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Um gy gy a‘ ’ Ideas you need,
, wherever you need them
Ideas

VALUES

The Energy Source for
Employee Engagement

ing potential into results



3 Whats

A The What.
I Relationship: Values :: Performance
I 3 Types of Values
| Case studies: Teams
I Values of Top Performers

A SoWhat?
I Business applications

A Now What!
I ldeas, Resources, Offers
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Values
-1 Core
) ASpiration PATRICKLENCIONI
® Permissionto-play
Accidental

OEmpty values statem
dispirited employees, alienate customers

and under mine manag:
Make Your Values Mean Something, HBR, 7/2002
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What

/5% Not Engaged or
Actively Disengaged




Burnout

Hits BEST:
ENTHUSIATIC, RESPONSIBLE

1) Compulsion to prove oneself
2) Working harder

3) Neglecting needs

4) Displacement of conflicts

5) Revision of Values
12) Mental/physical impact

Ao _Pro
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"DANGER

LOMBIES

A

&

T
& A

RUN.

-
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3 FACTORS TO BETTER
PERFORMANCE

Autonomy: self -directed
Mastery: get better at stuff
Purpose: make a contribution

chingE 2011



sl

FlRE[D UP
BURNED OUT

Home of US
Corporate

'\

MICHAEL LEE STALLARD
with CAROLYN DEWING-HHOMMES
nd JASON PANKAU

Michael Lee Stallard

AD|SCOUNT people not like them

Ao _Pro
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Soft I1s hard.

TOM PETER:S
GILD, 2008

Hard = plans are easy to do.

Soft = people are more
difficult to deal with.

Ao _Pro
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We all have values.

| f we donot wund
their impact on us and performance,

we d 0 nhave values,

our values have us.

o Pro.
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Change & Development

Indispensible to Know . . .

ADO &

DO NOT value

A how TIGHTLY held
ASHAP

—of world view




AValues: key VISIBLE PERFORMANCE
source of
performance

AHabits shape
behaviors

AReawakening
CONSCIOUS
choice
unleashes HIDDEN PERFORMANCE

. - DRIVERS
potential st N

;i 2oWor k I n Progress CoachingE 2011 13




Strategic Imperative: Alignment

Ao _Pro
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Habits 1
Unconscious comfort
Worked fine yesterday (I think)
Tourniguets to growth

Camille

W Pr
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Values: Goals & Direction

S,

‘@-FE-L’:.@F&-.‘. cceptanc @w.er'
NECRENCECNCE-SEFE W ~Framilh




Values: Means

‘@f’d’@ Ij

i

iy (Ji'eT@'ﬁ?d'é‘n CeSelfiaWorth g

Achievement, Duty,
Belonging, Reward,
Loyalty, Mastery, Servig
Learning, Autonomy

achingE 2011



Core Values: Central to how you

see, define youU™

willingly violate them.

Hot Buttons: Triggered by
specific circumstance. Strong
emotional, knee -jerk reaction.

Blind Spots: Do n 0t
your radar.

Ao _Pro
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A SENSE OF DIRECTION: YOUR PRINCIPAL GOALS

CORE VALUE

HOT BUTTON
BLIND SPOT A A
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Ul T, it. I can’t understand why it is a big issue for|
“ea\ E@\.&&e e -Do You Hear What I Don’t?
f M

\ Dear Hear: s
\) grezsny [ hear what you are saying loud and clear. But it is
By To you that needs to be doing the listening right now. To
sell your home you are going to have to stop, look and
e Jived 18 i?o‘:‘r open your ears to what the market and the freeway are
Tom: home,“e \mﬁ‘“‘ ; both telling you. '
“:::‘Iﬁ selling %ﬁ far We veoxnww wew:; [ remember a listing appointment some years
pumber “m’wm;lw. T\\fp\“ off” by m;;\t: 1as back. The home ¥ | Ca nlt
montﬁs‘smtmﬂ m'toms ﬁeewa’g noﬁw DAOON wrian.. =it
goen s house €45 - Hear You
nolse (\)\?wa w{()tx;
W
V:Ican’ "
;'toswc“‘“mm Do You He&r
Heal yin
2(2\?5&\ \\'\'\at
you thal ‘.\‘fds :

Blind Spot
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gpeak when you b

angry and you'l
make the best

speech you'll ever

regr el.
rence Peter, author

Lau
The Peter Principle

Ao _Pro
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Hot Button
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So What?

When our values are When our
n ot sati sfi edat i

=." Willing
1 Awel
v ¥ _

W [rusting

.
A ~

Ao _Pro
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Sources of Satisfaction

These should be the sources of job satisfaction and reward
that fit most with your expressed values.

Security and stability

Freedom and autonomy Recognition and rewards
Social contact Orderliness and structure
BEST MATCH ] 10

Increas ed competence

Ao _Pro
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Fit with Organizational or Team Cultures

How might different organizational or team cultures
fit with vour expressed values?

Traditional
Service Hierarchical
Entrepreneurial 0 Power
Community Materialistic
10 BEST FIT
Meritocratic

Ao _Pro
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Habits 2
Delusional acts
What dies when you discard them?
Outworn stuff, you live

Camille

W Pr
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Team vs. Leader Comparison (Goals) ' p N A

O Team M Leader

\w Pry
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Leader & Team: Means

o Pro. )
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