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Coaching Led Environment: Part 1
Mon 20" May 24
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EN

Efficiency North — EN:Lighten Programme




Check In: Select a card that you are attracted to that says
something about how you feel as you arrive today
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A reminder of why we're here
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Volatility
- sc00 Soer )

Our coaching-led programme ethos

Prices in an
Uptrend

Bewar ental
Volaliity ~ Trend Reversals
Faling
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MAYBE Inner

A changing external
environment

Self-awareness, self-
regulation, mindset &

| motivations. Authenticity; Coaching-led
Per§ona purpose, values, beliefs & skills
effectiveness

strengths o q
¢ Creating a learning &

performance culture

An empowered, engaged,
aligned and committed
organisation where staff feel
psychologically safe, take
initiative, are ready to stretch
themselves and are motivated
about the value they contribute
to the performance, direction
and growth of EN.

Other

Understanding others,
building rapport, Increasing
motivation, creating trust.
Positive team dynamics,
inclusive leadership, driving

performance

Influence and impact in
the wider organisation.
Dealing with friction &
change. Managing
stakeholders. Work-life
integration

Behaviourchange
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En:Lighten Programme 2024 — Overall Structure

3-4Jun 24 (1)

8th & 22nd Mar 24 20th May 13-14.Jun 24 (2)

16/17 Jul 24 20/21 Aug 24 17th Sep 24 227 Oct 24

Coaching Led . 1.(,7: odc
Environment (CLE) (sl

Launch &
Diagnosis

Email Jls

All staff (34)

All manage

Manager®
coaching1

Manager* EMT only (9)
coaching 3

Team Leadership
Capacity
EMT Team
Coaching
With/without
NEDs TBC

Online Portal

Additional Masterclasses:

» Effective work skills
* Impactful Presentations
* Resilience Management



CLE 1 Relationship Intelligence:
Today’s outcomes

« Gain clarity on the En:lighten programme ‘journey’ and
expectations for you

* Improved self awareness. Understand own motivations,
strengths and conflict triggers.

« Understand difference in people better: Understand others’
perspectives and behavioural patterns, knowing how to
approach colleagues when working together — even in conflict.

« Form wider connections across EN.




Coaching-Led Environment 1- Relationship Intelligenc

Our Maps of
the World

°~J

CheckIn
& Contracting

MVS

Conflict Sequence

Your Strengths Overdone
Select One 1o Discover More

Feedback

v

Known to self

uuuuuuuuuu
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uuuuuuuu Known to Blind spots
others
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Strengths & Overdone
Strengths T — ko
to others L L potential

Least Likely To
Use at Work

N

e

Qualtrics 360 Feedback Evaluation
3rd December 2020

360 preparations for
ratersand managers



Check In

Distraction?



Psychological Safety
& Performance

Psychological
Danger

Fear of
admitting

’ mistakes \

«Comman Blaming
Knowledge others

Effects
Less likely /
fo share

different
views

Psychological
Safety

Comfort
admitting
/ mistakes \
Better
innovation Learning
& decision- from
making failure
\ Everyone
openly /
shares
ideas

safelly.

RELATES T0 PERFORMANCE STANDARDS
AMY EDMONDSON

...............................................................................................................

HOW ;

COMFQR] - LEARNING -
Peopl :
- phpers | oy
not challenged. ) @ service of high
On feams, they i A performance geﬂ“mg
fail fo make P o A complex and

major strides. \ innovative work
done.

- .
-----------------------------------------------------------------------------------------------------------------

APATHY ANXIE]Y

~ Peop|e showup ot : — s/
work with their ~ § [P
hearts and minds  :
elsewhere; choosing:
self protection over :
exerfion. :

..............................................................................................................

PERFORMANCE 'STANDARDS > HIGH

www.amycedmondson.com

People are relucTanT
o fo offer ideas,try
“ @ new things, or ask :

for help, puttin ﬂ-ue
work af risk. ; :

VW < PSYCHOLOGICAL SAFETY 2. HI6H




Getting the best from each
other today

Our predictors of success for groups & teams

Give respect by being totally present

Everyone's voice is valid and equal

Be curious

Challenge with positive intent and encourage each other

Confidentiality in the room and only share what you feel
comfortable to share

) Trafalgar

PERSONAL DEVELOPMENT
g






How we perceive the world

Our filters on the world:
Our senses
Experience and culture

Beliefs and values \
Messages from others

Patterns of thinking froeecenes F‘
sieee / the world

Feelings | TS0 (e

Message to others

Our perception / map
of the world!

)| §% (2 Trafalgar



Our different filters give us different maps

?

Have conversations about your different ‘maps'”.
How do you like to work?
What triggers you or causes you stress at work?

What assumptions have we made about each other in the past?
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Your Strengths Deployment Inventory (SDI)

www.app.corestrengths.com

What Motivates You

Personal debrief

Victoria, here are your results.

How You React to Confiict

Download the Core Strengths App
on the App Store

What Motivates You

2. A v 1N

/
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http://www.app.corestrengths.com/

Results through Relationships

Relationships

A connection between people built on a foundation of
shared experiences, interactions, and expectations

Past Present Future

© Copyright Core Strengths, 2023. All rights reserved.



Results through Relationships

Past Present Future

Re-Cast
the Past



Results through Relationships

Past Present Future

Re-Cast Co-Credadte
the Past the Future



Results through Relationships

Past Present Future
Experiences Interactions Expectations
Re-Cast Master Co-Create
the Past the Moment the Future

Relationship Intelligence (RQ)




Strengths
& Motives

To understand strengths...
..we need to know the

motives that anchor them.

-

Strengths
m (what we do)

Motives

(why we do it)



SDI 2.0 and
Three Core Motives

BLUE
RED

GREEN

Condition 1:
When Things
Are Going Well

Condition 2;
When Things
Are in Conflict




Everyone has a blend
of three motives:

Going Well

A drive to help others

PERFORMANCE

A drive to achieve results

PROCESS

A drive to establish order




Assess Motives

The SDI 2.0 creates a SDI 2.0

picture of your core Triangle
motives.



Blue MVS Y
* Desire to help others
can genuinely benefit.

* Motivated by the
protection, welfare,
and growth of others.

© Copyright Core Strengths, 2023. All rights reserved.



achieving results.

* Desire to set goals, take
decisive actions, and

claim earned rewards.

Red MVS &
* Motivated by task
accomplishment and
___ PEOPLE

PEOPLE

PROCESS

© Copyright Core Strengths, 2023. All rights reserved.



Green MVS

* Motivated by meaningful
order and thinking things
through.

* Desire to pursue

iIndependent interests,
to be practical and fair.

PROCESS

© Copyright Core Strengths, 2023. All rights reserved.



Red-Blue MVS

* Motivated by the
maximum growth and
development of others.

* Desire to direct,
persuade, or lead others
for the benefit of others.

A

PEOPLE
PERFORMANCE

PROCESS

© Copyright Core Strengths, 2023. All rights reserved.



Red-Green MVS

* Motivated by intelligent
assertiveness and
fairness in competition.

* Desire to develop
strategy and assess
risks and opportunities.

PEOPLE

PERFORMANCE
PROCESS

© Copyright Core Strengths, 2023. All rights reserve

d.



Blue-Green MVS

* Motivated by developing
self-sufficiency in others and
self.

* Desire to analyse the needs

of others and to help them PEOPLE
help themselves.

PROCESS

© Copyright Core Strengths, 2023. All rights reserved.



HUB MVS

* Motivated by flexibility and
adapting to others or
situations.

* Desire to collaborate
with others and to remain
open to different

viewpoints and options. PERFORMANCE
PROCESS

PEOPLE

i -

© Copyright Core Strengths, 2023. All rights reserved.



* Are in one of seven regions

* May be close to borders
(within 6 points)

* If close to borders, parts
of both MVS descriptions

may apply



Team SDI Results

Efficiency North

May 20, 2024
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NAME MVS o o NAME MVS
Aaron Ziemniak GREEN Joe Came HUB
Abdul-Majid Mater HUB Jonathan Shaw RED-BLUE
Alex White BLUE Julie Cullen BLUE
Cameron Cousins BLUE Julie Deeley RED
Carl Bairstow BLUE Lee Parkinson RED
Curtis Evans BLUE-GREEN Lorna Hadley BLUE-GREEN
Daniel Simpkins BLUE Marina Inkles BLUE-GREEN
Darren Walker BLUE-GREEN Natalie Irving BLUE
Eddy Dennis BLUE-GREEN Nathan Brown HUB
Elizabeth Quinn GREEN Nicky Field HUB
Elizabeth Butcher HUB Nicoleta Isidor GREEN
Emma Mottram RED-GREEN Peter Morris HUB
Hannah Norton HUB Richard Greenwood HUB
Helen Anderson BLUE Simeon Perry HUB
Istvan Baranyi HUB Sophie Richardson BLUE
Jed Turner BLUE-GREEN Tracy Worsnop HUB
@ Vijay Kumar HUB




Efficiency North

MVS Results Distribution vs Average Adult population

34 EN participants Adult population
8 Blue (24%) 20.96%

6 Blue — Green (18%) 12.43%

3 Green (9%) 8.14%

12 HUB (36%) 29.54%

2 Red (6%) 10.56%

1 Red — Blue (3%) 14.74%

1 Red — Green (3%) 3.62%

15 people (45%) go first stage green conflict
(vs 45% adult population)



En:Lighten Programme Buddies

Select a buddy

Someone you don't know well and
from another part of the
organisation

Mixed hierarchy
Mixed experience

Mixed length of service at EN

Spend time getting to know each
other over lunch




Know the Difference

OPPOSITION VS CONFLICT

S Objective Opposition
Definition .
disagreement gets personal
Issues avoided for Can damage
Problem . . .
fear of conflict relationships
. Resolution
: Source of productive .
Opportunity IMproves

collaboration

relationships



* Opyposition doesn’t have to

E ng(]ge turn into conflict.
OPPOSitiOn, * Every conflict has some

opposition in it.
Prevent * To prevent conflict, be aware
COnﬂ |Ct of what triggers conflict in

yourself and others.




Conflict changes the game...




Motives in Two Conditions

Condition 1: Condition 2:
When Things Are Going Well When There Is Conflict

PEOPLE

PERFORMANCE
PROCESS

All three motives blend Motives work in sequence

© Copyright Core Strengths, 2023. All rights reserved.



The SDI 2.0 creates a

picture of your changing
motives in conflict.

"



A Conflict Sequence pysrmerssmm=——.

Has Three Stages Conflict  Focus
Stage Oon
Self,
] Problem,
& Others
Self,
2 Problem,
Self,
3




A Conflict Sequence PFyTIETIIITS

Has Three Stages Conflict  Focus
Stage Oon
Self,
] Problem,
& Others
Self,
2 Problem,
Self,
3




A Conflict Sequence PFyTIETIIITS

Has Three Stages Conflict  Focus
Stage Oon
Self,
] Problem,
& Others
Self, |
2 Problem,
Self,
3




A Conflict Sequence PFyTIETIIITS

Has Three Stages Conflict  Focus
Stage Oon
Self,
] Problem,
& Others
Self,
2 Problem,

3 ﬂ




A Conflict Sequence PFyTIETIIITS

Has Three Stages Conflict  Focus
Stage Oon
Self,
] Problem,
We get the best results & Others
in Stage 1 Conflict.. Self,
2 Problem,

..before the Problem
and Others drop out of Self

focus. 3




SDI 2.0
Results:

Conflict
Sequence

MOTIVATIONAL VALUE SYSTEM

Conflict

Victoria Patel

RED

53 27 20
Performance People Process
My MVS is:

r)

R-[BG]

CONFLICT SEQUENCE
20
Assert Accommodate Analyze
My CS is:

CONDITION #2: WHEN FACED WITH CONFLICT

4 R-[BG] Red-[Blue or Green]

HOW YOU EXPERIENCE CONFLICT

'You engage the issue or other people as quickly as
possible. You feel a sense of urgency, and want a
quick resolution. You are direct and assert your rights.
You want to be sure that some action is taken. You
believe that the best way to show you care about the
problem is to respond immediately, before the problem
can get worse.

'You want other people to be direct, listen to your view,
and take action. You do not want people to withdraw,
take too long to decide, or try to minimize the issue.

If conflict progresses to your Stage 2 blend of Blue and
Green, you may accommodate with conditions or
analyze the situation, depending on how important the
results are to you. You feel that others don't share your
priorities and that you need to decide what matters
most to you.

If conflict progresses to your Stage 3 blend of Blue and
Green, you distance yourself from the issue or others.

INTERPRETING YOUR LINE

'The length of the line between your dot and arrowhead
suggests the degree of change you experience
internally and the degree of change that can be
observed by others. You have a Short Line, which
means the change from your Red MVS to your Stage
1 Red can be difficult to notice.

CONFLICT

Your Conflict Sequence (CS) arrowhead is based on your scores. It shows the order that you experience a desire
to accommodate, assert, or analyze during three stages of confiict.

You want to assert your rights and win. If that does not work, you want to make
a choice depending on what's better in the situation: to give in with conditions
or to disengage and save what you can.

3 STAGES
OF CONFLICT

[BG]
[BG]

UNDERSTANDING YOUR RESULTS

The SDI 2.0 describes your motives in relating to
others under two conditions:

1) when everything is going well
2) when you are faced with conflict

The arrowhead on the SDI 2.0 Triangle represents the
sequence of motives you experience when faced with
conflict. Each person’s Conflict Sequence is a pattern
of three primary motives — Accommodating (Blue),
Asserting (Red), and Analyzing (Green).

Different combinations of Blue, Red, and Green
produce 13 possible Conflict Sequences. Each region
is defined by the order that motives are experienced
during conflict.

WHAT DO THE BRACKETS MEAN?

Your R-[BG] Conflict Sequence has brackets. The
colors of motives in the brackets are interchangeable.
When you are in a bracketed stage of conflict, you
choose one of the bracketed colors or try to combine
the colors, based on how you see the conflict.

If your arrowhead
is close to a
border

Strength Deployment Inventory 2.0 results provided by PSP, Inc. July 30, 2020 4

‘.;:'corestrengthS' ® Copyright 2023 by PSP, Inc.

© Copyright Core Strengths, 2023. All rights reserved.



Susan Anderson

CONFLICT SEQUENCE

13 Conflict Sequences

DESCRIPTION

When faced with conflict, | want to press assertively to
maintain harmony and goodwill, but | do not want to
sacrifice results for harmony. If that does not work, | may
decide to withdraw from the situation.

CONFLICT SEQUENCE

>

DESCRIPTION

People who want to challenge conflict directly. If that does
not work, they want to restore or preserve harmony. If that
does not work, they may feel compelled to withdraw from

the situation or end the relationship.

People who want to keep peace and harmony. If that does
not work, they want to take a stand for their rights. If that
does not work, they may feel compelled to withdraw as a
last resort.

-~

R-[BG]

People who want to assert they rights and win. If that does
not work, they want to make a choice depending on what's
better in the situation: to give in with conditions or to
disengage and save what they can.

People who want to keep harmony and accommodate the
opposition. If that does not work, they want to make a
choice based on what's best for everyone: to rely on logic
and principle or to employ assertive strategies to prevent
defeat.

4

People who want to prevail through competition. If that does
not work, they want to use logic, reason, and rules. If that
does not work, they may feel compelled to surrender as a
last resort.

People who want to keep harmony and goodwill. If that does
not work, they want to disengage and save what they can. If
that does not work, they may feel compelled to fight,
possibly in an explosive manner.

People who want to press assertively to maintain harmony
and goodwill, but they do not want to sacrifice results for
harmony. If that does not work, they may decide to withdraw
from the situation.

B-G-R [BRI-G
People who want to carefully examine the situation. If that People who want to engage conflict quickly, but indirectly,
does not work, they want to defer to other people in the with thoughtful strategies. If that does not work and others
interest of harmony. If that does not work, they may feel \ have more power in the situation, they may surrender.

‘ compelled to fight, possibly in an explosive manner.

G-B-R [RG]-B
People who want to maintain order and principles. If that People who want to maintain peace and harmony with
does not work, they want to make a choice, depending on caution regarding the personal costs of doing so. If that does
what’s more reasonable in the situation: to give in with / not work, they may feel compelled to fight, possibly in an
conditions or to forcefully engage. explosive manner.

G-[BR] [BG]-R
People who want to analyze the situation logically. If that People who want to determine the most appropriate
does not work, they want to forcefully press for a logical ® response to each situation and choose an accommodating,
resolution. If that does not work and others have more assertive, or analytical approach. Their approach differs
power in the situation, they may surrender. according to the situation, rather than following a fixed
sequence.
G-R-B [BRG]

\ ;'corestrengths* © Copyright 2021 by PSP, Inc.

Strength Deployment Inventory 2.0 results provided by PSP, Inc. July 30,2020 6
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Brackets] indicate:

39

Blending of motives

Tension between

A

motives



Victoria Patel

R-[BG]: Stage 1 Conflict

When faced with conflict, | want to assert my rights and win. If that does not work, | want to
make a choice depending on what's better in the situation: to give in with conditions or to
disengage and save what | can.

Validate

STAGE 1: Self, Problem, Others

STAGE 2: Self, Problem, ¢

STAGE 3: Self,

Wanting to assert oneself.

BG] Wanting to conditionally give in or defer to others, or
to disengage from others or clarify the issue.

:-[BG] Feeling driven to give up or to retreat.

1 | want to rise to the challenge being offered.

11 | feel energized and want to get things started right
away.

1 | am certain about what needs to be done.

1 | want other people to see how urgent the situation
is.

1 | want to solve the problem as quickly as possible.
1 | am focused on the need for action and results.

1 If others delay or don't respond, it could send me
into my second stage of conflict.

0 | am frustrated by a lack of action or results.
1 | want to wait and let things settle down.

1 | become reflective and analyze my role in the
conflict.

1 | may alternate accommodating or analytical
approaches until something works.

1 | feel the need to balance or prioritize between
harmony and logic.

1 | believe that backing down or yielding on minor
issues will create progress or stop things from getting
worse.

| feel a need to distance myself from the situation or
others.

0 | wait until | can see a clear path forward.

1 | want to end the conflict with the least damage
possible.

[ It seems that | have no choice but to make
concessions.

1 | don't want to be forced to into a decision.

";}'corestrengths. ®© Copyright 2023 by PSP, Inc.

Strength Deployment Inventory 2.0 results provided by PSP, Inc. July 30, 2020 5




Team SDI Results

Efficiency North

May 20, 2024

31
? 21 20
14
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NAME MVS cs 6 N s " NAME MVS cs
Aaron Ziemniak GREEN [RG]-B , ( 9 Joe Came HUB [BRG]

Abdul-Majid Mater

HUB G-B-R

Jonathan Shaw

RED-BLUE [RG]-B

Alex White BLUE B-G-R Julie Cullen BLUE B-G-R
Cameron Cousins BLUE B-G-R Julie Deeley RED G-B-R
Carl Bairstow BLUE [BRG] Lee Parkinson RED [BRG]

Curtis Evans

BLUE-GREEN B-[RG]

Daniel Simpkins

BLUE  B-[RG]

Darren Walker

BLUE-GREEN [RG]-B

Eddy Dennis

BLUE-GREEN G-B-R

Elizabeth Quinn

GREEN G-B-R

Elizabeth Butcher

HUB [BRG]

Emma Mottram

RED-GREEN G-R-B

Hannah Norton

HUB  G-[BR]

Helen Anderson

BLUE  [BG]-R

Istvan Baranyi

HUB R-G-B

Jed Turner

BLUE-GREEN G-B-R

Lorna Hadley

BLUE-GREEN G-[BR]

Marina Inkles

BLUE-GREEN G-B-R

Natalie Irving

BLUE B-G-R

Nathan Brown

HUB  [RG]-B

Nicky Field

HUB G-R-B

Nicoleta Isidor

GREEN G-B-R

Peter Morris

HUB G-B-R

Richard Greenwood

HUB G-R-B

Simeon Perry

HUB  [BG]-R

Sophie Richardson

BLUE B-G-R

Tracy Worsnop
@ Vijay Kumar

HUB  G-[BR]
HUB G-B-R



The Path Back

to MVS

* During conflict we defend
our values.

* We become resilient when
we return to our motives.



Your SDI 2.0
Results

53

Performance

SDI 2.0 Results

Victoria Patel

MOTIVATIONAL VALUE SYSTEM

Process

My MVS is:

CONFLICT SEQUENCE

20

Accommodate

Analyze

My CS is:

r)

R-[BG]

‘-;: corestrengths’ ® Copyright 2023 by PSP, Inc.

CONDITION #1: WHEN THINGS ARE GOING WELL

& RED

You are motivated by task
accomplishment and achieving
results. You have a strong desire
to set goals, take decisive action,
and claim earned rewards.

YOUR MOTIVES AND VALUES

As a person with a Red MVS, you achieve feelings
of self-worth by being a successful leader of others
and by providing direction to achieve results.

You are an achiever in the face of competition. You
understand that you must be clear about your goals
and give direction to achieve those goals. You
exercise power and control, set high performance
standards, and take decisive action. You believe the
bigger the game, the greater the need to rally
support to achieve success. You value the power of
productively directing others.

You succeed in a world where opportunities are
constantly being discovered and where challenges
are revealed so they can be overcome. For you, a
missed opportunity equals failure. You want to rise
to positions of ever-increasing authority, thereby
creating platforms for ever-widening spheres of
influence and responsibility.

You have a desire to accomplish things and direct
others—but not at the expense of others. You
believe that competition is the “name of the game”
and that winning— both the goals that you seek and
the loyalty of others—is the real measure of
success.

CONDITION #2: WHEN FACH

CONFLICT

.~ R-[BG]
You want to assert your rights
and win. If that does not work,

you want to make a choice
depending on what's better in the
situation: to give in with
conditions or to disengage and
save what you can.

HOW YOU EXPERIENCE CONFLICT

You engage the issue or other people as quickly as
possible. You feel a sense of urgency, and want a
quick resolution. You are direct and assert your
rights. You want to be sure that some action is
taken. You believe that the best way to show you
care about the problem is to respond immediately,
before the problem can get worse.

You want other people to be direct, listen to your
view, and take action. You do not want people to
withdraw, take too long to decide, or try to minimize
the issue.

If conflict progresses to your Stage 2 blend of Blue
and Green, you may accommodate with conditions
or analyze the situation, depending on how
important the results are to you. You feel that others
don't share your priorities and that you need to
decide what matters most to you.

If conflict progresses to your Stage 3 blend of Blue
and Green, you distance yourself from the issue or
others.

THE PATH BACK TO YOUR RED MVS

The path from your Stage 1 Red back to your Red
MVS may involve meeting the challenge and
refocusing on the results.

Strength Deployment Inventory 2.0 results provided by PSP, Inc. July 30, 2020 7



Strengths
& Motives

Like a buoy, strengths shift

based on the environment.

Your motives anchor your
strengths. They are the
core reasons why you do
what you do.

: Strengths
m (what we do)

Motives

(why we do it)




Y  1op strengths

Most Likely To Use

A * Most significant
* How you get results

Middle Strengths
\ 4 * Readily available
Loast Lkl * Situational strengths
Stl’engths Bottom Strengths

e Uncomfortable to use
e Often avoided

Portrait

© Copyright Core Strengths, 2023. All rights reserved.
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Strengths Portrait

MODEST
You play down what you

WORK PERSFECTIVE

The Strengths Portrait is a picture of

: are capable of doing. you. It shows the way you prioritize and
Klm FOSTer use your strengths when you work with
others.
OPEN-TO-CHANGE QUICK-TO-ACT
You consider different You get things started
perspectives, ideas, and without delay.
opinions.
CARING ADAPTABLE SUPPORTIVE
You concem yourself with You adjust readily to new You give encouragement
the well-being of others. or modified conditions. and help fo others.
PERSEVERING SOCIABLE INCLUSIVE TOLERANT HELPFUL
‘You maintain the same You engage easily in ‘You bring people together You respect differences, You give assistance to
course of action despite group conversations and in order to reach even when you don't others who are in need.
obstacles. activities. consensus. agree.

METHODICAL AMBITIOUS FLEXIBLE PRINCIPLED LOYAL CAUTIOUS
You are orderly in action, You are determined to You act in whatever You follow certain rules of You remain faithful to the You are careful to make
thought. and axpression. succeed and to get ahead. manner is appropriate at right conduct. commitments you make to sure of what is going on.

the moment. others.
FAIR DEVOTED COMPETITIVE RISK-TAKING TRUSTING
You act justly, equitably, You are dedicated to You strive to win against You take chances on You place your faith in
and impartially. some people, activities, or others. losses in pursuit of high others.
PUrpOsSEs. gains.
Most Likely To Use at Work PERSUASIVE ANALYTICAL OPTION-ORIENTED

Least Likely To Use at Work

You urge, influence, and
convince others.

You dissect and digest
whatever is going on. different ways of doing

things.

FORCEFUL
You act with conviction,
power, and drive.

SELF-CONFIDENT
You believe in your own
powers and strengths.

RESERVED
You practice self-restraint
in expressing thoughts
and feelings.

You look for and suggest

THE FOUR TYPES OF STRENGTHS

Strengths with a Strengths with a
blue bar are about red bar are about
people performance
Strengths with a Strengths with a
green bar are about  grey bar are about
process perspective
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Efficiency North

Team Strengths Portrait

SUPPORTIVE
¥ou give encouragement
and help to athars.

WORK PERSPECTIVE

The Team Strengths Portrait is a
picture of your team. It shows the way

May 17, 2024 the team prortizes and uses their
strengths when working together,
CARING
You concam yoursalf with You act justly, equitably,
the wall-being of othars. and impartially.
ADAPTABLE HELPFUL METHODICAL
You adjust raadily to neaw You give assistance to You are ardarly in action,
or modified conditions. others who are in need. thought, and expression.
MODEST OPEN-TO-CHANGE TOLERANT FLEXIBLE LOYAL
You play down what you You consider differant You raspect diffarencas, You act in whatevar Yau remain faithful to the
ara capabla of doing. parspectives, ideas, and even when you don't manner is appropriate at commitmants you maks to
opinians, agrae. tha mamant. others.
ANALYTICAL INCLUSIVE OFTION-ORIENTED PRINCIPLED SOCIABLE CAUTIOUS
¥ou dissact and digest ¥ou bring people together ¥ou leok for and suggest You follow certain rules of ¥ou angage easily in You are careful to make
whatever is going on. in order to reach different ways of doing right conduct. group conversations and sure of what is going on.
COnsansus, things. activities.
PERSEVERING TRUSTING SELF-CONFIDENT QUICK-TO-ACT RESERVED
You maintain the same You place your faith in You believe in your own ¥ou get things started You practics self-restraint
course of action despite others. powers and strengths. without dalay. in exprassing thoughts
abstacles. and fealings.
Most Likely To Use at Work AMBITIOUS COMPETITIVE PERSUASIVE
You ara datermined to ¥ou strive to win against Yau urge, influsnca_ and
succesd and to get ahead. athers. convince othars.
DEVOTED FORCEFUL
You ara dedicated to You act with conviction, THE FOUR TYPES OF STRENGTHS
some paople, activities, or powar, and driva.
purposes. Strengths with a Strengths with a red
blue bar are about bar are about
people performance
RISK-TAKING
fou take chances on Strengths with a Strangths with a
losses in F"”_i”'t“f“'m green bar are about grey bar are about
Least Likely To Use at Work Lol procass perspactive
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Activi

ty: How | See It

Strengths Portrait
Victoria Patel

PERSUASIVE

WORK PERSPECTIVE

The Strengths Portrait is a picture of
you. It shows the way you prioritize and
use your strengths when you work with

others.
FORCEFUL LOYAL
You act with conviction, You remain faithful to the
power, and drive. commitments you make to
others.
OPEN-TO-CHANGE SELF-CONFIDENT PERSEVERING
You consider different You believe in your own You maintain the same
perspectives, ideas, and powers and strengths. course of action despite
opinions. obstacles.
RISK-TAKING AMBITIOUS QUICK-TO-ACT HELPFUL CARING
You take chances on You are determined to You get things started You give assistance to You concern yourself with
losses in pursuit of high succeed and to get ahead. without delay. others who are in need. the well-being of others.
gains.
PRINCIPLED COMPETITIVE ANALYTICAL TOLERANT FAIR INCLUSIVE
You follow certain rules of You strive to win against You dissect and digest You respect differences, You act justly, equitably, You bring people together
right conduct. others. whatever is going on. even when you don’t and impartially. in order to reach
agree. consensus.
SOCIABLE DEVOTED SUPPORTIVE ADAPTABLE FLEXIBLE

You engage easily in
group conversations and
activities.

You are dedicated to
some people, activities, or
purposes.

You give encouragement
and help to others.

You adjust readily to new
or modified conditions.

Most Likely To Use at Work

Least Likely To Use at Work

CAUTIOUS
You are careful to make
sure of what is going on.

MODEST
You play down what you
are capable of doing.

METHODICAL
You are orderly in action,
thought, and expression.

TRUSTING

You place your faith in

OPTION-ORIENTED

You look for and suggest

different ways of doing

things.

RESERVED
You practice self-restraint
in expressing thoughts
and feelings.

You act in whatever
manner is appropriate at
the moment.

THE FOUR TYPES OF STRENGTHS

Strengths with a
blue bar are about
people

Strengths with a red
bar are about
performance

Strengths with a
green bar are about
process

Strengths with a
grey bar are about
perspective

Strength Deployment Inventory 2.0 results provided by PSP, Inc. July 30, 2020 9

‘;corestrengths‘ © Copyright 2023 by PSP, Inc.

© Copyright Core Strengths, 2023. All rights reserved.



Example: How | See It

1 2-3 46 7-N 18-22 23-25 26-27 28

Victoria Chloe Lance Janice Amy
Patel Davis Lopez Lee Chang
Curtis Ella Mark David
Thompson Lewis Logan Bailey

|
Eric
Lawrence

« My MVS is Red. « My MVS is Green.
Kent

* My top strength Washington - | have Persuasive
Is Persuasive. — in position 19.

- | like to get everyone Anderson | appreciate itin
aligned and focused o others only when it's

\on the goal. / \supported by facts.




Discussion: How | See It

1 2-3  4-6 7-T 12-17 18-22 23-25 26-27 28

* My top strength is ™
°* My MVS is
* | get these results when | e When | work with
use it effectively: , others who are very
' , ...
* When others are not \ J

\\¥ enough, I ..




The Buoy..

28 Strengths Available:

* Define desired results
* Bring the right strength

* Find a reason that
resonates




FORCEFUL FORCEFUL
Protect [\ Overcome
Stre ngth S others | \ / obstacles

and Reasons D O
~ - FORCEFUL —

Adjust
quickly
A =
Why are people TR

forceful? Clarify
a point




Your Strengths & Reasons

Read the reasons
that connect your:

1. Top three strengths
to your MVS

2. Bottom three

strengths to your
MV'S

Strengths & Reasons

Victoria Patel

PERSUASIVE

To direct action toward your

goals. So others will move
with you, not against you.

FORCEFUL

To break through barriers.
To minimize resistance
and get people to follow.

Because you expect
loyalty in return. To deliver
©On your promises.

LOYAL

OPEN-TO-CHANGE
To determine the best
course of action. So
significant differences can
be addressed immediately.

SELF-CONFIDENT
To bolster your energy and
focus. To be certain of
your goals and abilities.

PERSEVERING
To overcome the
obstacles. To ensure that
you keep the goal in sight.

RISK-TAKING
So you don't miss an
opportunity. To test your
limits and get stronger.

AMBITIOUS
To drive others toward
greater accomplishments.
To be recognized for doing
the best you can.

QUICK-TO-ACT
To seize the opportunity
before it is lost. So you can
finish the task as quickly as
possible.

HELPFUL
So others will help you when
you need it. To help others
overcome obstacles.

CARING
So others can perform at
their best. To gain others'
commitment to a task or

purpose.
PRINCIPLED COMPETITIVE ANALYTICAL TOLERANT INCLUSIVE
So competition will be fair. To claim the rewards of To identify risks and To allow healthy debate and So there are no hidden So everyone will be
To correctly direct resources victory. To improve on opportunities. So you have get better solutions. To keep agendas. To achieve a committed to the task. To
toward a desirable result. your own personal best the facts to support your people engaged in solving a legitimate win. ensure that you are all
direction. problem. pulling in the same direction.
SOCIABLE DEVOTED SUPPORTIVE ADAPTABLE FLEXIBLE

So you can add influential
connections to my network.
To find opportunities.

Your Motives:
RED

You are motivated by task

accomplishment and achieving results.

You have a strong desire to set goals,
take decisive action, and claim earned
rewards.

Yy corestrengths' o oo zoes by rse. e )

To create meaningful
change. To show your
commitment and passion.

So others will help you
achieve your goals. In order
for others to achieve the
best that they can.

To be agile and
opportunistic. To recognize
the urgent need for change.

CAUTIOUS
To make my next move at
the right time. To make sure
your goals are realistic.

MODEST
So others will rise to the
challenge. So your results
can speak for themselves.

METHODICAL
To increase the chance of
success. To make sure that
you communicate clearly

TRUSTING OPTION-ORIENTED

So others will continue to
perform. To give others the
freedom to make decisions.

To keep trying until
something works. To show.
that you care more about

results than methods:

RESERVED
So you don’t hurt people’s
feelings. To avoid getting
distracted by insignificant
differences.

ely.

To quickly achieve your
goals. To take advantage
of an opportunity.

Strength Deployment Inventory 2.0 results provided by PSP, Inc. July 30, 2020 12



Strengths Can Be Overdone




,.-"r__ 5

Strengths Can Be Overdone (g,




— Top Overdone Strengths

Most Likely To Overdo ® We”—intended

A . .
* Can be ineffective
Middle Overdone Strengths
4 * Occasionally relevant
Least Likely O * Situational strengths

Overdone ' Bottom Overdone Strengths
* You avoid doing
* Triggers conflict when

Strengths Portrait

sdio others overdo

Copyright Core Strengths, 2023. All rights reserved.



Conflict Triggers

Most Overdone

1. FORCEFUL
(Domineering)

CONFLICT
TRIGGERS Least Overdone
27. FORCEFUL
(Domineering)




Conflict Triggers

Most Overdone

2. METHODICAL
(Rigid)
3. RESERVED
: CONFLICT
(Distant) TRIGGERS Least Overdone

26. METHODICAL
(Rigid)

28. RESERVED
(Distant)




Overdone Strengths Portrait

Jacqueline Fairbrass

WORK PERSPECTIVE

Baing so helpful to others that
you do things for them that they
do not want or nead.

Smothering

The Overdane Strengths Portrait shows
how others might perceive you when
you overdo your strengths.

Being 5o loyal that you overlook
or ignore problams with plans or
people.

Baing so supportive that you
give up your own interests and
wishas for athers.

Blind Sel-Sacrificing

Being so persavering that you justify
your course of aclion despite others”

views of preferences.

Being so trusting that you
readily balieve in people or
things that you should not.

Being so forceful that you assart
your will over others.

Stubbom Gullible Domineering

Being so quick-to-act that you
ovarlook information that could
be usalul.

Rash

Baing so methodical that you Baing salf-confident to the point
are constrained and do not of baing convinced you know
change your ways. bast.

Rigid Arrogant

Being so parsuasive that you
disregard others’ views and
disputs their concerns.

Baing so compatitive that you
confront people in a combative
ar argumantative way.

Abrasive Aggressive

Being so inclusive that it

Being risk-taking to the paint of

Baing so analytical that you get Being =0 caring for othars' well- Baing so ambitious with your Being so modest that you don’t

decraases the value of each ignoring the potential last in concepls or details that being that you give or do goals that you don't have faka credit for your efforts or
person's participation. CONSEqUEnNCas. don't matter. anything thay ask. compassion for others. promate yaur ability.
Indiscriminate Reckless Obsessed Submissive Ruthless Self-Effacing
Being so devoted that you do Being 50 open-to-change that Being so fair and impartial that Being so sociable that you Being so principled that you
what others want without your priarifies and principles are you don't consider the effect on disrupt or distract athers. dan't yiald, even on minor
question or resistance. not clear. athars. issUes.
Subservient Inconsistent Cold Intrusive Unbending
) ) e w Baing so cautious that you start Being so toderant that you come Baing so flaxible that other
Most Likely To Overdo at Work off with doubt, mistrust, and across as having no opinion or peaple cannot be sure about
skaplicism. prefarance. what you will do.
Suspicious Indifferent Unpredictable

Least Likely To Overdo at Work

Baing so option-oriented that
you do not have a clear aim or
diraction.

Being so adaptable that you lat
the situation dictate what you
da.

Indecisive Compliant

Being so resarved in axpressing
yourself that you do not engage
with peaple or issues.

Distant



SDI platform: Compare & Teams

Veorestrengths t]

Compare Styles

BLL
R-{8G] G-B-R G-R
Motiv Motives Motives
L L
o L] y )
[ ]
What Motivates Me ‘What Motivates Me What Motivates Me

® RED @ BLUE ® GREEN

Go to app.corestrengths.com and log in with your password



Preparations for CLE 2

Fields of
w ¢ Learning

Soon to be Ambito

Home/Admin

Partners

Coaching Led Environment

Welcome to the homepage
of ENLighten

>
7

AY T4

\V

EN:Lighten

Coaching Led Performance

|
EFFICIENCY

@EUILDING COMMUNITIES
IN NORTHERN ENGLAND

Coaching Led Leadership

Access the Portal
e  Www.ambito-portal.com
« ENHL EnLighten Tab — Password: ENHLI00

Reflect on your SDI

« What learning can you take about your strengths,
conflict triggers and blind behaviours
* You can access a free assessment for friend or

family member if you wish (Develop tab — class -
feedback)

Meet with your buddy (F2F or virtual)
* togettoknow each other better,
 compare and explore your SDI results together
* Share what you want to gain personally from the

programme

Managers only — confirm raters for your 360


http://www.ambito-portal.com/

360 feedback for managers

Qualtrics 360 Feedback Evaluation
3rd December 2020

Managers will receive 360 feedback, many of you will
be asked to give feedback as part of the process.

Feedback will be on managerial, leadership &
communication skills.

Surveys will be completed between 10th June & 5th

To prepare, managers will get an excel to complete
this week. You should nominate Managers, Peers, and
Direct Reports. Minimum of 12, maximum of 20, ideally

4 from each category.

The project team will review nomination lists &
confirm a final list back with you. To ensure fairness &
consistency across the process and to ensure no one

person has an uneven number of surveys to complete.



Check out: i
: 3 post-its: Appreciations & Commitments

~

E on this posit.

1. What is your new

learning about yourself

-nd another/others? 2. NAM _
Whatare you going
o commit to do

next?

y
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