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Fury of Leadership Training

Being a leader is tough but can be learned
Requires training & experience

Good followers can become excellent leaders
Need to think for yourself

Need to develop your expertise to a high level
Need to know how to use resources

Need to make tough decisions (usually by
yourself; maybe the advice of those you trust)



Topics

Goal Setting

Time Management

Setting Priorities

7 Habits of Effectiveness

10 Tips for Thinking for Yourself

5 More Habits of Effectiveness

17 Laws of Teamwork

15 Rules of Negotiation

8 Success Secrets from Motivational Experts
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Notes: This is not to say books are a waste of time. Books are one of the best ways to learn about leadership. This is just a cartoon for
entertainment from Toothpaste for Dinner archive. Now go buy some leadership books and really learn about it...



OK Kids — Are you Ready?!

-t gy = I

* Remember, you don’t have to drink the Kool-Aid, especially if it's
grape flavored Kool-Aid laced with Potassium Chloride or if the group
IS just way too wacked out and goes against your own personal
philosophy. The goal here is for you to Think For Yourself.



Leadership Training Can Teach You
How To Be More Effective




The Acid Test for Goals

Is it a SMART Goal?

SMART Goals
dare

Specific

Measurable

Relevant
Time-Based



Specific — your goal should have its expected outcome
stated as simply, concisely and explicitly as possible.
This answers questions such as; how much, for whom,
for what?

Measurable —a measurable goal has an outcome that
can be assessed either on a sliding scale (1-10), or as a
hit or miss, success or failure.

— an achievable goal has an outcome that is
realistic given your current situation, resources and time
available. Goal achievement may be more of a “stretch” if
the outcome is tough or you have a weak starting
position.

Relevant — a relevant goal should help you on your
mission or your “bigger” objectives.

Time-bound — a time-bound goal includes realistic
timeframes.



Leadership Training Can Teach You
How To Be More Effective

Learn about
Time

Management




The Four Generations of
Time Management

First generation:
Reminders

Fourth generation: Third generation:
Being efficient and Planning,
proactive prioritizing,

controlling



The Four Generations of
Time Management

First generation:
Reminders
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Users of this approach
limit their time
management efforts to
keeping lists and notes.

They see these papers
as reminders.

ltems that are not done
by the end of the day
are transferred to the
next day's list in the
evening.

Covey calls this type of
style the "Far Eastern,
Go with the Flow".



The Four Generations of

Time Management

» People in the second
generation use calendars and
appointment books.

» They will note where meetings
are held and identify deadlines;
this is sometimes even done on
a computer.

» As opposed to the first
generation, the second
generation plans and prepares,
schedules future appointments,
and sets goals.




The Four Generations of
Time Management
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activities on a daily basis. B e e

> They tend to use detailed N e ==
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computer or on a paper-based N == g

organizer.
» This approach implies

spending some time in ]
clarifying values and priorities. G
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The Four Generations of
Time Management

» Emphasizes the difference
between urgency and
Importance in planning.

» For example: some people
may go their entire lives
completely missing out on
Important things (like
spending time with their
children before they have
grown up) because it was
never "urgent.”

» The point is not to ignore
urgent things, but to

Fourth generation:

Being efficient and embrace important things
proactive without waiting for them to
become urgent.




Time Management for the Rest of Us

How about this time management model:

the Hamburger of Time

Hamburger: Sample: Your Turn:
Bun Family time

Mustard Catch up on the news
Catsup Homework

Pickles Pet Care

Tomato Exercise

Onion Chores

Lettuce Shower

Cheese E-mail/Webmaster
Burger Work/School

Bun Sleep




Leadership Training Can Teach You
How To Be More Effective

Prlorltles




Techniques for SETTING PRIORITIES

» ABC analysis

Sports

School Clubs
Reading
Practicing (Music,
Sports, etc.)

Medium Priority




Techniques for setting priorities

» Pareto analysis — increase productivity

If productivity is the aim of time management,
then these tasks should be prioritized higher.



Leadership Training Can Teach You
How To Be More Effective

[ Habits
for
Effectiveness




7 Habits for Effectiveness

»Habit 1: Be Proactive

» Habit 2: Begin with the End in Mind
»Habit 3: First Things First

»Habit 4: Think Win Win

> Habit 5: Seek First to Understand then
to be Understood

»Habit 6: Synergize
»Habit 7: Sharpen the Saw



Be Proactive

Proactive People carry their own weather with them — whether it
rain or shines makes no difference to them. Their honor is greater
than their moods.
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Th|nk Win-Win

Win-win is a Belief in the Third Alternative: It’'s Not Your Way or My
Way. It’s a Better Way: A Higher Way
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Leadership Training Can Teach You
How To Be More Effective




Think for Yourself

* Tip #1: If in doubt - ask a question
— Don't be afraid to question things.
e wTip #2: Place experience over authority

— |f someone tells you all.red heads are'moody...
have you experienced this in your life?

* Tip #3: Understand People

— Does the person communicating havean
agenda? What'motivates this person?



Think for Yourself

* Tip #4: Don’t feel'you have to follow the
crowd

 Tip #5: Trust your feelings
— “gut instinct” is an over looked trait

— |f something does not feel right to you there is
probably something wrong

e Tip #6: Remain Calm
— This helps you remain objective and think clearly
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— |t takes courage -don’t agree
with you” >

— Be kind to your: e patient and dc

— It takes time to‘learn how to think more
independentlysat s




Leadership Training Can Teach You
How To Be More Effective

5 Habits
of
Effectiveness




5 Habits of Effectiveness

1, Know Hhy Time
e Know how you spend your time

* Be results oriented — deliver things that are
not necessarily perfect-but finished enough

 Learn to prioritize



5 Habits of Effectiveness

#2: Begin With The End in Mind

 Develop a Personal Mission Statement
e Create Affirmation to improve

— Must be personal, positive, present tense, visual,
and emotional

e Use visualization techniques



#3: Build on Stren

rengths and deve

* Focus on yc
e Don’t foc

your weakness =
5 up on problems

e Don’t ge
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5 Habit fectiveness

#5. Make few, butteffeci]
decisions .
P

e Make fevx;, but fundamental decisions
e Avoid making many decisions fast
e Strategize

r
o



Leadership Training Can Teach You
How To Be More Effective

Learn the
Laws
of
Teamwork




The 17 Indisputable Laws of

Teamwork
e This article is based on the et stee ecscer
following book “The 17 JOHN C
Indisputable Laws of | .

MAXWELL

Teamwork: Embrace Them and T e
Empower Your Team" by John NSRRI W =
C. Maxwell published in 2001  EypRsENEVREGN B4

e John C. Maxwell is also the  (WORKBO OK

author of ‘The 21 Irrefutable

Laws of Leadership’ o Ve W




The 17 Indisputable Laws of
Teamwork

 To achieve great things, you
need a team.

e Building a winning team
requires understanding of these
principles.

e Whatever your goal or project,
you need to add value and
invest in your team so the end
product benefits from more

ideas, energy, resources, and
perspectives.




1. The Law of Significance

4 O (=]
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 People try to achieve great things by
themselves mainly because of:
— The size of their ego

— Their level of insecurity
— Or simple naiveté and temperament.

e Oneis too small a number to achieve
greatness.




2. The Law of the Big Picture

 The goal is more important than the role.

e Support the team vision

— Members must be willing to subordinate their
roles and personal agendas

e See the big picture
— effectively communicate the vision to the team
— provide the needed resources

— hire the right players to create a more unified
team.



3. The Law of the Niche

S0
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e All players have a place where they add the
most value.

e Essentially, when the right team member isin
the right place, everyone benefits.



3. The Law of the Niche

(Cont.)

 To be able to put people in
their proper places and fully
utilize their talents and
maximize potential, you
need to know your players
and the team situation.

* Evaluate each person’s
skills, discipline, strengths,
emotions, and potential.
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4. Th'e~!aw of Mount Evér;e;,é_t

| S B
e As the challenge escalates the need for
teamwork elevates.

¢ Focus on the team and the dream should take
care of itself.

— . o




4. The Law of Mount Everest <«
. (Cont.) e
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¥ * The type of challenge determmes the type of =
=3 team you require:

g

— A new challenge requires a creative team.

— An ever-changing challenge requires a fast,
flexible team.

— An Everest-sized challenge requires an
experienced team.



4. The Law of Mount Everest
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& * See who needs direction, support, coaching,
&= Oor more responsibility. :
g * Add members, change leaders to suit the

% challenge of the moment, and remove
e ineffective members.




T
5. The Law of the Chain

 The strength of the team is impacted by its
weakest link.

e When a weak link remains on the team the

r stronger members identify the weak one, end
up having to help him, come to resent him,
become less effective, and ultimately question

their leader’s ability. F’I



2l
6. The Law of the Catalyst

 Winning teams have players who make things
happen.

 These are the catalysts

— The get-it-done-and-then-some people who are
naturally intuitive, communicative, passionate,
talented, creative people who take the initiative,
are responsible, generous, and influential.

—



7. The Law of the Compass

e Ateam that embraces a vision becomes
focused, energized, and confident.

e |t knows where it’s headed and why it’s going
there.

e A team should examine its Moral, Intuitive,
Historical, Directional, Strategic, and Visionary
Compasses.




7. The Law of the Compass

-

e Questions to ask:

— Does the business practice with integrity?
— Do members stay?

— Does the team make positive use of anything
contributed by previous teams in the
organization?

— Does the strategy serve the vision?

— Is there a long-range vision to keep the team from
being frustrated by short-range failures?



8. The Law of The Bad Apple

— Do you s€ Cr ent team
successes are table to your personal
efforts, not the work of the whole team?



8. The Law of The Bad Apple
(Cont.)

— Do you keep score when it
comes to the praise and
perks handed out to other
team members?

— Do you have a hard time
admitting you made a
mistake?

e |If you answered yes to any
of these questions, you
need to keep your attitude
in check.



9. The Law of Accountability

. Teammates must be able to count on each
other when it counts.

— Is your integrity unquestionable?

— Do you perform your work with excellence?
— Are you dedicated to the team’s success?
— Can people depend on you?

— Do your actions bring the team together or rip it
apart?




i L
10. The Law of the Price Tag i
NnNO .

e The team fails to reach its potential when it
m fails to pay the price.

e Sacrifice, time commitment, personal
™ development, and unselfishness are part of
= the price we pay for team success.

‘- E'TEREE. B e -




11. The Law of the Scoreboard

K The team can make adjustments when it

knows where it stands.

 The scoreboard is essential to evaluating

performance at any given time, and is vital to
decision-making.
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12. The Law of the Bench

N/

e Great teams have great depth.
.1;"

 Any team that wants to excel must have good
substitutes as well as starters.

* * The key to making the most of the law of the &
‘t' bench is to continually improve the team. \

e NN




13. The Law of Identity

Shared values define the team.

The type of values you choose for
the team will attract the type of
members you need.

Values give the team a unique
identity to its members, potential
recruits, clients, and the pubilic.

Values must be constantly stated
and restated, practiced, and
institutionalized.



14. The Law of Communication

X\ g

* |nteraction fuels action.

e Effective teams have teammates who are
constantly talking, and listening to each other.



~ — @ -
e From leader to teammates, teammates to
leader, and among teammates, there should

be consistency, clarity and courtesy.




14. The Law of Communication

(Cont.)

 People should be able to disagree openly but
with respect.

e Between the team and the public,
responsiveness and openness is key.



15. The Law of the Edge

 The difference between two equally talented B
teams is leadership.

- * A good leader can bring a team to success,

ﬂ provided values, work ethic, and vision are in
place.




15. The Law of the Edge (Cont.)

) B

e The Myth of the Head Table is the belief that
on a team, one person is always in charge in
every situation.

— Understand that in particular situations, maybe

another person would be best suited for leading
the team.




15 The Law of the Edge (Cont )

hu# # A e i

F__w Do il ke da
e The Myth of the Round Table is the belief that

everyone is equal, which is not true.

— The person with greater skill, experience, and
productivity in a given area is more important to
the team in that area.

e Compensate where it is due.



16. The Law of High Morale

il

When you’re winning, nothing hurts.

* When a team has high morale, it can deal with
whatever circumstances are thrown at it.

l‘l
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17. The Law of Dividends

* |nvesting in the team compounds
over time.

e Make the decision to build a team,
and decide who among the team
are worth developing.

e Gather the best team possible, pay
the price to develop the team, do
things together, delegate
responsibility and authority, and
give credit for success.




Leadership Training Can Teach You
How To Be More Effective

Learn to
Negotiate




Negotiation — Lecture 1

ntro
_earn from your losses

Recognize Agendas




Intro

 What is negotiation?

e Why learn to negotiate?
—Life is one negotiation after another
—Every negotiation is a source of opportunity



What is negotiation?

 Negotiation is the process
of two or more
individuals or groups
reaching an agreement
about differing needs or
ideas

 Negotiation is about

getting through all the Negotiation is like
obstacles that life throws playing a game of

your way Ultimate Dodgeball




The 5 Ds of Intramural Dod% eball

Dodge — Duck Dive — UL‘%_

_______

ready, set, dudgeball'

ek -::utT csday’s 'P r tha whole stary



Just like Dodgeball,

LEARNED)



Why Learn to Negotiate?
To get through Life

Can | play with
that next?

Sure, It’s your
foot!

Pre-School:
Negotiating to
play with a toy

Hey, can | read
that next?

| wanna sit next
to the clown!

Go ahead,
I'm scared
of clowns

Elemenfary School:

. : Pre- Teen Posmonlng yourself
Negotiating a place to sit

next to that cute boy or girl



No thanks, we
have to get home
soon. Besides his

house SMELLS!

A few m

ore examples

$39K plus
company car

Let's go to
Keith's house.

] never home!

High Schodl: Negotiating

Peer Pressure

N

His parents are

$42K Min. =S _
(-
o
1 . ”‘
o Y -
.--'"
T R l‘-‘"-‘*“'.' -- e
il VT C
Job Interview:
~ M Negotiating
y A your salary

| better get home and
study... big exam tomorrow.

College: Negotiating

your future (more peer pressure)



Negotiation is a

Required Skill in Life

 Parents who teach their children to negotiate
with them, as well as with other adults and
children, enhance their:

—confidence
—self-esteem
—empathy

—social relationship
skills




Learn from Your Losses

* Nobody wins every
negotiation.

e Many try to make
negotiations a
“Win/Win” situation.

e For some, their
perception is that
there is always a
winner and a loser in
any settlement.







Learn from Your Losses

g L=‘,- T ——

e We are raised to expect to
win, but we are not taught
what to do when we lose.

Chranicle | Kurt Rogers

e Aloss should not be a total ‘“
loss.

e Make every situation, even
losses, worth your time and
effort.




e Losses are excellent training sessions to improve
our tactics
— Make a friend.

— Even losers have the chance to build a relationship with
the other person.

— This may help to mitigate future conflict or provide
unforeseen opportunities.



Make Your Adversary a Friend

 The people we negotiate
with can either remain
adversaries or become
our friends and
associates.

e Whenever possible, make
an adversary a friend.

 Future networking depends on the relationships
you forge along the way.



15 Rules on the

Process of
NEGOTIATION




Negotiation Tips

1. Remember, everything is negotiable.

e Don’t narrow a negotiation down to just one
Issue.

 Develop negotiable points then juggle in
additional points if you and the other party
lock onto one issue.

2. Crystallize your vision of the outcome.

e Visualizing to the end result will most likely
guide the negotiation.



Negotiation Tips

3. Prepare in advance.

* Information is power.

 Make sure you understand the value of what you
are negotiating

* Very few negotiations begin when the counterparts
arrive at the table.

4. Ask questions.

e Clarify information you do not understand.

e Determine both the implicit and explicit needs of
your counterpart.



4> . Negotiation Tips

5. Listen.

* You gain new ideas for creating win/win outcomes
 Makes your counterpart feel cared for and valued.
 Find out what the other party wants.

* If you assume that his or her wants and needs are
the same as yours, you will have the attitude that
only one of you can “win” the negotiation.

6. Set a goal for each deal point.

 Define minimum level of acceptance for each goal.

e |If you aren’t clear on your goals, you will end up
reacting to the propositions of your counterpart.



Negotiation Tips

7. Aim your aspirations high.

e Your aspirations likely to be most important factor
in determining the outcome of the negotiation.

 You can aim high just as easily as you can aim low.

8. Develop options and strategies.

e Successful people are those who have the greatest
number of viable alternatives.

e Similarly, successful negotiators are those who have
the most strategies they can use to turn their
options into reality.



Negotiation Tips

9. Think like a dolphin.

e Swim in a sea of sharks or in a sea of carp.

* Dolphins are able to adapt their strategies and
behaviors to their counterparts.

e Remember, even when negotiating with a shark, you
have an option--you can walk away!



10. Be

Negotiation Tips

honest and fair.

* In life, what goes around comes around.
 The goal in creating win/win outcomes is to have

Dot
nav
DAC

n counterparts feel that their needs and goals
e been met, so that they will be willing to come

k to the table and negotiate again.

 An atmosphere of trust reduces the time required to
create win/win outcomes.



&/~ Negotiation Tips

11. Never accept the first offer.

e Often, the other party will make an offer that he or
she thinks you will refuse just to see how firm you
are on key issues.

 Chances are, if you don’t have to fight a little for
what you want, you won’t get the best deal.

12. Deal from strength if you can.

e |f that’s not possible, at least create the appearance
of strength.

e |f the other party thinks you have no reason to
compromise in your demands, he or she is less likely
to ask you to.



Negotiation Tips

13. Find out what the other party wants.

e Concede slowly, and call a concession a concession.

e Giving in too easily tells the other party that you will
probably be open to accepting even more
concessions.

14. Be cooperative and friendly.

 Avoid being abrasive or combative, which often
breaks down negotiations.



Negotiation Tips

15. Use the power of competition.

e Someone who thinks it’s necessary to compete for
your business may be willing to give away more than
he or she originally intended.

e Sometimes just the threat of competition is enough
to encourage concessions.



Summary

e Learn from your losses.
 Don’t walk away mad.

e Review what went wrong.



A quick word about...
Anger Management

Relax
Think positively
Problem-solve

Communicate with
others

Manage stress
Change the scene




Recognize Agendas

 Negotiators use Agendas

— Hidden: those that are
hidden and guide the
actual progress of the
session

— Apparent: Those that are
public and set the course
of a meeting




Recall Okinawan History briefing on

two types of truth:
Honne Tatamae
The real truth, what The official truth;
people think usually false version of
events




What'’s the Hidden Agenda?

e Uncovering hidden
agendas is an important
aspect in any negotiation
or mediation.

e |tis the hidden agendas
that truly impact how a
settlement conference
will proceed.




Leadership Training Can Teach You How To
Be More Effective

8 Success Secrets oA~

from
Motivational Experts




8 Success Secrets

e How do successful people
think?

e What drives them?

e Thisis a summary from 15
top motivational speakers
and authors



8 Success Secrets

e |[f you use these
secrets--you
should be able to
succeed at
anything you put
your mind to.




8 Success Secrets

Take 100 percent
responsibility for your
life

Live your life "on
purpose”

Be willing to pay the
price for your dreams

Stay focused

Become an expert in
your field

Write out a plan for
achieving your goals

Never give up

Don't delay



1.Take 100 percent responsibility

e Don’t let someone or something outside of

yourself prevent you from succeeding
=

e Successful people don't buy *:: | ;
into this victim thinking. g

Rather, their personal credo .4
is "If it's to be, it's up to 4
me!"



2. Live your life "on purpose”

 when you live your life on purpose,
your main concern is doing the job
right.

* You love what you do--and it
shows.

e Your conviction is as evident as it is
persuasive.




3. Be willing to pay the price for your
dreams
e Successful men and women find out

what it's going to cost to make their
dream come true.

N . They find a way to make it happen.

* They don't complain about the work it
takes to achieve their dreams.




4. Stay focused

the present; pays off big-time
down the road.

e Requires giving up some things in ﬂ")

e Ask yourself, "Is what I'm doing
right now bringing me closer to
my goal?"

* The more you do it, the easier it
gets.




5. Become an expert in your field

l e Strive to be the best at what you
do

@) e How? Study the experts.

 The quickest way to become
successful is to find out what the

best are doing, then do what
they do.




6. Write out a plan for achieving

 Goals that are not in writing are not goals at all.
They are merely wishes or fantasies.

 With a map in hand, you're virtually assured of
arriving at your destination in the shortest time
possible.



7. Never give up

e It may sound simple, even obvious, but when
you're truly committed to achieving your goal,
giving up isn't even an option.

 You must be willing to do whatever it takes to
make it happen.




8. Don't delay

 You don’t know how much time
you have left to accomplish your
dreams

e We don't have forever

"% ° Top achievers know this - it spurs
them on to go after what they
want




Had enough?

Wait... there’s one more...
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ATTITUDE

A Positive Attitudeis a Powerful Force" o
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