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Scrappy Project Management
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Why Global Business Teams Fail
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#1-They fail to build trust. #2-They cannot overcome
SR RO R0 ication barriers.
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#3-Goals of individual team #4-The team goals are

members are not aligned with
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Ref: Building an Effective Global Business Team, Vijay Govindarajan & Anil K. Gupta, MIT Sloan Management Review.






Top Reasons Teams Fail
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1. Unclear Goals
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1. Unclear Priorities ) . -
Ref: Vijay G°"§§E"’I§+ﬂ<ﬁ\lﬂwld ng an Effective Global Business Team, MITSloan







Team Development Phases
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Ref: Bruce Tuckman - Stages of Team Development
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Life Journey Line
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- Requirements Gathering

- Proposal preparation
- Project Mgmt
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Encourage the Heart

m Recognize Contributions
m Celebrate Values and V|ctor|es

“As we express our gratitude,
we must never forget that the
highest appreciation is not to
utter words, but to live by
them.”

Ref: BuBosestrte &, Joltoures)eBhe Leadership Challenge
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Attitude of Gratitude

 Find Reasons to Recognize
and Celebrate! Make it:

— Sincere
— Specific
— Selective
— Timely

* If you can’t find something to |
be sincerely grateful for, ook B ¥ S wms
harder! g S—§




The information in this document is based on the book “Extraordinary Influence” by Tim lrwin.
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Executive Book Summaries®
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Extraordinary Influence

How Great Leaders Bring Out the Bestin
Others

THE SUMMARY IN BRIEF

Leaders have long searched for the key to help others excel and realize their
potential. What if we could transform those under our influence and light fires
of motivation? What if those we lead found great purpose in what they do and
worked at their jobs with all their heart? Ultimately, don’t we hope to foster
intrinsic motivation so that the individuals we lead become better employees?

Recent discoveries of brain science and the wisdom of top CEO’s that Dr.
Tim Irwin interviewed for Extraordinary Influence provide exciting new answers.
Irwin reveals that in most organizations, the methods used to provide feedback to
employees, such as performance appraisal or multi-rater feedback systems, are not
up to the task. Top CEO’s confirm that these methods tend to engage a natural
“negativity bias” that is hardwired in us all.

Instead, science in recent years has discovered that affirmation sets in motion
huge positive changes in the brain. It releases certain neurochemicals associated
with well-being and higher performance. Mobilizing this discovery, Extraordinary
Influence offers a compelling new approach to align workers with an organization’s

mission, strategy and goals.

IN THIS SUMMARY, YOU WILL LEARN:
* Research showing that affirmation works better than constructive criticism.

* How to use Words of Life to strengthen people’s core.
* The meaning of Alliance Feedback and how to use it most effectively.

« To motivate high-potential people and reinvent performance feedback.

Published by Executive Book 511 School House Rd., Suite 300, Kennett Square, PA 19348
USA © 2018 Soundview, Inc. » All rights reserved. Reproduction in whole or part is prohibited. * www.summary.com
Vol. 40, No. 7 (3 parts), Part 3, July 2018 » Order #40-18

DR. TIM IRWIN

Extraordinary

INFLUENCE
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4 by TIM TASSOPOULOS

WILEY

by Dr.Tim Irwin

CONTENTS

Part I: The Science of
Extraordinary Influence
Page 2

Part IIl: How Extraordinary
Influence Works
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Strategic Influence: How to
Give Words of Life

Page 4

Part llI: Special
Applications of
Extraordinary Influence

Page 6

ivating High P
The Four Transformations
to Extraordinarily Influence
the Best
Page 7

You can purchase the summary of the book on Soundview Executive Book Summaries by subscribing

to their service: https://www.summary.com/shop/

Copyrighted Material

DR.TIM IRWIN

New York Times Bestselling Author
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INFLUENGE

How

Great Leaders
Bring Ourt the Best
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Foreword by TIM TASSOPOULOS

President and Chief Operating Officer, Chick-fil-A
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Copyrighted Material

Purchase the book on Amazon:

https://www.amazon.com/Extraordinary-Influence-Great-Leaders-Others-ebook/dp/



https://www.amazon.com/Extraordinary-Influence-Great-Leaders-Others-ebook/dp/B07B5TZTFZ/
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WHAT they did/achieved HOW they did it
(Actions, Results) (Methods, Approach, Style)

WHY they did it WHO they are
(Motivation, Intent) (Character, Values, ldentity)



WHAT they did/achieved
(Actions, Results)

That project review that you facilitated last
week was really helpful in surfacing some
critical issues that need to be addressed.

WHY they did it
(Motivation, Intent)

| really appreciate your commitment to
including diverse perspectives early in the
product development lifecycle. That builds
support for our project organization-wide.

HOW they did it
(Methods, Approach, Style)

It was especially useful to have broad
cross-functional representation there so
we could surface potential system issues
now, before they become blockers.

WHO they are
(Character, Values, ldentity)

You clearly are the kind of person who
puts the long-term good of the project at
the core of everything you do, and | admire
that in you.



Business Benefits of Appreciation

® Employee engagement rose 24 percent in areas where leaders provided
optimal recognition.

® Customer complaints fell 38 percent.
® Employee and customer theft decreased.
® Customer accidents decreased 32 percent. According to one leader, “More

focus through our recognition effort on the safety and care for customers has
improved awareness of things that could cause accidents.”

REF: CRAVE You Can Enhance Employee Motivation In 10 Minutes By Friday by Gregg Lederman



Knowing is not Doing
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Confidence is NOT Required!

BIE G TEMEDLL

e Confidence &%

— the quality or state of being certain.

— a state of mind or a manner marked by easy
coolness and freedom from uncertainty, or
embarrassment.

Ok AVR
e Commitment

— an agreement or pledge to do
something.
— carrying into action deliberately.



Desire vs. Intention
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 Desire - - - TRY
A b

AHIERS

— to wish or long for or crave.

e Inteéttion - - - COMIRAIT

— determining to do a specified thing.



Commitment to Action

What action will you take to apply what you learned today?

Date you will take this action?

Who will be your “thinking partner” to encourage
you to take action, and check on your progress?




