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66 Build the team that builds the business.
Don't build a team that you build @

business to support. 9
~Tiffany Charles
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3UILDING HAPPY, HIGH PERFORMING TEAMS

PURPOSE-DRIVEN LEADERSHIP

Have a clear vision and defined values

A STRATEGY FOR GROWTH
Define an organizational strategy, recruit top talent

COMPELLING CULTURE
Be a place people WANT to work

MANAGE & MENTOR

Manage, mentor and develop your team

5 @ €
D O @O O

COMPENSATION & CAREER OPPORTUNITY

Provide clarity re growth and opportunity




PURPOSE-DRIVEN LEADERSHP: DEFINED VALUES

Endearing Qualities That Define Your Organizational Behavior

Defined Vision & Values e Integrated Business Systems
Clear set of culture guidelines Key facet of strategic planning, business meetings, team check-ins,
hiring, career pathing

9 Leadership Lives the Values e Continuous Awareness and Alignment
Strategic planning, quarterly business review, Team meetings, recurring events, reminders
monthly meetings, team check-ins, hiring, etc.

e Communication, Communication, Communication!

Clear, consistent, collaborative communication is key to culture

¥ DESTINYCAPITAL
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CHOOSE YOUR

COMMAND & CONTROL (POWER)

"WTF happened here?!?”

"Do A, then B, then C..exactly like | would.”
"‘Don't forget email should exactly say..."
"What else is messed up?”

“Is this done exactly how | would do it?”

LEAD & COLLABORATE (INFLUENCE)

"What was the system breakdown?”
"Are there ways to improve our processes?”
"What are you most concerned about?”
"How can | help you do your job better?”



RMIINIBN

- BEST CEOs

DIRECTION

SETTING ALIGNMENT MOBILIZE ENGAGE CONNECTION EFFECTIVENESS
Treat the soft Solve for the Help directors Start with Do what
Be Bold. team’s help the 1 p only you
stuff as hard. ; Why?
psychology. business. can.
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UNRAVELLING TEAMWORK & ACCOUNTABILITY
DISORGANIZED ORGANIZED
ANYTHING GOES SYSTEMS, STRUCTURE, CONFIDENCE



Il manage it "I'll find a mentor”

TAKEAWAY: | DON'T IF | TAKE THE TIME,
HAVE TIME TIME IS MY TAKEAWAY



THE TEAM EVOLUTION

It's not about you; it's about the outcome of you

SILO

shared resources
li%J g@\

SILO Ll
PRACTICE

O ﬁ%”%ﬁ%

LIFESTYLE ENTERPRISE
w/Service Advisor ENSEMBLE scaled business
multiple Advisor teams




A Strategy for Growth

(more of the same or more efficient growth)

Organizational Model — Advisor Progression (example)

Wealth Management Consultancy Team )

—

Partners
Ben, Bob

ﬁ_/

Senior Advisors
Maura & Russ

Partners
Al, Gary, John
Senior
Advisor
Wes  aav 50%
Jr. Adv Il 25%
Jr. Adv 1.10%
Planner
Carter
Review
| Prep
CSA Intern
Salle ugeLy

(

Technology

Planner Ben

Angie
CSA

Virginia

Compliance
John

Rev per ADV:

$677,500

Rev per STAFF:

$903,333

Key Performance Indicators Worksheet
Populate highlighted light blue cells with current data. Other cells will calculate based on your inputs

KEY DATA POINTS
Revenus S 1000000 Total # of Clients 100
Expenses lincl. owner wages) | $ 400,000 Total # of Professionals 2|
Profit 400,000 = Expenses Total # of Non-Professional Std 2|
Total Owner Earnings h 200,000 &’;;‘e R AUM 100,000,000
= Profit
Revenue KPI Profit KPI
Revenue per Client 3 10,000 Profit per Client 5 4,000
Revenue per Professional S 500,000 Profit per Professional = 200,000
Reverwe per Total Head Court | & 500,000 Profit per Total Head Count S 200,000
Expense KPI ' [Client KPI
Total # of Clients ol - o | | Clierits per Professionel El
Total # of Professionals 2 e Ry 0% | Clients per Total Head Court 20
Total & of Nor-Professionol Staff 3 Revente per Professions] | mmmm— 500,000
( Revenueper Clent 1 $10,000
Business Operations Team ) EBOC (Earnings before Owners ' [EBOC (Earnings before Owners
Comp) $ 600,000 Comp) G
Profit per Total Head Count S 200,000
Profit per Professional S— 520,000
Profit per Client | $4,000
s
BoD/Partners
Oversight and Supervision
]
Committees ) Focus (Primary] | Any cagital events fweut) tem i obipctives
401k HR Financial T
Gary Kelly & Maura Bob
CEO amed)
el Mkt Product and Execution (Target Market/Product)
Med larketing
i Eaiuton Managemesd
Benefits Bob, Maura & Kelly Erm e Modsl | Exacutive Managsment | ot Adviiery
Al Liad the ongaing | Manage Support Hgh Vala
deswcpment of the and repon 1 Partner Chen kel dtawsliign
buiirais model ad Foup/B00 1]
Investment Committee e agosdtan
Al, Ben, John & Russ feon & . | v T
Supported by Angie & Brand Buidng v
Carter
COO pemy COO0 premgy CGO protem
Client Service (Fulfillment) Operations (Fulfillment) Marketing (Business Development)
et Mdraer TsshnialPunning it Manaamis At Mantenio Taihnelgs Cempharns Finiess Seuuiing and HE B Mgt Cinnt Eneciems Dokt Clant P
Focus [Primary) | Mesationing managament ind Financal plnneg Fvetrart [ Foous (Primary) | System, 0ata, Secunty GCandlogal | Company Fiasceand | Tabt, Cuurs, Drrtig=ol
wvice Compliance Riverwe Collection | Emploves Logistics Focus [Primary) | Buld and manage Stratagc chent Moirw clhent iales and | Sourcing of mew prospects
Poutionis) Statega (joon) Panne (Tadi 0O (Tim) C0 (e Postionis) Opwitcns Specalit CCo (i) 5O (Mabet) Opwrations Bebandsl | mperince xung nd progy by
Sratepst Megan| 5 (Alsen) [ Compliunce Resousce | Rurtz Fango (osdor) | Souclait enee] aimboii 2= S——
Rratagst (HIRE) MSP- Plorte fiver (Veador] | Partaers (Vesddor) Arcruters Pesitionlsl GO [Tiftany) GO [Tiffa] Cliert Cnboardieg €00 Mltaw]
Coordnitar [Ewan) (Wendors) A (Chariss) Specabet (AIRE) A (Chania)
Coonsnator |CaY Chent Oboarding
Covndeator [HIRE) Spwciales (HIAE)
Focus (Secondary) | Rafiong the advice model and | Refining techial plasning | Invedtment ressnch and Trading wpoort. Focus (Secondary) N/& LTS Emploves Berafits WA
[T p——— sgraachai and porthsio deign. PEO. Gusto (veader] [Er— N Cient [ @i
prefeiinnsl deswpment nd evints




WHAT KIND OF TEAM ARE YOU BUILDING?

WHAT TEAM BEST SUPPORTS YOUR MODEL PRACTICE?

EVOLUTION
SOLO PRACTICE ENSEMBLE
SOLO w/ Service Advisor w/ Advisor Teams BEYOND....
ADVISOR/CEO ADVISOR/CEO

MANAGERS CLIENT TEAMS ﬁ%

PROFESSIONAL
MGMT

000

TRUSTED TRUSTED SERVICE

STRATEGY FOR GROWTH

ASSISTANT ASSISTANT ADVISOR ADVISORY INVESTMENT ~ OPERATIONS  MARKETING
TRUSTED
ASSISTANT

SO- 1.5MK 500K+ - S2.5M+ S1M+ S3M+




Y  ADVISORY TEAM MODELS

( Wealth Management Consultancy Team )

Client / \

Wealth IEA“ ]

Strategist Partners Partners
Al, Gary, John Ben, Bob
T ' 0
AS(T‘:;IS{; Senior Advisors
Maura & Russ
Wes v 50%
Jr. Adv II. 25%
. Client Jr. Ay 1. 10%
Client
Ith Wealth
vl Coordinator Planner Planner
Planner Carter Angie
Review
T Prep T
CSA Intern CSA
Salle Virginia
CLIENT CENTRIC
DIAMOND TEAMS CENTRALIZED CORE

Ex. Mission Wealth
R ¥ DESTINYCAPITAL
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ROLES AND

Client
Wealth
Strategist

Client
Wealth
Coordinator

Client
Wealth
Planner

¥ DESTINYCAPITAL

-OCUS

ADVICE & CLIENT FULFILLMENT

Client Technical Investment Account
SPECIAL Advisory Planning | Management Service
FOCUS Relationship Financial Investment Account
Management Planning Management | Services &
& Advice Money
Movement
ROLES Strategist Planners CIO Client Client
Coordinators Operations Service
Specialist Specialist
(COS) (CSS)




MANAGING TEAMS

Clients and Revenue

The Practice Benchmark / KPI
Tools assess performance
at a firm level

The Advisor Team Revenue
Modeler is designed to help you
assess and evaluate
performance by advisor team.

ADVISOR TEAM REVENUE MODELER:

The Practice Benchmark tool assesses performance at a firm level This tool is designed to help you assess and evaluate performance by advisor team.

Instructions
1. Input yeark/ quarterly datao into into the with grey taxt ONLY. Dark bluef oqua and white cells will auto-calculate; do not input over thase formulas.

[ ]

ADVISOR

Arrualized Reverue S 446230 | 5 690231 S 483854 | 5663962 S 569164 | 5 2853441
Sub-Total S 446230 S 690231 & 4B3B54 50663962 S56964 | 5 2853441
A5 % of Firm Revenue 13% 20% 14% 9% 17% i B3%
Assoc. Advisor Rev. Dist. % 0% 0% 100% 0% 0% ] 100%
Ind. Plarming 3 -8 - 8 =914 5 - 5 - s =904
Ret. Plans 5 - 5 - 3 - 5 - 5 - I 5 -

Sub-Total 8 - |3 - 5 =966 3 - 5 - B3 50964
As % of Firm Reverue 0% 0% 7% 0% 0% i 7%
Total Revenue S 446230 S 690231 5 1053018 5663962 5569064 | & 3422605
Revenue Adustrment & - g - 3 - 3 - 5 - I S -

Total Revenue (Adjusted) | § 446230 | § 690231 $ 1053018 | $ 663962 | $560.164 | $ 3422605

o oo Cremr | rema | tems | v | tema ||
@@}

DIRECT EXPENSES

Advisor COMP. MODEL |
37.0% Partrership % 37.0% 37.0% $5CID,DDCI.DD: 0.0% 0.0% I T4%
’ A5 % of Team Revernue 52% 38% 0% 5% O%I 165%
Advisor Expense: Partrership S 262,000 & 262,000 % 55302 1 & - 5 - 1EEEEA
[ ]
3.0% Assoc. Advisor Exp. Dist % 0% 0% 100% 0% O%I 100%
Assoc. Advisor Base Salary: % 50000 % - = - = 50,000 5 - 3 - B3 50,000
P BN INDIRECT EXPENSES [STAFF) $ 105,302 Maura Total Comp.
5 1% Client Service / Para Planner {Angie) 5 72000 3 - g - 3 - g - S -
Client Service / Para Planner Dist. % 0% 0% 0% 0% 0% i
Client Service / Para Planner [Kelly) 5 72000 5 23976 5 23976 5 23976 5




BASE PACKAGE PERFORMANCE RECOGNITION

| Base Salary / Rate Position and Firm Above & Beyond

COMPENSATION

PERKS & BENEFITS
Compensation Is More Than Money

SEE MANAGING COMPENSATION,
PERFORMANCE & CAREER PATHING

GROWTH
OPE@ RIS Y

£

Comel® 6UI’ TR 4P & See Managing Compensation, Performance & Career Paths lesson

.' Not to this step yet? See Hiring and Training lesson in library

&



CAREER PATHING GROWTH
- -

), “Cardenpoth for climbers
A r ;’ .
Make “growth & development” a requirement

o




PARTNER

(Partnership opportunities are limited)

e — F A Y .
— _ _ — 9;.'.9 Define career paths for role
Senior Advisor / Senior Director Business & et
Financial Planner (L4) Operations (L1-3)
@ ?
. . . . " (v]
Advisor / Financial Operations Manager T - - -
e (L) e amw Establish levels and criteria
@ ?
Associate Advisor / Senior Client Service
Associate Planner (L1-2) Manager (L3) E_:__. AdVOﬂC@ as meets criteria
0 Q T.T.T
-@- Client Service
Manager (L1 - L2)
| @ Compensation aligned
S Q ....... W /Contrlbutlon

Intern




CAREER PATHING: TEAM

DESTINY CAPITAL MARKETING POSITION PATH FOR GROWTH

COORDINATOR MANAGER DIRECTOR
Imvestment Mews: 547,000 Investment Mews: 561,750 Investment Mews: 572,000
Finance & Banking Salary Avg: 545 000-549, 000 Finance & Banking Salary Avg: $52 000-556,000 Finance & Banking Salary Avg: $70,000-577,000
Broad Salary Range: $42 000 - $60,000 all in Broad Salary Range: $40,000-580,000 Broad Range: $50,000 - $110,000
Little Agency More Agency Agency Oversight

Hawve advanced knowledge on our brand, services, and how to best

Little requirement on writing content for materials Must display an understanding of our brand and services .
communicate to the market
Assisting team members with day to day marketing tasks and Managing all marketing for the company and activities within Planning, developing and implementing effective marketing
coordinating marketing projects and activities as requested marketing communication campaigns
Organizing the production of branded items such client materials, e- | Developing the marketing strategy for the company in line with sing the full marketing mix for the company’s marketing
mails, etc company abjectives communications
— . . ) )
Supporting the team by coordinating and collating content Co-ardinating marketing campaigns with sales activities Writing n::cnp*_.r_fnr all marhe.tmg collateral, including deliverables,
letters, emails and websites

Producing additional marketing communications, such as flyers, . . ) nderstanding the product and customer profile and write thorough
N . Cwverseeing the company's marketing budget ) ) )
brochures and exhibition-related projects specs for each and create supporting marketing materials 4




1. Contributes significantly to the intellectual capital
development of the firm through tangible contribution to
research, creation of IP, thought leadership and/or
business development.

2 Responsible for a minimum of S1M of annual recurring
revenue to the firm.

\7). Employed with Firm for a minimum of ___ years.

-\ CAREER PATHING:
ADVISOR

READINESS

4. Exemplifies Core Values.

DESTINY CAPITAL ADVISORY CAREER PATHING

CLIENT SERVICE ASSOCIATE CLIENT WEALTH COORDINATOR SR. CLIENT WEALTH COORDINATOR CLIENT WEALTH PLANNER SR. CLIENT WEALTH PLANNER CLIENT WEALTH STRATEGIST
Key Difference to Previous Seat: N/A  Key Difference to Previous Seat: Key Difference to Previous Seat: CFP Key Difference to Previous Seat: Key Difference to Previous Seat: |s Key Difference to Previous Seat:
Education: BA * Apart of the client planning team and  Certification Complete Responsible for the successful execution  capable of handling the most complex  Participates in the growth of the Firm by
Experience: 2 years of experienceina  interacts with clients routinely Education: CFP full certification of all client service elements for the team, client planning and stressful client successfully onboarding new client
client service or professional service * CFP Focus Experience: Minimum of 2 years in a leads and holds others accountable conversations independently. relationships
support position Education: BA + CFP Exam passed direct client financial planning role Education: CFP full certification Education: CFP full certification Education: CFP full certification
Capabilities: Experience: 2 years of experienceina  Capabilities: Experience: Minimum of 4 years ina Experience: Minimum of 5 years ina Experience: Minimum of 5 years in a
* Demonstrated technological capability  client service or professional service * Presenting all segments of client direct client financial planning role client advisory role client advisory role
* Attention to detail support position financial plans and facilitating Capabilities: Capabilities: Capabilities:
* A good Destiny Capital values fit Capabilities: conversations around those areas * Leads all aspects of client's financial ~ * Capable of handling all client planning  * Capable of onboarding new client
* Strong customer service skills * Handling routine client calls/emails * Guiding the work planning and task plan, including the complex. and interactions independently relationships with success rates in line
* Can follow processes efficiently across a * Handling client service meetings without execution of multiple team members ona * Directs all elements of client service with Firm standards
variety of tasks the CWP/CWS client service team in the absence of the  work for the client service team * Supervisor over CWC
* Competent in core technical tasks Cwp * |s accountable for the success of all * Own client satisfcation and retention
* Full use of technology systems * Integrating client service work with implementation tasks for the team.
* Contributes in client meetings external COls

* Contributes in client service team mtgs  * Identifies opportunities to expand our
* Contributes to the firm through seeking  scope of work for clients and gather

out inefficiencies and changes to make us  additional assets =)
better. * Capable of leading at least 25 HH. vl




MANAGING TO STAN

0.-
00—
(m)

PEOPLE PRIORITIES PROJECTS
LIMITLESS LESSONS LIMITLESS LESSONS LIMITLESS LESSONS

« Rock Star Right Hand « Your Vision for Success « Action & Accountability
* Building & Managing Teams * My Model Practice * This Onel
« Hiring & Training « Take Control of Your Time

 Managing Compensation,
Performance & Career Paths

Success Shifter e

Lk | 2 3 4 & 4 7 1 3 M N UBWEY OB waa

% mowmowmwmw

Priorities Tracker

elow worksheet to identify your priorities for the year, o
ress and next steps. Update status by entering the c

/on

Yellow/Issues, 1= Red/Significant Issues, O = Black/Not Started. As a best practice, consider
L using @ project management technalogy.
b INITIATIVES & STATUS ©2021 Educe. Inc
B 1 { ; — Current Quarter Initiatives  Status  Time Frame  Owner Issues Next Steps
Candidate Tracker .
tons: Lsst1ec =i track concid " E : Business Vision & Goals L] (] Im Document and shars with tsam
Missing reverue date for some
Service Modl, Segment & Fees @ @ Seth products, cant account for
total revenue per client.
Orgarizational & Team Modsl ® @2 Im Pertners out untl ofter dus
TR S— 202, . QYD |Advisor Model & Compensation [ ] Qa3 Seth

R Cument e At 1= 11 inpes o e
Iy coloulate.
i | | Futeriliah e gl boci e
. . ne s e e o
Tam e Cowll Gael3 Ganals Sewdesd utls s enprionced Yowo
s Upcomning Initiatives Status
| | .
N . Marketing Plan
‘ | | et e Business Systems Model
e[S — Sales Process
Plan Overview E 2)
i Tenis S Tis ohansets up reguier caecks
: maps e o et traner or o

ik o Lhe Templale Lt

sana

TRAINING CHECK-IN SCHEDULE
irs oo weakly for the fisst month, then every S0, 40 ard 90 days. After thot, move te cuartery check-"ne. Heview dote saoud be set for
och of the folowirg check s, Summary mles i o be enlered nolucivg fulure follow up lers.
Training Chock-ins Date MNotes.
ek | B 71 Ftroduced To rmost tocics, , has

Chel

O (Doat of G

conr. Siif et BT Fee
ek 2 Fariuting on och treinigs in ot ma
Higek 3 sehing effic Froblerms, contin e ko wok on st ing eff £
0 ey 72001 eice, has
omdior - trodduced 7o al tapics, sFomirg ImErcvSrert, bt noeds adeitios! £ i on ok sty speie items cnd paperck
o
. — 501 resds ateitiancl raring, particulerly (86te0 16 asenUrnt pasemork. Demenstrctes corpaterce on ol stancad
l - Gt Aincone
ol Chhon a1 pacer rasion ard o
Gy Check-n 0/0/200 [Py a = mal directions Sill erring o rew fopie eome g
Sty ohecken o A eomostort anc bk ok iaceperdent y i 7 min mal direetion, wark ng o ser 5 06 ore Impore ot ond

ot lor et e

% Watch our Managing Frojects Tribe Talk on Good Vibes Tribe!
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Firm 20
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Plan W s

Ollowiny
Ny adefit
TE M p LA—’ Varighy,

i Sation Breokdown
ol benefits and perg :5 I’Ota{compensuuan Pckage
Aplicablg ¢, Your iy, "W employges Will receyg

BUILDING A %
PROFESSIONA
DEVELOPMENT PROCESS

Best Practices Guide ¢ Resources

e

I, | Limiticss Ads )
mateioks may not be teproduced,
withot written consent cr

BUILDING AND MANAGING
TEAMS

k-1n Sample

refeasiondl B

e

foryeuto

forms.

Team Che

i ey SO

o o T
oo a s

DAT

e e 09

NOZ
¢ _Jonet
HAVE:

eck In

MANAGING,
REWARDING AND
GROWING HAPPY
HIGH-PERFORMERS

Best Practices Guidebook & Resources

ety CH

sample ¢

HIRING AND TRAINING

for improvaments
Room

ontin
o coute A s
eacalied 98

@ Sample Adwinistrative Assistant
Job Description

~

The beiowis g sample of an administrative assi
ALLISON FOULK

stantjob description. Customize this to
N with the roie i your it Review ang update roles evary one to two years,
ccasses: Job Title Administrotive Assistant Status  Houry, Norexempt
Koy S e Rexision Date: 7/1/2000 Reports To: - Business Manager
oot
L S
1 . = - a0 (7 -
ulldm‘glnd Llnag,l%
- -~ u :
i
AccounT v

Y
ADVISOR TEAM REVENUE M

Impact, Purpose & Outcome
The Administrative Assistant
operationgl efficiency as

's a servant-leader who supports the
COACHING CENTER

well as the glient
ceatafm level This
The Pracice Bench

ODELER:

firm's overall

experience. Using  strong
einication skifs an! o professional demecrmr, e POSition supports other
e 0 et perormance by st emnton st e s
apedtonepy
ot e s o,
Gt ot oot o ot
ooy v dota into into the. with gray taxt ONLY. Dark blua/aqu d whi
gty e aca o nto
Related Lessons
LEARNING CENTER »

g exceptional service both
internally nd extemally. This positio

"I the positiity advocate within the fym
Success in this role resuls in the following ou
MTOTAL
1| Team2 e
Team eam
uNuE -

tcomes:
= E—

Managing

GOOD VIBES TRIBE

* Administrative ang op

erational tasks are completed in g proactive,
T ETT effitent, accurate and timely manner - oo fttle things don't fafl through
$  4B3BS4 | $663902 § 569, PV the eracks
$ 446230 $ 690231 $ & Ss69%64 8 285 ~
e S w20 S G023 5 lenesk S e | 53% * The capocities of the CEO and team members are improved because of
rnualized Reverue $ w! o % %
Armuolized 5% 20% I the administrative ftems they are cbje 4 delegate suceessfuly
su % ‘ il >
45 % of Firm Reverue o 100% 0% 100 * Inefficiencies in the office are identified, and fecommendations for
OCADVISOR ____ @5 s - 8 9648 - 8 - Improvement are shared with leadership,
Assoc. Advisor Rev. Dist. % 2 S G ST 064 * The team, clients and visitors fegl welcome and have positive first
Ind. ;‘f”ﬂ:“”g $ - 8 - 5 w9 jj“ > 0% % impressions when they enter or communicate with our office.
o s 8 % 5 ’

R 0% 0% S3018 | S 663962 S Sbotos | S 3422605 * Pl technology needs, and client mesty
ADMIN ONLY v &‘b'm;i o Reverue $ 16230 S 690231 § 1053018 < 0

As % of Fir e s 2 :

- - 164
tal Revenue s 053,018 | § 663962 |
BER DIRECTORY ;‘;:“g Justment | § 446230 | § 690231 S 1053088 |

MEM ted)

Total Revenue (Adjust
LOGOUT
PROGRAM OUTLINE

i iy

Ings and travel artangements ore

proactively addressed ang wel-coardingted,

Key Res, onsibilities
Tem? | Tems B e

=

e =]

L orewemss | T | Terr | Tend | Temd | Tond

The Administrative Assist

My Model Practice

Slido.com
The Selence ofSuceasc 12

tant thrives in a fast-paced environment and
mantains o positive and poised attitudp at ol times. This indiividual
COMP. MODEL consistently applies good judgment, critea thinking and probiem-
v 370%  30% $500,00000 solving skills in order to juggle mutiple schedules, projects and
Partnership % 5% 8% pricrities whils paying attention to detais Effective communication is
0% a5 % of Team Reverue Partrership | §/262000 § 262,000 $ key, as is being a team player to suppart the administrative needs of
Adbvisor Expense! our team.
o Advisor % 0%
30% | Aasoc Adunor tp Dt s 0000 =[S
¥ Assoc. Advisor Base Salary = —
sl falif ol e ———
Limitlessfa.life

Client Service / Para Planner Dist. %

P o : U%I o ﬁ‘\
0% 3 0% K
$ 23976 $ $
: $ 23976 $ 23976 S
Client Service / Para Plonner (Kelly) $ 72000
2%




Q

LEARN
MORE

Drive: The Surprising Truth About What
Motivates Us, Daniel Pink

The Culture Code: The Secrets of Highly
Successful Groups, Daniel Coyle

The Effective Executive: The Definitive Guide
to Getting the Right Things Done, Peter
Drucker

The Five Disfunctions of a Team: A Leadership
Fable, Patrick Lencioni

Tribes: We Need You to Lead Us, Seth Godin
To dive deeper, use the Staffing for Success
Learning Path

r o

ADAPT &
APPLY

Read the Building & Managing Teams
Guidebook and review all resources

Use the sample job descriptions to hire and
define your team roles

Refer to the Professional Development Process,
Team Check In Form, Weekly Team Meeting
Agenda and Weekly Team Report Card to
manage and develop your team

"L

TAKE
ACTION

Commit to building a team of
happy, high performers

Hire, train, manage, compensate
and grow your teams using these
strategies, systems and
streamlined tools
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