GENERAL CONTRACTORS GROUP

-i“ HILL & WILKINSON O YELLIN




March 5
6-8pm

Amen Clinics
Irving
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+ 360 Assessment
+ 360 Debrief

» Escape Room
» Enneagram

" & 8 @

Culture

Increase trust,
Decrease threat.

3 Big Deals
Impact of Threat
Top 10 Threats
E+R=0

Accountability Model
Integrity Jenga
Building Trust

Vision

Lead with vision and
values.

« HW Finance 101
« The Resilient Leader
- Prioritizing

- Rounding
- Living the Vision
- Leading the Vision

P> 2025-2026

— Communication

THE

Connect for clarity and
growth.

September 30

+ Proof of Concept
- Using DiSC
Communication

October 28

- Leadership Styles
- Leader as Coach
- GROW Coaching

EQ

Emotions drive
relationships and
results.

November 25

- Managing Self

- Influencing Others

« Conflict

- GROW for Collaboration

CLEAR Delegation « Mapping Model
Stakeholders
Huddle Huddle Huddle Huddle

LEAD Project

LEAD Project

LEAD Project

LEAD Project

CHALLENGE
STRATEQCY
THE THE
MOSAIC RELEVANCE
STRATEGY STRATEGY
THE THE
USING EMOTION ACTION
STRATECY STRATEGY
THE THE
INTERACTION NOVELTY
STRATEGY STRATECY
Team Inclusion

Grow others. Build
ownership.

December

- Legacy Cohorts

January 27

. Leading Change
« The Innovation
Simulation

Belonging unites.

February 24

- Championing an
Inclusive Culture

+ GROW for
Development

. GROW for Strategy

Huddle
LEAD Project

Huddle
LEAD Project

Coaching

- LEAD
Presentations
« Graduation




LEAD Project



LEAD Project Timeline

Select topic Proof of Develop Final
Analysis Concept Implement Presentation
Design

Get executive feedback

Q YELLIN Unforgcrtah]c Lcadcrship. Unforgcttahlc Results.
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Lowest Rated Items

This report shows average ratings for each of the 10 lowest rated items in the review across all non-self rater groups. Average

ratings for individual rater groups are also shown for easy reference.

Overall Direct
Self Avg.  Supervisor Peer Reports Customer Family/Friend/Other

1. Growth Mindset 3.6 3.9 36 39 819 3.0 B0
Actively seeks feedback from others

2. Building Mutual Trust 39 4.0 3.6 3.5 4.4 1.0 4.7
Appropriately shares personal struggles,
limitations or failures with others (shows
vulnerability)

3. Managing Conflict 510 4.1 4.0 42 43 47 4.2
Willingly initiates difficult conversations when
necessary

4. Team Development 3.4 4.2 36 4.2 4.0 0.0 46
Asks generative questions to foster deep
thinking in others

5. Collaborative Team Leadership 37 4.2 38 4.2 4.0 0.0 4.5
Discusses performance issues promptly and
directly

6. Self-Awareness 37 4.2 38 43 46 1.0 4.4
Accurately describes their strengths and
limitations relative to their leadership

7. Leading Change 3.9 4.2 37 4.2 4.5 5.0 4.2
Seeks to understand others' resistance to
change

8. Managing Conflict 4.2 43 42 43 45 5.0 4.1
Addresses disagreements when they arise

9. Team Development 4.0 43 3.8 4.4 4.2 0.0 4.7
Provides developmental opportunities based
on team members’ strengths, limitations and
interests

10. Leading Change 38 43 4.0 43 4.7 4.5 43

Manages resistance to change

(O YELLIN
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Leading Change

38. Shows interest and openness towards change

39. Personally adapts to change rapidly

40. Intentionally identifies stakeholders that may support or
resist the change

41. Seeks to understand others' resistance to change

42. Manages resistance to change

43, Provides ongoing support through change

Avg. S 4.4
Supervisor E— 4.2
Peer A 4

Family/Friend...| 14.3
Se|f I — .3

0 1 2 3 4 5

Avg, r————] 4
Supervisor B 4.2

Peer b—————————x—i4.5

Direct Reports i 4.4
Customer S 4.3
Family/Friend...| 4.4
Self — 3./

0o 1 2 3 4 5

AVE, ———— 4 4
Supervisor R 4.1
Peer —— 45
Direct Reports sl 4.7
Customer — 4.7
Family/Friend...| 4.1
Self ——— .

0 1 2 3 4 5

AVE. {4 )
Supervisor — 3. ]
Peer I —4.2
Direct Reports Sl 4.5
Customer 15.0
Family/Friend...! 4.2
Self [ — . O

Family/Friend...| 14.3
Self —— 3.3

0 1 2 3 4 5

Avg. S 4.5
Supervisor —— . )
Peer a5
Direct Reports Sl 4.8

Customer 15.0
Family/Friend...!| 4.6
Self — .0

0 1 2 3 4 5

AVG
44
42
44
45
40

38

AVG
44
42
45
44
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44
37

AVG
44
41
45
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41
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37
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45
5.0

39
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43
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Brain on Brain on
clarity, confusion,
INnvolvement, lack of agency,
positive outcome negative outcome

Best self

Willpower

Perspective taking
Flexible and fluid
Curious and open
Creative and innovative

Focus and energy

LLIN
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Unforgettable Leadership. Unforgettable Results.

Defensive

Has to be right
Reactive
Compromised health
Stuck (either/or)
Protective of self
Tunnel vision

Missed opportunities



SUCCESS




Imagine...

If we could prepare change
agents —who must rely
more on influence than
authority — for the harsh
realities of leading
InNnovation initiatives and
Influencing stakeholders...
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Stakeholders Tactics Software Success
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INNOVATION

@takeholders




Mary Bolt

Jean Verlot

U'
Customer

Judy Yang

E G

Edward Arton

O VE

LLIN
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Exec Assistant

o Christina Fox Charles Obenk David Merk Vladimir Popof
Ted Lostrom
Hillary Norting Bob Carter Marina Jao

HR Manager

Wu Zing

Hd of Accountg

Paul Derkhard

Chief Counsel

Hd of Purchasing

Carla Estrom

Hd of Manufactg

Kjell Hoglund

Hd of Distribution

Head of Sales

Ralf Gifford

Hd of Advertising

Samantha Kron

Sales Team Mgr

Technology Mgr

William Salif

Webmaster

Anica Riff

Head of R&D

Ekta Unvala

@@f@@

Comms Tech Mgr

Unforgettable Leadership. Unforgettable Results.



Influence - to “flow through”
Persuade —to completion
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If we want to influence and persuade our

stakeholders,
we have to understand:

. Who they are
. What are their concerns and interests

. How we can effectively build trust and
connection

Q YELLIN Unforgettable Leadership. Unforgettable Results.
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High power and High power and
low interest high interest

Wildcard Champions

Power Keep Informed Actively Engage

(Influence
Decision Maker)

Low power and Low power and
low interest high interest

Spectators Contributors

Minimal Effort Keep Engaged
and Informed

Interest (skin in the game
O YELLIN ( g ) Unforgettable Leadership. Unforgettable Results.
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. 40
% of typical
population
Innovator Early Adopter Early Majority Late Majority Resistor
Resistance
Q YELLIN Unforgettable Leadership. Unforgettable Results.
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INNOVATION
Oiming




Adoption
ypically
Typically perienced
Expected

Time
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INNOVATION
Oactics




Scouting

e |
Ambassadorship
7 ? e
k

R

Task
Coordination

=
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Adoption

ypically

Typically EXperienced

Expected

Time
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Scouting

e

Ambassadorship

r ZET
) Ambassadorship
L— Is about accessing

P powerful, well-
connected people
Tgk and getting them
L Coordination to listen




Adoption

ypically

Typically EXperienced

Expected

Time
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Scouting

e

Ambassadorship

r 7
Q ) Ambassadorship
Is about accessing

_/° powerful, well-

connected people
Tgk and getting them
L Coordination to listen

Task Coordination is capitalizing on the final

opportunity to influence stakeholders you chose
not to prioritize




Adoption

ypically
EXperienced

Typically
Expected

Time
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Adoption

ypically
EXperienced

Typically
Expected

Time
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INNOVATION PARAMETERS

COORDINATION

Ensuring the project
plan takes into account
the interdependencies
among internal
departments and
between the company
and external
organizations (e.qg,
regulators and
suppliers).

O YELLIN

CROUP

RESOURCES

Ensuring the budget is
approved and the number
of additional project team
members is sufficient.

MARKET FIT

Ensuring the product
has the right balance of
functionality and price
and is differentiated
from what the
competition offers.

Unforgettable Leadership. Unforgettable Results.
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