WHAT BECAME HARDER AS YOUR BUSINESS MOVED FORWARD"

Executive Briefings

Key Takeaways

e Growth can expose operating weaknesses before they become failures.

e Rising workload does not always mean the firm needs more people; it may reveal an operating-model
problem.

e What became harder in 2026 can show leadership where to focus in 2027.

Estimated Reading Time: 4 minutes
Growth has a way of revealing things.

A process that worked comfortably at one level of activity begins requiring exceptions. Information that once
moved easily becomes harder to assemble. Reporting demands increase. More people need access to the same
data. Client expectations rise. Controls designed for yesterday's environment carry more responsibility than they
once did.

Nothing necessarily breaks.
The organization simply begins asking more of its operating model than it used to.

As 2026 moves toward its conclusion, that may be one of the most useful things the year has shown you.

Success Can Expose Weakness
Operational weaknesses are easy to associate with failure.
Sometimes success reveals them first.

Growth can increase transaction volumes, reporting demands, data dependencies, client-service requirements, and
pressure on the people responsible for keeping everything moving.

Processes that once seemed efficient may become increasingly dependent upon manual intervention. Systems that
performed adequately on their own may be struggling as information needs to move among them. Individual
expertise can quietly become an operational dependency.

The business may still be performing well.

But performing well and being prepared to perform at the next level aren’t necessarily the same thing.
Pay Attention to What Became More Difficult

Year-end reviews naturally focus on results.

Revenue. Assets. Clients. Performance. Costs. Growth.

Those measures matter.

But another set of questions can reveal what the results alone cannot:

What became harder to accomplish as the year progressed?



Where did additional volume create disproportionate effort?

Which information became more difficult to obtain, reconcile, or trust?

Where did teams compensate manually for limitations in systems or processes?

What worked — but only because experienced people knew how to make it work?

Those aren't merely operational questions.

They can be early indicators of where the firm’s ability to scale is beginning to meet resistance.
Capacity Is More Than Headcount

When workloads increase, adding people can appear to be the obvious response.

Sometimes it’s the right one.

But additional headcount doesn’t automatically resolve an inefficient process, fragmented data, duplicated work,
or systems that require people to bridge gaps between them.

It can simply add more people to the same problem.

Before assuming that greater demand requires greater staffing, examine how work actually moves through the firm.
Where is expertise being used for work that shouldn’t require expertise?

Where are people reconciling information that systems should reconcile?

Where does routine work depend upon individual memory or institutional knowledge?

Those questions help distinguish a genuine capacity problem from an operating-model problem.

Ask What Happens if the Business Keeps Growing

One of the most revealing questions is also one of the simplest:

What happens if next year asks more of us than this year did?

Not every process needs to scale indefinitely. Not every system requires replacement. And not every inefficiency
deserves immediate investment.

But an Asset & Investment Management firm should understand where additional demand is likely to create strain
before that strain becomes a constraint.

That may mean examining technology.
It may mean simplifying a process.

It may mean improving access to information, reducing unnecessary handoffs, clarifying ownership, or eliminating
work that no longer creates enough value to justify the effort.

The answer should follow the problem — not precede it.



Closing Thought

The strongest lesson from a successful year may not be that everything worked.
It may be that some things worked harder than they should have.

Those are useful signals.

They show where growth, complexity, and expectations are beginning to test the way the organization operates. And
they give leadership an opportunity to address emerging constraints while there is still time to make deliberate
choices about them.

Do not wait for an operating weakness to become an operating failure before deciding that it matters.

Finishing strong means that if 2026 showed you where the business is beginning to strain, let 2027 be the year you
decide what to do about it.

Start the Conversation

e Every successful modernization initiative begins with a shared understanding of where you are today and
where you want to go next.

e |If your leadership team is evaluating modernization priorities, Anchor Bridge Innovations would welcome the
opportunity to start that conversation.



