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Presentation Notes
7 minute introTheme – The Influence of LeadershipThis morning we will explore how good leaders use their influence to enable the people they lead and enhance their lives. Tthe influence that you wield as public employees and as leaders that make you so very powerful – so impactful on other lives – you are so very influential! 



What do you want your influence to 
be?  

What impact do you want to make?  

What short and long term effects do 
you want to have on the people 
around you?  
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Presentation Notes
This morning I have three questions for you – questions that will be answered in the short time I have with you. �



Bill Gates – “Those who empower others.”  
 

John Maxwell – “is influence, nothing more, 
nothing less.” 

 
Ken Blanchard - “Leadership is a process of 
influence. Anytime you seek to influence the 
thinking, behavior, or development of people 
in their personal or professional lives, you are 
taking on the role of a leader.” 
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John Maxwell’s definition of leadership “is influence, nothing more, nothing less.” Ken Blanchard says that “leadership is a process of influence.”Now, who do you remember as the most influential person in your life? Is it your father or mother – why? Did they just love you? Was love enough? Or in some cases, did they mistreat you? Was the person your DI in the academy – why? What made that person so memorable to you? I would dare to say that it was because they were your teacher, your trainer, in some cases they were your mentor and their influence over you was great. Was the influence that you remember positive or negative? Influence is a two edge sword, it can be very dangerous if used incorrectly. Proper influence is NOT manipulation! 



Influence and impression start when that first 
student sees your face, your eyes, your 
expressions, your demeanor, the moment they 
walk into your presence.  
You have 3 seconds to make an impact on a 
person upon meeting them. 
How you value others is often a reflection of 
how you value yourself.  
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Your influence started when you decided to be a trainer and your influence as a trainer – as a leader – is broad, it is deep and it is lasting! From the time you step into a classroom, or onto a range, or into a training car, or whatever training environment you work in your influence started! Influence and impression start when that first student sees your face, your eyes, your expressions, your demeanor, the moment they walk into your presence. You have 3 seconds to make an impact on a person upon meeting them. 3 seconds! Do you realize how long that is? (Pause for three seconds and count them off in 1,000’s) that is how long 3 seconds is. Now here is a brain twister for you. How you value your student is a reflection of how you value yourself!



Authentic connection with others 
Looking people in the eye when they are talking 
to you. 

Not being distracted by other things going on 
around you. 

Making the other person feel valued and 
respected. 

Being positive in words and actions.  

Presenter
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Ok, here is what I need you to do – make an authentic connection with those around you. In a moment I am going to ask you to stand up and face someone (in pairs). You are going to introduce yourself with warmth and say something positive to them (appropriately positive).  While doing this you are going to practice the following four things Looking people in the eye when they are talking to you.Not being distracted by other things going on around you.Making the other person feel valued and respected.Being positive in words and actionsNow all rise and face your new friend and say hello! (give them 30 seconds to carry this out) Ok folks, now get into triads and pick a leader. Leader introduce yourself to this new person following all great points of proper influence and DO NOT let yourself get distracted by the third person – who’s job it is to try and interrupt the leader and draw their attention away from the other person. Leader – DON’T get distracted!!  (Give 30 seconds for this part)Ok everyone, now switch roles, pick a new leader and do it again! (30 more seconds) and now one last time folks. Last leader gets the hardest job, politely tell the interferree that you will be with the in a moment and immediately go back to the person who SHOULD be having your attention. Follow this exercise up with a talk on proper actions in these types of situations. 



Influence of leaders and the impact 
you have on those around you.  

Thoughts and Actions and how they 
affect relationships 

Servant leadership 

Presenter
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Now that you have seen a snapshot of the influence of leadership, we are going to explore 3 areas this morning. First area is the influence that you have as a leader and a trainer and the impact you have on those around you. Second is the area of thinking/thoughts, actions and how they affect relationshipsThird is a quick look at Servant Leadership 



“The power to change or affect someone 
or something.”  
“The power to cause changes without 
directly forcing them to happen.” 
“The power or capacity of causing an 
effect in indirect or intangible ways.” 
“A power of affecting a person, thing, or 
course of events.” 



Unhealthy Motives 
Be Right 

Look good/save face 

Win 

Punish or Blame 
another  

Avoid Conflict 

Healthy Motives  
Learn 

Find the truth 

Produce 
results 

Strengthen 
Relationships 

Ask yourself what your motives really are and address the reason why. 

What do you really want and are you behaving in the manner that will get 
you that? 
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“Think twice before you speak, because your words and influence will plant the seed of either success or failure in the mind of another.” Napoleon Hill“The humblest individual exerts some influence, either for good or evil, upon others.” Henry Ward BeecherWe should be asking ourselves in every circumstance what our motives are. What do we really want from the situation and are we behaving in a manner that will get us what we want? Get back to your healthy motives – life is about 3 things: relationship, relationship, relationship! 
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Thinking, Thoughts and ActionsA. Thoughts    We see or hear something happen to us or around us    We take what we see or hear personally    We construct a story in our minds about what we see or hear   We start putting feelings to the story we are telling ourselves	These feeling are stored in our subconscious and based upon everything that has happened in your life from the very beginning.	The association of feelings validates the story that we are telling ourselves.	Our story feeds back into our emotions and we often act our worst when we should be striving to act our best. 	Often called “fantasy” thinking.  B . Behavior or Action    We start acting on our feelings through words spoken or actions taken.    Which leads to a reinforcement of the feeling or belief or “proof” that your thoughts were “correct” (even if they are not reality). C. Established belief system	Continuing to act on a constructed belief system 	Could be accurate or faulty (reality or non-reality). 	The faulty thinking needs to be interrupted. 	Need honest and non-hostile Feedback. A “reality check.”	    Either by self-examination or from a trusted individual	    If given by a non-trusted individual the human tendency is to reject that reality check and continue in the faulty behavior with justification.	Failure to get this “check” will result in repeated behavior. 	Change in belief system to have an emotionally mature response. 	    Need to engage in emotionally corrective behavior OR stay stuck in fear, anger or discouragement. 



HAVE A PROFOUND 
EFFECT ON YOUR 

ABILITY TO 
INFLUENCE OTHERS!  
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An EVENT happens to us (we see or hear) We have feelings about the eventWe have thoughts about the eventWe construct a story in our minds about the event and subsequent feelings We act (react) and our reaction depends on what types of life filters we have inside us. Then we continue to put feelings to stories and build them up. These feeling are stored in our subconscious and based upon everything that has happened in your life from the very beginning. The association of feelings validates the story that we are telling ourselves. Our story feeds back into our emotions and we often act our worst when we should be striving to act our best. Give the example of husband and wife fighting over a minor incident – they both have negative filters that don’t allow them to process the information in a healthy manner and it quickly spirals out of control. Once you run through the example tell them that this is an extreme example for illustration purposes only. Most events or incidents are small in nature but could grow to be huge issues if not dealt with. Also, if not dealt with it will affect your influence on others and it won’t likely be in the positive. A. Thoughts    We see or hear something happen to us or around us    We take what we see or hear personally    We construct a story in our minds about what we see or hear   We start putting feelings to the story we are telling ourselvesB . Behavior or Action    We start acting on our feelings through words spoken or actions taken.    Which leads to a reinforcement of the feeling or belief or “proof” that your thoughts were “correct” (even if they are not reality). C. Established belief system    Continuing to act on a constructed belief system     Could be accurate or faulty (reality or non-reality).     The faulty thinking needs to be interrupted. 



Letting others see you for who you really 
are: 
Being “real” and embracing your “story”. 
Have the courage to be authentic. 
Have courage to admit your weaknesses 
and mistakes.  
Acknowledge that you are human 
yourself, and that mistakes are 
inevitable.    
Sometimes others need to see your 
weaknesses.  
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Lets talk for a moment about honesty and vulnerability and the effect of influencing others… There are times where you need to let other see the real you.Be real with them and embrace your story. By that I mean that you don’t shy from your past both the successes and the mistakes that you made but rather use them as examples to teach others. Sometimes others NEED to see your weaknesses. “A man must be big enough to admit his mistakes, smart enough to profit from them, and strong enough to correct them.”    John C. Maxwell
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Servant Leadership term was coined by Robert K. Greenleaf in his first essay on the topic in 1970



Listening 
Empathy 
Awareness 
Persuasion 
Conceptualization 

Foresight 
Stewardship 
Commitment to 
the growth of people 
Building community 
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Characteristics that are central to the development of a servant-leaderListening: A servant leader puts the emphasis upon listening effectively to others.Empathy: A servant leader needs to understand others' feelings and perspectives.Healing: A servant leader helps foster each person's emotional and spiritual health and wholeness.Awareness: A servant leader understands his or her own values and feelings, strengths and weaknesses.Persuasion: A servant leader influences others through their persuasiveness (INFLUENCE, NOT MANIPULATION)Conceptualization: A servant leader needs to integrate present realities and future possibilities.Foresight: A servant leader needs to have a well-developed sense of intuition about how the past, present, and future are connected.Stewardship: A servant leader is a steward who holds an organization's resources in trust for the greater good.Commitment to the growth of people: A servant leader is responsible for serving the need of others.Building community: A servant leader is to help create a sense of community among people.



What do you want your influence 
to be?  
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Now we have the answers to the three questions asked at the beginning of my time with you… �



POSITIVE, LASTING, INSPIRING!  
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Now we have the answers to the three questions asked at the beginning of my time with you… �



What impact do you want to 
make?  
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Now we have the answers to the three questions asked at the beginning of my time with you… �



AUTHENTIC IMPACT: I WANT TO CHANGE 
PEOPLES LIVES!    

Presenter
Presentation Notes
Now we have the answers to the three questions asked at the beginning of my time with you… �



What short and long term effects do 
you want to have on people?  
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Now we have the answers to the three questions asked at the beginning of my time with you… �



THAT THEY KNOW THAT I CARED 
ENOUGH TO DO AND BE MY VERY 

BEST FOR THEIR BENEFIT! 
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Now we have the answers to the three questions asked at the beginning of my time with you… �



POSITIVE, LASTING, INSPIRING!  

AUTHENTIC IMPACT ! I WANT TO 
CHANGE PEOPLES LIVES!    

THAT THEY KNOW THAT I CARED 
ENOUGH TO DO AND BE MY VERY 
BEST FOR THEIR BENEFIT! 
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Now we have the answers to the three questions asked at the beginning of my time with you… �



If your actions inspire others to dream 
more, learn more, do more and become 
more, you are a leader. 
— John Quincy Adams 
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If your actions inspire others to dream more, learn more, do more and become more, you are a leader.�— John Quincy Adams
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