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|. Dinner and Intros (30 Min)

I|.Systems Exercise (30 Min)

[11.DISC Discussion (30 Min)

IV.Approve 2024 Slate of Board of Directors (10 min)
V.Q2 Objectives and Key Results (20 min)



Task Oriented

C D

Deliberate Fast Paced

People Oriented



How would
each DISC
Profile go
swimming
5




Key takeaways from DISC Assessments

*There is no “right” answer
* [reat others the way they want to be treated
*Need all elements to complete a team

*Not a life sentence — Natural vs. Adapted: We
all have every trait, some of us just need to
try harder to turn on certain elements.

*Dealing with Ds
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When Communicating with Teig, DO:

o Offer input on how to make ideas become reality.

Be certain to specify instructions for continuing action.

Plan to talk about things that support Teig's dreams and goals.

Provide immediate incentives for Teig's willingness to help on the project.

Be engaging, stimulating, and fast-paced.

Plan some extra time in your schedule for talking, relating, and socializing with Teig.

Be certain to conclude the communication with modes of action and specific instructions for the next
step.

When Communicating with Teig, DON'T:
e Let the discussion with Teig get caught in dreams too much, otherwise you'll lose time.
Be impersonal or judgmental.
Get bogged down in facts, figures, or abstractions.
Stick too rigidly to the agenda.
Leave decisions hanging in the air. Be certain all decision points have reached closure and result in plans
for action.
Be cool, aloof, or regimented.
e Be overly task-oriented.
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Annual Objectives & Key Results

Grow Down Payment
Assistance & Homebuyer
Counseling by 10% Each Year

Vacant Lots to Entry Level
Homes: develop a
sustainable system of 100
new homes per year

Acquisition Fund: develop a
sustainable system to
acquire 100 homes per year

Alternative Lending: develop
a sustainable system to lend
to 200 families per year on
the bench

Build System Set Baseline:

to track 600
Baseline
Baseline: 40/year
20/year
Build and Set Baseline:
Fund new 40/year
system
Develop

Business Plan

60/year

60/year

Launch &
Measure
Baseline

80/year 100/year
80/year 100/year
TBD TBD
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_ Grow DPA Acquisition Fund Entry Level Homes | Alternative Lending

Long Term Goal Grow Down Payment Acquire 100 single family Construct 100 entry level Create a local lending pool
Assistance (DPA) & homes and duplexes every homes on vacant lots every that lends to first time
Homebuyer Counselingby  year that would otherwise year homebuyers based on
10% each year for 5 years be investor owned and sell rental history
to homeowners
Q1 OKR O Complete Agreements v' LIHTC Expiration ASAP  v' Backbone TID v' Conversations with
with HBC organizations Session approved by City Staff Investors.
Update
Recommended O Integrate quarterly O Launch LIHTC O Complete 25 Footwide W Pitch plan to investor
neighborhood expiration team lot design challenge
Q2 OKR organization meeting U Submit Harambee TID
O Distribute funds to Information to City
HBC U Begin Planning Lindsay
O Launch Section 8 to Heights TID
Homeowner Team O CDA Board support of

Grow MKE



Communications Resident Org. Structure & Legal partnership

Collaboration Financial
Long Term Goal Effective communication Continuous Resident An organizational structure  Excellent legal support to
with residents, Collaboration and budget that positions guide complicated policy
practitioners and funders CDA to maximize collective analysis.
action in housing.
Q1 OKR v Bus Tour v" Launch Resident v' Launch Board v' Assessor confirmation
UPDATE v" Maintain Newsletter Council of Property tax of MCLT

v" Launch Pop-Up Pro

Recommended Q2 L Maintain Newsletter & O Complete 10 resident U Hire Operations position  Complete Backbone

OKR Quarterly Meetings meetings U Hire Policy Position TID contracts
U Outline for Annual U Launch Policy Council U Opinion on Resident
Conference U Orientation of New Priority under Fair

Board Members Housing
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