[image: ]The 10 Dimensions of 
Effective Leadership
	5 Achieving Dimensions
· Risk tolerance
· Intensity
· Adaptability
· Assertiveness
· Decision making
5 Relating Dimensions
· Affiliation
· Consideration
· Openness
· Status Motivation
· Self-protection
	Kotter’s change model



	Projecting Self-Confidence
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	Problem Solving Model


	Building Collaborative Teams

· Make visible investments
· Mentor and coach
· Support a sense of community
· Build on heritage relationships
· Assign team members who are both task and relationship oriented
· Build necessary soft skills
· Model collaborative behaviour
· Understand role clarity and task ambiguity
	Conjuring up the courage to act
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	Positive and Negative influence

Influence can be thought of as positive or negative. Positive influence is influence that is applied transparently and with integrity where the goal is to benefit the person being influenced. Negative influence can also be called manipulation which lacks transparency and where the goal is to benefit the influencer.
	Three strands of empathy

· Cognitive empathy is understanding how people think about things – what views they hold. 
· Emotional empathy is understanding how people feel. 
· Compassionate empathy is when you understand how someone feels and you desire to help them deal with those feelings and the situations that are causing those feelings.

	Handling emotions


	Openness
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	Motivation and Engagement
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Establish a sense of urgency


Create a guiding coalition


Empower employees for broad base action


Develop a vision and a strategy


Communicate the change vision


Generate short-term wins


Consolidate change and produce more change


Anchor new approaches in the culture


Perception
Definition
Analysis


Generate solutions


Make a decision



Recognise


Your own emotions


How the other person might be feeling


Assess


The impact of those emotions on your behaviour


The impact of those emotions on the other person's behaviour


Understand


Ask why? - what is causing you to feel this way?


Explore the reasons for the other person's behaviour


Manage


The emotions of the situation


The other person's body language


Introduce positive emotions into the conversation


Schedule the conversation for an appropriate time in an appropriate setting


Ensure the other person feels heard


Create a mutually acceptable plan


© Global Training Solutions Inc.	2004-2009
image1.png
Exude

certainty
ﬁ ’
w ﬂ





image2.png
Setting goals

Determining
the goals'
importance

Tipping the
power balance

Weighing risk
and benefits

Selecting the
right time

Developing
contingency
plans





image3.tiff
known unknown
by self by self
known é :
open/free L3 blind
by others area i area
LI
tell i
T T
* | self-disclosure/exposure: ‘ shared l others’ observation ‘
discov-
v EREER 7
unknown i
by others |----- hidden -----| H 2 t---- unknown --
area g area
5] [





image4.png
Motivation
= What's in
it for me

Motivation
=What's in
it for me

Engagement =
What’s in it for us




image5.png
REACH
CORPORATE TRAINING





