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APPENDIX A

3 Leadership Conversations
Transparent Agenda

VOICE

“This voice also encompasses the soul of organizations that
will survive, thrive, and profoundly impact the
future of the world.

Voice is unique personal significance —significance that
is revealed as we face our greatest challenges and which
makes us equal to them.

Voice lies at the nexus of talent (your natural gifts and
strengths), passion (those things that naturally energize,
excite, motivate, and inspire you), need (including what the
world needs enough to pay you for), and conscience (that
still, small voice within that assures you of what is right
and that prompts you to actually do it). When you engage
in work that taps your talent and fuels your passion—that
rises out of a great need in the world that you feel drawn by
conscience to meet—therein lies your voice,
your calling, your soul’s code.”

STEPHEN R. COVEY, THE 8TH HABIT

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

3 Leadership Conversations A
Transparent Agenda

VOICE

Intent: To help each individual recognize and make unique
and meaningful contributions.

NEED
What is
the need?

VOICE
CONSCIENCE Your Unique PASSION
What do | feel

Contribution What do |
| should do? love doing?

TALENT
What do |
do best?

© Franklin Covey Co. All rights reserved.
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APPENDIX A

3 Leadership Conversations
Transparent Agenda

VOICE

How to Use: Ask each question and then add your
perspective—or use your answers to the
questions to generate a conversation with
the other person.

1. NEED (external or internal)

a. What unmet needs and opportunities do you see among our
customers, within our business, or in the marketplace?

b. What is the ONE thing you could do to make the greatest
contribution?

2. PASSION

a. What have you always loved doing?
b. What job or career-related opportunities are you most excited
about?

3. TALENT

a. What are your interests, talents, and capabilities and how could
you develop them further?
b. What could you do well that you’re not currently doing?

4. CONSCIENCE

a. What values or principles are most important to you?
b. What part of your work do you feel best about, and what would
make it more meaningful?

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

3 Leadership Conversations A
Transparent Agenda

VOICE CONVERSATION
WATCHOUTS

Attitudes to Avoid

e “This ‘voice’ stuff is irrelevant; my job is to make sure
people do their job.”

e “We talk about people’s potential in their annual
performance review.”

e “I'll do this if | have time.”

e “Who cares if people are fired up as long as they’re
doing the job they were hired to do?”

e “| assume people will naturally trust me enough to share
what'’s important to them.”

e “| already know what'’s important to others.”

e “Aslong as we're making money, what does it matter?”

© Franklin Covey Co. All rights reserved.
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APPENDIX A

3 Leadership Conversations
Transparent Agenda

PERFORMANCE

In a well-conducted performance conversation,
the individual worker agrees on what is important, why it
is important, how it is to be accomplished, and how it can
be tracked and improved. The worker begins to both
see and share commitment to the overall organizational
vision, mission, strategies, and goals. It is not a one-way
conversation, particularly when the worker is not new on
the job. It is a win-win-win conversation—a win for the
organization, a win for the boss, and a win for the
worker in helping them align and achieve their most
important goals and objectives.

TALENT UNLEASHED

“As a rule there are in everyone all sorts of good ideas,
ready like tinder. But much of this tinder catches fire...only
when it meets some flame or spark...from
some other person.”

-ALBERT SCHWEITZER

© Franklin Covey Co. All rights reserved.
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APPENDIX A

3 Leadership Conversations
Transparent Agenda

1—DESIRED RESULTS

How to Use: Discuss and come to an agreement on each
factor listed below.

What needs to be done?

1. What are the team'’s top two or three goals?

2. How will we measure success?

3. What are your top two or three individual goals—the goals
you need to achieve in order to make your contribution?

4. How do your individual goals connect to the team'’s top
goals? Why are your goals important?

5. Are your goals realistic and achievable?

6. How have you translated these goals into plans (i.e., who
will do what by when)?

7. How will you measure your success?
Watchouts
e Avoid taking on too many goals.

e Don’t be one-sided or dictatorial. Listen with the intent to
understand.

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

3 Leadership Conversations
Transparent Agenda

2—GUIDELINES

How to Use: Discuss and come to an agreement on each
factor listed below.

What standards need to be met?

1. What other people need to be involved in this
conversation, and what are their expectations?

2. How will your work impact other teams or functions?

3. What policies and/or procedures are in place?

4. Are there any related ecological, quality, safety, or legal
requirements to consider?

5. Are there any political or cultural dynamics to consider?

Watchouts
e Don’t create unnecessary policies.

e Don’t ignore essential policies.

© Franklin Covey Co. All rights reserved.
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APPENDIX A

3 Leadership Conversations
Transparent Agenda

3—RESOURCES

How to Use: Discuss and come to an agreement on each
factor listed below.

Who/what is needed to accomplish the desired
results?

1. What people and other resources (e.g., information,
financial, training, etc.) are needed and available?

2. Who can authorize access to the necessary resources?
3. What potential barriers need to be resolved?

4. |s there “game-changing” information or technology that
could be utilized?

5. Are there any people or resources that could be
repurposed?

Watchouts

e Don’t give up too quickly. Is there a different way to obtain
the necessary resources?

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

3 Leadership Conversations
Transparent Agenda

4—ACCOUNTABILITY

How to Use: Discuss and come to an agreement on each
factor listed below.

How will we track performance?

1. What are the measurable, influenceable, and predictive activities
(lead indicators)?

. Who will receive information and how will tracking take place?
. What key milestones will be achieved along the way?

. How often will we meet to review progress?

a A O DN

. If necessary, how will we modify our agreement?

Watchouts

e Don't forget that accountability is a two-way,
agreement-based process. It is something you share, not
something you do to someone.

e Don’t assume that frequent accountability will take place
without a systematized communication and review process.

e Don’t use accountability as a threat. Instead, use it as a
process for creating meaning and engagement.

© Franklin Covey Co. All rights reserved.
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APPENDIX A

3 Leadership Conversations
Transparent Agenda

5—CONSEQUENCES

How to Use: Discuss and come to an agreement on each
factor listed below.

1. When goals are achieved, what are the implications:

e For the customer (internal/external)?
e [or the organization?

e For the team?

e For the individual?

e For other stakeholders?

2. If goals are not achieved, what are the implications:
e For the customer (internal/external)?
e For the organization?
e For the team?
e For the individual?
e For other stakeholders?

3. Are modifications to the agreement needed?

Watchouts

e Avoid creating unintended expectations.

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

3 Leadership Conversations
Transparent Agenda

PERFORMANCE CONVERSATION
WATCHOUTS

Avoid

e Assuming people know where to focus.
e |istening to reply rather than to understand.

¢ Failing to differentiate between the many important tasks
and the vital few.

e Failing to make specific links to overall organizational
objectives.

e Giving superficial attention to issues, questions, and
challenges.

e Pushing your agenda rather than seeking mutual agreement.

© Franklin Covey Co. All rights reserved.
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APPENDIX A

3 Leadership Conversations A
Transparent Agenda

CLEAR-THE-PATH

Leaders can be a source of help to those they lead.
They can look ahead and try to discern what may
be needed. They can watch and learn from what the
team is doing and see what team members need to
keep going and/or improve. They can then teach or
pass on what they learn. They can coach. They can
help prevent problems and anticipate opportunities.
Each team member can work within his or her Circle
of Influence to help and support others. This is how
quantum performance improvement comes.

TALENT UNLEASHED

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

3 Leadership Conversations A
Transparent Agenda

CLEAR-THE-PATH

Intent: To remove barriers and obstacles and discover new
and better ways to accomplish shared goals.
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APPENDIX A

3 Leadership Conversations A
Transparent Agenda

CLEAR-THE-PATH

How to Use: Ask each question—or use your answers
to the questions to generate a discussion
or make a request.

Questions:
1. What are you working on and how is it going?
2. What are you learning?
3. What obstacles are getting in your way?
4

. If you could change one thing to improve your
progress, what would it be?

5. What can team members do to remove barriers for
each other?

6. What new opportunities are you seeing?

7. How can | best help you?

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

3 Leadership Conversations A
Transparent Agenda

CLEAR-THE-PATH
CONVERSATION WATCHOUTS

Attitudes to Avoid

e “If people need me, they know where to find me.”

e “I’'m already working long hours just to stay on top of
what others are supposed to be doing.”

® “I've got all the answers.”

© Franklin Covey Co. All rights reserved.
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APPENDIX A

3 Leadership Conversations A&
Transparent Agenda

FOUR GOVERNING PRINCIPLES

Principle 1: Contribution
* Make a positive difference.
e Add value.
OPPOSITE: Greed, apathy, selfishness

Principle 2: Trust

e Be trustworthy.

* Make and keep commitments.
OPPOSITE: Distrust, suspicion, cynicism
Principle 3: Synergy

e Merge differences in unity of purpose to create a power
greater than the sum of the parts.

OPPOSITE: Scarcity

Principle 4: Empathy
e |isten to genuinely understand.

OPPOSITE: Listen with intent to judge, criticize, editoralize,
prepare a response, or share your own autobiography.

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

3 Leadership Conversations
Transparent Agenda

Reminders

e You are having conversations all the time—intentional or
unintentional, formal, or informal. Make sure you are com-
municating what you want to communicate.

e Everyone has potential for extraordinary contribution. Make
sure you “see” the people you work with as expanding,
growing contributors with unique and extraordinary contri-
butions to make.

Opportunities

® You observe a team member who does not seem enthused
about work or who doubts his or her ability. This is your
chance to have a meaningful “Voice Conversation.”

® You observe an individual or team that seems to be work-
ing hard but not really achieving meaningful results. This is
your chance to have a quality “Performance Conversation.”

e You see your team working hard, but you want to facilitate
greater results. This is you opportunity to have a helpful
“Clear-the-Path Conversation.”

© Franklin Covey Co. All rights reserved.
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APPENDIX B

WIN-WIN PERFORMANCE AGREEMENT

Agreement Between Date

Contribution Statement:

Desired Results
What are the results you are trying to achieve?

Guidelines
What key criteria, standards, policies, or procedures should be followed?

Resources
What people, budget, and tools are available?

Accountability
How will we give feedback? How often?

Consequences
What are the rewards if the agreement is fulfiled?

What are the consequences if the agreement is not fulfilled?

© Franklin Covey Co. All rights reserved.
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TALENT UNLEASHED

WIN-WIN PERFORMANCE AGREEMENT

Agreement Between VP of Sales and Jackie Date Septrember |

Contribution Statement
1L will bring my deep praject-management expertise amd people-leadership skills +o help wmy
Aepartment amd our compamy achieve our sales goals.

Desired Results
What are the results you are trying to achieve?

+ To be an ebPective praject leader with Pull sumership or training of account executives on a new ‘9o +o

mavket” approach of our product.

» To meet quavterly and meet amnual sales goals with wew products.

* To engage i wew amd challenging opportunities that provide ougoing leavning amd Aevelopment expeviences.

Guidelines
What key criteria, standards, policies, or procedures should be followed?

o Weekly communication with Sales and Mawketing leaders ave to be attended in pevson.

2 Training ou the new product must be done while the curvent product continues to be successtully
wmavketed amd sold.

Resources
What people, budget, and tools are available?

» Adwinistrative assistomce from the sales leader’s cuvvent support stab® .

o Predetermined budgets Por training and ongoing coaching meetings.

2 10 to 15 houvs o week of assistamce from existing mewmbers of the tvaining team .

Accountability
How will we give feedback? How often?
» Weekly update meetings will be held each Mowday wheve progress will be shaved.

¢ The Product Rollout Scoreboard will be updated Aaily with curvent information.

o A monthly meeting with the soles leader will be held to veview the overall progress and make any weeded
adjustments

Consequences
What are the rewards if the agreement is fulfilled?

» The compamy hits amd exceeds revenue tavgets for new product.

+ | gain additional expervience with new oppovtunities using the previously “untapped” talent.

o | veceive bonus pay ted to the success of veveuue tavgets.

What are the consequences if the agreement is not fulfilled?
o Both the compamy amd | £aill to veceive the positive consequences listed avove.

© Franklin Covey Co. All rights reserved.
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“PEOPLE ARE OUR MOST

IMPORTANT ASSET.”

Every company pays lip service
to this platitude, but how many
companies really embrace it?
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People can sustain —or ruin —your brand. If your people lack
excitement, are indifferent, or even feel alienated from the company,
your competitive advantage will disappear.
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In The Ultimate Competitive Advantage,
FranklinCovey thought leaders Shawn D.
Moon and Sue Dathe-Douglass, lay out
the steps leaders can take to tap into
their organizations’ most valuable and
unigue resource: people.

From the company that brought you
The 7 Habits of Highly Effective People,
The Ultimate Competitive Advantage
offers six highly effective practices
that will propel your organization to
success by unleashing the potential of
your people.

Each practice in The Ultimate Competitive Advantage is based
on fundamental principles that hold true across all cultures,
industries, organizations, and agencies, from the necessity of
being proactive to the importance of building win-win, high trust
relationships, to executing strategy effectively. Implementing
these practices is the key to making a distinctive difference in

the marketplace.

The Ultimate Competitive Advantage will enable your organization
to achieve remarkable results and become an industry standout
by leveraging your most important asset: your people.

AVAILABLE WHEREVER BOOKS ARE SOLD.



H} FranklinCovey.

THE ULTIMATE COMPETITIVE ADVANTAGE

THE ULTIMATE COMPETITIVE ADVANTAGE

FranklinCovey is a global company specializing in organizational
performance improvement. We help organizations achieve
results that require a change in human behavior.

Our expertise is in seven areas:

LEADERSHIP

Develops highly effective leaders who engage others to achieve
results.

EXECUTION

Enables organizations to execute strategies that require a
change in human behavior.

PRODUCTIVITY

Equips people to make high-value choices and execute with
excellence in the midst of competing priorities.

TRUST

Builds a high-trust culture of collaboration and engagement,
resulting in greater speed and lower costs.

SALES PERFORMANCE

Transforms the buyer-seller relationship by helping clients
succeed.

CUSTOMER LOYALTY

Drives faster growth and improves frontline performance with
accurate customer- and employee-loyalty data.

EDUCATION

Helps schools transform their performance by unleashing the
greatness in every educator and student.



ATTEND A COMPLIMENTARY WEBCAST

Join one of our experts for a complimentary, live webcast and learn
more about the 3 Leadership Conversations to Ignite the Unlimited

Potential in People.

FranklinCovey offers live welbcasts in a variety of areas related
to Leadership, Execution, Productivity, Trust, Sales Performance,
Customer Loyalty, and Education.

For more information, or to register, visit www.franklincovey.com/

webcast-series.

OUR MOST POPULAR WEBCASTS

These webcasts highlight key concepts, demonstrate participant
tools and resources, and discuss implementation options. Some of
our more popular webcasts are:
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of Highly Effective People®

SIGNATURE EDITION 4.0
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Leading at the-

SPEED
TRUST

PROJECT
MANAGEMENT
ESSENTIALS

For the Unofficial Project Manager

7 Habits that will Increase Your Personal and
Professional Effectiveness: The 7 Habits of
Highly Effective People®: Signature Edition 4.0

Achieve Your Most Important Goals in the Midst
of the Whirlwind: The 4 Disciplines of Execution®

The 13 Behaviors that will Increase Engagement
and Trust: Leading at the Speed of Trust®

Invest Your Time, Attention and Energy on
Your Highest Priorities: The 5 Choices to
Extraordinary Productivity®

Complete Your Projects on Time, on Budget, and
on the Mark: Project Management Essentials for
the Unofficial Project Manager®

Inspire Trust and Build Credibility as a Leader:
Leadership: Great Leaders, Great Teams,
Great Results®





