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Safe Harbor Statement

The presentations during this event may contain forward-looking statements about our outlook, future results and related assumptions,
total addressable markets, acquisitions, products and product capabilities, and strategies. These statements reflect our best judgment
based on currently known factors. Actual events or results could differ materially. Please refer to our SEC filings, including our most
recent Form 10-K and Form 10-Q filings available at www.sec.gov, for important risks and other factors that may cause our actual
results to differ from those in our forward-looking statements.

The forward-looking statements made in these presentations are being made as of the time and date of their live presentation. If these
presentations are reviewed after the time and date of their live presentation, even if subsequently made available by us, on our website
or otherwise, these presentations may not contain current or accurate information. We disclaim any obligation to update or revise any
forward-looking statements.

Statements regarding planned or future development efforts for our products and services are not intended to be a promise or
guarantee of future availability of products, services, or features but merely reflect our current plans and based on factors currently

known to us. Purchasing decisions should not be made based upon reliance on these statements.

PLEASE NOTE: All Autodesk content is proprietary. Please Do Not Copy, Post or Distribute without authorization.
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Facilitator

e Mirra Lee Maheden
o Director of MLC Digital Solutions
o CanBIM Certified Professional
o An early adopter of AutoCAD, yes on a digitizer.

o Pioneering 3D for engineering, general contractors, and
subcontractors.
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Mirra Maheden | CP, MLC Digital Solutions
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Roundtable

* A mediated discussion to engage
attendees. A collaborative experience
intended to help solve a challenge or
answer a question shared by industry
peers an interactive and participation-
based.

e WWho are you?

Image by macrovector on Freepik
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Audience

Architecture Engineering Contractor Multi-Sector
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Why do you, your department, and your firm need a business plan?

. To request funding

. Plan a roadmap of the process and steps

. A future training guide for current staff and new hires
. Create a framework of the software that is critical

. Hardware requirements and costs of these

. Staffing needs and roles

. A method for a more significant market share

. To plan for increasing productivity

. Ways to add revenue

Image by rawpixel.com on Freepik
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Leading Players in this Plan

You
Your Team
Your Management

Your Firm

" Mmage D;ra ,

m on Freepik
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Steps in a Plan

1. Define your business activities.
2. Define the current status of the business.

THE DEFINITIVE 3. Define the external market, your competition, and your market

BUSINESS positioning.
4. Define your objectives for the period of the plan.
PLAN 5. Develop a strategy for achieving the objectives.

6. Identify the risks and opportunities.

The fast track to intelligent planning for
executives and entrepreneurs

7. Develop a strategy limiting the risks and exploiting opportunities.
8. Refine the strategies into working plans.
9. Project costs and revenues and develop a financial plan.

10. Document it concisely.
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Books!

* The Definitive Business Plan by Richard Stutely

e Change Management HBR

e Crossing Chasm by Geoffrey A. Moore

e The Art of War by Sun-tzu

* The Rules of Work by Richard Templar

e Dare Lead Brave Work Tough Conversations Whole Hearts by

Brene Brown
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S 4 HIGHLY > « The Coaching Habit Say Less Ask More & Change the
N P FFECTTVE S Way You Lead Forever by Michael Bungay Stanier

PEOPLE

« 7 Habits of Highly Effective People by Stephen R. Covey

» Superusers by Randy Deutsch

 Working Difficult People by Amy Cooper Hakim & Muriel
Solomon

W Getting to Yes Negotiating Agreement Without Giving In
by Roger Fisher & William Ury

WITHOUT GIVING IN

M URY
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Thank You

PS. Please fill out the survey
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