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Where 
Are 
You ? 



A company, product, person, or 
idea that you would invest 

$100,000 in today to earn a 
significant financial return 



 Naval Academy  

 Naval Flight Officer 

 Marketing 

 Politics 

 Business Training 

 Author 



Serve 
◦ The Ultimate Development 
Toolbox 

Build 
◦High Performance Teams 

 Inspire 
◦ Build Your Career Brand 



Perspective 





In my current role, I am a(n) … 
 

A) Individual Contributor 

B) Manager (First Level Supervisor) 

C) Director (Manage Managers) 

D) Vice President (Lead a Function) 



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



1. Context: “Voice” 

2. Impact Map 

3. Five Moments of Learning Need 

4. 70 – 20 – 10 

5. Six Sources of Influence 
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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 



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

organization?” 



1. Context: “Voice” 

2. Impact Map 

3. Five Moments of Learning Need 

4. 70 – 20 – 10 

5. Six Sources of Influence 



Connects the learning to 
results 

 





Competencies Important On the 

Job Behaviors 

Member’s Key 

Goals 

Job/Team Results Corporate Goals 

12 Conflict 

Management 

15 Customer Focus 

17 Decision Quality 

Discern between the 

“right” work and work 

that is not the highest-

priority or aligned with 

our team’s priorities. 

These vary by Learner. 

Coach and member 

mutually agree on 

these. 

Individual and Team 

Results to be Delivered 
 

X% Organic Growth 
 

24 Functional/ Technical 

Skills 

28 Innovation 

Management 

Follow an internal 

consulting process in a 

manner that builds 

relationships, 

encourages success, 

and better decision-

making. 

Are Personal, and 

Situationally-based 

Sales Programs More 

effective 
 

X% of Sales from 

New Products 

30 Intellectual 

Horsepower 

31 Interpersonal Savvy 

Establish an appropriate 

relationship with internal 

clients. 

Some impact examples 

might include: 

Team Focused on 

Highest Priorities 
Financial:   

X% Margin,         

X% RonA 

35 Managing & 

Measuring Work 

37 Negotiating 

42 Peer Relationships 

Apply technical expertise 

in the context of an 

internal consulting 

process. 

Financial, Customer 

Service, and 

Timeliness of 

Execution 

Costs Reduced/ 

Efficiencies Improved 

51 Problem Solving 

52 Process 

Management 

58 Strategic Agility 

Effectively use questions 

in support of an internal 

consulting process 

Team Sought Actively 

Sought by Customers 

for Detailed Advice 

X% Internal Fill 

Rate for Manager 

Roles 

67 Written 

Communications 

Effectively deal with 

resistance when 

applying an internal 

consulting process 

Learning Program:  Internal Consulting Skills 



Competencies Important On the 

Job Behaviors 

Member’s Key 

Goals 

Job/Team Results Corporate Goals 

12 Conflict 

Management 

15 Customer Focus 

17 Decision Quality 

Discern between the 

“right” work and work 

that is not the highest-

priority or aligned with 

our team’s priorities. 

 

 

 

6% Organic Growth 
 

24 Functional/ Technical 

Skills 

28 Innovation 

Management 

Follow an internal 

consulting process in 

a manner that builds 

relationships, 

encourages success, 

and better decision-

making. 

Gain commitment to 

The Ultimate 

Development Toolbox 

process when 

consulting with Sales 

Decrease Learner 

Time-to-Effectiveness 

by 33% (using SCM)  

 

25% of Sales from 

New Products 

30 Intellectual 

Horsepower 

31 Interpersonal Savvy 

Establish an appropriate 

relationship with internal 

clients. 

Increase RONA by 

14% 

35 Managing & 

Measuring Work 

37 Negotiating 

42 Peer Relationships 

Apply technical expertise 

in the context of an 

internal consulting 

process. 

Reduce time for 

diagnostic & design 

meetings w/ customer 

by 15% 

Carry one add’l 

engagement over 

current workload 

expectations 

No Additional 

Headcount This 

Year 

51 Problem Solving 

52 Process 

Management 

58 Strategic Agility 

Effectively use 

questions in support of 

an internal consulting 

process 

Grow Export 

Business by 18% 

67 Written 

Communications 

Effectively deal with 

resistance when 

applying an internal 

consulting process 

Learning Program:  Internal Consulting Skills 
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Learning,  

Designed with   

Performance Support 



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

A) Very Self-Motivated to Develop Quickly 
B) 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 
E) Only Motivated to Develop by Being Paid 

or Forced 
 



VitalSmarts, Inc. 

 

Increase the 
likelihood of 
completing 
development 

plans 





 Fun/enjoyable? 

 Noble/worthy? 

 Satisfying? 

 Expected? 



 Trained? 

 Knowledgeable? 

 Physically able? 

 Can they? 



Pressure by 
many to: 

 Do the right 
things? 

 Not to the 
wrong things? 

 

 



 Do others help? 

 

With: 

 Approvals? 

 Information? 

 Resources? 

 Timeliness? 



Are incentives 

 Aligned with 
what you really 
want? 

 Behavior-
based? 

 Modest? 

 

 



 Policies 

 Reporting 
structure 

 Physical layout 

 Processes 

 Data, Cues, & 
Tools 





10X More Likely 
to Succeed 
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Because business is 
dodgeball 



“I'm convinced that every 

major problem we face as a 

country is a leadership 

problem.” 
-Jim Collins, OCT 2013 





1. A clear, compelling, common goal 

2. A winning culture 

3. Open, candid communication 

4. High Performance Expectations 

5. A “team” orientation 

6. Adequate resources and equipment 

7. Well-defined roles 

8. Clear lines of leadership 

 





Because business is 
dodgeball 





“I’m not a ‘businessman.’ 
I am a business, man!” 

-Shawn Corey Carter, aka rapper Jay-Z 



 



Because business is 
dodgeball 



Serve 

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. 





“The influence of each 
human being on others in 

this life is a kind of 
immortality” 

-John Quincy Adams 



Attention CPLPs ! 
 

This Webinar Counts for 1.0 

Continuing Education Credits! 



• TheLensOfLeadership.com 
• ASTD ICE Sunday 
   May 4th,   SU316 

      

        @CoryBouck 



TheLensOfLeadership.com 


