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Module One:
Getting Started

Welcome to the Leadership and Influence workshop! They
say that leaders are oM /Nol pnade. While It is true that
some people are born ldadersgsaome leaders are born in the
mMidst of adversity.
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A leader leads by example not by Force.

Sun Tzu
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Workshop Objectives

Define leadership
Adapt leadership styles
Establish personal goals
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Module Two: el e
The Evolution of Leadership

L eadersnip itself has-notl evolved, but our
Jnderstanding of M NAS/ 1T I1s important to
Jnderstand why wery/different leadership
styles can be effectjve, why the same
leadership techneydes iy | not work in every
situation, angAwnicn | lekgersnip style fits

vour personallis begt.

Do not repeat the tactics which have gained you one victory,
but let your methods be regulated by the infinite variety of circumstances.

Copyrighted Material © - All rights reserved to Top Social Power® Sun Tzu
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Defining Leadership

Establish direction
INnfluence
Motivate
Responsible

O
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Characteristics of a Leader

Honest
INspiring
Broad-mindeo
Intelligent

'maginative
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Leadership Principles

Know yourself and seek self-improvement
Set the example

Develop g sense of reSpORsi iy in your supordinates
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A Brief History of Leadership

Historical Leaders: Political, Military, Religious

Modern Leaders: EcomoMic . Acientific
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Three Theories of Leadership

The Great Man Theory
The Trait Theory

Transformational Leadership
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Practical lllustration

o Julle and Mindy were co-workers

« Now Mindy is Julie's sulbgrdkadgie
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Module Two: Review Questions

Which of these statements about the evolution of leadership is
true?

4 As long as there havelbeen leadérs, it has been impossible to
determine how and wiy Meyfvgre successiul

O) Leadership itself has evoled, ghd our understanding of it has

c) Itis important to understand why very different leadership
styles can be effective

d] It is important to upslLItand IRSIAQL everyone nas
leadership poterp=A/ithin them

What is the mark offa Wue lesaer?

a) The position held

o) The title held

c) How many people need to be lead

d) How many people are willing to follow them



Module Two: Review Questions

5 Which of these is not a characteristic of a leader outlined by the
Santa Clara University and the Tom Peters group?

2] Honest

o) Imaginative

c) Straightforward
d) Closed-minded

4 Which of these is a legassaN o prinefgmof the United States
Army?
a) Ensure the task fs ufdersteod, supérvided and accomplished

D) Seek to improveseffers YOt yydrsely

c) Keep your superiors morrQed
cl) Seek responsibility and take responsibility for others actions



Module Two: Review Questions

Why do the United States Army leadership principles not
address what to do or say in any given situation”

- There would be too manyvarabfes. The list would be too
long and complicated

- Because there is a real farrmulafor being a leader that is
taught at higher ranks

Leadership cannot be tadght.| It can only be learned through
oersonal experience

Leadership must c@mTysA o WNErT™SNd it s based on your
oersonality

Which of these catggogies hawadeadeyg Tpically belonged to in
the past?

Police
o) Religion
o Family
1 School system
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Module Two: Review Questions

/. Which of these statements is not true about the military leader,

sun Tzu~

a) He wrote the Art of Wah

O) His book is about how S0 WsefriAies by any means necessary

c) He was a great military legder

d] His book focuses more or]j wise political policies ano
strategies to prevent war

With the rise of the Ind Ukt idl ReyvortLioh, what new kind of
leader emerged?

a) Economic
o) Military
c| Political
al Family



Module Two: Review Questions

9. Which theory takes the phrase "Great men are born, not
made” literally?

o) The Great Man Theohry

o] The Generational Theowy

c) The Trait Theory

d) The Leadership Principlé Theory

O.Which of these is th& g)ifererjce Ddlvwkeen a good leader and
a great leader?

a) Theamount of Lol res| Cledl WwPewnaye
o) Writing ability
c) Military tactical thinking

d] The number of leadership skills they have developed



Module Two: Review Questions

I Which of these staterments about the evolution of leadership is
true?

=) As long as there havelbeen legders, it has been impossible to
determine how and why theywere successful

O Leadership itself has evolved, and our understanding of it has

c) Itisimportant to understand why very different leadership
styles can be effective

dl Itis important to upearstand thal»Qt everyone Nas
leadership potengfapdtithin them

J o Whatisthe mark of a Wue leader”

=) The position held

o) The title held

) How many people need to be lead

d) How many people are willing to follow them



Module Two: Review Questions

5 Which of these is not a characteristic of a leader outlined by the
Santa Clara University and the Tom Peters group?

o) Honest
o) Imaginative
c) Straightforward
d] Closed-minded
4 Which of these is a legdership prinefietd of the United States
Army?
a) Ensure the task fs ufderstood, supérvided and accomplished

0] Seek to improve w#Efers N0t yadrself

C) Keep your superiors mfornged
0 ) Seek responsibility and take responsibility for others  actions



Module Two: Review Questions

Why do the United States Army leadership principles not
address what to do or say in any given situation”

- There would be too manyvarabtes. The list would be too
long and complicated
- Because there is a real farrmulafor being a leader that is
taught at higher ranks
Leadership cannot be taught. It can only be learned through
oersonal experience

Leadership must c@gmyeArom W™ nd it is based on your
oersonality

Which of these cat@gogies havedeadeps thwoically belonged to in
the past?

Police
o) Religion
o Family
- School system



Module Two: Review Questions

—

' Which of these statements is not true about the military leader,
sun Tzu?

4) He wrote the Art of War

O] His book is about how S0 Bsedriiies by any means necessary

) Hewas a great military leader

o] His book focuses more on wise political policies and
strategles to prevent war

S With the rise of the Industrial RevolUtion, what new kind of
leader emerged?

a) Economic
o) Military
c Political
Al Family
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Module Two: Review Questions

9. Which theory takes the phrase "Great men are born, not
made” literally?

o) The Great Man Theohry

O] The Generational Theory

c) The Trait Theory

c) The Leadership Principle Theory

10, Which of these is thé djfference oaiween a good leader and
a great leader?

o) The amount of poljprca] cledwt ey Naye

o) Writing ability

c) Military tactical thinking

dl The number of leadership skills they have developeo
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Situational Leadership

N this module, we will @igcuss the different types of
‘Situational Leadership™

o Telling

« Selling

e Participating
« Delegating

You manage things; you lead people.

Murray Hopper
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Situational Leadership: Telling

New employees
Direct Instructions

e TJaskfocused
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Situational Leadership: Selling

Task focused
Developing relationshiw

Building trust

Copyrighted Material © - All rights reserved to To
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Situational Leadership: Participating

Competent employees
Less follow up

Relationship focused
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Situational Leadership: Delegating

Empowered employee
Minimal supervision

Praise good performance
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Practical lllustration

e Jackie was frustrated

« Paulette suggested snastap PECK
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Module Three: Review Questions

I Which of these is the key to practical leadership
development in the Hersey-Blanchard model”

allThe attributes
o) The styles
c)Ihe followers
d)All of the above

/2. Who do commuilidation aXpérls consider it critical
to tailor your mesagel|to?’

a) Stakenholderd

o) Community

c) Target audience
Cl)Sales team



Module Three: Review Questions

5 Which model addresses four types of leadership styles?

o) The Confident Model

o) The Situational Leadersdio Model

c) The Motivational Leadar Madg

d] The Authoritarian Leadefship Model

4 Inthe Situational Leadesghip,Mgee!, to which level do
employees need to ke fievelqped

al The Delegating \sad/c|
o) The Selling Levl

c) The Participating level
adl The Telling Level



Module Three: Review Questions

5. What is the lowest level of leadership style?

o) The Delegating Level
o] The Selling Level

c) The Participating Level
d) The Telling Level

6. What are characteristics of thé employee of a Telling Leader?

al The employee has low competdance and high commitment,
being unable to corgally, Withlod&sihafeelings of insecurity

O] The employee mayRelNchoparativg geperforming as little work
as possible, despife their camipgtencd wilh the tasks

c) Theemployee is gotgonvincadlvet, ol 1§ open to becoming
cooperative and ROyYrango

a) The employee is hignly cagmpetent, highly committed,
mMmotivated, and empoWweres



Module Three: Review Questions

/. Which of these statements is true about a Selling Leader?

a)

0) The leader must still fodus\lighlyonLasks and this still requires

The employee of a selling leader is convinced and is open to
becoming cooperative aqd npetjvaked

much of the leader’'s tima, b= e focus now also includes
developing a relationship Wth the employee

c) The employee must spend morg time listening and offering

d) The goalisto engagg thelepder s0Tey) can develop to the next

advice, scheduling the leadér forjadditional training if the situation
requires it

level

8. What does a particigbtinyg leads#aécd tgffoc\Ns more on”?

a)
D)

On the tasks assigheq
On getting the "buy INGIIRE e Qe from the start

c) On the relationship betweenThe employee, the leader, and the

d)

group.
On building the employee into a leader



Module Three: Review Questions

9. What is the ultimate goal of the delegating leader?

1 Complementing the employee on every task, as continued praise

|

for outstanding perfornmancgTmusybe given

0) An employee who feels 'ulempbwered and competent enough

to take the ball and run wikh TtwiZh minimal supervision.
Delegating tasks to the employde with utmost supervision, for
liability reasons

d] An employee who reqgupess high|gegls of supervision and task

assignment

0. Which of these are te pllowdr-diriyen stegek”?

a)

Delegating and Hartidesaling

o) Selling and Telling
c) Telling and Participati™e

1) Delegating and Selling
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Module Three: Review Questions

- Which of these is the key to practical leadership
development in the Hersey-Blanchard model?

alThe attributes
o) The styles
c)The followers
dJAll of the above

JWho do cormmunicdtiorn expertsconsgider it critical to tailor
your message to?

o) Stakeholders

o) Community

c) Target audience
cl) Sales team
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Module Three: Review Questions

o Which model addresses four types of leadership styles?

o) The Confident Model

o) The Situational Leadersqip Model

c The Motivational Leadar Moagl

c) The Authoritarian Leadership Model

N the Situational Leadessnip Maeke!l, to which level do
employees need to fbe gévelaped 1t

a) The Delegating et el
o) The Selling Level

c) The Participating level
al The Telling Level



Module Three: Review Questions

What is the lowest level of leadership style?

- The Delegating Level
o The Selling Level
The Participating Level
- The Telling Level

What are characteristics of the employee of a Telling Leader?

- The employee has ek cbmpet&nbeand high commitment,

being unable to gaadDly, Wilh posSigiafeelings of insecurity
o The employee maybe uncooperatikg,dr performing as little

WOrk as possiblg degpite thelr camdpetence with the tasks
The employee is et convinced yet, ot is open to becoming
cooperative and motwdated

- The employee is highly competent, highly committed,
motivated, and empowered
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Module Three: Review Questions

Which of these statements is true about a Selling Leader?

o) Theemployee of a selling leader is convinced and is open to becoming
cooperative and motivated

O] The leader must still focds Mdhly anftagks and this still requires much
of the leader’s time, but the fOsussow also includes developing a
relationship with the employee

- The employee must spend more time listening and offering advice,

scheduling the leader for additional training if the situation requires it

d) The goalisto engage the leader sa they can develop to the next level

. What does a participating lgader need to foclis more on?

=) On the tasks assigned

O] On getting the "byy IN{of thelemployee fFOMY the start

c) Onthe relationshif begerasn thelmeNee, he leader, and the group.
) On building the emptayee iffo a l8adder
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Module Three: Review Questions

9. What is the ultimate goal of the delegating leader?

o) Complementing the employee on every task, as continued praise
for outstanding performmance mustbe given

0) An employee who feels fJulMempowered and competent enough
to take the ball and run wikh Tt wiZh minimal supervision.

- Delegating tasks to the employee with utmost supervision, for

liability reasons

- Anemployee who reqgujees high llewels of supervision and task
assignment

0. Which of these are the follower-driven steges?

a) Delegating and Hertides{ing
0 Selling and Telling

c) Telling and Participatife

al Delegating and Selling
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Module Four:
A Personal Inventory

« \What ablilities are able tgwfgeqcgfollowers and bring them to
accept the leader’'s visionas\thelr ofvn”

o VWhich of these qualities doyou @gossess?
« VWhich of these qualities do yyou heed to develop?

Courage - not complacency - is our need today. Leadership not salesmanship.

Copyrighted Material © - All rights reserved to Top Social Power® ]Ohn F. Kennedy
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An Introduction to €23 powen:
Kouzes and Posner

Model the Way
INspire a Shared Vision
Challenge the Process
Enable Others to Act
Encourage the Heart

LEADERSHIP
O CHALLENGE

Copyrighted Material © - All rights reserve) ,
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A Personal Inventory

4 \
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Creating an Action Plan

Set Leadership Goals

Address the Goals

Seek Inspiration

Choose a Role Model

Seek Experience

Create g Personal MegyeN Sthtiowgmy

@EH-

Copyrighted Material © - All rights reserved to Top Social Power®
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Practical lllustration

e Morale was down
e Yolanda was concerned

« Shereferred to her training Manual



Module Four: Review Questions

What is the name of the book published in 2002 and written by James
Kouzes and Barry Posner?

a) How Leadership ChangedaNy LiFesgnd(ill Change Yours, Too
D) The Leadership Inventory.

c] The Leadership Challenge

d) The Delegating Leader: The Uximatg Goal

7. What did James Kouzes and Barry Pogner ask thousands of people to do”

They challenged them Lo aRelonla Idadeghip role for two months anao
document their experfengdges

D) They asked them tdrark list off chjarecteriqticsypssociated with leadership,
iNncluding the seven M qualitiesfthat moteed them to follow willingly
They told them to necordsac mselves pa=teadership meetings and from
there, they denoted Whiat the gevenytiop guatties of motivation were

o) They asked them to followed |eadergnim-at/entory to rank their qualities
and how they affected their day to day work-life



Module Four: Review Questions

4o Which of these is one of Kouzes and Posner's abilities that are
crucial to successful leadership?

a) Enable Others to Act

0) Lead the way

c) Enforce the process

d] Encourage the imagination

4 What does Kouzes and osnelslagenity "Model the Way' mean’?

a) If you capture the=Rafgination, YOS INspire creative
thought and inckggée loyalty

O] You must lead dy exagple

c) Truly empower pedple tofact & thar=own within their level of
authority

cl) A positive attitude is infectious



Module Four: Review Questions

Which ability means "Think outside the box."?

Lead the Way
o) Challenge the Procesg
Enable Others to Act
4) Inspire a Shared Vision

Which of these statements i trug of “Inspiring a Shared Vision™?

You can't come inte=xkodk| 10 NMilgukss late every day if you
want your emploeaed tO drrivg on SN

o) Situations chanQea@ Nd sdmietf mes @bl icy or procedure
never worked well irj e fITst plgeg

if the leader appeafE pajdlonx g or Pted about the vision,
others will catch the'eeflINsigb =S well

4) 1T you capture the imagination, you will inspire creative
thought and increase loyalty
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Module Four: Review Questions

7. Inthe results of the Kouzes/Posner study, what was reported
as the most important guality in a leader?

o) Independent

D) Supportive

Cc)] Honest

d) Determined

8. Which of these is th& fi)st step toc{egdting an action plan?
a) Seek experienca

D) Set leadership oo

c) Choose a role moaoel
al) Create a personal missionstatement



Module Four: Review Questions

9. Which of these is a way to seek inspiration?

5 Imagining your legacy

O] Choose a role modeNLel fitgyodr personality

c) Read books and conduct¥esabrch on the internet or at
lioraries

d) Determine how you will accomplish your goals

10.Which of these is not a)Jugstioh Vdu Jvould ask yourself
before preparing 4 myssion|statlemegt?

a) Do you want tO\COgPmMU NkegtcAmerp

o) How do you want 8o bg fememrnbgred?

cl What do you want peopleTo think of you?
al What type of leader you determined to be?



Module Four: Review Questions

What is the name of the book published in 2002 and written by James
Kouzes and Barry Posner?

o) How Leadership Changed-My Lifesand Will Change Yours, Too
o) The Leadership Inventory.

] The Leadership Challenge

- The Delegating Leader: The Ultimate Goal

What did James Kouzes and Barny Posner ask thousands of people to do?

11 They challenged them Lo take onla Idadership role for two months and
document their experiendes

D) They asked them tdfrark list of chargcteriqticsypssociated with leadership,
iNncluding the seven M qualitiesthat moyecd them to follow willingly
They told them to recordssacmselves pp=eadership meetings and from
there, they denoted Whiat the gevenytiop guatties of motivation were

) They asked them to follOwee’ldgdergniedatentory to rank their qualities
and how they affected their day to day work-life



Module Four: Review Questions

4 Which of these is one of Kouzes and Posner's abilities that are
crucial to successful leadership?

a) Enable Others to Act

O Lead the way

c) Enforce the process

cl] Encourage the imagination

- What does Kouzes and RPosner's gbnity "Model the Way' mean?

o) If you capture thetRaggination, yossr| iINspire creative
thought and inchkease loyalty

O] You must lead dy exagple

) Truly empower pegple tofact ®h that=twn within their level of
authority

cl) A positive attitude is infectious



Module Four: Review Questions

Which ability means "Think outside the box."?

Lead the Way

o) Challenge the Procesg
Enable Others to Act
INnspire a Shared Vision

Which of these staterments is true of "Inspiring a Shared Vision™?

You can't come inte=wiork 10 minukes late every day if you
want your employees to arrive on Sae

o Situations chanQeed Nd sometimes g0licy or procedure
never worked well intQe first place

If the leader appeafs pasdionadie or &xcited about the vision,
others will catch the'ertnysiasm=-as well

if you capture the imagination, you will inspire creative
thought and increase loyalty



Module Four: Review Questions

7. Inthe results of the Kouzes/Posner study, what was reported
as the most important guality in a leader?

o) Independent
O] Supportive
C] Honest

a) Determined

S Which of these is th& fijst step toTledting an action plan?

o) Seek experienca

D) Set leadership §oae

c) Choose a role model

o) Create a personal missionStatement



Module Four: Review Questions

9. Which of these is a way to seek inspiration?

5 Imagining your legacy
O] Choose a role modelthat fitsyour personality
c) Read books and conductesaearch on the internet or at

libraries
a) Determine how you will accomplish your goals

10 Which of these is not g)Juestion Yau would ask yourself
before preparing a mission statement?

a) Do you want to\CogPrmmiuU ke teAmiery
o) How do you want 10 bg rememrnbgred?
- What do you want peopleTo think of you™

ad) What type of leader you determined to be”
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Module Five: LS
Modeling the Way
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Remember that the bespeadars are examples of what they
want their followers to be\BEM defhidon, a leader is in the lead,
right up front, ready to takextieheat if something goes wrong.

If something does go wrong, a ftrue leader never blames his
followers even if in fact they fdiled|

OO

O

Some look at things that are, and ask why. [ dream of things that never were and ask why not?

Copyrighted Material © - All rights reserved to Top Social Power®
George Bernard Shaw
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Determining Your Way
Determine successful qualities
Deals with adversity

L earn from mistakes




¥ TOP
o 1%% SOCIAL

Being an Inspirational <k e
Role Model

—Honesty
Integrity
—alr

Listen to criticism
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Influencing Others’ Perspectives

Address issues immediately
Listen to people
Go that extra mile

Be seen
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Practical lllustration

o Justin was disillusioned with being a leader

« AMy gave Nim some INSpINQgEdyice



Module Five: Review Questions

Which of these statements is true about modeling the way as a
leader?

A true leader takes theYolarma, apd then addresses how to
correct the problems Nalaroge

o) The best followers are exarmgled of what they want their
leaders to be
You can lead from the redr angd send your troops out to take
the heat and face the gRallendgs

4) If something does gIoywrond, d NE eader blames nis
followers especigf# 1N fact|tney fawed

Once you have chggemyour kalesmodegt, What should you do?

Be willing to listews=o crjifism) fout 3@ consider the source
o) IMagine your legacy

Determine how you will accomplish your goals
4) Study what gualities made therm successful



Module Five: Review Questions

Why should you pay particular attention to how your hero deals
with adversity?

Because you can learf apout the ideas and philosophies that
drove them and madetham.suctessiul

o) Because there is no lead&r in Astory who has not had failures
Since that is the best way|to sée how different situations
called for different styles @f ledgdership

4) Since your own stapsxlde lookidg~or the mistakes that you
might make

Who is leadership gfot\or”

=) The self-confidernt=4nad seff-asydred
o) The bold and the self=afaer
The timid or the arrogant
4 Those who have honesty and integrity



Module Five: Review Questions

5 Which of these is not helpful advice for being an inspirational role model?

a) Bean arrogant leader. People will see it as being powerful
Be willing to listen to critiCisRo fout &lsd gonsider the source
Don't be too afraid of what Rth&ss4Night say about you

People who lack self-confidenge oftén feel intimidated by a true leader.
Don't let these types of peoplaholdlyou back

Who said, "It is not the critic who [counts oot the man who points out how
the strong man stumblesemiyere thg §odps deeds could have done them
petter. The credit belongeaane manh who Sggeyally in the arena, whose
face is marred by dust gndjeweat and Blood, Whoktrives valiantly™?

a) George Washingtofh
o] Theodore Roosevell
c) William Howe

0 Hershey-Blanchard
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Module Five: Review Questions

/. What type of attitude must you always have to inspire others?

o) Autonomous, demanding, arrogant
0) Loud, boisterous, flighty

c) Quiet, timid, soft-spoken.

d] Honest, caring, dedicateo

8. If any of your employees do feel they have been wronged, what

do you need to do?

a) lgnore the problem

0) Hold back, as agfingyauickiYwill befmiinterpreted as
arrogance

c) Seek counsel from yoef reniors

d) Address the issue immediately



Module Five: Review Questions

2. Believe it or not, what's the pbest influence you can have?

o) Using writing and speeches to persuade others
o] Alarge company of foliglvers

c) Not trying to influencexsoreeohe

d] Not leading someone

10.What makes others feepaympowgsed”?

a) Listening to thepm

O] Having a leaderysmharge

c) Being given a comyEmucaln grvgte
a) Disengaging yourself fom your siaff



Module Five: Review Questions

Which of these statements is true about modeling the way as a
leader?

a) Atrue leader takes the pglame anaLthen addresses how to correct
the problems that arose

O] The best followers are examples of what they want their leaders to
be

C) You can lead from the rear and send your troops out to take the
neat and face the challemges

al Ifsomething does g wwehag, a truetéader blames his followers
especially If in facth&y failed

Once you have chosén yaur role-model, whafyshould you do?

5 Be willing to listentlcritidigm, but alsQ@Tonsider the source
O] Imagine your legacy

- Determine how you will accomplish your goals
d] Study what gualities made them successful



Module Five: Review Questions

Why can you pay particular attention to how your hero deals
with adversity?

Because you can learn apoutthe ideas and philosophies that
drove them and madetham.suctessiul
o) Because there is no lead&r in istory who has not had failures
Since that is the best way|to see how different situations
called for different styles of leadership
- Since your own stall/oe lookigg<or the mistakes that you

might make

Who is leadership glotor”

- The self-confident=-and seff-assdred
- The bold and the selfsstariier
The timid or the arrogant
- Those who have honesty and integrity



Module Five: Review Questions

Which of these is not helpful advice for being an inspirational role model?

a) Bean arrogant leader. People will see it as being powerful
Be willing to listen to critiCisRo fout &lsd gonsider the source
Don't be too afraid of what Rth&ss4Night say about you

People who lack self-confidenge oftén feel intimidated by a true leader.
Don't let these types of peoplaholdlyou back

Who said, "It is not the critic who counts, ot the man who points out how
the strong man stumblesgerlybere the dogpel deeds could have done them
pbetter. The credit belongsiodthe man who isaésgally in the arena, whose
face is marred by dust gndjsweat and blood, Whostrives valiantly™?

o) George Washingtoh

O] Theodore Roosevell
William Howe
Hershey-Blanchard



Module Five: Review Questions

/. What type of attitude must you always have to inspire others?

o) Autonomous, demanding, arrogant
o) Loud, boisterous, flighty

c) Quiet, timid, soft-spoken.

d] Honest, caring, dedicated

= Ifany of your employees do feel they have been wronged, what
do you need to do?

al

o)

lgnore the problem
Hold back, as actingyquickly will befmisinterpreted as

arrogance

c) Seek counsel from yoef mMentors

) Address the issue immediately



Module Five: Review Questions

2. Believe it or not, what's the best influence you can have?

o) Using writing and speeches to persuade others
o) Alarge company of follewers

c) Not trying to influencesorreohe

a1} Not leading someone

10 What makes others feelampowered?

a) Listening to thep=

O] Having a leaderymCharge

C) Being given a comptmuepsdn priviate
o) Disengaging yourself fom your siaff



MOdUIB SIX %o POWER®
Inspiring a Shared Vision

The key to true leadershipNs/fo Ngblre a shared vision among
your followers. Before yo\ Can _gOonfey a vision, however, you
Nave to develop it. You must O€ gbsolutely clear in your vision,
live it before others can see it Jand model it from your behavior.

I suppose leadership at one time meant muscles; but today it means getting along with people.

Copyrighted Material © - All rights reserved to Top Social Power® Mohandas K. Gandhi
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Choosing Your Vision

Attainable goals
—OCUS A

Sense of direction
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Communicating Your Vision

Through actions
Create a catch phrase

Lead by example

O

O

Copyrighted Material © - All rights reserved to Top Social Power® '
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Everyone loves a winner
Social acceptance

Reward loyalty

Copyright
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Practical lllustration

« Bruce was a passionate leader

 He wanted to instill thahpassian i his employees



Module Six: Review Questions

- What is the key to true leadership?

al Hiding in your office

o) Inspiring a shared visioRlampNg/your staff
c) Not seeing your staff ragitarly

d] Disengaging yourself fram your vision

2. Before you can convey gasion, wmsat must you do first?
a) Choose a role myese
o) Develop your Vi)

C) Imagine your lagagyas aegder
al Write down your vision



Module Six: Review Questions

5 What is a guestion you can ask yourself to help choose your
vision?

4 What's in it for me?

o) Why are things the waWwheyarg’”?

c) What do you want to accdomplish, and what do you need to
do to get there?

d) What is most impora@yin my (M-

4. Which of these is agf eXxemple of & visigh thiat had an attainable
goal?

a) King Arthur soudethe HOly 81l

o) Lewis and Clark maDeeEfd o uZn™=the United States
c) NASA took us to the moon

d) All of the above



Module Six: Review Questions

5 What will your vision provide for you and your employees?

ol A monetary source

O] A sense of accomplismment
c) Aseries of ideas

d] A sense of direction

o. Which of these analogies begt dgscribbes what a vision should
oe”?

a) Like the tortoise gmglNe Mafe|be Wge~§he tortoise. Slow and
steady

o) Be like a lighthdUse paga hill, Quigdidg siyips to safety ana
warning them aweq froyftheYocks

c) Belike a car, able to ae€oRQplisn=ings at incredible speed

a) Like the military, have your employees sign up and commit
to a decided upon time of service
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o™,

Module Six: Review Questions

/. What should you take every opportunity to do”?

a) Communicate your visionn words and deeds
o) Gain more followers

c) Re-assess the loyalty oRNyosr employees
d) Have your words speak lpuder than your actions

8. What is one of the best pmays La g&nmunicate a vision”?

a) Verbal repetitiop

o) Sum the vision Sedn a simple catQeONrase.

c) Posting flyers Wthemgt QoA oy s explaining your
Vision

al] Have your employees recite the vision daily



Module Six: Review Questions

9. What do most employees enjoy?

o) Constructive criticism given at regular intervals

o) Hard work and little involyvemest from you in working
towards the vision

c) Being part of a larger, sudcessful organization

d] Giving their loyalty to you

O. If you can get your ergMASWEaEs LO|deZE€DY Your vIsion as their own,
and excite them alu¥oeing patt of TPwWNat will they most likely
do”?

a) Excel beyond whsefou §f thAY) thdmefnt possible

o) Want performance DeffulSgs ndefvards for validation
C) Ask the guestion "What in it for me?”

cl] Crave acceptance
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Module Six: Review Questions

- What is the key to true leadership?

o) Hiding in your office

o) Inspiring a shared visionlamong/your staff
c) Not seeing your staff regutarly

a) Disengaging yourself from your vision

/. Before you can convey gsion, Wwaat must you do first?

5] Choose a role mede

o) Develop your Visad)

Cl Imagine your legagyas aeqder
aWrite down your vision



Module Six: Review Questions

5 What is a question you can ask yourself to help choose your
vision®

4 What's in it for me?

o) Why are things the waystheyarg”

c) What do you want to accomplish, and what do you need to
do to get there?

) What is most importafhtyin my (fg?

2 Which of these is agf eXample of a visigh that had an attainable
goal?

=) King Arthur soudt#the HOly Griail

o) Lewis and Clark mapeed \nugn ofthe United States
) NASA took us to the moon

d) All of the above



Module Six: Review Questions

5 What will your vision provide for you and your employees?

ol A monetary source

O] A sense of accomplismment
C) Aseries of ideas

dl A sense of direction

o Which of these analogies best describes what a vision should

oe”?

o) Like the tortoise gmerthe hare be Nge=<sne tortoise. Slow and
steady

o) Be like a lighthdlse paa hill, guididg siyips to safety ana
warning them aweaq fronftheYocks

c) Belike a car, able to ae€orRgplisn=ngs at incredible speed

a) Like the military, have your employees sign up and commit
to a decided upon time of service



Module Six: Review Questions

/. What should you take every opportunity to do”?

a) Communicate your vision_n words and deeds
o) Gain more followers

C) Re-assess the loyalty ofyour employees

O Have your words speak louder than your actions

= What is one of the best mways Lo geymmunicate a vision”?

o) Verbal repetitiop

D) Sum the vision S@dn a simple catQaONrase.

c) Posting flyers with gemgthy-paaaiapns explaining your
Vision

a) Have your employees reclte the vision daily



Module Six: Review Questions

9 What do most employees enjoy”?

o) Constructive criticism given at regular intervals

o) Hard work and little iRvolyemepnt from you in working
towards the vision

c) Being part of a larger, sudcessful organization

al Giving their loyalty to you

10/ If you can get your erngidyees Lo aegeDt your vision as their own,
and excite them abutoeing part of MPwhat will they most likely
do”

a) Excel beyond whesef/ou §of th&y) thdwent possible

o) Want performance Derfuses andatwards for validation
C) Ask the guestion "What in it for me?”

cl] Crave acceptance



Module Seven: <2 B3Wie:
Challenging the Process

As a leader, you must gagrgf™outyopportunities to change,
grow, innovate and impraval Thgre/is no reward without risk
nowever, so you must be WNIIRe tg experiment, take risks, and

learn from any mistakes. Ask guestions, even if you fear the
anNswers,

Leadership: the art of getting someone else to do something you want done because he wants to do it.

Copyrighted Material © - All rights reserved to Top Social Power® Dwight D. Eisenhower
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Think Qutside the Box

o« Askwhy?
e (Cenerate ideas

e Queryeveryone
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Developing Your b St
Inner Innovator

Utilize new visions and-goaks
Work from the target baskwarads

Plan and research
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Seeing Room for Improvement

Coals must be attainable
SQNe dggrée of difficulty

INnvestigate any potential bottlenecks

Copyrighted Material © - All rights reserved to Top Social Power®
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Lobbying for Change

INnfluence people
Be prepared, do yourikeseareh

Attack the problem wWALIMNg_#é N

Ol |1y
P

Copyrighted Material © - All rights reservt
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Practical lllustration

o Kaitlin spoke to David about setting new goals for the team

e He was excited to be indlusledsn Fnis decision
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Module Seven: Review Questions

~ Which law are most large groups governed by~

o) Law of comparative judgment
o) Law of sociology

c) Law of inertia

d) Boyle's law

7. What can be defined agmilestdipmened model or structure?

al Paradigm

0) Brainstorming
C) Stereotype

o) Paragon



Module Seven: Review Questions

a)

‘" )
N/ |
—~
( |
\

d)

5. Which of these is not good advice about “thinking outside the pox™?

Ask questions of your employees, customers, former leaders
Don't be afraid to ask the.guestion ANV hy?"

Often the lowest ranking parsongAnAn organization can't tell you
exactly what is wrong bedgUsehey don't see it daily from their
vantage points

d) Sometimes it is necessary t@ "thiphk outside the box" and break the

oaradigm

VWhich of these is the passgeliNltiONI N novation”

An improvement n § procgsg of procgduye

O] An earlier event opeaion thit)s JegarJdem{as an example or guide

to be considered (N sulbeseauUent Siradl Cirgumstances

c) The faculty or actid=ff forffing NewW Idfe€ or images or concepts

of external objects NONQEESeNt tP Naehenses

d) A total redirection or restructoring based upon stated goals and

research



Module Seven: Review Questions

5 Which of these is a helpful tip about using innovation?

a) There should be solid evidence that a new way of doing
things is likely to work Defbreyol Jnvest money and
everyone's time

o) To be sure, all innovative'strategies will be feasible or cost
effective

c) Change should often be madg, just for the sake of change

d) Keep focused on thes§aals dNn\QEowilling to break rules if
they need to e jpragetn

o. What does g drive y0 excelleRcesalwayg soek”?

al Innovation

O) Improvement
c) Imagination
Al Immunity



Module Seven: Review Questions

/o When will people simply give up trying altogether?

o) When their leader is honest, open, and willing to listen to
their ideas

o) When your employeesiaretooked upon as "good enough.”’

c) When innovation first beging

d] When goals are unrealistic of unattainable

8. Ifonly a few employ&ed arelraacniilg Ane goal you set, what
should you do”

a) Raise the targe\

D) Strive to achieve more

c) Stifle progress

d) Lower the goal somewhat
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Module Seven: Review Questions

2. Tolobby for change, what do you need to do?

=) Talk toyour staff about possible solutions.
O) Influence people and exd@ta theMINO/OuUr Vision
c) Set high goals that are attgingdle Futlvith some degree of difficulty

d) Investigate any potential boktlenecks that might be stifling progress
O. Which of these is not good advice for successfully lobbying for change?

a) Bring about change with¢ONe big dg@ryatic gesture, instead of

oringing about chande gowly
0) Do your research, dnd glwayslentef a megting by being prepared
C) Show as clearly as gosyible howolur plaghwiN effect positive change
d] Attack the problerRwigh aRlgp=sQuyfd Masa/ing, and infectious

enthusiasm
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Module Seven: Review Questions

~ Which law are most large groups governed by~

o) Law of comparative judgment
o) Law of sociology

c) Law of inertia

o) Boyle's law

C What can be defined assan estabisned model or structure?

a) Paradigm

O Brainstorming
C) Stereotype

a) Paragon



Module Seven: Review Questions

Which of these is not good advice about "thinking outside the box™?

o) Ask questions of your employees, customers, former leaders

O Don't be afraid to ask the.guestion AVNhy?”

c) Often the lowest ranking pdarsong/nan organization can't tell you
exactly what is wrong bedagusefhey don't see it daily from their
vantage points

C) Sometimes it is necessary to ‘think outside the box" and break the
paradigm

VWhich of these is the pestdelinitionIor-fanovation?

=) Animprovement On @ process of procgduye

O] An earlier event opaelion thatlis regardeelas an example or guide
to be considered (N sUlesequent sinasdr Cir¢urnmstances

c) The faculty or actioe@f forffing Rew idee€ or images or concepts
of external objects NnoNgEesent t@ Megenses

d) A total redirection or restructtfing based upon stated goals and
research



Module Seven: Review Questions

5 Which of these is a helpful tip about using iNnnovation”?

a) There should be solid evidence that a new way of doing
things is likely to work Beforeyol Jnvest money and
everyone's time

O} To be sure, all innovative'strategies will be feasible or cost
effective

) Change should often be made, just for the sake of change

a) Keep focused on thesgoals and\oéanwilling to break rules if
they need to e Proken

o, What does g drive 10 excellence.alwayg seek”?

2 Innovation

O) Improvement
C) Imagination
Al Immunity
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Module Seven: Review Questions

/o When will people simply give up trying altogether?

o) When their leader is honest, open, and willing to listen to

their ideas
o) When your employeesiaretooked upon as "good enough.”’
) When innovation first beging
l When goals are unrealistic of unattainable

5. Ifonly a few staff melnpérs are reaChing the goal you set,
what should you do”?

o) Raise the target

O) Strive to achieve more

C) Stifle progress

d) Lower the goal somewhat



Module Seven: Review Questions

9. Tolobby for change, what do you need to do?

o) Talk to your staff about possible solutions.
O Influence people and exd@lte themNo/Our Vision

- Set high goals that are attainapble Butvith some degree of difficulty
cl Investigate any potential bottlenecks that might be stifling progress

O Which of these is not good advice for successfully lobbying for change?

Bring about change withONel big dg@mMatic gesture, instead of
oringing about chande glowly

0 Do your research, and alwaysenter a megeting by being prepared

1 Show as clearly as gossible howvwour plagh Wi effect positive change

cl] Attack the problemwigh arlaesqupfd rsasaning, and infectious
enthusiasm



Module Eight: cha 3t
Enabling Others to Act

To be a true leader, yougmugtangoke others to act responsibly
and not encourage padh\wWorkey Habits by compensating for

them or overlooking them\ THe gbal of a leader is to empower
others.

The only man who makes no mistakes is the man who never does anything.

Copyrighted Material © - All rights reserved to Top Social Power® Theodore Roosevelt



¥ TOP
o SOCIAL
’o o’ POWER®

Encouraging Growth in Others

Positive attitude

e Oneonone

e Question and listen
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Creating Mutual Respect

Give respect
Be visible
Answer guestions
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The Importance of Trust

o

Respect leads to trust

Manage expectations

Work hard and be seen working hard
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Practical lllustration

o Catherine was struggling with an assignment

o Adam paired her with axcokworkef whno would help her
orainstorm
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Module Eight: Review Questions

What is the ultimate goal of the Hersey-Blanchard situational
Leadership model?

- To know that all membersandaN teeams are created equal

To develop staff to the pdinNwhepgé ygu can delegate tasks without a
ot of oversight

To be an effective leader by Wsingfa friendship style based on the
individuals or groups they'relleading

To develop one style of leaddrshig gad use that style always
What is good advice woen pnailing othdrs 4o act”?

You must enable adhs to agt by |lcomingg® you first for advice
You cannot beratg sorjeone fortrying haradyout making an honest
mistake.

The goal of a leader isysemMpowelr 8@ s to work by
micromanagement

d) You should enable good habits by compensating for the bad habits
of others or overlooking them
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Module Eight: Review Questions

5. What is essential to encouragement?

a) A positive attitude

o) A no-tolerance polick fogd migakes

c) A perfect work ethic and gemanding the same from
others

d) An attitude of forgivenegs fof all mistakes

4 What is something Moy Codld leaTr{ frbm your employee in
one-on-one meetihgg”

a) That they need\MgFeNeca

o) That they need mae yaining

c) That they need more self~-tonfidence
d) All of the above



Module Eight: Review Questions

When is it an appropriate time to be stern and resolute?

=) When someone questions your practices
o) When someone is willfutty defiagt

c) When someone makes § mMista ke

d) All of the above

I you allow someone to be deflant ¢r lazy out of a misplaced concern
for their feelings, what will be the consequence?

a) That person will appfedyere yolur|g=fficyature and change their
behaviors

0) You will develop asme, trusting jelatioDs o with your employee

c) You will be perforfmingeasgreglinjyssde agpinst the rest who are
working hard

al) Your staff will retaliate®ard Wourfoeravior as a leader will be called
INto question



Module Eight: Review Questions

/. What should typically be given to everyone at all levels?

a) The same monetary pay
0) Respect

c) Task lists

d] Statement of Work

8. Which of these is not a way to bdild respect with your staff?

ad)

o)

Do not seek them Ou). Lgt them fedk you
Be visible to you stgff

c) Show them you@reypvailabtfeand ifterdsted in knowing

everything aboutwfhat 8y O

a) Develop and demonserate yadr keOwledge of the

organization and details of the product, service, or operation
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Module Eight: Review Questions

2. What can help manage expectations when it comes to
trust?

o) Promising frequently, tellookArustworthy

O] Never making a promise, 1 order not to disappoint
anyone

c) Over-promising and under-delivering

d) Under-promising gs&ldven-adalbleNng

10. What goes a longlwagy to ebrning regpgct”?

a) Coming in as egrlyasRosswle

o] A simple word of r&cogitiorn)

c) Over-complimenting

cl] Never raising your voice to an employee
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Module Eight: Review Questions

What is the ultimate goal of the Hersey-Blanchard situational
Leadership model?

]

To know that all members.andall teams are created equal

To develop your staff to theRointhgre you can delegate tasks
without a lot of oversight

To be an effective leader by wsing(a friendship style based on the
iNndividuals or groups they'relleading

To develop one style of leadership and use that style always

What is good advice when enabling otnars o act?

You must enable atlgers to act by lcomingglod you first for advice
You cannot beratg sorpeone fortrying harayout making an honest
mistake.

The goal of a leader is s ermpowear §LNgrs to work by
micromanagement

7} You should enable good habits by compensating for the bad habits

of others or overlooking them



Module Eight: Review Questions

5 What s essential to encouragement?

al A positive attitude

O] A no-tolerance policy forn mistakes

c) A perfect work ethic and demanding the same from
others

a) An attitude of forgiveness for all mistakes

- What is something Jou could leafn from your employee in
one-on-one meetings?

5) That they need\maorefeecaQm

o) That they need moye yaining

c) That they need more self-tonfidence
d) All of the above
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Module Eight: Review Questions

When is it an appropriate time to be stern and resolute?

o) When someone guestions your practices
0) When someone is willfutty defiagt
ClWhen someone makes a mistake

) All of the above

If you allow someone to be deflant or lazy out of a misplaced concern
for their feelings, what will be the consequence?

o) That person will appfediate your igeffieyhature and change their
behaviors

O You will develop asaife, trusting relatiopsiio with your employee

C) You will be perfofmingeasgreglinjussde agrinst the rest who are
working hard

cl) Your staff will retaliate’ard ZWouroereaevior as a leader will be called
INto question



Module Eight: Review Questions

/. What should typically be given to everyone at all levels?

=) The same monetary pay
0] Respect

c) Task lists

a) Statement of Work

=S Which of these is not a way to build respect with your staff?

a) Do not seek therm Oup. Lat them §egk you

O] Be visible to yout staff

) Show them youfareavailableand ifitergsted in knowing
everything aboutswinat they do

c) Develop and demonserate yadr keOwledge of the
organization and details of the product, service, or operation



Module Eight: Review Questions

- What can help manage expectations when it comes to
trust?

o) Promising frequently, tellookArustworthy

O] Never making a promise, 1 order not to disappoint
anyone

c) Over-promising and under-delivering

d) Under-promising g&ldven-dalreNng

10, What goes a longlway to earning regspact?

4 Coming in as earlyeswosskle

o] A simple word of r&cogitiorn)

) Over-complimenting

<) Never raising your voice to an employee
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Encouraging the Heart

Employees are not robots. Human beings have intellect and
emotions. Failing to deal wdih them on those levels will
Ultimately backfire. You canhot program loyalty.

Those who fail to plan, plan to fail.

Anonymous
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Sharing Rewards

« Have a party
 Buylunch
« Something to show cradis
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Celebrating Accomplishments

Public recognition
Team milestones

Provides motivation

O

v R
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Making Celebration 22 Bawie:
Part of Your Culture

Have a welcoming environment
Break up the routine
More than just a paychegk
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Practical lllustration

e Eric'steam worked hard
e He was rewarded for theireTosts

e He shared the reward with nhisfeam
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Module Nine: Review Questions

What was one of the worst developments in the workplace?

Leadership in the workplace

The creation of emailand the/use of technology
Deadlines and time managenent practices
The creation of the terml"HUmMan Resources”

What was the term Hugagn Resemyces formerly known as?

Personnel DepgaRaent

Sales and Accoymidng Deparntmernkss
Accounts Bill-able

Hurman Relationsmip Dapartineng
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Module Nine: Review Questions

What will failing to deal with workers on the levels of intellect
and emotion ultimately do”

Program loyalty
INcrease job satisfaction
Backfire

Promote loyalty

T your staff are goind td snarg in the work, what else should
they share in?

- The productivity
The deadlines
The rewards
The paychecks



Module Nine: Review Questions

if you get a bonus for a successful task, which of these is not
a good way to share that bonus with your staff?

- A party
A free lunch
Clive everyone g pair of movie tickets or a lottery ticket
Cive everyone half of yodr banus

What is the best wat tg Mmatiyafesbrmeone?

Money

Many complimentg

Public recognition

Civing them space to work
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Module Nine: Review Questions

What is the benefit of celebrating team milestones?

't helps solidify the routines of the day

o) It motivates people td Work Nardey when they return to work
refreshed
't gives them a day off wark

) All of the above

How would you never wam empl@gses to feel about their
workplace?

You would neveRdnt théem to dredgdne workplace

o) You would nevef wapklhem To feal stradss in the workplace
You would neverw@nt thém tolget frefstrated in the
workplace

2 You would never want them to experience conflict in the
workplace



Module Nine: Review Questions

Where do people spend most of their waking lives?

- With family
With friends
At work
Doing things they enjoy

0. What is a way to makegeglebraljeq a part of the work
culture?

Make celebratiopmdself the routing

Have a welcon\NOem ™ o ety Nare people feel
respected

Decorate the office each day

Have morning pep rallies
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Module Nine: Review Questions

What was one of the worst developments in the workplace?

Leadership in the workplace

The creation of emailand the/use of technology
Deadlines and time management practices
The creation of the term!"HuUmMan Resources”

What was the term Hugaan Resewyces formerly known as?

Personnel DepgeRaent

Sales and Accogmidng Departmenss
Accounts Bill-akle

Hurman Relationsmip Dapartineng
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Module Nine: Review Questions

= What will failing to deal with workers on the levels of intellect
and emotion ultimately do”

Program loyalty
INncrease job satisfaction
Backfire

Promote loyalty

it your staff are going td Share in thie work, what else should
they share in?

- The productivity
The deadlines
The rewards
The paychecks



Module Nine: Review Questions

if you get a bonus for a successful task, which of these is not
a good way to share that bonus with your staff?

- A party
A free lunch
Cive everyone a pair of movie tickets or a lottery ticket
Cive everyone half of yolir banus

What is the best way tgd Mativatesbmeone?

Money

Many compliments

Public recognition

Civing them space to work



Module Nine: Review Questions

What is the benefit of celebrating team milestones?

't helps solidify the routines of the day
o) It motivates people td Work Narder when they return to work
refreshed
't gives them a day off wark
- All of the above

How would you never wamt empleyeses to feel about their
workplace?

You would nevefRud@dnt them to dredgydine workplace
o You would nevel waptthem to feel strass in the workplace
You would neverwant thém o get frefstrated in the
workplace
- You would never want them to experience conflict in the
workplace
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Module Nine: Review Questions

> Where do people spend most of their waking lives?

- With family
With friends
At Work
Doing things they enjoy

What is a way to makeeeléepbratijen a part of the work
culture?

Make celebratiopmi{self the routing

Have a welcon\Ngem™ rom ety Nare people feel
respected

Decorate the office each day

Have morning pep rallies



MOdUIE Ten {cet POWER®
Basic Influencing Skills

The pbest leaders are able to influence others to do something
and allow them to think L wasall their idea. Don't worry about
taking credit for evenAgQod Aing that happens on your
watch. As the leader, yauNggtl Lredit whenever your staff

succeed pecause you crealed the environment that allowed
their success.

The country is full of good coaches. What it takes to win is a bunch of interested players.

Copyrighted Material © - All rights reserved to Top Social Power® Don Coryell
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The Art of Persuasion

LCredb”ty |—Emot'oma. L _ogical

¥-_. -y d
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The Principles of Influence

Reciprocation @

Commitment
Authority

Social Validation
Friendsnip
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o™,

Creating an Impact

« Aconfident bearing
« Astrong ability to coprmuPicate

« Astrong personal COormmMiLmgnyto your vision
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Practical lllustration

e Sarah was nervous to approach her boss

o Robyn was authoritativa, DWL Jexible



Module Ten: Review Questions

As a leader, when do you get credit?

All the time

Only when your plamulimatgly succeeds
Whenever your staff succeed

VWhenever you save the comipany time and money

Who in history was a master of [t art of persuasion”

Descartes
Socrates
Aristotle
Plato
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Module Ten: Review Questions

- Which of these is not one of the three important factors in
the art of persuasion”

- Ethos

) Logos
Pathos
Mythos

- Which of three impdrtgdnt fegrarss(ands for “credibility ™

- Ethos

) Logos
Pathos
Mythos
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Module Ten: Review Questions

- Which of the three important factors persuades people by
appealing to their intellect?

Ethos
Hele[eS
Pathos
Mythos

Who said "It is throu@n)thelinfluenCe orocess that we
generate and manragk chahgel”

- Aristotle
Plato
Hersey-Blanchard
Robert B. Cialdini, Ph. D.



Module Ten: Review Questions

7 Ifyou want to get people to commit to you and your vision,
what do they need to see?

- Your validation
Your gratitude
Your commitment
Your reciprocity

= When people need ffellorwha dotiey usually seek out?

- A co-worker
Their lower leva] egpprmoyces
Their friends

An authority figure



Module Ten: Review Questions

What can make up for a multitude of failures?

2 A pleasant personality

o) Reciprocity
Commitment

d) Social validation

0. Which of these is not an intangible factor that creates
impact?

- Astrong sense @1 Nistice| térhperdd §y mercy
A strong commBent t@kpovay@mtempered by
creativity
o) Astrong sense of &Qalibn, teRupgred by self-control
adl Astrong insistence on folldwing the rules, tempered by
flexibility



Module Ten: Review Questions

As a leader, when do you get credit?

All the time

Only when your planultimately succeeds
Whenever your staff sicceed

Whenever you save the company time and money

Who in history was a master of tpe art of persuasion”

Descartes
Socrates
Aristotle
Plato
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Module Ten: Review Questions

- Which of these is not one of the three important factors in
the art of persuasion”

- Ethos

1 Logos
Pathos
Mythos

Which of three impdartant fagtaorsstands for “credibility?

- Ethos

- Logos
Pathos
Mythos
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Module Ten: Review Questions

- Which of the three important factors persuades people by
appealing to their intellect?

Ethos
LOgos
Pathos
Mythos

Who said "It is through)the influence Jorocess that we
generate and manage change’”?

- Aristotle
Plato
Hersey-Blanchard
Robert B. Cialdini, Ph. D.



Module Ten: Review Questions

7 Ifyou want to get people to commit to you and your vision,
what do they need to see?

- Your validation
Your gratitude
Your commitment
Your reciprocity

- When people need feljo, who doThey usually seek out?

A co-worker
Thelr lower leva| erproteyees

Their friends
An authority figure



Module Ten: Review Questions

What can make up for a multitude of failures?

5 A pleasant personality
Reciprocity
Commitment
Social validation

0 Which of these is not an intangible factor that creates
impact?

 Astrong sense @f JUstice, temperad Qy mercy
A strong comnmyrent tapovat@mtempered by
creativity
A strong sense of eotion, terppgred by self-control
a) Astrong insistence on folldwing the rules, tempered by
flexipility



Module Eleven:
Setting Goals

A vision without specific, targéted goals is just a wish or a hope.
Without targeted goals, how Wwadyol ever know if your vision Is
oeing accomplished?

Good plans shape good decisions. That's why good planning helps to make elusive dreams come true.

Copyrighted Material © - All rights reserved to Top Social Power® .
Lester R. Bittel
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Setting SMART Goals

@ Specfc

* Measuranle
* Attsinable
° Resiistic

[ ied
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Creating a Long-Term Plan

Strategic planning
Guides your vision

Build on smaller goals
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Creating a Support System

« Obtain theright tools

 [rack progress




¥ TOP
.o' 'o. SOCIAL
%ee®* POWER®

Practical lllustration

« Sophie has set a goal
e [homas reminds ner that Mngldg to be realistic

o Together they create a plah
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Module Eleven: Review Questions

What is a vision without specific, targeted goals?

A committed, important legacy
) A plan for the future
Just a wish or a hope
d) A system of gaining follawerg

- What does the A’ in thg i SAMART gsyonym stand for”?

- Accomplishmenpe
o) Attainable
o) Achievable
1 Applicable



Module Eleven: Review Questions

- What answers the guestions of "who, what, when, where,
why and how"?

- Specific goals
Measurable goals
Applicable goals
Timed goals

How can measurablé goalg be trackeld”

- According to thsssfmourt of time Se€nt
According to thie ageron Niel npomey sbent
According to the r&sulyd achpived
All of the above
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Module Eleven: Review Questions

While a goal may be possible, what do you need for it to e
realistic?

- A group of dedicatedemployees who will obey your authority
Nno Matter what

b Goals that are measurabhe in t/fme and attainment

The right people with thelright amount of time and support
to make it happen

- The funding by stajeasN\oJders
What should each god) lead |tol’

- A successful corhplauQp every tipad

o) The next step in g ovejdll plaf unt=the ultimate vision is
reached

Dedication and commitment from your employees
1 A bigger, more important goal
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Module Eleven: Review Questions

VWhat is the road map that guides you to the ultimate
realization of your vision”

- An attainable goal
A measuraple goal
A short-term plan
Strategic planning

What can make youl u)tmate goalraalistic, attainable, and
timely?

Followers

Upper managemegt
Strategic planning
INntermediate goals



Module Eleven: Review Questions

Which tool is a great way to track milestones over a period of
time~

A RACI chart
A Gantt chart
An electronic whiteboard
A flip-chart

. What is the key to adnipVing alllgoglsy

Monitoring and\esersight

Delegation and\Coyem™oyxeUrgeias gften as possible
Timely and attainakle

Meeting deadlines
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Module Eleven: Review Questions

What is a vision without specific, targeted goals?

A committed, important legacy
1 A plan for the future

Just a wish or a hope

A system of gaining followers

- What does the A’ in the SMART agronym stand for??

- Accomplishmen

o) Attainaple
Achievable
Applicapble
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Module Eleven: Review Questions

- What answers the guestions of "who, what, when, where,
why and how"?

- Specific goals
Measurable goals
Applicable goals
Timed goals

How can measurablé goals be tradked”?

- According to thessfmount of time seent
According to the aprouniel money spent
According to the rasuliis achjayved
All of the above



Module Eleven: Review Questions

While a goal may be possible, what do you need for it to e
realistic?

A group of dedicatedemployees who will obey your authority
Nno Matter what

o Goals that are measurable in time and attainment

The right people with thelrighit amount of time and support
to make it happen

- The funding by stakenolders
What should each goa) lead tol?

- A successful complatien every tipag
o) The next step in tg ovedll plafh unt=the ultimate vision is
reached
Dedication and commitment from your employees
c) A bigger, more important goal



%oes® POWER®

Module Eleven: Review Questions

VWhat is the road map that guides you to the ultimate
realization of your vision”

- An attainable goal
A measuraple goal
A short-term plan
Strategic planning

- What can make youf ujtimate goal raalistic, attainable, and
timely?

Followers

Upper managemegt
Strategic planning
INntermediate goals
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Module Eleven: Review Questions

> Which tool is a great way to track milestones over a period of
time~

A RACI chart
A Gantt chart
An electronic whiteboaro
A flip-chart

- What is the key to adnigVving alll goglsy

Monitoring and\esersigit

Delegation and.coyermagyelUrgetiias gften as possible
Timely and attainakle

Meeting deadlines
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Module Twelve:
Wrapping Up

To be a leader, you must first see yourself as a leader. Based on
what you have learned sd fagfyol Aoy know what gqualities are
important in a leader and\y&uAflaye prioritized them as they

apply to you. Experience is thie gpeatest teacher, however, and
there is no substitute.

OO

O

Copyrighted Material © - All rights reserved to Top Social Power®

A work well begun is half ended.

Plato



Words from the Wise

« Thucydides: The bravest are surely those who have the
clearest vision of what is before them, glory and danger alike,
and yet notwithstanding, Q@ oWy 4rjd meet it.

« Woodrow Wilson: The ear of thelleader must ring with the
volces of the people.
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