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High turnover
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Patrick Mahomes | The Original Impossible | adidas




FAST ATTACK
LEADERSHIP

/&@‘2-\




#1

Connect to
mission
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MISSION

We are dedicated to capturing the hearts of our
customers by nurturing long-term relationships,
using the most innovative technology, world
class processes, and excellent customer service
resulting in total satisfaction, the best quality,

and the highest returns



Leaders Perception o
on Alignment 68/0



Capture employees

and customers
hearts with great
workplace &

‘ ‘ ‘ products
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Finance &
HR

Growth, Manufacture the  Provide Excellent  peliver Best in Class, To Grow Build heartfelt
Profitability, and Best, most Customer Competitive, Products Lasting Relationships
a Positive Impact  innovative Products  Experience and  Accurately, Safely, and with Clients and

in Society for Customers Solutions Consistently Employees and

Delight Them




Leaders Perception o
on Alignment 68/0

Actual Alignment 9%
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Initial Fast Attack

We are dedicated to Capturing

the Hearts of our customers by
nurturing long-term relationships,
using the most innovative
technology, world class processes,
and excellent customer service
resulting in total satisfaction, the
best quality, and the highest
returns

Capturing
Hearts
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CAPTURING CAPTURING
HEARTS ' HEARTS '
Safely, and
Consistently

ly,




* Crave Simple Meaningful Messages

* Belong to Something Bigger

* Excited When Make Difference & Recognized






CONNECT THE meat

Butcher Case Family Dinner




1. Connect Mission

@ ANNUAL MEAT
DNV = CONFERENCE.
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shot
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COMPANY A
Directive

COMPANY B
(Empowered)
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Captain Daily Decisions
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MORE “DIMMER SWITCH

85% Decg)r!:allige alngvgé

Yes or No 100 Choices







Side mounted
Array

Chin Array
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Ambiguity mindset

40% - 70%
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1. Connect Mission
2. Take the Shot

@ ANNUAL MEAT
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Empower JAM
DIVES
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Marketing

|

Brandon

| |
| |

Emily

| |
| |
| |

Kyle

| |
| |
| |

HR/Finance

|

Sarah

Dylan

Laura

Carol

| |

Ethan

CEO

Sales

Katie

Rashad

)
o
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Betty

| |

Operations

l

Robert

| |

Tabitha

| |

Angela

Xavier

Austin

Customer Service

I

Karen

Darren

i

Marketing

Custome

Service

Leadership

Sales

Operations

R/Finance



Guided
Decision

Making

developing
decision makers

An Empowerment Approach to Coaching

Lynn Kidman

Featuring Wayne Smith
(former Canterbury Crusaders and current All Blacks coach)







“When Your
are clear, your

decisions are easy”
Roy Disney



Why Empower Jam Dives?

* 79% Engaged
e 67% More Effort
e 21% More Profitable



1. Connect Mission
2. Take the Shot
3. Empower Jam Dives

@ ANNUAL MEAT
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ander submarine Ggroup 9

The ComRk
=
takes pleasur® in commending =
—3
Lieutenant (junior grade) e
T—
MARC RICHARD KOEHLER -
United states Navy =
=
gor service as set forth in the following 3
‘
CITATION ==
__"For outstanding performance of duty while attached to and .serving in USS §
__POGY (SSN 647) 8as. Main Propulsion Agsistant from May 1990 to May 1991. %
Lieutenant (junior grade) Koehler.consistently performed his demanding duties in §
an exemplary and highly profess:lonal manner. eutenant ( junior grade Roehler S P %
forceful 1eadership and superior rechnical knowledge contributed slgniflcantly ! %
to the 'successful completio of POGY'S non-refuellng overhaul. s Main %
propulsion Assistant, his refreshing ideas, consciem:ious execution of all %
assigned tasks, and thirst for accomplishment were instrumental in the timely -
completion of Engineroom gteaming, Hot and cold Operati.ons and the criticality ) S
test program- Lieutenant (junior grad Koehler's outstanding professional \‘
.performance and total dedication tO duty reflected great credit upon himself and
ing with the highest traditions © the United states Naval gervice."

were in keep

L. R MARSH
Rear Admiral, United gtates Navy







82%

Say not recognized Enough




Maslow’s Hierarchy of Needs

!

HA! :
Q{‘W G”W L@fZAToN X Self-actualization

i/ESTLEM \EEDS

Esteem

respect, self-esteem, status, recognition, strength, freedom

friendship, int

C ) SAFETY NEEDS 51\5 Safety needs

personal security, employment, resources, health, property
STABILITY...

Physiological needs

air, water, food, shelter, sleep, clothing, reproduction



EMPLOYEES Hierarchy of Needs

{

Autonomy &
Development

Cared for & Recognized

Purpose, Values,
Belonging

Pay & Benefits

Safe &
Secure Job













STRENGTHEN

BELONGING
& BEHAVIORS




RECOGNITION IMPACT ON ENGAGEMENT

Never 30%

globoforce
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STORYTELLING 101




YOUR BRAIN ON DATI
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/ISUAL CORTEX

WERNICKE’S AREA

OLFACTORY CORTEX

AUDITORY CORTEX

BROCA’S AREA

MOTOR CORTEX

YOUR BRAIN ON STORI

»



“MENTALIZING”
REGION



4 Part STORYTELLING

Structure

| want to recognize Employee Name(s).

Describe the challenge, problem, disruption

CHALLENGE .
or goal accomplished.

Describe specific actions. Use one of the

ACTIONS Values in descriptions.

Describe the result/impact and why the
world is a better place.

OUTCOME




ALWAYS, ALWAYS, ALWAYS...
PRAISE IN FRONT OF OTHERS



85%

simple, verbal
RECOGNITION



1. Connect Mission 4. Recognize Your Bravo Zulu
2. Take the Shot

3. Empower Jam Dives

Ce eBR TE

@ ANNUAL MEAT
PN CONFERENCE.
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Steady as
she goes

/@%



89% 9%

Communicating My Leader
Well Extremely Communicates
Important Well




YOU DON’T RISE
TO THE LEVEL OF
YOUR GOALS,
YOU FALL TO
THE LEVEL OF
YOUR HABITS

JAMES CLEAR
ATOMIC HABITS




. Leadershlp Development
* 40-70 Decision Making

e Build Culture







#1 Leadership Activity
to Develop Strong Relationships?

One Meaningful
Conversation Weekly

e Goals & Priorities
e Collaboration
* Recognition

Gallup



85%

Most Motivated
with Weekly

Updates
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3 Communication Habits

* Daily (15 min)
* Weekly (1 HR)
* 1onl1l Monthly (30 min)



“Great Habits are like
Submarines, they
Run Silent & Deep”



1. Connect Mission 4. Recognize Your Bravo Zulu
2. Take the Shot 5. Steady As She Goes
3. Empower Jam Dives

CeLeBRATE

@ ANNUAL MEAT
DNV = CONFERENCE.
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Discover What's New

Check out the new RC Cars, Trucks, Airplanes, Helicopters and = » e 7
Accessories from Horizon Hobby. All backed by the best:service : e { ®
the hobby has to offer. -

SHOP NEW RELEASES ]




H1
Connect

To
mission

We impact the world for
good through the
influence of Horizon and
our people. We provide an
exceptional customer
experience through world-
class innovation and
outstanding support.

13%

Insbiring Drems.
Building Memories.

100%




Take
the
shot

Sales Goals

1 - Rebrand Website At Risk
2 - LinkedIn > 3,000 Members @ Complete
3 - Generate 3 New Clients/Projects ® On Track

Human Resources Goals

1 - Update OPS Role Descriptions @ Critical
2- Best Places to Work Application At Risk
3 - Q3 to Q4 Transition ® On Track

Manufacturing Goals

1 - 1,280,542 Units Manufactured ® On Track
2 - Visual Plant V1 At Risk
3 - New Plant Layout Plan V2 ® On Track

Finance Goals

1 - Bill $800K Rev On Track
2 - Financials by 10th of Every Month Past Due
3 - Cost Analyze Projects Dashboard @ Critical

Leadership Goals

1 - Recognitions Leadership Training ® On Track

2 - Read "This is Marketing by Seth Godin" ® On Track

3 - 1o0n 1 Leadership Development Training @ Critical
Quality Goals

1 - Launch QA Program Annual Plan @ Complete

2 - ldentify/Update KPI's ® On Track

3 - Quality Error < 1.25% on Projects ® On Track

0% -

0%



Innovation Driven Team 1st

VALUES

4

#3
Empower

Golden Customer
Rule Focused

jam dives

What do you think?
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“ Gend a Recognition

y Name

Select te am i
Filter b
member (s)

|
|
|
|
4 Y |
& |
Sy
Miranda & Jake B

12,873 Recognitions

2 / employee / month




Monthly 1onl’s

H5

Steady as
she goes

Daily Meeting




EMPLOYEE ENGAGEMENT

Implement
Fast Attack
V
Jin Sept 21

oHH @eGallup







“Either We All Come
to the Surface or No
One Does”

ANNUAL MEAT
,ﬂ‘@} CONFERENCE.



“Either We All Come
to the Surface or No
One Does”

ANNUAL MEAT
,ﬂ‘@} CONFERENCE.



