

















LEAD TEAMS EFFECTIVELY







OPENING YOUR MIND UP TO NEW IDEAS




OPENING YOUR MIND TO NEW IDEAS




OPENING YOUR MIND TO NEW IDEAS




THE SCIENGE OF LEADERSHIP

e Harvard Business Review reports that
only 5% of our persuasion and leadership
ability Is driven by our cognitive abllity.

 53% of our ability is driven by our
maturity, ambition, sociability, and
curiosity.

e Everyone in this workshop has some
level of maturity, ambition, sociability, anad
curiosity.

https://hbr.org/2016/09/what-scienc

e-tells-us-about-leadership-potential



https://hbr.org/2016/09/what-science-tells-us-about-leadership-potential







'INSTINCTIVE BEHAVIOR VS. LEARNED BEHAVIOR

Gallup research: 51% of the population
has an instinctive fear of snakes, 0%
have an instinctive fear of flowers.

Some of our behaviors are based on
instinct. Other behaviors are based on
learning.

Today, I'll show you things you can
learn so that you can become your
best self.

https://news.gallup.com/poll/1891/snakes-top-list-americans-fears
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"EFFECTIVE LEADERS WORK ON THEIR MINDSET FIRST
AND THEIR SKILLSET SECOND



mailto:Jamie@JamieTurner.Live

THE POWER OF THE MIND

Alan Richardson had 3 groups of basketball players. The first practiced

for 20 minutes each day, the second visualized themselves making free
throws, and the third did not practice or visualize.

The group that only visualized demonstrated marked improvement and
were nearly as accurate as the players that actually practiced.




EMOTIONAL INTELLIGENCE

The starting point for any improvement as a
leader is self-awareness.

Reacting to the stimulus around us sets us
up to become a reflection of the negative
events around us.

When you choose your response in a non-
Impulsive ways, you change your life.




PEOPLE WITH HIGH EMOTIONAL INTELLIGENGE USE THIS
SPAGE TO IMPROVE THE OUTCOMES OF THEIR LIVES
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SYSTEM 1VS. SYSTEM 2 THINKING

Sources: Psychology Today; Rob Pascale and Lou Primavera Ph.D.



https://www.psychologytoday.com/us/blog/so-happy-together/201904/male-and-female-brains

RECAP

 Leadership can be learned: Yes,
there are natural-born leaders, but
charisma doesn’t always equal
effective leadership.

 Leadership starts in the mind:
The brain iIs an amazing tool,

especially If you know how to
manage It.

 System 1 vs. System 2: Moving
your thoughts from System 1 to
System 2 can improve outcomes
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https://www.nytimes.com/2019/10/21/health/psychology-humility-pride-behavior.html



https://www.nytimes.com/2019/10/21/health/psychology-humility-pride-behavior.html







QUIZ TIME!

* Harvard Business Review reports that
only 5% of our leadership ability is
driven by our abllity.

e Effective leaders work on their mindset
first and their second.

* \When you move towards
your world shrinks. WWhen you move
towards your world
expands.
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IDENTITY STATEMENT (TODAY)

‘[ am an explorer, a teacher, and a source of optimism. |
travel the globe learning new things albout business ano
leadership and share those insights with my followers via
DOOKS, VIdeos, teaching, and speaking. My goal in life Is to
help others discover a better version of themselves.”




MINDSET



'RECAP

e Successful leaders work on their
mindset first and their skillset second.

* [houghts lead to actions and actions
lead to outcomes.

e Effective leaders work on their first line
of code.

* \When you move towards comfort,
your world shrinks. WWhen you move
towards discomfort, your world
expands.
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'IMPROVING YOUR MENTAL FLEXIBILITY
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'EMPHASIS IS A FORM OF COMMUNICATION

| didn’t say he borrowed my book.
| didn’t say he borrowed my booKk.
| didn’t say he borrowed my book.
| didn’t say he borrowed my book.
| didn’t say he borrowed my book.
| didn’t say he borrowed my book.
| didn’t say he borrowed my book.

PERCY RODRIGUES




Volume: The equivalent of
loudness.

Tone: The quality of the sound of
SOMEeOoNe’s VOICE.

Pitch: The frequency of sound.

lempo: How quickly you say
what you're saying.

MENTORING
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THE POWER OF PITCH

e People will pick up on the pitch of
Vour voice and react to it.

* A high pitch Is often interpreted as
aNXIoOuUsS Or upset.

* A low pitch sounds more serious
and authoritative.

o Speaker Tip: The variation of the
pitch In your voice keeps the
other party interested.



| THE COMMUNICATION STYLES MATRIX High Assertiveness

DIRECT SPIRITED

Low Expressiveness < » High Expressiveness

CONSIDERATE

v
Low Assertiveness




USING THE COMMUNICATIONS MATRIX,
THINK OF THE STYLE YOU USE AND TYPEIT
INTO THE CHAT FEATURE.




NOW, THINK OF SOMEONE YOU
COMMUNIGATE WITH FREQUENTLY. WHAT
STYLE DO THEY USE?




'YOU: DIRECT STYLE

* Allow time for chatting at the beginning

of a meeting.

* Recognize that others may feel the need
to express their emotions about topics.

 Don’t use emall
complicated top

for sensitive or
ICS.

* Allow time In your schedule for
guestions or feedback.

* [ry to set other’s expectations for
meetings beforehand — length of time,
topics to be covered, expected results.




THEM: DIRECT STYLE

* (Get to the point quickly.

* Ask if they have time to talk before
jumping In.

* Don’t sugar coat things — speak
plainly.

e Use short, direct sentences.

 Don't take their style personally.

Sources: Dr. Eileen Russo; MDT Training; Bookboon.com
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YOU: SPIRITED

* [ry to limit your sharing of personal
anecdotes that are off-topic.

* Respect agreed-upon agendas and
time limits when in meetings.

* Be certain requests you make are
clear and that you convey the
reason for asking.

 Communicate your appreciation for
others’ work and input.

Sources: Dr. Eileen Russo; MDT Training; Bookboon.com




THEM: SPIRITED

e Challenge them to break down their
“DIg Ideas” Into specific outcomes
and steps.

* Use an agenda with time limits listed
for each topic.

* Praise them in front of other people.

 Understand that they may
exaggerate.

» Reaffirm what they have agreed to
do.

Sources: Dr. Eileen Russo; MDT Training; Bookboon.com ‘
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YOU: CONSIDERATE

* Recognize that other people’s
opinions about a topic are separate
from their opinions about youl.

* Realize that not everyone is
comfortable discussing personal
topics at work.

* Respect your own opinion as you
respect others’ opinions.

* You don't have to be friends with
everyone, but you should treat
others and be treated professionally.




THEM: CONSIDERATE

e EXpress a sincere interest in their
feelings, thoughts, and personal life.

* \When possible, reassure them that
your opinions are not personal.

* Encourage them to ask questions
and share their opinions.

e et them know that you appreciate
thelr help.

* Resolve any conflicts quickly.

Sources: Dr. Eileen Russo; MDT Training; Bookboon.com
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YOU: SYSTEMATIC

* Understand that not everyone
follows a linear thought process.

* |f you want to build rapport, ask
others questions about themselves.

 Make sure you understand the
scope of a project so that you don't
waste time collecting information
that isn’t going to be needed.

e Play to your strengths:
organizational skills and follow-
through.




THEM: SYSTEMATIC

* Be organized, on time, and on topic.

e Focus on the facts rather than on
your opIinions.

o Speak with precision and accuracy
rather than with generalizations.

* Provide logical reasons for your
actions and what you ask of them.

* Allow them time for research and
analysis before decision-making.

Sources: Dr. Eileen Russo; MDT Training; Bookboon.com ‘
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MENTORING



SALLY AND ERIC AT THE HEALTH CLUB

Sally: Hi
Eric: Yup.
Sally: The weather is beautiful today, isn't it”
Eric: Yeah, | love mornings like this.

Sally: What

Eric: Wel

Sally: (Noc
Eric: Well ... that's what I'm tryi

Sally:

Eric: Yea

Sally:

| think 1t's time |

—ric. You're here for your 10:30 appointment, yes”

Orings you in today?

get In shape.

ding) Yes, and you've come to the right place.
ng to figure out. I've got some other options to look at still.

But you're here! Clearly, there’'s a good reason for that.
Eric: You're the closest gym to my house.

Sally: Yes, and we have five hundred other locations worldwide, too. Obviously, a gym
membership doesn't do you any good If you don't ever go, right”?

N, I've gone down that road before.

BuU

you a tou

t somehow | get t

- and then we'll come back here and I'll show you so

ne feeling this time is totally different

1]

e numbers.

for you. Tell you what, let me give

Source: “Magic Words” by my friend Tim David
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“BECAUSE” AT A GLANCE

o “Because” Is magical because it
satisfies the brain’s need for a link
between cause and effect.

e | eaders — Make sure your team
members understand the organization’s
“because” In addition to their own
“because.”

e Salespeople — People don’t buy what
you do, they buy why you do It.




lo get subconscious agreement
with someone, carefully start

sentences with “clearly,” or
‘naturally.”




“AND” LINKING

* "And” links two Ideas together as one.

e [aking a positive, agreeable statement,
and linking 1t to a less agreeable
statement In order to minimize the Impact
of the less agreeable statement.




'OTHER TECHNIQUES

 Backtracking: Using what people have said as a
way to get a little yes. “You said you’'ve gone
down that path before”?”

* Nodding: If you are nodding your own head while
delivering a statement, the person you're
speaking to is much more likely to nod
themselves.

 Barnum Statements: A generalization that is
true for everyone. “At times, you are withdrawn
and quiet, while at other times you are outgoing
and personable.”

* Mirroring: Taking on the posture, energy, and
vocal tendencies of the person you're
communicating with.

Sourca: “Mkagie Yiards® oy my inand Tirn David




SALLY AND ERIC AT THE HEALTH CLUB

Sally: Hi

Eric: Y

Sally:

Ul today, isn't it? (Using a tag question.)
Ke this. (Sally smiles, nods, and mirror’s

Sally: What brings you in today?

Eric: Well,
Sally: (Noc

Eric: Wel

Sally:

But
Eric: You're t
Sally: Yes, and we have five

yO

J're

ne C

... that’s what I'm tryi

nere! Clearly,

osest gym to

membership doesn't do you ar

Eric: Yeah, I've gone down tha

Sally:

BuU

you a tou

think it's time | get in shape.
ding) Yes, and you've come to the right place. (Nodding. “And” linking.)

Ng to figure out. I've got some other options to look at still.
there's a good reason for that. ("But” eraser. Plus an -ly word.)

my house.

y good it you don't ever go, right? (*“And” linki

t somehow | get the feeling this time is totally ditferent

' road before. (A negative thought. Time for a

, and then we'll come back here and I'll show you some numbers.

—ric. You're here for your 10:30 appointment, yes? (Finding the first yes.)
Up.
he weather is beautif

Eric: Yeah, | love mornings Ii —ric’s behavior.)

nundred other locations worldwide, too. Obviously, a gym

ng. “But” eraser.)

But eraser.)

for you. Tell you what, let me give

Source: “Magic Words” by my friend Tim David
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“How iImportant Is It for you to be a
voter?” was 11% more effective than
“How important is it for you to vote”?”

Another example: "He’'s a liar” Is
much more damning than “He lies.”
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WHAT TECHNIQUES HAVE YOU USED
EFFECTIVELY WHEN MENTORING (OR

BEING MENTORED)?




LEADING A MEETING

1. Be clear about what kind of
meeting It Is — brainstorming,
planning, or setting the course.

2. Over-prepare, then relax. (This

includes rehearsing out loud.)

. BEvery so often, pause and do a
quick re-cap. Get consensus
at that time.

. Provide clear action steps at
the end.

MANAGEMENT

JAMIE@JAMIETURNER.LIVE



QUIZ TIME!

* |n order to get inside the mind of your
mentee, you have to think

e [he four Kinds of communication

styles are direct, spirited, systematic,
and

* One of the best ways to connect with
someone Is to ask for







'WHAT IS YOUR CORE ESSENCE?

A core essence Is the inner driver you have
as a human being. It's your essential self.

Manitestation is the larger, strategic
trajectory your life takes.

Execution Is the career choice you could
make In order to satisfy your core essence
and manifestation.

Outcome is how your life will change once
you've put a spotlight on your core essence,
your manifestation, and your execution.

Jamie@JamieTurner.Live
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" CORE ESSENCE EXERCISE

Start Finish

©2021 Jamie Turner




EMAIL ME AT
JAMIE@JAMIETURNER.LIVE
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'RECAP

e [0 mentor properly, you should get
iNside your mentee’s mind and think
backwards from there.

e YOU can Improve your communication
skills by using volume, tone, pitch, and
{empo.

e [he four styles of communication are
direct, spirited, considerate, and
systematic.

e Great communicators 1) find the first
ves, 2) use tag questions, and 3) use
“but” erasers.
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IMPROVING YOUR MENTAL FLEXIBILITY




IMPROVING YOUR MENTAL FLEXIBILITY




'KENNY AND THE FARMER
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FIVE KINDS OF LEADERS

) People who are Visionaries (Steve Jobs,
Indra Nooyi, Jeff Bezos)

2) People who are Builders (Bob Iger, Howard
Schultz, Ginni Rometty)

3) People who are Empathetic (Melinda Gates,
Sheryl Sandberg, Oprah Winfrey)

4) People who are Disruptors (Ruth Bader
Ginsburg, Elon Musk, Bill Gates)

5) People who are Sequential (Tim Cook,
Marillyn Hewson, Robert Smith)
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WE ARE THE SUM OF OUR SMALL DAILY ACTIONS
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10 82 A SUGDESSPUL LEADE, .

DONT GONPLALY,
DON'T 2XPLAL,
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THE #1 SECRET FOR RUNNING A MEETING

KNow the outcome
pefore the meeting
starts.
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QUIZ TIME!

* The great philosopher Arnold
Schwarzenegger says, “Everything
you do should be a means to

))

* A good leader takes complex things
and

* A good leader doesn’t confuse
action with

* A good leader isn’t thinking about
this turn in the road. They're
thinking albout




AN EFFECTIVE LEADER TURNS A YES/NO
QUESTION INTO AN EITHER/OR ANSWER.

EEEEEEEEEEEEEEEEEEEEEE




600D LEADER
MINDMAPPIN(

UNDERSTAND
TEAMMATES E




MINDMAPPING

Analytical Quadrant Imaginative Quadrant
Collects data, analyzes facts, Holistic, intuitive, innovative,
embraces logic, likes numbers conceptual, big picture

Sequential Quadrant Interpersonal Quadrant
Organized, structured, detail- Emotional, supportive, feeling,
oriented, process-oriented expressive, inclusive

Source: Xerox, Myers Briggs, Harvard Business Review




D0 YOU SEE YOURSELF?




MINDMAPPING EXERCISE

SIXTY \




MINDMAPPING

Analytical Quadrant Imaginative Quadrant
Collects data, analyzes facts, Holistic, intuitive, innovative,
embraces logic, likes numbers conceptual, big picture

Sequential Quadrant Interpersonal Quadrant
Organized, structured, detail- Emotional, supportive, feeling,
oriented, process-oriented expressive, inclusive

SIXTY \




'MINDMAPPING AND YOU

We speak in the language of our most
oreferred quadrant.

We listen with the same set of filters.

When you naturally sync up with someone
and can finish their sentences, that's
satistying, but doesn't lead to fresh thinking.

Lennon and McCartney both came at music
from different directions.

When you aren't sure of the thinking
poreferences of someone, communicate in all
four quadrants.




HOW TO COVER YOUR BASES




"THE LANGUAGE OF THE BRAIN

Analytical Sequential Interpersonal Imaginative
| 0gic Organized Feelings Vision
Analysis Step-by-step Teamwork Strategy

—acts Planned Culture Innovation
Quantitative Detailed Partnering Global
Precision Safety Supportive Creative
Realistic Process Sensitive Synthesizing
Metrics Schedule Empathy Risk-taking
Measures Timeline Listening Imaginative
Data Risk reduction Values Impulsive
Bottom line ~OCUS Helping Creative
Efficiency Priorities Mentoring Brainstorming
Trends Accountability Trust Independent
Goals Evaluation Coaching Holistic
Objectives Controls Sharing Conceptual
Critical Best Practices Friendship Spatial

SIXTY \







GREY
ELEPHANT

and



MARKETING






‘ Outward (What You Tell Others)
THE FOUR PILLARS 5
OF LEADERSHIP

MENTORING MARKETING

One-to-One <« » One-to-Many

MINDSET MANAGEMENT

\ 4
© Jamie Turner

Inward (What You Tell YOUFSG|f) Feel free to share with attribution to Jamie Turner




' IMPROVING YOUR MENTAL FLEXIBILITY

Rearrange the checkers to create 4 columns — black/red/black/red.
You're only allowed to touch two checkers.




ONE-ON-ONE MEETINGS ~ ONE-TO-MANY MEETINGS MAKING A SPEECH LEADING A COMPANY

|




'PERCEPTION IS REALITY: DO YOU SEE WHITE AND GOLD OR BLUE AND BLACK?
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90% OF THE PEOPLE WHO GOOGLE THEMSELVES
AREN'T HAPPY WITH THE RESULTS
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START WITH THE END IN MIND




START WITH THE END IN MIND




KNOW YOUR AUDIENCE AS WELL AS YOU KNOW YOURSELF




UNDERSTAND THE SPECTRUM OF PERSONAL BRANDS

Organizational

Your Insurance Richard Branson
Representative

Introvert —Xtrovert

Your Counselor
or Consultant

Tony Robbins

Solo




MODEL
SOMEONE, BUT
DON'T LOSE

YOURSELF




EMBRACE YOUR INNER QUIRKINESS

y |




AUTHENTICITY




PICK ONE THING







“BE S0 6OOD

THEY CAN'T

IGNORE YOU."

—olk

VE

VAR TIN




STUDY YOUR
COMPETITORS
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FIRST, THE GOOD NEWS

* [he audience wants you to
succeed

e Their level of enthusiasm will
match your level of
enthusiasm

* |f you believe and enjoy what
you're saying, they will
believe and enjoy what you're
saying

MARKETING




MAKING A PRESENTATION

1. Memorize your first two minutes

2. With crowds under 500, turn it
INto a discussion, Not a
oresentation

3. Make It as interactive as possible

4. Do not Imagine the audience in
thelr underwear. Most people are
very ugly unclothed

MARKETING
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LEAD TEAMS EFFECTIVELY













TS STAY IN TOUCH:
E@JAMIETURNER.LIVE

1-678-313-34/2




