
Advisor Development  ·  Sales Leadership

GROWTH TOOL

Joint Work Learning

Field Productivity Partners  ·  Driving FPP Set the learning goal with your JW partner before the meeting starts. For coaching use

Use joint work as a deliberate practice session — not just extra coverage on the case.
Agree the why and the learning goal with your JW partner before you walk in. Capture the biggest takeaway before you walk out.

CASE / CLIENT DATE JW PARTNER

Before the meeting —  set expectations with your JW partner

WHY AM I DOING JOINT WORK ON THIS CASE? Skill, complexity, relationship, or risk WHAT IS MY LEARNING GOAL FOR THIS MEETING? One observable behavior you will practice

After the meeting —  capture the takeaway while it is fresh

WHAT WAS MY BIGGEST LEARNING FROM THE MEETING? What will you do differently because of this JW session?

Apply it —  process, knowledge, and follow-up with your JW partner

WHAT SHOULD I CHANGE IN MY PROCESS? WHAT ADDITIONAL KNOWLEDGE DO I NEED? WHAT FOLLOW-UP QUESTIONS DO I HAVE?
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