PERFORMANCE COACHING

FRACTIONAL BUSINESS MANAGEMENT

You've built the business. Now it's time to guide its growth.

A practical way to add experienced management capacity without employing a full-time GM.



THE PROCESS

From “something needs to change” to focused action

A low-risk pathway that starts with a conversation and only deepens when the evidence says it should.

The trigger 30 minutes - no cost Half Day - paid

The business has grown, A focused conversation about A structured forensic across A tailored work programme built
complexity has increased, and where the business is, where Money, People, Customers, from the findings — clear

too much still depends on the you want it to go and what s Systems, Strategy and Owner to priorities, owners, actions,
owner. getting in the way. find the real leverage points. measures and review rhythm.

No generic programme. No predetermined solution. The work is designed around what the business
actually needs.

Mone. BETTER CONVERSATIONS. BETTER DECISIONS. BETTER OUTCOMES.
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WHY START HERE?

Growth changes the management job

What made the business successful can eventually create a new problem: the owner becomes the point through which too much
must pass.

More moving parts Less thinking space Owner dependency
More people, customers, cash-flow Urgent operational work crowds out the Decisions, knowledge and
decisions, suppliers and commitments important work of leading and accountability keep returning to one
to coordinate. developing the business. person.

The questionis not “Do you need more advice?” Itis “What needs to change — and
who will help make it happen?”

Mone. BETTER CONVERSATIONS. BETTER DECISIONS. BETTER OUTCOMES.
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STEP 1 - EXPLORE

30-minute Business Exploration

A conversation, not a diagnosis. Enough to establish whether there is a meaningful problem worth investigating.

The outcome

Clarity on whether there is a problem

Where are you nhow? .
Y worth solving.

Where do you want the
business to be?
If there is, the next step is not a sales pitch. It is a deeper,

What is getting in the way? evidence-based look at the business.

What happens if nothing
changes?

30 MINUTES e NO PREPARATION ¢ NO OBLIGATION

BETTER CONVERSATIONS. BETTER DECISIONS. BETTER OUTCOMES.
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STEP 2 - DIAGNOSE

Half Day “Look Under the Hood”

A paid forensic that turns broad concerns into evidence, priorities and practical choices.

MONEY PEOPLE CUSTOMERS SYSTEMS STRATEGY OWNER

We look for

what is working ® where performance is being constrained ® where the owner is carrying too much e the
few changes with the greatest leverage

OUTPUT: findings + priorities + recommended 90-day focus

Mone. BETTER CONVERSATIONS. BETTER DECISIONS. BETTER OUTCOMES.
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STEP 3 - ACT

A 90-day programme built around the findings

Not an off-the-shelf course. The work programme is designed specifically around the leverage points uncovered in the analysis.

01 02 03 04
PRIORITISE OWN EXECUTE MEASURE REVIEW
Name who is Turn priorities into Track the few indicators Adjust, embed and

Agree the 3-5 changes

responsible and what practical weekly that show whether decide what comes
that matter most.

support they need. actions. change is working. next.

The goal: a better-run business, a stronger owner and less dependence on you.

Mone. BETTER CONVERSATIONS. BETTER DECISIONS. BETTER OUTCOMES.
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YOU’VE BUILT THE BUSINESS.

Now it’s time to
guide its growth.

EXPLORE

Start with a 30-minute Business Exploration.

HALF DAY
LOOK UNDER

No preparation. No obligation. Just a focused conversation about what
THE HOOD

you’ve built, where you want it to go and what is getting in the way.

PERFORMANCE COACHING




PERFORMANCE COACHING

You've built the business.
Now it's time to guide its growth.

Start with a conversation.
Or start with the Mode Business Health Check.

CHRIS MORGAN
SIness.

owner.
onyou.

—

+64 274 158 424 | chris@mode.kiwi | www.mode.kiwi
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