WELCOME
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Dr. Craig Overmyer

= Personal Transformation
= Leadership Transformation
= Cultural Transformation

Cultures That Work,
agree to do what matters,
and know why!

Dan Hurley

=  Strategic Execution
= Organizational Effectiveness
= Leadership Excellence

Creating Conditions
for
Success!

Gazellg§r‘




aaaaaaaa Workshop Preparation

e v Workshop, not a seminar
v’ Prisoners, Vacationers and Sponges
v’ Capture the pearls

Introductions

1. Name

2. Company

3. Number of employees

30.01.2020

Most
SIGNIFICANT
Challenge & Why
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70% jobs / 44% economic activity

> $50 million
28 Million Firms 17,000
> $10 million
A%
> $1 million Valley of Death
4%
< $1 million Valley of Death

96%

Valley of Death
Top 2500 > $500M
Top 500 > $5B

Valley of Death
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The Business
You
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Businesses Lifecycles
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The System
it
17
Results!!
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2x Cash Flow
3x Profit

10x Business Valuation
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Enjoy
the Climb!
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CASH

Do you have consistent sources of cash, ideally generated internally,
to fuel the growth of your business?

Cash The
Conversion Power of 1
Cycle (CCC)

26

Cash is King!




3 Ways to shorten your CCC

D ] Cosn Conversion yclo (co0) Jmmmmmm—— 4
< QO > ¢ QO P ¢ O D>

Sales Cycle Delivery Cycle Billing & Payment Cycle

<:e:‘>

Make/Production
& Inventory Cycle

How Fast Can Your Company Afford to Grow, Neil Churchill and John Mullin
Self Financeable Growth (SFG) Rate
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Organic Growth Cycle

Growth Profitability
Liquidity
29
Best Practice: Dell
Dell’'s Cash Cycle
: 63 Tom Meredith
§ ’ 1991 ' 2001
. 2
Year’s 1991-2001
30

10
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Bill Gates Michael Dell

31
Customer Funded
V'S
v
32
Bills twice a month
and collects faster
than competing
firms.
33
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PPR freed up

millions.

v Person just to
focus timely
submission

v' Build relationships
with AP

v Structured invoices
per customer

v' Provided pre-
review via email/
fax

v" Follow-up call 10
days post

v' Blue invoice paper

30.01.2020
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Cash Exercise

To effectively scale your
business you need 3x to 10x
the cash reserves of your
competitors.

36
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The Power of 1
The 7 “Levers”
v’ Price
v Volume
v" Cost of goods sold (COGS)
v Operating expenses
v’ Accounts receivable
v" Inventory/work in progress
v’ Accounts payable
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INSIGHTS

» CAPTURE YOUR

INSIGHTS AND WHAT
NEEDS TO BE
IMPROVED

* PLACE ON INSIGHT

BOARD

38

BREAK

39
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unctions o

a Team

Are the stakeholders (employees, customers, shareholders) happy and
engaged; and would you enthusiastically “rehire” them?

5Dys

Functional Accountability ~ Process Accountability Talent Assessmen
Chart (FACe) Chart (PACe) B or C Players

30.01.2020

40

41

42
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43
5 Behaviors of a COHESIVE TEAM
Fpcus on achieving
" cpllective RESULTS|
— COMMIT to decisions
e
44

Building a High-Performance Leadership Team

e Trust: Share personal histories (lifeline exercise)

« Conflict: Assess and share personal conflict profiles
e Commitment: Learn “discuss, disagree and commit”
« Accountability: Conduct a peer feedback exercise

* Results: Employ a dashboard for peer (public) visibility

45
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Mindful Leadership at Every Level

A Virtual Training Course to Accelerate
the Momentum of Business Growth

In-The-Moment Conversations™

The Missing Conversations...
Before It's Too Late

30.01.2020
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Everything DiSC® Productive Conflict
Dr. Craig Overmyer
47
48
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50

Page 21 Activity

In style groups, each person

should:

* Pick one response that is
easy for you and share
what it looks like when
you use this behavior in
conflict

* Pick one response that is
difficult for you and
discuss why you think
there would be value in
using this behavior more
during conflict

Choosing Productive Responses

v v
v v
v v
v v
v v
v v
v v
v v

50

4-STEP In-The-Moment
Conversations

51
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Function Accountability Chart (FACe)

Complete the FACe form
for your business.

Do you have:
v More than one person in a seat
v’ Person in more than one seat
v' Empty seats
v’ Enthusiastically rehire

30.01.2020

52

2 Demands

53

Core Processes

v’ Critical to the business success

v" Often cross functional

v No one accountable leader

v' 4 to 9 across the business

v Must document, measure,
improve

Examples: Product development and
launch; sales to cash; hiring and onboarding
new employees; customer service

54

18



Process Accountability Chart (PACe)

1 Name of Process
2 Person Accountable

3 JKPI'S
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Ken Sim

2x without adding HQ staff

57
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ng ht Seats - are we clear ab out the

necessary functional roles for this point in our
life cycle?

nght People — Have we identified the

required knowledge, skills, qualities and
character that will assure success in each seat?

nght thi NQJS - Are they doing what
must be done to achieve our mostimportant
priorities each quarter, month, week and day?

59

Do you have
the right...

people on
the bus?

60
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Proven Hiring
and Promoting

by Dr. Brad Smart.

63
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v Topgrading Scorecard
v’ Screening Interview
v' Tandem Interview

v TORC Technique
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The Impact of Topgrading on Hiring
High Achievers

Hiring success rates of 85% or higher

65

More Than Knowledge or Skill

« Will - desire to excel, act with courage,
persevere, learn and innovate

+» Values - test for culture fit — do they align
with your core values

* Results — in the end can they deliver on
KPls/outcomes

» Skills — the least important since most skill-
sets need updating every 5 years.

66
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100% “B” Player “A" Player
Jim Shoe
Brett Elyser Cassie Nova
Kandy Kane

@

]

2

<

E “C" Player “BIC" Player

g

8 Seymour Butz Randy Kane

o _ prODUCTIVITY —100%
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MINDFUL LEADERSHIP AT EVERY LEVEL
» Coachingup
» Coaching out
» Redeploying
chronic
B’sand C’s
68
The #1 key for
being a successful
leader is...
1to 1 Coaching
v’ Clarity of priorities
v’ Performance progress
v Building trust
v’ Strengthening alignment
v’ Focusing efforts
v Deeper experience
69
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Virtual Bench

Reputation
More and better applicants
Selling your vision

71

72
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Employee Engagement

30.01.2020
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74

MARK DIVINE — EX NAVY SEAL ¢ AUTHOR e COACH

75
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5 Key Attributes of Successful Managers

1. Hire fewer people; pay them more

76

1. Hire fewer people; pay them more

Retail industry average

77

2. Help people play to their strengths

78

26



3. Proactively recognize; show genuine appreciation

30.01.2020
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5. De-hassle; not demotivate

= X

80

INSIGHTS

» CAPTURE YOUR
INSIGHTS AND WHAT
NEEDS TO BE
IMPROVED

* PLACE ON INSIGHT
BOARD

81

27



BREAK

30.01.2020
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STRATEGY

Can you state your firm’s strategy simply —and is it driving sustainable
growth in revenue and gross margins?

Strengths, Weaknesses and Trends
Vision Summary 7 Strata (SWT)

83

One Page Strategic Plan

84

28



One Page Strategic Plan

. Strategic
The CORE Thinking

30.01.2020
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Birge and Held Flywheel

86

Are you playing

29



CLARITY

ALIGNMENT

FOCUS

30.01.2020

Vision Summary

Purpose
Core Values \ /

Big Hair;
Augdacio{Js \ T Brand Promises
Goal (BHAG)
/ Tactical Priorities
Strategic PrioritieS~. < Execution Priorities

Individual KPIs,
Critical #sand >

Quarterly Priorities

89

90
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Are your Core Values alive in your Organization?

30.01.2020
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92

93
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CULTURAL VALUES ASSESSMENT
CURRENT VALUES
P: @ Positive Value L. O Potentially Limiting Value
| —Individual R — Relationship O — Organizational S - Social
95
96
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HOW HKP STARTED THIS PROCESS

99
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s%&!ﬂﬁwﬂf v Practice what we preach

v"Nothing but ecstatic customers
v'Value that exceeds expense
v"Honor intellectual capitalists

v Everyone an entrepreneur

v Never, ever, give up

Verne Harnish

30.01.2020

100
It's all about BEHAVIOR!
101
Mission to Mars
102
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DriBot Team post-its, working on
naming the Core Values after the
Mission To Mars Exercise

Serve Customers Tenaciously
Engage mindfully through respect,
empathy, and fun.

Discover Innovative Solutions
Persist in problem-solving through
continuous learning and precision.

Deliver Extraordinary Results
Roll up your sleeves, be accountable,
and follow through.

30.01.2020
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104

Reason for Existence - Purpose

105
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Extra 40% Discretionary Effort

30.01.2020

106
107
Purpose — WHY
Innovation  3M worldwide Robin Hood
Winning Microsoft Ubiquity
Happiness B‘.%NEP Third Place
108

36
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Your Business’ Reason for Existence — Purpose Exercise

109

110

111
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113

114
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BHAG (10 TO 25-YEAR
GOAL)

¥ Must completely align with all the
components of your strategy.

+  Achievable within a specific timeframe
— 10 to 30 years
Must align with the PURPOSE
Tangible, energizing, focused — people
get it right away

+ NOTE: Your BHAG should be
measured in the same units as the X in
Profit per X

117
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The JOURNEY

30.01.2020
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Perseverance

119

120
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122

123
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Starbucks’ BHAG

126
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BHAG Types

30.01.2020
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128

129
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BHAG Worksheet

Your BHAG

130

Strategic Priorities

The year’s #1 priority.

3 -5 Yr. Key Thrusts

& Capabilities The quarterly
v New product ‘ ‘ +—___ priorities necessary
launches to achieve the yearly
v Refocusing of priority.
business

v' Upgrading skills

131

132
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One Page Strategic Plan

133

STRATEGY
Can you state your firm’s strategy simply —and is it driving sustainable
growth in revenue and gross margins?
Strengths, Weaknesses and Trends
Vision Summary 7 Strata (SWT)
134

» CAPTURE YOUR
INSIGHTS AND WHAT
NEEDS TO BE
IMPROVED

* PLACE ON INSIGHT
BOARD

135
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BREAK

30.01.2020
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Are all processes running without drama and driving industry-leading
profitability?

Rockefeller Habits Annual Initiative Communication
Checklist Who —What - When Top 5 Action Plan

137

One Page Strategic Plan

138
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DEDICATION
DILIGENCE
DISCIPLINE
139
3 Disciplines
140

3 Disciplines

Priorities = (Consistency)
Data/Metrics - (Predictability)

Meeting

Rhythms (Reliability)

141
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The executive team is healthy & aligned.

GazelleoTd

O Understand each other

O Frequent strategic sessions

0 Ongoing executive education

0 Comfortable with full
participation

142

143

"If someone were to ask me to
make a list of the most valuable
qualities a person should
develop in order to thrive in the
world of work — and for that
matter life — | would put being a
team player on top.*

Pat Lencioni

144
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5 Habits of a Cohesive Team
Focus on achieving
collective RESULTS
Hold one another ,
ACCOUNTABLE
<«+— COMMIT to decisions
Engage in
PRODUCTIVE —
CONFLICT
«— TRUST one another
(Vulnerability)
146

D Everyone is aligned with the #1 thing that needs to be
accomplished this quarter to move the company
forward.

GazelleoTd

Q Critical Number
Q 3 - 5 priorities

QO Quarterly Theme & Celebration
Q Visibility of Critical # & Theme

147
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Critical
Number

Measurable #1 priority
even when other
metrics are nearly as
important.

149

150

30.01.2020
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Father of the Theory of Constraints

30.01.2020
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Eisenhower Matrix

Supreme Commander of all
forces in the European Theater
of WW2 and the 34 President
of the U. S.

153
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Themes

154

155

Communication rhythm is established, and
information moves through organization accurately
and quickly.

O Huddle < 15 minutes

0 Weekly teams meeting

O Monthly manager’s meeting

O Quarterly/Annual planning
meeting

156
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Meeting Rhythm

Daily 5-15 min -
Weekly 60-90 min ==
Monthly 4-8 hours ==
Quarterly 1-2 days ==

-

Annual 2 days

Tactics/Communication
Priorities/Debate

Big Issues/DNA Transfer
Planning/Focus/Priorities

Planning/Clarity/Alignment

158

Meeting Rhythm

Daily 5-15 min -
Weekly 60-90 min =
Monthly 4-8 hours ==
Quarterly 1-2 days ==

-

Annual 2 days

Tactics/Communication
Priorities/Debate

Big Issues/DNA Transfer
Planning/Focus/Priorities

Planning/Clarity/Alignment

159
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Daily Huddle

v'5 to 15-minute meeting

v" Set for ODD timei.e., 8:08, 11:11, 1:01

v Start and stop ON TIME

v Be succinct and specific

v Stand during meeting

v'Everyone in the unit attends

¥ Facilitated by anyone who is structured and disciplined
v'Use a timer or stopwatch initially

v' Agenda: What's up, daily metrics, where are you stuck

30.01.2020
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Biz Group’s Huddle Agenda

Good news
Metrics

Focus for the day
“Stucks”

“Ah ha’s”

RS

161

Weekly — Agenda

v' Good News — 5 mins

v’ Priorities & The Numbers — 10 mins
v' Customer/Employee Data — 10 mins
v’ Collective Intelligence — 30 mins

v Who, What, When Summary

v' One Phrase Close

162
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Monthly Meeting

v to full day meeting
¥ Includes everyone who supervises or manages anyone

v Opportunity to instill senior leadership’s “DNA” -
Programming

v Address 1 to 2 majorissues
v Learning and development opportunity - TRANING

v Share knowledge and best practices

30.01.2020

163
Quarterly and Annual meetings
v 1to 2 days of strategy
formulation and
execution planning
v' Completion of Growth
Tools
v’ Set direction and focus
for the year and quarter
v’ Achieve clarity,
alignment and focus
v Continue development
of leadership and staff
164
Meeting Effectiveness
How can we assure that our meeting are consistently
productive and assure continual acceptance and
adaptation?
165
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Every facet of the organization has a person
assigned with accountability for ensuring goals are
met.

O FACe complete — RIGHT
O Financial accountability

0 PACe accountability

O Thrust/Capability
accountability

166

Function Accountability Chart (FACe)

Complete the FACe form
for your business.

Do you have:
v More than one person in a seat
v’ Person in more than one seat
v' Empty seats
v’ Enthusiastically rehire

167

168

30.01.2020
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Process Accountability Chart (PACe)

@ Name of Process

@ Person Accountable

(3 NIGIRY

169

Every 3 to 5-year Key
Thrust/Capability has a
corresponding expert

on the advisory board
IF internal expertise
doesn't exist.

170

AN
Ongoing employee input is collected to identify
obstacles and opportunities.

O Start-Stop-Keep w/employees

Q Insights shared weekly meeting

O Employee input collected
weekly

O Mid-management closes loop

171

57



v" What should we START doing?
v What should we STOP doing?
v" What should we KEEP doing?
< Increase revenue.
+ Reduce costs.

< Make something easier/better
for employees or customers.

30.01.2020
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Insights Shared

173

Mid-management must close the LOOP.

174
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Reporting and analysis of customer feedback data is
as frequent and accurate as financial data.

QO All executives (and middle managers)
have a 4Q conversation with at least one
end user weekly.

QO The insights shared at the weekly team
meeting.

QO All employees involved in collecting.

O Mid-management responsible for
closing the loop on all customer
feedback.

175

4Q Conversation Questions

v" How are you doing?

v" What's going on in your
industry/neighborhood

v" What do you hear about our
competitors?

v" How are we doing?

ALL executives and mid-managers
converse with at least one end user
weekly.

176

Collected Weekly
Insights Shared

177
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Core Values and Purpose are “alive” in the
organization.

Gazellestd

O Core Values are discovered, Purpose is
articulated, and both are known by all
employees.

O Examples of Core Values and Purpose
are addressed when giving praise or
reprimands.

O HR processes are aligned with Core
Values and Purpose.

O Quarterly actions are taken to strengthen
the Core Values and Purpose.

179

Employees can articulate the following key
components of the company’s strategy accurately.

0 Big Hairy Audacious Goal (BHAG) —
Progress is tracked and visible.

Q Core Customer(s) — the profile in 25
words or less.

O 3 Brand Promises — And the
corresponding Brand Promise KPIs
reported on weekly.

O Elevator Pitch — A compelling response
to the question, “What does your
company do?”

180
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All employees can answer quantitatively whether
they had a good day or week.

0 1 or 2 Key Performance Indicators
(KPIs) reported weekly for per
role/person

O All have 1 critical number that aligns
with the company’s Critical Number for
the quarter (clear line of sight).

QO All have 3-5 Quarterly Priorities
aligned with those of company.

O All execs and middle managers have
a coach providing accountability.

181
Each role/person
reportson1-2
KPIs weekly
182

Critical Number

Each employee has
clear line of sight.

183
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3 — 5 Priorities

184

Accountability for behavioral change

185

The company’s plans and performance are visible
to everyone.

0 “Situation room” created for weekly
meetings.

O Core Values, Purpose and Priorities
posted.

O Scoreboards are up everywhere
displaying progress on Priorities and KPlIs.

O Asystem in used to manage cascading
Priorities and KPIs.

186
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188

(ﬁff) =B

W

189
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Are all processes running without drama and driving industry-leading
profitability?

Rockefeller Habits  \v1 0 \what - when Annual Initiative Communication
Checklist Top 5

191

Next Steps
ScalingUp.com

192
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v'Read Book(s) and/or Workshop

v Initiate weekly council

30.01.2020

193

The Council
pp 114 - 116

194

v'Read Book(s) and/or Workshop
v'"Weekly “Council”
v'Quarterly Theme (Main Thing)

v Daily Huddle
v Quarterly/Annual Offsite (Coach)

195
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SCALING UP MASTERY PROGRAM
Enabling Extraordinary Results

Distribute Learning and Application

30.01.2020
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Mastering Scaling Up

v' Bi-monthly sessions over a one year
Facilitated by certified Scaling Up
business advisors and coaches

v 5 -8 companies working individually
and collectively

Distributed learning involving mixed
media and peer exchanges

Cost is less than 60% of the typical 1
on 1 approach

Next session begins beginning of May
running May 2020 to April 2021

A

A

A

<

197

“On the plains of hesitation
lie the blackened bones...

198
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Let us know
your opinion of
the workshop.

Please
complete your
evaluations.

30.01.2020

199
Keep Scaling!
Passion, Purpose, and Persistence
200
201
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Scaling Up Assessment

Cash Flow Story

Revenue is vanity. Profit is sanity.
CASH is KING!

30.01.2020
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