
Message from CEO Dave Veale

Friends,
 

I hope you continue to be well. Heading into another month of the COVID-19 pandemic, I know many people are

anxious for society to open back up and for their lives to return to some semblance of normalcy.
 

Many people rightly wonder if our lives will ever be the same. They talk about returning to a “new normal.”
 

 
Sean Ryan, a consultant to some of the world’s top brands, sees it differently.

 
“I don’t like the term ‘new normal.’ We have all, regardless of how old we are, been
through various sorts of cataclysmic events,” he says, referring to periods such as the
2008 financial crisis and 9/11. “We now have been through so many of these cycles
over our lifetimes, it’s not the new normal, it’s the next normal.”

 
He’s an optimist, though, and so am I. I believe, just like these past events, we will emerge stronger and more
resilient.
 
In this month’s edition of Fresh Ideas, I talk with Sean about his insights – and his upcoming book that will be
important reading for organizations going forward.
 
As leaders, we continue to navigate uncharted waters. As we begin to emerge from isolation and the
shutdowns that came with it, we are faced with a myriad of decisions around how to rebuild our organizations
and lead our people.
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Growing through crisis and embracing the next normal



It’s hard to know what the right answers are. I know in coaching leaders through this, they often feel alone and

reluctant, or unable, to confide in others. I feel privileged to be in a position as a professional coach bound by

confidentiality to be able to act as a neutral and non-judgmental sounding board.
 

Another person I feel privileged to know and work with is Lisa Haydon, one of the

latest additions to the Vision Coaching roster. Lisa is a highly accomplished coach and

an exceptional person with a long professional background in sales.
 

She is not one to sit still, and always seems to have a clear view of the world and

opportunities ahead. I am intrigued by her views on how leaders and organizations can

rebound from the crisis brought on by the pandemic.
 

Lisa sees two camps evolving in the business community as the world winds its way through the pandemic. She

says some companies are essentially “stuck in the mud” and looking at developments through a short-term

lens. Others are seizing the opportunity, moving towards a strategy and new operating tactics for the recovery

phase.

 
And one of her strategies for people and firms looking to step up to the challenges behind recovery is 

a program she has brought to Vision – Pivotal Growth. This program takes business people beyond sales

technique and into sales effectiveness – how to be more powerful and strategic in selling. 

 

 

 

 

 

    

 

 

 

 

We welcome Lisa and her important Pivotal Growth program to Vision Coaching. To learn more about her and

the insights she brings.

 

We are all rethinking the future, and while that can be a daunting prospect for some people, I am encouraged

by all the people I have talked with who are seeing this as an opportunity for reinvention, for pioneering new

ways of doing business and for seeking opportunities to lead their people in inspiring new ways.

 

There is keen interest these days in more effective ways of leading teams, and we’re pleased Vision Coaching

can help there. But it looks as though I will have to wait until next month’s edition to share more….

 

Be safe and well,

 

 

 

Dave Veale

Founder & CEO

Vision Coaching Inc.

dave@visioncoachinginc.com

 

“The stakes are high right now,” Lisa notes.
“Performance has never been more important. And due
to COVID-19, it has become a lot more people-focused
– leadership and sales have gotten more human. That
means technical sales skills aren’t enough."

http://visioncoachinginc.com/lisa-haydon/
http://visioncoachinginc.com/coaching-programs/pivotal-growth/


“They are going to want to be even more efficient and they are going to have to be even more competitive
because other companies will be fighting for every new client and every new contract.”
 

Lisa brings a unique perspective after decades of experience leading teams and clients in industries such as
banking, commercial lending, capital markets, technology, consulting and professional services. 
 

“Every CEO and President will want to make sure they have really good sales leadership on hand for their
companies,” she says. “That is where the greatest opportunity and value lay.”
 

For more of my interview with Lisa, see the Vision Coaching blog.

 
From her vantage point, leadership coach Lisa Haydon can
see clearly that sales will be the key to survival and growth
for many companies in the post-pandemic world. 
 

Indeed, she is convinced future success will depend on
honing a competitive edge in sales. 

 

“Companies ambitious about growth are going to have to
drive it through sales. They can’t do it through more cost
containment,” says Lisa, who recently joined the Vision
Coaching roster. 

 

 
 
 
 
 
 
 
 

 
 
“It will be interesting to see when things begin to gravitate towards what I call the next normal,” Sean told Greg
Hemmings and I on The Boiling Point podcast recently. 
 

“I don’t like the term ‘new normal.’ We have all, regardless of how old we are, been through various sorts of
cataclysmic events. Whether it was the financial crisis of 2008, the Internet crash of 2000, or 9/11 in 2001, we
have all been through things that have shaped some kind of future. We invariably say what will the new normal
be? We now have been through so many of these cycles over our lifetimes it’s not the new normal, it’s the next
normal. The world is constantly shifting around us."
 

”The pandemic unexpectedly provided Sean with the time he needed to finish a business book defining his
thoughts on strategy and results in organizations. Entitled Get in Gear: The Seven Gears that Translate Strategy
to Results (published by Productivity Press), the book is scheduled for release Aug. 20.
 

The secret to growth in a post-pandemic world

Insight and strategy heading into the next normal

Sean Ryan named his company WhiteWater International
Consulting, Inc. because he liked the image it creates of helping
organizations, businesses and entrepreneurs navigate
turbulent change in the marketplace. 

 

But as Sean knows, the coronavirus pandemic has turned the
rapids into tsunamis and plunged world economies over the
edge of the falls into what he calls “the next normal.”

For more insights from Sean, check out the Leadership Unleashed post.

http://leadershipunleashed.ca/the-secret-to-growth-in-a-post-pandemic-world/
http://visioncoachinginc.com/our-coaches/
https://www.amazon.ca/Get-Gear-Seven-Strategy-Results/dp/0367472953
http://leadershipunleashed.ca/insight-and-strategy-heading-into-the-next-normal/


And the Harvard Business Review recently featured a piece encouraging leaders to

hone their skills in making their teams laugh – not only for the fun of it but for the

positive psychological and physiological benefits.

 

"When taking on the job, you might not have thought that it would be your job to

influence the body and brain chemistry of your subordinates,” it notes. “But in

today’s home-alone, virtual team world, that’s exactly what you should be doing: for

your team members to stay healthy and productive, you need to get them to laugh

more and stress less.”
 

Here at Vision, we’ve long offered our coaching and consulting virtually. Plenty of

people preferred to meet face-to-face, and that’s great, but virtual coaching allowed

us to recruit the best coaches, no matter where they were, and attract clients no

matter where they were. 

 

So it worked for us – and we’re sure glad it did. It’s allowed us to continue serving our

clients, and attract new ones, through the pandemic.

Demonstrating relevance has never been more important. This is true not only in dealing with your teams,

your customers and your audience. People are bombarded by demands and information constantly – for

them to pay attention to you, you need to be pertinent.

We try our best to be relevant always, but even we were surprised about the

reaction we got over a piece Dave posted on LinkedIn. The Harvard Business

Review had published an article in the early weeks of the pandemic in North

It drew a crush of interest and comments from people around the world, and LinkedIn later featured Dave’s
post in one of its own news pieces on leadership, piquing interest again recently. The analytics around the
post proved out just how much it resonated with people, but it also reinforced what we know – it is not just
the message that’s important, but speaking to the right audience and demonstrating that you understand
what they need and want.

 America entitled Are You Leading Through the Crisis … or Managing the

Response?  Dave shared the piece, adding his own summary.

Corporate Education Will Never Return To The Classroom, a recent piece in Forbes,

underscores how CEOs and human resource leaders are grappling with the future

professional development and training in the COVID era.

 

"Just as companies like Twitter have realized they can operate with 100% work-

from-home workforces, corporate education leaders are realizing they can bring

their training entirely online,” it points out.

Words of wisdom and inspiraton

What great advice for today!

https://hbr.org/2020/05/laughter-will-keep-your-team-connected-even-while-youre-apart
https://www.linkedin.com/posts/daveveale_are-you-leading-through-the-crisis-or-managing-activity-6648585681113268226-nkUV
https://hbr.org/2020/03/are-you-leading-through-the-crisis-or-managing-the-response?ab=hero-subleft-3
https://www.forbes.com/sites/brandonbusteed/2020/05/16/corporate-education-will-never-return-to-the-classroom/#76da489629a0

