Emotional Intelligence Workshop
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Emotional Intelligence Workshop: what is it?
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Digital revolution has changed the significance of leaders in managing
the increasingly informed workforce who are constantly questioning
the credibility of their superiors. Emotional maturity of leaders in

managing expectations of people has never been more emphasized
than now. Leaders might gain or lose control of emotions when
attempting to achieve desired results through people.

Key Coverage

M Module 1: Increasing personal
credibility to foster confidence and
accountability among people in times
of change.

M Module 2: Listening to how people
feel rather than what they say in
order to facilitate their adoption of
change.

M Module 3: Acquiring political savvy to
form alliances and coalition of
support wisely.

M Module 4: Gaining emotional control
in giving & receiving feedback to
convert emotions into  positive
behaviors.
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Module 1: Increasing personal credibility

Participants will begin by running an online

Typical process of individuals in adopting a change - ) ; ) ¢
simulation on fostering collaboration:

AWARENESS ! INTEREST ADOPTION

“This is unexpected.”; “It is not as simple as it seem}.” “I see no harm trying.” “Just do it!"

M PREPARE. Participants will form teams of
4-5 people. They are assigned the role of
a Senior Manager of the company to
enhance business performance.

M ANALYZE. Each team must analyze the
make & motive of different stakeholders
to prioritize their engagement efforts.

MORALE >>

M DECIDE. The teams must choose
appropriate levers to convince 19 people
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M @ O 0O b four credibilty: initiative within 96 weeks. During this
0 Week 0 Week 24 Week 48 Week 72 weskss | (URMNECNID - period they may earn or lose credibility
points.

There is no simple, straightforward formula to build personal credibility.
To get the desired impact, leaders need to choose appropriate levers, " At the end of the module, participants will
understand reasons for objections and discover how to foster better discuss and identify leadership habits that will
collaboration at different phases of a new initiative. build credibility in their organization.
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Module 2: Listening to how people feel

In Module 2, participants are challenged to listen to emotions and to anticipate reactions. It is essential to differentiate
how people feel vs. what people say. Participants will:

Identify and relate to the emotions in e Identify the right leadership focus
different phrases of change

Typical process of individuals in adopting a change
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able to cope with emotionally mood swings, challenged by ematicnally
demanding situations. gruelling situations.
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Module 3: Acquiring political savvy

In Module 3, participants will be required to analyse the characters’ Do you think he agrees or disagrees with
personal backgrounds and responses toward the new initiative in you?
the organization, in order to identify different type of stakeholders | ey aoaws

(confederates, allies, adversaries, opponents, and fence-sitters). |
How do we know one is in agreement or disagreement and high or
low relationship with us, pertaining to the proposed plan?

SUPPORTING LEVEL
Chief Executive Officer

BLOC PLAYER TYPOLOGY
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Adversaries Opponents
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Do you think she has high or low
7 relationship with you?

LESLIE HARRIS LESLIE HARRIS

WHAT DO YOU THINK OF THE EIS?
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SUPPORTING LEVEL
VP, Sales & Marketing

What basis do you have to justify your
plotting?

WALT JAMES

low Relationship high

SUPPORTING LEVEL

Director,
Information Systems
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Module 4: Gaining emotional control

Sample tests of reasoning abilities will be given (not to gauge one’s actual reasoning abilities) to In Module 4, the following models will be
participants to have a conceptual understanding of how reasoning play a part in influencing their emotions leveraged to gain greater emotional

control in handling reactions:

@ @ M Reasoning Ability. Participants will
i R

learn the implication of the 5

reasoning abilities on their emotions.

They will become more aware to take
the necessary steps to minimize the

ABSTRACT LOGICAL SPATIAL UNDERSTANDING NUMERICAL undesirable manifestation of outward
LOGIC PROCESSES REASONING SOCIAL CONTEXT REASONING behaviors

Ability to group Ability to identify Ability to map out Ability to interpret Ability to solve

relevant factors for root causes of a multiple process other’s intention problem involving g G

problem solving. problem. flows accurately in a numerical M GIVlng & Receivi ng Feedback.

simultaneously. social context. justification. Participants will differentiate
responses based on how much truth is
found in the feedback and how much
accountability is held by the receiver.

“I deny. I don’t want
to talk about it

ALOT

wThank you for the
honesty. Now I can do

M Emotional Intelligence. Participants

Truth will  differentiate  among  Self-

“You don’t
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Relationship Management

+ Persuasiveness

+ Conflict management
[__ * Inspirational leadership
+ Change catalyst

+ Team working

+ Open communication

Regulation
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