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PERSONAL LEADERSHIP
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EXPLORING EXPECTATIONS: FROM OTHERS

ﬂ' angible Expectation
The What
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THE QUALITIES TO SUCCEED

Personal Leadership Competencies

Business
Perspective

Self-Awareness

Problem Communicating
Solving & Influencing




Personal Leadership Competencies

Self-Awareness
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LEADERSHIP BEHAVIOR STYLES

Task Focused and Closed /

Analytical Driver O
Q

O,

-

2

@ )

- - X
Amiable Expressive o
wn

Introverted/Typically Talk Slower

People Focused and Open




LEADERSHIP BEHAVIOR STYLES

Introvert

SLOW & PATIENT

THINKER

ANALYTICAL DRIVER

Process Focused Control
Logic Driven Decisive
Skeptical Impatient

Objective Results Driven

AMIABLE

Avoids Conflict Likes Recognition

Relationship Driven Not Detailed
Consistency Talkative

Loyal Emotionally Driven

FEELER

The 4 Communication Styles
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LEADERSHIP SCORE
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Personal Leadership Competencies

Business

Perspective
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Increase Increase
Shareholder Customer

Increase
Employee
Value

Value Value
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EXPLORING THE IMPACT

A decision or action in one function can have an impact
(positive or negative) on another function.

I Domino Effect] I Ripple Effect ] I Butterfly Effect]

Can you think of a non-work related situation that can cause
each ‘effect’.



ORGANIZATION CHART




DOMINO, RIPPLEOR BUTTERFLY EFFECT

\

Your Company is expanding
into another City.
(eg. “‘Mandalay” that has great
potential.)

What is the potential ‘effect’ on each
department function?




INFLUENGING AT WORK

\ The art and science of getting other people ]

to accept your way.
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QUALITIES OF AN EFFECTIVE INFLUENCER

Awareness

Articulation

Understanding the situation
and the needs, culture, issues
and drivers of the other
person.

Adapting your style and
approach to the person
and situation.

Delivering a message that
is persuasive, value-driven
and relevant.



BUILDING YOUR CASE STUDY
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AWARENESS - THE ICEBERG PRINCIPLE




N

| Price \\

Timing ( Rational
Logical \ Quality
Spoken _ \

Quantity ~—

Pride \

Personal .
Hidden Habits Fear

Ego

( Ambitions Greed Politics

Prejudices Prestige Trust




AWARENESS - GASESTUDY DISCUSSION
» GaQ:G§200020000 Case Study © 20Cel Stakeholder 200

©pd20p0329|0OYPEeloPE 20600073 (33, Jeopad
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Yes

How can you use this information to achieve
your influencing objectives?




ADAPTABILITY-YOURAPPROACH

Task Focused and Closed /

Analytical Driver

Amiable Expressive

}se el /buiobino

Introverted/Typically Talk Slower

People Focused and Open
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Describes your request,
__initiative, recommendation
- or idea

Statement

The advantage

(disadvantage), impact

or benefit created by
your statement

Relevance

Anything to create a connection
between your statement/ value
and the individual




CREATINGTHE “REAL” VALUE
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ROLE-PLAY

* Using your case study...

You: Have a conversation with your stakeholder.
Stakeholder: Engage in the conversation as the stakeholder.

Observers:  What did the person do well?
What could be done better?

|0 minutes Planning
5 minutes Role-Play

Review and Feed back Observers Stakeholder
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