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Timing: 2h O O 00

Facilitator Notes: 0 §0
+ Session 1 b hours if you@h mplete Iead%c e activity on the following

slide.
+ Custopai t IS experience to Sﬁ your client’s nee e the leader's welcome
me in the agenda as
F al instructor-I ) classrooms: eo conferencmg applications allow
%ut groups. Us isffeature or anothe ration feature to connect participants in
%all groups.
Preparation Steps: Materials:
* Invite senior leader to kick off the learning + Participant Guides
experience and provide talking points. +  Who Are You? activity materials: Legos, Play-
+ Set up a collaboration space to use for Doh or Silly Putty, or pipe cleaners
Gems and other report back activities. » Google Doc or virtual whiteboard to capture:
« Customize the Experience slide for your * Who Are You? responses
engagement. + Gems

+ Plan to play the video or read the related '\\LEAD NOW!and L abih/p Gems books '\\
story. Q/ Q/

« Test the video link in the facilitator gui % G.) %

« Hide slides you won't use. 0 0

QO éo QO

© Ste dership. All Righ@gged. www.stew rship.com
& \ & & \



Y o S

5

v v v

NS
QAGENDA
©

= Welcome | Overview

- Introductions | Objectives | Ground Rules

+ About Stewart Leadership
+ Experience Overview
+ Who Are You?

= Leadership Gems
= 4 Relationships for Leaders
= LEAD NOW! Model

et o0 A
5 &

© Stewart Leadership | 2

WELCOME | OVERVIEV@Sm O O
Customize this Qia to include ope@emarks from the@ as needed.
e

Welcome pérticipants and senior Jéadersif attending).
Review th da for the time today:
icipants to the o form you are usig te present the course (e.g., Zoom,

etc.). Besure all a are of these feat
era on/off: Enc all to keep cam to fully engage in the experience

: ute on/off
?‘ Participant n isplayed ?"
% + Chat a% (—?
« Pair screen and phone, if applicable: This helps prevent participants from being split

when assigned to breakout rooms
5. Direct participants to the materials they received for the session.

AN~

Talking Points

+  We will use various materials as we go through the session. Take a moment to locate the
Participant Guide and turn to the objectives and ground rules.

+ After the objectives and ground rules, we'll cover a brief explanation of the LEAD NOW!
Model and the company, which is the foundg ten for this session.

+  We will come together multiple times and atithat complete e@ce shortly. This%\\
the agenda for our time together today% %

+ Today, we'll dig deep into the 4 Relatio for Leaders an AD NOW! Mode

+ We'll review resources that are %@ program and the'setup for the remaini

sessions. &
O O O
Qé \3 Qé
©’Ste® dership. AII‘Rig\ ved. www.s'tev{\@ rship.com



PLACEHOLDER
FOR CLIENT
LOGO AND
CLIENT-
SPECIFIC
CONTENT

Welcome
5 min

Personal
Learning
Story
5 min

Investment
in You
10 min

Facilitator Note: Provi

welcome message.Q 0
Topic/Timing Me sak \

© Stewart Leadership | 3

—

is suggested struc

O

@to your senior lea help prepare a 30-minute
Be pfesent before the se 'org/ts and welcome eac agé\nt before the experience begins.
Welcome your tea S&eﬁ

force your commi his experience.
ance for their full engg nt and active participation.
Reinforce the priorities facing yourv@ s today. Replace this slide with relevant road maps or

strategy d% nts as needed. %

* Thankthe grou

Potential topiCs:
*  Competitors
Disrupters
*  Supply chain issues
* Human resource challenges

Lead a brief discussion that encourages each participant to provide a one-word summary of how they feel
about these opportunities.

° Provide a personal story where you showed humility, learned from your peers, and changed your
perspective.

° Refer to Leadership Lessons and Ge f’o}\spiration, but make S‘;N personal with specifi s‘%\n
your experiences.

° Invite the participants to embracé't e mindset today. %

* Remind the team how critic#@are to your business sticcess and why you are inve@ their
program to help them bgthe best they can be for youf custoriers and employee
° Lead a brief discussion‘that allows each participant e a one-sentence com t showing how

they will embrace t ortunity.

*  Post these comg’ on a virtual Whitebogpchart. E O

© Ste dership. All Righ Qed. www.stew rship.com
Y 2
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Learn to become Develop Create an

Build your

~
a complete awareness skills Individual \
leader % Q) Action Plan %

\) RN

© Stewart Leadership | 4

1. Review session Obj @ O
2. Transition to re @ g session Grou @

Talking Poin \»
* Learn how a complete Ieade ugh the LEAD NOW! Jfeadership Development

an awareness of de veIopment opp ities as identified by your assessment.
ur skills in each our quadrants af.t AD NOW! Model.
e an Ind|V|duaI lan (IAP).

ave fun, learn fr% ch other, and Ieab-a)%ﬁer leader!

N\ N\
oq’% oo-’%
:\O ) Y\g:> :\O
©lSte\ dership.AIIlRigh@ ed. www.sltevz\ rship.com
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1. Emphasize that to s all get the most @f this experience, are a few ground
rules to establi
2. Mention that yklu | ask for their thu\Q\ p or thumbs do dicate whether they are

on board th or not!
Review Gr Rules. \/

Q: Are e any other rules }G add?
Q: | agree to these r Rules? Thumb. thumbs down?

X.

g Points

Be present, bot)%wtally and physmal@ts all agree to stay focused on what is going on
here in the virtual classroom. It's a challenge, but shut down email and other browser
windows to not try to “multitask” during the session. Let’s also be back online when asked.

2. Be positive. We are here to solve problems. We are here to focus on solutions to produce
something positive in the end. We are here to work together—to collaborate, discuss ideas,

and apply our learnings together.
3. Beopen to new ideas and the ideas of others. Judgment is not invited to this session. The

floor is open to all to share ideas and challenge each other respectfully.

\5 \)
O O O
\3 Q% \3
©'Ste\ dership. AII‘nghQ ed. Www.s'tew\\ rship.com
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@ BUSINESS
RESULTS

5. Decision Making
6. Delegating
1. Customer Focus 7. Dependability

2. Effective Communication 8. Focusing on Results
3. Presentation Skills 9. Personal Integrity
4, Strategic Thinking 10. Problem Solving
N Dw . 18. Change Management 11. Coaching
= 19. Innovation 12. Ego Management

Leadership Developmental Model 20. Inspiring Commitment 13. Listening
21. Organizational Savvy 14. Personal Development
15. Team Building
16. Time Manag:ment

17. Valuir 4 Others \
<

SNJ04
TYNYUILNI

@h%w © Stewart Leadership |

1. Briefly review the @ OW! Model. Q'

2. Pointoutthate Jadrant is suppor. to 7 key leade ensions and
practices to he&b‘ elop leadership s\g}“ nd abilities. §

3. Transition 0 the'rief overview offStewart Leadership, thé credters of the LEAD NOW!
Model. \/

Talki nts \/

. e D NOW! Model ig.t undation of ou ence. We will spend time learning

and developin pability in the d% ns that make up this model.
0

he model was create®as a results-base ach to developing leaders and is divided
into four quadran develop great leadefs
d

+ Effective leaders build leadership capability in each of these areas:
+ CREATE PURPOSE: A leader must be responsible for defining vision and strategy.
+ DELIVER EXCELLENCE: A leader must be responsible for delivering operational
excellence and translating strategy into day-to-day execution.
» DEVELOP SELF & OTHERS: A leader must create and champion change that
benefits the organization.
* LEAD CHANGE: A leader must value learning for self and others.

N N N
oq’% oéo oq’%
> & &
< Qé <
©lSte\ dership. AIIlRighQ ed. www.sltevz\ rship.com



A\/

X

<” EADERSHIP

@

Stewart Leadership is an
international consulting firm
with over 40 years of
experience specializing in:

+ Leadership Development
+ Teaming
+ Change Management

+ Talent Development

o 20 E e ct EO

AW -3 URS Al GE W elstra

= VY il Xerox @) Denbury®
Sl 4 Maymeon s} s o
A5 LEAD
W/ NOW <

1. Provide a brief desn of Stewart Lead@p, the authors/cr of the LEAD NOW!
Model.
2. Direct particip Q their Participant@es. @

Talking Point

. Ster\@dership isanint Wal consulting firQ\nglalizing in:

Leadership Deve ent
@ Teaming @
+ Change Ma nt
Coo?‘ * TalentD rl%r‘nent ?‘
t Q‘; ;’1

ewart Leadership”is a family-run busin d is led by John Parker Stewart and his sons
Daniel and Peter Stewart.

.\ ‘
LK LK K
O ) O
RO
Qé Qé <
©'Ste\\© dership.AII‘Rigr\;@ ed. Www.s'tew&\‘ rship.com
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" ?s ERIEN% ERVIEW
Month 1 ﬁ > Montha > Months > Months g

N\

LEAD NOW! Model and Leader Assessment | Quadrants | and Il Quadrant Ill: Develop Quadrant Il Quadrant IV:
Experience Overview Individual Action Plan Create Purpose and Self and Others | Develop Self and Lead Change and
(IAP) Deliver Excellence Team Building Others | Coaching Conclusion

In every session: Leadership Lessons and Gems | Insights | Breakout Activities | Action Planning | Accountability Partners

Sessions

[}

2 e « M Review +  Assessment + Quadrants and + Quadrantand + Coaching Skills * Quadrantand

C c odel Revie! g

BENOR . Critical Relationships + Steps of Personal Dimensions Overview Dimension Overview Defined Dimension Overview
— ‘E S Ralati hip M p Change + Leader Profiles + Team Synergy Activity + Coaching Practice + Change Style

GC')L o e ationship Mapping + Leadership Myths Activities « Select Dimension + Two-Step Feedback * Stories That

Fg®l - Resources . I1AP « Select Dimension Deep Deep Dive Model Motivate/Worksheet
i Dive + SARA Curve +  Final Action Plan

Dimension Dimension \
Workshop: Workshop: \
Effective Delegating

Communication %
Conduct 360 (i=h 1:1coaching s s .® .

Individual
Learning

© Stewart Leadership | 8

Facilitator Note: Adju image based on t@perience you are ering. Replace the
Month 1-6 headin e actual dates.

1. Review th n when each s i(}will occur. \\
2. Transitio\n/ e Roots of a Glan
Q: Are Qe any queonns&Qhe session conte gQOgIStICS'?

T oints
e mentioned tha eraII objective i build your leadership skills. This is the
journey we will go gether. %
Here is a high-level overview of the various sessions and what we'll cover.
* You can see when you'll do your assessment, when you'll have coaching, and when you'll
work on your IAP.

22
N
5 éo éo 5 éo
©’Ste® dership.AII‘Rig\ ved. www.s:ew\\@ rship.com
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X X X
¢ E %
Month ! MMMMMM
LEAD Leader Quadrants | & II: Dimension Dimension Quadrant Ill: Dimension Quadrant Ill: Dimension Quadrant IV: Dimension Experience
NOW! Model Assessment | Create Purpose Workshop: Workshop: Develop Self and Workshop: Develop Self Workshop: Lead Change Workshop: Conclusion
gnd E)I(perlence IAP and Deliver Strategic Decision gtl_':s_rs [am Listening f:"d ?\Fhers | Ego Innovation
verview Excellence Thinking Making uilding oaching Management
® © Module #1 Module #1 Module #] Module #] Module &1 Module #] Module #]
® g Class ®#%# Class ®==*% Class ®==% Class =#*% Class #=%# Class ®=%% Class ®=%=
=
= & Leadership i‘f =t Leadership ®
8 3 Welcome =| Closing
L
Debrief N
Assessment \
2o ° ° ° °
228c], a 2 2 2
Group 22  Group 2*s Group 2*s 2 Group 2ta
Build IAP Coaching Coaching % Coaching oachi Coaching %
T O
2E 360 or self- b P w’ .o . L
£ 8 assessment L= Execute IAP | 1:1 coaching &7/ 1:1 coaching &+ ecute IAP 5% %)
£ 4
S LEAD

© Stewart Leadership |

age based on the

Facilitator Note: Use t ide if it suits your ement. Adjust th @
this leadership

N N N
SEERCMERN
X X X
9 9 S
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LEADERSHIP

LESSON #48

THE ROOTS
OF A GIANT

© Stewart Leadership | 10

Play the video: htt;{:?ktewartleadership.\@.com/medias/vsn@m.
a

Read Leadershi, #48, The Root nt, page 211.
If participants he books, point re the story is lo !
Transitio@h iscussion on buildingsoots during this’sess

N IQ\/ N

oots because it ines its roots with other trees to be

..together. %?\ (’o?\

AN~

%@\ o_)@ o§<>*
SR 2R
S & &
< N\ <

© Ste dership. All Rig ved. Www.stew®§?rship.com
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ether!

Invite all to choose iId roots that conr@/ith other roots d@the session (sharing
and being ope ing from each @ d improving as@ r).

Explain that leadégks’can be stronger

e has a choice to €j build individual r

ders, a key choi ake is about g

ough, and with@ other. This choic%

VK hey work and Ieak
Transition@e o Are You? aQ’t/y. Q/

hat are deep or to build roots that

e with others t e even strong
i ork done ourselves or getting work done
ignificant mind shift for leaders.

N O QO
PRI o
> & S
< QY\ <
©lSte\ dership. AIIlRigh@ ed. www.sltevz\ rship.com .
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Introduce the Who ou? activity.
9

Point out wher dte the activity ir@;ns in the Partici ;!ide and the materials in

their bags. \
Check in to/see if'there are any

Allow 10 mihutes.
End ctivity after the all

As individuals to shar,
hopes and co
ess them.

ti&?&before beginn%\\
e. \/

ir responses.
n a virtual whiteboardflip chart and address how the session will

%%nsition to the %T%ard discussior%?”

Iking Points

You will have 10 minutes for the activity.

Your task is to draw an image (or images), or create something using paper, pipe cleaners, or
Legos, that describes who you are as a leader.

When you finish, you will be asked to introduce yourself and explain your creation along with

your:
« Name
- Title

+ Organization

+ One hope for the session Q’/\\ Q;\ O
« One concern for the session % % %
+ Creation and who you are as a I%r 0 0

© Ste dership. All Righ Q/ed. www.stew rship.com
Y 2

A\ A\ 12
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RD

What Gems have
influenced your
leadership journey?

GEMS BOARD | 5m O O O
Facilitator Note: Qms Board can b@ a few different vﬁ%% a VILT setting:
o ar

* You can g|v tlme to write o Gems in thej ipant Guides and then
randoml c part|C|pants or a%« volunteers to sh%&ms vocally and/or through the
chat f t various point

. e also virtual whit

. use a coauthori

?‘ eto |dent|ﬁ//br|§‘
roduce the Ge%oard %

Remlnd participants that their prework included identifying one leadership Gem to bring to

session. [Make a note of this on the material list.]

3. Ask people to write their Gems in their Participant Guides.

4. Direct individuals to the back of their Participant Guides to find where they can capture the

Gems that resonate with them.
5. Have participants add their Gems to the virtual whiteboard or Google Doc.

6. Recognize the contribution and importance each gem to each individual and note that we'll
be hearing from everyone during our time together.

7. Transition to the Leadership Gem, Just Bec US\ «.\ ‘\
Talking Points %Q// Q/ %Q/
+  We'll visit the Gems Board periodica@ iew them and i} r insights and @

out the sessio
ds you can use (e %rumblr.ca, Mural, or Miro).
like Google Do ides.

or three of you ems to share with the group.

practices with one another.
» During our time together, think&(\)ur own personal ership Gems that resonated
with or influenced you and ¢ em here.

+  We'll hear from everyone b%‘ ime the expeneg@ms is complete. EO

© Ste@;gership. All Rig ved. Www.stew®§2rship.com
& \ & \ & \
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LEADERSHIP

GEM #38

JUST
BECAUSE..

© Stewart Leadership | 14

1 #38, page 173,Juause You Are Goth a Hammer Doesn’t Give
e WorldasaB of'Nails.
provides good i on the importankgﬂq eing a complete leader.

rs

. You the Right togView
2. Explain that th
3. e'di

Transition 06 th cussionon't Relationships for Ledde d explain that this is where we
begin the ey to build our awafepess on how and whérg’we need to strengthen our
lead ip gapabilities to be e jnore complete | r

nts

. construction w. &se avariety of &ring the building process. Consider how
%culous and use s?v?ould be if they %y a hammer for each task.

Cb s leaders acquire its and gain knowl%, they develop a versatile bag of tools and
approaches. These tools provide great value and can dramatically increase a leader’s success.

» However, when leaders become so good at applying a certain style, they are more inclined to use
that style even when it's not the right one for a particular situation.

» Leaders sometimes force a situation to fit the method or tool they prefer instead of being flexible
and allowing the circumstances to determine the right skill or tool to use.

QL L
& &S
NN N

O O O
Qé < Qé
©'Ste@ dership. AII‘Rig\ ved. Www.s’tew\\@ rship.com
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4 RELATIONSHIPS FOR@ERS | 30m

AN~

Q:

a

A
“COMPLETE"
LEADER

O O

Introduce the Gq@sion onthe 4 Rel@ips for Leaders. @
Explain th rpose and learnin jectives for this secti
Ask the q ion below and have'garticipants respond v ly or in chat.

, Dirty Laundry \/

TranQ the Leadershi@@n
I@Q pinion what do@v an to be acom

ing Points
Introduce the 4 Re@ns

der?

hips to effective%ership.
» Explain how each relationship is unique and must be treated differently.

Identify the behaviors to do and to avoid for each relationship.

A complete leader is a leader who has strength and capability in four different types of
relationships. These relationships require different types of skills. As a leader, it is
important to have strength and capability in each of these four areas and quadrants vs.
being lopsided and only having strength in one or two of the quadrants.

A key objective for this session is to develop your understanding of these four types of
relationships so you can strengthen and flex your muscles in all four quadrants.

<

©®Q

&\5

ership. All Righ@
Y 2

N & &

O&\) O’\o
S

ed. Www.stew@ship.com
& \
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Facilitator Note: We re

LEADERSHIP

LESSON #30

DIRTY
LAUNDRY

© Stewart Leadership | 16

https://stewartleadefsMipWistia.com/medi 5 |bczn

@ mend Dirty Laund @: Leadership Lessz@age 139

Chains an ons #7 , page 47 s#//stewartleadershiwibtia.com/medias/y3zdvjg2pu
gship.wistia.com/medias/78m9rn8ktd

rship.wistia.com/medias/IszcObjdv4

If the Dirty La r%@ry doesn't resge\'oayour audienc@g&r using these Leadership Lessons:
5

Two Fui s/and a Giant #8, ttps://stewar

Big Q\Me Ego #25, p ths:ﬁstewartl
he selected vid &d the story fro

ership Lessons.

%ﬁe participants %ﬁe books, p0|nt ere the story is located.
ransition and re e series of quot the importance of establishing relationships.

Talking Points

This story illustrates how we often have blind spots that prevent us from seeing things clearly.

As leaders, we may think we have the right answer, but perhaps we are viewing the world through
a distorted or incorrect lens.

Over the years, we have learned that one of our biggest blind spots as leaders is developing
relationships with others. We need to view critical relationships correctly to build productive ones.
In fact, effective leadership is grounded in effective relationships.

We want to talk about how to manage ourwind spots to build ctive relationshipw
others. Q/

© Ste\@ershlp All ngh@ed WWW. stew@shlp com
16



Because of the furious pace of change in business today,
difficulty to manage relationships sabotages more
business than anything else—it is not a question of

strategy that gets us into trouble, it is a question of

emo imﬂ ‘\
-John Kotter:g rdgBusiness School %

&
3P

o

© Stewart Leadership | 17

1. Review the quote ta force the need to effective relationwith others.

ed ReIationsh@ a leader to estat@
Talking Poin \\. \. \.
Difficulty m%l relationships sabotages more business nything else.

\/ \/
I\ M
o X

L LK L

NN SN
S S

< \3

© Ste\@ership. All Righ@ed. www.stew@ship.com
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&JSINESS RESULTS
?\ BOSS

THE 4
RELATIONSHIPS

SNJ04 TVYNY3LNI

EXTERNAL FOCUS
CUSTOMERS

1. Introduce The 4 Relships. Q
2. Describe the gr he 4 ReIationsY@ identify those

ones for leade

?i anage. \ \
3. Set up theBreakdut discussion.
+ Divide ession into 4 brea groups.

to discuss.
eir groups, partici s should identify Qimary needs of their assigned
tionship. What hings that they, itize/focus on?

ave each grou three or four needs the group

: a voice to share
?l‘“ identified. p?‘
% ave them quick@lnstorm one-wora% s for their group.

Allow 5 minutes for the activity.

Talking Points

» Each relationship has a different perspective:
* The Boss is focused on business results.
+ Direct Reports are focused on people results.
» Peers are focused on internal results.

* The Customer is most concerned with.external results.
+  Now, we'll take a closer look at these four%o ships. Later in thi Aning experienc%\\

we'll discuss the dimensions/behaviors@ ach quadrant port our ability%

develop these relationships. 0 0 0

© Leadership. All Ri Qserved.www.s adership.com
IR\ 2\ R\ 18
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&JSINESS RESULTS
?\ BOSS

THE 4
RELATIONSHIPS

EXTERNAL FOCUS
CUSTOMERS
SY¥33d
SNJ04 TVNY3ILNI

© Stewart Leadership | 19

Debrief to be sure th

1. ps cover the talking paints.

2. Allow 10 minutes fi debrief. O

3. Acknowledge t out summary fr groups.

4. Listen for the c\\ t perspectlves/ s of each of The @lonships as outlined in the
talking poipts

5. Transition%e Relationship Ma%g dividual actmt@

Talkin n Q \/

The e for your Bos@ almost always j an emphasis on Business Results.

ild an effective rglationship with your upper management, use the language of
iness results.
our boss is focu performance an@ cts you to deliver it.
bdSs

9

Business results are"primarily what your is evaluated on—what will deliver their success. You
might not like this reality, but it is the nature of things.

You need to convey how you will achieve these results in your communication with your boss. If
you are not putting business results at the center of your conversations with your boss, you are
likely not speaking the language they understand and care most about.

The language for your Direct Reports should almost always include an emphasis on People Results.

To build a relationship with your direct reports, use the language of people results.

Your employees are focused on how the dyn ics of the team are , the level of eng

how they are being developed, and how a‘E\belng promote the team. 6
Your team members want feedback an unication and t n an environm

challenges and rewards.
Yes, they also care about the perfor ange outputs, but fo ing on people result

communication will get at the h what they care ta out It will help yQu speak thelr
language. O O O
© Leadership. AII@ served. www.s adership.com
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THE 4
RELATIONSHIPS

EXTERNAL FOCUS
CUSTOMERS
SY¥33d
SNJ04 TVNY3ILNI
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© Stewart Leadership | 20

Talking Points (continy
The language for yourP
doings/workings o

e drganization.
« Tobuildar ati%qa ip with your peers,\use the language fir&al focus.
* Peersare %rned with how re@es are being aIIoc@nd how work is being done
internalOg*(f
* The Qn arity on handot’QMparency in bund a desire to partner to make

ork better.
. about team en nt may build so d will, but speaking about improving
“to-day work patt d negotiating re s in a fair manner will get at the heart of
% hat peers value.
The language for your Customers should almost always include an emphasis on the External
Focus doings/workings of the organization.
+ To build a strong relationship with your customers, use the language of external focus.
* This concerns the broader marketplace in identifying the competitive landscape, industry
trends, and current and future customer needs.
+ Customers are less concerned about how something is produced or if the team is happy.
+ Customers want to be assured that you know their concerns and hopes. They want to see
action in satisfying their needs, even if it is a s,q\ll amount.
t

* They also want to hear ideas on how their@ will be addresse@a\\heapen faster, %\\

pS should almos include an em the Internal Focus

quicker manner.
+ This is the language of external focus Ilds effective rel @lps with key %
stakeholders and customers outside,th&organization. 6 0
© Leadership. AII@Qeserved. WWW.S adership.com
& \ & & \
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« Using the plus diagram, list
your significant
relationships by name

« For each person, identify the
following:

* What they value
* Their perception of you

+ How frequently you
interact with them

Introduce the Relat@ip Mapping activitO O

Direct participa@ eir guides. 0

Explain the act\gs»d S’w Sy.n

« Using iagram, listy. icant relation

* For ea%ﬂson identify: %
they value \/ \/

Thelr perception Q
Q How frequentlygyoWinteract with then@
5-8 minutes ual activity tim

whN =

ame.

to meet with to betfef understand their ptions and values.

% ncourage them O%ﬁue this before% session and identify one business partner

Discuss a few of the questions below and have participants respond verbally or in chat.
7. Transition to What Is It Like to Work for Me? activity.

Q: How easy or difficult was this exercise?

Q: For most of your relationships, were you able to identify what they value?

Q: Were you able to confidently articulate their perceptions of you?

Q: Are there people on your list that you do not interact with frequently? Was it difficult for you
to identify what these people value?

Q: Are there gaps in your different types of re%’khlps7 Do you ha@\p of one vs. O

&\5 &\) 0

© Ste dership. All Righ@g)/ed. www.stew rship.com
& \ & & \
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LEADERSHIP
GEM #10

WHAT IS IT

LIKE TO
WORK FOR

© Stewart Leadership | 22

: ) e toWork for Me? on :
2. Explain that this¢Gem"provides us with g sighton the i |m e of understanding
what it’s like to for you from you ct reports’ persp t How you perceive
a

yourself a thers percelv u not always th me
3. Ask the re n questions b transmon to the NOW! Model.

Q ware of your s and areas tha %provement‘? Has your perception
b dated by othe&\

nd welcome fee %om others regarding desirable skills and

0 you genuinely i
C%nts and your liabi
How do you initially react when you Iearn of areas you need to address? Do you justify and
rationalize? Or do you try to understand and apply the feedback to improve and fully address
appropriate and needed changes?

Talking Points

+ Asking the difficult but revealing question, “What is it like to work for me?”, will push you
outside of your own mental framework and help you consider how others perceive you.

» The perceptions of your people are the one t matter most.

* How you react when others share their poifits'of View sends a po% ignal to them. Q-/\\
+ Keep what it's like to work for you at th fyour mind as

rough the Iear%
experience together. 0 0 0

© Ste dership. All Righ@gged. www.stew rship.com
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THE FOUR
QUADRANTS

LEAD NOW! MODEL
s for the session:@

del.

1. Explain the objec

tand the data tha ilt

ransition to the Ie%??ss story.

Have participants respond verbally or in chat.

Talking Points

» Descri e
* lllustra ere the four qua connect.

ne the dimension in'each quadrant Q
the quadrants wi talking points belo
the participant on the leaders

CREATE
PURPOSE

You

EXTERNAL
FOCUS

LEAD
CHANGE

e.

BUSINESS
RESULTS

DELIVER
EXCELLENCE

SNJ04
TVYNYILNI

DEVELOP
SELF &
OTHERS \

%How many of your leaders are good in both Eusiness and people results?

*  Where each axis meets, a quadrant is created that identifies what is expected for a leader.
* Where Business Results meets External Focus, the quadrant is Create Purpose.
*  Where Internal Focus meets People Results, the quadrant is Develop Self and Others.

*  Where People Results meets External fo that quadrant is L Change.
+  Where Internal Focus meets Business @ that quadrant @i er Excellence. Q:/\\
« Aleader must be capable or have stren% ach of the four % therwise, they @

very uneven or lopsided in how they |
+ Let's look at some data that supKrt EAD NOW! Mx.
dership. All Righ@g)ed. www.stew rship.com
P P \
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THE IRON
CROSS

1. Share The Iron Cro

2. Transmontoth@ OW' Model. @

Talking Pom
*+ Todothisi |ny challengin v 7 this gymnast mu%ﬂ e great strength, endurance,
and e yanng his four, Ints: his left ha S |gh t hand, his head and neck, and
is andlegs
@ those four p0| hen he falls.
e the gymnast ve strength i |n |nts an effective leader must build

ab|I|ty in each % ur quadrants t% successful leader.

2

2
2 R

2
0 2

\)
O O

© Ste\@ershlp All ngh@ed WWW. stew@shlp com
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Y o S

@ BUSINESS
RESULTS
g

5. Decision Making
6. Delegating
1. Customer Focus 7. Dependability

2. Effective Communication 8. Focusing on Results
3. Presentation Skills 9. Personal Integrity
4, Strategic Thinking 10. Problem Solving
N DW l 18. Change Management 11. Coaching
L 19. Innovation 12. Ego Management

Leadership Developmental Model 20. Inspiring Commitment 13. Listening
21. Organizational Savvy 14. Personal Development

15. Team Building
16. Time Manag:ment

17. Valuir 4 Others \
-
<

SNJ04
TVYNYILNI

© Stewart Leadership | 25

1. Read each dimensi each quadrant O
2. Transition to re a points on W s a Great Lead@

Talking Pom
*  Now, wet one more step int Ieadershlp dlmen or competencies where a

leade velop and impr, Ir leadership a
adrant has four to n leadership dim
@ el is designed eaders build m@ —strength and be able to effectively
d deliver both ss and people r
model is dey% 0 achieve busine opIe results and to help people act now;

not think about a sometime in the fi

&

2N
¥ B S

0 \)
O O t\f.)

© Ste@ership. All Rig@ed. www.stew@@ship.com
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\3 \3 \S
e ‘i %IQ A survey% 0 leaders was conducted to identify what
o ertife

characte a leader combine to affect employee perceptions
of wheth boss is a “great” leader or not.

Y o S

If a leader was seen as being very strong on business results,

WHAT MAKES 11 4% tl’lilo'lﬁ)a‘mce of that leader being seen as a great leader was
A GREAT

" 12% % Ifaleader was seen as strong on social skills, the chance of
LEAD ER? N /  that leader being seen as a great leader was %.

N} er was strong in both busi results and social N
1 72% ; ills, the likelihood of being sg€n as a'great leader was \
H ;of your leaders are goo %h business and peaple E
res

ce: Harvard Business Review, "Shoujd us on Results, or on People?,” Man, Dec 27, 2013

© Stewart Leadership | 26

1. Introduce the discu on the survey da t supports the LE@)W! Model.
2. Review the que Without the perc@ on the slide.

3. Ask individuals ess the percentaée’\ fore revealing th

4. Acknowle respenses.

5. Build the %o reveal the answe(s

6. icipants reflect on ers they see using stions below and have them

verbally or in ch
on to effectivengss

:Eow‘ many of your rs are good in bo &ﬁess and people results?
hat makes them in both areas?

N
5% 055/\ Q)@
¥ ¥ S
S & &
< Qé <

A\ A\ 26



v

WHICH

QUADRANT IS ol
TYPICALLY

19. Innovation

THE LOWEST? bt b

1. Begin to delve into quadrant.
U

the challengin

consistently r e most challengi eaders.
C.OLet’s look at each m and then you c%

2

&\5 &\)

QO éo
A\

X
@ BUSINESS
RESULTS

nt, but don't h

2. Askthe questio
3. Transition to t I-down review of\zi\ uadrant.
Q: Which q@( to you believe is\tgytost chaIIengin%/%ders?

Talki @nts Q Q
 Jepda @ ﬁ?w&
. our database a ple of 2,000 le essment surveys, we can share which
a ed’t r
e.

© Ste dership. All Righ Qed. www.stew
Y 2

\

5. Decision Making

6. Delegating

7. Dependability

8. Focusing on Results
9. Personal Integrity
10. Problem Solving

11. Coaching

12. Ego Management

13. Listening

14, Personal Development
15. Team Building

16. Time Manag:ment

17. Valuir 4 Others

© Stewart Leadership | 27

2

;articipants vote yet.

2
S
x>

QO

rship.com
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= = S
_>QUADRANT @ ?.@
(»' CREATEFURPOSE &)

A leader must be responsible for defining vision and
strategy. This involves:

* Knowing the competition

+ Understanding the customer
+ Analyzing marketplace trends
+ Setting strategy

+  Communicating effectively with others Q;\\ b R Cistomer Frcis '

2. Effective Communication

: ) ' 3. Presentation Skil's
0 l 4. Strategic Thin'ing

© Stewart Leadership | 28

1. Introduce Quadran eate Purpose. O

2. Review the dim within the qua ickly.

3. Transition to Q\ nt . \ \
owing the compe

Talking Point @
fining vision a@@t&gy and this involves:
derstanding th er @

st be responsib

Analyzing mark trends

. Setting stra
. Communicati ffectively with ot@

» The critical skills part of creating purpose are the dimensions 1-4.

L LK L
NN SN
S S
< \3

© Ste@ership. All Rig@ed. www.stew@ggship.com
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= v —
| QUADRANT ?.@
¢»" DELIVER LLENCE

A leader must be responsible for delivering operational
excellence and translating strategy into day-to-day
execution. This involves:

« Clear decision-making II
+ Delivering results
+ Building consistent and measurable processes 5. Decision Making

+ Continuous improvement 5. Lolegating
. i Dep;!n_dablllty

+ Behaving with integrity ®. “ocusing on Results 4
§ 9. Personal Integrity
10. Problem Solving
_-
=l NOW! ‘\ © Stewart Leadership | 29

1. Introduce Quadran@ellver Excellence. O
2. Review the dim within the qua ickly.
3. Transition to nt . \

t
%Je responsibl %erlng operati e eIIence and translating strategy
int -to-day execution is involves:
r decision-maki @
elivering results
?‘ Building consi r%ﬁd measurable ?3
+ Continuous in%/ement %
h

+ Behaving with integrity
+ The critical skills part of delivering excellence are dimensions 5-10.

Talking Poin

&

2
0 S

\)
O O

© Ste\@ershlp All ngh@ed WWW. stew@shlp com

2
0@

29



_
\/

\/
» ADRANT 11. Coachin
0 DEVELOP@.?FFE oTHERS' G p—

14. Personal Development
A leader must value learning for self and others. This 13 lsen Binliing
. lves: 16. Time Management
Involves. 17. Valuing Others

+ Personal improvement opportunities

Y o S

+ Building and managing team dynamics
+ Honing technical expertise
+ Managing time

« Coaching and developing others Q;\\
+ Managing one’s ego 0%

3. Transition to

ntIv. \\
value learnin W and others an is imvolves:

rsonal improvem portunities
ilding and managingfeam dynamics @
. Honing technic tise
?‘ Managing ti $ ?“
% . Coaching ar@veloping others %
. Managing one’s ego
« The critical skills part of developing self and others are dimensions 11-17.

1. Introduce Quadranevelop Self & Oth O
2. Review the dim@ within the qua ickly. @

Talking Poin

L LK L
NN SN
S S
< \3

© Ste\@ership. All Righ@ed. www.stew@ship.com
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18. Change Management
E 19. Innovation

20. Inspiring Commitment

21. Organizational Savvy

LEAD CH

A leader must create and champion change that
benefits the organization. This involves:

+ Influencing key decision makers
+ Sponsoring change projects

« Empowering stakeholders

+ Encouraging innovation

+ Managing resistance O
+ Sustaining change 0%

© Stewart Leadership | 31

1. Introduce Quadran@ead Change. Q O

2. Review the dim@ within the quad ickly. Q

3. Setupand dis;&ﬁm e poll. [If conduc |s sessionin pers\& e a show of hands.]
4. Transition 0 the'most chaIIengm@

Poll: Whij ese quadrants west scorlng rdatabase?
* Qu tI Create Purpos
. t II: Deliver Exc@ @
ant lll: Develop thers
%‘adrant IV: Lead%
%Ikmg Points

+ Aleader must create and champion change that benefits the organization and this involves:

. Influencing key decision makers
. Sponsoring change projects

. Empowering stakeholders

. Encouraging innovation

. Managing resistance
. Sustaining change

+ The critical skills part of delivering excellenc dimensions 18-21
+ Now that we've covered all quadrants, Iets%(/ d think about t % tion | asked ea \\
We have a large database of 360 assess here leaders uated by their

peers, and partners. Where do you t6 ders scored the6 0

© Ste\@ership. All Righ@ed. Www.stew@ship.com
& \ & & \
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1. Customer Focus

2. Effective Communication
3. Presentation Skills

4, Strategic Thinking

THE
ANSWER
IS...

18. Change Management
19. Innovation

20. Inspiring Commitment
21. Organizational Savvy

Acknowledge the (@ults. Q
Reveal the quat@, ne at a time, fr@u t effective to le
e

g until Lead Cha

&

1

2.

3. Take away Del\ﬂ‘3 cellence and keeK
4 Transition@e cks of Gold s%
Xﬂence; maybe Q\/

e job.

0

is a large gap

e don't focus on People Results quadra
on them to be mo%mplete leaders, a

« Ifyou find Leading

guadrant in our database.

0055\
A

S O

© Ste\@ership. All Righ@ed. www.stew@ship.com
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N

5. Decision Making

6. Delegating

7. Dependability

8. Focusing on Results
9. Personal Integrity
10. Problem Solving

11. Coaching

12. Ego Management

13. Listening

14. Personal Development
15. Team Bui'ding

16. Tiine Management
17. Va'ting Cthers

© Stewart Leadership | 32

tive.
eft.

o surprising because this is what many

Create Purpos@velop Self & Others.

uch, and we need to make sure we focus
X our muscles in all four areas.
ange hard, know that you are in good company. It's the lowest scoring

2N
S /\0@

O
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FLECKS OF
GOLD

Q: As leaders, how do we improve owurselves? Where do we start?

o)
Leadership book ser'Q 0
A story is told of @merc in 1849 who wasg€a g&gin California Gol hgw. He sold his store and all his possessions
and trekked across’Apnerica to the gold fields\ef California to seek his fortge. e had dreams of the rivers in California being
bare

filled with ts so big that they c% ly be carried. Day a%r endless day, the young man dipped his pan into the
river an empty. His only re a growing pile of r uraged and broke, he was ready to quit. However,
one da old, experienced prosp

1. Share the Flecks of
2. Transition to the

said to him, “That's qui e of rocks you got there, my boy.”

T. man replied, “Ther d here. 'm going b . I'm finished.” Walking over to the pile of rocks, the wise
0 pector said, “Oh, ther all right in these dirt . You just have to know where to find it.” The old-timer then
ed up two of the roc the pile and smashe ogether. One of the rocks split open, revealing several flecks of

Id sparkling in the sunli

Noticing a bulging leather pouch fastened to the prospector’s waist, the young man said, “No, I'm not looking for flecks of gold.
I'm looking for large chunks of gold like the ones you have in your pouch!” The old prospector extended his pouch toward the
young man, who looked inside expecting several large shiny nuggets, but was stunned to see that the pouch was filled with
thousands of small flecks of gold. The old prospector said, “Son, it seems to me you are so busy looking for large nuggets that
you're missing filling your pouch with these precious flecks of gold. The patient accumulation of these little flecks has brought
me great wealth.”

Talking Points
« Itis common for leaders to look for a single experience that will vault them to success; the unigue moment that qualifies

them as a complete leader. But like the merchant, they fmisunderstand how true le hip is created. Real and, lasting
improvements in one’s skill level and leadership tal smeveloped one smallstep ata time. From small E:%\e
things, major gains occur.
» This session will help you get to “California” an % d mine.” We will giv %o s to mine for your @
you to put in the effort to become a better lea must put in the w@ ird your flecks of golQ
© Ste dership. All Righ Q/ed. www.stew rship.com
Y 2
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NG R
WART ?y\
C>LEADERSH

BOOK SERI

Y o S

" LEADERSHIF LEADERSHIP LEAD

Explains LEAD NOW! Model

LESSONS, NOW!

GEMS

LEADERSHIP GEMS

@go} Provides tools and
resources for the time-
starved leader

J LEADNOW!

S LEA \ , )
a DNOW' Q\L\ © Stewart Leadership | 34

1. Introduce the Stewartkeadership Book Serie

2. Have participants Ioc e books sent to t@if applicable. O

3. Show how the ‘«&0 W! book is organi used.

4. Have participant e that book and S\d hat these are re s to be used!
5. a
6

Continue wjth the 52 Leadership LesSopns 52 Leadershi, oks.
Transitiog/ In5|ghtsjourn

LEAD NO Q Points \/

. find your flecks of gol review some award-wi tools, known as the Stewart Leadership Book Series. The
written to help time- leaders quickly iden start developing their leadership capabilities.

. , select one or two Ie p dimensions to focu r example, let's all focus on Dimension #2, Effective

mmunlcatlon Turn to en5|on chapter in the*t EAD NOW! book.
% "Il see the basic stru%a each of the dlmen5|% ters: they each have a quote at the top, the LEAD NOW! Model
ith its respective dimensioh in bold, an overview, and¥ét the tips begin.
» There are dozens and dozens of tips. Some of these may be old favorites that you have been applying for years. Others may
be great ideas you set aside and others might be new suggestions that are ripe for experimentation.
+ Asyou flip through the coaching tips, keep going until you see the References section. These are additional book resources
that may help you in this specific dimension.
+ After the resources, there is a short self-assessment you can take. | like to call this a “self-conversation” to see how you're
doing in the critical behaviors that make up this dimension.
+ The next two pages provide space to write down your action plan—the behaviors you want to focus on and how you will do
that.

* You heard me! Shut the book. Most people get a little alarmed when | say this, but the point of the book is not to keep
reading, but to start putting the tips into action now!

« It's time to implement immediately and begin seeing th Wed results of your | g‘rﬁ'{). Now, of course yo a‘hiep
reading and get more ideas, but the point is to put the%va ion to work. That's %& ook is called LEAD A%
- @) &

» The other two books were written to provide itignal insights and action@aders. Q

» The 52 Leadership Gems book is comprised @f onesifie wise sayings and the 52M€adership Lessons b haswrispirational
stories that leaders can use with themse&nd their teams. g} &

» Both books are indexed to the LEAD NOW{ Mddel and can be use pport each participant’s’action plans.

*  You will recognize stories you hear;t E E 6

© Ste dership. All Righ@gged. www.stew rship.com
& \ & & \ 34

52 Leadership Gems and 52 Leadership Lessons Tal



1.
2.
3

INSIGHTS JOURNAL @
S

4,
5.

Wat stories or Gem %r’e powerful you%%'w

INSIGHTS
JOURNAL

Introduce the | s Jo

o Q

Direct parti€ipants-to their guide

Ask indivi@'to take 2-3 minu%@ write down an@@arnings or takeaways from

todays,Bisgussions.

Q

Pr them with the qu M}Iow. Q
on to the assig or the next ses@

hy?

hat quadrants do#you most want to work“op in our learning experience?
What relationships will you most want to focus on?
Q: What is it like to work for you?
Q: How open to feedback are you? How do you react when you hear it?

\3

&0

ership. All Righég
Y 2

N & &

O&\) O’\o
S

ed. www.stew&ship.com
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ACTIONS

* Choose a classmate as an
accountability partner

« Email me your partner’s
name

+ |dentify leadership Gems to
share

+ Check in on one key

relatj r'fghi \\
o [ Qr)hi series readi@«/

sment instructio

Y

© Stewart Leadership | 36

NEXT STEPS | 15m O O O
Facilitator Note: %g’;nize this content h@ on the specifics @consulting arrangement:
d

* Have them séyie e books purchése them.

* Insertthe a ment resource th plies: coaching cardls, self-assessment, 360
asses &lt/ y \/

+ Pro Qelevant time fra Qrt e assessment. Q

w the actions pakti nts should com fore the next session.
ransition to the pextigession agenda. (~o

alking Points
* Your actions are your “Extended Learning Opportunity.”
+ Identify one key relationship and plan to check in and prepare to report back. Focus on
gaining a better understanding of your business partners’ perceptions and values and how
you will grow the relationship.

+ The work you do to learn and reflect between these sessions is as important if not more than
the work we do in class.

+ It's critical to protect the time and follow through. This is where your accountability partner

will help! '\\ \ -\
N &K K
&\5 N )
> & S
< Q% <
©’Ste\ ership. AII‘nghQ ed. www.s"cew\\ ship.com
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N
SESSIO
" ENDA ?‘I\@
%) )

 Welcome
« Gems Board

 LEAD NOW! Assessment
Activity

» 5 Steps of Personal Change
* Leadership Myths

« AP

» Next Steps

1. Review the agenda @we next session. O O
2. Address questi@ @ 0

3. Thank participAQM0 r their active eng&me ent. \

4. Transition@e w Are You Fe@ ck-in. Q/

Talking

* In

xt session, we wil with a very quick @W of our ground rules and objectives

actions you compl between sessio@

. e'll move into ieW of leadership o be prepared to share. By the time we
%?sh, everyone wi shared one of their @ems.

Cb e'll start with a ive into the LEAD I assessment experience and debrief your
assessment and insights.

» Then, we'll move discuss the 5 steps of personal change to help you prepare to build your
action plan.

+ Next, we'll unpack leadership myths, again with an eye to building your personal plan.

+ We'll end by starting your Individual Action Plan, or IAP. This will be a working document that

you will continue to evolve throughout this experience and beyond.
» Before we leave, we'll review the actions you should take between sessions.

QL L
& &S
NN N

S O ¥

© Ste\@ership. All Righ@ed. Www.stew@ship.com
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HOW ARE YOU
FEELING?

© Stewart Leadership | 38

1. Revisit the hopes a@ncerns that youm @ ned at the beginnf the session and
identify how th

e/SeSsioh addressed th

Ask the questi Iow. @ \
. Personali@vr up of the ses?/as u think it's ne@
Q: How W eeling as a lea e end of the da \/
Q: Wh one or two insig u had today?
T oints @

ividual contribygi &’ ;2 '
C‘o bservations %

» Importance of personal development—one of the leadership dimensions we learned about
* The value of your accountability partners
+ Make time to work on your plan

REN

N
& o§<> o§<>
RN 2R
S & &
S S S
» © " » g\ | .l \‘6 ;
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WELCOME TO él-}ﬁw AD NOV&W@KSHOP Q/@

WORKSHOP RIPTION \/

LEAD NOW! Qw engaging and | ing Ieadership lence. Using the LEAD NOW! Leadership
Develo Model from th d-winning bo e same name, time-starved leaders learn
wha essful leadershj % like, what thei O%s‘onal leadership strengths are, and how to

dev %thelr areas of oppertunity.

The LEAD NOW! Experience is built on leadership principles and content that has been proven with
thousands of leaders over four decades at Fortune 500 and mid-size companies, government
agencies, and start-up organizations throughout the world. It enables each leader to leave with tools
and insights to immediately make a difference in leading others and achieving desired organizational
results.

*’ N

WORKSHOP BENEFITS FOR PARTICIPANTS

e Define what is required to be a successful leader and to deliver desired results.

e Learn how to build effective relationships with one’s boss, direct reports, peers, and customers.

e |dentify how others perceive you and your individual leadership strengths and opportunities.

e Build leadership capability to achieve business results while improving team commitment and
developing others.

e Build your reputation as someone who can @@Iy lead others. O O
e Prepare for future leadership opportunm%g %
te application. 0 0

e Develop an Individual Action Plan for i

& 4 &
O O O
Oé O\A O\A
© Stewart Leadership. All Rights Reserve stewartleadership.com | 4
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Grens W

WORKSHOPC@:/ TIVES \9 @
LEARN HOWSTOMSE A COMPL &EADER THn\og(H THE LEAD NOW!

LEADERS QD VELOPME MODEL
e Dev awareness of yaurdevelopment oppo u%&as identified by your assessment.
. B% our skills in each ghthe four quadrants (z%h) D NOW! Model.

e (reafe an Individual Actionlan (IAP).

e Have fun, learn from each other, and leave a better leader!

J e il
BE PRESENT ;- \ " G\ g v AT BE OPEN

1. Be present, both mentally and physically. Let's all agree to silence and perhaps turn off our mobile devices
and close our email and other programs to keep us focused on what is going on here in the classroom.
Let's also be back online physically, when asked.

2. Be positive. We are here to solve problems. ?*e\here to focus o ‘S?ﬁtions to produc %ething
positive in the end. We are here to work tog@-ﬁo o collaborate, g %/i eas, and apply*0 arnings

together. ; 3 ;
3. Beopen to new ideas and the ideas% . Judgment i59<i ited to this sessi;o< loor is open to
0

all to share ideas and challenge ea r respectfully. : :
© Stewart Leadership. All Rights Reservef: O O : O stewartleadership.com | 5
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ABOUT STEWAR ADERS

Stewart Leadership [San mternan legdership, talent
and change c aching, and
training ¢ qumg Ieaders
Fortune ent agencies, arvs
star %

They created the LEAD NOW! Leadership Development
Model and have written three award-winning books to
help leaders throughout the world achieve better
business and people results!

JOHN PARKER STEWART, FOUNDER &CEO : :

e Over the past 40 years, JOhn has coached an ained Daniel Stewart |  John Parker Stewart ‘ Peter Stewart
tens of thousands of leaders worldwide incl GXEOS g{ Q/

presidents, executives, plus military, g OVf| t and busines I% ) %

e He specializes in team performance, execltive developmentsghapge management,‘grals coaching, and

leadership development. He was e selected National Jginer of the Year byt ssociation for Talent
Development (ATD).

e John has published manygﬁk , manuals, an ooks and has ed the award-winning
Stewart Leadership Se ich includes LE I' A Personal Leq sh Coaching Guide for Results-

Driven Leaders

DANIEL J. STEWA@RESIDENT Q

. DameIJ Ste is a sought—after t management adershlp development consultant and
en expenence senior Ieade g change, and designing leadership-rich

. ast 20 years, h en aninternal a emal organizational development executive and
tant deliverin ta?(s nd team develo t solutions, executive leadership coaching, group

ilitation, change r% ment, orgamza%l design, and strategic planning.
e He is the co-author of the award-winning book, LEAD NOW! A Personal Leadership Coaching Guide for
Results-Driven Leaders, which was awarded First Place by the National Indie Excellence Book Award for

best leadership book published over the last 5 years. He has also published articles in Executive
Excellence, Practicing OD, Proposal Management, and HR.com.

PETER K. STEWART, MANAGING PARTNER
e Peter K Stewart, PhD, is an experienced business psychologist speoallzmg in leadership consulting,

coaching, and training. He has ongoing over, }\ger the Stewart rsh|p family of ‘\Tents
including the LEAD NOW! Self- Assessme NOW! 360° ment

e Overthelast 20 years, with his umque |n5|ghtfu| psy land busmes tlves Peter
has helped hundreds of individual erse settings a essional pOSIt eve success in
their personal growth and lead development &

e In addition to individual lead coaching, co nd delivery of tn @ for clients, Peter also
supervises assessment int nand cerUﬂcatlo coaches within S@t Leadership.

© Stewart Leadership. All Rights Reservef: : O stewartleadership.com | 6
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Grens W
ACTIVITY: W YOUu? \c
e Yourfirst task todraw an |mage Somethlng usméé pipe cleaners, or Legos) that describes

who you Q leader.
e When ish, you will be a@\o introduce your@ explain your creation along with your:
me
Title

o Organization

o One hope for the workshop
o One concern for the workshop
o Creation and who you are as a leader

e You will have 10 minutes for this activity.




ORRG

WHATIS A C%NQJ’E LEA
In your opinion,whatdo
“complete | W
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CUSTOMERS
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REPORTS
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THE 4 RELATIQ N@Ps DO'S éN\ ON'TS \9
N

r3

™

What to Do
egic direction and align it with the

* Have the necessary skills and knowledge to effectively
perform job duties.

+ Be open to feedback and adjust behavior accordingly.

* Bring your best game each day.

What Not
P @s of surprise @g @
@ommt and und @ %

. mplain without o@g a solution. 0

+ Underprepare féNneetings.

* lgnore their ures and aspwatn@

1“‘\\

0 Whg 0
Q/I;Xuerage the stre S ach team member.

reat others vv|th y and respect.
‘} Create awo wronment that motivates high

individual rmance.

*  Beloyal ur people.

. Re% stacles and reduce their struggle in doing
theif'|o0s.

Direct Reports

What Not to Do
» Act like you are the smartest person in the room.
« Take all the credit but shift all the blame.
* Provide inconsistent or shifting priorities and

expec ions.
. a@f\those on your@ public or bekn@
\Vﬁa ke you must alwa %ake the deCISIO %

QO éo QO

© Stewart Leadership. All Rights Reservei: O :::: O : O stewartleadership.com | 10
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Q9

* Follow thr on actions, promises, and assignments
« Accept sibility for your own actions and the
action our team

nicate a compelling vision for partnering
together.

« Demonstrate high ethical standards.

» Openly share knowledge and insights.

What Not to Do
« Compete against them to see who is better.

Try%g charge and tel -}\what to do. Q}\
sources and i %
Q ustrated and all r emoUonS tog ered.
id them to t% ent of your o&
2N

N9, .

YA What to@‘a
. i iness goals to er goals.
K@Nr and open abou&rh s and concerns.
Q/ when to stc@ g an issue and make a

decision.
Apologize a |fy possible solutions.
+ Live lea ge, and work with integrity.

Customers (‘o‘?‘
What Not to Do

+ Hide behind a policy and not listen to their needs.

« Regard them as just another transaction, instead of a
longer relationship.

« Ignore the competition or the alternatives they may
have.

* Assume you already know their wants and needs.

* Avoi mv\\\A/erlng hard questj ‘\

© Stewart Leadership. All Rights Reservei: O :::: O : O stewartleadership.com | 11
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1 AV
ip Developmental Model Q
ader- must be \\Eg A leader must be
% responsible fopdefining % responsible for

vision and strategy. This delivering operational

involves? excellence and

. KDOWIng Fhe translating strategy into
competition day-to-day execution.

« Understanding the This involves:
Z\USﬁOmer . BRl:EséllI}IIF'I'SSS - Clear decision-making

* Analyzing marketplace D, - Delivering operational
trends x Q/lf o

« Setting strategy Qszg
« Communicating

"SP results

@ Building consiSteht and
(( measu%@y esses

6\

5. Decision i."akin}

6. Deleating

1. Custoiner Focus 7. Depen.'ability

2. Effective Communication 8. Focusing on Results
E' 3. Precantation Skills 9. Pers anal Integrity
= 4. Strategic Thinking < _'0- Problem Solving
o
(58]
= 18. Change Management 11. Coaching

19. Innovation 12. Ego Management

20. Inspiring Cominitment 13. Listening

\ 21. Organizational Savvy 14. Personal Devalopment

15. Team Building
16. Time i\'anagement

Q 17. Valuing Others

&der must create

?a’nd champion %
% that benefits t

A leader must value
learning for self and
others. This involves:

organization. This * Personal improvement

involves: opportunities

* Influencing key + Building and managing
decision makers team dynamics

* Sponsoring change + Honing technical
projects expertise

*  Empowering * Managing time

stakeholders \ \ Coaching and \
%Q/ Q)Q/ developngé/
N N N
A A A
O O O
Oé Oé Oé
© Stewart Leadership. All Rights Reserve stewartleadership.com | 13
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Use the Insightsyourral on the following pages to capturenanyXey thoughts or insights relative to
each quadr nd the dimensiog







LEAD NOW! All Access

LEAD NOW! MODULE ONE

SAMPLE
SLIDE
DECK
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ERIENCE §
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Session1 &\)Co((’ ? 0050

[Facilitator Name] &

[Date]
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AGENDA ¢~

N/
g Welcom@%ve rview

“‘?ptrc%%ons | Objectives | Ground Rujes,
OQ)Q-/About Stewart Leadership \)Offé/

« « Experience Overview &
* Who Are You? EO

= Leadership GemsO
= 4 Relationships@ Leaders
m |
LEAD NOW.\/ del
= InsightsJotrnal

. NetsRRs
oojgg o
&
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PLACEHOLDER
FOR CLIENT
LOGO AND
CLIENT-
SPECIFIC
CONTENT

(o7
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BE PRESENT
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\0 BUSINESS @

RESULTS @/
- yé‘

&
5. Decision Making %Q/

6. Delegating 0
1. Customer rocus 7. Dependability
2. Effective Communication 8. Focusing on Results &

3. Presentation Skills 9. Personal Integrity
4. Strategic Thinking 10. Problem Solving

SNJ0
TVNY3IN

18. Change Management 11. Coaching

19. Innovation 12. Ego Management

20. Inspiring Commitment 13. Listening

21. Organizational Savvy 14. Personal Lve!opment
15. Team Ruilding
16. Time "ianagement
17. Valuag Others

2) 3 ‘
) O oel®
PEOPLE
& & RESULTS

© Stewart Leadership | 6
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LEAD HIP

Leadership is an |
|nt national consulting fi Q/\
with over 40 years of
experience speuahzneg

Leadership 6&]}5pment

Teaming Q
@enagement

Development

" \)‘ |
A = URS ?AC[ w A elstra

N E=EE cam xer@) Denbury ©
&,

>, s
% Regional Health %
nnnnnnnnnnnnnn Raytheon \gr: amn“(_/é KAISER PERMANENTE.

@S LEAD
“.p NOW!
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Y“ X

Month 1
/i
0
g LEAD NOW! Model and Quadrants | and Il Quadr%. Develop Quadrant Il Quad
il Experience Overview Ind|V| ion Plan Create Purpose and Self?aa| ers | Develop Self and ge and
4 & Bizfiier Bacz lamce /‘I’Q ilding Others | Coaching & ion
wn
In every session: Le Qﬁlp Lessons and Gems | Insights | Bre@g)Actlvmes | Action Planning | Account artners
)
Lé E‘ Model Review \ Assessment * Quadrants and Q Quadrant and » Coaching SklIIs * Quadrantand
U o Critical Relationshi ps + Steps of Personal Dimensions O, i Dimension Overview Defined Dimension Overview
‘= -IE Relati hio MapDi Change * Leader Profi +  Team Synergy Activity . Coachlng . Change Style
8_ o) elationsnip Mapping - Leadership Myths Activitie «  Select Dimension . Two Step &i ack «  Stories That
x U Resources . IAP + Select nsion Deep Deep Dive Motivate/Worksheet
L D|v » Final Action Plan

. S%
Dimension 2 Dimension 2
Workshop: Workshop:
?\ Effectlve ) Deleg p&
Conduct 360 1:1 coaching % ) . . . (‘?
assessment Debrief 360 0 Execute IAP 1:1 coaching 0 Execute IAP 1:1 coaching P

Q <

Individual
Learning

R LEAD ;
4 NOWW! © Stewart Leadership |




‘A

EXPERlE/N@E OVERVIEW \i(/
S

OY‘

LEAD Leader Quadr. | & ITF Dimension Dimension Quadrant llI; Di sion Quadrant ll1; Dimension Quadrant IV: mension Experience
NOW! Model Assessment |  CreatesRurbose Workshop: Workshop: Develop Selfand  wegkshop: Develop Self Workshop: Lead Change shop: Conclusion
and Experience IAP Others | Team “ing and Others | @novation

. Decisi
Overview aE ?idl Str.ate.glc eC|§|on Building

ence Thinking Making

X Ego
Coaching Management é
Module & ;e & Module
N

/8‘%
o

8 m MOdU|e i’g MOdUI - MOdUIe oo [ B N ] oo [ B N ] i’g
© g Class === Cla “ Class === e Class === \SS e Class ===
e
% = Leadersh|p @ @ Leadership i‘f}
O Welcome 3 Closing

O _ - —
L \/ \/

Debrief

@ Assessment @ @
Group "\ roup Group "\
Build IAP é‘;%n chlng Coaching Q/ oaching Coaching Q)Q/

® O 0 0
3 £ : /\ & /&
= £ 360 or self- E o® o oP o
% § assessment I_ I e IAP |85 1:1 coaching \&§+@/ Oxecute IAP [8°cy 1:1 coaching \&§T@/ @ecute IAP 225
G‘ALEAD © Stewart Leadership |
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LEADERSHIP
LESSON #43
THE ROOTS
OF A GIANT
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What Gems have
influenced your
leadership journey?

© Stewart Leadership | 13



LEADERSHIP
GEM #38

JUST
BECAUSE...

© Stewart Leadership | 14



A
“COMPLETE"
LEADER
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LEADERSHIP
LESSON #30

DIRTY
LAUNDRY

© Stewart Leadership | 16
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Begq& of the furious pace of chaQ in business today,
@ficulty to manage relatiq@ips sabotages more

O business than anythiné}e—it is not a question of O
Q QO

strategy that gets u@%o trouble, it is a question on/
Y%

$ emotions. &V
%O -@% otter, Harvard Business Sc@&l (O?‘
&\)

\
S X
D O
3 S S
< < <
@?‘h%p\}a \\ © Stewart Leadership | 17
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DIRECT REPORTS
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O‘i“
RELAT%“é]\JSHlp
MA G

RP!

. ﬁélng the plus diagram

your significant \5
relationships by nare

)

« For each personrgidentify the

following: ()
* Whatt &Iue

° The@erception of you

-Cﬁ}frequently you
interact with them (<>\

%

© Stewart Leadership | 21



LEADERSHIP
GEM #10

WHAT IS IT
LIKE TO
WORK FOR
ME?

)'ﬁ%ﬁ\? © Stewart Leadership | 22




S X S

O O O
Q,Q Q/Q BUSINES Q/@
N N/ RESU ~¢
N N
X~ N oYX - N
N 5 2 S
&\) CREATE DELIVER \)
THE Fm s PURPOSE  EXCELLENCE 2
QUADRANTS &8 £
(</\ Q/\ - DEVELOP i
Q\, Q\/ LEAD SELF &
& ?\@ CHANGE OTHERS
S QO © on |\ N
00*) \)o*) PEOPLE 00“)

A A RESULTS A
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\0 BUSINESS @

RESULTS @/
- yé‘

&
5. Decision Making %Q/

6. Delegating 0
1. Customer rocus 7. Dependability
2. Effective Communication 8. Focusing on Results &

3. Presentation Skills 9. Personal Integrity
4. Strategic Thinking 10. Problem Solving

SNJ0
TVNY3IN

18. Change Management 11. Coaching

19. Innovation 12. Ego Management

20. Inspiring Commitment 13. Listening

21. Organizational Savvy 14. Personal Lve!opment
15. Team Ruilding
16. Time "ianagement
17. Valuag Others

g i
'\0 X PEOPLE 05

& RESULTS
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N Q N

\g/ A survey’of 60,000 leaders was conducted tg, identify what
Q cteristics of a leader combine to aff€et employee perceptions
@ hether the boss is a “great” leade ot.

C
= 20 Q O )
% If a leader W§§éen as being very strong on busine?S.@ults,
( 14% @  the chanc at leader being seen as a great | was
WHAT MAKES '™ % R
O O
A GR < <
! 12% &ader was seen as strong on soci{ﬁs, the chance of
LE @ R? 0/’ \ t leader being seen as a great Iead( as___ %.
& &
’ Q If a leader was strong in both iness results and social

?\ '?\ /o) skills, the likelihood ofbeir$\ en as a great leader was
3 QT 9o 0

0 How many of your Izdés are good in both business and&ég}le

& results? O O
E Source: Harvard Busine e§ew, "Should Leaders Focus on Results, or on People?,” Ma thg Lieberman, Dec 27, 2013
E \\ © Stewart Leadership | 26




WHICH
QUADRANT IS
TYPICALLY
THE LOWEST?

]
<T
=
o
Ll
—
><

FOCUS

BUSINESS
RESULTS

1. Customer rocus

2. Effective Communication
3. Presentation Skills

4. Strategic Thinking

18. Change Management
19. Innovation

20. Inspiring Commitment
21. Organizational Savvy

5. Decision Making

6. Delegating

7. Dependability

8. Focusing on Results
9. Personal Integrity
10. Problem Solving

11. Coaching

12. Ego Management

13. Listening

14. Personal Lve!opment
15. Team Ruilding

16. Time "ianagement

17. Valuag Others

PEOPLE
RESULTS

© Stewart Leadership | 27



A AN
O O
QUABRANT I: N
C@XTE PURPOSE @W
?\

N oY
A'leader must be resg% e for defining vision and
strategy. This involv&. «0

- Knowing the competition é(:)
* Understanding the customer O
Q

&

. Se@qg strategy Q\/

° @nmunicating effectively wi ers 1. Customer Eocus
% O % Q;\ 2. Effective Communication

3. Presentation Skilis

0% \503 4. Strategic Thinking
O'\ O& A
< <

@?’h%w \\ © Stewart Leadership | 28
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QUABRANT II: <

DI;&\’IER EXCELLEI\@

A eader must be resp ﬂé@e for dellverlng operatlogl“:g/\
excellence and tran%e g strategy into day-to day&

execution. This in O
* Clear deus&ﬁnaklng Oé

. Dellvern@esults Q

*  Buil {{gconsstent and measurable\gvocesses 5. yecision Making
inuous improvement @ 6. Delegating
7. Dependability

Q)%ehavmg with mtegnt@ Q;?s Q}\ 8. Focusing on Results

9. Personal Integrity

0% \)G_) 10. Problem Solviny
éo QO

@3‘&%‘%\? \\ © Stewart Leadership | 29
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QUA\EI?RQANT Ii: S
DEVELOP SELF & OTHERS
SiELop se o7

Aleader must value I&S@@fo(;oself and others. This G§<>

involves:
« &
* Personal imp%@nent opportunities éC)

* Building and'managing team dynamics ()
« Honin tb@mical expertise \9

| &
. Ma@@ g time \/

. @ching and developing othe%\@Q
QO o

-(Q\/Ianaging one's ego S
&\5

O O
é é

Oran N

A WV

11i. Coaching

" 12. Ego Management
) 13. Listening
14. Personal Development
15. Team Building
16. Time Management
17. Valuing Others

© Stewart Leadership | 30
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QUAQRQANT IV: Q/@ 1;' Change.Management
L&@ CHANGE & 22 apig Commimen

21. Organizational Savvy

N oY
A'leader must create ;ﬁ‘ﬁ\amgolon change that (b@
>

benefits the organiz'{' . This involves:

* Influencing keé®cision makers éC)

. Sponsoriggwange projects O
- Empowe¥irig stakeholders \9

. EHQ\U? ging innovation

Q\/
. aging resistance @ |
-(O%iaining change (-OO %b\% (.OQ;\

&\5 «\)

QO \AO

@?'ﬁ%‘“\}ﬁ \\ © Stewart Leadership | 31



1. Customer Focuis
2. Effectiva Communication
3. Preszniation Skills
4. Strategic Thinking

1 8. Change Management
19. Innovation

20. Inspiring Commitment
21. Organizational Savvy

6. Delegating

7. Dependability

8. Focusing on Results
9. Personal Integrity
10. Problem Solving

11. Coaching

12. Ego Managen.ent

13. Listen:rg

14. Personai Development
15. Team Building

1¢. Time Management

17. Valuing Others
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FLECKS OF
GOLD
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STEWART

LEARERSHIP
B SERIES Q)O

Explains LEAD NGW! Model

i:g?} Prov \Qfoolsand

rces for the time-
rved leader

X

oooooooooooooooo

 LEADERSHY EADERSHIP LE AD

LEADERSHIP GEMS

GE.vi'S lESSﬂNS

AWARD WINNING AUTHEE
RRRRRRRRRRRRRRRRR

! LEADNG!'v:

NOW!

AWARD WINNING AUTHORS
RRRRRRRRRRRRRRRRR
AAAAAAAAAAAAAAA
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INSIGHTS
JOURNAL
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AC

N\ e Cg;oose a classmate as z@\
accountability partn@

Email me your p er’'s
name

|dentify Ieship Gems to
share

Che ifYon one key
nshlp

N %Y‘adershlp series readk?‘/g\l

« [Assessment instructi

“,E'ﬁ%‘n\}\? \ © Stewart Leadership | 36



S

NEXT S

« Gems Board
« LEAD NOW! Asse

Activity é

ION:

2
K2

ﬁqent

. SStepsofPQIQ%nal Change
. LeadersQi/p yths

©IAP QY
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HOW ARE YCU
FEELING?
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