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The Landscape: Aspiri

Because of infernal promotions and priorities, no cohorts in >2 years

Previous experience delivered in Covid and utilizing AZ’'s traditionadl
capstone approach

No internal expertise as facilitation was outsourced

Lack of internal vision made life difficult for outside partners

Program restart seen as cultural tool 1o overcome employee survey scores
SO it was a top priority

The usual leadership development challenges
« High Expectations
« Budget
 Headcount




LEGACY \

Need/Spending Paradox at AstraZeneca

9%‘ i

Global Leadership Development Program
Market, 2022-2032 (USD Billion)

185.2

2022 2023 2024 2025 2026 2027 2028 2029 2030 2031 2032

Global Leadership Development Program Market Scope and Report Structure

Report Attribute Details

Market Size in 2022 (USD Bn) 70.8
Market Size in 2032 (USD Bn) 185.2
Growth Rate (2023-32) 10.1%

Global Insight Service. (March 2024). Leadership Development Program Market Analysis and Forecast
to 2033. (Web)
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Leading vs. Managing

) MANAGER VS. LEADER

BY JACOB MORGAN
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Morgan, J. (2022). Manager vs. Leader. LinkedIn Newsletter Series. (Web).




AMP Vision:

* TO appreciate, recognize
and respect aspiring legacy
leaders (build a great
experience). To have fun.

* TO encourage people to be
their true, authentic selves

» TO prepare leaders with the
confidence to get the job
and the skills to excel once
they do




A Simplified Focus On 3 Legacy Leadership Pillars
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4-month Graduate School
Inspired Teaching Schedule

Live Event 1:
* Peer-to-Peer Coaching Roleplays
* Leadership Foundations Section 5: Authentic Section 6: Team Moments-Based :-ri‘(:;lc: “I’;ﬂ;:";;;ie;t =
* Emotional Intelligence Leadership Building/Vision statement @ simulation . pexy eft
* GROW Coaching 8 exp

* Courageous Conversations

Live Event 2:
Section 9: Performance

; * Immersion Simulation
. S . . management, managin
. Section 7: Thinking like a I Section 8: Interview and I g gIng I

; .. . . : inbox, writing feedback, * Leading Inclusivel
leader/Strategic Decision Making hire top talent Section - E 2 i
HR policies, cycle of * Executive Presence, Impactful presentations,

leadership communications skills




BTS is a global consulting firm that accelerates results by linking strategy
with people and culture.
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Strategy Business Leadership Assessment Change & Executives
Execution Acumen Development Powerful experiences Transformation & Teams
A great strategy is Equip your team with the Being effective as a Immerse participants in Change has changed. BTS’s executive development
worthless if it isn’t well business acumen needed leader can be learned. key.elements of the ) Shouldn’t the way you solutions will offer your
executed. to execute successfully. But it takes courage to be business and leadership lead change, change too? leaders and transitioning

challenges of the role. executives the tools they

need to create alignment and
constantly view things with
fresh eyes and an open mind.
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a rookie again.

BTS Coach Innovation Sales & Marketing BTS Digital Diversity, Equity, BTS Spark

Build coaching skills and & Dlgltql Integrating marketing Digital capabilities, Inclusion BTS Spark provides
create a coaching culture Transformation and sales is human touch. At BTS, DEI is part of school leaders with
that serves as a strategic transformational. access to world-class

Understand and execute everything we do.

the capabilities required
to innovate successfully.

cobts 8

leadership coaching at
not-for-profit prices.

differentiator to drive
business success.



4-month Graduate School
Inspired Teaching Schedule

Live Event 1:
* Peer-to-Peer Coaching Roleplays
* Leadership Foundations Section 5: Authentic Section 6: Team Moments-Based :_r:(::;f: V\;;tf;:n“li;(tie;t -
* Emotional Intelligence Leadership Building/Vision statement Simulation I
coaching expert

*  GROW Coaching
* Courageous Conversations

Section 9: Performance Live Event 2:

. Section 7: Thinking like a I Section 8: Interview and I management, managing

. iting f K
leader/Strategic Decision Making hire top talent Section inbox, }N'rltmg eedback,
HR policies, cycle of

leadership

* |Immersion Simulation

* Leading Inclusively

* Executive Presence, Impactful presentations,
communications skills




Moments-based Simulation

Driving foundational sales capabilities requires leaders
across the organization to buy into doing things differently.

Picture participants entering a storyline that is true to life
and resonates... with relevant and critical situations,
challenges, tradeoffs, and choices connected to critical
leadership moments.

In teams of 5-7, your leaders practice what “great” looks
like in those pivotal moments.

Debrief discussions bring the learning and insights
forward, highlight the uncommon sense, and connect to
what your leaders can start experimenting with back on
the job.

oo DtS




Practice with an Expert — Participants practice their coaching skills with a
certified coaching expert

* Virtual experience that promotes learning through practice in * Provides participants a unique opportunity to practice and
an easy-to-consume format. get feedback from an Expert Coach in a 1:1 live session and

. . . . [ diatel ly what they | d back on the job
* Following a learning experience (e.g., self-paced videos, peer IMNECIGEElY Apply WHAE TNEY Tearned back o e JO

coaching, workshop) participants go through live, online e 1:1 time with the Expert Coach is 2-3 sessions

ractice and with an Expert Assessor/Coach. ) . ) . .
P P / * Target audience is individual contributors, first-line leaders,

and mid-level leaders

| [ cCosestudy )} LivepPractice J [ Feedback )} [ Application ‘

SELENICA Role Plays > Live Role Plays . ¥ Developent Plan
\
[—— Development Need Strengn
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What makes it great? (from a participant)
“The knowledge and feedback of the coach. It was very valuable and impactful to my development.”



Virtual Individual Assessment — Overview
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To The Customer Strategy Meeting
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DEMYSTIFYING OUR STRATEGY i calendar =

Tuasday 5th of January 2016

Scheduled Call with
Prospect TAM
Jean b, DV, UG-AD AN - Ol AN

Manager Meeting
Jan L, 2076, 00520 AM - 05785 AM

Verification and Debrief It
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Assessment without development is like a
diagnosis without treatment

Busine, 2019



Coming out of the Practice with an Expert session and VIA, I ‘

participants and the client will receive targeted insights on
strengths and areas to prioritize developmentally.

What it is

* For participants:
* Insights Reports that consolidate behavioral observations.

* The Insights Report will outline strengths, gaps, and
development recommendations.

* The Insights Report will be shared with manager to support
coaching and development.
* For the organization:

* An Aggregate Insights Report that reviews performance across
the three role plays assessed, including strengths and
developmental gaps for the cohort.

* The Aggregate Insights report will also disclose developmental
themes and recommendations for the cohort to inform ongoing
talent planning and investments.
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Development Assessment Program for Early to
Mid Level Talent Delivered Globally

40% Participants promoted at
least once since participating in
the program

* 115 participants across all functional areas and
countries around the world
* Participants have diverse backgrounds, coming from
64% Participants are on one or around the globe and the Commercial, Operations, and
more succession plans, with 16% Enabling functional areas, with varying levels of tenure.

Ready Now (0-1 year) and 38% * 115 individual, 4-hour assessments conducted with
Ready Later (1-3 years). 12 assessors over 3 weeks

.. : * An intense, immersive experience designed to provide
92% Participants stay with the participants with the opportunity to explore the
organization. challenges of broader leadership roles and create clear

development plans to accelerate growth

* 345 tailored development recommendations were
provided and debriefed with participants

Results from similar program at AZ
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Today's Le
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Using coaching and real-world based assessments in training to determine readiness
levels

Designing a novel training approach modeled off a graduate school inspired format

Using analytics to support your development decisions

Creating a learning journey that includes immersive experiences to disrupt and shift
participant’s mindsets

You will experience a simulation moment and hear how the simulation and assessments
were customized for AstraZeneca.

» Leadership simulations & assessments that were customized for AstraZeneca



SIMULATION EXPERIENCE

(Abbreviated and Simplified)

Welcome to BioPharm Inc.

17



A Typical Simulation By The Numbers

4-5 TEAMS 2-3 ROUNDS WITH
3-4 MOMENTS
A CUSTOM DEBRIEFS
CASE STUDY

Proprietary and Confidential ©AstraZeneca 2024 . FOR INTERNAL USE ONLY . This document not to be shared or discussed outside of AstraZeneca.
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A WINNING TEAM
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Reality Simplicity

Balanced Outcomes
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AMP

407

New Business Growth Selling Capabilities

20%

Training Department’s
Brand




AMP
Whatis a1 sk
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Distinct and critical moments we face in our week, month,
or quarter that will accelerate or inhibit our progress
towards our mission, priorities, and vision.

Each moment is inspired from interviews with great and not-

yet-great performers in the participant’s role and different
levels of leaders.

Proprietary and Confidential ©AstraZeneca 2024. FOR INTERNAL USE ONLY. This document not to be shared or discussed outside of AstraZeneca.




The Flow of a

3 MINUTES

Read the moment
and discuss as a team
how you would
handle it in real life.

7 MINUTES

A B C
Some have elements of
great actions.

Some have elements of
not-yet-great actions.

None are perfect.
Debate. Decide.
You must choose one.

(I B

AMP

i

2 MINUTES

MOMENT 3 OPTIONS CONSEQUENCES

Each decision creates
an impact or outcome.

Some are great.
Some are good.
Some are not...

000

Department’s
Brand

New Business Selling
Capabilities

Proprietary and Confidential ©AstraZeneca 2024. FOR INTERNAL USE ONLY. This document not to be shared or discussed outside of AstraZeneca.




Simulation Board with Options MP+

Scenario:
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Option 1 Feedback $AMP+

This comprehensive approach ensures business impact and skill development, enhancing the training
brand by making learning actionable and directly relevant to daily work.

* Impact on Driving New Business: Medium.

* The incorporation of digital engagement tools and real projects directly enhances sales managers' abilities to
engage with the healthcare market more effectively, potentially leading to new business opportunities.

* Increase in Selling Capabilities: High.

 Ablended learning program that integrates peer coaching, mentorship, and practical exercises tailored to
current challenges in the healthcare sector will significantly enhance selling capabilities by providing hands-on
experience and continuous learning opportunities.

* Impact on the Training Department’s Brand: High.

 Adopting a blended learning approach positions the training department as innovative and adaptable, capable
of addressing real-world challenges through modern, flexible learning solutions.
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Option 2 Feedback $AMP~
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This innovative training solution not only boosts business impact by preparing sales managers for actual
interactions but also elevates the training program's brand and facilitates skill application in daily work.

* Impact on Driving New Business: High.

* Simulations that mimic real-world leadership and strategic scenarios provide sales managers the opportunity

to develop and refine skills in a risk-free environment, directly translating to more effective engagement
strategies in the field.

* Increase in Selling Capabilities: High.

* Experiential learning through simulations offers a practical, immersive experience, enhancing selling

capabilities by allowing managers to practice and refine their approaches to complex healthcare market
challenges.

* Impact on the Training Department’s Brand: Medium.

* While this innovative approach demonstrates a commitment to practical, hands-on learning, its impact on the

training department's brand will depend on the quality and relevance of the simulations to the current market
dynamics.
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Option 3 Feedback $AMP+

This hands-on approach not only aligns closely with organizational objectives, thereby maximizing business

impact, but also significantly boosts the training program's practicality and reputation, ensuring skills are
honed directly through daily work activities.

e Impact on Driving New Business: Medium.

e Personalized learning can improve individual performance by focusing on areas of improvement and strengths,

but its direct impact on driving new business might be less immediate compared to more practice-oriented
approaches.

e Increase in Selling Capabilities: High.

e Tailoring the educational journey to each participant’s needs ensures that all managers develop the necessary
skills at their own pace, which is crucial for enhancing overall selling capabilities.

e Impact on the Training Department’s Brand: Medium to High.

e Deploying innovative adaptive learning platforms demonstrates the training department’s commitment to
leveraging technology for effective learning, showcasing innovation and a learner-centric approach.
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The L&D challenge — enabling people to learn in their
environment so they can perform at their peak

Learning that occurs through
day-to-day tasks, challenges,
and practice within the
workplace.

Organizational H uman Business
Imperatives Outcomes

Informed by the strategic Ce nte red Informed by tangible

priorities or essential desired business results or
actions that an impact of business
organization commits to activities
doing to fulfil a vision and
mission

Learning from others
including coaching,
mentoring, collaborative
tasks, and feedback from
peers or SMEs.

Structured learning events such as
training sessions, coursework,
workshops, and seminars.
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