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Low pitch

uthoritative tone
Long pauses
Brief Concise
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How to call on an Amiable
Leadership type

" I AMIABLE

L O.Oen the
.+ Engage ininformal talk before Caly
getting down to business

s Show interest in their work/goals

Reference people they may know




How to call on an Amiable
Leadership type
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. Get to know them

» They will want others involved

Treat with warmth, sincerity




How to call on an Amiable
Leadership type

M

" I AMIABLE

E

Start with ice-breaker
Shoe interest in them
Find common areas

Listen, be responsive

Ask “How?” questions

Move casually, informally

" Focus on low risk
Provide personal assurances
Give verbal/nonverbal feedback

Ask who else will be involved




How to call on an Amiable
Leadership type

E

| AMIABLE

Rush headlong into business
Stick coldly to business

Say “Here’s how | see it”

Be domineering/demanding
Debate facts and figures

Be abrupt and rapid

- Be vague

Offer options/probabilities

Offer opinions

Be formal, reserved




How to call on an Amiable
Leadership type
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» Staff/Committee approval

» Guarantees/Assurances

» Tried and proven




How to call on an Amiable
Leadership type
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" I AMIABLE
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Like, trust, respect

Group consensus

Avoids conflict/controversy




How to call on an Expressive
Leadership type

| EXPRESSIVE

- ¢ Describe purpose of call Caly
s Establish credibility

Discuss people they know
- Share exclusive information




How to call on an Amiable
Leadership type

| AMIABLE

s Get to know them
E Make it look/sound good
" Treat with flair, fun, upbeat




How to call on an Amiable
Leadership type

| AMIABLE

~ » Support their dreams
¢ Plan to socialize, relate
Talk about people
- Ask for their opinions
Provide implementation plan
Be stimulating, fun loving
Keep it fast moving
Use prominent references

~» Offer special incentives for their
~ Agreeableness to take a risk




How to call on an Amiable
Leadership type

| AMIABLE

. * Overwhelm with detail

Be curt and cold

- Be tight lipped
Dwell on facts and figures
Be impersonal, judgmental
Be task-oriented
Be dogmatic

~+ Fail to give plenty of verbal and
~ honverbal feedback




How to call on an Amiable
Leadership type

- * Creative idea, big deal
e Good references

1 Sounds and feels good




How to call on an Amiable
Leadership type

-+ Recognition/Publicity

» Be first, biggest, best

Innovative/Unique
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Reshape your mind

If you keep doing what you're doing, you'll keep getting
what you're getting.

If you want to break free and experience real changes, you
have to address your situation with a new and different
approach or solution.
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Behavioral Modification

Value through
sustainable change

What is the real goal?

ﬂ““”
n 2/



Presenter
Presentation Notes
© Copyright note on Intellectual Capital:
This presentation is Intellectual Capital developed by RosenTeam A/S and Ltd. and limitations apply to the reuse of this IC. Intellectual Capital consists of information, knowledge, objects, experience, wisdom and/or ideas that are structured to enable reuse to deliver value to customers and the company itself.  Intellectual Property (IP) Rights refers to the rights in or to the Intellectual Capital.  Before any Intellectual Capital can be used, RosenTeam needs to determine whether the Intellectual Capital can freely be used or re-used by others and, if not, the extent of any restrictions on use or re-use. Therefore if you will use this in any way, need any changes and alteration, please contact the RosenTeam IC owner Mark von Rosing – MvR@RosenTeam.com, Mobile; +45 28888901.



.

What is the real goal?

Value through
sustainable change

* Change — Something must be different at the end of the coaching process.

» Value — the main gain is the value derived from the change — not the change itself.
» Sustainability — coaching that doesn’t help isn’t coaching.

The change process tends to often be a rush towards “fixing the

problem”.

But experience shows that successful and sustainable
coaching is driven by a willingness to embrace and understand these principles.
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Questions to be answered
When considering what a coach does, it is relevant for you to consider:

1. What is your current situation?

2. What is the new direction you wish to take?

3. How different is the new from the current (degree of deviation)?
4. How strong will the reversion rubber band be?

5. How strong are the forces pulling you in the new direction?

Comfort zone forces =

no change
New journe

Changes = impact
Choice

point Current journey


Presenter
Presentation Notes
© Copyright note on Intellectual Capital:
This presentation is Intellectual Capital developed by RosenTeam A/S and Ltd. and limitations apply to the reuse of this IC. Intellectual Capital consists of information, knowledge, objects, experience, wisdom and/or ideas that are structured to enable reuse to deliver value to customers and the company itself.  Intellectual Property (IP) Rights refers to the rights in or to the Intellectual Capital.  Before any Intellectual Capital can be used, RosenTeam needs to determine whether the Intellectual Capital can freely be used or re-used by others and, if not, the extent of any restrictions on use or re-use. Therefore if you will use this in any way, need any changes and alteration, please contact the RosenTeam IC owner Mark von Rosing – MvR@RosenTeam.com, Mobile; +45 28888901.



Behavioral Modification
Questions you must ask yourself to start and keep track of the progress

hat are the most important results |
ish? (your top priorities)

hat are your Long Term Goals (LTG’s) in
upport of achieving these results?

{ow are you going to measure these
oals (your KPI’s)?

hat specifically do you have to change to
chieve your Short Term Goals (STG’s)?

' hat are the barriers that tend to get in the
ay when trying to realize the desired change?

ow do you monitor your performance
oncerning your action plans?
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The balance between thought and feeling define our level of
success, as it always will in difficult situations.

Like so many things in life, if we don’t act carefully we are bound
to fall back into our comfort zone (or actually never leave it) and
thereby repeat old patterns.

During the four previous modules we have tried to give you
insight about how you can get to know yourself better and
achieve the most you can with what you have/are.
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Phases you must go through to start
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It's not about being perfect or having complete control of your
emotions or actions. In module 5 you will need to document your
insight concerning yourself and your goals.
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It is all about allowing your feelings to inform you and to guide
your behavior to develop yourself.

The phases you need to run through:
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The Prepare Phase

In terms of a client meetings/calls/engagements or any other
skills, have you changed anything in your approach (since you
attended module 1, 2, 3 and 4 of the sales coaching program) or
have you thought of anything you would like to change?

If no:

Please do it now - identify something you need to change and fill
that into the field “Important Result” in the below development
plan. It’s fine if it covers both your professional and personal top
priorities.

If yes:

What have you identified, that you would want to do differently
you should fill into the field “Important Result” in the below
development plan, both concerning professional and personal
goal priorities.
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Development Plan — Top Priorities
The Prepare Phase




Example: Business Development Plan
The Prepare Phase

Example of
what you

could do
differently.

_________________________________________________________________________ ()]



A
The Act Phase

Specify how you are going to Act in terms of Long Term Goals
(your Critical Success Factors (CSF's)) for how to achieve your
results (top priorities).

Your CSF’s are "the limited number of Long Term Goals that you
need to achieve to achieve your results.”

If your Results were to be attained, then these key areas of
activity - usually three to five factors - need careful and
consistent attention.




Development Plan — Long Term Goals
The Act Phase

at are the
LTG’s/CSF’s that will
support your chosen
strategy/top priorities?

()



Example: Business Development Plan

The Act Phase

Act

Example of possible
LTG’s/CSF’s that could
support your chosen
strategy/top priorities.
CSF’s
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R
The Reflect Phase

If your top priorities/results were to be attained, the Long Term
Goals and CSF’s need to be Reflected on, as to how they will be
measured.

Things that are measured get done more often than things that
are not measured.

Each LTG and thereby CSF should be measurable and
associated with a target Short Term Goal (STG). You don't need
exact measures to manage.

Primary measures that should be listed include Key Performance
Indicators (KPI's), such as specified measurable areas of
improvement or, in cases where specific measurements are
more difficult, general short term goals should be specified.




Development Plan — Business Goals
The Reflect Phase

What are your
measurable STG’s
and KPI’s that will

support your
chosen

LTG’s/CSF’s?

Act Reflect
CSF’s KPI's
. |(())) |




Example: Business Development Plan
The Reflect Phase

Example of possible
measurable STG’s

and KPI’s that will

support your chosen

Make sure Leading Question is created
ate Answer to leading question
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The Review Phase

In this phase you should review what you need to change or
alter to achieve the measurable Short Term Goals and satisfy

the KPI's.

To provide an accurate picture of what you need to change, it is
important to break down what Actions you will take.




Development Plan — Business Goals
The Review Phase

Act Reflect Review
CSF’s KPI's Actions
. ___((®) |




Example: Business Development Plan
The Review Phase

Talk 20% Listen 80%

Measure weekly progress
Define examples to practice
Train w. mgmt./client

Ask for feedback

es daily

Recap S/C/LQ/GT weekly
Train in calls - many situations
Write down/track progress
Use persuasion techniques

e ((o))h



Development Plan — To be filled in by you
The Review Phase

Act Reflect Review
CSF’s KPI's Actions
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The most powerful of these is eye contact. Just try and get a waiters attention without making eye contact and you'll see how strong the impact of not making eye contact can be. �
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Rubbing the palms together is a way in which people non-verbally communicate positive expectation. The dice thrower rubs the dice between his palms as a sign of his positive expectancy of winning, the master of ceremonies rubs his palms together and says to his audience, ‘We have long looked forward to hearing our next speaker’, and the excited sales person struts into the sales manager’s office, rubs his palms together and says excitedly, ‘We’ve just got a big order, boss!’ However, the waiter who comes to your table at the end of the evening rubbing his palms together and asking, ‘Anything else, sir?’ is non-verbally telling you that he is expecting a tip. 
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Terms of Use, copyright and privacy policy terms and conditions
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By opening this presentation, you agree to accept the terms and conditions outlined in our Terms of Use, Copyright
Policy, Privacy Policy on the LEADIng Practice webpage: www.leadingpractice.com

Important note:

Unauthorized use, disclosure, appropriation, reproduction or misuse of “LEADing Practice Material” (LPM) and/or
“LEADiIng Practice Service” (LPS) in any form whatsoever, whether in absence of contract or outside the use
permitted by contract, may result in invoicing issued to You and/or to the relevant person(s) based on the applicable
LEADING Practice Standard Fees at the time of such unauthorized use or misuse, in addition to any other such
fees, rights and remedies as may be available to LEADING Practice.

You fully acknowledge and agree that such Invoicing as per this Policy and any such additional remedy shall be
deemed by You to be appropriate and reasonable in the circumstances.

You also acknowledge and agree that You have read and understood the Terms of Use, Privacy
Policy and Copyright Policy.
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LEAD is a open standard community and provides open access to all deliverables for certified LEAD practitioners, thereby ensuring that modelling principles are applied correctly. An open architecture and open standard community has been set in place to encourage sharing, learning and reuse of information and thereby increase knowledge among practitioners, and with this ultimately improvement of one’s project, engagement and the LEAD standards development. For guidelines on the IP usage, please see the following information:

Guidelines for LEADing Practice community members using the IP material:
As a LEADing Practice member comes greater personal responsibility and the following intellectual property conditions apply:
Can be used free of charge for LEAD certified practitioners.
Cannot be share, copied or made available for non-community member, which are not certified practitioners.
When using any materials, it must include a source notice – either in an adjacent area or as a footnote – to indicate the source. The source should be specified the following way: “Source: A part of LEADing Practice Reference Content”.
Cannot be systematically “given away” – do not download all our content and simply hand it over to other colleagues or clients that are not trained and certified.
Cannot be automated in anyway without coordination and approval of LEADing Practice ApS
To ensure correct usage, any organization usage of the  Reference Content has to be tailored and agreed upon by LEADing Practice ApS.

LEADing Practice ApS may, in appropriate circumstances and at its discretion, terminate the access/accounts of users who infringe the intellectual property rights and pursue legal action.

Guidelines for non-LEADing Practice community members using the IP material:
The following conditions apply to use of the LEADing Practice Intellectual Property for non-community members:
Can be used free of charge for lecturing and research at any University and Business School
Material available at www.LEADingPractice.com can be used in a non-commercial way for knowledge sharing. When using any materials, it must include a source should be specified the following way: “Source: LEADing Practice Reference Content.

General guidelines that apply for all LEADing Practice IPR material:
Cannot be used in a commercial consulting engagement with organizations that are not engaged in the LEAD community.
Any use of original texts, graphics, images, screen shots, and other materials from LEADing Practice sources must be approved by LEADing Practice ApS.
Any material cannot be generally distributed to colleagues, clients and or an undefined audience without written permission from LEADing Practice ApS.
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In most cases, the LEADing Practice ApS acts as a distribution channel for the Publisher(s) and Author(s) of the material provided.

LEADing Practice ApS  may, in appropriate circumstances of infringement of the intellectual property rights pursue legal action. For questions, please get in touch with at hvs@leadingpractice.com

http://www.leadingpractice.com/terms-of-use/
http://www.leadingpractice.com/copyright-policy/
http://www.leadingpractice.com/privacy/
http://www.leadingpractice.com
http://www.leadingpractice.com/terms-of-use/
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QUESTIONS?

LEADing Practice

Henrik von Scheel
Chief Executive Offices

Mobile +1 605 963 9193
E-Mail: Hvs@LEADingPractice.com

For more information:
www.LEADingPractice.com

Global University Alliance

Professor Mark von Rosing
Chairman of Global University Alliance

Mobile +33 (0)640194034
E-Mail: Mvr@GlobalUniversityAlliance.net

For more information:
www.globaluniversityalliance.net
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