KNGOW NG BOUNDS

A Powerful Formula to Increase Success
People + Process = Performance™

For any business to perform at its highest level and achieve maximum profitability there must be an
ongoing commitment to invest in developing both its people and efficient processes. Know No Bounds
and Paragon Resources structure their solutions with the guiding principle of People + Process =
Performance™. As financial professionals, your focus is often ROI; ours is ROP - Return on PEOPLE and
PROCESS.

First and foremost, whether a corporate leader or individual advisor, one must understand the gaps and
responsibilities required in order to find the right PEOPLE to fill those specific roles. Teams are
comprised of INDIVIDUALS who are all driven and motivated by different elements and are gifted with
varying talents. Ensuring that the right people are engaged in the right roles and have the right
developmental opportunities and environments is essential in maximizing talent and retaining your most
important resource.

PROCESS is the second key ingredient to success. In today’s more complex world, with increased rules,
regulations, and administrative requirements, time has become a most precious commodity.
Systematizing one’s business is essential. Individual advisory teams and firms need to have simple and
executable processes in place in order to maximize their time and resources.

Performance Insights Process™
A powerful and unique suite of diagnostic tools, our Performance Insights Process™:
= identifies the potential performance barriers that are hindering the ultimate success of an
advisory team
= facilitates key decisions that need to be made for the future growth of the practice
= provides a roadmap for specific action

Professional advisors know how important it is to conduct a thorough assessment of a client’s situation
before making recommendations. They also know the benefits of asking the right questions. In many
cases, the assessment itself can be “worth the price of admission” since it helps clients realize where the
gaps are in their current financial plan. For this same reason, we utilize assessments when building and
developing a high-performance practice.

The assessments utilized through our Performance Insights Process™ cover three critical elements.

Individuals: People are fundamental to maximizing overall performance. This area of the process utilizes
the Strengths and Motivators Assessments to help ensure that the right people are engaged in the right
roles and are highly effective in their interactions with one another and their clients.

Team: In order to properly serve clients, teams are now essential. One key benefit of a team is to
orchestrate everyone’s talents towards a common goal. The Team Performance Assessment allows each
member to provide their perspective on understanding their current team dynamics and areas where
they can increase their effectiveness.
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Business: You must KNOW your business intimately if you want to GROW your business. Analyzing all
aspects of a practice leads to optimizing its performance and increases long-term viability. Our final
diagnostic, Business Performance Assessment, solicits each team member’s perception of both the
efficiency and effectiveness of all core functions of the business.

All of the assessments utilized in the Performance Insights Process™ are administered online and have a
foundation of proven practice management expertise for the financial services industry. The following is

an overview of the process.

Knowledge =» Awareness = Action = Results
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Step 1: Business Profile — Snapshot of Advisory Team Practice
Principal(s) provide data on the following:

= Contact Information

=  Team Information

=  Financial Information

= (Client Information

= Practice Information

= Vision Information
Time Commitment: 20-30 minutes

Performance Insights Business Profile

<ontact Information
Team Information

Equity
Ownership  Percent - - -
Team Memoer Nams  Email address Postion/Tds _ Split Ownersh Performance Insights Business Profile

[}

Contact Information
Team Information
Financial Information

Fee-hased Commission-based  Other

Last Year's Revenues in &

\ Add Additional Team Member ] annualized Current Yaar's Fee-based commission-based  Other

Revenues in &

Financial Information

Client Information

Practice Information

vision Information Total Revenues
Next 12 Month Goals in &

Fee-hased Commission-hased  Total

Current Year's aAUM in §;

Previous Page | | NextPage

Client Information
Practice Information
Vision Information

Previous Page I l Next Page

Performance Insights Business Profile

Contact Information
Team Information

Financial Information
Client Information

Segment your cient relationships by total assets controlled (Househald relationships, NOT accounts)

Greaterthan $10M  $5M - $10M £1M - $5M £500K - $1M $100K - $500K  Less than $100K

Total Client Relationships

What do vou think is the ideal number of dlient relationships for your prac

Of your total dient relationships, what percentage consider you their sole financial advisory soluf Performa nce I"sig hts Busi ness Prof e
During the last 2 years have you unexpectedly lost a significant client relations

Describe yaur business madel - WHAT you da and dan't da for your dients. You shauld include you Contact Information
area of expertise, your investrment vehicles. Team Information

Financial Information
<lient Information
Practice Information

Describe your ideal client - WHO you hest serve. You should include market niche, demographics, li Wision Information
assets, revenues, number of accounts per household, ete,

What do you specifically hope to accomplish by going through this initiative?

Practice Information
Vision Information wWhat is your wision for your practice in the next 3 years?

Previous Page J I Next Page

Briefly describe any additional ISSUES or INFORMATION that you think we should know,

Previous Page H Submit Form J
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Step 2: Team Member Data Collection

Each team member is emailed instructions for completing three online assessments:
= |ndividual Strengths and Motivators
= Team Performance
= Business Performance

Time Commitment: 40-60 minutes

Individual Strengths and Motivators Assessment
36 Questions

= TT1 Survay - Windows Internet Lxplorer

GO- - oty v Blox A —|iek

Fin Edt View Faordes Tock  Hep

x Google v Moach-vgh- @ e Bobwe- | % ched - Flavora- @ O - @ kteets- | x Eonepe Bl o
i Favertes | T Survy Thv ) e Page Tocke @ "
Irtuwmet Dodivory Service (I0S) & W_W. Response Language. || English (US) v

Response Status
Welcome:
The infarmation ksted on this page refiects the assessments that nave been assigned and what nas been compléted

Sebect an acion below

ASSESSMENTS ASSIGNED STATUS AVAILABLE ACTION

TTI Success Insights® - B and M;
General (ML) e Now

THQURVEY Respons
TTI Success Insights® - Workplace Motivators™ - Responses

For each category, rank the 6 items by indicating your choices as follows: your first choice is 1, your second choice is 2, etc. Each
number (1-6) must be used only once and every box must have a number in it. Your response must be completed in one uninterrupted

sitting.
sien]
: - TTI Success Insights® - Behaviers and Motivators - General (ML) - Responses
My favorite subjects:
For each group, select one line of words that describes you MOST. From the remaining three lines, select one line of words that
El Math/Science describes you LEAST. Repeat the process until complete. You should take no more than 10 minutes to respond to the assessment

and it must be completed in one uninterrupted sitting.

Palitical Science T
Ethics/Principles ) :

Most Least 1 Most Least 2
El EIE ATt 1 | Enthusiastic [ Careful. calculating
Financial Planning
[6 | Humanitarianism

| < [

Contented, satisfied

| Page complete. Hit Enter or click on th

Positive, confident Supportive

‘ Bold, daring

[ v [ cumen

Peaceful, tranquil

N <

BN <.

1
v’
‘ 2
\ 3
4 ‘ Charming, delightful

‘ Page complete. Hit Enter or click on the Next button below. ‘

‘ [ Help ‘ Cancel [ Previous ‘ [ Next ”

DISC Explains HOW a person behaves, what their natural strengths are, the type of work each team
member should do and their preferred work environment. It is an excellent tool for identifying roles and
responsibilities and the communication style of each team member. Workplace Motivators explains
WHY a person does what they do, what drives them, and how they can be motivated. This is an excellent

tool for identifying the culture and chemistry of a team so that team members enjoy working with one
another.
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Team Performance Assessment
Each member will rate the overall team dynamics based on four areas:
= |nterpersonal: Examines the effectiveness of relationships among teams members
= Structure: Examines the effectiveness of how the team operates
= Management Approach: Examines the effectiveness of how strategies and tasks are determined,
managed and executed
= Leadership: Examines the effectiveness of how the team is led
48 Questions

TEAM PERFORMANCE ASSESSMENT

Instructions Name
Review the following statements and select how
often each one occurs in your team.

Flease be sure to honestly respond to these Team Name
statements as they apply to your CURRENT
team situation,

If you feel that you do not have adequate
experience or knowledge to evaluate a
statement, please select "Mot Qualified to
Answer". However, please try to minimize the
use of this response as we need as much input
as possible to evaluate your team. Flease give
any feedback or suggestions in the spaces
provided.

Wour input hely
that will impros

tearmn and bLsir TEAM PERFORMANCE ASSESSMENT

k4
@2010 performant Interpersonal (Area 1 of 4) o &
infoi@pertarmancel Examines the effectiveness of the relationships & team memb o £ &
& &8
™
As a team, we ... P 6:' S & e
Enjoy working with one another O] o @] @) @)
Can rely on each other to do what he/she agrees to do 9] Q) o @) )
Walue each other's differences, opinions, or perspectives @] =) o @) @)
Recognize and reward each person's contributions to the team 0] @ 9 ) )
Team members can Are supportive of one another when mistakes occur and avoid blaming one another 9] 9 9 O] P
provide comments or Have adequate knowledge of what everyone does @] o Q) @) )
H Constructively address conflict ar problems between members ) . [
suggestions when 4 £ o2 e e
. t Maintain & "can do" attitude and focus on how to get the job done O @ = o @)
approprla €. Appropriately/effectively communicate with one another o 9 9 O] )
Are committed to helping each other and the team succeed 9] o Q) @) )
Maintain mutual trust and professional respect ) o =) (] o
Celebrate accomplishrnents ) J J = )
Please Explain: 1 don't really know when we are doing well,
Please provide any details, comments, or specific suggestions related to this area if you so choose:
1 really enjoy working with everyone but I wish we could spend mare time
gething to know one another, I am not always sure how to communicate with e
same team members, | tenhnue |

©2010 Performance Insights, Inc, All rights rezerved
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Business Performance Assessment
Each member rates the efficiency and effectiveness of seven areas of your business:
FIND

= Marketing

= Sales
GRIND

= |nvestment/Wealth Management

=  Administration & Operations

= Ongoing Performance Analysis & Reporting
MIND

= Client Management

=  Practice Management
72 Questions

Business Performance Assessment
A measure of efficiency and effectiveness

Instructions

You are being asked to assess the performance of your practice in terms of efficiency and effectiveness. Depending on
your responses to the following questions, you will have an opportunity to provide further details, comments, or specific
suggestions for improvernent if you so choose, Please be sure to honestly respond to these statements as they apply
to the state of your CURRENT business,

You must contribute input even if it is not directly within your realm of responsibility, As a high performance business,
each team member should have a basic understanding of all areas of the business. Your input helps us provide advice
and salutions that will improve the overall performance of your team and practice,

Name

Team Name
Years in Industry

Years with Team

Business Performance Assessment
Business Insight: Section #1 o .
Business Insight: Section #2 A measure of efficiency and effectiveness

Business Insight: Section #3

Business Insight: Section #4 Instructions

Business Insight: Section #5 [BUSi"ESS Insight: Section #1

@2010 Performance Insights, Inc, All rights rezerve Does the business...

info@parfarmanceinzights. com
Have an ideal client relationship definition andfor market niche Yes MNo Unsure
Have a well-constructed marketing plan with strategies. Examples include: referrals, Yes unsure

seminars, drip campaigns, cold-calling, centers or spheres of influence, PR, websites,
newsletters, eteo,

Please provide any details, comments, or specific suggestions if you so choose:

We have nothing in writing, we just wing it!

Have a full and active pipeline of leads and prospects Yes No m
Team members can Please provide any details, comments, or specific suggestions if you so choose:
provide comments or That information is not shared with me, ‘
Suggestlons When Have standardized presentation materials that can be customized for each individual Yes | Mo unsure
prospect

appropriate.
Use a standardized fact-finding process Yes | No Unsure

Have a disciplined investment/wealth management philosophy that includes beliefs, values Yes I Mo uUnsure
and fee structure

Consistently convert prospects into ideal clients, fulfilling defined asset and revenue goals Yes | Mo Unsure

Have a sales process in which all team members are aware of their individual roles Yes | Mo Unsure
Haua nnints nf distinctinn that ran he articnlated whan a nrnsnect asks the noestinn. "athe | wac | ma | tincuea |
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Business Performance Assessment
A measure of efficiency and effectiveness

| Instructions

| Business Insight: Section #1
| Business Insight: Section #2
| Business Insight: Section #3

Does the business...

And each team member spend at least 10% of their time on | Always I Sometimes I Rarely | Never Unsure
practice management activities (business planning, team
development, process improvements, working ON the
business, etc.)

Use a compelling and differentiating story, elevator speech, l Always I Sometimes I Rarely | Never Unsure

and value proposition that all team members articulate

Use standardized letters, scripts, mailings, advertisements, l Alveays | Sometimes I Rarely I Never | Unsure |
and other supplemental tools necessary to properly
position the practice

Please provide any details, comments, or specific suggestions if you so choose:

We do not have any standardized marketing materials,

Communicates to clients that it is seeking new business l Alveays | Sometimes | Rarely I Newer I Unsure

Please provide any details, comments, or specific suggestions if you so choose:
We never ask clients for referrals so they don't know we want them,
Fulfill all of its research and due diligence requirements l Always | Sometimes I Rarely | Never I unsure

{financial markets, economic development, tax legislation, or
other external factors that affect 2 client's portfoliofplan)

Execute client requests in a timely manner [ always | Sometimes | Rarely | Never | Unsure |

rmance Assessment

sndd effect enes

We believe all team
members should be able
to respond to all questions L
. MNotice
on this survey.

A response is required for all questions.
Please review the questions again and

Always

answer fully,

Rlways 0K

Always | Sometimes | Rarely | Never | Unsure

pecitic suggest f you so choose:

Always | Sometimes Rarely | Never |

Copyright 2010, Know No Bounds, LLC, & Paragon Resources, Inc.
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My team dedicates the necessary time, resources, and effort to achieve the objectives
for:

{choose all that apply)

Marketing

Sales

InvestmentfWealth Management
Administration & Operations
Performance Analysis & Reporting
Client Managment

Practice Management

The team is asked to rate

In which area(s) do you believe the business runs efficiently and effectively?

(Efficiently is doing things the right way, effectively means doing the right things) each functional area of the
(choose all that apply) business.

Marketing

Sales

Investment/Wealth Management
Administration & Operations
Performance Analysis & Reporting
Client Managment

Practice Management

Previous Section H Next Section ]

Business Insight: Section #5

: Business Insight: Section #1
| Business Insight: Section #2
| Business Insight: Section #3

Business Insight: Section #4

[Business Insight: Section #5

what are the 3 things you LIKE MOST about your job or work environment?

Team members are given
the opportunity to prOVide Wh:.;\t are the 3 things you LIKE LEAST (frustrations) about your job or work
personal perspective on envirenment?
their likes, frustrations,
training, and suggestions
for improvement.

Do you feel you have adequate training, tools, and resources to perform your job at the
highest level?

Yes No Unsure

In regard to the functioning of the business, what do you believe the business should
START doing?

In regard to the functioning of the business, what do you believe the business should
STOP doing?

Copyright 2010, Know No Bounds, LLC, & Paragon Resources, Inc. 8
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Step 3: Analysis & Summary
Deliverables:
= Behaviors and Motivators Assessments
= Team Success Insights Wheel and Team Motivators
= Team Performance Assessment Team Report
= Business Performance Assessment Team Report
With this information, teams will be able to assess their current overall performance and identify the
specific gaps that need to be closed in order to obtain their ultimate business vision.

Behaviors and Motivators Assessment

r) TTI Success Insights®
1? Behaviors and Motivators - G

Tim Smith
Owner

Smith Financial Services
7-1-2010

T/ CHECKLIST FOR COMMU

Most people are aware of and sensitive fo the ways with which they prefer fo be communicated. Many people
find this section to be extremely accurate snd important for enhanced interpersonal communication.  This page
provides oiher peopie with 3 Vst of things fo DO when communizating with Tim. Read each sfafement and
identify the 3 or 4 statements which sre most important fo him. We recommend highlighting the most important
"D0's" 2nd provide 3 listing to those who communicate with Tim maost frequently.

Do

@ Understand hig sporadic listening skills.
@ Be open, honest and informal.

@ Be igolated from interruptions.

@ Be specific and leave nothing to chance.
@ ‘Verify that the message was heard.

Paragon Resources, Inc. @ Support the results, not the person, if you agree.

Focusging on ROP...Return on People
Accelerating Team Performance to Maximize Client Relation
770.319.0310
www.ParagonResources.com

@ Read the body language--look for impatience or disapproval.
@ Provide time for fun and relaxing.

@ Put projects in writing, with deadlines.

@ Motivate and persuade by refemring to objectives and results.

____...—--—--—"";__________._.1"-—-_—""'_"— @ Give strokes for his involvement.

Copymignt & 1384-2010. Target Tr anal, Lid @ Stick fo business--let him decide if he wants to talk socially.

@ Come prepared with all requirements, chjectives and support
material in a weli-organized “package.”

Sclupen Sytn Hrtueal gl

CopyTight & 1984-2010. Tanget Training intamational, Lid.

Copyright 2010, Know No Bounds, LLC, & Paragon Resources, Inc. 9
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T UTILITARIAN/ECONOMIC

—

Keys to Managing and Motivating

Assure that economic rewards are fair, clearly communicated, and
provide a high-end return for those willing to work for them.

Be aware that for those who score in this very high rangs thers is a
potential for low company loyalty. Be certain to reward
performance, and encourage participation as an important memkber
of the team.

Provide substantial room for financial rewards for sxcellent
performance.

Provide coaching to help Tim agpreciate that not everybody iz
highly-mefivated by wealth, return-on-investment and gain like he
is.

Be certain Tim is kalancing his professional and personal life.

Training, Professional Development and Learning
Insights

If possible, build in some group competition as a part of the training
activities.

Link learning cutcomes to the ability to become more effective in
increasing earnings for both himself and the organization.

Scores like those who want information that will help them increase
bottom-line results and sffectiveness.

Continuous Quality Improvements

Within this very high ecenomic drive, there is a significant
muotivating factor in achieving goals. It may also becoms an
insatiable nesd, especially in sales people and others sharing this
very high economic drive.

Meeds to leam to appreciate that not everybody is highly-motivated
by wealth, retum-on-investment or gain so as not to alienate a
prospect, customer or client.

Meesds to work en balancing other Valuss scales and appreciating
the strengths that others bring, even those who may not share this
very strong Utilitarian/Economic drive.

RENENBRERERZ

Coovriaht £ 1953-2010. Usa ov Tanet Tralning iIntemational. Lid. semitizs under fcense aaneament. Al ionis regenved.

Each team member receives personalized reporting on:

Effective communication

Keys to managing and motivating
Time wasters

Workplace needs

Team chemistry

Workplace stressors

Copyright 2010, Know No Bounds, LLC, & Paragon Resources, Inc.
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Team Success Insights Wheel and Team Motivators

Team Success Insights Wheel

Smith Consulting

Fact-based solutions

Analysis of facts and data Effective time management _ Resulis-oriented
Accuracy Efficient mathodology Fu_m. quick decision making
Safety and sacurity Studying and solving problems Authonty to carry out responsibilities
Clean, tidy workstation Logical decisions Expedites action
Procedures to follow Creative and onginal thinking Challenging assignments
High quality standards Bold, aggressive actions
Implementor

D cminance

Problems

ompliance

- - )

5 ]
Grindin i, 3 e
B D g5gs
262x2§5 § vomdEi3
e5 8 = s MEn>2
) 2 ® E3="az2
stekuz B T
‘_-__-'-——__E =7 1o 227558

2 = =1 £ 85883

: % wg3seE
FEE 2 Lga35s
S5EE G g 838553
En [ ="5z8s2
=% = EeRe
ﬂg.f k- 5 kS

Suadm:ss lnﬂuerwt

Pace People
Relater

Logical thinking T People contact

Systematic routine eamwork s 1o "people problems”
Closure Coaching and counseling

Service ta others
Harmonious wark enviranment
Security
Assistance to customers

Relaxed pace
Team participation

Sacurnty Maobility

PARAGON

— RESOURCES —

Two-page composite of
entire team’s behaviors
and motivators reports.

P i, i e s TR € i e i Minding

Smith Consulting: Team Motivators

1 2 3 4 £ 6
Strong Situational Indifferent
John Utilitarian I @ Individualistic Theoretical Traditional Aesthetic

Pam Utilitarian Traditional Theoretical Aesthetic Individualistic
Bill ( Social )| Utilitarian Tradiional  Individualistic | Theoretical Aesthetic

7 ——< 4
Anne { Social ) I Utilitarian | Theoretical Traditional Individualistic  Aesthetic
THEORETICAL: search for amwwledge and learning. Interests: continuing education, training, lifelong learning, research and analysis.

UTILITARIAN: utilization of time, money, and resources to achieve a measurable return on investment. Interests: practicality, efficiency, conservation.
AESTHETIC: appreciation and pursuit of form, harmony, beauty, and balance. Interests: personal growth, nature, fine arts, self-help, creativity.
SOCIAL: desire to eliminate pain and conflict. Interests: helping others, championing worthy causes, charities, community activities, volunteer work.
INDIVIDUALISTIC: pursuit of power to lead, direct, and control self and others toward success. Interests: leadership roles, strategizing, authority.
TRADITIONAL: search for the highest meaning of life. Interests: religion, principled-living, converting others to a system for living, upholding traditions,

Mainstream

{Passionate

1.5% 14% 68% 14% 1.5%
Population

Copyright 2010, Know No Bounds, LLC, & Paragon Resources, Inc.
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Administrative Site

Business Performance Assessment Results
People + Process = Performance™

Current Results Archived Results All Results Configure Instrument Manage Passwords

Instructions:
¢ Hold down the CTRL o SHIFT keys and dick to selact multiple participants.
*  Click colurnn headers to sort results,
e Click colurmn headers again to reverse zort results,

Name Team Name
Steve Helmsley Helmsley Wealth Management
Josnne Summer Helmsley Wealth Management
Tom Saunders Helmsley Wealth Management
Stephanie Brownstead Helmsley Wealth Management
Wt [ y A« I ' | . I ‘ |
Hotrmance A { ment e |
4 Re Al Result — oo P
| Benerate Report for selected P
Report Details
Team Marmne Helmsley Wealth Management
Report Date { July | v] | 2010 |
Report Type ) Coach's Repart () Tearn Report
Highest Percentage Score Shown on Detail Report: 100 %
| treate Report |
oo

Two Types of Reports Available:

1. Coach: includes identity of all responses for coach’s/manager’s/consultant’s insight
2. Team: no identity of responses, allows for anonymity

Copyright 2010, Know No Bounds, LLC, & Paragon Resources, Inc.
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Team Performance Assessment Team Report

Team Performance e
= 360 Degree Feedback of TEAM
Assessment Dynamics

= 61 Pages
= Summary Analysis
He|m5|ey Wealth Management = Hierarchy of Strengths

= Individual Comments and

July 2010 Suggestions

= Detailed Reporting of Responses
with Suggestions

Team Report

Report Developed by Performance Insights, Inc. Overview
Partnered with Paragon Rescurces, Inc. and Know No Baoy

http/fewew Performancelnsights .com
info@Performancelnsights com What's in this Assessment?

770.315.0310
« Below is a summary of your team's overall results in the core elements of team performance.

Each element is then categorized or scored for team performance.

« On pages 6-9, you will find what the team believes are its Strengths, Functional Areas, and
Challenges. ltems higher on each page indicate proficiency. As you move down each list you will
find your areas that are in need of improvement.

» During the collection of the data, team members were provided areas to add comments and
suggestions. You will find these responses on pages 10-13.

« Finally, pages 14-61 provide a pie chart visual for how team members responded fo each
question. Also provided is a Team Evaluation statement for the team’s result indicating

Within eaCh Of the four areas, the suggestions for improvement or areas to build on. On the bottom of each page, you are provided
. . . . with an area to write Coaching Notes you may receive during your debriefing.
team is categorized into their

appropriate levels of performance: Summary Score Team Classification
. Interpersonal 70% Potential Team
; :ﬁ:g:::lrmance Structure 47% Challenged Team
3. Potential Management 58% Potential Team
4. ChaIIenged Leadership 7% Functional Team
Overall 63% Potential Team

Copyright 2010, Performance Insights : Page 4 of 61
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PARAGON

— RESOURCES —

Leadership Results

Leadership
How the team is led, directed, and encouraged to perform.

Below are your team's results:
Strengths
According to the input from the team, there are no results in thiz area.
Functional Areas
Realize(s) that he/she neads the team members to achisve geals
Challenges
Planis) well ahsad of ime to minimize last minute surprises
Empower(s) members to make appropriate decisions
Inform{s) the team on how well it is doing
Follgw(s) through on commitments
Acknowledge(s) his/her own weaknesses
Use(s) constructive feedback to improve individual performance
Provide{s) opporiunities to team members for professional development
Encourage(s) open discussion with team members
Adaptis) his/her kehavior to work well with the team members
Encourage(s) a stress-free, fun and engaging environment

Fairly compensate(s) team members for their contributions

Copyright 2010, Performance Insights - Page 9 of 61

Detailed report on each
question with suggestions
for improvement

Rank order of
team strengths

Structure (detail)

Utilize the talents of each team member

Never
Often 25%0
5%
Sometimes
0%

Team Evaluation

The team feels there are members who are not being utilized for their highest and best use or are in
roles that do not fit their natural abilities. Each team member's natural behavicral style renders them
well suited for certain roles and responsibilities. When a persen's style is incongistent with their jok,
the result is vsually a person who may not enjoy their position or is not fully energized by the work
they do. This can lead fo stress, frustration, procrastination, or less than stellar performance. In
some more extremne cases, individuals may even experience health concerns due to the high level of
stress. Review each f2eam member's DISC assessment to ensure you are fully utilizing their talents
and matching their job responsibilities to the work that energizes them. Then also look at their
Workplace Motivators to make sure the work environment and team culture supperts their interests
and needs. Finally, utilize these assessments for potential career paths for team members.

Coaching Notes

Copyright 2010, Performance Ingights : Page 33 of 61
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Business Performance Assessment Team Report

= 360 Degree Feedback on BUSINESS
Dynamics

Business Performance - 28-84 Pages, Depending on
ASS essme nt Reporting Options

= Summary Analysis
=  FIND-GRIND-MIND™ Analysis

= Resource Analysis
Helmsley Wealth Management - Strengths and Challenges

July 2010 = Action Items

= People + Process = Performance™
Inventory
) = Detailed Reporting of Responses
CoaChmg REport * Individual Comments and

Suggestions

Introduction

What's in this Assessment

Feport Developed by Performance Insights, Inc.
Partnersed with Paragon Resources, Inc. and Know Mo Bounds, LLC

http:/fwww. Performancensights.com In this report, we have taksn feedback from sach of your tsam members to provide you with a
infe@Performancelnsights.com complete assessment of your core business functions. This report will help you identify areas of
T70.318.0310 weakness that should be addressed and provides you with a roadmap for achieving further

successes in your business.
The report contains the following analysis:

Section I: Team Member Profile

Thig is an owverview of the current tgeam members who completed this asssssment of your
business._

Section ll: FIND-GRIND-MIND ™ Functional Analysis
Here you will find your team's input on the building blocks of your business and the specific
scores for each of the seven functions that have been rank ordered from highest fo lowest in
terms of efficiency and effectiveness. All t2am members were also given the option to provide
additional comments or notes to clarify any of their responses when completing the assessment.

Section lll: Resource Analysis
In this section we provide detailed information on how time is currently spent in your practice,
your f2am's opinicn of how the business is functicning, and an overview of how many team
members fee! that they have adequate training, tools, and rescurces to perform their job.

Section IV: Strengths and Challenges
“four t2am provided input on what they fzel are the most pesitive work envircnment attributes and
their current frustrations.

Section V: Action ltems
This ssction provides the top ideas that your team believes you should START implementing in
your business and those elements that they believe you shouid STOP deing if you want to
improve performance.

Section Vi: Action Plan to Increase Business Performance
People + Process = Performance™ Inventory
Additional tecls to assist in your team’s developmeant is found in thiz section. Use the inventory as
a checklist to determine if you have the essential elements of most successful advisory practices.

Section VII: Detailed Response Report
‘We have included an overview of how the team responded to each guestion posed in the
"yYes/MalUnsure" and "Always/Sometimes/Rarsly/Never” analysis of your business. Flease use
this information to note areas for the team’s development and to properly educate team members
te ensure there iz a consistent understanding of the practice

Copyright 2010, Performance Insights - Page 5 of 85

Copyright 2010, Know No Bounds, LLC, & Paragon Resources, Inc. 15



KNOW NG BOUNDS

Section Il

FIND-GRIND-MIND™ Functional Analysis

Overall Scores

0% 20% 40%

B0%

80%

M Find
W Grind
B Mind

100%

[FIND] Sales (36%)

[GRIND] Performance Analysis & Reporting (31%)
[MIND] Client Management (28%)

[MIND] Practice Management (22%)
[FIND] Marketing (22%)

[GRIND] Investment / Wealth Management (48%)

[GRIND] Administration & Operations (46%)

Section 1l

Team’s feedback on how
they are functioning in
each core area of the
business

Resource Analysis

Percent Time Spent per Function (Entire Team)

Steve Helmsley

See Section VI for & detailed report of this Functional Analysis

Analysis of time spent in

Copyright 2010, Performance Insights : Page 9 of 85

each function of the

business

Joanne Summer

Tom Saunders

Stephanie Brownstead

Entire Team

[=]
&

20% 40% 80% 80% 100%

[FIND] Marketing { 1% )

[FIND] Sales { 8% )

[GRIND] Investment / Wealth Managemeant { 11% )
[GRIND] Administration & Operations { 24% )
[GRIND] Performance Analysis & Reporting { 22% )
[MIMD] Client Management { 26% )

[MIMD] Practice Management { 1% )

[OTHER] Personal Time { 7% )

Copyright 2010, Performance Insights : Page 11 of 85
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Section Vi

PARAGON

- RE URCES —

People + Process = Performance™ Inventory

Functions: Sales and Marketing

Finding Processes:

Client Attraction: Delineates how you promote and market your business and your services fo

identify new IDEAL prospeets.

Client Conversion: Describes how you convert a qualified prospect infc an IDEAL client

Included within this building block are these key elements:
O Written, comprehenzive “ldeal Client Relationship Definition”

[ Positioning Toals
O Elevator speech and differentiating story

O Printedielectronic marketing brochure (brief and comprehensive)

O Printed/zlectronic presentation book

Inventory checklist of all of the
FIND-GRIND-MIND™ functions

O Articulate points of distinction and answer to the guestion “why should | do business

with you?"
O Branding
O Client Acquisition Strategies (lead generation)
O Referral-based (clients and centers of influznce)
O Organic growth {increase wallet-share)
0 Traditional marketing {the people who don't know you yet)
O Fact Finder / Prospect Discovery Form
O Communication Plans
[ Pipeline
0 COl - Centers of Influence
O Community Service

Copyright 2010, Performance Insights : Page

Detailed report on each
question with suggestions
for improvement

Section VI

Detailed Results

[Mind] Client Management
Team Rating: 50%

Actively capture personal client information (interests, hobbies, passions, dreams, desired
legacy, etc.)

Responses
ALWAYS: [ Responses
F

SOMETIMES: 3 Responses
[ABC]

RARELY: 0 Responses
F

NEVER: 1 Responses
D]

UNSURE: 0 Responses
H

Comments
Joanne collects this information but | forget all the time. - Steve Helmaley

Steve no; Joanne, yes. - Tom Saunders

Coaching Motes

Copyright 2010, Performance Ingights : Page 70 of 85
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Understanding the Analysis — Creating a Plan of Action

It is suggested that the team review the results of the Performance Insights Process™ over a minimum of
three facilitated discussions. Know No Bounds and Paragon Resources offer train-the-trainer programs
and companion facilitators guides to assist your firm in developing the expertise needed to effectively
facilitate these discussions. We also can offer these services for you by telephone.

The foundation of these consultations is to provide insight and tangible strategies on how to make wiser
decisions for the growth of the practice. Below is a suggested plan:

Please note session one, People Awareness, includes all participants in the process. Due to the
potentially sensitive nature of sessions two, Business Awareness, and three, Growth Plan, we suggest
the Principal(s) are best suited to determine who should participate. These sessions often include the
sharing of confidential information and we want to encourage open and honest communication
throughout.

Session 1: People Awareness

Entire Team

Time Commitment: 90 minutes

Professional consultation to help you interpret the Strengths and Motivators Assessments and to better
understand each person’s intended role in the practice and their individual work place needs. This is a
highly interactive call that includes all participants in the process. We focus on PEOPLE first as they are
truly the foundation of your business success.

Session 2: Business Awareness

Principal(s) Determine Attendance (Due to the sensitive nature of sharing confidential information)
Time Commitment: 60-90 minutes

Professional consultation to assess the current state of your practice. We will utilize the information
provided in the Business Profile and the Team and Business Performance Assessments as described
above. The primary focus of this session is to discuss the efficiency and effectiveness of each of your
business functions.

Session 3: Growth Plan

Principal(s) Determine Attendance (Due to the sensitive nature of sharing confidential information)
Time Commitment: 60-90 minutes

This session focuses on moving from awareness to action. To help you achieve your ultimate vision, we
will transform the information uncovered throughout the process into a series of suggested critical
action steps. Topics of discussion usually include:

= role definition and ideal team structure

= strategies to increase profitability and client loyalty
= techniques to empower team members

= processes to eradicate inefficiencies

= identification of future people resource needs

= effective communication strategies

= guidance on making tough decisions

= proven practice management habits

Copyright 2010, Know No Bounds, LLC, & Paragon Resources, Inc. 18
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Who is this Program For?
Teams: Our definition of a team is three or more professionals or support members working together.
This more complex structure may experience symptoms such as:

= |nterpersonal conflict among team members

= Unclear role definition

= |nefficient or non-existent processes and systems

= Unclear vision and direction

=  Poor communication and low team morale

= Stalling of the business or hitting a plateau

= Growing pains

= |nefficient usage of time

= Need to know when to add staff or partners / professionals

= (Cleaning up an overweight business — too many clients; too many models; trying to be all things

to all people

= Being reactive versus proactive in daily activities

= Lack of formalized service model for your clientele

= Wanting to change your business model to fit a new market

= Not enough time to market and gain new business

= Not enough time to service all client relationships

Top Producing Teams: Provide a value-added tool to your firm’s top producing teams. They can use this
comprehensive analysis for defining new goals to improve all aspects of the practice. This advisor
retention tool demonstrates your commitment to their continued success.

Emerging Advisory Teams: Invest in the firm’s future by developing your bench players. These tools can
provide the insight needed for those advisors who have hit a plateau in their business. Allows the

advisors to create a specific action plan to streamline the practice for increased profitability.

Contact Information:

Sarah E. Dale Krista S. Sheets

President & Founder President

Know No Bounds, LLC Paragon Resources, Inc.
757.258.0008 770.319.0310
dale@KnowNoBounds.net ksheets@ParagonResources.com
www.KnowNoBounds.net www.ParagonResources.com
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