Creating a High-Performance Team Using

The Ultimate Development
Toolbox

Cory Bouck

Director of Organizational Development &
Learning, Johnsonville Sausage







WRITE IT DOWN

A company, product, person, or
idea that you would invest
$100,000 in today to earn a
significant financial return




A Little About Me...

» Naval Academy

» Naval Flight Officer
» Marketing

» Politics

» Business Training

» Author




Our Time Together...

» Serve SERVE
- The Ultimate Development II\?gII’II-EE
Toolbox
» Build
- High Performance Teams
» Inspire

> Build Your Career Brand







oga, or Dodgeball?




Poll Question...

In my current role, | am am) ...

» Individual Contributor
B) Manager (First Level Supervisor)

) Director (Manage Managers)
D)

Vice President (Lead a Function)




My Team’s Mission:

“The right knowledge, within
arm’s reach of need.”




The Ultimate Development Toolbox

1. Context: "Voice”
Impact Map

Five Moments of Learning Need
7/0-20-10

Six Sources of Influence

2.
3.
4,
5.




The Ultimate Development Toolbox

1. Context: "Voice”
2. Impact Map

3. Five Moments of Learning Need
4. 70-20-10

5. Six Sources of Influence




Help Employees Find Their “Voice”

Their “Unique Contribution” &=

» Ability

» Passion
» Need
» Conscience




‘Most companies use people to build
their business. Johnsonville uses its
business to build people.”

—-Ralph C. Stayer




IM Chat Question ...

“What is the purpose of learning
programs and training at your
organization?”




The Ultimate Development Toolbox

1. Context: “Voice”
2. Impact Map

3. Five Moments of Learning Need
4. 70-20-10

5. Six Sources of Influence




Rob Brinkerhoff’s Impact Map

Connects the learning to
results

p—



Three Trainees...




Learning Program: Internal Consulting Skills

Competencies

Important On the

Job Behaviors

Member’s Key

Goals

Job/Team Results

Corporate Goals




Learning Program: Internal Consulting Skills

Competencies

Important On the
Job Behaviors

Member’s Key

Goals

Job/Team Results

Corporate Goals

12 Conflict
M

515 Customer Focus 3
17 Decision Quality
24 Functional/ Technical<

Skills

28 Innovation
Management

30 Intellectual
Horsepower

31 Interpersonal Savvy

35 Managing &
Measuring Work
37 et

42 Peer Relationships

51 Pro g

52 Process
Management

58 Strategic Agility

67 Written
Communications

Discern between the
“right” work and work
that is not the highest-
priority or aligned with
our team’s priorities.

ollow an internal
consulting process in
a manner that builds
relationships,
en
and better decision-
making.

Establish an appropriate
relationship with internal
clients.

Apply technical expertise
in the context of an
internal consulting
process.

Effectively use

guestions in support of
an internal consulting
ocess

Effectively deal with
resistance when
applying an internal
consulting process

6% Organic Growth

25% of Sales from
New Products

Increase RONA by
14%

No Additional
Headcount This
Year

Grow Export
Business by 18%

)




The Ultimate Development Toolbox

1. Context: “Voice”
2. Impact Map

3. Five Moments of Learning Need
4. 70-20-10

5. Six Sources of Influence




Five Moments of Learning Need

Learning,
Designed with
Performance Support

INNOVATIVE

PERFORMANCE
SUPPORT




Five Moments of Learning Need

1. Learning for the First Time

2. Learning More

3. Applying/Remembering What
You’ve Learned

4. Learning When Something Goes
Wrong

5. Learning When Things Change




1. Learning for the First Time




2. Learning More
M/ul_llll IN“L'




3. Applying/Remembering What
You’ve Learned




4. Learning When Something Goes
Wrong




5. Learning When Things Change




The Ultimate Development Toolbox

1. Context: “Voice”
2. Impact Map

3. Five Moments of Learning Need
4. /0-20-10

5. Six Sources of Influepce




10-20-70

Training/Courses, Books
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ﬁ BUl]-_:D]_NGLeaders Sales Leadership Development System

Johnsonville Sausage has a commitment to become the best company ever established, offering the highest quality products throughout the U.S. and international markets.
As a Sales Team member, you will impact the success of the business through leadership and management of your customers and/or territory.

Sales Rep

Sales Area Coach

” Skill Competency
skill © ten
A —

1 Action-Orientation

15 Customer Focus

18 Delegati
Skill Competency = cgation

6 Carcer Ambition

16 Timely Decision Making
31 Interpersonal Savvy

Dieveloping Those You Coach
36 Motivating Others

Sales Business Manager 13 Confronting Dircct Reports

Regional Coach
Skill Competency

9 Command Skills

Group Sales Director

skill Competency

Skill Competency

12 Conflict Management
30 Intellectual Horsepower
60 Building Effcctive Teams

2  Dealing with Ambiguity

25 Hiring and Staffing

58 Strategic Agility

65 Managing Vision and Purposc

34 Managerial Courage
46 Perspective
48 Political Savvy

33 Listcning 7 Caring About Mcmbers
43 Perseverance 14 Creativity
45 Personal Learning 17 Decision Quality
47  Planning 32 Learning on the Fly
49  Presentation Skills 37 Ncgotiating
51 Problem Solving 39 Organizing
54 Self-Development 50 Priority Setting
67 Written Communications
& Management
38 Organizational Agility

Skill Competency

Comfort Around Higher

National Account

Manager

Price of Entry to Johnsonville Sales
22. Ethics and Values 29, Integrity and Trust
* Lives the Johnsonville Values ¢ Is trusted and truthful

® Teamwork, Integrity, Innovation, Commitment, Continuous Learning ¢ 100% Candid, 100% Respectful

53. Drive for Results
* (an be counted on to cxceed goals consistently

» Stcadfastly pushes sclf and others for results

Foundational Competencies that Grow with Your Career:

5. Business Acumen

® Knows how businesscs work; knows the competition

® Dcmonstrates superior strategic and tactical business planning skills

* Knowledgeable in current policics and practices, future trends, and technology
® Proven record of substantially building a business

® Exhibits cxcellent communication skills including negotiation

24. Functional/Technical Skills

* Has the functional and technical knowledge and skills to do the job at a high level of accomplishment
*  Proficicnct with computer technologics (Excel, PowerPoint, Word, Lotus Notes)

*  Expcricnce with syndicated data (A.C. Niclsen, Nitro)

*  Expcricnce with micro-marketing

*  Broker management andfor broker experience

ooVl Sausege, LLC. Copyright 2006 by Jatnsomvile Sausage, LLC.  Copymght @ 1952:2006 Lominger Liskad, Ic., 3 Sursidiary of KOmyeeny inismationd. ALL AIGHTS RESERVED,



We Use the Business to Build Leaders...

+ BUILDiNGLeaders

= Create five qnuna],, customer-focused events inclisd-
2 coskout:

warious JVL products invol
'm1ty,|n:n]lmdﬂ,mrkﬂ£lu,:ndmpﬂ'w“:tsd
Spadduaehnnxzwenkhmmdumﬂ\zr
meat managers to Jearn what actions will best
you deliver HICS when you are in their sores.
Spend a week at corporate working with variows
mmhummm

pro-
du:nm,ur with an mmmxds HICS.

Use the SQUAP process with Supervisors,
nmudmwswlumdumd,m

].wlapuumm a regicnal mesting highlighti
Sl TR aN huwmm".'i.pg:jg =5
customer-focused

Lead *What-1f2" scemario planning with your regional
team over the course of several mestings. *Battle-
plan™ ﬂmhumunupmnhmm clstomer

actions, competitive action: 5 in our
awn supply chain. Be pr.pmd o had g

Man a phone with 2 customer service team member
one day each quarter for one to learn about bow
dqmanuguju]lmgs:nd iver HICS.

Routinely step up to Crocial Conversations to defiver
better business results. Discuss them with yoar coach.
Make several calls over months with your coach at
bumswd-d:vmq—psdhuyasdmmdmu
mlm o your recommendations. should

Hiu’nfmwlueummmmm;l Kempit
upmlnwmd,.
Lead your region's ammual sales & mke'g planning
mestings for one year.
Lead the solving of a persi prob-
hn{mmbegnmngwmd Ovmlhuobﬁzﬂc
to defivering HI

» Seck out Sales Rep and Biz Mgr learning from your
coach,

= Seek out a successful Bix Mgr to mentor you on Sales

Rzp
mﬂ-mﬁrmh&o{mpum

..em.mdn:..d & devclop HICS for them.

Ride with mesbers in difh PR

lmgsmnnﬂarmwhxpu{nnmlnd.

= Raole play with mentor, o peer group on SOAP

process, HICS, & di t customers.

4-Year College Degree

Complete all JVL-U Coursss

» Intermediate Microsoft Office, Nisksen, BEX Classes

Crucial Conversutions
Franklin Covey Foous clas
Formal public speskingiprofesional writing course

Dale Camegie program

Formal critical thinking course

Read: How fo Win Friends & Influence People;
Strategic Selling ; Laadershits & Self Deception

= Develop and execute 2 ! an o wse the
e e

ersimeat deliver HICS. Align
resources t mee: their needs.

- create “new™ project work with cus-
bty st M g

= Join a cross functional project team at GHO or witha
customer. Be om at least one different team each year.

= Develop and execute a year-long plan of 12 “work-
SR e T e L I
bt e el oy
m:ppl,ﬂmiubn:rhummdu with your

= Diew at least two potential puﬂuw:]u L
::t.wm ———

- Deadop, sdl, & execute at least two comprehensive,
mmmsperrw,m

:anng :Iunry, Inul mad.u, marlnmg, store per-

- wmﬁuhmmmmhmw

Pursae many, and develop at least one. truly

mmwmqumu;mdmrunﬁ?uhmr

al grocery.

= Asist 2 mentor in drafti rual Baildi l

eyl o i iy

build rich 5-Star Experiences.

= Lead the development of team WIGs, and the execi-
mno(-utl,w'lc:ncm:ul:d mestings for one

- jon’s weekly team con-call process for &
m:ﬁf"a'qgm.'émﬁmwmm
members whe can develop solutions to join the
a]Li. Make it an event your team locks forward to.
= Collaborate with Marketing to jointly present 2 new
itemn sell-in to your top-five customers.
= Lead the negotiation of a contract or agreement that

R e R
e T AR e Wl i,
llld.lbr“klllnd‘ﬂ ll|irl|l.hn‘|ll|!|' Get GREAT terms &
=

- Seck aut Biz Mar and Arca Caach lcaming from your
coach,

= Seek out 2 successhul Area Coach to mentor you on
Biz Mar competencies.

= Seek out an experienced broker leader to mentor you
om beoker issues.

= Help coach sales reps and other Biz Mgrs working
e ey e e

= Ride with members in different markets where chal-

lenges are similar to what you face at store level.

10%

= 4-Year College Degree

= Complete all [V1-U Courses

= World Class Coaching

= Advanced Micrasoft Office, Nicken, BEX Classes
= Franklin Covey 4-Ds of Execution

= Attend formal leaming seminars az AMI

- Flmﬁlh{ovq’i‘i—& of Execution

= Read: Execution; Getfing to Yes; One Mimrie
Manager, Who Mosed My Cheese?

Sales Area Coach

= ldentify a persistent, mesistant team “p " Then
align people to the and create an open con-

yousself, bus being

i bt pode bttt il bl

= Position a member you coach o lead @ new item
Launich.

» Coach a team member as they plan & host a regional

mesting.
= Delegate two or three Area Coach tasks that you hate
to let go of.
= Coach all of your members with the question, “Are
roud of PDCE™ and then help them polish
pElpreleeate. 1
- I
whlodululf:ﬁz:mmmandobmﬂmr
delegation £ 2 pressntation region
nnwharyc:rlnrned. L
- Hddudﬂbwupm&lﬂdmgmm;nds-
with all of your members. Ensure
ation with WIGs and PDCs. Ensare all tocls are
aul:hl:lnduumuhu:lhﬂ,andmﬂsmd
professicnal and personal goals.
Smdya VL “problem™ outside of the siles
mm)thjn pwpbdm s(;h\;wulwleﬁxndﬂim
present your plan to fix it to your coach to the
mmmu
- with your team’s finance memher,
- in your region’s quarterly fnancial resalts
and drivers at a team mesting, and to the Group Sales
Directars.
= Create and exerute an appropriate [i.e., “friendly™)
sales it dmlzﬂam[mm
Present the prize to the winner.
= Join a Basiness Unit for at least 18-moeths.
= Lead a community sports team or fundraising event.
* Take an an expanded Area Coach role (additicmal

accounts ar geography) based on an umexpected JVL
need. dentify what “great™ will laok like with
e with your

Dmd\noro‘ < ko i o are

4 D:\do‘l b'nﬂingm feam at
Johnsoaville or with your lmi:x sales reps.

* Lead the annual business planning process, including
b and volumelspend planning, for
e e breils =

= Sesk out Area Coach and Coach leaming from
your coach. =

- Sed&mamﬁdkggmdmmmm
Area Coach competencies.
= Consistently seek out open, candid feedback from
your members and coach on opportunity areas
Ride with your members regularfy. Ask them to find
five things that you don't understand about their
accounts and to teach you.

10%

= 4-Year College Degree

= Learning to Lead

= Franklin-Covey Project Management

= Attend formal lexrning seminars at AMI and cther
x r.ma"w The I

- : Good To Great; The 21 Indispensible Qualities
of @ Leader by john Maxwell: Leadership o
Mﬁz}wxd Coach (Ken a.lmdaﬁ

P!an.emnn,andm-dz'l.’q;—m—Topbetm]\fL
PresfCEQ and an account that’s not your own.

Lead a cross-functional team to solve a persistent,

long-term problem that crosses team boundaries, per-

haps even with a customer.

= Identify a co-worker that you don’t often share com-

mom views with. Invest time with that persom to

ather, and
abways having

the right pauplgmpdu—mmlveﬂupmb‘lsm

LT L *problem™

your plannog?:irm,um coach and to the right JVL
ihers.

e
Lead the anmual business planning process, including
ing and vol ing, for

e

= JoinLead a comm nization that is st
J:u..a.;uaﬂ..f’,?f.dunam;m =
nd implementation.

- Drg:muausmwam:nduamzajunm
together.

= Tour and have facet-face mestings with leadership at
Mamence, Watertown, and Holtzn,

= Take on 2 whole new team= a channel, accourt, or
region that is totally unfamiliar to oo, Lead this
152 2o highes periormance over several yeare.
Measore “team” and * " metTi
and after you lead.

- Spudmuﬂdiy;wdlmbeﬂdmmﬁ

leadlers to learn more:

:bnmdumls respansibilities.

cin a JWL basiness: and attend its meetings in-

! Jn m“;‘:;nzr], awver the m"?‘ 18 to

54 moths,

= Take your customer to Johnsonville for a Strategic dis-
cussion with top management.

= Seck out Area Coach and Reg Coach learming from
your coach.

- Se&mumﬁ;ln.egc‘m:hmmammm
Area Coach competencies.

= Comsistently ssek out open, candid feedback from

your members and coach on opportnity areas

Ride with members regular] }ukﬁmmﬁnd

P i i

mmzndmrud\mkalm[\l.\m :ndlleg

Coach learning from you coach.

= Seek cut a successful NAM mentor, perhaps from out-
sid:dgmmmmmﬂymmNAMmupm-

= Uzd:pwuafpmmahdmdupsmdd‘c
SQUAP process with several acoount constituents to
deliver HICS

= Diiscuss with your coach how you approached a con-
flict with another teamemate and histher views ca how
o approach the matter.

= Roleplay with team members regarding an issue that
involves high emotions & high stakes.

= Jain a local “brain-trost™ business group that gathers
i

= Master’s Degree or MEA

= Complete Crucial Conversations Mastery Mission

= Advanced Mielsen, Specira, Segmentation, and ather
consumer-insight traming

= Read Good to Great ; Strategic

: The
The A dontic: Mnifiby: Soncboicarr Exeeacs
Seomrmaries: Wil Street fornal

Imsnm umit, and attend mestings in-per-
:rwuqnanul, wduwumd 18-24

E{hmvdfplanhonudhnlmhuuﬂdar
Region Meetings to gain team ivering on
company goals and customer goal

Identify an area of improvement within your team and
address it. Come up with a plan to overcome the
issme and work with the trammates that are resistant
to change.

Decide on a topic with your coach ... something that's

Become a Bt.mnsl l.hur]sd.u—fur 2 manths . 1\=le
Isd-: Strategic direction,

ing commitments, COGs

Lead the anmual Sales Six: Plan development
process for coe pear on of the Sales VB Direct
the execution of that

Lead the hiring of all new sales members for 12
months:

Coordinate with hiring coach, Member
smﬁ...dmu (if applicable) on job descrip-
tion and candidate selection; participate on all inter-
wiew teams.

trouhling issue.
the Franklin-Covey Great
Leaders, Great Teums, Great Results planning sy:
including WIGs (wmr Important Gmm,
excution, a
oppmnuntyhnuyume—

Rl el o s
Lead a cross-functional team for 2 new itemn launch or
package change.
Lead 2 MDCF th ] i

B ified in the use of the Predictive Index, and
lead the P1 process for Sales candidates for 18 months.
Mert face to face with each VP and each Plant

their team’s MDCFs. Use
@Mmimﬁvhhhm:f&udm

o pevject or solve 2 persi
e e R
failedd

Lead the 5-Star Experiences program for the entire
Salsm:umbdulfufdu\’?ofsds

and present mﬂm]\fL resident and Sales VI your
plan to salve all five. execute that plan.

Pursue znd earn 2 position on the board of an indus-

e
et e b e

s familiar to youw is
mmh#wpn&nmow;&nﬂpum
Measure “tearn™ nlu‘l’

Bedum?kpnmnfommonduklsm&na

Create a PCP that encompasses several retailers and
jpartnering with another marufactures.

= Seek out Reg Coach and Group Sales Director lezrn-
ing from your coach.

Seek and nurture 2 mentoring relationship with a non-
sales VP over the course of 24 manths

Ohbszrve the Group Sales Directors on five senfor man-
agement calls.

O‘bssve&xUmt leaclers in mestings for their business

Anznd three st xmmmpwrﬁahm
et e
pate.

T ey
ﬁveﬂw"ﬂmm e el

10%

Master's Degree ar MBA.
Wirld Class Coaching

Crucial Confrontations

Franklin Covey 4-Ds of Execution
Astend industry seminars
Anadmadmnd

ip course
Read: tiomal DNA {Honold & Silverman);
The Drpanization (Ashkenas, Ulrich)

Assend an effective speaking class
Subscribe to and read: The Economist: Harvard
Business Review; The Atlantic Mo rH,.

[Exeentive Book Swmemaries; Waill Street Journal
Take Plant tours to develop production expertise.

try ization like AMI, GMA, FML, etc., and serve
amn:sdwrof:.wb—gwp
I’

ac:amdm, Mexican, annnﬂ\J.\uBiunkq

Serve as the Sales member on the Imternational

Business Unit, and make repeated in-county sales calls

in France or Asia.

nm:'l:'.‘.ll indmll.lh:l:d.lz with Malcolm Enldng:

Mationzl Quality Award recipients o Deming Prize

winmers, :ndlepurtlio’wyonrfmdll\pwﬂ help VL
President, and

o CEOD, Seratagy Team.
Present ¥ sk o bl of [VE President at
all Town Hall mesings for & months.

Seck and nurtize 2 mgxﬂmF with a non-
Sales VP over the course of 24 months.

Serve as a mentor to an *At-or-Below jons™
Help

T INE S R
your members and coach on opportnity areas

Ride with your members regularly. u:dm.nw
E‘uedungrlm,mdm 't umderstand about their
accouants and to teach you

Master’s Degree or MBA
Learning to Lead

Franklin-Cavey Project Management

Complete 2 storytelling clas
:.:z;ﬂﬁnnuﬂlsmhg serminars at AMI and other

Read: Talent Flow (Levin & Rosse); Who Says
Elephants Can't Dance? (Gerstner); Wiy Smart
Executives Fuil (Finkeisteir)

Subscribe to-and read: The Ecomomist; Harvard
Business Reviese; The Atlantic Monthly:
Execative Book Surmmarics; Wall Street fosrnal




The Ultimate Development Toolbox

1. Context: “Voice”
2. Impact Map

3. Five Moments of Learning Need
4. 70-20-10

5. Six Sources of Influence




Poll Question...

When it comes to learning &
development, our employees are ...

A Very Self-Motivated to Develop Quickly

5  Self-Motivated, but Need a WIIFM
Reminder

c)  Not Very Self Motivated

D)  Not Self Motivated, but Willing to Develop
if They Have a Strong WIIFM

5 Only Motivated to Develop by Being Paid
or Forced




Surround Learning with Support

VitalSmarts, Inc.

Increase the
likelihood of
completing
development
plans

SCIENC
SUCCE

The New York Times Bestseller

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEE
NEW CASE STUDIES * APPLICATIONS * RESEARCH

New York Times Bestselling Authors of Influencer

change

%aqg;
thing

Grenny, David Maxfield, :
Millan, and Al Switzler <

Influencer

New Science
of Leading
Change

Joseph Grenny = Kerry Patterson
David Maxfield = Ron McMillan = Al Switzler

ooooooooooooooooooooooooooo

crucial conversations




Six Sources Of Influence

Worth It? Canl?

Motivation Ability

Personal

Social

| Structural



Source 1 - Personal Motivation

» Fun/enjoyable?
» Noble/worthy?
» Satisfying?

» Expected?

Motivation

Am |

Do | enjoy it? personally able?

Do others motivate? Do others enable?

Structural

Do “things
motivate? Do “things” enable?




Source 2 - Personal Ability

» Trained? Motivation Ability
» Knowledgeable?
» Physically able? voteroy 2 [

» Can they? | '

Personal

<

=

¥

Do others motivate? Do others enable?

[

B ;

= Do “things

(p)

motivate? Do “things" enable?




Source 3 - Social Motivation

Pressure by Motivation Ability
many to.

» Do the right

personally able?

Personal

things? 2
:
} NOt to th-e = Do others motivate? Do others enable?
wrong things?




Source 4 - Social Ability

» Do others Aelp? Motivation

5
Wi t h : = Do | enjoy it? personally ;a?;lllf‘l"?l
» Approvals? ] A
} I n fo r m at I O n ? g Do others motivate? Do others enable?

» Resources?
» Timeliness?

Structural

Do “things”
motivate? Do “things” enable?




Source 5 - Structural Motivation

Are incentives Motivation
» Aligned with
whatyoureally & ... ...
want?
» Behavior- 5
based? e
» Modest? : 9 S

motivate? Do “things" enable?




Source 6 - Social Ability

» Policies Motivation Ability
» Reporting

Am |

S t r u Ct u re Do | enjoy it? personally able?

Personal

» Physical layout
» Processes

Social

Do others motivate? Do others enable?

» Data, Cues, & 6
Tools

Structural

Do “things”

motivate? Do “things” enable?




Six Sources Of Influence

Motivation

Personal

Make the
Undesirable
Desirable

Social

Harness Peer
Pressure

Structural

Design Rewards
and Demand
Accountability

e -

ourpass
Your Limits

Find Strength
in Numbers

Change the
Environment



Six Sources Of Influence

Motivation

MiTSloan

Management Review

Personal

MiTSloan Make the

B = Undesirable ourpass
Ei’i Desirable Your Limits

Social

IOXMOI’E L|k€|y Harness Peer Find Strength
to Succeed

Pressure in Numbers

Structural

Design Rewards
and Demand Change the
Accountability Environment




The Ultimate Development Toolbox

1. Context: "Voice”
Impact Map

Five Moments of Learning Need
7/0-20-10

Six Sources of Influence

2.
3.
4,
5.




What?
So What?
Now What?

.



Why is this important ...?

Because business is
dodgeball




“I'm convinced that every
major problem we face as a
country Is a leadership
problem.”

-Jim Collins, OCT 2013



Building a High Performance
Team is Simple...

... but “Simple” # “Easy”

p—



A High Performance Team...

1. A clear, compelling, common goal
A winning culture

Open, candid communication

High Performance Expectations

A “team” orientation

Adequate resources and equipment
Well-defined roles

Clear lines of leadership

2.
3.
4.
5.
6.
/.
8.




Building a High Performance
Team is Simple...

... but “Simple” # “Easy”

p—



Why is this important ...?

Because business is
dodgeball




An Investment Opportunity.

S RSIET S S I SRS OSSR TN "TALAN I L0 CRAUTTR X TN ATTIHERE IS ONDEPOSITIN TIHE TIIEANSTUIRY OF S/ CLC )OS/ TLC) T I RIS ELENEL IS

m«mm@ =Nemitias)i=z 100000

xar

NN AT N

A
~

?@a © WASHINGTOX DG
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THE UNITED STATES OF AMERICA
O\il-. IHUNDEED THOUSAND DOLLARS IN GOLD

e Y EPAYARLE TOBEARER ONDEMAND AS AUTHORIZED BY LAYW C (',ﬁ’




“'. ot a ‘businessman.’
| O A Dusingss, man!”

-Shaww Corey Carter, aka rapper Jay-Z




Branding...




Why is this important ...?

Because business is
dodgeball




How Can You Build a Great Career?

»Serve
»Build SERVE
»Inspire BUILD

INSPIRE




On the strength of one link in the cable,
Dependeth the might of the chain

Who knows when thou may be tested?
So live that thou bearest the strain.



Succeeding in Moments

That Count
T




“The influence of each
human betng own others in
this life s a Rind of
Lmmortality”

JJohn uiney Adams




Attention CPLPs !

This Webinar Counts for 1.0
Continuing Education Credits!



To Learn More...

* TheLensOfLeadership.com

* ASTD ICE Sunday
May 4t, SU316

.J @CoryBouck

inl_f

o mughts Pat
il hely sy 2o¢ o deryhy) tilest
= Joba R Ry, Pre ove Leader
N
/ /_\ IHE

QEADERSHIP |
BEING THE LEADER OTHERS

WANTTO FOLLOW
e

2
CORY BOUCK \







