KNOW

Finding YOUR Best Fit

Sarah E. Dale

Consultant — Coach — Speaker

Envision — Enact — Enjoy ... Your Work and Your Life!



Who am |?

Where do | “fit”?
What'’s holding me back?

What is the next step on my career journey?



Awareness =2 Decision =2 Action
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WHERE IS YOUR
IDEAL ‘"HOME’?

Regional Firm

Independent RIA

Centricity: Planning? Investment? Insurance?







Assessment Resources

Student

Sam Sample indige

Strengths Behaviors

Wants to maximize time and resources now, as

opposed to later. —

Very creative in solving problems.
D = Dominance
Thrives on the challenge of solving problems. | = Influencing

S = Steadiness

Uses knowledge to support his position. L= Complence

Completes a due diligence process when making
investments or taking risks.

Defines and clarifies procedures clearly by having

5 5 High D's tend o be
and providing necessary information

competitive,
decisive, and
determined.

Motivators

1 Rewards those who mants,
results and rewards for their investments of tme, resaurces and energy.
o L T T S Mi™

50°
continuing education and intellectual growth.

Y

2. Theoretical - Rewards those who valua knawledge for knowledge's sake,

Value to a Team

B Ability to handle many activities
3. Resthetic - Rewards thoss who valus balance in theirlives, creative
salf-expression, baatty and nature.
o E O T S TR T
[ 68 Spontaneity.

43
4. Social - Rewards those who valus apportunities to be of service to others and Creative in his approach to solving
contribute to the progress and well being of sodiety problems;
0 2 3 . s L] L] 8 L] 0 '

Self-starter.

25 =
reg Places high value on time.
§. Individualistic/Political - Rewards those who value personal recognition.
freedom, and control over their own destiny and others.
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Tenacious.

57

6. TraditionalRegulatory - Rewards those who valua traditions inherent in
social struciure, rules, ragulations and principles.
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Workforce

The DISC Map’

Report For:
Erin Slocum
Completed: 10/7/2021

PARAGON
RESOURCE!

Training and Consulting Firm
Focusing on ROP...Return on Peopl
www.ParagonResources.com
770.319.0310

Your Energy Index

Navigating Performance, Getting Results

@ The Motivators Map

Your Engagement Index

Navigating Performance, Getting Results.

Report For

Olivia Le Blan

Douglass Winthrop Advisors
Associate

Completed: 10/4/2021




1. DISC:

you do
what you do?



nflvencing

PROBLEMS

PEOPLE

PACE

PROCEDURES

Active ancl
aggressive in
getfing results.

Assertively

deals with

problems and
challenges.

urgency.

Strong sense of

Enjoys
inferaicting with
le. Uses

strongy verbal
skills to
influence ofhers.
Secial,
oulgoing, and
optimistic.

Prefers a1 stable
pece. Requires
a structured,
predlictable
environment.
Needs time to

develop a plan
to cleal with

change.

Follows rules
ancl procedures

to meike sure
things are done
correctly. Is
detail-oriented,
analyfical, and
has high quality
stanclards.
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Decils with
d)lemS C"'d
challenges in a

conservcitive,
caleulated, and
orgr;lnized
mainner.
Dislikes conflict

with others.

Needs privacy.
Enters situations
and
relafionships
with a cautious
approcich.
Uses facts,
informaition,

and logjic.

Erives i;d a
st-paced,
chaiotic
environment.
Likes variety
e
change things.
Tends to be

reactive.

Wants freedom
from details.
Arbitraril
establishes Illeir
own rules. Likes
inclependence
and can be
resourceful and
unconventional .

Highs & Lows
of DISC




Degrees of Intensity

, STEADINESS

PEOPLE PACE
How a person handles interaction How a person handles the pace of

PROCEDURES
How a person handles standards

PROBLEMS
How a person handles problems

and challenges

|

with people

DEMANDING
CHALLENGING
DECISIVE
DARING
DETERMINED
GOAL-ORIENTED
ASSERTIVE

™ 4

GREGARIOUS
PERSUASIVE
CHARISMATIC
TRUSTING
ANIMATED
CONVINCING
MOTIVATING

~

TENTATIVE
CONSERVATIVE
HUMBLE

LAID BACK
RESERVED
ACQUIESCING
UNASSUMING

ARTICULATE
OBJECTIVE
REFLECTIVE

the environment and change

PATIENT
DEPENDABLE
CALM
CONTENT

ACCOMMODATING

DELIBERATE
STABLE

>

ADAPTABLE
FLEXIBLE
RESTLESS

[
=
Ea
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“I_Deople exhibit all four behavioral

factors in varying degrees of intensity”
W.M. Marston

and procedures set by others

PRECISE
SYSTEMATIC
ACCURATE
PRUDENT
ANALYTICAL
ORDERLY
METICULOUS

~

ORIGINAL
SELF-RELIANT
INDEPENDENT

us

FTONAL




Natural vs. Adapted

- |
93 7 28 68 92 22 18 74




Self Perception

Self Starter Assertive
Adventurous Confident “Let’s just go for it!”
Gets Results Firm
Competitive Decisive
Quick

[
Laid back Modest
Cooperative Calm
Humble Cautious

“Wait a minute. We need
Conservative Agreeable tO examine the situation
first before we go
charging forward.”




Self Perception

o % “Our business is going to
Optimistic Energetic )
Enthusiastic  Excited | €Xplode in the next year! |

Convincing Outgoing can fee[ it.”
Charismatic Positive

Persuasive Inspiring

1
Controlled Realistic

Factual Candid “How the heck is that
Concise Private . )

Objective Guarded going to hap pen:
Focused Show me the facts to

back it up.”




Self Perception

Proactive Logical “Great idea. Let’s form a
Planner Patient team and make sure we

Dependable Steady
Reliable Thorough put together a step-by-

Systematic  Consistent step action plan.”

I
Responsive Flexible

Unattached Active
Unrestricted  Busy “We don’t have time.

Multi-tasking  Adaptable | ) ot/5 start now and we
can plan as we go.”




Prudent Analytical “
Accurate Organized We have procedures

Conventional Precise that must be followed.”
Procedural Careful

Open-minded
Resourceful

“They’re just guidelines.
Innovative By the way do you have a
Enterprising copy? I’ve never seen

Big-picture thinker

V4
Independent them.




m Marketing
m Sales

m Financial Solutions

m Administration & Operations

m Performance Analysis & Reporting

m Client Management
m Practice Management




Smith Wealth Management

Analysis of facts and data
Accuracy
Safety and security
Clean, tidy workstation
Procedures to follow
High quality standards

Guidelines to follow
Routine work
Adherence to standards
Task orientation
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Logical thinking
Systematic routine
Closure
Relaxed pace
Team participation
Security

Fact-based solutions
Effective time management
Efficient methodology
Studying and solving problems
Logical decisions
Creative and original thinking

Taskmaster

Counselor

Teamwork
Coaching and counseling
Service to others
Harmonious work environment
Security
Assistance to customers

M

FIND RINI MIND

INITIATE IMPLEMENT INTERACT

Results-oriented
Firm, quick decision making

Authority to carry out responsibilities

Expedites action
Challenging assignmen
Bold, aggressive g
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People contact
Solutions to “people problems”
Optimistic outlook
Verbalizes thoughts and ideas
Varied activities
Mobility

MMS: Page 13




Taskmaster

AM

Planner
lojn

F -G <M

FIND GRIND MIND

“FINDER”

Strengths: typical quick, sales driven style; initiates
contacts; likes prospecting and closing business; thinks
as each sale as a transaction then moves on to the next

opportunity.

Potential challenges: impatience; inconsistent; inability
to delegate tasks, incomplete paperwork; doesn’t
always follow the rules; doesn’t take advantage of
referral potential; over promises / under delivers

May need: strong admin staff to organize, follow up,
and manage details; relationship manager once the
business has grown or may lose clients due to lack of
service.




F G M

FIND GRIND MIND

“GRINDER”

Strengths: seeks to offer “right” solutions; analytical;
holistic wealth planning; builds long term clients;
emphasizes performance and quality of advice;
persistent in long sales process, likes technical work;
prefers one-on-one interactions.

Potential challenges: dislikes cold calling; avoids
networking or socializing in large groups; may not
ask for business; prefers talking business rather than
personal; business may take long time to close; can
come across as hon-emotional.

May need: system to help with sales/marketing;
scripts to know what to say and when; patient
manager.

Taskmaster

Counselor
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F G M

FIND GRIND MIND

“MINDER”

Strengths: consultative approach to sales; enjoys getting
to know all aspects of client’s needs; team and service
oriented; strong client retention and referral potential.

Jotential challenges: closing business; longer than
necessary sales process; lacks sense of urgency; focuses
too much on people activities and not tasks; taking
anyone on as a client.

Viay nead: systems for completing tasks; person to hold
them accountable to setting and achieving goals; help
focusing time and efforts on profitable clients.

Taskmaster
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X
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Based on your new knowledge, rank
order your preference of serving as a
Finder, Grinder, or Minder!

F' -G M

FIND GRIND MIND



2. Motivators:

Why you do

what you do?




ECONOMIC

Our Motivational Priorities

Key Characteristics of the Universal Motivators

CONCEPTUAL

POWER

AESTHETIC

REGULATORY

Utility

Knowledge

Authority

Harmony

Principle

Altruism

Practical
Efficiency
Capitalism
Productive
Results
Monetary
Preserver
ROI
Savings
Hard worker

New ideas
Exploring
Objectivity
Discovery
Rational
Fact-based
Clarifying
Questioning
Inquisitive
Theoretical

Competitive
Strategic
Status
Self-reliant
Control
Alliances
Advancement
Goal-oriented
Autonomous
Individualistic

Balance
Creative
Beauty
Experience
Self-fulfillment
Artistic
Nature
Self-improvement
Subjective
Form

Structured
Orderly
Beliefs
Disciplined
Systems
Code of Conduct
Standards
Traditional
Devotion
Commitment

Compassion
Helping
Generous
Caring
Charitable
Giving
Other-focused
Community
Selfless
Volunteering

Individually Oriented

Group Oriented




Your Hierarchy of Drivers
Page 1: Indigo; Pages 2-3 Motivators Map

We value the We judge the
top 3 bottom 3

ECHIIHHIC CONCEPTUAL AESTHETIC




Utilitarian

Theoretical

Aesthetic

Social

Individualistic

Traditional

Motivators ... Intensity

Extreme

Mainstream

Passionate

Hiemrch&of Motivators

ECONOMIC #1 - MODERATE

(] a3 (11 TR #5 - MODERATE

POWER #2 - MODERATE

AESTHETIC #4 - MODERATE

REGULATORY  EiRIRel

#3 - MODERATE

| = National Norm & = Your Score

VERY LOW Low MODERATE

3 standard deviaions 2 standard deniations 1 standard deviation 2 standard deviations
2% of population 14% of population 68%: of population 14% of population

VERY HIGH

3 standard deniations
2% of population




Pulling it all Together...

 WhoamI?
* Where do | “fit”?
 What’s holding me back?
 What is the next step on my journey?
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Analyst Investment

Strategist

Trust
Specialist

Administragio,,

Workflow Manager

Client Review
Prep/Follow-Up

Investment

Marketer

Business Development

Marketing Wealth Manager

Portfolio Manager

Advisor
Planner

Eldercare

Financial
Planning Input

Leadership
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In the absence of ACTION, there is no PROGRESS!

Students: Indigo Reports — Positioning Statement

 Who are you based on your results?

* What do you now believe is the best ROLE for you?
 What do you believe is the best type of FIRM for you?

Job Seekers (In-a-Career): MapMyStrengths Reports

* Are you engaged and energized by your current role/firm?
 How much are you stretching out of your “natural style”?
* What do you now believe is the best ROLE for you?

What is YOUR next action step?




Where should you
BEGIN?

What does
SUCCESS look like

for you?

Make your 30-Day
Commitments!




KNOW YOU!

Envision — Enact — Enjoy

... Your WORK and Your LIFE!



THANK YOU!

757.258.0008

Dale@KnowNoBounds.Net

www.KnowNoBounds.net
www.BoundlessPublishing.com

www.Performancelnsights.com

Speaking | Team Assessments
Coaching | Corporate Consulting | Advisory Tools

KNOW




Important Information

All course work and educational materials are written by Sarah Dale, Know No Bounds, LLC
and Krista Sheets, Paragon Resources, Inc.

© 2021 Know No Bounds, LLC and Paragon Resources, Inc. All Rights Reserved.

Permission is granted to the individual purchasing this program to utilize KNB & PR materials
and information for the limited purpose of your individual practice. By purchasing this
program, the purchaser agrees that except as expressly provided above, no part of this
program may be copied, displayed, reproduced, published, retransmitted or distributed in
any form or by any means, or stored in a database or retrieval system, without the prior
written permission of Know No Bounds, LLC. Without limiting the foregoing, under no
circumstances is it permitted to sell, distribute or reproduce our materials for others'
consumption. Requests for permission should be sent to: Sarah Dale, Know No Bounds,
LLC, 5524 Gentry Lane, Williamsburg, VA 23188

Please ensure you send all public correspondence through your appropriate compliance
channels.

For Broker/Dealer Use Only




