Introduction to the 10-Week Asset Management Proposal

This document presents a 10-week timetable for establishing a comprehensive asset management function within an organization. 
The plan provides a strategic roadmap for building this capability internally and subsequently offering it as a service to external organizations. 
It serves as a proposal for how to approach the development and implementation of this critical function, focusing on both internal readiness and external market entry.

Purpose and Objectives

The primary objective of this 10-week plan is to establish a robust and scalable asset management function that meets organizational goals while 
setting the stage for revenue generation through external client engagement. The plan outlines a dual-phase approach:
1. Internal Development (Weeks 1-4): Laying the groundwork by setting up the asset management capability within the organization, ensuring it is efficient, compliant, and aligned with industry best practices.
2. External Offering (Weeks 5-10): Transitioning from internal operations to positioning this service as a professional offering for other organizations. This includes refining operational processes, crafting a compelling sales strategy, and structuring the service with a standard fee model of 2% management fee and 20% performance fee.

Structure of the Plan

The timetable is divided into weekly segments, each featuring specific milestones, actionable activities, and expected outcomes that ensure steady progress toward the dual-phase goal. 
The table is organized into the following key columns:
1. Week: Defines the time frame for each stage of development and market readiness.
2. Milestones: Details the key deliverables and objectives to be achieved in each week.
3. Activities: Lists the specific tasks and initiatives required to meet the milestones, providing a step-by-step guide.
4. Expected Outcomes: Specifies the tangible results or progress markers at the end of each phase.

Key Highlights of the Proposal

1. Weeks 1-4: Internal Capability Building  
   These weeks focus on establishing the core asset management function, including selecting brokerage firms, setting up operational accounts, 
   and initiating low-risk investment activities. The goal is to develop a strong internal foundation that ensures compliance, operational efficiency, and readiness to manage assets effectively.

2. Weeks 5-7: Preparing for Market Entry  
   Once the internal function is operational, attention shifts to developing the sales strategy, creating marketing materials, and defining the value proposition for external clients. 
   This phase ensures that the service is market-ready, competitive, and professionally positioned.

3. Weeks 8-10: Launch and Scaling  
   In the final phase, the focus is on executing the go-to-market strategy, engaging with potential clients, and building a portfolio of external accounts. 
   This phase includes refining performance metrics and operational workflows to ensure the service meets the needs of both the organization and its clients.

Expected Benefits

By following this structured plan, the organization will achieve several strategic benefits:
- Operational Excellence: Develop a best-in-class asset management function internally, capable of delivering consistent results.
- Revenue Generation: Establish a profitable external service offering with a standard fee structure of 2% management fee and 20% performance fee, ensuring long-term financial sustainability.
- Market Positioning: Position the organization as a trusted and professional provider of asset management services to external clients.
- Scalability: Build a framework that supports the seamless growth of the asset management function to accommodate increasing demand.

This 10-week timetable serves as both a roadmap and a strategic proposal, ensuring that the organization is well-prepared to develop and scale its asset management capabilities effectively. 
By adhering to the plan, the organization can achieve a dual benefit of enhancing its internal financial management processes and generating new revenue streams through external service offerings.

