


ICONIC OPENINGS!
ANSWERS.

Can't tell you the answers, that would be cheating ;)



SMALL GROUP
DISCUSSION.

Why us???

Why are we focusing on

communication across the
leadership populations?

Good communication helps leaders work better together,
keep everyone onthe same page, solve problems faster, and
build trust. It makes the whole business run more smoothly
and keeps teams motivated. This programme takes the skills
and confidence associated with engaging communications to
the people in the business who can make the biggest
difference to our people...you!




To maximise the critical
opportunities for
communication in order
to have a greater impact
on those we
communicate with



OUR PROGRAMME.

Additional materials
available on the

This workshop microsite (ongoing
and practice development)
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OUR LEADERSHIP FRAMEWORK (TC)?.

The (TC)2 model remains our leadership orientation.

Thinking.

Team Building.

Definition

To lead and make decisions
linked to the business
strategy and translate this
into a clear 'why’ and ‘what’
at a team level.

Creating the awareness to be
able to review, develop and
engage a high performance
team aligned to the business
strategy.

LDP1 Desired Behaviours

To step back and plan more proactively and
consequently.

To be able to describe business situations/problems
more fully.

To be able to develop strong team behaviours and
breakdown organisational silos.

To be able to give clear, impactful feedback (incl.
appreciation) to all levels.

A brief reminder of the framework and how it has
developed over time. A foundation for why we are talking
about Communication and its importance in this business

LDP2 Desired Behaviours

When under pressure leaders broaden perspective to look for
solutions.

Leaders orientate themselves around (prioritise) collective
goals.

Leaders have translated the strategy to a local level and
prioritise accordingly.

Leaders source ideas and actively use diversity, such as
individual strengths.




WHAT WILL WE TARGET?

Ol

Structural
How effectively the
communication is
structured

02

Physical

How the person looks and
sounds when they

communicate

03

Emotional

The emotional impact and
reaction created by the

communication



BE RECEIVED

ENGAGING
COMMUNICATIONS
- ILEAD

BE UNDERSTOOD

BE ACCEPTED

Without each of these elements being present,
or considered, we diminish the impact of our _<\\ MOTIVATE ACTION
communications and risk the effectiveness of

any resulting action from our audiences.
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INDIVIDUAL
PRESENTATION.

For the scenario you hgyg

prepare a short .'
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Preparation Time: 15 minutes.




“The human brain starts working the
moment you are born and never stops

until you stand up to speak in public”
George Jessel




Find a partner and now play back your
recordings.

Discuss and make notes about the
following:

« Howdid | feel at the time?

« Howdollook when | watch back
the recording?

« What could | do that would give me
more impact when | communicate?



WHAT WILL WE TARGET?

02

Physical

How the person looks and
sounds when they

communicate




“The way you carry yourself is a source
of personal power - the kind of power

that is the key to presence. It's the key
that allows you to unlock yourself”

Amy Cuddy




PARKING
POSITION

"Expanding your body
language through posture,
movement, and speech
makes you feel more
confident and powerful, less

anxious”
Amy Cuddy

Eyes
Looking at individual
audience members

Hips
Fixed and central

a

£

Feet
Planted into the ground not moving

Hands & Arms
By your side



“The human voice is the most beautiful
instrument of all, but it is the most

difficult to play”
Richard Strauss




VOICE

"As a speaker you can create a
specific mix that suits the content of
that part of your presentation. By
varying all three in different ways,
you will create a dynamic and varied
experience for your audience which
will enable you to sustain their
engagement level far longer."
Chris Atkinson

VOLUME

FACE, SPEED & RHYTHM

PITCH & TONE



Small group activity

— Pick a card at random.
— Don't show anyone your card.

— Read the sentence at the top two
“Another round of portfolio” times for each emotion shown.

Angry — Your challenge is to convey the two
Excited emotions so well thgt the audience
can guess the emotion.

— |f they don't guess correctly you
have to try again with more
emotion!






BRING ON THE
CREATIVITY!




Find a partner and now play back your
two recordings.

Discuss and make notes about the
following:

What difference did the parking
position make?

How effectively did you use your
voice?

How was your energy/impact
different?

What do you want to focus on
tomorrow?



What are your
take-aways?

Wha
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To support ongoing learning, participants receive a copy of “Corporate Energy: How to engage and inspire audiences”

— CHAPTER1: Structuring Talks & Presentations
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WHAT WERE THE BIG MESSAGES?

Ol

Structural
How effectively the

02

Physical
How the person looks and
communication is
structured

sounds when they
communicate

Y Brief review of Day 1 learning and any
Day1  hougnts or questions that have come
up overnight.



COM

M

ENGAGING
UNICAT TONS

- ILEAD

MOTIVATE ACTION

BE ACCEPTED






WHAT WILL WE TARGET?

03

Emotional

The emotional impact and
reaction created by the

communication



EMOTIONAL: TOPIC 1
MASKS.

Why might we wear masks in work?

What are the risks if we drop our masks?




EMOTIONAL: TOPIC 2
OUREGO

Discussion on the topic of Ego
and how it impacts our
communication and leadership.
Revisiting some core concepts
from LDP & Springboard
programmes for those
participants who have done
those and offering new insight to
those participants who haven't
explored this topic before.




THE CHIMP (EGO)
INSTINCTIVE PART OF OURSELVES COMMITTED TO SURVIVAL

TERRITORY

SECURITY Instinctive drivers these emotional or
INQUISITIVENESS impulsive behaviours:

— Jumps to an opinion

=e]e L .
— Thinks in black and white

TROOP — Paranoia
— Catastrophises

POWER — |rrational
SHELTER CONTROL — Emotional judgements

PARENTAL
INSTINCT




HUMAN PART OF OUR BRAIN
PRE-FRONTAL CORTEX

LAW ABIDING,
DISCIPLINED

SENSE OF A ‘ SELF CONTROL
GREATER GOOD
COMPASSION

SENSE OF

COMMUNITY
SENSE OF PURPOSE

ACHIEVEMENT

AND
HONESTY AND
SATISFACTION TRUTH

CONSCIENCE
- PERSONAL AND TEAM

Conscious Behaviours:

— Logical

— Justice and structure

— Considered

— Moral Principles

— Ethical values

— Establishing a society agenda

— Factual and truth-based decisions




GROUP DISCUSSION.

Ego is most commonly triggered when
something conflicts with our values or beliefs.

In what ways can presenting or
communicating in front of others
'trigger’ ego behaviours or
reactions?




Think of aticgwi zae x "

L LaEetor
Covt o ulAs happening
to them.



Find a partner and now play back your
recordings.

Discuss and make notes about the
following:

« How did it feel speaking from the
heart and with more emotion?

« How is this different to your ‘normal’
communication style?

« What would you need to incorporate
from this presentation into your
everyday communication style?



COMMUNICATING VS FACILITATING

*HOW ABOUT..."

Shifting focus now from single presenter to
group facilitation and the benefits and uses
of this approach when creating engaging
communications with audiences.



COACHING

...what do you know/remember?

Sharing group knowledge on the topic, uncovering any
myths or misconceptions and linking to communication
and working with groups. Setting up context and
scenarios for developing and choosing facilitation over
telling or broadcasting.



QUESTIONING.

Not all questions are created equal. Each
level of the pyramid draws out different
facets of the thinking process. The sweet
spot is "what" & "how" questions, as they
help explore opinion and assumptions.

Beliefs and
values.

Opinions and
conjecture.

CHALLENGE LEVEL

-\

Facts and
WHERE? information.
WHICH? |

YES/NO QUESTIONS
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FACILITATION SKILLS.
Horizontal (surface exploration)
OORLCZORAL
Spotlight

Vertical (digging for deeper understanding)

g =T 1 [

Floodlight M
L NN



Working In pairs.

Each pair will selge®aeSEd
random. B




HOSTILE AND
CHALLENGING

QUESTIONS




)/l

OUR OBJECTIVES

Stay calm and focused
under critical or hostile
questioning

Respond in a clear and
structured way



CALENDAR

Reframe Question



DEVELOPING YOUR RESPONDING SKILLS

Your task:

effectlve the answers were.



Think about your most common
communication activities:

)/l

What are you willing to change or

do differently?
MY COMMITMENT

What creative or unexpected
approaches are you willing to use
more often?




OUR PROGRAMME.

Additional materials
available onthe

This workshop microsite (ongoing
and practice development)

Real world
2-Day :
Inrehearsal Practical peer Inrehearsal Future iLEAD
Materials Traini feedback Materials Modules
raining opportunitie
Pre work . J
available on the Each cohort What will your next
S creates a circle of iLEAD module be? l‘
microsite -
peers to support Sign up on myTMS
in sessions and
seek feedback

from
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