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Leadership By Design




Goals

M/Have Fun
@ Real & Relevant
a Disrupt Thought

Everything that can be counted does not necessarily count;
everything that counts cannot necessarily be counted. - Albert

Einstein .



* Opportunity
Mﬁ1dset

* Remove

Obligation
Mindset

» Working

Together

* Dynamic

Working

Relationships

Engagement

Fulfillment

Your Impact

CardenGroup

* Value
* Impact

« Action



Leading By Design (Foundation)

« SWR / Engagement / Fulfillment

 People Drive Results

* Internal / External Environments

* Clarity, Alignment, Purpose

 Shared Experience

« Communication Styles

« Leverage Sirengths, Energy and Talents

 Skills Transfer Process

* Implementation Plan (Dynamic - Ongoing CAP & WIP)



Belief System / 360 Comm

v'I Need To
v'I Want To
v'I Can (Can’t)
VI Wil

- Hearing

* Listening

* Understanding
- Agreeing
 Ability To (Can)
 Action
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people With Whom

v'Work differently from you when in groups

v'Plan differently when with others

v Are motivated for different reasons
v'Differ in willingness to take risks
v'Make use of time differently
v'"Make decisions differently
v'"Manage tasks differently



Social Style® Concept

« Social Styles are predictable patterns of actions that others can observe and
agree upon for describing one’s behavior

 All styles are successful and get results
« We all have style range and the ability to flex or adapt based on the situation




Observable Behaviors

\

« Actions - What we say or
do

 That can be seen or heard

* Not the reasons or rationale
behind those actions



Social Style®: Some Patterns of Behavior
...that make us more like some than others

« Quieter « Louder

 Slower paced * Faster paced

» Facially controlled » Facially animated
 Monotone voice * Inflected voice
 Indirect eye contact » Direct eye contact
» Casual posture  Rigid posture

 Leans back * Leans forward



Social Style®...identifying my behaviors:

Analytical

Ask/Listen

Softer
Moderate Pace
Lean Back
Less Opinions
Slower Decisions
Less Eye Contact

Amiable

Conftrolled
Fact
Less Expression
Monotone

Moderate Pace

Task

Emotive
Feeling Emotion
More Expressive

Inflected

Varied Pace

People
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Driver

Tell/Talk

Louder
Fast Paced
Leans Toward
More Opinions
Faster Decisions
More Eye Contact

Expressive



Communication Style Strengths

Analytical

Objective
Precise
Thorough
Detailed
Rational
Controlled
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Decisive DI'IVGI'

Tough

Candid

Efficient
Results-Oriented
Controlled

Amiable

Supportive
Empathic

Loyal
Group-Oriented
Team Focus
Sharing

Creative
Enthusiastic
Humorous
Energetfic
Focus on Vision
Promoter

Expressive



Communication Style Gaps

Analytical Slow

Overcautious
Indecisive
Inflexible
Unfriendly
Nit-Picky
Rigid

Complying
Pushover
Follower
Self-Sacrificing
Passive
Hesitating

Amiable

Autocratic
Overbearing
Insensitive
Impatient
Presuming
Ruthless
Dominating

Driver

Excitable
High Strung
Emotional

Loose Cannon
Lacks Detail
Over-Committed
Not Focused

Expressive
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Social Style® Quadrants

Controlled / Task

Analytical Driver

Ask/Listen

Amiable Expressive

Emotive / Relationship

Tell/Talk



CardenGroup

F: Activity: Styles Summit

* Purpose: Gain insight into how each style prefers to be worked with or influenced

* Breakout by style
Small Group Activity

* Brainstorm your responses to each question and take notes so you can report your
answers.

« What communication approaches makes you more receptivee

« What does your style find frustrating about a communication approache
« How do you communicate in a way that potentially causes tension for otherse

« Share your responses and rationale (Mass Group Debrief).



Flexing to Style Preferences

Analytical

Don't rush, don’t waste time
Answer all guestions

Give solid, tangible evidence
Do not push/hard sell

Do not over-promise
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Driver

Be fast-paced, get to the point quickly
Start with business, give the bottom line
Use facts, not feelings

Be clear, concise, and brief

Don’'t waste time

Offer options with brief supporting data

Be relaxed, moderately paced
Actively listen

Get to know them

Show personal interest

Ask for their input/reaction

Amiable

Be upbeat, fast-paced, fun
Let them talk

Allow time for socializing
Tolerate digressions

Give them choices

Focus on the big picture

Expressive



Styles Under Stress

Analytical Driver
Avoids Commands
Withdrawals Takes Over
Amiable Expressive
Acqguiesces Attacks

Goes Along Confronts



Styles Under Stress
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Conftrolled
Avoids/Withdrawals Commands/Takes Over
« Logically discuss the issue « Restate their concerns
« Acknowledge a need for fime «  Offer options for moving forward
« Setadistance « Recommit to results and time frame

Ask/Listen Tell/Talk

« Askopen questions abouf concerns | «  Acknowledge feelings and points of view
+ Allow them fo express disagreement | «  Separate emotions from facts

Acquiesces/Goes Along Attacks/Confronts
Emotive



Improving Your Versatility
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Controlled

DECIDE | LISTEN

Be more flexible, more open-minded

Openly show more concern for other people
Be decisive with data
Listen for people’s feelings

Acknowledge different points of view
Show more patience
Tone down intensity

Pay attention to feelings

Ask/Listen Tell/Talk

DECLARE | RESTRAIN & CHECK

Talk less

Spend more time looking at facts
Control time and emotion

Think before you speak

Be less sensitive

Be willing to take risks

Say “no” more often

Let people know what you think

Emotive



Leadership By Design

CardenGroup

« "On” Your
Role

« HPI's Approach

* You Control

NINEY Implementation « Plan

« Action




Johari’'s Window

Not Known by Self

Known by Self

Known by
Others

Facades Unknowns

Not Known
by Others



Johari’'s Window

Not Known
by Self

Known by
Others

Unknowns

Not Known
by Others



*Activities That Create Growth

‘Enerqgy Stuff

« Passion « Someone does it better
« Confidence * Drains energy
« Creates growth * Negative relationships

*Dan Sullivan -Strategic Coach



“4 D!s"
M/Delegqte It

4 Defer It

M/ Delete It
4 Do It




High Priority Items (HPIs)

o Where Should Your Focus Be? (1-3)

What Are Your Objectives and Key Results
(OKRs)

@~ What Should You Be Doing Today?
& What's Your Next Best Action? Why/Impact?



-CONVERSATIONS L &
-IDEAS

*ACTIONS
*OUTCOMES

]
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* NEW Conversations (Rinse q



Leadership By Design

Small Shifts (Leverage what is already in place)

Top 5 skills needed
Self
Team

 Skills Transfer (Explain, Demo, Practice, Observe w/
Coaching, Feedback)

« Dedicated time

« Next best action




Wrap Up Thoughts

v'Create a path to transformation (GCG’s)
v'Top Down/Botitom & Up Communication

vImplement and track



* Insights
* What’s Needed
* What’s Next



Actions | Will Take Following
This Development...




Next Best Action

« ONE Focus Area
* 1-3 Action Steps (7/14/30)
- Key Impact / Benefit

 Personal Achievement



Your Brand

T -
BT

BT

You Can’t Control Your Brand

You Can Influence Your Brand
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