TSRS solution sets, and support associated pursuits

· Develop and maintain network of external specialist contacts

· Develop and enhance technical knowledge and training content within TSRS
· Maintain currency of technical expertise and reputation

· Responsible and commercial application of risk management principles 

· Provide ‘managerial’ support, as needed, to others leading a client assignment 

· Participate fully in the PMP, collating / providing relevant feedback in a timely and comprehensive manner

· Participate and support team events and socials to support team building, such as Grapevines, Counselling tree meetings, Firebreak Days, team meetings, etc.

· Undertake R&D to develop skills / ensure currency as agreed in BSC to support TSRS business strategy

· Understand and demonstrate leadership competencies as appropriate
	· Develop and deliver well written, business focused, technical proposals and deliverables where appropriate

· Resource and support effective technical delivery of assignments

· Monitor work in progress and deliver assignments within budget, escalating issues to client assignment manager as appropriate

· Assess and articulate commercial impact of technically complex findings / observations

· Act as a technical role model, providing SMS input and coaching others across the team

· Ensure effective and relevant use of solution specific methodologies and templates / checklists

· Develop and maintain strong, mutually valued relationships with clients’ technical contacts

· Timely, on-going communication with assignment manager

· Actively target and evaluate opportunities for selling work, both in areas of specific technical knowledge and wider TSRS solution sets, and assist in pursuits

· Drive innovation for new services and solutions, (including involvement in development of value propositions)

· Discuss and agree discounts on assignments

· Support cash collection process

· Provide quality assurance and monitor risks

· Continuously enhance own skills, knowledge and capabilities

· Deliver lectures / presentations and write articles, internally and externally

· Actively seek and support L&D activity

· Provide expertise and support to recruitment activities, if required

· Seek and identify opportunities to share specialist technical knowledge across TSRS eg, ALPs, team meetings

· Provide feedback where appropriate
	· Demonstrates adherence to “TSRS Expected Behaviours” for given level

· Deliver a balance of chargeable hours as outlined in the ‘Sales & Delivery Targets’ document on Power Pack

· Utilisation and sales to be recorded on the Monthly Individual Summary of Utilisation and Sales (MISUS)
· Identify and support ‘sign up’ of at least four proposals in a 12 month period

· Completion of all assignment reports for team members within two weeks of submission 

· Assignment profitability 

· Control of work in progress and timely escalation of budget and / or delivery issues 

· Present to the wider group three times per annum on your technical speciality - ALPs

· Feedback from Assignment Leader / Counsellor 

· Complete an Assignment Report for all assignments of 35 hours plus within three weeks of assignment closure. Complete a minimum of four per year. For work less than 35 hours completed, gain e-mail feedback / Be Best You Can Be
· Client’s perception of TSRS’ ability to add value based on client survey and other appropriate feedback 

· Minimum of three high quality engagement related knowledge submissions per annum 
· Involvement in PMP, as required

· Delivery of at least five days training per annum for TSRS or wider Firm (if requested)

· Concise, well structured business focused deliverables

· 180o feedback discussion with Counsellor
	· External and internal technical training driven by technical specialisation and / or client assignments 

· Web Based Learning modules as appropriate

· Commercial Management for Experienced Staff

· National Personal Excellence training as appropriate 

· For more details please see learning maps by level on EYLeADS
· Conduct Research and Development as agreed in advance with Solutions Partner

· Sandbox activity

· Proactively maintain world class technical skills or pursue appropriate development

· Secondments


	· Achieve Second in Command
· Respect client confidentiality and obey copyright laws
	· Understand how to commission research
· Save time with news feeds – increase personal effectiveness

· Good understanding of what information is available
	· To share specialist technical knowledge, become the Community of Interest (CoI) Lead for specialised area
· Have quality engagement Knowledge contributions that are recognised as the best currently available information
	


Level 4 - Senior Manager

OVERALL AIM: To contribute to the success of TSRS by being an effective TSRS role model who demonstrates high quality leadership, positive attitude and initiative and commercial management within the workplace and with clients. The individual will drive multi-discipline proposals, sales and / or projects and take responsibility for the development of others and themselves in the relevant skills for this level.

	Key Accountabilities
	Typical Activities
	Measurement (A)
	Training / Skills (B)

	· Assist with the development and / or implementation of TSRS’s strategic direction

· Contribute to and lead the continued enhancement of services and methodologies to support the TSRS solution sets

· Manage a portfolio of clients

· Manage a portfolio of assignments

· Manage assignment team including deep technical resources (eg, Senior / Lead Consultants) and Partners

· Monitor staff availability and chargeability and support development of less utilised staff

· Manage or provide significant support to PAT accounts, both in sales and delivery

· Identify, develop and pursue client and market opportunities

· Manage sales and utilisation target for team

· Win work by proactively managing existing clients

· Manage risk commercially 

· Responsible for the Estimated Realisation Percentage (ERP) being accurate on codes for which they are the billing manager

· Deal with very complex technical points with senior client mix

· Manage key client relationships and expectations

· Undertake a coaching role to assist individuals develop skills that will result in the implementation of a succession plan

· Participate fully in the PMP, collating / providing relevant feedback in a timely and comprehensive manner

· Participate and support team events and socials to support team building, such as Grapevines, Counselling tree meetings, Firebreak Days, team meetings, etc.

· Support technical R&D time to develop skills / ensure currency

· Contribution to thought leadership as appropriate

· Responsible application of risk management principles

· Understand and demonstrate leadership competencies as appropriate


	· Manage development and delivery of technical proposals, producing an excellent quality of written outputs

· Identify and close an agreed level of sales revenue

· Develop assignment plans that will ensure profitable delivery of proposal sold

· Resource and manage successful delivery of engagements

· Develop and deliver service and value charters

· High visibility with clients including involvement in key accounts, closing meetings, TSRS input in Board Reports

· Provide quality assurance and monitor risks

· Monitor work in progress, billing and cash collection

· Support cash collection process

· Discuss and agree assignment margin with Client Partner at the outset

· Liaise with service line teams, functional specialists and Area Partners

· Actively target and evaluate opportunities for selling work

· Make recommendations and where appropriate implement actions that are identified in the Business Plan 

· Identify key business implications by the analysis of trends and patterns from complex data

· Involvement in recruitment activities, if required

· Involvement in counselling process

· Identify individuals with potential and take an active role in their development

· Act as a role model and a coach to less senior individuals more junior staff
· Lead and / or actively participate in sales initiatives (eg, war rooms / PAT account meetings)

· Effective liaison and collaboration with Nucleus

· Continuously upgrade own skills, knowledge and capabilities

· Keep in touch with technical developments in the marketplace, - drive innovation for new services and solutions, including involvement in development of value propositions

· Provide feedback where appropriate

· Participate in annual Audit and TSRS quality reviews within UK and UK area
	· Demonstrates adherence to “TSRS Expected Behaviours” for given level

· Deliver a balance of chargeable hours as outlined in the ‘Sales & Delivery Targets’ document on Power Pack

Utilisation and sales to be recorded on the Monthly Individual Summary of Utilisation and Sales (MISUS)

· Completion of all assignment reports for team members including providing verbal feedback on a regular basis throughout the assignment

· Assignment profitability

· All billing and cash targets met or exceeded

· Identify and support ‘sign up’ of at least four proposals in each 12 month period, in excess of £250,000 each or equivalent

· Client’s perception of TSRS’ ability to add value based on client survey

· Involvement in counselling / PMP, as required

· Retention of counsellees / team members under direction

· Monitor that counsellees deliver value and chargeable hours, as appropriate

· Deliver at least five days training per annum for TSRS or National (if requested)

· Demonstrated non-chargeable contribution to the development of the TSRS team (eg, presentation, input into training material)

· Concise, well structured, well written, business focused deliverables

· 180o feedback discussion with Counsellor

· Proactively seek feedback on self from direct reports, peers and partners

· Feedback received from counsellees in respect of providing timely, constructive feedback and assisting with setting SMART objectives

· Identify and discuss with Area Partners the implications of legislation / business changes

· Minimum of two knowledge submissions per annum
· Proactive high quality contributions to TSRS knowledge infrastructure (eg, knowledge map)
	· External and internal technical training driven by client assignments 

· Web Based Learning modules as appropriate

· Commercial Management for Experienced Staff

· Refer to EYLC as appropriate – 

· For more details please see learning maps by level on EYLeADS
· Maintain proficiency n access / use of EY internal / external knowledge


	· Respect client confidentiality and obey copyright laws
	
	· To ensure the knowledge areas of your specialist solution are kept up-to-date; appointed to be Second in Command
· Have quality engagement Knowledge contributions that are recognised as the best currently available information
	· FS Regulatory Update for those senior managers who perform 200 hours + of assurance work on FS clients


Level 4 - Lead Consultant (same level as Senior Manager but taken a more technical route)
OVERALL AIM: To contribute to the success of TSRS by being an effective TSRS technical role model who demonstrates high quality leadership, positive attitude and initiative and commercial management within the workplace and with clients. The individual will support multi-discipline proposals, sales and / or projects and take responsibility for developing solution and technically based thought leadership and cutting edge technical skills of others and themselves.

	Key Accountabilities
	Typical Activities
	Measurement (A)
	Training / Skills (B)

	· Create, contribute to and lead the continued enhancement of services and methodologies to support the TSRS Solutions / Strategy

· Deliver in depth technical content for a portfolio of assignments

· Responsible application of risk management principles

· Develop and maintain strong mutually valued network of external specialist contacts

· Develop and establish personal and TSRS profile in external market 

· Provide ‘managerial’ support as needed to client assignment managers

· Maintain key client relationships and expectations

· Address very complex technical points, in business language, with senior client mix

· Demonstrate technical depth and credibility internally and with clients and third parties

· Responsible for the Estimated Realisation Percentage (ERP) being accurate on codes for which they are the billing manager

· Work with relationships manager to win work through technical expertise and reputation of EY

· Drive and manage R&D time to develop skills / ensure currency

· Maintain leading edge / pioneering currency of technical expertise / reputation

· Develop technical depth of team to provide growth and future talent

· Identify best team and resource skill mix to support assignment delivery

· Innovate and drive thought leadership effort for technical area of expertise

· Identify client and market opportunities, both in areas of specific technical knowledge and wider TSRS solution sets, and provide strong technical support to pursuits

· Participate fully in the PMP, collating / providing relevant feedback in a timely and comprehensive manner

· Participate and support team events and socials to support team building, such as Grapevines, Counselling tree meetings, Firebreak Days, team meetings, etc.

· Understand and demonstrate leadership competencies as appropriate
	· Manage development and delivery of well written, business focused technical proposals and deliverables

· Assist engagement planning to ensure inclusion of appropriately skilled resources

· Engage and debate with clients on highly complex technical issues

· Develop and maintain strong relationships with clients’ technical contacts

· Resource and support effective technical delivery of assignments

· Identify and discuss with Area / Solution Partners the implications of legislation / business changes 

· Monitor work in progress and deliver assignments within budget, escalating issues as appropriate

· Actively target and evaluate opportunities for selling work, and assist in pursuits

· Support cash collection process

· Discuss and agree assignment ERPs

· Provide quality assurance and monitor risks

· Act as a technical role model, providing SMS input and coaching others across the team

· Assess business implications of trends and developments in the market and communicate to TSRS team to enhance revenue

· Seek and identify opportunities to share specialist technical knowledge across TSRS (eg, ALPs, team meetings)

· Ensure effective and relevant use of solutions specific methodologies and templates / checklists

· Deliver lectures and presentations and publish thought leadership articles

· Identify individuals with potential and take an active role in their development

· Continuously upgrade own skills, knowledge and capabilities

· Actively seek and support L&D activity

· Provide expertise and support to recruitment activities, when required


	· Demonstrates adherence to “TSRS Expected Behaviours” for given level

· Deliver a balance of chargeable hours as outlined in the ‘Sales & Delivery Targets’ document on Power Pack

· Utilisation and sales to be recorded on the Monthly Individual Summary of Utilisation and Sales (MISUS)

· Control of work in progress and timely escalation of budget and / or delivery issues

· Evidence of at least three initiatives in a 12 month period which respond to client or market changes

· Identify and support at least four proposals in each 12 month period, in excess of £100,000 each 
· Assignment profitability

· 180 feedback indicates perception as technical role model

· Feedback from Assignment Leader / Counsellor

· Completion of all assignment reports for team members including providing verbal feedback on a regular basis throughout the assignment

· Client’s perception of TSRS’ ability to add value based on client survey and other appropriate feedback

· Involvement in PMP, as required

· Demonstration of non-chargeable contribution to the development of the TSRS team (eg, external presentations, input into training material)

· Concise, well structured, well written business focused deliverables

· Proactively seek and discuss 180º feedback from direct reports and peers with counsellor

· Measurable, high quality, high value contribution to global EY content in subject of expertise

· Externally published thought leadership content

· Evidence of team size / expertise increasing due to efforts of Lead Consultant

· Commercially sound management of self and others in delivery of non-chargeable activities
	· External and internal technical training driven by client assignments

· National Personal Excellence training as appropriate

· Complete Web Based Learning as appropriate

· Commercial Management for Experienced Staff

· For more details please see learning maps by grade on EYLeADS
· Maintain proficiency in access / use of EY internal and external knowledge




	· Respect client confidentiality and obey copyright laws
	
	· To ensure the knowledge areas of your specialist technical solutions are kept up-to-date; appointed to be Second in Command
	


Each competency is defined in terms of behaviours that illustrate what being effective in that competency looks like. The competencies are organised to be aligned with the firm’s growth leadership strategy and the associated priorities. These behaviours are split into 4 progressive levels each of which corresponds to levels of staff as shown below. The behaviours are cumulative across the levels so, for example, to be operating at level 2 you need to demonstrate behaviours up to and including level 2. The behaviours are not exhaustive or intended to be overly prescriptive.

People – Being the best place to be

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	· Supporting the Firm’s vision:

· Demonstrates understanding of the Firm’s vision

· Sets high standards for self

· Strives to get the best results

· Maintains high activity levels

· Acts with integrity and is trusted by others
	· Supporting the Firm’s vision:

· Acts as a role model for Associates - 1 Years Experience

· Starts to handle new and / or unfamiliar situations effectively

· Communicates internal process improvement opportunities
	· Supporting the Firm’s vision:

· Shows commitment to departmental objectives, eg, support with the implementation of departmental initiatives

· Handles new and / or unfamiliar situations effectively
	· Supporting the Firm’s vision:

· Understands the Firm’s vision and puts it into context for others

· Contributes to Firm-wide initiatives

· Strives to work seamlessly across the organisation


(Italics - specific to Senior / Lead Consultant roles)
People (cont’d)

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Team working:
· Recognises impact of own behaviour on others

· Supports and commits to decisions reached within the team

· Listens to, and is open to, the suggestions of others 

· Establishes, considers and supports the needs of team members

· Contributes own views in team environment

· Keeps all members of the team informed

· Recognises own limitations and communicates these to senior team members


	Team working:

· Recognises impact of own behaviour on others and modifies accordingly

· Encourages others to share their opinions / recommendations

· Proactively sets clear objectives at planning stage of assignments

· Begins to recognise the “wider team” outside TSRS
· Maintains professional demeanour and discretion at all times and avoids unnecessary and unproductive speculation regarding unfounded rumours


	Team working:
· Consistently promotes, and acts in, the interests of the wider team / organisation

· Adapts style to contribute to and enhance overall team effectiveness

· Contributes to a climate of collaboration and participation

· Works effectively with people across a wide range of levels and disciplines

· Ensures that junior staff members are suitably challenged to provide opportunity for skill development

· Maintains professional demeanour and discretion at all times and avoids unnecessary and unproductive speculation regarding unfounded rumours
	Team working:

· Proactive use of the People Value Framework for self development and development of others

· Forms the best team

· Encourages debate to facilitate team progress and results

· Confronts and resolves relationship issues within and across teams

· Encourages contribution and builds on ideas from all team members

· Ensures decisions are reached, and bought into, by the whole team where necessary

· Takes prompt and effective action to rectify problems in the team

· Recognises and communicates team success and individual contribution to team success


People (cont’d)

	Level 1

Associate – 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Developing others:
· Shares experiences to help others perform and develop

· Contributes to upward and peer appraisal processes

· Provides informal feedback on the performance of others


	Developing others:

· Provides effective feedback to Associates - 1 Years Experience

· Identifies development needs of Associates - 1 Years Experience and discusses the needs with Assignment Leader

· Takes time to guide and support others when required
	Developing others:
· Seeks opportunities to develop others’ performance and capability (Personal Development Plan)

· Helps others to deal with difficulties and resolve problems

· Evaluates and provides objective, insightful feedback on the performance of others

· Provides effective coaching to Associates

· Supports and encourages positive behaviours in Associates

· Encourages others to try new and improved ways of working
	Developing others:

· Sets clear goals and objectives and supports others to achieve them

· Encourages people to stretch themselves and to extend their boundaries of competence

· Honours commitments made for training and development

· Offers and provides constructive feedback in difficult or delicate situations

· Supports and encourages positive behaviours in others

· Instils a feeling of pride and self-respect in others for their achievements

· Creates coaching and development opportunities

· Regularly reviews individual and team performance and provides effective feedback

· Provides effective guidance, mentoring and counselling to people within or outside the team

· Recognises people’s life balance needs in servicing the client


People (cont’d)

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Demonstrating a commitment to self development:

· Is receptive to and makes use of feedback

· Recognises difficulties and uses them as learning opportunities

· Seeks new opportunities and challenges

· Actively seeks to take on responsibility for tasks

· Seeks appropriate guidance and mentoring

· Works openly and constructively with counsellor to agree objectives

· Actively learns from experiences of others

· Regularly evaluates performance and captures self-review on PMP documentation
	Demonstrating a commitment to self development:

· Identifies and seeks feedback on own strengths and weaknesses

· Shares own learning objectives with the team

· Completes clear, specific assignment reports within one week after assignment is complete

· Gives constructive feedback when requested

· Articulates short-term goals / objectives


	Demonstrating a commitment to self development:

· Seeks opportunities to develop own skills

· Takes responsibility for pushing boundaries of personal comfort zone

· Shares own learning objectives with the team
	Demonstrating a commitment to self development:

· Solicits, evaluates and acts on feedback from all levels

· Continually seeks, and is receptive to, new approaches / experiences

· Identifies and initiates mentoring and coaching relationships

· Identifies and seeks solutions to personal competency gaps


 Quality – Outstanding delivery and management of risk

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Managing relationships:

· Earns trust and respect by acting in a responsive and consistent manner

· Recognises and accommodates others’ ways of working if appropriate

· Builds rapport readily with people from different backgrounds

· Displays tact and diplomacy

· Maintains a positive attitude both internally and externally

· Is professional and confidential when dealing with clients and colleagues

· Readily asks when unsure
	Managing relationships:

· Develops skills in the management of client expectations
· Questions in a constructive manner
· Articulates clearly objectives of task or assignment
· Takes ownership / responsibility for client deliverables
	Managing relationships:
· Supports the management of client expectations

· Encourages openness and trust in relationships

· Challenges in a constructive manner

· Develops positive relationships with new clients
	Managing relationships:

· Proactive use of the Client Service Framework on all client engagements

· Manages client expectations

· Enhances key relationships

· Evaluates changes in behaviour and relationships

· Promotes and supports a climate of co-operation

· Demonstrates willingness to negotiate

· Provides and delivers outstanding solutions


Quality (cont’d)

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Demonstrating technical excellence:
· Contributes to the preparation of documentation for review relating to project based advisory work

· Identifies and researches technical issues

· Demonstrates awareness of technical risk

· Keeps abreast of commercial developments, eg, through reading. Use sound judgement to decide whether information should be escalated to CoI / (Second in Command) for sharing knowledge
· Applies logic and sound analysis

· Makes independent judgements within own area of competence as determined by counselling / assignment manager

· Acquires and maintains appropriate IT skills

· Is aware of sources of information / Knowledge


	Demonstrating technical excellence:
· Drafts technical work for review

· Takes responsibility for part of the assignment

· Reviews work completed by Associates - 1 Years Experience

· Acquires and maintains appropriate IT skills and commences coaching of Associates - 1 Years Experience

· Attempts to identify solutions and options rather than problems

· Draws out detailed implications of issues identified

· Able to prioritise issues and contribute to solution development by watching recent happenings (eg. articles) and using sound judgment to approach CoI Lead about contributing to knowledge sharing
· Considers area for specialisation
	Demonstrating technical excellence:

· Drafts technically complex work for review

· Controls the compliance process and monitors deadlines / payment dates 

· Undertakes appropriate project-based advisory work for review

· Reviews work prepared by Associates

· Analyses and summarises complex information

· Identifies the key issues that need to be addressed

· Presents solutions and options rather than problems

· Critically evaluates and challenges own assumptions and lines of arguments

· Makes decisions based on sound judgement which are consistent with client agenda
	Demonstrating technical excellence:

· Develops specialist expertise 

· Discusses and agrees strategy on client matters

· Manages development and delivery of technical proposition

· Conducts comprehensive review of issues prepared by Associates and Consultants

· Is viewed by clients as catalyst for measurable improvement

· Develops creative solutions; thinks ‘outside of the box’

· Identifies solutions to complex problems

· Uses and builds on creative and innovative ideas

· Evaluates options quickly and effectively


	
	
	· Using possible specialised area; take ownership of a Watching Brief
	· To ensure availability of knowledge for specialist area(s) and become Community of Interest (CoI) Lead / 2nC (Second in Command)


Quality (cont’d)
	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Communicating clearly and effectively:

· Communicates clearly and concisely; both written and oral

· Uses rational arguments and facts / information to persuade others


	Communicating clearly and effectively:

· Communicates clearly and concisely; both written and oral and starts to coach Associates - 1 Years Experience

· Starts to develop presentation skills

· Summarises key information from large documents

· Recognises need for different writing styles eg, in internal vs external 
	Communicating clearly and effectively:

· Minimal redrafting of output required; strong written skills

· Develops presentation skills

· Liaises regularly with other EY service teams
	Communicating clearly and effectively:

· Delivers clear and consistent messages

· Adapts message to the audience

· Articulates ideas and views confidently to a wide range of audiences

	Delivering and demonstrating value:

· Understands the CSF and integrates this approach into work

· Delivers tasks / assignments to high standards

· Gains understanding of client’s business / issues

· Seeks to understand and address client needs
	Delivering and demonstrating value:

· Communicates the CSF to Associates - 1 Years Experience

· Understands and addresses client needs

· Starts to develop networks in other parts of the Firm

· Proactively seeks task ownership

· Ensures deliverables are peer reviewed prior to submission for review

· Develops Knowledge of wider market place

· Contributes to the development of client solutions
	Delivering and demonstrating value:
· Takes opportunities to demonstrate value to clients

· Applies Knowledge of wider market place for the client’s benefit

· Proposes solutions in line with client’s agenda

· Understands, and draws on, the capabilities of other parts of the organisation

· Seeks appropriate input and draws on expert advice to enhance deliverables
	Delivering and demonstrating value:
· Identifies and pursues opportunities to add value

· Applies depth of expertise and experience to add value

· Anticipates client needs, emphasises speed of response


Quality (cont’d)

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Managing risk:

· Develops awareness of risk issues
	Managing risk:

· Is aware of risk management practices

· Identifies areas of risk and communicates these to Consultants
	Managing risk:

· Identifies and communicates risk issues from the client’s and Firm’s perspective

· Monitors certain actions have been taken

· Visits the risk management database
	Managing risk:

· Reviews and resolves identified risk issues

· Refers appropriate risk issues to Area Partners

· Adheres to client acceptance procedures

	Managing tasks and projects:

· Understands and implements EY processes

· Plans and agrees prioritisation of work in advance

· Meets deadlines

· Follows up on outstanding points without reminder

· Keeps reviewer abreast of progress

· Sets up client files 
	Managing tasks and projects:

· Takes responsibility for file maintenance with minimal guidance

· Assists with the preparation of engagement letters

· Plans and co-ordinates advice on smaller and less complex engagements
	Managing tasks and projects:

· Prepares engagement letter

· Continuously reviews progress and initiates corrective action

· Takes responsibility for tasks delegated to more junior levels

· Manages and communicates conflicting demands (client / project / non-chargeable) 
	Managing tasks and projects:

· Initiates and reviews engagement letters

· Plans and monitors deliverables, approach, budgets and timescales

· Anticipates events / outcomes and develops contingency plans

· Briefs team

· Anticipates, and deals with, conflicting demands on resources

· Resolves resource conflicts taking into account the broader interests of the department / Firm




Quality (cont’d)

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Financial management:
· Understands own budget and monitors and controls own costs

· Completes required internal administration accurately and on time, eg, time and expense reports

· Understands and uses GFIS, WISARD

· Requests chargecode for all activities
	Financial management:
· Starts to plan and assist others with the prioritisation of work

· Takes ownership for ensuring that time charged by self and other team members is correctly recorded on a timely basis to facilitate efficient budget monitoring by Assignment Leader
	Financial management:
· Plans and assists others to prioritise work in advance

· Meets deadlines

· Regularly provides feedback about deadlines, including those of Associates, to Assignment Leader

· Performs regular actual / budget analysis for assignments and discusses progress with client on a timely basis
	Financial management:
· Monitors work in progress and cash collection, liaising with credit control as appropriate

· Reviews, and where appropriate dispatches, fee note

· Deals with client queries on bill on a timely basis

	Using resources to achieve maximum efficiency:

· Proactively seeks tasks when unallocated
	Using resources to achieve maximum efficiency:

· Identifies and communicates ways to improve efficiency and productivity

· Proactively utilises available time productively
	Using resources to achieve maximum efficiency:

· Delegates tasks to Associates wherever possible

· Strives for efficiency in processes, including making best use of available resource

· Plans team to ensure utilisation of a wider pool of Associates
	Using resources to achieve maximum efficiency:

· Resources projects and tasks

· Delegates work wherever possible to create stretch opportunities for Associates, Consultants

· Contributes to the efficient operation and performance of their business unit

· Effectively manages the levels of overtime worked in their teams


Quality (cont’d)

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Contributing, sharing and applying Knowledge:

· Demonstrates a thorough understanding of internal and external Knowledge sources and their application

· Shares information and observations where appropriate

· Uses the most effective mechanism and internal channels for sharing information, complying with all security policies


	Contributing, sharing and applying Knowledge:

· Identifies, gathers and analyses relevant material from appropriate internal and external sources, eg, the EY Knowledge Web

· Makes recommendations based upon the information gathered

· Can filter relevant information to client requirements

· Proactively identifies Knowledge items relevant to the task in hand, including the use of global information

· Contributes ideas in turning client deliverables into Knowledge submissions

· Proactively disseminates key client intelligence to team members

· Shares Knowledge tips with colleagues through active use of databases, face to face meetings etc
	Contributing, sharing and applying Knowledge:

· Shares Knowledge with clients where appropriate

· Seeks and brings to bear best practice in client assignments

· Creates and manages environment to ensure efficient dissemination of Knowledge

· Under direction, Submits Knowledge to EY Knowledge Web

· Acts in an advisory / coaching role to colleagues
	Contributing, sharing and applying Knowledge:

· Ensures awareness of Knowledge sharing initiatives

· Draws on and consults Knowledge sources nationally and globally, where appropriate

· Recognised as SMS and provides expert advice and Knowledge within and outside immediate team

· Significant contribution to Knowledge in specialist area

· Encourages and facilitates the sharing / use of Knowledge and best practice within, and between, teams

· Proactively creates and manages knowledge
· Protects the intellectual property of the Firm

· Respect client confidentiality and obeys copyright laws


	· Follow a systematic process to research a given topic (brief, planning, carry out research, update and wrap-up)
· Contributes to the team’s / Firm’s understanding of the client by supporting PAT accounts
	
	
	


Quality (cont’d)

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Committed to continuous improvement:

· Adopts new and improved ways of working

· Adapts to changing circumstances

· Views change as positive and an opportunity for growth and development
	Committed to continuous improvement:

· Recommends new and improved ways of working

· Encourages others to change their behaviours
	Committed to continuous improvement:

· Embraces and helps others to accommodate change

· Provides examples from experience where change processes have worked effectively
	Committed to continuous improvement:

· Displays an open management style which is receptive to new ideas and approaches

· Works to maintain team effectiveness during periods of change

· Regularly volunteers new / improved approaches

· Initiates and succeeds in maintaining continuous improvement

· Demonstrates visible leadership - is a role model

· Enthuses others about the need to change / develop


	· Protects intellectual property 

· Respects client confidentiality and obeys copyright laws
	· Protects intellectual property 

· Respects client confidentiality and obeys copyright laws
	· Protects intellectual property 

· Respects client confidentiality and obeys copyright laws
	· Protects intellectual property 

· Respects client confidentiality and obeys copyright laws


Growth - Driving priority accounts

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manager
Senior & Lead Consultant

	Networking, both internally and externally:
· Maintains and enhances contacts that arise from work situations

· Is alert to sales opportunities and escalates accordingly


	Networking, both internally and externally:

· Identifies and communicates opportunities for revenue growth

· Develops internal contacts and encourages Associates - 1 Years Experience to do the same

· Develops contacts with TSRS Managers in all service lines

· Shares TSRS core service offerings with other internal contacts
	Networking, both internally and externally:

· Actively identifies and develops a network of contacts internally and externally

· Liaises with channels and other service lines to maximise opportunities

· Demonstrates shared responsibility for long-term relationships

· Acts as an ambassador for, and promotes, TSRS and the Firm

· Follows up and refers contacts to other members of staff as appropriate

· Builds specialist contacts network as appropriate

· Perseveres with difficult relationships and proactively seeks to improve them
	Networking, both internally and externally:
· Develop and enhance existing networks

· Develops and maintains external specialist network
· Nurtures and strengthens relationships with key clients and targets

· Recognises ad hoc assignments as opportunities to achieve long-term relationships

· Raises external profile

· Is sought to share, and offers assistance to others to improve, relationships

· Supports the launch and development of new products


Growth (cont’d)

	Level 1

Associate - 1 Years Experience
	Level 1

Associate - 2-3 Years Experience
	Level 2

Consultant
	Level 3 & 4 

Manager & Senior Manage
Senior & Lead Consultant

	Identifying and converting opportunities to sell EY ideas and services:

· Demonstrates clear understanding of EY services

· Contributes to winning new work, primarily through research

· Develops awareness of additional business opportunities
	Identifying and converting opportunities to sell EY ideas and services:

· Identifies and discusses with Consultants opportunities to sell services

· Proactively seeks to contribute to pursuit teams

· Understands pre qualification process and can assist in pre qualifying identified opportunities

· Understands TSRS service lines and key product offerings and can discuss at a high level with internal / external contacts
	Identifying and converting opportunities to sell EY ideas and services:

· Identifies, researches and passes on sales opportunities

· Actively targets and evaluates opportunities for selling work

· Participates in the proposal process, eg, preparing proposal paperwork 

· Identifies and actions cross-selling opportunities

· Identifies and discusses with managers opportunities to sell services
	Identifying and converting opportunities to sell EY Solution Sets:

· Sets and achieves stretch targets for profitable sales / delivery

· Organises and participates in practice development events

· Organises the logging of business development activity on STREAM

· Identifies, assesses and converts opportunities across all EY services

· Participates in revenue programmes

· Manages the proposal process

· Enhances key account teams

· Evaluates, and develops with the client, opportunities identified

· Supports and contributes to the above activities

	Promoting new ideas and services:

· Attends group technical sessions 

· Develops awareness of services and ideas
	Promoting new ideas and services:

· Demonstrates understanding of product databases and revenue programmes

· Contributes to group technical sessions

· Communicates ideas to appropriate TSRS Managers

· Develops business sense and can relate services to business issues
	Promoting new ideas and services:

· Participates and contributes to group technical sessions

· Demonstrates understanding of product databases and revenue programmes and coaches others in these areas
	Developing and promoting new ideas and services:
· Develops and delivers thought leadership lectures and produces articles

· Contributes and develops ideas to enhance product databases

· Develops subject matter expert status

· Leads group technical sessions

· Alert to opportunities to develop new ideas and services


1

