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Today’s Agenda

» Opening Remarks
» Meet Our Presenter
» Presentation

» Q8A

» Wrap-Up
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NVBDC 3.0 — Mission: POSSIBLE

The Next Evolution of Veteran Business Development

Building the future of veteran entrepreneurship through innovation, collaboration, and measurable
impact.

NVBDC 3.0 Priorities

1. Strengthen Certification Our Vision

2. Accelerate Business Growth POSSIBLE means empowering veteran-
owned businesses to compete, grow, and

3. Expand Supplier Procurement Opportunities succeeq Enreugin cgrtlﬂcanrj, selucetion:
strategic partnerships, supplier procurement

4. Drive Innovation opportunities, and innovation.

5. Build Strategic Partnerships NVBDC.3.0 Is the blueprln.t for the next

generation of veteran business success.




Today’s Webinar Includes Live Polls

Polls will appear in a Slido pop-up throughout the presentation.

When prompted, please keep the pop-up open and join the conversation!

s Slido

Cyber Readiness: Cybersecurit...

What will you do today, before you close your 08
laptop? (select all that apply) =

Turning on MFA for email or banking right

Downloading a password manager
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Meet Our Presenter

Robyn J. Grable
Founder & CEO
The ASCEND Collective
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From Foundation
to Growth:
Building Talent

with H.O.P.E. and
Vanguard Rising




Why This
Matters

The Talent Challenge for

Small and medium-sized

Sma” and M id_Sized businesses often face a
. different talent challenge
BUSIHGSSGS than large enterprises.
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The H.O.P.E.
Model

Hiring, Onboarding,
Performance, Engagement
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Character

First Foundation of Trust
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Competence

Capability, Skill, and
Readiness
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onsistency

The Difference Between
Potential and Dependability
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Communication

The Hidden Multiplier




Interactive
Reflection

Which C Is Most at Risk in Think about your team,
Your Business?

your hiring, and your
growth goals.




The Gap Most
Businesses Face

Wanting Growth Without
Space to Build Capability
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What Is
Vanguard Rising?

Get Work Done. See Talent in Action.

‘VAW D chg;z:d
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Why This Matters for

Better Signal, Lower Risk,
Shared Value
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The Capability Exchange

A Regenerative Funding Model for Vanguard Rising

Work Value Contract
scoped project, value, deliverables, timing

4
Vanguard Rising Lab

veterans + spouses work in teams on real projects

Completed Deliverables
accepted by employer

4
Capability Value Units

internal value engine

What a Lab
Can Look Like

Examples for Small and

v
Mid-Sized Businesses ] [ro—" M — | f—
- . \*/
Organizational Participant Community Innovation /
Sustainability Career Equity Reinvestment Future Labs
« staffing e certifications e barrier removal * new pilots
 delivery ¢ equipment * access support  product assets
« infrastructure * coaching e launch support ¢ model growth
« platform « stabilization ¢ local partners ¢ experimentation

7~ Regenerative Impact Loop
‘.} Every successful project funds future opportunity.

Core Shift

From: raise money —> run program -> prove impact = raise again

To: create value - validate contribution = distribute value — reinvest




What Employers
Get to Observe

The Four Cs in Talent Motion




The Business
Case

Why This Is Smart, Not Just
Meaningful
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Two Immediately
Applicable
Takeaways

What You Can Do Next

Frmrh ‘v A D s
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Conclusion

Build the Foundation.
Then Build the Future.

CONCLUSION
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hank You

Robyn J Grable
U.S. Navy veteran and Military spouse
robyn@theascendcollective.org
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NVBDC Events el s

NVBDC.org/event
s

Upcoming Webinars:

o Al Advantage 101: Using Artificial Intelligence To Grow and Scale
Tuesday, July 14 - 11:00 a.m. to 1:00 p.m. ET

o Al Advantage 201 - Registration Opening Soon
Thursday, July 23 - 11:00 a.m. to 1:00 p.m. ET

o How To Do Business With Target — Registration Opening Soon
Thursday, August 6 - 11:00 a.m. to 1230 p.m. ET

SAVE THE DATE!

o 2026 National Veteran Business Matchmaking Conference & Veteran Marketplace
October5 - 6, 2026
Detroit, Ml



Veteran-to-Veteran
LinkedIn Group

Linked [}

A place for NVBDC Certified SD/VOB's to
connect, build relationships and share business
successes and challenges.

Corporate Members are encouraged to join
and participate in the conversation!

Kenneth King [ - 31+
| Exacutive Diractor at KingFisher Services
4mo

me
‘What matters more: soft skills or hard skills?

At KingFisher Services, we work

What matters more when hi :

hard skills?
The author can s

Soft Skills

X Hard Skills

uuuuu

Join NVBDC Services
LinkedIin Group
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We value your feedback!

Scan here or visit

bit.ly/49¢MMKn

Please take a moment to complete
our post-event survey. It only takes

a few minutes and helps us improve
future programming, resources and

engagement opportunities.

Your input helps us better serve the
Veteran business community!
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Meet the Team

John (“JT") E. Taylor LTC (Ret) Kathryn M. Poynton  Annette Stevenson, US Army
Services Committee Chairman Director, MVO Task Force Veteran, CPSD, C.P.M.
NVBDC Board of Directors NVBDC Board of Directors NVBDC Board of Directors

Services Committee

G

David Brazda Tammi Hart 1|:;o|m Mosﬁ.s’ M
Co-Treasurer, NvVBDC Senior Vice President, NVBDC Ce ajcfl.ons. IpC anager,
NVBDC Board of Directors Services Committee ertitication Lommittee

Services Committee
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Thank You For Joining Us Today!

From Foundation to Growth:
Building Talent with H.O.P.E and
Vanguard Rising

NVBDC
Services
NVBDC.ORG (248) 648-3500
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