““It’s not the
absence to be
committed to a
goal; it is the
absence of
memory to
accomplish it.”
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Hello, this is Cory Shepherd, vice president of Sound Financial group and I'm excited to
welcome you to Sound Financial Bites, where we bring you bite-sized pieces of financial
knowledge to help you design and build a good life.

Hello, and welcome to Sound Financial Bites. I'm Paul Adams, your host and president and CEO
of Sound Financial Group. We're glad to have you with us today. A couple quick things | just
want to share with you. We're starting the year off. We've got a wonderful guest today, Cory
Shepherd, who's vice president of Sound Financial Group, and Cory is a key component of our
firm in working with advisors and helping coach them to higher levels of performance and he
does this both inside our organization and he even will work with people who are in other
industries helping coach them to help them make better decisions, stay focused on what's
important to them, then help them achieve their outcomes. What he's going to do today is
share with us a little bit about a technique that he uses to help people focus on what's really
important to them. So, welcome to the show, Cory.

Hey, Paul, I'm glad | could make the journey from across the hall to be here. I'm excited.

So, Cory, you've talked about this. You taught this in a session with our advisors earlier this
year and | loved it. It was this idea of going through a set of questions and then being able to
take those questions and lay them into something that someone can use every single day. So, |
think, maybe, just hand it to you here first and maybe you just talk a little bit about what an
intention statement is, what you've noticed it doing for people, and what you hope it would do
for the people who are listening today.

Sure. So, I've been using an intention statement in my daily practice for a little over the last
year and that came from work with my business coach Steve D'Annunzio. Now, he coaches
folks in the financial industry but he also has the Sole Purpose Institute, which is everyone
outside the financial industry as well and the idea is that it's not the absence of being
committed to our goals that's really keeping us from what we're able to achieve, it's absence
of the memory of that commitment and the presence to what we committed to ourselves. So
the idea is, every morning and every night - so the very first thing | read in the morning and the
very last thing | read at night is my intention statement.

Now, it's important for a few reasons. One, we're starting the day off with those thoughts of
where we want to go so that, right from the beginning, our day is oriented to those things we
want to achieve and then every night we're reading it so that, as we go to sleep, our
subconscious and that amazing computer of our brain can go to work on all of those things.

So, there's something you said there that | thought was really awesome | don't want to gloss
over is that what keeps us from achieving our goals is not that we don't want to get there or
our futures or intentions, it's that we forget them, and one of the things | think that happens
that I've seen me do in the past is it's not that | forget -- it's not that | don't want to still eat
healthy, but | can forget just long enough to order pizza.
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But, really, you only have to forget a little bit and you can now have yourself in a commitment
that it takes you totally off track from your intention. People do that with work where, let's
say, they've got a business owner, which | think you'd ask me. I'm going to pretend to be just a
business owner that owns some sort of distribution or manufacturing company in our call
today but if | have a company and I'm supposed to be doing certain things in the business but |
get excited about some project and then | make - in a minute, | forget long enough to make
some large commitment to a project that it takes me away from my original intention or
business plan for the year, then that one slip might have me off-track for weeks in being
ineffective.

So, | think that's really key is that you can forget for a minute or forget for ten minutes your
intention and yet, then, accidentally in that period of time, make a commitment that keeps
you off-track for 10 weeks.

““Repetition,

Repetition Right, and what's even more powerful about this is someone in a business owner situation
4 operating a large company, it may be that they have the opportunity to make one decision at
Repetitl'on WI// one point that creates that huge change, but them and everyone else in the world also have
the opportunity very slowly and all at once, in those little moments throughout the day, to
help estab/ish continually make those small decisions that either push them towards where they want to go
. or slowly push them away, and doing this as a daily practice multiple times a day gets that

your goa/S n deeper and deeper ingrained into our minds.
yOUf mlnd- 7 Yes, and the other thing you showed up for me is | was just kind of picturing that as you said it

is that the getting off, staying on intention, and making those little moves, or being off
intention and making those little moves that take you further away from what you ultimately
wanted, say, for 2016, is that the bigger the organization you have or the more people who
trust you for leadership, the further amplified your focus or distraction becomes and how key
that can be is that you could have everybody on the wrong task for 10 weeks because of a 10-
minute lapse in remembering the intention for the years.

So, with that, | know you were generous in building a version of this that's going to land on our
website for our listeners. So they can go to sfgwa.com, go to the podcast and blog section,
scroll down, and what you're going to find is the worksheet that we're going to reference here
a few times. But, Cory's also built it in a way that if you're driving to work right now in your car,
it's going to be fine to do this exercise without the worksheet. During this, what | want to do is
just kind of put myself in your shoes, as a listener to the show today in saying, "Here | am. I'm a
business owner with 100 employees making good income, but having to focus this year to help
the company produce certain outcomes." So, with that, Cory, why don't | just hand it over to
you?

Yeah, so this is the exercise that | did with our organization, Paul, and you got to sit in on part
of it where, for most of us, it's just like the second that someone asks you a question, like if
you've ever had a teacher in school ask you a specific question and you remembered having
the answer but, being in the moment, it's right at the tip of your tongue, you can't come up
with it. It's kind of what happens to us when we're on the spot trying to come up with some
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big statement for our year. So, it's an exercise to just walk through a few different questions
about yourself and write down a few different things then we can tie it all together into a great
intention statement.

What | love about the way you did it with everybody is you didn't tell them.

Right. It was a surprise as to what this was. They didn't know where we were leading as we
were writing down this list.

Which, incidentally, | think for the sake of our podcast, it's a little more difficult to do it that
way, though what | would encourage you to do is don't skip ahead, don't download that sheet
yet if you're listening to this at your desk. Just follow along and we're going to write down,
number 1, write this down, number 2, write this down. Later on, you're going to take that and
fit it into the worksheet that we've got on our website.

So, item number 1 on this list of six items is: write down your unique ability.

And unique ability, for those of you that aren't familiar, is the idea that there's something that
you do that you're great at and not only are you great at it but you like getting better at it.
Important side note, it's important that more than you think you're great at it, okay?

And it doesn't have to just be your job. Now, it could very much be related to your job and
you're one of the luckiest people in the world if it is. Although, that doesn't have to be the
case.

Exactly, so you like it, other people recognize that you're great at it, you enjoy getting better at
it, and if you did it, your unique ability - and some people, you have a unique ability set of
certain things that they're good at - if you did that all day long, you actually have - while you
might be physically tired, you would actually have more mental energy at day's end than at the
beginning.

So, for the sake of our kind of testing this out just being a business owner that has a
manufacturing company, I'm going to put down that my unique ability is building new
relationships, solving complex client problems, and, yeah, solving complex business problems
and building relationships.

Great. So, | am a builder of new relationships might be a great way to have it fit well into the
sentence and that's an important thing for people to know is the way that you write this down,
when we start reading this exercise, it may not fit perfectly the first time. Don't worry about
grammar and perfect English. You can change the tenses and all those right after it.

I did. Why | use this exercise even -- | went through it and it actually wrote my intention
statement, which is now laminated and hanging in my shower so that | see it every day and |
guess that could sound funny but I'll tell you what, | spend at least like 5 to 10 minutes in the
shower every day, | might as well look at it.
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Step 2 is: write down your most specific goal for 2016, or your most important goal and be as
specific as you can. So that might be financial, that might be personal, but what's important is
that it's measurable and timely, meaning when we get to the end of 2016, can you know,
definitively, yes or no, like in a court of law that you could be proven guilty for having or having
not done that?

So, mine's going to be growing sales to 20 million dollars.

Perfect. Number 3: write down how you will feel when the goal is accomplished and we want
to be simple and elegant here. You know, it could be one or two words: fulfillment, immense
gratification, satisfaction, something along those lines.

Triumphant is one word. | can't help it. It's in my head, although this is not the one we're going
to put in the intention statement: | haven't seen Charlie Sheen yell, "Winning!" anywhere in
years and | miss it so, "Triumphant and winning."

Yeah, | think that works great.

Yeah, it may work great. I'll see if another one comes to me. We'll stick with "triumphant" for
now. I'll put it on my list here.

So, now, number 4 is: write the number 1 action step needed to create favorable conditions
for that goal to be achieved.

Write the number 1 action step... So, for our business owner to grow the business to 20 million
dollars, what's the most important action step? So, when | put myself in those shoes, I'm
thinking to building a competent and confident sales team. That's what they would - a business
that's going to get that large is likely going to have to do that.

Now, this is a fun one and could be one of the hardest ones for most people is: write the
number 2 action step, one that you're struggling with the discipline to do.

Struggling with the discipline to do? So, this first one gets the company to 20 million dollars,
they know that they need to build a sales team.

Maybe they know that not only build a team but they need to go out and find some new
relationships themself and that's threatening. That can be hard to do in amidst of the busy,
busy world so they've got to be out there making some calls, making some handshakes too.

Yeah, | think that could be a great one because there are many business owners who built a
great business and aren't as great in the business development. There's the other one for the
business owners that are great at business development, the other one that | could see
happening is that they may need to have hard conversations with people that are on their
team and get those people off.
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Yeah, | love it.

So, I'm going to go with the second one. So, ask me the question again so | can word it the best
way possible.

The number 2 action step, and it's one that you're struggling with the discipline to do. It's the
harder one to accomplish.

So, I'm going to say it too long, | think, but, "To hold my team to performance metrics".

Or hold members of the team accountable to those metrics and your business owner's going
to know what that means.

"To only keep those team members who perform".
So the first part is to hold --

"To retain only those team members that perform", | think is how I'd want to say it because
then it's not necessarily negative like a "don't do this". | am doing something. I'm retaining
those who perform as opposed to getting rid of people. | don't like the idea of an intention
statement having a negative thing in it. Like, | am "don't going to do this". Like, what's the
positive thing side of it? So, it would be to retain.

Now | remember that your business owner just said also the hard conversations around that.

Oo, to always practice hard/easy when it comes to team members. So, the same coach that
Cory spoke about that gave him this exercise talks about the concept of hard/easy and the idea
that people go through life, often time, practicing easy/hard. They do the easy thing right now
like kind of tiptoe over the performance over, particularly, team member and they don't hold
them accountable to perform better but the hard thing is, later, that person ends up on the
team and not doing a good job and dragging the company down and later, they're very, very
shocked and feel mistreated from having been fired because nobody told them they weren't
performing.

But, the idea of practicing hard/easy is having the very hard conversations as quickly as
possible so that things are much easier later. So, always practicing hard/easy. That's going to
be mine. The number 2 action step is going to be to always practice hard/easy with team
members.

Yeah, and then 6: simply state your mission for your clients or your customers, and for a
business owner here, that's a really easy one, who their clients or customers are and for
anyone who's not in that business owner position, you just think about the people in your life
that you're out to have satisfied with your relationship with them. Maybe it's a spouse, maybe
it's your kids, maybe it's someone at work that you're a direct report.

© 2016 FMG Suite. sfgwa.com 5
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Oh, for that matter, maybe you're really entrenched in Amazon or Microsoft and the firm's
mission might fit very, very well with your mission statement. So, don't hesitate, just adopt
your firm's mission. It's not like you couldn't just say --

Well, in my intention statement, | used "empower clients to design and build a good life" but it
fits with what | wanted to do.

And it just happens to be Sound Financial Group. So, yeah, that's a perfect example of it. So,
for this person, I'm on a mission to, like "solving client problems --" so, "solving client problems

with our proprietary products".

So, now that you've got those all typed out, I'll give you -- you've got the full list in front of you
now - all those words. So you're going to read, for everyone, what you came up with?

Yeah, so let's just go over what | said for each one really quickly since we just went through it.
So, if you happen to be handwriting and you don't have the entire thing, it will give you the
opportunity, at least, you could go back to the end part of this podcast, replay the end, and get
the entire exercise if you needed it.

So, number 1: write your unique ability.

And what we wrote down was "a builder of new relationships".

Number 2: write your most important specific goal for 2016.

"Sales growth to 20 million dollars".

Number 3: write down how you will feel when the goal is accomplished.

"Triumphant and confident in the future" is where | settled.

And winning. Number 4: write the number 1 action step needed to create favorable conditions
for the goal to actualize.

"Building a confident and competent sales team".

Number 5: write the number 2 action step that you're struggling with the discipline to do.
"Always practice hard/easy with team members".

Number 6: simply state your mission for clients.

"Solve client problems with proprietary products".
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Awesome. I'm excited to hear what it sounds like.
| am too.
Even though you're pretending to be this person, I'm getting excited.

I hope our listeners feel exactly the same. So, what you're going to see is there's a worksheet
where you're going to drop these in. It's like Paint by Number. So it's not going to be difficult.
You write down your six up top and then, at the bottom, you just fill it right in.

So, here is the mission statement for our fictional, but everyday business owner client: "l greet
this day with love in my heart. Thank you for the constant reminder of the phenomenal
difference | make in the lives of others. | am a builder of new relationships, who is committed
to manifesting my goal of experiencing sales growth to 20 million dollars in my life right now.
As | imagine having already accomplished this goal, | feel tremendous feelings of triumph and
confidence in the future. I'm practicing non-attachment by focusing only on controlling the
controllables while no longer allowing people and events beyond my control to cause me pain.
To make this goal happen, | am totally committed to building a confident and competent sales
team. | am motivated by self-respect to always practicing hard/easy with team members. | am
on a mission to solve client problems with proprietary products. This, or something better,
now manifests for the highest good."

Yeah, that's great.

Now, this, if we're in that every day then those key components all year long are on our radar
and I've even heard you talk about, Cory, that you can modify this through the year. Like if you
knock something out or something's no longer on your radar as a problem or you want to
focus on a different unique ability, you can do that, modify your mission statement, and put
that thing - your intention statement - and put it right in the dash of the car, in the rear-view
mirror, read it while the car's warming up. I've also heard of doing it three times a day so you
keep it somewhere on your desk where you can read it at lunchtime.

| mean, it really starts to ingrain maybe like not that much different than -- I've heard it as
thoughts are like a creek running. It's always going to cut deeper, whatever thought you have.
So, this becomes something we're intentionally letting water run a certain way and making
sure it cuts a deep path in the area of our mind where we want it to go because, Lord knows,
we will think of all kinds of things that will work against us.

Yeah, so practical tips for implementing this for folks. You talked about putting it up in the
shower, which I've got a few things up there myself. | haven't put the intention statement; |
got to do that.

We got to warn our listeners: be sure to have it laminated.

Laminating is important.
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Because you think to yourself, "l just put it high enough in the shower, it doesn't get wet."
It'd be steamy in there.

It gets wet. Yeah, it gets steamy, it gets all crinkly, your spouse starts asking weird questions
about why there's printer ink running down this page of paper in the shower --

You can buy the laminating sheets that you do by hand at like Office Depot or whatever. You
don't have to have a whole laminating machine. | have mine. | have an iPhone. The Notes app
in my iPhone, just have that typed in there so it's really easy. It's the first thing | pick up when
an alarm goes off every morning, so it's already in my hands. | just hit the button, read it.

You want to do something funny or you could also do this: "Siri, remind me to read my
intention statement twice a day". Oh, I've got her on silent for the podcast but --

It's probably a good idea.

Yeah, right there, she says, "Read my intention statement twice a day." Thank you, Siri. So,
that easily, you could implement this. Now, for me, personally, many of you who have gotten
to know me over time will get to know that I'm of deep faith and what | do is | work it in.
There's a couple of great places that if you have a lean toward that, you can make it work in
here --

Like a, "Thank you, God," here or there, and an amen at the end, right?

That's it. That's all it takes. So, what is the biggest thing? So, if people get this done, they get
theirs written down. They've got it on the index card, laminated or not, they got it in a couple
places, they're reading it. What do you most hope that our listeners are able to do now that
they have this and they implement it?

You know, what's amazing is that it has -- I've noticed an impact in different areas of my life
that I'm not specifically mentioning in the intention statement because that amazing focus, |
can't help but dribble over into other areas. So, when I'm really intentional about doing this
thing for work or a big income goal that's there, it's amazing how I'm more intentional about
being present with my wife when I'm at home. It bleeds over into a lot of different areas. So,
that would be my biggest hope is that whatever shows up here on your statement actually
isn't the only area that you have growth in or achieve something different. You'd become more
present in all kinds of different areas.

That's really great. Well, thanks for being here today, Cory, and once again, as always, we're
glad that you all could tune into the show. If you hadn't had the chance to do so, I'd really
encourage you, reach out to our office. You can get us at info@sfgwa.com. If you haven't spent
30 minutes with one of our advisors, I'd encourage you to do so. We don't know if our process
is right for you at this time but we do know that if you spend 30 minutes with one of our
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advisors, it's going to merit the time that you invested in it. You can also go to our website, see
some of our other videos, podcasts, white papers. You can download the first three chapters
of my book or feel free to go to Amazon and download. You can have it done almost before
our outro music is complete. | hope you have a great day and glad that you could join us.

Hey, this is Cory again. | just wanted to say it's been great to have you here listening to this
episode. You can find out more information about us on our website, www.sfgwa.com or you
can find us on Facebook under Sound Financial Group. We'd love to hear any questions or
comments from you there. Who knows? You may hear one on a future episode. For our full
disclosure, you can go to description of our podcast series, this episode's description, or our
website.

Paul Adams is a Registered Representative and Financial Advisor of Park Avenue Securities
LLC (PAS). Securities products and advisory services offered through PAS, member FINRA,
SIPC. Financial Representative of The Guardian Life Insurance Company of America®
(Guardian), New York, NY. PAS is an indirect, wholly-owned subsidiary of Guardian. Sound
Financial Group is not an dffiliate or subsidiary of PAS or Guardian.

This podcast is meant for general informational purposes and is not to be construed as tax,
legal, or investment advice. You should consult a financial professional regarding your
individual situation.

Guest speakers are not dffiliated with Guardian or PAS unless otherwise stated, and their
opinions are their own. Opinions, estimates, forecasts, and statements of financial market
trends are based on current market conditions and are subject to change without notice.
Past performance is not a guarantee of future results.

This Material is Intended For General Public Use. By providing this material, we are not
undertaking to provide investment advice for any specific individual or situation, or to
otherwise act in a fiduciary capacity. Please contact one of our financial professionals for
guidance and information specific to your individual situation.
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Each week, the Sound Financial Bites podcast helps you
Design and Build a Good Life™. No one has a Good Life by

default, only by design. Visit us here for more details:
sfgwa.com
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