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Execution: One Page Strategic Plan (OPSP)

Duration: 8 hours, Workshop Format
Description:

* This session will review the 4 Decisions critical
to grow a business profitably: People,
Strategy, Execution and Cash — and the KPlIs
to measure.

Each company will set Annual and Quarterly
Priorities for their company during the
workshop.

Learning Objectives:

« Understand the 4 Decisions Critical to
Grow Profitably.

 Set the Annual and Quarterly Priorities for
Your Company.

[Company Name]

3 Year Flan and Annual Priorities

TARGETS (3 Years)

GOALS (1 YEAR)

Year

Year Ending

Revenue

Revenue

Gross Profit

Gross Profit

Net Income

Net Income

Reserves (Caore Capital)

Reserves (Core Capital)

Key Thrusts/Capabilities 3 Year Priorities

Key Initiatives Annual Priorities

STRATEGY:

Ensure company has a solid business model for sustainable,
predictable and recurring revenue from a diversified customer
base.

STRATEGY

Core values? Purpose?

How does the company reach your fiscal targets for 20237 Define your
Growth Strategy.

PEOPLE
Ensure the right people, are in the right seats, doing the right
activities to ensure the organization can meet growth goals

PEOPLE
Position Scorecards for all positions in company, and complete
ScaleMap to identify and hire critical hires for 2023

EXECUTION

Ensure net profitability goals are achieved and activities are
completed with strong communication and little to no drama

EXECUTION

Implement meeting rhythms (Level 10 and monthlies), identify key
company KPIs, establish quarterly priorities and manage quarterly
priorities with MAPs to achieve 80% of Rocks every quarter

CASH

Build a dynamic structure so that our 3-year projections that can
be dynamically monitored in order to improve margins as we
grow the topline revenue.

CASH

Achieve alignment of leadership teams on company fiscals, put in place
the key fiscal reports (forecast 90 day forecast, Simple Numbers fiscal
format) in order to achieve [x] days of core capital and/or healthy cash
flow; pay off debt?
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Strategy: Core Values

Duration: 4 hours, Workshop Format
Description: |

- This session is about how to establish Core M e S
V8.|UES fOI’ your Company Pl Core Values must pass three tests: |

Are they alive among our people today? They are not aspirational.

Le ar n I n g O bJ e Ct I Ve S : Would you take a financial hit to uphold your core values?

Would you fire anyone for violating your core values?
- Understand what Core Values are, and T
. ooy ISSION to NViars
Why th ey are a Strateg IC B u I Id I n g B | OCk for If you were to re-build your organization on Mars, and you could only send 5 people to start it up, who would

they be?

yOUr Company Ambassadors:
o U S | ng a “ M |SS|O n fro m M a rS,, aCt|V|ty, Ezprl]?;;ytrr:z::;::;s;a;ns;r;gr:f what your organization is about and how to act.
d ISCOVGr th e CO re Val ues for yo ur Display the highest level of competency.
CO m pany . Who (Name) Describe Characteristics (attribute/ behavior)

LLERNIA

Traimimg Solwitoms




Strategy: Business Model Canvas

Duration: 4 hours, Workshop Format

D e S C ri pti O n : The Business Model Canvas
Key Partnel

- This session is about identifying the 9 building S e
blocks of your business model, with special
focus on Customer Segments and Value
Proposition. -

- Using the Strategyzer tool, each company will =
complete a Business Model Canvas during the
workshop.

Learning Objectives:

« Understand the 9 Building Blocks of your
bUS|neSS ©008 0 wmmummummuy ®Stri§g£f:

* |dentify a Building Block that your
company can focus on over the next 90
days. LERNIA
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Strategy: 7 Stages of Growth

Duration: 2 hours, Presentation Format

Description:

* Learn about the 7 Stages of Growth that

companies go through, the 3 Barriers to Growth flash (point! sauions o gnte your busincs. R—— .
and identify the challenges of each Growth Stage. Themes __stages of Growth: o2 s Wy —

Total Number of Staff

Learning Objectives: o e

58-95 95-160

23
Builder-Protector Ratio 4:1 3 11 3:2 2:1 3:1 2:1
Three Gates Focus e | MR (BB | -
- Process People Process People Process Process Profit
« Learn about the 3 Barriers to Growth, and be T

ominan t Facilitative Facilitative Facilitative Dominant ominan
Manager Modality Supportive

able to identify the Stage of Growth that your 07 e I

Company |S In_ Visionary

Manager

50%

Specialist 50% 40%
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Cash: Cash Acceleration Strategies

Duration: 2 hours, Workshop Format
Description:

» This session is about how to improve cash
flow in your business.

 Using a tool from Scaling Up, companies will
identify 1-4 ways to improve cash flow.

Learning Objectives:

- Understand the 4 key cycles of your
business that make up your cash
conversion cycle.

- |dentify ways to shorten key cycle times
to improve cash flow.

Sales Cycle Delivery Cycle Billing & Payment Cycle

Ways to improve your Make/Production & Inventory Cycle

rove your Delivery Cycle
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Cash: Power of One

Duration: 4 hours, Workshop Format
DeSCrI ptlon : Power O_F One thfaimpactthat.a1%improvementinyourincomestatement.ordrivers—

price, volume, direct costs and overheads --- what that has on your cash flow
and your profit. And, what a 1-day improvement in your account receivables

° ThIS SeSSIOn IS about hOW to Improve Cash and payables does to your cash flow.
flow in your business. Your Power of One

| earni ng Ob Ject|ve S T N (e 000 1ea

-, . . . /Y P ‘o cash flow and (ﬁ ('sz:CFtloﬂ o I‘mpa;tt;in

« Understand the four critical decisions you e i — o

need to make to grow your business et - ECT o

p rOfItab |y . Overhe.ads- Reduct.ion % 1% 29,133 29,133
 Understand the 7 levers that can e P Dy Lo ceeae

dramatically affect the cash flow in your (o eoinss

Adjust the % or days and see the

b u S i n eSS L] impact on cash flow / operating Net Cash Flow Operating Profit

- Understand different pricing strategies | e
that can drive top-line growth and improve
your bottom line.
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People: Functional Accountability Chart

Duration: 2 hours, Workshop Format
Description:

» This session is about identifying person
accountabilities for key functions of your
business.

o MName the person accountable for each function.

L Ll -
| |
L e ar n I n g O bj e Ct I Ve S n 9 Ask the four guestions at the bottom of the page re: whose name(s) you listed for each function.

e List Key Performance Indicators {KPls) for each function.

* Understand the key functions of your © oo Dot e S e ) ot g s e
business, and the standard KPIs.

- Complete a Functional Accountability
Chart (FACe) for your company.

» Establish 1-2 KPIs for each function of the
company.

° Person a Leading Indicators e Results/Outcomes

Functi ;
nnnnnn Accountable (Key Performance Indicators) (P/L or B/S Items)

LI:RNIA

Traimaimg Solwiroms




People: Job Scorecards

Duration: 4 hours, Workshop Format

Description:

* This session is about learning what Job
Scorecards are, and creating a Job Scorecard

for one (1) position in your company (as an B——— e e
exam p I e) . Candidate Overall Rating
Learning Objectives:
- Understand the difference between job
descriptions and Scorecards. Accountabilities & Metrics Comments Rating Competencies Rating

« Complete a sample job scorecard for (1)
position in your company.

 Learn the best practices / uses of how to
manage people with a job scorecard.
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People: StrengthFinders

Your CliftonStrengths 34 Results

‘You are uniguely powerful. Your distinct CliftonStrengths 34 profile sets you apart from everyone else. This
is your talent DMNA, shown in rank order based on your responses to the assessment.

Use this report to make the most of your strongest CliftonStrengths themes, navigate the rest and
maximize your infinite potential:

= Read and reflect on your results to understand what you naturally do best.

Duration: 4 hours , Worksho P Format e

Share your results with others to create stronger relationships and improve teamwork.

Description: LLLLLEEEE<HLEEEEECEEREEEEEEERRET

STRENGTHEN NAVIGATE ) .
‘You lead with Executing

« Using Gallup’s StrengthFinders Assessment, R SR
learn about your individual strengths, and how | & Ao} 14 Restorstve e
to manage to a person’s strengths. BT RET mmms

Learning Objectives: =" e

» Understand how to read and validate your 5 e
StrengthFinders assessment. Do s

- Understand the 4 Domains of Leadership. | o ——

- Understand what people look for in a EE
Leader, and how to Lead with People’s ; : AN e
Strengths.

- Gain insight into your team’s Strengths as

Name of Team

"
@

a whole.

E w H (5 Ideation

e 88k
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Execution: Company Dashboard (KPIs)

Duration: 4 hours, Workshop Format
Description:

* This session will focus on how to create a
Company Dashboard to monitor the health of

your company. leommamel
Learnlng ObjeCtlveS: gm;:::::;;ﬁ::"";’:;“hE’"P"‘Yees |(5Tr_a;1g\|_l;omlse1::hmhe e . I(ETplxp? eeeeeeeee =
+ Learn about the 6 different areas that your |
Company should monitor, and sample
KPIs that you could be tracking on an e
ongoing basis.

* |dentify best practices to run your
company with data/facts.
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Execution: Meeting Rhythms

Duration: 2 hours, Presentation Format

Description:

» This session will focus on the different meeting
rhythms your company can adopt (dailies,
weeklies, monthlies, quarterlies and annual
planning sessions).

* |dentify best practices to running your meetings
more effectively.

Learning Objectives:

 Learn about the different meeting rhythms,
purpose of each, with standard meeting
agendas.

- Standard templates for meeting rhythms will

be provided.

LEVEL 10 MEETING

Date: xxx
Time: 11:00 — 12:30 (example only)

Members

(Names)
Prework:

e Same time, Same place, Same agenda, Start on time: “Early is on time, on time is late,”” End on time

Time Item Owner

5 minutes Good news All
s Transition from working in the business. to on the business.
*  Share personal and professional news.

Reporting Section

5 minutes Review scorecard numbers (are scorecard numbers on track?) All
5 minutes Rock review (are our rocks on track for the quarter?) All
3 minutes Customer or employee headlines — good and bad news (one sentence headlines)

Accountability Section

5 minutes Review To-Do List from last week (7-day action items) All
¢ This is a dynamic document, where to-do’s and issues are coming on/off any

week
+ Rule of thumb: 0% of your to-dos should be dropping off every week from
what you committed to completing from last week. Typically, an
accountability problem if they are not dropping off.
60 minutes IDS — Identify, Discuss and Solve (Issues List) All
* Any scorecard #, rock that 1s off track, or customer / employee headline needs
to be addressed — drop it here. This builds the Issues list.
* Prioritize your issues first. Focus on the most important 1ssue first.
s  Take #1 and identify what the real issue 1s. Once you identify what the real
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