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1. Relationships

A person of INFLUENCE
(Maxwell, Dornan):

has Integrity, ...............
Nurtures other people,
has Faith in People,
Listens to People,

Understands people,

\

~ MOTIVATE
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2. Relationships

A person of INFLUENCE
(Maxwell, Dornan):

Enlarges People A
Navigates for other People,
- MENTOR
Connects with people
Empowers People, Y,

Reproduces Other Influences... MULTIPLY



3. Relationships - Test your Listening

1. Do | usually look at the speaker while he orishe
talking?

2. Do | walt for the speaker to finish talking befd
respond?

3. Do | make understanding my goal?

4. Am | usually sensitive to the speaker's immediat
need

5. Do | make it a practice to check my emotions?



4. Relationships - Test your Listening

6. Do | regularly suspend my judgment until | ded t
whole story?

/. Am | In the practice of summing up what the
speaker says at major intervals?

8. Do | ask questions for clarity when needed?

9. Do | communicate to others that listening is a
priority?



5. Relationships — Crystal Clear
Communication

Binary

Transparent Repwy? T Don'T
AVolD NoT BEwvG

UNMINTENTIONALLY

Concise/ Succinct
KISS — Keep It

Simple Stupid
Mutual Lﬁ ﬁ} -

understanding
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6. Relationships - Communication

How effective are we??

e Face to face (70%)

 Phone (30%)

e Signed Memo (much >7%)

 Email (7%) when do YOU turn outlook on?

Which one do YOU most frequently use?
What about your team? Your customer?



/. Relationships — Establishing
Communication Expectations

* If you have a problem with me, come to me...
privately

o If | have a problem with you, I'll come to you ...
privately

 If someone has a problem with me and comes to you,
send them to me. I'll do the same for you.



8. Relationships — Establishing

Communication Expectations
 If someone consistently will not come to me,

say, “lets go to {me} together. I'm sure he will
see us about this”. I'll do the same for you.

e Be careful how you interpret me, I'd rather do
that. For matters that are unclear, do not feel
pressured to interpret my feelings or thoughts, it
IS easy to misinterpret my intentions.

| will be careful how I interpret you.



9. Relationships — Establishing
Communication Expectations
o If Iit's confidential, don’t tell.

| do not read unsigned letters or notes

| do not manipulate, | will not be manipulated,;
do not let others manipulate you.

 When in doubt, just say it. The only dumb
guestions are those that don’t get asked.



10. Relationships

Building rapport - Talk and Grow Rich (Ron
Holland)

Mirroring

Anchoring



I THINK OIM IS A LITTLE SENSITIVE TO NEGATIVE FEEDBACK,



12. Relationships — Giving Feedback

Negative Feedback can enrich relationships!

Why we don't, why It IS SO Important.

TIpS Be Constructive

Plan/ Prepar

Adjust to Be Specmc
Individual
- @\ILY on things th@e
NEVER CRITICISE PUBLICLY




13. Relationships — Encouragement
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14. Relationships — Encouragement

i Sincere S Z Honest :
Z ﬁﬁroprgﬂe g
iMeaningfu} S i Earned S

i Balanced s Z Specific :
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15. Relationship Takeaways

THE GLUE THAT HOLDS IT ALL TOGETHER
Listening

Building Rapport

Communication Effectiveness

Communication Expectations

Giving negative feedback

Encouragement — It's a SHAM, Expect BS



V"I
A 4 A,

=

16. Equipping — Books

Personal Growth — Green & growing OR
Brown & Dying

Read books and associate with like minded
people. Build up a library, share/ give
generously, it will come back 10 fold.

Balance/ imbalance — What did | teach today,
What did | learn today
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17. Attitude
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18. Attitude — Choosing your Response

Event + Response = Outcome

Brainstorm Responses, select your best
response option. To support best response
option:

What should | be Thinking?
nat should | be Saying?

W
What are my Actions?
W

nat should be my Behavior?
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19. Attitude — Choosing your Response

DAILY
MANAGE

Your Best Response Option
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20. Attitude - Procrastination

Eat that Frog
Brian Tracy

21 great ways to
stop
procrastination &
get more done in
less time

80/20 rule
Single Handle
Most difficult first
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21. Attitude — FISH Philosophy’s

Choose your attitude- Who are you being at
work — impatient, bored, or world

famous? You act differently if you are being
world famous.

Play — The fish guys have fun while they
work, and fun Is energizing. How could we
have more fun and create more energy?
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22. Attitude — FISH Philosophy’s

Make Their Day— Engage customer in ways
which create energy and goodwill. Who are
our customers and how can we engage them
In a way that will make their day? How

could we make each other’s day?

Be Present- Be fully present at work - for
each other and our customers?
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As you enter this place of work pleag®oseto
make today a great day. Your colleagues, custome
team members, and you yourself will be

thankful. Find ways tplay. We can be serious
about our work without being serious about
ourselves. Stay focused in order todresentwhen
our customers and team members most need
you. And should you feel your energy lapsing, try
this surefire remedy: Find someone who needs a
helping hand, a word of support, or a good ear — an
make their day
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24. Attitude Takeaways
E+R=0

Procrastination - Eat That Frog
(Brian Tracy)

FISH Philosophy — Choose your
Attitude, Play, Make their day, Be
Present
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25. Leadership
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26. Leadership — The 21 lrrefutable Laws
of Leadership (Dr John Maxwell)

"he Law of the Lid

'wo New Laws in 10" Anniversary Edition

"he Law of Addition — Leaders Add Value by
Serving Others

The Law of the Picture — People Do What
People See
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27. Leadership — Law of the Lid
Everybody has a leadership lid

Value People, seeing potential, lifting lids.
Look with fresh eyes.

Stretching you & your team people out of
comfort zone but within giftedness.

People naturally follow Leaders Stronger
than themselves.
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28. Leadership — Priority Management

Activity Is Not Necessarily Accomplishment.
People do what people see! Law of the Picture

Priority management focusing on what'’s
iImportant

Priority = Importance x Urgency

Critical 5 This month 5

Necessary 4 Next month 4
Important 3 This quarter 3
Helpful 2 Next quarter 2

Marginal 1 By year end 1
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29. Leadership — Create an open
environment of trust

If you want to impress, talk about your successes

If you want to impact, talk about your failures
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30. Leadership — Create an open
environment of trust

Obtaining feedback from your direct reports,
peers and supervisors — 3 guestions.

When you observe me around the office:
What do | need to stop doing?

What to | need to start doing?

What do | need to keep doing?
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31. Book References

21 Irrefutable Laws of Leadership 10t anniversary edition —
Dornan, Maxwell

Becoming a person of Influence — John C Maxwell

FISH (Lundin, Paul, Christensen)

The 21 Indispensable Qualities of a Leader — John C Maxwell
The Leader in You — Dale Carnegie

Fierce Conversations — Susan Scott

Your Road Map for Success — Dr John C Maxwell

Talk and Grow Rich (Ron Holland)

Eat That Frog (Brian Tracy)

What to Say When you Talk to yourself (Shad Helmstetter)
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33. Wrapping Up

Relationships - the glue that hold it all
together

Equipping — books books books

Attitude Golden Rule - treat others the way
you want to be treated

Leadership - Lifting Lids, Priority Mngt

Questions



