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Situational Leadership
“Leadership is an attitude BEFORE it is ability!”  —Unknown
What is Leadership?

As you move ahead in your organization, your effectiveness as a supervisor will increasingly depend on your ability to manage people. The key to effectively managing people is leadership.

As you attempt to accomplish tasks through the efforts of other people, you’re engaged in leadership. When you accepted the role of leader, you also accepted the responsibility for channeling the behavior of others towards your main objective—results!

Research has shown that leaders in work settings use both task behavior and relationship behavior to influence their employees
.There have been successful leaders who primarily use high amounts of task behavior and those who have used high amounts of relationship behavior. Additionally, there are successful leaders utilizing high amounts of both these behaviors and others who use very little.

Each of the above examples represents a different leadership style. Leadership style is defined as the leader’s patterns of behavior. Patterns include words and actions that are impacted by thought. 

Diagnostic Ability

We looked at your ability to diagnose communication preferences in Module 9. Now let’s recognize diagnostic ability and our leadership
. As with communication preferences, there are four different leadership styles in situational leadership.

It is not enough to know that there are four leadership styles—you need to know which to use in each unique leadership situation.


	
Participating




	Influencing

	Delegating



	Telling



Situational Rapport and Leadership

Natural Rapport

Attraction is present everywhere in the universe. Whether you call it magnetism, polarity, electricity, thought, intelligence, or charisma, it’s still attraction. We form synchronized partnerships naturally, and although they are hardly noticeable to some, they are quite tangible to others.

Rapport By Chance

Perhaps you’ve traveled to a country where people don’t speak your language and you don’t understand theirs. You might feel a little uncomfortable—even suspicious—when you can’t understand or be understood. Later you meet someone who speaks your native language (or a common one), and you have a new best friend—for your holiday at least.

Rapport By Design

When interests or behavior of two or more people are synchronized, they are said to be in rapport. When these conditions are not present, there are ways to establish rapport by “design.”

Attitude Is Everything

Your mind and body are part of the same system. They influence each other. When you are happy, you look happy, you sound happy, and you use happy words. Your attitude controls your mind, and your mind delivers the body language to match.

A Really Useful Attitude

A Really Useless Attitude

It’s Your Choice

	In face-to-face situations, your attitude precedes you. It is the central force in your life.  It controls the quality and appearance of everything that you do.



	Really Useful Leadership Attitudes
	Really Useless Leadership Attitudes

	· Warm

· Enthusiastic

· Confident

· Relaxed

· Supportive

· Comfortable

· Helpful

· Patient

· Interested
	· Angry

· Sarcastic

· Impatient

· Disrespectful

· Conceited

· Vengeful

· Afraid

· Self-concious

· Mocking


First Steps

Everyone seems to have a different sense of the word “communication,” but the definitions usually go like this: “It’s an exchange of information between two or more people.” …”It’s getting your message across”…”It’s being understood.” 

Richard Bandler and John Grinder created an effective definition of communicating: “The meaning of communication lies in the response it gets.” This simple definition means that it’s 100 percent up to you whether or not your own communication succeeds.

A formula for effective situational leadership has three parts:

1. Know what you want.

2. Find out what you’re getting.

3. Change what you do until you get what you want.



Body Language in Leadership Situations

Your body language, which includes your posture, your expressions and your gestures, accounts for more than one-half of what other people respond to and make assumptions about.

Open Body Language

Open body language exposes your heart and body and signals cooperation, agreement, willingness, enthusiasm, and approval. In addition, your body doesn’t know how to lie. Unconciously, with no direction from you, it transmits your thoughts and feelings in a language of it’s own to the bodies of other people, and their bodies understand the language perfectly. Any contradictions in body language can interrupt the development of rapport.

Closed Body Language

Defensiveness is shown through gestures that protect the body and defend the heart. These gestures suggest resistance, frustration, anxiety, stubborness, nervousness, and impatience. They are negative gestures, and they generally say “NO!”

Smaller Gestures

Hand gestures are also part of the vocabulary of body language. They, too, can be divided into open gestures and closed gestures.

In addition, a similar set of differences occurs in body language above the neck.

Congruity

Why do we like great actors and take them seriously when we know all along that they are only speaking lines that someone else wrote? Because they are believeable; because they are congruent.

Remember . . .

	Words 
=

Tonality =

Body Language =
	
	%


Power and Leadership

Power is often described in negative terms—manipulation, corruption, politics, and so forth. Like any negative, power can also have a positive side, which is where leaders should focus. Tie the correct use of power to ethics and clarity of purpose and couple it with leadership—the result is a leader that can get results!

Score yourself in terms of power:

Legitimate 


Comes with a title or position.

   1 – 2 – 3 – 4 –5

Reward Power

When you perceive that someone has the ability to 

   1 – 2 – 3 – 4 – 5     
reward you, they have power over you.

Punishment Power 
When you have the perception that someone has the ability to punish, intimidate, or embarrass you, they have power over you.  1 – 2 – 3 – 4 – 5       


Reverent Power 

Awarded to anyone with a consistent set of values.

   1 – 2 – 3 – 4 –5


Charismatic 

Difficult to explain, this power is based on personality    

    1 – 2 – 3 – 4 –5

strength. 

Expertise
When someone projects that they have more 

    1 – 2 – 3 – 4 –5            knowledge or expertise than the other person in a particular area, they have power.

Situation Power 
When people have very little latitude in the way they 

    1 – 2 – 3 – 4 –5           
do their jobs, they have power over you.

Information Power 
Sharing information builds a bond; withholding it 

    1 – 2 – 3 – 4 - 5           intimidates; both give power.
Check Yourself!

1. What is leadership?

2. What can you do with your body to show support for an employee?

3. What are two ways to manage first impressions as a leader?

4. Let’s apply your knowledge of the styles from page 11-3. Which of the four leadership styles would you use with:

· An experienced employee?

· A moderately experienced employee?

· Employees when you’re in a crisis?

· An employee who has very little experience?

High Support

































































Day Three














Low Support





Provides less clarity and direction than other styles


Competent team members often struggle with this style











Gives responsibility to delegatee 


Gives little guidance and direction








Likes to call the shots


Gives you structure and direction


Closely supervises performance























Low Direction































































































Likes to provide direction/build relationships


Enjoys two-way communication and support








Any attempt to influence the behavior of an individual or group.	














Objectives of this module are to::





Learn the definition of leadership;


Understand diagnostic ability;


Gain an understanding of situation rapport;


Recognize the role of body language and gestures in leadership; and


Understand power and leadership.








Upon completion you will be able to:





Manage first impressions; and


Be able to apply each of the four different situational leadership styles.
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High Direction








Tip: To Be Effective as a Leader Maintain Your Positive Attitude





Start each day reminding yourself why you accepted your job.


When negative events occur, focus on what you can control and focus your energy there.


Do your best to avoid negative people. If you can’t, help them focus on solutions.
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