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DAY ONE
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OUR LEADERSHIP FRAMEWORK (TC) 2

Definition

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

level.

Team Building
Creating the awareness to be able to review, develop and 
engage a high-performance team aligned to the business 

strategy.

Communicating
To able to motivate and inspire via consistent, relevant and 

authentic communication of the ‘why’ and ‘what’. 

Coaching
To be able to build individual awareness and responsibility 

for performance through a supportive and pro-active 
coaching approach.

The (TC) 2  model remains our leadership orientation.
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BE RECEIVED

BE UNDERSTOOD

BE ACCEPTED

MOTIVATE ACTION

MODEL FOR 
EFFECTIVE 
COMMUNICATION.



WHAT CHALLENGES DO YOU 

EXPERIENCE AGAINST EACH STEP?

BE RECEIVED

BE UNDERSTOOD

BE ACCEPTED

MOTIVATE ACTION



WRITTEN COMMUNICATIONS
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What, if anything, is relevant to YOUR audience?

Why should the audience care?

What is the best media or method?

What language should I use?

PREWORK
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INDIVIDUAL 
PRESENTATION.

For the scenario you have been given prepare a short 
briefing 2 -3 minutes.

Use all the tips given in the prework video.

You will deliver this communication to a small group 
and be recorded on your personal mobile phone.

NOTE: Deciding that you WOULDN’T communicate 
anything for this scenario might be valid in the real 
world but is not an option for this task



YOUR TURN!

In your group you will take turns to deliver the presentation that you 
have prepared.

Please hand your phone to a colleague who will act as camera 
person (note: you can access the camera function without unlocking 
your device).

At the end of each presentation the group can give short POSITIVE 
feedback.

Camera People:

Please position the camera so that you record head to toe. We need 
to see the whole person. Try to avoid movement while recording.



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

until you stand up to speak in public

George Jessel



DEBRIEF.

Find a partner and now play back 
your recordings.

Discuss and make notes about the 
following:

• How did I feel at the time?

• How do I look when I watch back 
the recording?

• What could I do that would give 
me more impact when I 
communicate?
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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

Hands & Arms 
By your side

Hips  
Fixed and central

Feet  
Planted into the ground not moving



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

iLEAD



VOICE TONE ACTIVITY

Small group activity

• Pick a card at random.

• Don’t show anyone your card.

• Read the sentence at the top two times for each emotion shown.

• Your challenge is to convey the two emotions so well that the 
audience can guess the emotion.

• If they don’t guess correctly you have to try again with more 
emotion!

“Another round of portfolio”

Angry

Excited



LET’S GIVE IT 
ANOTHER GO!



BRING ON THE CREATIVITY!

This is a safe space, let’s take advantage of that ☺

Go back to your original presentation and now think 
about how you can present that information in a 
radically different way.



DEBRIEF.

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?

What will you be 
focusing on 
tomorrow?





ENGAGING COMMUNICATION

DAY TWO
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EMOTIONAL: TOPIC 1
MASKS.

Why might we wear masks in work?

What are the risks if we drop our masks?



EMOTIONAL: TOPIC 2
OUR EGO



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

Instinctive drivers these emotional or 
impulsive behaviours:

− Jumps to an opinion

− Thinks in black and white

− Paranoia

− Catastrophises

− Irrational

− Emotional judgements

TERRITORY

POWER  
CONTROL

EGO

SECURITY

FOOD

PARENTAL 
INSTINCT

INQUISITIVENESS

SHELTER

TROOP



SENSE OF 
COMMUNITY

SENSE OF A 
GREATER GOOD

SENSE OF PURPOSE

CONSCIENCE 
(PERSONAL & TEAM)

LAW ABIDING, 
DISCIPLINED

SELF CONTROL

ACHIEVEMENT & 
SATISFACTION HONESTY & TRUTH

COMPASSION

HUMAN PART OF OUR BRAIN
PRE - FRONTAL CORTEX

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 a time where your 
ego (the chimp) took 

control and caused you to 
act in a way you later 

regretted.

Tell us about that incident 
and what advice you have 

for others to avoid this 
happening to them.

Think of a time where your 
ego (the chimp) took 

control and caused you to 
act in a way you later 

regretted.

Tell us about that incident 
and what advice you have 

for others to avoid this 
happening to them.



DEBRIEF.

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.



COACHING
…what do you know/remember?



QUESTIONING.

THE ‘SWEET SPOT’

Beliefs and 
values.

Opinions and 
conjecture.

Facts and 
information.



Why?

How?

Where?When?Who?

What?



DEVELOPING YOUR QUESTIONING SKILLS
Your task:

Ask consecutive open questions to 
your partner.

– Partner chooses a card.

– Coach starts the conversation with ‘What 
do you notice about the card?’

– Use the coachee’s  answer to develop your 
next question.

– Try to use only ‘what’ and ’how’ 
questions.

– When you have exhausted one avenue of 
questioning simply ask again ‘What else 
do you notice about the card?’

– After 5 minutes, swap roles and repeat.



FACILITATION SKILLS.



YOUR TURN!

Working in pairs.

Each pair will select a topic at random. 

Your task is to prepare a 7 to 10 -minute facilitation on this 
topic (what ‘what or how’ questions could you ask?)

Avoid obvious questions.

Focus on questions that will give new insight or 
understanding about the group’s views and opinions about 
this area.



HOSTILE & CHALLENGING 
QUESTIONS



OUR OBJECTIVES

• Stay calm and focused under critical 
or hostile questioning

• Respond in a clear and structured way



Reframe Question



DEVELOPING YOUR RESPONDING SKILLS
Your task:

Give a 20 sec overview of your current 
tasks, KPIs or communications (specific to 
your role)

The group now have 60 sec to come up 
with 3 challenging questions for you.

Pick two questioners, answer their 
challenging question. 

Use two different frameworks to answer 
each question.

Audience will give feedback about how 
effective the answers were.



MY COMMITMENT

Think about your most common 
communication activities:

What are you willing to change or 
do differently?

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