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Conscious Practice review
Radical Candour — Giving honest feedback
Creating ownership

Helping Styles

Coaching vs Telling

Skills of a coach

Future focus — keeping this alive
Conscious Practice
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LEVEL OF ENERGY

LEADER MANAGER
OPERATOR

LEHDER Set own context

Work within

mRNRGER others context
OPERATOR




FOUR ENERGIES OF
LEADERSHIP

PHYSICAL

Lestures
Stamina
Physicality
lone
\oice
Motion
Volume

EMOTIONAL

Upenness
Passion
Vulnerability
Listening
Relationships
Rapport
Empathy
Trust

INTELLECTURL

Thinking
Formality
Cebating
Structure
Eloguent
Rational

Logical

SPIRIT

Higher purpose
Stillness
Calm
Resolute
Vision
Fossibility
Helief
Meaning

LEADERSHIP
wop

What will success loak like?

How will we know when we get thera?

What | want
people saying
about me?
How | am
viewed as a

How will it feel
to work hera?

What will ather
people see?

leader?
wHAT | DO

My Values / Purpose
WwWhat drives me forward?
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HIGH

A

JUPPORT

AND CHALIENEGE

COMFORTARLE HIGH
cosY PERFORMANCE

LEVEL OF CHALLENGE

LISTENING
LEVELS

= : alking over eac er
Down Talking over each othel

Waiting for the ather to
the pub draw a breath

That Conversation ping pong
happened Comparing what they say
to me to your perspective

HEIUE you tried? Coming up with solutions
This is what you “Fixing them"
need to do...

Curiosity
That's interesting Focus on them/their needs
Listen to understand




PLAYING TO  PLAYING TO
wiN

AVOID LOSING

Angry Make it happen
Aggressive On the front foot
Righteous - Driving
Controlling r Buzzing MY

In the detali Confident lEADERﬂ'"P
AL BEHAVIOUR

Withdrawn Calm energy
Quiet < Peaceful
Playing safe Reflective HOW IT .MNDY'
Deferring ! See big picture
Isolated | Grace under pressure OQE%I;{ER




THE TRUST

eqretion

RELATIONSHIP

T = C+RA+)

S

T = TRUSTWORTHINESS
C = CREDIBIITY
R = RELABILITY

RELATIONSHIP | = INTIMACY




HUMAN RESPONSE T0
CHANGE CYCIE

A
7

Sustain

/

Integrate

Denial /

Understand

/

Givens -
things | can do
nothing about

Rational response

Performance

Bargain

Emotional response

Things | can " Attention on the past | i Attention on the future
influence . and potentlal losses ! ¢ and potential galns

T R kR

Things | can
control




Conscious Practice Review

= What have | noticed since our last session
My leadership style
Leader / Manager / Operator
Busy vs Purposeful?

Playing to win or just to survive?
Building key relationships
Reactions to change

= Any successes / failures”?
= Anything | could have done differently?




Radical Candour — Giving honest feedback

» Based on book by
Kim Scott




Radical Candour

* Kim Scott — Senior Exec at:
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Radical Candour
lGNORANCE CROWTH

NO CHANGE CARE PERSONALLY PROFOUND CHANGE

Gopani | CRNOOR

< CHALLENGE ‘D\RECTL‘(?

MW \atve Conauous
\nsincertiy Agaression

/ N\

L
MISTRYST DEFENSIVENESS

NO CHANGE LITTLE CHANGE




Radical Candour

 Importance of both axis:
« Care Personally — and the other person knows it
« Challenge Directly — Speak the Truth

* Both equally important and interdependent




Radical Candour — Example

* In a meeting with peers you don’t come across
well.

« Something you've said has not landed well with
the boss.




Radical Candour — Example

| don’t want to | care about you
upset you. | say so | tell you the
nothing. truth.

| don’t care
about you. | say
nothing as it’s
hassle | don’t
need.




What stops us?

» SO0 what stops us being truthful to others?




Care Personally

* This isn’t about intent it's about impact

* The other person feels that you care
* About them as an individual
» About the organisation and it's success

» Each person will need something different to
achieve this. One size will definitely not fit all

* Without this ‘Speaking the Truth’ will come
across as harsh and potentially obnoxious




Challenge Directly

* This is about being honest and speaking the
truth however uncomfortable this may be

* The better the relationship the more honest
we can be and the better it will be received

* ‘Sugar coating’ or softening the message is
often done to be nice — the opposite is true

* Without challenge there is no change and no
growth




Radical Candour
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Exercise

Think of an example where you've been in
one of the quadrants?

Question:

Which do | need to increase:
» Showing | personally care?
 Giving more direct challenge?




Care Personally

 Ask for feedback first — if you can’t take it people
won’t accept it from you

 State your intention:

* “I'm telling you this because | respect you and | want to
be honest”

* “This is so important to the business | needed to let you
know my thoughts”

« Stop and ask yourself — how well does this person know
me / | know them”? How can you improve this?




Challenge Directly

 State facts not opinions

* “Your team didn’t deliver on time and that impacted on
the final product getting to market” vs

* “Your team just doesn’t get stuff done on time and
always makes us miss our targets”

 Put yourself in their shoes — if you or your team
had done something wrong or were perceived to
be underperforming would you want to be told?




Tell the ‘What’

Coach the ‘How’




What is Coaching?




TEACHING COUNSELLING




Telling vs Coaching







Review

How engaged is the coachee?
Where does the ownership sit?
Does me being an ‘expert” help?







Review

How engaged is the coachee?
Where does the ownership sit?
What was different?




OWNERSHIF

MODEL

THEIR RESPONOIBILITY

YOUR RESPONSIBILITY

Tell  Instruct Advise Guide Support Coach

' Increasing ownership and responsibility >

o5
-,




0UTCOMES

* People succeed in the task and they know it
# They have learned something and they know it

#* They feel more confident about their ability to
perform in the future... however little




PUINESE







Review

What went well?
What didn’t?







Review

Skills
Structure




FOR THIS
CONVERSATION

DETAILS, FACTS,
MORE INFO!

- WwHAT COUID
YOu DO)

- IDEAS




After the break...

= Think of a topic / issue to be coached on
= Must be real / not already solved

= Doesn’t have to be world peace...just something

you have yet to solve / are unsure how you will
tackle







» Ask questions

:b'gfg‘m \ COACHEE

* Have areal life issue
e \ot solved
* Not made up

\
[}
\

OBSERVER

e Observe COACH only
e Keep time / keep quiet
* Give feedback




Review

What did you learn:
- As coachee?
- As coach?




Common Pitfalls
In Coaching

Jumping in with one's
own ideas and solutions

Making assumptions based
on superficial information

Not probing for
deeper information

Not listening

Following your goals
rather than their agenda
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Skill / Knowledge / Competence High




TUATIONAL
coacl.m

Where are my team?

Who would benefit most from taking a
coaching approach?

What can T do to make this happen?

What stops me?




Next Level...

= How will you keep your learning alive?
= As individuals?
= As agroup?




Check out

= What's the key thing you've taken from
the programme?

= What do you need to focus on to be an
even better leader?
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