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INTRODUCTION

“Tell me and | forget. Teach me and | remember.
Involve me and | learn.” — Benjamin Franklin

A Coraggio Advisory Board is a confidential peer group of achievers. By joining an Advisory Board, you are not
restricting yourself to the opinions or advice of one person — a single individual who would be limited to the lens
of their own experience or profession.

The range of opinions and advice you have access to at Coraggio can come only from putting your business in
front of multiple people who are running their own successful but different businesses.

When members are asked about the core principles that drive their board they invariably mention one or all of
the following:

«  Accountability
Growth (business and personal)
Community

+  Support
Focus

Members learn not only from the conversations centred around their organisations, but also from discussions
where ideas, insights and stories spark thoughts about their business. We believe there are four key areas that
determine business success:

+  Creating a truly differentiated strategy (Strategy)
«  Driving flawless execution (Execution)

Attracting and retaining the right people (People)
+  Building financial growth (Cash)

These areas are broken up by quarter and lay the theme for each of our monthly meetings.

As well as learning from each other’s experiences, members have the opportunity to learn from experts
in multiple business fields. Boards follow time proven models as examples that are adapted to suit the
circumstances at hand. It's about learning from the best and each other.

On joining each new member receives a copy of Scaling Up by Verne Harnish. We follow much of its business
development principles and the monthly schedule is based on the four sections of his book: Strategy, Execution,
People and Cash.

Of course, Chairs and members frequently draw on their own reading and experience. It makes for a rich
tapestry of content and subsequent learning.



MONTHLY MEETING FORMAT

01. Chair input
Topical and relevant information followed by discussion and key takeaways as per the monthly topic guide
that follows.

02. Book club

Focus on learning, growth and application. A member or the Chair shares the key points from leading
business authors.

03. Board reports
Key numbers (check pulse - include categories), quarterly goals progress update, commentary on (list areas),
problem, question or ideas to share.

04. Morning tea

Community and networking.

05. Guest Speaker

Focus on learning, growth and application. Past speakers include:

Paul Bloxham (Chief Economist at HSBC) - Lisa Claes (CEO Corelogic International)
Naomi Simpson (Red Balloon & Shark Tank) - Thomas Mechtershiemer (Executive
Michael Pascoe (Political Commentator Ch 9) Chair NuroCare)

Steve Baxter (River City Labs & Shark Tank) -+ Shane Bell (Cyber Security)
Craig Laundy (CEO Laundy Hotel Group and -+ Prof Ken Thomson (Heart Health)
ex Federal MP) -+ Ronni Kahn (Founder and CEQ, Oz Harvest)

06. Member interviews
Members are interviewed before the community to build networking and awareness.

07. Lunch

Community and networking.

08. Member issues and deep dives
Very often members have a particular challenge, idea or question for the board. This slot is a dedicated
brainstrust time. Twelve heads tackling one issue.

09. Afternoon coffee break
Community and networking.

10. Member issues
Continued.

11. Meeting Close

12. Community and networking
Over drinks and canapes.



STRUCTURED BOARD

MEETINGS: SAMPLE AGENDA

8:00am Arrive early to enjoy our morning coffee together - Networking ALL
8:30am Board Meeting Starts ALL
Next three meetings and business plan presentations
Thursday October 17, 1 Farrer Place (BP Bev)
8:35am Friday November 15, 1 Farrer Place (BP Daniel S) ALL
Thursday December 12, 1 Farrer Place
January Offsite - TBA
8:40am Introduction of a new member: Fred Smith: Architecture Company Ltd AS/FS
9:00am Business Plan Presentation: Wiring Solutions: Simon Smith 5SS
9:30am Member Reviews and Board Reports ALL
11:00am Morning Tea ALL
11:30pm Guest Speaker Adarr;r:)gll\j:::)ggr: al;v;/v?gﬁgrs;/%uégk to Fie (45 minutes) ALL
1:00pm Lunch ALL
1:30pm Member Issues and Deep Dives ALL
3:00pm Quick Break ALL
3:10pm Member Issues and Deep Dives ALL
5:00pm Board Meeting Closes ALL
5:00pm Drinks and canapes with all Coraggio Boards ALL
Deep Dives:

Claudia - One page strategic plan and budget
Ken: Website presentation

Dan: Rob situation and KPIs

Beryl: Claudia KPIs
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FINANCIALS ARE AN
IMPORTANT MEASURE
OF SUCCESS

Month Jul 19 Jul 19 Jul Aug 19 Aug 19 Aug Sept 19 | Sept 19 Sept
Budget Actual Var Budget Actual Var Budget Actual Var

$ Sales 934,366 | 1,006,743 | 72,377 |1,069,153 | 1,242,755 | 173,602 | 957,995 |1,022,051 | 64,056

$ Cost of Sales | 260,314 | 306214 | 45900 | 313,533 | 306214 | -7,319 | 267,469 | 307,535 | 40,066

$ Gross Profit | 674,052 | 700,529 | 26,477 | 755620 | 936,541 | 180,921 | 690,526 | 714,516 | 23,990

EX%‘;T::::" 651,979 | 692743 | 40764 | 705862 | 696,018 | -9,844 | 665054 | 711,504 | 46,450

SEBIT 22073 | 7786 | -14287 | 49,758 | 240,523 | 190,765 | 25472 | 3012 | -22,460

%GP Margin | 7214% | 69.58% | -2.56% | 7067% | 7536% | 469% | 72.08% | 69.91% | -2.17%

% Profitability | 2.36% | 0.77% | -159% | 465% | 19.35% | 1470% | 2.66% | 029% | -2.36%

YTD $ Sales 934,366 | 1,006,743 | 72,377 |2,003,519 | 2,249,498 | 245979 |2,961,514 | 3,271,549 | 310,035

;rToDﬁtS Gross | 674052 | 700529 | 26477 | 1429672 | 1,637,070 | 207,398 | 2,120,198 | 2,351,586 | 231,388

YTD $ EBIT 22073 | 7786 | -14287 | 71,831 | 248309 | 176478 | 97,303 | 251,321 | 154,018

performance YTD Jul 19 Aug 19 Sept 19

YTD Sales Rev % 108% 112% 110%

Cumulative Rev + / - §72,377.00 | $245979.00 | $310,035.00

YTD GP % 104% 115% 111%

Cumulative GP + / - $26,477 $207,398 $231,388




TRACKING
QUARTERLY PROJECTS

Q3 FY 19/20 Jan-20 Feb-20 Mar-20

Progress each week: 1-10.
1 = only starting. 10 = Done.
C = Confidence to Complete.

A-E. E = low. A = high.

Progress | Confidence | Progress | Confidence | Progress | Confidence

Product: Primary,
1 Analytics 3 B

Content/Production:
Further curation of
content and alignment
to curriculum

Sales/Marketing: New
3 websites, SEO, 2 B
sales momentum

Customer success:
Vic, customer

4 utilisation metrics, 2 C
onboarding journey,
merging PS/CS

Finance ops: Core
EV, Communication
Playbook, Processes,
SF Roadmap




MEMBERS COMMENT
ON KEY AREAS

Note to members: Add some thoughts pertaining to the following areas in relation to your business goals/
strategy. Specifically...

Projects + Timelines

What | achieved last month

What | will do this month

Help required, pain points, questions for the Board

FINANCE

1. CorekV

2. Received EMDG grants/submitted CoreEV proposal.
3. Meet with CoreEV

4. Working out CoreEV structure

OPERATIONS AND ADMIN

1. VIC rollout/SF Roadmap

2. Technical rollout/Committee meetings & release

3. Focus on training plan, marketing mail out/Continue to deliver against SF actions
4. Lack of school contacts provided/time

MARKETING AND SALES

1. SEO/Website/Sales Team restructure

2. UK SEO now ranking #1 for “educational science videos"/Simplify overall website and improve
discoverability/Joe moved on & new structure determined + Anthony hired

3. Launch UK website/Focus on sales and sales team

4. Building sales momentum, Fires

TECHNOLOGY AND INFRASTRUCTURE

Analytics, AWS projects

2. Research possible solutions, commence container project
3. Finalise solution, finish container project

4. Time and resourcing

—_

PEOPLE/HR

Company direction/Wellbeing/Glassdoor/L&D sessions

2. Company vision workshop, defined values/Healthy lifestyle promotion/Hit 3.1!/Leadership program plan

3. OKRs, Leadership vision workshop/Yoga & fitness sessions/Replying to reviews/Account Management training
4. Engaging external trainer for L&D, Ensuring everyone is included re wellness

Y

RESEARCH AND DEVELOPMENT / INNOVATION

1. VIC rollout/SF Roadmap

2. Technical rollout/Committee meetings & release

3. Focus on training plan, marketing mail out/Continue to deliver against SF actions
4. Lack of school contacts provided/time



12 MONTH MEETING
SCHEDULE - OVERVIEW

Important Note:

Each board follows the same meeting format month to month, with tweaks here and there to suit member
needs and reflect business conditions. We recognise that there will be times in the year when boards need to go
‘off piste’.

A pertinent example is what happened during the emergence of COVID-19. Each board immediately put plans
into place to ensure member businesses were able to survive, access appropriate federal and state support and

in many instances, thrive.

It is up to each Chair and the board to shape the year. This document forms a guide that suggests the key

elements and how business growth is achieved.

Quarterly Theme Month Focus
Business, personal and family
January
goals for the year
STRATEGY February Company vision and values
March One page strategic plan
April Quarterly priorities
EXECUTION May Data - measure what matters
June Meeting rhythm
The Leader - ensuring good people
July
become great
The Team - attracting and hiring
PEOPLE August great people
Septernber The Manager - keeping and
growing great people
October Accelerating cash flow
CASH November 7 levers to drive profitability
Reflection - how the CAB can be
December
better next year




“Tell me and | forget. Teach me and | remember. Involve me
and | learn.” — Benjamin Franklin

QUARTERLY THEME: STRATEGY

Month: January
Venue: Offsite

Members appreciate the opportunity to visit each other’s business premises over time. As January is typically a
time for family holidays, flexibility with dates is key. Holding the meeting offsite affords the Chair and members
the opportunity to ensure maximum attendance.

Monthly focus: Business, personal and family goals for the year

Takeaways:

Of course, the main idea behind business mentoring and development is success and profitable growth. At
Coraggio, we absolutely subscribe to this premise. However, we also believe we should take care of each other
as individuals and family members. A healthy mind and body, backed up by a stable family life, in whatever form
that takes, supports entrepreneurial success.

Each member presents for review and critique three to five business, personal and family goals. As the meeting
is offsite it is usual for members to break out in pairs or small groups to really go deep on objectives.

Deliverables:

1. Annual goals in place

2. Plan for execution complete

3. Progress update schedule in place

PERSONAL

OVERALL
SUCCESS

Review progress and implementation from previous month:
Review the results of the December meeting’s focus on how the board is operating and what can be done to
improve outcomes. Set the expectation for the year ahead.



“I would rather die of passion than of boredom.”
— Vincent van Gogh

QUARTERLY THEME: STRATEGY

Month: February
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: Company vision and values

Takeaways:

Good strategy starts with strong company values and an unerring vision. When done well the result is like the
‘North Star’, pointing the way and keeping the whole company on track. Everything else follows; better decisions
about strategy, people, processes, financials and let's not forget customers.

As well as looking ahead, members are encouraged to reflect on the big questions; Why am | doing this? What
is my purpose? How will my company be remembered? The answers lead to a sense of certainty, alignment
and clarity.

Deliverables:
1. Purpose to drive decision making
2. Vision and value to drive behaviours

VISION

STRATEGY PEOPLE PROCESSES FINANCIALS

Good strategy and therefore, execution hangs from visionary and purposeful ideas.

Review:

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“First, have a definite, clear practical ideal; a goal, an objective. Second,
have the necessary means to achieve your ends; wisdom, money,
materials, and methods. Third, adjust all your means to that end.”

— Aristotle

QUARTERLY THEME: STRATEGY

Month: March
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: One Page Strategic Plan (OPSP)

Takeaways:

Once the vision is in place the next step is creating the strategy to bring it about. A clear strategy is able to bring
alignment, clarity and accountability to businesses and teams. It should form the basis of ongoing discussions
both in the Coraggio boardroom and back in each member's business.

The OPSP, as the name suggests, is a one page document that captures the company’s vision, from core values,
to the quarterly theme and everything else in between. A workshop style session covering the core concepts
and ideas is followed by members sharing their ideas before taking them away to compile and present.

Deliverables:
1. OPSP complete
2. Accountabilities for next 12 months assigned VISION
3. Key employees aligned to plan AND VALUES
STRATEGIC INTENT &
BIG HAIRY AUDACIOUS GOAL
ONE YEAR OBJECTIVES
WITH METRICS’
QUARTERLY TARGETS WITH
COMPANY ACCOUNTABILITIES'
INDIVIDUAL
OBJECTIVES (KPI'S)
Review:

Members reflect on the work done on Vision and Values in February. After a month to consider, have there been
any changes? What happened when shared with key employees? Have members seen values in action over the
previous month? Importantly, what needs to happen next?

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“Whatever the mind of man can conceive and believe, it can
achieve.” — Napoleon Hill

QUARTERLY THEME: EXECUTION

Month: April
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: Priorities

Takeaways:

Steven Covey, in The 7 Habits of Highly Effective People: Powerful Lessons in Personal Change said, “The main
thing is to keep the main thing the main thing.”

Individuals or organisations with too many or confusing priorities, risk not achieving much at all.

Members are encouraged to stay focussed on the right things. Alignment, clarity and accountability are much
easier to achieve when ideas are simple and headed in the direction of the overall strategy. In other words,
members should spend time doing the most valuable, most productive activities. There are three main parts
to this:

1. Decide on the number one, most important goal for the month
2. Decide on the first, most critical action to be taken to today to move towards the goal
3. Do that one thing first thing in the morning, before busyness sets in

Deliverables:
See above

Review:

We believe great ideas and companies evolve over time. That is why it is important to revisit the OPSP from the
March meeting. Have there been any significant changes? What has happened in terms of implementation?
Importantly, what needs to be done next and when will it be done?

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“What gets measured gets improved.”
— Peter Drucker

QUARTERLY THEME: EXECUTION

Month: May
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: Data - safety in numbers

Takeaways:
Running a business is an emotional experience and ‘gut feel’ is often heard as a decision making reason.
However, only factual information can provide the basis for productive discussion and decision making.

Members will focus on measuring what matters. Each business is different and therefore each will measure
different critical numbers. Brainstorming, workshopping and discussion will lead to the formulation of a set of
metrics that matter.

Members will create a scorecard that reflects their own key numbers. The key will be maintaining the discipline
to check and track regularly.

Deliverables:

1. Critical numbers assigned

2. Tracking and reporting mechanism designed
3. Accountabilities set

Review:

Priorities were the focus of the April meeting. Of course, it makes sense to maintain laserlike attention on what
matters most. As well as a component of the Board Report, the work on priorities and their implementation will
be shared and evaluated. Running a business is always a work in progress. Therefore, it is important to evaluate,
revise and implement as we go.

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“The secret of success is to do the common things
uncommonly well.” — John D Rockefeller

QUARTERLY THEME: EXECUTION

Month: June
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: Meeting Rhythm

Takeaways:

The ability to create accountability and discipline and then execute, is the area of greatest weakness in most
organisations. The two main arguments heard for not meeting regularly are, we don't have time and we see
each other all day anyway.

Members will take the key deliverables from the current quarter’s objectives (OPSP) and do two things:
1. Ensure each employee has their own set of measurable objectives that align with the company’s plan
2. Build a meeting rhythm that keeps said objectives and the company scorecard front and centre each week

Four meeting types achieve alignment and accountability:

1. Daily huddles - 5 to 10 mins keeping all up to date with progress

2. Weekly meetings - up to 90 mins and focusing on progress and one or two issues

3. Monthly leadership meetings - up yo half a day and more in depth look at priorities and issues
4. Quarterly and annual planning meetings - usually offsite, whole day and all about planning

Deliverables:

1. Meeting schedule agreed
2. Meeting agendas drafted
3. Meeting executed

Review:

In May members focused on data and measuring what matters most. Of course, the theme running throughout
each board meeting is revisit and revise what has gone before. In other words, strive to do things better. Each
member reports business progress by including the numbers that matter in their monthly Board Report.

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“Always remember that you are absolutely unique. Just like
everyone else.” — Margaret Mead

QUARTERLY THEME: PEOPLE

Month: July
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: Leaders - ensuring your good people become great

Takeaways:
Jim Collins in Good to Great talked about the ability of effective leaders to put the right people in the rights
seats. This concept is critical to secure business growth.

1. Right People: Members by now will have a strong sense of what their company’s purpose and core values
are. In addition, a view on the future and how to get there. The trick is getting the right people on the journey.
Members will create a tool to analyse their people in terms of company values correlation. A scoring
mechanism that leads to a more accurate use of human resources.

2. Right Seats: Key to business success is creating the right organisational structure. Ensuring there is
accountability in the areas of Sales/Marketing, Operations and Finance / Administration. Members will have
the opportunity to take a critical birds eye view of their business by disconnecting emotionally and thinking
purely about optimal functionality.

3. Putting it together: Once 1. and 2. are done the task of placing people in the best positions for them and
the company becomes easier. Members will make this an ongoing project as it cannot be completed too
quickly.

Deliverables:
1. Employee reviews designed
2. Reviews implemented

Review:
In June, members implemented their version of meeting rhythm. The key to successful outcomes from new
initiatives is discipline. It is important for the board to check in on progress to keep each other accountable.

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“Hiring the right people takes time, the right questions

and a healthy dose of curiosity. What do you think is the
most important factor when building your team? For us, it's
personality.” — Richard Branson

QUARTERLY THEME: PEOPLE

Month: August
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: The Team - attracting and hiring great people

Takeaways:
Slow to hire, quick to fire is a well worn business idea. We believe one of the strangest drivers to success is the
securing and aligning right people to the company’s vision and values.

Brad and Geoff Smart in their book Topgrading, a methodology for hiring A Players, they talk about creating a
job scorecard. When used well, this recruitment and ultimately, management tool takes much of the ‘gut feel
work out of hiring. It is also a good way to ascertain if current staff members are fit for the roles they occupy
(see July).

Members will reflect and analyse their team (and themselves) on the following areas taken from Scaling Up by
Verne Harnish:

1. Will - a desire to excel, act with courage, persevere, learn and innovate

2. Values - the test for culture fit - do they align with the company’s core values

3. Results - at the end of the day can they deliver on the company’s outcomes / KPIs
4. Skills - lease important given most skill sets require upgrading regularly
Deliverables:

1. Roles profiles created
2. Existing team attributes plotted
3. Profiles used for future hires

STRENGTH

Nivy

Review:
Members share their experiences since analysing functions and people for their business. What have been
some of the key learnings and revelations? Importantly, what is the next step and when will it be completed?

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“It doesn't make sense to hire smart people and then tell
them what to do; we hire smart people so they can tell us
what to do.” — Steve Jobs

QUARTERLY THEME: PEOPLE

Month: September
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: The Manager - keeping and growing great people

Takeaways:

In August the focus was on hiring the right people. What then should be the best route to success once hired?
This is as much about creating the right company culture. One that is centred around people - customers

and team.

Members will look at and focus on the following as key to delivering great people outcomes:

1. Onboarding - get it right the first time. Look and be prepared from Day 1. Show new hires you care
about them.

Strengths - help people play to their strengths.

Dehassle - don't demotivate

Expectations - be explicit and give a clear line of sight

Appreciate - give recognition and share it

gk~ wN

To help understand people’s strengths members are encouraged to access Gallup's StrengthsFinder. A quick
and easy way for individuals and leaders to find out what people are naturally predisposed to be best at. It helps
match the right people to the right seats.

Deliverables:
1. Existing team completes StrengthsFinder.
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Review:

What have been some of the key people related revelations this quarter? What specific actions have been taken
and what has been the impact to date? Importantly, what do members need to focus on in the area of people
over the coming months? Document as a project on the Board Report and check in on progress each month.

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“The more a business owner knows about their cash flow,
the more empowered they become.” — Nick Chandi

QUARTERLY THEME: CASH

Month: October
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: Cash - accelerating cash flow

Takeaways:

Cash is King and nothing rings truer in business. The facility to pay creditors and pay staff wages is essential
and needs to be a priority at all times. Why then leave cash to the last quartet of the calendar year? It's quite
deliberate. Whilst cash flow management is a function that is ongoing and should be looked at very regularly,
the upcoming holiday period means this quarter more than ever.

For many Australian businesses December, January and even some of February are at best, slow months. We
believe that our members and their businesses need to be in a position to not only survive slower times but take
advantage and thrive when things pick up. Therefore, a heavy emphasis is placed on cash in the Dec quarter.

Firstly, members will develop or share what they currently do regarding cash flow reporting and management.
They will also be given fifteen cash flow acceleration opportunities form the following three categories to try on
their own business:

1. Shorten cycle times - build efficiency to sell faster and get paid quicker
2. Eliminate mistakes - customers pay up faster when they get what they expect
3. Change the business model - up front payments, deposits ahead of delivery

Deliverables: ACCOUNTING INVESTMENT ASSET
1. Cash flow management practices reviewed
2. Plans to improve cash flow designed
3. Implement and report RATE OF
RETURN ANALYSIS
BUSINESS MEASUREMENT MONEY
Review:

What have been some of the key people related revelations this quarter? What specific actions have been taken
and what has been the impact to date? Importantly, what do members need to focus on in the area of people
over the coming months? Document as a project on the Board Report and check in on progress each month.

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“The more a business owner knows about their cash flow,
the more empowered they become.” — Nick Chandi

QUARTERLY THEME: CASH

Month: November
Venue: Dexus

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: Cash - 7 levers to drive profitability

Takeaways:

The Aggregation of Marginal gains is a concept made famous by Dave Brailsford the British cycling team
coach. His team cleaned up at the London Olympics and furthermore, he coached Chris Froome and Bradley
Wiggins to Tour de France victories.

The concept is simple. If a 1% or very marginal gain can be made across all facets of a team or business then
the aggregated improvement becomes significant. Similarly, if marginal declines are tolerated, degradation
accelerates. It's simple mathematics but often overlooked.

Members will understand more about the Power of One (marginal gains) and what adjusting the 7 financial
levers below can do for profitability.

. AGGREGATION OF MARGINAL GAINS
Price
Volume
Cost of Goods Sold (COGS) / Direct Costs
Operating Expenses
Accounts Receivable
Inventory / Work in progress (WIP) —
Accounts Payable

M 1% Improvement [ 1% Decline

\

No ok~ =

Deliverables:
1. 7 levers identifies in each business AN
2. Marginal gains to be made agreed N\
3. Execute and report

Review:

Going into the final month of the year and heading into Australia’s quietest period is a time to take stock of
member cash positions. Is each business able to meet a core capital target of three months of operating
expenses in cash, after setting aside money for taxes?

If not, some urgent work on cash flow improvement as per October’'s meeting will be recommended.
We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering

where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need to be taken.



“Learning without thought is labour lost; thought without
learning is perilous.” — Confucius

THEME: REFLECTION

Month: December
Venue: Dexus and Christmas Function

Dexus offers premium meeting and gathering spaces backed up by state of the art video conferencing facilities.
Common areas are ideal for community and networking over a coffee, lunch or afternoon drink.

Guest speaker presentations take place in purpose built rooms with multiple large screens and VC facilities for
those meeting remotely. We believe the right environment leads to quality thinking and outcomes.

Monthly focus: Reflection - how the CAB can be better next year

Takeaways:

In January each member set 5 goals for business and the same for personal and family life. Even though
progress has been monitored at each ensuing meeting, it is a time to assess success or otherwise. As
Confucius says, “...thought without learning is perilous.”

In a broader sense, this document has focused on learning how to grow member businesses. Similarly,
Coraggio believes we should take opportunities as an organisation to improve our services.

Coraggio is about the member base. Each CAB has its own ‘personality’. A personality that is shaped by the
Chair and its members. Therefore, it makes sense for the group to decide if the group is able to improve its
operations the following year. The focus for input in December is reflection, critiquing and improving.

Members will be asked to reflect on the areas below and asked; ‘Has it worked well and how can we
improve?’ At the meeting the Chair will share results and the group will decide, guided by the Chair, the best
course of action.

Member issues and deep dives
Guest speakers

Venue

Ways to improve

1. Meeting format
2. Timings
3. Book Club and other input vehicles

N o ok

ADVISORY



Deliverables:

1. Review questionnaire completed and shared
2. Board agreement on changes if applicable
3. Execute and report

Review:

We believe annual goals should be revisited on a regular basis. Otherwise, we end up in December wondering
where the year has gone and why none of January's goals have been achieved. Each member, as part of their
Board Report, scores their progress to date and more importantly, indicates what actions need

to be taken.

This month is a chance to look back in order to look forward. Successful initiatives by members are recognised
and planning for the following year is initiated.

As January’s meeting will be about the next year's business, personal and family goals, members will be
prompted to do the forward thinking and planning over the break.



