FranklinCovey All Access Pass




ALL ACCESS PASS

Elements of the AAP Value Proposition

Access to FranklinCovey’s entire collection of best-in-class content

Incredible flexibility through an almost limitless combination of delivery modalities
Accessed globally in 16 major languages

Includes an implementation specialist and a variety of add-on services to drive impact

All at a price that is equivalent to what is provided by single-modality providers

© Franklin Covey Co. All rights reserved.
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CONTENT VIDEOS
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ALL ACCESS PASS

Elements of the AAP Value Proposition

Incredible flexibility through an almost limitless combination of delivery modalities

Accessed globally in 16 major languages
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Modality 1: Live, In-Person Delivery
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Certification in 16 Languages
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00 {> Course: 7 Habits Signature 4
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CcC 0O @& https://adammerrill.allaccesspass.com/course/view.php?id=1635

View Additional Information

PREPARE

RESOURCES

Prepare to facilitate this work session by reviewing these videos.

rroncpes

Habit 1: Be Proactive

Be Proactive

Video: Carry Your Own
Weather

Pause and Respond Based
on Principles and Desired
Results

Use Proactive Language

Focus on Your Circle of
Influence

Video: Circle of Influence

Become a Transition Person

FOR FRANKLINEOYEY VIRTUAL CERTIFICATION PURPOSES ONLY

!

Highly Effective Prat

« Pausso andd rospond ¢
principhs and dosro

+ Usa proactive langy

+ Focus 0n your Groka
of knco.

» Bocome a Transtion




WORK SESSIONS

Global Delivery Scale and Impact
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LOS 4 ROLES ESENCIALES
DE LIDERAZGO

LO QUE UN LIDER ES Y LO QUE UN LIDER HACE

Los lideres efectivos eligen vivir
consistentemente cuatro roles esenciales de
Liderazgo.

* Inspirar Confianza al ser modelos de caracter
y competencia.

* Crear una Vision unificando a sus equipos
alrededor de un proposito importante.

* Ejecutar la Estrategia por medio de disciplina
y alineacion consistentes y enfocadas.

* Dar Coaching para potencial liberando el
talento y el potencial no utilizados de su equipo.
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DE 4 ESSENTIELLE
ROLLER | LEDELSE

HVAD ER EN LEDER, OG HVAD ER LEDERENS ROLLE?

Effektive ledere arbejder konsekvent med
4 elementer i ledelse. De:

* Opbygger tillid ved at bruge din karakter og
kompetencer til at agere rollemodel.

* Skaber visioner ved at engagere og samle
deres team om et vigtigt mal.

* Eksekverer strategi gennem disciplineret
fokus og stremlining af systemer.

* Coacher potentiale for at frigive deres teams
uudnyttede kompetencer og talent.

4 ESSENTIAL ROLES
OF LEADERSHIP

WHO A LEADER IS AND WHAT A LEADER DOES

Effective leaders choose to consistently live four
essential leadership roles. They:

* Inspire Trust by being models of character
and competence.

¢ Create Vision by rallying their teams around
an important purpose.

¢ Execute Strategy through consistent, focused
discipline and alignment.

¢ Coach Potential by unleashing the untapped
talent and potential of their team.
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Modality 2: Live, Virtual Delivery
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200 Leading at the Speed of Trust 3.0 (2-day) - Adobe Connect

Clicks Meeting O -

LiveClicks \ cpeep e A

webinar workshops

| R l | : ; | How does Trust affect speed and cost of doing business? (Everyone)

WELCOME

kiin Covey Co. and CoveyLink. Al rights reserved.

Everyone |
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[ X X ) g at the Speed of Trust 3.0 (2-day) ideo: Speed of Trust) - Adobe Connect
eClicks " Meeting  Layouts Pods  Audio - o - P -

Help

Leading at the Speed of Trust FG 2.0 (3)

SLIDE 1 LAYOUT 4 PG =.

Facilitat.

Next Slide

SPEED
TRUST

Define Trust

2. Virtual,

. u ' N LS You have a lot of experience working and i.
e leading in today's environment. Let's answer the
following questions based on your experience in 3. Etiquette
\ \ Leading at the the workplace.
®

SPEED [

] 0:00:11 / 0:04:38 CHAT: -.
How do you define trust? 4. Defin

webinar workshops - TRUST

How does Trust affect speed and cost of doing busin...

(Have one or two participants expound on written .I

WELCOME comments.)

ASK FOR VERBAL RESPONSE: —
Why is trust important for leadership today? ‘ |

5. Com
||
-

6. Video,

STATE:
This work session is based on one premise.

Everyone I
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([ X X ) Simplified Chinese - 7 Habits Foundations (Full day) (26. Video "Landfill Harmonic") - Adobe Connect

\J)

LandfillHarmonic_020314 BH lc_15 fps_400.flv =~

7H Foundations FG PPT Q | Stop Sharing ‘ =

TR # AiRIED + WX #
BTt STt BTt
F—3KPPTL)

BRIPPTO A BT It TRERTIE

" - 7 = lm il i e
INIEIB AR = : LANDFILL HARMONIC WRZ, EHEE. WTNBRGHSALEE
\ LN : B, S SRR SR ERNT
. XM RINRE "GESR ? BRFH.

i | BERTREHITISE RECSEFH, HTTIL
webinar worksho S ‘ B AU A A SRS A,
y -
" oy Wy T = T (FEERNEE T RAHITAIREN, X
\A:g & \‘ ZHRAAHESIE? MHIRETMLEIMR? " ( Iﬁﬁéﬁﬁi%iﬁﬂmgﬁiﬁﬁ] )
ey s -
s (HBLINT A EEREIRA )
(REITHEE )

(EHEEL  RrELEEES  BEBSUER
feREmE. )

‘ ’ M Everyonel

© Franklin Covey Co. All rights reserved.



Modality 3: Digital, On Demand Learning
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[ X X} https:/; rill.all COl d/ /player.php?cm=2222&scoid=6978&display=popup
@ https://adammerrill.allaccesspass.com/mod/scorm/player.php?cm=22228&scoid=6978&display=popup

This humorous video spotlights the apathetic mentality of a drive-through attendant and the
effect on the customer. As you watch, ask yourself if you've ever been in this situation and

how it made you feel.

FranklinCovey

INSights
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[ X X )} https://adammerrill.allaccesspass.com/mod/scorm/player.php?cm=7819&scoid=5262&display=popup

@& https://adammerrill.allaccesspass.com/mod/scorm/player.php?cm=7819&scoid=5262&display=popup

Preparation Is Key

FranklinCovey®

excelerators
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Modality 4: Microlearning
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@ https://aap./hana.com

FranklinCovey

sATAT (0 52 ALL ACCESS P/ASS  Manager Portal by Jhana
{ Back

Skills Blog Videos HR Center
Jhana Weekly

To: Adam Merrill

) "W Are you a new manager? Start with 6 Critical Practices for Leading a Team!
Details W

% The best way to be a
better leader in 2019 %/ Become a better leader

Yoy A0 A . s . ; ski . ion!
J v 2. 2019 at 6:49 AM We're here to help each step of the way. Choose a management skill and put our advice into action!

Managing Your Team Managing Yourself Working With Others  Communicating

Career Management  Managing Remote Productivity Conflict Management Email
for Your Team Workers
Receiving Feedback Establishing Credibility Giving Presentations
FranklinCovey Coaching Motivating Your Team

ALL ACCESS P‘:\ o ) Stress Management Managing Company Persuading Others
DD Delegating New Employees Change

Running Meetings
Difficult Conversations  Problem Employees Managing Up

: . - First 90 Days as a Retaining Your Team Negotiation
"Our character, basically, is a composite of our Manager

habits.”
—Stephen R. Covey

Team Goals Overcoming Unconscious
Giving Feedback Bias

Resolve to improve in 2019

PN —
Identify the behaviors that matter most to you
as a leader
Ifyoii Gor'tKiiow wheds youlre goiig: youTl AEve: et dhere, Thigimple urgency of tasks
process helps you determine what you value as a leader — and how to turn
those behaviors into effective habits. When your options are dizzying and everything feels both important and urgent,

F:] i take a few minutes to analyze your options.
Read More »

Develop questions to help you determine the importance and

© Franklin Covey Co. All rights reserved.



ALL ACCESS PASS

Elements of the AAP Value Proposition

Includes an implementation specialist and a variety of add-on services to drive impact
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My Leadership Journey Team Leader Development

Track: priving Team Effectiveness
Level 3 “DO” section

Month one 3 Month two
GetAbstract Article Big Think Video
Executive Presence Learn from the Top
(15 min) (15 min) OPTIONAL
K-C Role 7 Habits for 7 Habits for 7 Habits for [_] [ CBT] [Video]
! Assessment Managers Managers Managers [J L._J S
Sessions 1-2 Sessions 3—4 Sessions 5-6 | g
Assessment FranklinCoYvey LiveClicks: CEB CBT IFn' :i"’::"c""ey
(1 Hr) Live-online webinars Z‘;’Cga"l""g a Great You? Best
0
(3x 3 hr) Leader Through Moment
Influence (15 Min)
(15 min)
7 Habits of Managers Participant Guide
PREPARE LEARN

© Franklin Covey Co. All rights reserved.




Track: Driving Team Effectiveness
Level 3 "DO” section

Month three

My Leadership Journey Team Leader Development

Government Leaders Article
Leaders Who Lead Leaders
(15 min) OPTIONAL

CEB Article
Senior Leaders
Stakeholder
(30 min)

" ©

Workday Activity
Profile review?
(Time?) OPTIONAL

Video
)

HRBP Activity ) ) )
Team Leader Transition gfg T;h'ﬂg Video
(2-4 hr) OPTIONAL evelop Corporate

Character

(15 Min)

« /8%

- 1

FranklinCovey
Excelerator

The 4 Imperatives of
Great Leaders

(1 hr)

APPLY

Activity K-C

K-C vILT
Assembly
(1 Hr)

Opt in for Jhana
Weekly Emails

© Franklin Covey Co. All rights reserved.




FLM — Term 5 (5 Choices of Personal Productivity)

- Learning and practicing skills and tools to gain a more balanced and controlled life that brings confidence to others and demonstrates a
sense of leadership and competence others want to follow.

1 x FranklinCovey

| i | Coaching Session
' eLearni ng l (In local cohorts)
6 ] o

. Be \ Schedule the Most Don’t Let Technology
Prioritization Extraordinary Important Things Get in the Way

. . . - . FLM Local Cohort
- Buried Alive - Choices - Big Rocks - Tool or Tyrant - Office Nirvana Meeting
- The 5 Choices - Extraordinary - Q2 Planning - Energy Crisis
How Have the 5
- Brain Attack Roles - Weekly Q2 - Eat Choices Made a
- The Call Center Planning - Connect .
- Q2 Culture Brain Care Basics Difference to You and
. . - The Art of . in L-ar ! Your Team?

- The Time Matrix Transformation - The Bouncer
- What's at Stake - Move

- Relax

- Sleep

Weekly Jhana Push Learning with bite-sized learning tips and topics

C} FranklinCovey.

© Franklin Covey Co. All rights reserved.



ALL ACCESS PASS

Other Add-On Services

 Onsite Delivery

« Facilitator Quick Start
« Coaching

« LMS Integration

« Custom Solutions

« Project Management

© Franklin Covey Co. All rights reserved.



ALL ACCESS PASS

Elements of the AAP Value Proposition

All at a price that is equivalent to what is provided by single-modality providers

© Franklin Covey Co. All rights reserved.



Sales Force Growth




CLIENT EXPERIENCES

Key Takeaways

Historic client partner hiring and ramp performance

Capacity to hire new client partners
Client partner profile, recruiting, and ramp process

Future client partner hiring targets

© Franklin Covey Co. All rights reserved.



CLIENT PARTNER

Hire & Ramp

CLIENT PARTNER ADDITIONS CLIENT PARTNER RAMP
In $Millions
250 234 $1,400,000 $1,300,000
218 214
o . 204 $1,200,000 $1,700,000
:
169 $1,000,000
$800,000
150 133 $800,000
120
100 $600,000 $500,000
$400,000
50 $200,000
$200,000 -
0 $0
FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 Future Year 1 Year 2 Year 3 Year 4 Year 5

We cover investment on a 1 Y
new client partner within: ea r

© Franklin Covey Co. All rights reserved.



DISTRIBUTION

Market Opportunity for Expansion
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1 icon = 1,000 Accounts/Schools

© Franklin Covey Co. All rights reserved.
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ENTERPRISE

55,000

Companies in U.S. target market

11,000

Assigned accounts

4000 7000

Active customers
yet customers

44,000

Unassigned accounts

Assigned, but not

EDUCATION

150,000

K-12 Schools in US and Canada

47000
e

2,/00 44300

Active schools Assigned, but not

yet customers

103,000

Unassigned schools



CLIENT PARTNER

Profile

Experienced sales professional

Balance of consultative selling, prospecting, and account
management skills

Credibility with senior leaders, executives, and school
administrators

Increasingly: subscription/services model experience

© Franklin Covey Co. All rights reserved.



CLIENT PARTNER

Recruiting

e Four recruiters

« For every client partner position, there are more than 100 candidate
orofiles reviewed and a minimum of 10 candidates interviewed.

« Consistent interviewing process using scorecard against seven key

categories.
Work ethic/discipline «  Hunter mentality
Collaborative « Consultative sales skills
Clear interest in people and organizational « Demonstrated account growth
improvement « Business acumen

Video Managing Vice Executive
Resume : : Sales Role : Reference
: . Recruiter . Director . . President . Team » . Offer
S Interview Interview Play Interview Interview Checks

© Franklin Covey Co. All rights reserved.



CLIENT PARTNER

Key Success Indicators

 Face-to-face hours with clients
 New logo/new school sales revenue
 Add-on services

« Revenue retention

« Annual revenue goal

© Franklin Covey Co. All rights reserved.



CLIENT PARTNER

Onboarding

S 4

Week Intensive Cohorts
Sales Academy Per Year

Week 1: Week 2: Week 3: Week 5:
Sales Systems

Training

Week 4:
Field Observation

Setup & Basic Onsite Content Onsite Content
Orientation Immersion Immersion

© Franklin Covey Co. All rights reserved.



CLIENT PARTNER

Successful Ramp

 Immersive five-week sales academy

 Strong sales leadership - weekly 1:1 to review key metrics and
orovide coaching

 Field training organization

o Utilizing our 4 Disciplines of Execution (4DX) process to ensure
focus and execution of key metrics

© Franklin Covey Co. All rights reserved.



CLIENT PARTNER

Hiring Projections

350

324
200 294
264
250 234 -
204 2l8 214

200

150 133

120
10
5

FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022

o

O

O

" Added during FY B Net Growth since FY19
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