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If this presentation is successful you will learn to:
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What is your mission / passion

Yale Study (1973) — Differences between the goal setters
and everyone else was stunning, the 3% who had written
down their goals were earning, on average, ten times as
much as the other 97%.

SMART Goals — Specific, Measurable, Achievable,
Relevant, Time-Bound



Goal Setting: 3 Steps

1. ldentify your passion

1. Look Inside — set aside the obstacles of time, money, and obligation; clues
Iin the hobbies you pursue, magazines, movies, and books; what excites
you.

2. Look Qutside — ask the people who know you best what they think your
greatest strengths/weaknesses are — what do they admire about you.

2. Putting it on paper
. Networking Action Plan:

. Part1-—development of goals that will fulfill your mission

~ Part 2 — connecting goals to the people, places, and things that will help you get
the job done.

2. Start with 3-year goal, 1-year goal, and 3-month goal
3. Create a Personal “Board of Advisors”

*These ideas come from Keith Ferrazzi's book, Never Eat Alone
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Goals: Template Example
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NetWORK
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Trusted Advisor
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BOOk L|St (Hint: Study Success)
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Highlight or underline key ideas

Type up notes from book or article

Have 3 “To Do” items from the book written down at the end of notes
Send notes to 5 people that you think will find these notes helpful

Keep a binder of books you read with notes (I refer back to mine
constantly)

Each month, preferably the 15t of the month, go over the “to do” items
to ensure you have started to do them.

Repeat




Useful blogs/websites
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Always be you

Discipline is key

Be uncomfortable, means you are learning
Constantly “sharpen the saw”

Read books — take notes — share notes with others
Eliminate the word “impossible” from your vocabulary
Get up an hour early and do some daily planning
Leaders do more listening

Encourage others to talk

Action cures fear; do what you fear doing

Be a “front seater”

Smile big (great to do when you are most fearful)
Look like the person you want to be

Praise is powerful

Defeat is a state of mind



» Be careful —you can NEVER delete what you have sent.
» Every email you send is an impression of you — misspellings, poor grammar, etc.

» If you want to be certain that you get a response, ask a specific question within the
message, near the end, relating to something the recipient considers important.

» Short / Sweet / to the Point
» Before you hit “send”, re-read what you have written

» 5.5 points to “e-success”:
Use innovative subject lines; i.e., “biggest competitor”, favorite team name, name of mutual friend, etc.

Use creative opening lines; “I was wondering how...”; “Your (biggest need) is solved...”
Mold the body of the message to the prospect
Be funny

Go for “Add-on” technology
Just “E” it — all email is a risk. You can learn all the lessons you need by doing it.

o “Qut of Office” — don’t use it for clients

*Source: Little E-Book of Email, by Jeffrey Gitomer




Professional Development Plan (example)
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Build Strategy (example) (once you determine goal)
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Stephen L. Tully, Jr.
Director, Client Services
Cantillon Capital Management LLC

At Cantillon Capital Management

Mr. Tully is Director, Client Services and lead’s the firm’s Institutional Business in North America. He is responsible for client
service, business development, and consultant relations focused on corporate and public pension plans, endowments and
foundations, and other institutional clients. Mr. Tully joined Cantillon in 2009.

Before joining Cantillon Capital Management

Mr. Tully was a Vice President and Director, Client Services at AllianceBernstein, responsible for institutional client servicing and
business development in the Northeast, US. Mr. Tully joined the firm in 1999, as an associate for Sanford C. Bernstein’s
institutional business, working with a Senior Advisor in servicing and building institutional business with over $25B in assets.

Before joining AllianceBernstein

Mr. Tully was a graduate assistant coach for the Bryant College Football team in 1998-1999, during their inaugural year. He was
responsible for coaching the quarterbacks. Mr. Tully was also Head Women’s Lacrosse Coach in 1999 and oversaw their first
victory in school history. He interned at Dean Witter Morgan Stanley working with the top sales team in Providence, RI.

Education

Mr. Tully graduated with an MBA in Finance from the Fordham Graduate School of Business in 2006.

He graduated with a B.S. in Business Administration, Concentration Finance from Bryant College in Smithfield, RI in 1998.
During his time at Bryant he was a three-year captain of the lacrosse team, two year term as Student Senator, and Director of the
1998 Rhode Island Special Olympics.

Other Interests

Steve lives in Chatham, NJ with his wife and four children. In his free time, he enjoys running, golfing, surfing, coaching his
children’s sports teams, and spending time with his family.
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