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Don’t be critical; be constructive.

Help one another.

Leave your rank at the door.

Only one person speaks at a time.

Have fun.

  This session will run on this concept: P urpose

   A genda

                  L  imit
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1. The number one rule of human relationships on which superb leadership is based and the three concepts that support this rule.  

2. The Hero’s Journey—the best visual metaphor for leadership.

3. The three “hip pocket” communication principles that you must use and model for others.  

4. How to deliver effective encouragement (this is stronger than praise/recognition). 

5. How to deliver meaningful criticism without destroying the relationship. 

6. The Four Reservoirs of Power™ and how to use them to become a positive leader. 

7. The critical constructs (in order of priority) that characterize a Believable, Likeable and Trusted leader.  
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THE NUMBER ONE RULE OF HUMAN RELATIONSHIPS ON WHICH SUPERB LEADERSHIP IS BASED AND THE THREE CONCEPTS THAT SUPPORT THIS RULE. 
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The Number One Rule: 
Leadership is a process of influence; you must first show that you can be influenced before you attempt to influence anyone else. 

The Three Concepts That Support This Rule Are:

( You can trust me.  

( I am committed to high quality/excellence..

( I care about you. 
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THE HERO’S JOURNEY—THE BEST VISUAL METAPHOR FOR LEADERSHIP.
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[image: image23.wmf]THE THREE “HIP POCKET” COMMUNICATION PRINCIPLES THAT YOU MUST USE AND MODEL FOR OTHERS.

( Listen attentively.
( Ask questions.
( Tell stories that are short, positive and have a moral (Stories can move us 

     from a business level to a feeling level and perhaps a surprise level).
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HOW TO DELIVER EFFECTIVE ENCOURAGEMENT (THIS IS STRONGER THAN PRAISE/RECOGNITION).

Use this sentence as a lead-in:

 “. . . . . do you know what I like about you _____________





HOW TO DELIVER MEANINGFUL CRITICISM WITHOUT DESTROYING THE RELATIONSHIP.

Key concepts for managing conflict and delivering criticism:


   ( Live With It





          ( Lobby 

       Believe that you can effect some type of an outcome.

 

      Go right to the conflict--that is where the energy is. 

   ( Leave

When you choose to “lobby” and deliver criticism, use this format:

Listen: I would like to explore something(s) with you.

Kick: Let me get to the point.

Kiss: I believe in supporting the person and being hard on the behavior.   

What can I do to be help . . . . .?

THE FOUR RESERVOIRS OF POWER™ AND HOW TO USE THEM TO BECOME A POSITIVE LEADER. 


THE CRITICAL CONSTRUCTS (IN ORDER OF PRIORITY) THAT CHARACTERIZE A BELIEVABLE, LIKEABLE AND TRUSTED LEADER.

The Formula for Success: BLT = EEE

Be Ethical and DWYSYWD. 






Be an Enabler of others. 

Use the Waterline Principle:



Be Enthusiastic. 

SUMMARY:

Beyond a Salary: How You Can Motivate People

Peter Drucker, the great management guru, once said, “We don’t know anything about human motivation. We just write books about it.” Drucker is intimating that it takes much more than the tangibles of money and good benefits to motivate people in the workplace. Furthermore, he is suggesting that the complexity of motivating people is something that requires our curiosity, continuous research and experimentation. This article will share insights in relation to motivating people. 

1. My informal research over the past several years indicates that people want these two things from their workplace: (1) They want to feel appreciated for who they are and what they do. (2) They want to have fun while they are working. Recently, some very busy and dedicated food service workers told me that their superb boss, Donna, was effective at making these two things happen. They also said that they had no plans to leave as long as Donna was their boss. It is also my finding that the number one reason people leave a job is because of a bad boss—the kind that often ignores these two key factors.     

2. Over the years, many polls have shown that employees rate praise/recognition much higher than managers rate it. An employee of a large package delivery company told me that weekly recognition meetings were now occurring every Friday morning! He said that the leaders in the organization believe that it is virtually impossible to overdo praise. 

Here are a few pointers on delivering praise: (1) Make sure that your praise is both specific and sincere. (2) Don’t hold back—deliver it immediately. (3) Use both verbal recognition and send hand-written notes. Avoid using email. It is far too impersonal.  

3. Do a “motivational inventory” to show that you are interested in everyone’s top choices and you would like to creatively address these items. Ask your colleagues to check their top three motivators from the list below. Indeed, you will find the old adage true here: “Different strokes for different folks!”

___Prizes

___Recognition/Praise

___Fun

___Training (Learning, Personal Development, Growth, etc.)

___Autonomy (Freedom from lots of supervision, etc.)

___Opportunity to use my best skills—do my favorite kind of work, etc. 

___ Higher Rank/Advancement

___ Flexibility of Schedule, Time Off, etc.

___Part of the Action (401K, savings plan, profit sharing, etc.)

___ Meaning (My job has purpose.)

___Other (Something that is not listed above) 

After this has been completed, the ensuing brainstorming session and/or team building discussion with your fellow workers will be well worth your effort. 

4. Eat together often. Eating together creates a sense of celebration and it helps bash barriers that exist amongst people. If you’re going to maintain a focused, flexible and fast bunch of motivated employees, make time to “smell the roses.” As my mentor used to say, “In terms of organizational morale-building, there can be no substitute for three things—food, fun and ritual.” 

5. Strive to make employees better people—not make people better employees. Make it a personal mission of yours to enhance people’s lives with motivational quotations, insightful stories, newspaper clippings and life-enhancing items of personal interest to them. The bottom line truth here is this: “Everyone loves a lover. We think they are a little crazy, but we like ‘em around.” 

6. Create a team framework whenever it is feasible and possible to do so. Folks want to work in places where the emphasis is on “we” and not “me.”  Think of a time that you were part of extraordinary teamwork and how special that felt. Most people crave this experience. Make it happen. 

7. Bet on people and not on plans. Plans are fine, but good planning simply leads to good dialog that occurs amongst people. By consistently sending this message, you create a sense of optimism and motivation that coincides with the words of the noted American writer, William Faulkner. He said, “Not only will man survive—he will prevail.”

Please continue with your curiosity, research and experimentation in regard to motivating people. It is bound to pay nothing but high dividends. 

Mark “Tenacious” Towers Copyright 2003

816 578-4516

Towers, Mark

Books: 

· Getting Serious About Relationships
· Self-Esteem 101: The Power To Be Your Best
· How to Stay Up No Matter What Comes Down 

· The Instant Motivator

· Dynamic Delegation: A Manager’s Guide to Active Empowerment

· The ABC’s of Empowered Teams

· Reinventing Your Self: 28 Strategies for Coping with Change

Compact Disc & Audio Cassettes:
· Finding Joy in Productivity

· How To Stay Up No Matter What Comes Down

· Reinventing Yourself: How to Survive, Thrive and Have a Paycheck in a Business World Turned Upside Down

· Spirit, Spark and Spunk: How to Get and Keep Stamina

Abrashoff, Michael, It’s Your Ship
Clarke and Crossland, The Leader’s Voice
Collins, James, Good to Great

Freiberg & Freiberg, Guts! Companies That Blow the Doors Off Business-As-Usual

Katzenbach, Jon, Why Pride Matters More than Money

Kouzes and Posner, The Leadership Challenge

Leonard, George. Mastery 

Reiman, Joey, Thinking for a Living

Sartain, Libby, HR from the Heart

Seligman, Martin, Authentic Happiness

Wilson, Larry, Play to Win
                The Five Dysfunctions of a Team

                                           Written by Patrick Lencioni
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Tell--Don’t Sell:





Emphasis is on persuasiveness and facts.





The Power of Position:


Emphasis is on authority and leveraging behavior.





Transcendence:





Emphasis is on moral power and transcending fear.





Sell--Don’t Tell:





Emphasis is on relationships and the “win-win” approach.
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Appendix A
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Absence of


Trust





Fear of


Conflict





Lack of


Commitment





Avoidance of


Accountability





  Inattention to


 Results





The first dysfunction is an ABSENCE OF TRUST . . . . Essentially, this stems from individuals unwilling to be vulnerable within the group. 





This failure to build trust is damaging because it sets the tone for the second dysfunction: FEAR OF CONFLICT. Teams that lack trust are incapable of engaging in unfiltered and passionate debate of ideas. 





A lack of healthy conflict is a problem because it ensures the third dysfunction of a team: LACK OF COMMITMENT. 





Because of this lack of real commitment and buy-in, team members develop an AVOIDANCE OF ACCOUNTABILITY, the fourth dysfunction. 





Failure to hold one another accountable creates an environment where the fifth dysfunction can thrive. INATTENTION TO RESULTS occurs when team members put their individual needs . . . . or even the needs of their divisions above the collective goals of the team. 














Presented by: 


Mark Towers - 816-578-4516
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