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Best Practices for Effective Leaders

Leadership potential exists within each of
us. Make the most of your potential by
utilizing proven techniques that will help
you inspire others to do what needs to be
done, rather than tell them what to do.

q This is a class specially designed for
Sales Managers and Publishers alike!
q This is not the full Program, however
it is a series of discussions based on
some real Leadership Best Practices
and real-life Management principles!
q Learn your own Style of management
and what is effective for you!
q How you can inspire others, while
learning theories on what makes a
great leader in 2021!
q You will be able to take these
leadership principles and transform
your Sellers to be more motivated and
more successful!.

Defining Leadership
q Very different leadership styles work; HOWEVER
sometimes your Management style does not work
for everybody’s personality!
q Simply speaking “leadership is defined as the
ability to lead. Unfortunately, it is not that simple. A
more clearer definition is from the BNET online
Business Dictionary. “The capacity to establish
direction and to influence and align others toward a
common goal, motivation and committing them to
take action and making them responsible for their
performance”
q That definition is just that, a definition and it
describes what leadership is, but not what it does!

The Characteristics of a Leaders
The mark of a true leader is not a position or title, but it is
how may people are will to follow them!
This an outline of leadership characteristics by Tom Peters
ü Honest
ü Competent
ü Forward-looking
ü Inspiring Intelligent
ü Fair Minded
ü Broad-Minded
ü Courageous
ü Straightforward
ü Imaginative

Situational Leadership
Not everyone is on the same intellectual, maturity, compliance, or motivational
level. Different people are motivated by different things, and this must be taken into
account if one is to be a great leader. Communications experts consider it critical to
tailor your message to your “target audience.” It is the followers that you want to
motivate and influence and you cannot do that if you don’t know whom you are
trying to motivate or influence.
The Situational Leadership model addresses four types of leadership styles, based
on the follower:
• Telling
• Selling
• Participating
• Delegating

Situational Leadership

Telling
Ø Telling is the lowest level of leadership style. Most new employees
require direct instructions, so this is called the “Telling” or “Directing”
style. The follower is characterized by low competence and high
commitment, being unable to comply, with possible feelings of
insecurity.
Ø The leader must focus highly on tasks, rather than a relationship with
the employee, as a relationship does not yet exist.
Ø When an employee can’t do the job because they are
unknowledgeable, the leader must spend much more time working
with the employee, offering clear instructions and regular follow up.
Ø The leader must be encouraging and motivational, offering praise for
positive results and correction for less than positive results. The idea
is to motivate the follower to rise to the next level of ability.
This is a very leader-driven stage

Selling
Ø Selling addresses the follower who has developed some competence with
an improved commitment. The follower is not convinced yet,but is open to
becoming cooperative and motivated.
Ø The leader must still focus highly on tasks and this still requires much of
the leader’s time, but the focus now also includes developing a
relationship with the employee. Build upon the trust that has begun to
develop and the encouragement that has been demonstrated. The leader
must spend more time listening and offering advice, scheduling the
follower for additional training if the situation requires it.
Ø The goal is to engage the follower so they can develop to the next level.
There is less “telling” and more “suggesting” which leads to more
encouragement, acting as a coach. It is recognition that they have
progressed and motivates them to progress even further.
This is a very leader-driven stage.

Participating
Ø Participating addresses the follower who is now competent at the
job, but remains somewhat inconsistent and is not yet fully
committed. The follower may be uncooperative or performing as
little work as possible, despite their competence with the tasks
Ø The leader must participate with and support the follower. The
leader no longer needs to give detailed instructions and follow up
as often, but does need to continue working with the follower to
ensure the work is being done at the level required.
Ø The follower is now highly competent, but is not yet convinced in
his or her ability or not fully committed to do their best and excel.
The leader must now focus less on the tasks assigned and more on
the relationship between the follower, the leader, and the group.
.

This is a very follower-driven relationship focused stage.

Delegating

.

Ø Delegating is the ultimate goal: a follower who
feels fully empowered and competent enough to
take the ball and run with it, with minimal
supervision. The follower is highly competent,
highly committed, motivated, and empowered.
Ø The leader can now delegate tasks to the follower
and observe with minimal follow up, knowing that
acceptable or even excellent results will be
achieved.
Ø There is a low focus on tasks and a low focus on
relationships. There is no need to compliment the
follower on every task, although continued praise
for outstanding performance must be given as
appropriate.

This is a very follower-driven relationship focused stage.

Situational Leadership
The Situational Leadership model addresses four types of leadership
styles, based on the follower:
• Telling
• Selling
• Participating
• Delegating
Understand at any given time which one you are being in your Sales
Environment!

Situational Leadership Action Plan
Now that you understand the various concepts, it’s time to plan how to
put them into action by incorporating them into your life.
1. Set Leadership Goals: In leadership, as in life, you will never come to the
end of your learning, but you want to rank in priority order those qualities
you want to develop.
2. Address the Goals: Determine how you will accomplish your goals. Do
you feel you need to learn more about teamwork so you can better lead a
team? Join a team sport. Do you want to communicate better? Take a
creative writing class or join Toastmasters and get some public speaking
experience. Toastmasters are also great if you are shy and want to feel more
comfortable in social situations.
3. Seek Inspiration: Learn about a variety of leaders, including their styles
with dealing with challenges. Read books and conduct research on the
internet or at libraries.

Situational Leadership Action Plan
4. Choose a Role Model: Based on your research, choose a role

model that fits your personality. You might choose a dynamic leader
like Teddy Roosevelt, or an intellectual leader like Albert Schweitzer
or Albert Einstein. Read several biographies and find videos on his or
her life.
5. Seek Experience: Take a leadership role on a social group or club.
Gain experience working with people on many levels.
6. Create a Personal Mission Statement: Imagine your legacy. How
do you want to be remembered? What do you want people to think
of you? What type of leader you determined to be? Write a
statement that defines who you will become.

More ways to Improve your
Leadership Skills!

I

In their book, The Leadership Challenge
(Copyright © 2000-2012 by John Wiley &
Sons Canada, Ltd, or related companies.
All rights reserved.) the authors identified
5 abilities that were crucial to successful
leadership:

5 Abilities to
Crucial Successful Leadership
1. Model the Way: You must lead by example. You can’t come into
work 10 minutes late every day if you want your employees to
arrive on time.
2. Inspire a Shared Vision: If you capture the imagination, you will
inspire creative thought and increase loyalty. The vision doesn’t
need to be grandiose, but it needs to be communicated
effectively for others to adopt it as one of their own.
3. Challenge the Process: Don’t continue doing something just
because “We’ve always done it that way.” Situations change, and
sometimes a policy or procedure never worked well in the first
place. Think outside the box.

5 Abilities to
Crucial Successful Leadership
4. Enable Others to Act: Truly empower people to act on their own
within their level of authority. The famed Ritz-Carlton hotel
empowers every employee at all levels to spend up to $1000 on
behalf of a guest (who is informed reimbursement will be required
for whatever request they make).
5. Encourage the Heart: A positive attitude is infectious. If the
leader appears passionate or excited about the vision, others will
catch the enthusiasm as well.

Leadership is Expecting Your Team to Win and
helping them Achieve their Goals!
q Treat each Seller as if they are the
best you have on your team!
q Visualize your success and it will
happen!
q Put it in the universe by saying it out
loud and saying it to your team!
q Motivate others in your company to
be who you want them to be and
they will be!
q Be that Leader that is not above
helping others to reach their goals!

Thank you and let’s make

2021
the best year ever!

