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6 Traits of Executive You

Blair Cook CPA, CA CPA (Ill) MBA
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Who to we admire What traits do we admire

Exercise #1

DNA of Great Executives
Do we know what it looks like?

Cubicle to the Corner Office

Technical competencies
✓ Financial reporting (GAAP)

✓ Management accounting/ reporting
✓ Internal control and fraud 

prevention
✓ Treasury management

✓ Information systems
✓ Process execution efficiency
✓ Tax compliance, planning, and 

advisory
✓ Financial planning and analysis
✓ Expense/cost management
✓ Corporate finance
✓ Working capital management
✓ Hedging instruments

Enabling competencies
✓ Excel and spreadsheets
✓ Supervisory skills
✓ Writing skills
✓ Project management
✓ Personal ethical intelligence
✓ Performance measurement
✓ Career management
✓ Data analysis
✓ Personal leadership and 

development/followership

Professional Competencies
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“Professional”

Competencies
“Executive”

Competencies

Strategic
Influence

Leadership

Executive Competencies
Technical competencies
✓ Strategic management and 

visioning
✓ Insurance
✓ Governance and internal audit
✓ Enterprise risk management

✓ Merger and acquisitions
✓ Business process improvement
✓ Financing strategy and capital 

raises

Enabling competencies
✓ Personal branding
✓ Confidence
✓ Resilience
✓ Relationship building
✓ Staff planning
✓ Team leadership and development
✓ Coaching & mentoring
✓ Emotional intelligence
✓ Cultural ethical intelligence
✓ Presentation skills
✓ Communication skills
✓ Strategic thinking and innovation
✓ Business acumen
✓ Industry acumen
✓ Change management
✓ Negotiation skills
✓ Legal principles
✓ Securities regulations
✓ Technology trends and adoption strategies

Technical Competencies

Enabling Competencies
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SELF-AWARENESS

Self-awareness
Identifying strengths and weaknesses

Blind spots
Restrict executive presence development

Experience      Talent
Most of us don’t work to get stronger
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Executive Coaches
Facilitate development of executive presence

Comfort 
Zone

Learning 
Zone

Panic 
Zone

Technical Competencies

Enabling Competencies
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Executive Presence
How you talk, look, act, and think

75%
of executives said that personal presence and 
credibility mattered a great deal 

(Source: Booher, Creating Personal Presence)

Competence

Confidence

Risk-taking

Building Financial Backbone

Source: How to Grow a Backbone, Marshall
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Why leave what 
I’ve mastered for 
something I’m a 

novice at?

What if I find 
myself in over my 
head?  There is no 

going back!

What if I make a 
mistake or I don’t 

like it?

Why leave 

SAFETY?

Confidence is a state of mind

[Source: Cuddy, Presence]

Question True or False

I’m afraid people important to me may find out that I’m not as 
capable as they think I am.

Sometimes I feel or believe that my success in my life or in my job has 
been a result of some kind of error.

When I’ve succeeded at something and received recognition for my 
accomplishments, I have doubts that I can keep repeating that 
success.

I often compare my ability to those around me and think they may be 
more intelligence than I am.

If I received a great deal of praise and recognition for something I’ve 
accomplished, I tend to discount the importance of what I’ve done.

EXERCISE #2

IMPOSTER SYNDROME:  DO YOU HAVE IT?

“the state of being attuned to and able to 
comfortably express our true thoughts, 
feelings, values, and potential.” - Cuddy
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“Presence is the inner self showing up” – Pani, 

Spain

“Presence is the inner self showing up.”
- Pani, Spain

POWERFUL POWERLESSNESS

Social Power
Comes from societal titles

I have to...
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Personal Power
To do whatever we want confidently

I choose to...

“Great leaders don’t 
fixate on being bad or 
good, they focus first on 
being better.  Focusing on 
being better is the first 
step in effecting tangle, 
positive change.  And 
getting results is what 
ultimately gives a leader 
her power”

Source: Bet on Me, Verscheren

Taking up “Space”
Triggers self-confidence in the brain
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Power Posing
Increases testosterone

Decreases cortisol

2minutes
of power posing is all that is required to 
trigger the hormonal effect that gives you 
greater confidence

(Source: Cuddy,  Presence)

“When you become present, you allow others to be present... 
You can help people feel more powerful even when you can’t 

give them formal power.”  - Amy Cuddy, Presence
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“Courage always precedes 
confidence...all you need is a brazen 
attitude. You need to be bold and a 
little bit shameless…leadership isn’t 

about how much you know, it’s 
about having the courage to act.”

- Annette Verscheren

Confidence → Presence

Most of us suffer from 
Imposter Syndrome

Take up space to trigger
confidence in the brain

Technical Competencies

Enabling Competencies
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Relationships within your team
Let go of the technical detail

Relationships across the organization
Positioning as a business partner/trusted advisor

Relationships with key stakeholders
Banks, investors, customers, suppliers…

34

35

36



4/7/2019

13

1. Emotional & social intelligence

2. Reading body language

3. Managing office politics

4. First impressions

5. Meeting new people

6. Relationship building

EXERCISE #3 PART I

Emotional intelligence
1. Reading body language
2. Sense negativity
3. Express empathy
4. Manage the situation
5. Control emotional reaction

37

38

39



4/7/2019

14

Social Intelligence
Managing perception in complex 

social networks

This Photo by Unknown Author is licensed under CC BY

Developing our Social Intelligence

Off-days
Can we identify when something is 
wrong when someone doesn’t say?
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Learn to read body language

Measure Your EQ
EXERCISE #3 Part II

Low Emotional Intelligence
Score 8 or lower

• Difficulty with 
interpreting, 
understanding and acting 
upon emotions

• Unable to deal with social 
and emotional conflict

• Unable to express their 
feeling

• Uncomfortable in 
emotional situations

• May have low self-esteem, 
lower confidence, show 
lower levels of empathy to 
others

Avg. Emotional Intelligence
Score 9-14

• Good at interpreting, 
understanding and acting 
upon emotions

• Good at dealing with 
social and emotional 
conflict

• Generally express their 
feeling

• Generally deal with 
emotional situations

High Emotional Intelligence
Score 15-20

• Skilled at interpreting, 
understanding and acting 
upon emotions

• Adept at dealing with 
social and emotional 
conflict

• Express their feeling
• Deal with emotional 

situations
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Managing Perception
Don’t challenge people, play to 

them using your Personal Power

“When we fell powerful, it not only represents the best 
version of ourselves to others, but allows us to build trust in 

others. Trust is the foundation of relationships.”  
- Amy Cuddy, Presence

“workplace politics is the use of power within 

an organization for the pursuit of agendas and 

self-interest without regard to their effect on 

the organization’s efforts to achieve its goals.” 

–Zoller and Preston, Enhancing your Executive 

Edge

“Workplace politics is the use of power within an organization for 

the pursuit of agendas and self-interest without regard to their 

effect on the organization’s efforts to achieve its goals.” 

–Zoller and Preston, Enhancing your Executive Edge

What’s your role?
In preventing office politics
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1. Have you ever said one thing in a meeting or to 

someone and then done something else?

2. Have you ever agreed with an idea then later 

remarked that it was a bad idea?

3. Do you use sneaky tactics to pull information out 

of people in a sneaky way?

4. Are you ever passive-aggressive? 

5. Do you ever accept a meeting that you don’t 

show up for?

6. Have you ever forgotten to recognize or 

acknowledge someone who has helped you?

Self-assess by answering Yes or No

EXERCISE #4

What is the difference between 
talking about people in the 

business versus office politics?

Meeting new people
Thin slicing: those first few 

moment REALLY count!
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Can you trust me? [WARMTH]

Can you respect me? [COMPETENCE]

Meeting a new person

This Photo by Unknown Author is licensed under CC BY

Perception is formed in seconds
Warmth forms perception more so than competence

Source: Bet on Me, Verscheren

“Most emerging leaders 
mistakenly believe that success 
and effective leadership are all 
about WHAT you know. Could 

not be further from the truth –
effective leadership is all about 

WHO you know”
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…then, contribute.
Talking first emphasizes 

competence over warmth

“Success happens with others.”  Zoller and 

Preston

Do your homework!
Networking is a sport

Networking Strategy 

Types of relationships

• Practical informants   

• Social informants

Types of networking
1. Operational

2. Personal

3. Strategy

Source: Bet on Me, Verscheren
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1. Set a goal, calendar it!
2. Know who will be there
3. Research key people
4. Prepare your small talk
5. Establish a “service mindset”

Sources: Zoller & Preston; Verscheren

“Luck is what happens 

when preparation 

meets opportunity.”  
- Senica
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Dead-beats

EXERCISE #5

Smiling
You’re not threatening

Forced smile picture

Forced smiles
Don’t fool anyone
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The Handshake!
The most common gesture of 

mutual respect

“Your conversation is your 

advertisement.  Every time 

you open your mouth you let 

men look into your mind.”  
- Bruce Burton

Being a conversationalist means…
“Being conversational is better than being captivating”

“Be interested, not interesting!”

Sources:
Booher
Zoller and Preston
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“The sky is falling…”
Perception – overwhelmed, ill-prepared, incompetent, incapable

This Photo by Unknown Author is licensed under CC BY-NC-ND

Networking no-nos
Attachment issues

Ruining our handshake hand
Waiting for introductions

Networking follow-ups
Send an email

Connect through LinkedIn
Schedule a meeting/coffee

Send more information
Send a book

Send an any occasion card
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Positive ROR
Stronger culture
Stronger brands

Higher morale/commitment/engagement
Higher customer satisfaction

Negative ROR
Lost/lower sales

Employee turnover
Lower productivity

Missed opportunities

Relationships + Vision = Impact

Source: Adapted from Spaulding’s book

LEVEL 1: MEET AND GREET RELATIONSHIPS

LEVEL 2: ‘NSW’ RELATIONSHIPS

LEVEL 3: CONNECTED RELATIONSHIPS

LEVEL 4: COMMON INTEREST

LEVEL 5: PENTHOUSE RELATIONSHIPS

Source: Adapted from Spaulding’s book

70

71

72



4/7/2019

25

Level 5 Relationships
Love unconditionally

Steadfast loyalty
Cover each other’s interests

Source: Adapted from Spaulding’s book

LEVEL 1: MEET AND GREET RELATIONSHIPS

LEVEL 2: ‘NSW’ RELATIONSHIPS

You’re not top of mind when the contact thinks of:
• Hiring
• Purchasing
• Buying
• Partnering
• Referring

Source: Adapted from Spaulding’s book

Level 1
Meet & Greet

Level 2
NSW

Level 3
Connection

Level 4
Common 
Interest

Level 5 
PENTHOUSE

AG
AS

BC
BF

CC
DT
FEHY

KP
MJ
MM

NS
SS

TTVD

Identify tactics you’ll use to move key contacts to a higher level.
Source: Adapted from Spaulding’s bookEXERCISE #6
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Don’t be a chirping bird!
Someone willing to sacrifice a relationship for their interest

Source: Adapted from Spaulding’s book

Business follows relationships
Play to give, help others first, accepting help

Source: Adapted from Spaulding’s book

GIVE
GIVE
TAKE

Source: Bet on Me, Annette Verscheren
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Scenario: 

You are confronted with a difficult situation.  You need to announce a 10% rollback of 

wages and layoffs in the face of strong recessionary pressures that are negatively 

impacting the business.  You are meeting with each remaining team members on your 

staff.   You have just begun a meeting with an accounts payable staff member.  He is a 

strong performer and in the past the two of you have had a good working relationship, 

however, a number of his colleagues were just laid off, which ultimately will mean 

more work for him and he’s quick to recognize that he’s being asked to do more for 

less.  It’s been a tough go the last couple of years and this is the third round of layoffs 

at the company.  The meeting gets underway and clearly this individual is quite upset 

and begins venting his frustration at you and the company before you even have any 

opportunity to discuss the restructuring plan you have in mind to try and help mitigate 

the loss of more people.  What do you do?

1. Let him continue to vent for as long as it takes

2. Interrupt him and take control of the agenda to share with him your plan

3. Tell him to calm down so that you can talk about the situation together

4. Consider him for the next round of layoffs as clearly his loyalty has been lost

How many ways do we express gratitude?
GET CREATIVE!!!

Interrupting diminishes executive presence
Recognize our interrupting tendencies
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Scenario: 

You are confronted with a difficult situation.  You need to announce a 10% rollback of 

wages and layoffs in the face of strong recessionary pressures that are negatively 

impacting the business.  You are meeting with each remaining team members on your 

staff.   You have just begun a meeting with an accounts payable staff member.  He is a 

strong performer and in the past the two of you have had a good working relationship, 

however, a number of his colleagues were just laid off, which ultimately will mean 

more work for him and he’s quick to recognize that he’s being asked to do more for 

less.  It’s been a tough go the last couple of years and this is the third round of layoffs 

at the company.  The meeting gets underway and clearly this individual is quite upset 

and begins venting his frustration at you and the company before you even have any 

opportunity to discuss the restructuring plan you have in mind to try and help mitigate 

the loss of more people.  What do you do?

1. Let him continue to vent for as long as it takes

2. Interrupt him and take control of the agenda to share with him your plan

3. Tell him to calm down so that you can talk about the situation together

4. Consider him for the next round of layoffs as clearly his loyalty has been lost

EQ + SQ = Deeper Relationships

Make a FANTASTIC 
first impression

Consciously cultivate your
list of contacts to higher levels

Technical Competencies

Enabling Competencies
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1. Ethos, Pathos, and Logos

2. Resonating with your audience

3. Storytelling

4. Writing skills

5. Presentation skills

“Poor relationship 
building is implicated in 

75% of firings.”
- Marc & Samantha Hurwitz, Leadership is Half the Story

We all pitch ideas to an audience
How we say it is as important or more than what we say
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Ethos = Our Credibility
Our audience must trust us

Pathos = Connection
Passionate, credible, likable, empathetic
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Logos = Logical Argument
Finance professionals 

Can you read your audience?
What cues signify our message is resonating?

We are losing our audience
How can we get them re-engaged?
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“Storytelling is the most powerful way to put ideas into the world 

today…Stories are the creative conversion of life itself into a more powerful, 

clearer, more meaningful experience.  They are the currency of human 

contact.”   - Robert McKee

Storytelling
“The most powerful way to put ideas into the 

world…the currency of human contact.”

Quote: Robert McKee

Retention 
& 

Outcome 
Driven

Simplicity

Unexpected

Concrete

Credible

Emotional

Stories

Source: “Made to Stick” – Chip and Dan Heath

Retention 
& 

Outcome 
Driven

Simplicity

Unexpected

Concrete

Credible

Emotional

Stories
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Retention 
& 

Outcome 
Driven

Simplicity

Unexpected

Concrete

Credible

Emotional

Stories

5% of your revenue is lost 
to fraud every year!

-Association of Certified Fraud Examiners

Source: “Made to Stick” – Chip and Dan Heath

5%

Retention 
& 

Outcome 
Driven

Simplicity

Unexpected

Concrete

Credible

Emotional

Stories

Source: “Made to Stick” – Chip and Dan Heath

Retention 
& 

Outcome 
Driven

Simplicity

Unexpected

Concrete

Credible

Emotional

Stories

Source: “Made to Stick” – Chip and Dan Heath
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Retention 
& 

Outcome 
Driven

Simplicity

Unexpected

Concrete

Credible

Emotional

Stories

Source: “Made to Stick” – Chip and Dan Heath

Retention 
& 

Outcome 
Driven

Simplicity

Unexpected

Concrete

Credible

Emotional

Stories

Source: “Made to Stick” – Chip and Dan Heath

22 X More 
Memorable
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Tell me a story

Case Studies
What can be learned from mistakes

Success Stories
Outcomes that are relatable to the audience

Base a story on first hand experience

Speak with passion to teleport your audience

Set context, give characters a voice, show action

Identify a daunting challenge

How was the challenge resolved in an interesting way

What is the quoteworthy takeaway
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Business Themes

• David vs Goliath

• Phoenix Rising

• Customer is King

• The Leading 
Edge

• The Turning Point

• Thriving in Chaos

• They said it 
couldn’t be done

• Underdog to top 
dog

• Lonely at the Top

• Blazing the Trail

• The Comeback 
Kid

• Better Together

• Teamwork in 
Action

1. No offensive humor
2. No one should feel uncomfortable
3. Self-deprecating humor can endear you 
4. Never diminish your credibility
5. Find humor in the moment
6. Establish trust first then try to introduce humor
7. Large groups tend to respond to humor more than 

small groups
8. Have saver lines for flub moments
9. When no one laughs, make your point and move on 

like it was intended

Source: Booher, Personal Presence
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Tell me a story
Something that went well or poorly at work or home 

in which you learned something

Writing skills matter
Clear, concise, conveys a message

1. Shorter is always better
2. Nouns = facts, 

Adverbs/adjectives = opinions
3. Make actions specific
4. Take/make accountability 
5. Avoid jargon
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SPIN

“I will not make age an issue of this campaign.  I am 
not going to exploit, for political purposes, my 

opponent’s youth and inexperience.”

Layoffs → Right sizing

Salesman → Customer success partner

Problems/issues →Challenges/initiatives

Tax cuts→ Tax relief

Strategy shift → Pivoting

Let me be perfectly clear → I want to 
emphasize

You’re wrong → My information differs

I contend that → I believe that
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I am not a 
racist!

He’s a total 
racist!

Revenue in the first quarter was $2.5 million, which was 3% higher than the 
comparative period, and 1% higher than previous quarter.  Net income was 
$0.2 million, down 4% from the comparative period, and up 3% from the 
previous quarter.  

“Management has aggressively implemented a price increase in the quarter 
which helped bolster financial results,” said Susan Mann, President of Purex. 
“Volumes were steady which was an achievement given the high levels of 
competitive activity across the industry.  The company has been forced to 
spend more on promotional costs to retain customers.  We expect future 
growth in revenue and net income to continue at low single digit rates.”

Group A: change the message to reflect positive spin
Group B: change the message to reflect negative spin

EXERCISE #7

Emails are negatively perceived
Positive = Neutral; Neutral = negative; Negative = Super Negative

Source: Zoller & Preston, Enhancing your Executive Edge
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Emails with executive presence
Descriptive subject line
Super concisely written

Short body with key insight
Emphasize necessary action

Grammatically perfect
Professional signature
Smart phone friendly

“You’ll never sell your 

idea in the boardroom 

if you can’t summarize 

it in a paragraph.” 

-Booher, Personal Presence

Ideas for staying “out of the weeds”
How do we distinguish between the tactical and strategic?
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APPENDICESPRESENTATION

Q1B Q2B Q3B Q4B Total Q1A Q2A Q3A Q4F Total Q1A Q2A Q3A Q4A Total

Net sales

Retail 7,130$    5,541$    5,580$      6,697$      24,948$   12,159$      10,801$   10,382$   8,117$  41,459$   8,857$  13,643$ 11,240$ 14,318$ 48,057$       

Club 9,349$    5,425$    4,470$      4,672$      23,917$   9,126$       6,138$    5,995$    7,001$  28,259$   13,846$ 10,722$ 8,012$   8,888$   41,468$       

Food Service 28,619$   23,686$  26,039$    25,387$    103,730$ 22,589$      17,196$   25,144$   22,521$ 87,451$   19,792$ 16,299$ 18,272$ 17,490$ 71,852$       

Commmodity 5,360$    4,731$    5,336$      5,280$      20,708$   16,592$      10,223$   7,298$    7,426$  41,539$   16,512$ 17,942$ 21,010$ 22,200$ 77,664$       

National Accounts 16,918$   12,545$  11,885$    12,032$    53,380$   27,792$      17,782$   16,884$   18,326$ 80,784$   22,661$ 21,813$ 22,497$ 27,238$ 94,207$       

Ingredients 1,895$    1,825$    3,626$      4,270$      11,616$   2,365$       1,749$    2,662$    2,416$  9,192$     1,947$  2,156$   2,551$   2,402$   9,056$         

Fresh 830$       807$       3,985$      4,158$      9,781$    536$          433$       1,029$    869$     2,868$     283$     324$     203$      238$      1,049$         

Corporate 753$       949$       917$         1,024$      3,643$    219$          40$         750$       3,013$  4,022$     2,962$  1,834$   4,035$   1,251$   10,083$       

TOTAL 70,854$   55,510$  61,838$    63,521$    251,722$ 91,379$      64,361$   70,146$   69,689$ 295,574$ 86,861$ 84,732$ 87,819$ 94,024$ 353,436$      

Gross profit/Commissions -              

Retail 1,077$    1,103$    1,330$      1,608$      5,119$    1,422$       1,084$    1,115$    948$     4,569$     903$     1,303$   1,081$   1,578$   4,864$         

Club 1,124$    692$       645$         762$        3,223$    1,022$       634$       576$       1,001$  3,233$     (899)$    (1,219)$  (1,045)$  6,456$   3,293$         

Food Service 3,907$    2,622$    2,666$      2,316$      11,511$   3,544$       2,251$    3,440$    3,338$  12,573$   2,944$  2,290$   2,539$   3,042$   10,815$       

Commmodity 248$       535$       649$         516$        1,949$    661$          505$       416$       142$     1,723$     818$     1,121$   1,104$   874$      3,917$         

National Accounts 1,980$    1,067$    879$         840$        4,767$    1,956$       1,624$    1,545$    3,909$  9,033$     1,541$  1,239$   1,375$   1,973$   6,128$         

Ingredients 249$       225$       272$         258$        1,004$    418$          284$       545$       363$     1,610$     329$     319$     418$      435$      1,501$         

Fresh 108$       134$       269$         290$        801$       52$            71$         91$         59$       274$        90$       123$     73$       114$      400$            

Manufacturing 237$       706$       699$         690$        2,331$    

Corporate 99$         (151)$      (151)$        (151)$       (353)$      (878)$         (1,580)$   (1,123)$   (3,162)$ (6,743)$    (725)$    (281)$    5,127$   (6,987)$  (2,866)$        

TOTAL 9,030$    6,934$    7,259$      7,129$      30,352$   8,197$       4,873$    6,605$    6,597$  26,273$   5,001$  4,895$   10,672$ 7,484$   28,052$       

Contribution to corporate/EBITDA

Retail 484$       502$       729$         807$        2,522$    822$          577$       570$       55$       2,024$     (150)$    619$     446$      873$      1,788$         

Club 1,066$    680$       633$         699$        3,078$    960$          438$       473$       903$     2,774$     (1,170)$ (1,441)$  (1,299)$  6,183$   2,273$         

Food Service 3,255$    1,973$    2,047$      1,724$      8,999$    2,793$       1,630$    2,823$    2,671$  9,917$     2,421$  1,439$   1,825$   2,249$   7,933$         

Commmodity 38$         346$       458$         329$        1,171$    400$          207$       177$       (104)$    681$        604$     887$     823$      570$      2,884$         

National Accounts 1,477$    540$       376$         432$        2,825$    1,356$       1,210$    1,189$    3,550$  7,305$     815$     746$     836$      1,397$   3,794$         

Ingredients 160$       117$       165$         150$        592$       304$          156$       427$       260$     1,147$     210$     207$     303$      311$      1,032$         

Fresh 54$         76$         212$         233$        575$       (1)$             16$         34$         11$       60$         (9)$        71$       22$       77$        161$            

Manufacturing 237$       706$       699$         690$        2,331$    

Corporate 99$         (151)$      (151)$        (151)$       (353)$      (878)$         (1,580)$   (1,123)$   (3,162)$ (6,743)$    (725)$    (281)$    5,127$   (6,987)$  (2,866)$        

SGA (2,814)$   (2,975)$   (2,979)$     (2,986)$     (11,753)$  (2,840)$      (3,002)$   (3,138)$   (1,790)$ (10,771)$  (3,178)$ (2,857)$  (2,802)$  (4,837)$  (13,674)$      

TOTAL 4,056$    1,815$    2,189$      1,927$      9,987$    # 2,916$       (348)$      1,432$    2,396$  6,396$     (1,183)$ (611)$    5,281$   (164)$     3,324$         

20X1 Budget 20X1 Actual 20X0 Previous Year Actual

Budgeted Income Statement 

Put in the appendix

20X3A

Reduce SKUs

Increase prices

Lower Trade 
spending

EB
IT

D
A

$10
$9
$8
$7
$6
$5
$4
$3
$1

$10.1 20X4 Budget

$5.0 20X3 Actual

20X4 Strategic Initiatives
1. Focus product offerings
2. Increase prices
3. Control trade spending

+$1.3

+$2.3

+$1.6
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Presenting with executive presence
Build rapport with the audience first

Emphasize a FEW key messages
Use visual aids

Wrap up with a call-to-action

“The competition is stealing our customers”

“The COMPETITION is stealing our customers”

“The competition is STEALING our customers”

“The competition is stealing OUR customers” 

“The competition is stealing our CUSTOMERS” 

124
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“If your listeners look bored, it’s 
because you sound boring.”

- Booher, Personal Presence

Body language must sync with message

Use your gesturing as body 
language punctuation

127
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Use pictures 

• Hand in front
• Palms out
• Move toward
• Slow nods

• Clasping hands
• Slouching
• Crossing arms
• Fast nods
• Rolling eyes
• Chin level

“Don’t practice until you get 
it right….practice until 
you can’t get it wrong.”

Q&A sessions
Summarize → Elaborate → Example → Restate
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ETHOS + PATHOS + LOGOS = Persuasion

Make the simple and sticky with stories

How we say it = how our message 
gets perceived

Technical Competencies

Enabling Competencies

6ExY

Accounting

Finance

FP&A Tax

Regulatory 

& Legal

Internal 

Control

IT systems

Risk management

Treasury

Excel

Supervisory

Ethics

Documentation

Business 
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solving

Staff

Management
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“I’ve set myself many 
plans and targets, some of 
which worked well, while 
others failed.  The point 
was never to succeed 
100%; rather it was to get 
up when I faltered and 
rejig our plan until it was 
successful.”

Source: Bet on Me, Annette Verscheren
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“Greatness is doable.  
Greatness is many, many 
individual feats, and each of 
them is doable.” 

- Angela Duckworth, Grit

Not at 
all like 
me

Not 
much 
like me

Somewhat 
like me

Mostly 
like me

Very 
much 
like 
me

1 New ideas and projects sometimes distract me 
from previous ones.

5 4 3 2 1

2 Setbacks don't discourage me.  I don't give up 
easily.

1 2 3 4 5

3 I often set a goal but later choose to pursue a 
different one.

5 4 3 2 1

4 I am a hard worker. 1 2 3 4 5

5 I have difficulty maintaining my focus on projects 
that take more than a few months to complete.

5 4 3 2 1

6 I finish whatever I begin. 1 2 3 4 5

7 My interests change from year to year. 5 4 3 2 1

8 I am diligent.  I never give up. 1 2 3 4 5

9 I have been obsessed with a certain idea or 
project for a short time but later lost interest.

5 4 3 2 1

10 I have overcome setbacks to conquer an 
important challenge.

1 2 3 4 5

EXERCISE #8

“Passion for your work is 
a little bit of discovery, 
followed by a lot of 
development and then a 
lifetime of deepening.” 

- Angela Duckworth, Grit  

136

137

138



4/7/2019

47

Passion + Intent = Results

- Zoller & Preston, Enhancing Your Executive Edge

Perseverance
“Not just falling in love with something, staying in love with it”
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Fixed Mindset  

Your intelligence is something very basic 
about you that you can’t  change very much.  

You are a certain kind of person, and there 
is not much that can be done to really 
change that.

Do You Have A Fixed Mindset?

Growth Mindset

142
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No matter how much intelligence you have, 
you can always change it quite a bit.

No matter what kind of person you are, you 
can always change significantly.

Do You Have A Growth Mindset?

This Photo by Unknown Author is licensed under CC BY-ND

Embrace your 
fixed mindset

145
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147

http://sabrinasorganizing.com/category/changing-habits
https://creativecommons.org/licenses/by-nd/3.0/
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Understand 
your triggers

This Photo by Unknown Author is licensed under CC BY-NC-ND

Joyce

This Photo by Unknown Author is licensed under CC BY
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This Photo by Unknown Author is licensed under CC BY

This Photo by Unknown Author is licensed under CC BY-NC-ND

Permanence

Pervasiveness
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http://alzheimersnswlibrary.blogspot.com/2013_11_01_archive.html
https://creativecommons.org/licenses/by/3.0/
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https://creativecommons.org/licenses/by-nc-nd/2.0/
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Personalization
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Enabling Competencies
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EXERCISE #9
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“Taking the time to 
truly understand 
myself and my 

values has been 
profoundly 

important to my 
professional 

success.”

Source: Bet on Me: Annette Verscheren

1. Identify 3 personal values

2. Define each – “A commitment to…” 

3. Form a daily question for each value

Adapted from Drew Dudley, Day One DrewEXERCISE #9

STEP 1: Bet on you by aligning 
your decision with your core value

STEP 2: forget about making the 
“right” decision, instead focus on 
making your decision right by taking 
actions that render it successful

Value-Based Decision Making

Source: Bet on Me, Verscheren
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“Positive Fantasizing”

Big goal

Mid level 
goal

Tactical 
goal

Tactical 
goal

Mid level 
goal

Tactical 
goal

Tactical 
goal

1. Write down a list of 25 life goals

2. Soul search – circle the 5 highest 
priority goals

3. Look at the other 20 you didn’t circle
AVOID THESE AT ALL COSTS

EXERCISE #10
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“Any successful person 
has to decide what to do 
in part by deciding what 
not to do.” 

- Angela Duckworth, Grit  

Technical Competencies

Enabling Competencies

6ExY

Accounting

Finance
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Other driven
How does what you do connect to other people, the big picture, 

and help express your personal values?
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This Photo by Unknown Author is licensed under CC BY-NC-ND

Interested focus
How does your interest get re-triggered throughout our career?

Hope keeps us going
Long-term focus

Learn to speak the language 
that forms hope and resilience

“I love the effort”
“What can we still do better”

“We can do this together”

Practice during daily routine
Do we really practice mastery of executive presence?

166
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Technical Competencies

Enabling Competencies
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Hope

InterestPurpose

Technical Competencies
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“Those with executive presence know 

how to perform deliberate practice until 

what was once a struggle is now fluent 

and flawless.  Not only can they do this in 

themselves, but they can inspire this 

approach in others through leadership, 

coaching, and mentoring.” 

- Angela Duckworth, Grit

10,000hours

of deliberate practice to master something

10Years

of deliberate practice to master something
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“..focus on the process, not the 

outcome…encourages us to keep going 

regardless of whether its working yet or 

not.” 

- Amy Cuddy, Presence

Deliberate Practice is:
1. Specifically designed to improve 

performance
2. Incorporates feedback
3. High mental challenge
4. Isn’t fun

Align your personal philosophy/values

GRIT is enhanced with purpose, 
interest, hope, and deliberate practice

Real progress comes from deliberate 
practice and nudging
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Technical Competencies

Enabling Competencies
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1. Manager → Leader → Follower

2. Leadership effect

3. Leadership and power

4. Acting as a credible leader

“Those who get promoted to 
leadership are often “doers” – they 
stand out for their ability to get 
things done.  Top performers  are 4X 
more productive than average 
workers”

Source: Mankins, Bird, Root of Bains & Company Consulting
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“I’m amazed at how many emerging leaders 
devote huge chunks of time to developing 

their technical skills and far too little time to 
building up their interpersonal skills.”

“I got to where I am today not because of 
my financial wizardry but because of my 

ability to inspire, build trust with and 
motivate other people.”

Source: Bet on Me - Verscheren

“If you want to go fast, go alone.  If 
you want to go far, go together”

-African proverb

“There is an inexhaustible source of 
monkeys…put them back where they 
belong!”
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“Management is efficiency in climbing 

the ladder of success; leadership

determines whether the ladder is leaning 

against the right wall.” 

- Stephen Covey

“Effective leadership is putting first 

things first.  Effective management is 

discipline, carrying it out.” 

- Stephen Covey

“To take people to places they would 

not have gone by themselves and get 

them to do things they otherwise 

would not have done…because: 

1.They want to do it

2.They understood why!”

-Julian Barling, Queen’s University
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Leadership Followership

Leadership

Distributed

One leader
Visionary
Inclusive

Pool of leaders
Coaches/mentors

Team-builders

Individual leadership
Empowerment

Servant leadership

Shared Vision/Goals

Clear Principles

Self-reinforcing Culture

Exercise #11

FollowershipFollowershipFollowership

“I start with the premise that the 
function of leadership is to produce 
more leaders, not more followers.” 

Leadership

Distributed

“Leadership is about setting goals 
for the team; followership is the 
complementary action: the 
pursuit of team goals”

- Marc & Samantha Hurwitz, Leadership if Half the Story

Leadership FollowershipFollowershipFollowershipFollowership
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Percentage of time spent on leadership, 
followership and other work

Frontline Staff     Frontline Managers      Middle Managers      Executives

Source: Marc & Samantha Hurwitz, Leadership if Half the Story

Leadership

Followership

Technical

Followership…

99% say it improves performance and creates organizational value

96% say it is a distinct skill

96% say people don’t know how to follow

- Marc & Samantha Hurwitz, Leadership if Half the Story

What new leaders look for in 
direct reports → followership…

Offer Offer objective options

Be Be on your ‘A’ Game

Present Present a realistic and honest game plan

Understand Understand the CEO’s [your boss’] agenda

Study Study the CEO’s [your boss’] working style

Leave Leave your baggage at the door

Show Show your goodwill

Source: HBR Coyne and Coyne (2007) “Surviving your new CEO” 
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“Today’s leadership job is to coach, 
chart the path, clear the path, and 
help people have awesome 
experiences in the process. 
Followership not mini-leadership or 
leadership-in-training – it’s 
complementary to leadership”

- Marc & Samantha Hurwitz, Leadership if Half the Story

Leadership FollowershipFollowershipFollowershipFollowership

1. Set vision/mission of finance
2. Set high standards
3. Embody organizational values
4. Empower your people
5. Empathize and be vulnerable

The Practice of Leadership
Helping others think about themselves
Helping others value their contribution
Helping others value their relationship
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“People with humility do 

not think less of

themselves, they just think 

less about themselves.”

–Julian Baring

The empathy of Nelson Mandela
“I used to do it for the money, now it’s for him.”

Knowing where we fit, being competent, being autonomous
Source; Zoller & Preston
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CEO Effect
Return on sales, return on assets, 

market-to-book ratios

Leadership effect
Attitudes, motivation, commitment

Creativity & innovation
Higher financial performance

Employee empowerment
Self-directed

Contribution toward vision
Cross functional relationship builders
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Balancing Leadership Contribution

Hand–off 
Leadership

Micro-
managing

“Lean-in”
Leadership

Adapted from: Marc & Samantha Hurwitz, Leadership if Half the Story

“The only thing necessary 

for the triumph of evil is for 

good men to do nothing.” 

– Edmund Burke

Hand–off 
Leadership

“Vision without action is a 

daydream.  Action without 

vision is a nightmare.

–Japanese Proverb

Hand–off 
Leadership
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“When you can’t make them see the 
light, make them feel the heat.”

“Lean-in”
Leadership

This Photo by Unknown Author is licensed under CC BY-SA

“The best executive is the one who has sense enough to pick 
good men to do what he wants done, and self-restraint to 

keep from meddling with them while they do it.” 

“Lean-in”
Leadership

Credibility 
The top leadership and followership traits identified by 300 senior executives

Leadership traits
• Honesty/integrity

• Competent

• Forward looking

• Inspiring

• Intelligent

• Fair-minded

Followership traits
• Honesty/integrity

• Competent

• Dependable

• Cooperative

• Loyal

• Intelligent

Source: Agho, 2009
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http://commons.wikimedia.org/wiki/file:theodore_roosevelt_1904_-_copy.jpg
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“Credibility is the 
invisible social capital 
you build over time 
that allows people to 
give you the benefit 
of the doubt needed 
to support a bold 
idea.”

Source: Bet on Me: Verscheren

How can you exemplify HONESTY?

How can you exemplify COMPETENCE?
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How can you exemplify FORWARD LOOKING?

How can you be INSPIRATIONAL?

“Positive teamwork, positive 
work relationships, and positive 
leadership have been shown to 
improve just about every 
organization outcome 
imaginable.”

- Marc & Samantha Hurwitz, Leadership if Half the Story
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Leadership vs Followership

Leaders frames context
• Assess the situation
• Chooses a frame that aligns 

with mission
• Assembles the right people
• Presents the frame to 

maximize productivity, 
creativity, innovation

• Communicates constraints
• Eliminates barriers and 

ambiguity
• Modifies the frame as context 

changes to ensure success

Followers think outside of 
the box within the frame
• Probes the frame for 

understanding
• Clarifies what success looks 

like
• Specifies timing
• Contributes and adds value
• Brings forward ideas within 

frame
• Provides decision support
• Provides feedback

215

Project Oxygen (behaviors → success)
Coaching, empowering, taking an interest, communicating

Barriers to 
Credibility

•Lack of track 
record

•Lack of self 
confidence

•Arrogance

•Past mistakes
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EXERCISE #12

Leaders vs managers – moving
beyond yourself to others

The leadership effect empowers 
greater levels of achievement

Credibility – the foundation of 
financial leaderships
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1. Define your personal brand

2. Your appearance

3. Brand differentiators

4. Communicate your brand

“I didn’t have a “brand”, I was just 
me…branding felt packaged and 

overproduced, like an air brushed 
studio shot…”

Source: Bet on Me: Verscheren

“…but my understanding of personal brand has 
evolved, I’ve become a firm believer in its importance.”
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MY EXECUTIVE PRESENCE, INC.

MY EXECUTIVE PRESENCE, INC.

MY EXECUTIVE PRESENCE, INC.

MY EXECUTIVE PRESENCE, INC.

MY EXECUTIVE PRESENCE, INC.

Appearance Competencies

Behaviors Differentiators

MY EXECUTIVE 
PRESENCE INC.

Adapted: Zoller & Preston, Enhancing your Executive Edge
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STRENGTHS (What am I good at?) WEAKNESSES (What am I not so 

good at?)

OPPORTUNITIES (Where can I 

and where do I want to improve?)

THREATS (What barriers confront 

me now and in the future as I try to 

grow?)

EXERCISE #13

Career goal clarity

Communicate your brand

Walk the talk

Develop your branding plan

Self-awareness of your brand 

1. Return to Exercise #1 – the 
people/traits you admired

2. Star the traits you’d like to emulate
3. Scratch off the ones you already 

possess
4. Circle the ones you feel confident you 

could develop

“If you aim at nothing, you’ll hit it every time.” – Zig Ziglar
EXERCISE #14
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“If you take time to look good…the message you are 

sending is that you care about yourself. When you 

care about yourself, people feel that you will care 

about them and on the projects that you are 

working on with and for them.” 

– Zoller and Preston, Enhancing your Executive Edge

DO’s
• Modest but not 

dated

• Clean and kempt

• Find your style

• Clothes that fit

DON’Ts
• Dirty or wrinkled

• Sloppy or frumpy

• Too tight, see 

through, not fitted

• Shoes that look like 

slippers

• 20% to confidence

• 30% to perception 

of competence

• 50% to higher 

communication and 

social intelligence

Source: Booher, Personal Presence
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• What special value do you bring to the table?

• What makes you unique among your peers?

• Why did you get the call and not someone else?

What is your BRAND POSITION STATEMENT?  [To, I, Who, Because] 

EXERCISE #15

TO financial professionals, aspiring financial executives and 

existing financial executives,  

I am your executive coach and strategic advisor,

WHO will work with you to transform your finance career, 

your team, and your function to elevate the stature of finance 
in your organization,

BECAUSE I myself am a many time CFO, corporate director 

and researcher who has successfully seen through and 
observed finance transformation through the dozens of 
companies I’ve worked with and the stories I’ve curated from 
working with thousands of professionals throughout my 25 
year career.

What are the ways you can promote 

your personal brand broadly?

EXERCISE #15
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• Make it visual, less textual

• “Accountable” not “responsible”

• “Achievements” not “job descriptions”

• Shorter is better than longer

Converse like a leader
Focus on the positive, avoid the negative

Consistent behavior
Name an immediate action item that you can 

do today to reinforce your personal brand
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“Your personal brand is the 
place where you 
transform your personal 
values from words on a 
page or thoughts in your 
head into decision and 
actions.”

“Find out who you are and do it on purpose.”

Manage it or it will manage you

Make your brand standout

Promote your brand through 
dress, communications, & behaviors
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26%
of what it takes to get promoted is “presence”

- Study by the Center of Talent Innovation

Technical Competencies

Enabling Competencies

6ExY

Accounting

Finance

FP&A Tax

Regulatory 

& Legal

Internal 

Control

IT systems

Risk management

Treasury

Excel

Supervisory

Ethics

Documentation

Business 

Acumen

Problem 

solving

Staff

Management

Wrap-up

R
e

la
tio

n
s

h
ip

 

B
u

ild
in

g

C
re

d
ib

le
 

L
e

a
d

e
rs

h
ip

Confidence
Present your best version of yourself

Confident, but not arrogant
Poise under pressure
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Relationship Building
Influential and persuasive

Business comes from relationships
Deeper relationships need proactive actions

This Photo by Unknown Author is licensed under CC BY-NC-SA

Communication
Speak on your feet

Expression of passion and energy
Listening and empathy

Resilience
Acting with urgency

Goal and vision driven
Deliberate practice and nudging forward
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Credible Leadership
It’s not you, it’s your people

Compelling vision
Highest integrity and trust

Personal Brand
The best of you

Action plan to achieve your career goal
Communicated & reinforced daily

Blair Cook
Blair@ExecutiveFinance.ca

902 401 5237

Jen Ross Nicholson
Jen@ExecutiveFinance.ca

902 223 0461
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