Emotional Intelligence

Interpersonal Intelligence (Managing Self)

Directions: Rate each statement by considering how frequently you display the behavior.

1.
ﬂg\ﬁft Occasionally | Frequently AA\IVT;;S;
| listen to others fully without judgement. 1 2 3 4
| listen without offering advice or solutions. 1 2 3 4
| observe facial expressions and non-verbal cues. 1 2 3 4
| easily recognize what others are feeling. 1 2 3 4
In upcoming conversations, stay curious. Remember, people's choices and worldview makes sense to
them - it doesn’t have to make sense to you. Review Coaching Presuppositions under Communication.
In upcoming conversations, tap the breaks on giving advice or solving the problem. Instead, ask
generative questions that begin with ‘what’ or ‘how.’
In upcoming meetings, be an intentional observer.
2.

Almost

Almost

Never Occasionally | Frequently Always
| actively build trust with others. 1 2 3 4
| go the ‘extra mile’ to meet spoken and unspoken needs. 1 2 3 4
| serve others without expecting a personal return. 1 2 3 4
| give credit to those around me. 1 2 3 4

Select and implement trust-building actions listed in the Trust Assessment under Culture.

Be mindful of asking yourself, “What does this person need?” and ..even better if? For example, an email
requests the time of a meeting. You respond with the time and the link to join.

Identify where you may have an opportunity to make a connection or open a professional door for
someone else. We build our network when we help others build theirs.
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Emotional Intelligence

Interpersonal Intelligence (Managing Self)

Directions: Rate each statement by considering how frequently you display the behavior.

3.
Amost | occasionally | Frequently :l'xa‘;sst
| energize others. 1 2 3 4
Other people seek my opinion and ideas. 1 2 3 4
| see the potential in people, opportunities, and change. 1 2 3 4
| bring enthusiasm and excitement to my team. 1 2 3 4
Reflect on times when others have asked for your opinion or ideas. What do these have in common?
What kinds of tasks in what kinds of situations are people seeking your input?
When change occurs, ask, “How might this be happening FOR me/us rather than TO me/us?”
We can't give what we don’'t have. To be an energy giver rather than an energy drainer, we must monitor
our energy and attitude. Set an alarm for 3-4 times a day to check your energy/attitude and actively
adjust if needed.
4,

I add'ress “;onﬂicts” promptly with high courage and high ] 5 2 4
consideration.

| do not withhold feedback. 1 2 3 4
| speak my truth with candor and respect. 1 2 3 4
| set and enforce personal boundaries. 1 2 3 4

Use these maxims. Sooner is smaller, later is larger. Feedback is a gift. | was not put on the planet to be
liked. To be clear is to be kind. Review coaching presuppositions under Communication.

What is a conflict you've been avoiding or feedback you've been withholding? Use GROW to address
these types of situations with high courage and high consideration. See GROW under Communication.

What is a personal boundary you want to commit to honoring? What is your first step?
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Emotional Intelligence

Interpersonal Intelligence (Managing Self)

Directions: Rate each statement by considering how frequently you display the behavior.

5.
?\“Z\"/th Occasionally | Frequently :“vr:;;t
| model the behavior | want to see in others. 1 2 3 4
| focus more on being interested than interesting. 1 2 3 4
| can persuade others to see my point of view. 1 2 3 4
| gain buy-in by building on what is important to the other ] 5 2 4
person.
Use your knowledge of DiSC to understand and appeal to another person’s interests and needs.
What is a behavior you want to see in your team and those around you? How are you modeling that
behavior? ..even better if?
Consider an initiative you want to implement. Who are the stakeholders? What is the strategy you are
using with those stakeholders? See Stakeholder Mapping under Vision.
6. Amost | occasionally | Frequently AAl'v’:‘aoySSt
I _ac’Five_b_/ seek and welcome everyone's differences and ] 5 2 4
similarities.
| protect and promote my team’s reputation with outsiders. 1 2 3 4
| create a deep sense of belonging on my team. 1 2 3 4
| advocate for my team. 1 2 3 4

Be an advocate for your team even if it's uncomfortable or inconvenient. Deliver on what you

promise to the team.

Replace I/me with us/we.

Select and schedule opportunities for intentional, meaningful connection.

Implement Rounding using the handout from Culture.
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Section Two: Influencing Others
Practical Tips for Development

Empathy

The ability to be astutely aware of others' emotions, concerns, and needs.

Leaders high in Empathy:
* Are attuned to a wide range of emotional signals.
e Sense the felt, but unspoken, emotions in a person or group.
e Listen attentively and grasp the other person's perspective.
e Can get along well with people of diverse backgrounds.

Empathy Development Tips:
* |n upcoming conversations, be more interested than interesting.
e Rather than give advice, share your own story, or solve problems, stay curious in conversations and
ask insightful questions that begin with ‘what’ or ‘how".
e Remember the difference between sympathy and empathy. Sympathy drives disconnection.
Empathy drives connection.
* Remind yourself of the four attributes of empathy:
¢ Listen to see the world as another sees it.
e Stay out of judgment.
Understand how another person is feeling.
¢ Communicate your understanding of how the other person is feeling.

Service

The ability to identify someone's often unstated needs and concerns and then match them to the
right solution.

Leaders high in Service:
e Foster a positive emotional climate to promote strong relationships.
* Monitor customer or client satisfaction carefully to ensure they are getting what they need.
* Make themselves available as needed.

Service Development Tips:

* Make an intentional effort to add ".. and here’s why’ to your statements.

e Have a ‘server rather than a ‘customer mindset. When you receive upcoming requests, identify
where you have an opportunity to go ‘the extra mile.

¢ Reflect on what it is like to be in a relationship with you.

¢ Remember the presenting problem is usually not the real problem. Actively anticipate the needs of
someone around you and meet the need before it is spoken.

¢ Manage your commitments. Do what you say you will do or communicate when you can't.

e There is a difference between being ‘nice’ and being ‘kind." If we are in service to others, we are
willing to risk being liked (nice) for being in service (kind).
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Section Two: Influencing Others
Practical Tips for Development

Inspiration

The ability to inspire others while working together toward a common goal.

Leaders high in Inspiration:
e Create resonance.
* Move people with a compelling vision or shared mission.
¢ Embody what they ask of others.
e Articulate a shared mission in a way that inspires others to follow.
e Offer a sense of common purpose beyond the day-to-day tasks.
¢ Make work exciting.

Inspiration Development Tips:

e Reflect on (and ask for feedback) on whether you are an energy giver or an energy drainer.

e Carefully monitor the time you spend gossiping, criticizing, condemning, complaining - living
below the line.

e When you find yourself asking ‘below the line’ questions, immediately move to ‘above the line’
guestions.

¢ identify where others seek your opinions and ideas. What are you the ‘go to’ person for?

¢ What are opportunities you have to be an encourager and bring excitement and enthusiasm to the
situation or person? What would that look and sound like?

e How do you want other people to feel and think when they are in your presence?

Assertiveness

The ability to spot trouble as it is brewing, and take steps to calm those involved. The ability to
confront situations that need to be confronted with high courage and high consideration.

Leaders high in Assertiveness:
¢ Manage conflict effectively.
e Communicate feelings, thoughts, and beliefs openly.
* Are transparent.
e Can directly address a person or situation without offending or becoming defensive.

Assertiveness Development Tips:

e Reflect on your beliefs about ‘conflict?” What is a conflict you would like to address with both high
courage and high consideration?

* Take inventory to identify where in your life you are accepting unacceptable behavior.

¢ Be clear on your standards of excellence. What are your values? What are your non-negotiables?
When determining what to confront, hold the behavior up to your standards. Does the behavior
align?

¢ Spend time reflecting on where you may be overowning and what you are resisting doing.

¢ Remember sooner is smaller, later is larger.

* Choose a phrase to help you address situations. Ex: Let's stay above the line. | wouldn’t be in service
to you if | did not share .., Let's assume good intent. Let's honor the absent. I'm really working on
not gossiping, so I'm going to stay silent.
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Section Two: Influencing Others
Practical Tips for Development

Influence

The ability to persuasively handle and manage emotions effectively in other people.

Leaders high in Influence:
* Find just the right appeal for a given listener.
e Know how to build buy-in from key people and a network of support for an initiative.
* Are persuasive and engaging when they address people individually or collectively.
¢ Give credit.
* Seek to develop others.

Influence Development Tips:

e Use careful observations, and DiSC reports, to speak the other person’s language.

¢ Where do you have an opportunity to model behavior you would like to see in those around you?
Leaders go first.

* |In upcoming conversations, be more interested than interesting. Listen more than you speak. Listen
‘for’ as much as you listen ‘to’. Find out what is important to the person speaking.

* |n upcoming conversations, be genuinely curious to learn from others.

e When making decisions, involve all stakeholders - especially those stakeholders with different
perspectives and backgrounds.

e Ensure that people know how much you care. Connection and trust increase your ability to
influence.

Teamwork

The ability to generate an atmosphere which draws others into active, enthusiastic commitment to
the collective effort, and to build spirit and identity. The ability to model respect, helpfulness, and
cooperation and forge close relationships beyond mere work obligations.

Leaders high in Teamwork:
e Generate an atmosphere of friendly collegiality.
e Are models of respect, helpfulness, and cooperation.
* Draw others into active, enthusiastic commitment to the collective effort.
e Build spirit and identity.
¢ Spend time forging and cementing close relationships beyond mere work obligations.

Teamwork Development Tips:

* Promote and praise your team when in conversation with others.

¢ Honor the absent.

e |dentify where you have an opportunity to connect with (and possibly even mentor) someone
completely different from you.

e Actively engage with others to create a safe environment - physically and psychologically - to
create a genuine sense of community and inclusion.

e Ask team members for feedback on how you could be helpful and add value. If they praise you,
follow up with ... even better if.
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Section Two: Influencing Others

Create an action plan for improving in Interpersonal Intelligence.

Competencies:
¢ Empathy

® Service

* |nspiration
* Assertiveness
e |nfluence

e Teamwork

1. List one competency you commit to using more of over the next 30 days.
Example: Empathy

2. What specific action are you willing to take over the next 30 days to use this skill?
Example: | will listen fully and resist the urge to give advice or solve the problem.

3. How might increasing the use of this skill impact your relationships or results?
Example: I will build greater trust and not carry the weight of having to have all of
the answers.
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