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Section I: The Importance of Using Our Strenqths

Are You Making A BIG MISTAKE by
NOT asking these 2 critical
guestions?

1. How am | going to use my strengths
at work today?

2. How can | strengthen a strength, or

use the strength in a new way?

The workplace is a prime example of where your
strengths are taken for granted, and your
shortfalls are given much of the attention. When a
person takes a 360° Assessment and it shows
one is excellent at delegation, it would be quite
unusual to think about strengthening this
strength further, or to look for other ways or
other venues to leverage this strength. Yet think
how much training would go toward a manager's
development if a 360° showed the manager had
very low scores working well with others.
Research shows that people with poor people
skills have been through training courses and
coaching seminars designed to help them with
their deficiency in working well with others, with
very little evidence of any significant
improvement.

Lead researcher Marcus Buckingham, in the
Gallup Organization twenty-year study of 200,000
managers, came to the conclusion that
organizations cannot afford to just fix employees’
weaknesses. Because fixing weaknesses often
doesn't work, and at best it only helps people
prevent failure. It's within the strengths of
employees that lie the true opportunities for
world-class performance. According to the
Gallup Study (and subsequent studies), only 17%
of people spend most of their day working with
their strengths.

Fact: Successful leaders focus most of their time
utilizing, strengthening, and finding ways to use
their strengths in new ways.

Myth: Most people believe they will be noticed
and promoted by being extremely well
rounded in our skills, with no extraordinary
strengths to speak of.

Research: The Gallup Study around the world
arrived at a surprising finding. Managers were
asked to agree with one of these two
statements:

1 Peoples greatest room for improvement and
career advancement is in their areas of greatest
strengths.

2 Peoples room for improvement as well as career
advancement is in overcoming areas of greatest
weaknesses.

41% agreed with statement #1
59% agreed with statement #2,

Metaphorically, statements #1 and #2 are as
MANY MILES APART as the distance
between the Taj Mahal

... and the Planet Saturn:

762,700,000 miles between the Taj Mahal and Saturn
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What's Different about the
INSIGHTMirror Action Planning Guide?

The INSIGHTMirror 360 Action Guide contains
information that rejects boiler-plate
generalizations. Our guide is most unusual
because it is more about fully utilizing one’s
strengths rather than fixing one’s weaknesses.

Naturally you have to deal with weaknesses! If
you don't manage the weeds, you will soon be
left with a once beautiful garden now left in
decay.

Our mindsets are determined not to focus
on our strengths, but to be obsessed about
fixing our weaknesses.

You have already looked through your 360° feedback
report that emphasized on the very first page that it would
be more beneficial to look for your strengths in the
report instead of dwelling on your weaknesses. Yet
regardless of how much willpower you exerted, you
probably did just the opposite. Perhaps we are hard-wired
to be in a mindset that hones in our weaknesses and
simply takes our strengths for granted. It's as if a myth
was drilled into our heads since early childhood that if
| really put my mind to /t, | can do almost anything.
This notion is ingrained in our language: “If at first you
don't succeed, try, try again." “Practice makes perfect.”
These superhero slogans shape our mindsets that
we somehow must be good at everything. Nonsense!
With some practice as shown in Section |V, this
mindset can be transformed.

From childhood we are taught a Krazy
lesson. Daniel Coleman, Ph.D., Emotional
Intelligence. The single
most important contribution education can make to a
child’s development and also in adults is to help them
toward a field where their talents and strengths best
suit them. best fit .... We should spend less time
ranking children and adults and more time helping
them to identify their natural gifts and strengths.
—Words in italics above inserted by
INSIGHTMirror.

... A key competence here is optimism, which hinges
on how we interpret our setbacks. A pessimist sees a
setback as confirming some fatal flaw in himself that
cannot be changed. The net result of such a defeatist
attitude is, of course, based on hopeless and
helplessness.

If President Lincoln took a 360°, according to
his law partner and friend William Hendrson, it would
demonstrate that he was a terrible administrator.
Henderson asserted that Lincoln conducted adminis-
trative affairs in the same haphazard fashion he filed
his legal papers: by using his top hat as a filing
cabinet.

Two Superb Examples on Strengths:

1. At the 1984 Olympics, the Chinese captured the
gold medal in ping-pong. Their coach, Liu Guoliang,
was asked: Tell us about your team's training
regimen. Liu Guoliang answered: “We practice eight
hours a day perfecting our strengths.” Asked the
reporter, “Could you be a little more specific?” The
coach replied: “Here is our philosophy. If you
develop your strengths to the maximum, the
strengths become so great they overwhelm all
weaknesses. Our best player, Kong Linghui, plays
only his forehand. Though he cannot play
backhand, and his competition knows this, his
forehand is so invincible that it cannot be beaten.”
Source: Dr. Donald O. Clifton, Soar with Your

Strengths.

2. One particularly interesting experiment used video
to record a bowling match. For one team,
researchers at Case Western Reserve edited out all
of the mistakes and showed the team the film of
everything they had done right. For the second team,
they edited out everything done right and used the
more traditional training  strategizing how to correct
them. While both teams improved, the team seeing
what they did right (their strengths) had 100% greater
improvement than the team that was shown their
mistakes.

Please read before moving on:

The information you receive in your Feedback Report is
a compilation of people's perceptions. The perceptions
may be objectively incorrect, but that’s a moot point.
People’s perceptions are their reality, and it is important
that you appreciate this fact if you wish to change some
of their perceptions
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Recognizing Your Strengths At Any Age
—And How It Can Change Your Life

My dad had a gift for getting people to move off their
fixed positions of “right" and “wrong." Often, just with
a soft tone of voice, he could encourage people to
look for new ways to find common ground. Dad never
saw this ability as strength, just something he could
do.

After dad retired, he became depressed and had the
courage to tell me why. He told me as a retired used
car dealer without even attending high school, that he
was intimidated by retirees he was meeting who
seemed so knowledgeable about everything. They
would take strong positions on things he knew about,
but with his poor recall for names and places, along
with a strong Brooklyn accent, he was too
embarrassed to enter their lively debates, and just sat
on the sidelines. Dad wasn't looking for advice from
me, just sharing his feelings.

| told Dad | felt for him, and also felt sad that he
never appreciated one of his strongest talents with
people. . .as a master facilitator, always helping
people find common ground. He looked at me with
puzzlement and asked for an example.

All | had to do was to remind Dad of the time my
family moved to a new home in Maryland, and had
our relatives join us. During the evening, several
neighbors stopped by with desserts as welcoming
presents. One woman brought a cheesecake with
fresh strawberries on top, which was our family’s
favorite type of cake. We promised that her gift
would be the centerpiece for
our dessert that night.

My wife immediately sensed something was
terribly wrong. The cake looked slightly moldy,
smelled rancid, and tasted awful. My wife quickly
put the specimen we had once called
“cheesecake" into a plastic bag and tossed it into
the garbage.

A spirited disagreement quickly ensued among
family members regarding whether or not to
write a thank you note to the neighbor for her
homemade cheesecake. A thank you note would
be the 'right thing to do," insisted one side. A
strong counter-argument was made that to write
a thank you note would be disingenuous. “It
would have more integrity to do and say
nothing.”

In the middle of rising voices, my dad offered the
following challenge: “Let's see if we can take no
more than fifteen minutes to come up with an
action we can all agree upon." As Dad brilliantly
and patiently prodded us on, we arrived at the
following note that we all gleefully signed and
sent to the 'cheesecake lady."

“Dear , Your cheesecake took center
stage at our dinner party last night. You can rest
assured that a cheesecake like yours didn't last
long in a house full of cheesecake connoisseurs
like ours.

Warmly, Bob, Joan, and family."

Dad laughed at my account of the cheesecake
incident and declared that perhaps he was,
indeed, a master facilitator. By recognizing this
strength and using it, he soon became a very
welcomed part of retiree discussions and
debates, and developed several close and
enduring friendships.
— written by Bob Bookman

The truth about the aging brain _is extraordinary: “You can have a fit brain at age 50,

mentees. Or ...

60, 70, 80 and beyond. It's simply a matter of choice. Contrary to popular belief, the
brain grows new cells throughout the aging process. If one challenges their brain new
connections are made in such vital areas as the hippocampus, which is responsible
for learning and memory.” Research from: The American Society on Aging, 2007.

There is no need to retire on the job “because you're old.” Start a new project, like
devel-oping a mentoring program that attracts potential mentors like yourself, and
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Unlock Your Strengths by First Identifying Them

Instructions:
In the spaces to the right, list at least three of the  In the spaces below, please list at least seven of your
strengths you use in the workplace. strengths you use in the workplace.

» Reflect on your INSIGHTMirror 360 Feedback a)
Report to carefully consider your strengths as
identified by your raters.

» Take a look at pages 10 and 11 in this Action
Planning Guide, where we identify twenty-five
workplace strengths. b)

* Another rich area for review is in the comment
section of your feedback report.

» Look back on your childhood and think about the
things you did well, liked to do, and that made you )

happy.

» Asking friends, family members, and colleagues
almost always sheds new insights into an area of
strengths you never thought about before.

d)

9)

Myth: Outstanding leaders must be well-
rounded in every aspect of leadership.

Fact: Many outstanding leaders are not
perfectly or even close to being well-
rounded, and this is often reflected in
their 360° results.

Example: See beginning of next column
regarding Abraham Lincoln.
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Digging Deeper: Now Let’'s Unlock even more Strengths

We have found the pictures below stir-up
feelings about strengths you may not of
thought about before, or forgot vyou
possessed. Add strengths to the list you have
written on the previous page so you have a
total of at least 8 strengths. Using a magic
marker put lines through 3 of the strengths
you most want to work with. (pages 5 and 6)

ACHIEVEMENT
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Section ll:

Strengthening and Utilizing Your Strenqgths

Your strengths are the building
blocks for most of your
successes.

Three strengths from your INSIGHTMirror 360 Feedback Report we will assume you scored very high
on. We offer examples of how to even more effectively utilize these strengths. These examples will
assist you complete a short assignment on the next page.

Strength Question -- Example 1:

Structures meetings that maximize the possibility for
concrete results. (Question 18 from the
INSIGHTMirror 360°.)

Building upon the strength:

Prepare a written agenda stating desired specific out-
comes for the meeting, such as a list of proposed
annual conference topics, and the identification of
those who will prepare the program brochure by a
specific date. Distribute the agenda via e-mail before
the scheduled meeting.

Using this existing asset in a new way:

Enroll your staff's help and develop their skills in
structuring meetings to achieve concrete results. For
example: Coach them in planning for an upcoming
meeting and request that they (a) identify which
topics are for information only, which are for
discussion, and which are for decision-making, and
(b) specify the desired outcomes that represent the
concrete results you want to achieve.

Strength Question -- Example 2:
Encourages creative thinking and innovation.
(Question 19)

Building upon the strength:

Periodically (e.g., weekly), post a challenging
problem on a bulletin board viewed by your staff. Ask
them to post innovative solutions (with post-it notes)
over the following week, and to note each author's
name so that people can see and build on others'
ideas. Then select a solution and discuss its
implementation at the next staff meeting. Using this
existing asset in a new way: Make the process
electronic and expand potential contributors. Post a
challenging problem or issue on a web site or an
electronic bulletin board to which people (i.e.,
customers/clients/peers) can respond with their

favorite creative solutions. Invite stakeholders'
suggestions on feedback forms. Select, announce,
recognize/reward the idea that appears to be closest
to an ideal solution.

Strength Question -- Example 3:

Introduces change even though there is a likely
chance that this change may antagonize important
people within the organization. (Question 23)

Building upon the strength:

Identify the change and discuss successful
implementation strategies with an executive sponsor
to diminish any political backlash from any powerful
antagonists.

Using this existing asset in a new way:

Identify someone who was previously raising
objections to change you introduced that is now
working very contently. After first researching any
needs their office might have, approach themas a
partner to introduce a change that might be mutually
beneficial.
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Now It's Your Turn Do More With Your Strengths

Identify three important strengths that you have but
feel that you are not using them to your fullest. As
illustrated on the preceding page, compose | or 2
ways you can strengthen that strength, and | or 2
ways of utilizing that existing strength in a new way:

First Strength:

1 or 2 ways of strengthening this strenqgth:

1 or 2 ways of utilizing this strength:

Second Strength:

1 or 2 ways of strengthening this strenqgth:

1 or 2 ways of utilizing this strength:

Third Strength:

1 or 2 ways of strengthening this strenqth:

1 or 2 ways of utilizing this strength:

Even a Jock Quotation Could
Change The Way You Think and Act.

Vince Lombardi, the winner of two
Super Bowl championships, applied
the Strength theory when he observed
that after most football games were
over, the errors were spotlighted
instead of the successes. One day he
proclaimed, "From now on, we only
replay the winning plays." Look how
the theory plays out. When are you
most confidence? when recalling a
moment of success or a moment when
you couldn't deliver the goods?
Individuals are always stronger when
they have their successes and
strengths clearly in mind.
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Strengthening A Strength:
An Often Forgotten Art

- A personal story from the developer of the
INSIGHTMirror 360:

When | launched the INSIGHTMirror 360 enterprise, |
thought | did all the right things. | sent out e-mail
blasts, and spent a lot of money on Google-spon-
sored ads. But sales were below expectations. Now
business is excellent. WHAT CHANGED?

I changed. | changed my marketing strategy from
high tech advertising and put my marketing energies
back to what | relied on in the past: networking
(meeting with people | know.)

| talked to my good friend, David Alan Yoho, an
outstanding sales trainer in Louisville, Kentucky. |
asked David how | could strengthen my talent in
the area of sales and networking?*** He asked me
to tell him how | typically closed my discussions
when | networked. He gave me a C-. David told me:
the people | was networking with knew | did my
coaching work with law firms and federal government
agencies. So, obviously there were generally not a
lot of ideas when | ended my networking discussion
with, “And do you know any organizations | might
contact that could benefit by using my 360°
assessment?" Eventually, people generously came
up with more law firms and federal agencies. Not
once did anybody think to offer their private sector or
association references or other local or state
government points of contact.

* We will underscore the importance of asking
outstanding questions on pages 12, 18.

So with David's coaching, | now conclude with “And
do you know any organizations | might contact that
could benefit by using my 360° assessment in such
areas as. associations, manufacturing, retail, the
building trades, local or state government agencies?"
| was stunned that by adding just a few words, how
many good solid leads | began receiving.

Strengthening a strength is hardly thought of
outside of sports and artistic endeavors. What a
waste of such a great undertaking!

A Superb Way to Learn More
About Your Strengths:

Identifying your weaknesses has probably already
been done (and overdone) for you countless times by
your friends, spouse, family, neighbors, people at
work, schools, and, of course, yourself. Sometime
people are right and sometimes they’re not.

We can offer you pages of objective assess-ments to
help you, but such a list would be overwhelming and
hard to choose from. So we simply chose our top
three recommendations, and hope you use at least
one.

- The Myers-Briggs Type Indicator (MBTI)
assessment is the most widely used personality
assessment in the world. It offers a foundation for
understanding individual differences and applying
that understanding to the ways people think,
interact, communicate, and organize.
http://www.humanmetrics.com/cqgi-win/JTypes2.asp

» Strengths Finder 2.0, is an outstanding online
assessment by Dr. Clifton O'Neil, the father of the
Strengths Movement. Most professionals in our field
find it almost how uncanny this instrument is in
identifying strengths.
http://sf2.strengthsfinder.com/

« Platinum Rule: By recognizing if another person is
behaving like a Director, Socializer, Relater, or
Thinker, you can easily shift the pace and focus of
each conversation to “connect” with the other
person. This outstanding assessment is sent to
those people who know you well and they resubmit
their filled-in answers. We have all used it at
INSIGHTMirror 360 and found it the most insightful
of the three assessments mentioned here. Dr. Tony
Alessandra did a masterful job of laying out the
information gathered by this tool in a very easy to
follow format.

http://www.platinumrule.com
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Assisting Others to Identify and Utilize Their Strengths

I. Ask Open-Ended Questions

People often find it difficult or embarrassing to talk
about their strengths without the help of a structured
exercise. Here is one we developed, based on the
work of Marcus Buckingham, who wrote, "If you ask
simple, open-ended questions, people will reveal
their talents to you--and to themselves."

Ask the person to choose six to nine of his or her
personal/professional strengths in the workplace.
They can draw on their own experience, what others
have said about them, or information (including
comments) that came from their recent 360°
feedback report. We suggest you give the person at
least a day for the thoughtful compilation of their list.

We recommend that you then ask the person
open-ended questions such as the examples that
follow, targeted to the personal characteristics of the
individual. Based on solid research that we will refer
to later, we've learned that it's best if you allow the
other person to carry at least 60% of the
conversation.

Open-ended questions explore how a person wants
work performed, or performs work, vs. questions
requiring simple “yes" or “no" responses.

1. Achiever - Sample open-ended questions: What is
it like to have this strength? What possible ways
can you increase the use of this strength in the
workplace?

2. Activator - Tell me about something you have
made happen. What possible ways can you
strengthen this strength?

3. Adaptor - Give me an example of your adaptation
skills. What possible ways can you strengthen this
strength?

4. Analyst - What feeds your analytical drive? What
possible ways can you strengthen this strength?

5. Arranger - What do you like best about pulling all
of the pieces together? What possible ways can
you strengthen this strength?

6. Commander - Tell me what you like about being
in charge. What possible ways can you
strengthen this strength?

7. Communicator - What are some of the reasons
that you are a good communicator? What
possible ways can you strengthen this strength?

8. Competitor - How does competition benefit you?
What possible ways can you strengthen this
strength?

9. Developer - Why do you believe you are so good
at being able to develop other people's
strengths? What possible ways can you
strengthen this strength?

10. Empathizer - Do you feel at times as if you are a
counselor to people to whom you are close?
What is it like to have empathy? What possible
ways can you strengthen this strength?

11. Fairness Advocate - What do you do to make
sure people are being treated fairly? What
possible ways can you strengthen this strength?

12. Focused Thinker - How do you keep track of
how you are doing with your goals? What
possible ways can you strengthen this strength?

13. Harmonizer - Describe how you encourage
others to work together. What possible ways can
you strengthen this strength?

14. Creator - How do you usually get your ideas?
What possible ways can you strengthen this
strength?

15. Includer - Describe your actions when you
realize someone is being left out of the group.
What possible ways can you strengthen this
strength?

16. Learner - What are you learning that is exciting
to you? What possible ways can you increase
the use of this strength?

17. Networker - Tell me about your typical behavior
that makes networking (easily meeting others for
the first time) relatively easy for you. What pos-
sible ways can you strengthen this strength?
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18.

19.

20.

21.

22.

23.

24.

25.

Optimist - How do you help others to stay
focused on the positive? What possible ways can
you strengthen this strength?

Responsibility-Seeker - What does being
responsible mean to you? What do you feel
responsible for right now? What possible ways
can you strengthen this strength?

Self-Assured player - How has your
self-confidence benefited you? What possible
ways can you strengthen this strength?

Strategist - How do you help others to see the
big picture in particular situations when they can
see only the pieces? What possible ways can you
strengthen this strength?

Honest - Displays sincerity, integrity and candor
in all actions.

Imaginative - Makes timely and appro-priate
changes in thinking, plans, and methods. Shows
creativity by thinking of new and better goals,
ideas, and solutions to problems.

Developer of people - Helps others learn
through teaching, training, and coaching.

Orchestrator - of the many activities that take
place throughout an organization by providing a
view of the future and the ability to obtain it.
Knows without doubt that employees do their
best when they work within a vision-based
framework.

II. Carefully plan your discussion 1-2 days in
advance:

Marcus Buckingham's research has found that the
most successful discussion on strengths, using an
exercise such as this, is between 40 and 60 minutes,
with the manager talking about 40% of the time. The
discussion often begins when the employees simply
present their list of six to nine strengths. Then,
through open-ended asks the employees to whittle
the list down to three or four key strengths for primary
focus and application in their present job. Frequently,
one or two new key strengths will emerge during the
conversation.

Ill. Follow-up:

About a week after the discussion on utilizing key
strengths, we suggest that managers schedule a time
to go over what hurdles and successes the employee
had in doing the things they do best. We recommend
refraining from providing too much advice at this
point, relying instead on open-ended questions that
help employees to craft their own conclusions and
solutions for future action.

IV. Career Coach:

Informally, the manager may want to keep the dis-
cussion open as the employee's job changes. Over
time, the employee's work assignments will have new
twists and turns, and they can most likely benefit
from discussing what new key strengths would be
best suited for these new challenges.

“Extraordinary Leaders Find, then
Nurture, and ultimately Develop
people's Talents.”

— Jim Kouzes is the co-author of: The
Leadership Challenge.
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Great Questions Often Lead to Remarkable Solutions

The following account is not only true, but was
written by our Customer Service Manager, Sylvia
Klaff.

My first impression of Fred was that he was a
complainer, not a doer. People were right: | couldn't
even think of a single strength Fred had for me to
nurture. Eureka! | came up with a plan from a new
guestion | asked myself: How could | turn Fred's
proclivity to complain into a strength? With Fred's
consent (and to his utter surprise), | re-wrote his job
description to include assisting trainers in my division
to enhance their presentations. | was the first guinea
pig. Fred wrote copious notes of all the things | didn't
do particularly well and could improve upon as | was
presenting a three-day course on leadership. | was
both astonished and mortified by the accuracy of the
faults he found. | then asked Fred to come up with
ways for me to overcome some of those deficiencies,
especially regarding my giving directions for
classroom exercises. And he was really helpful'! For
example, he suggested that | have a person repeat
my directions, in order to see if | made myself clear.
Invariably there were disconnects that | was able to
correct.

Learning Point:

| have helped Fred discover one of his many special
strengths. He is a critical thinker capable of easily
generating new ideas.

Exercise:

Think of an employee you have (or could have) who
finds difficulty in identifying his/her own strengths.
What two or three questions could you ask that
person that would engage the employee in a
conversation that would trigger the employee's
psyche to confidently offer two, five, or even more
strengths?

In the right hand column is another example of
using your strengths, a little chutzpah, and a
Great Question to achieve results:

Ted Harris was a manager in a tuna fish cannery
in Seaford, DE. He is now CEO of a Fortune 500
Company. Here is his story.

I'm a third-level manager, and thought | had some
terrific ideas for our CEO, Dr. James O'Reilly — if |
could only get to meet him privately. He was a very
approachable person, and also kept to a strict
schedule, including routines for the day. | learned
that he arrived at work promptly at 7:00 AM sharp,
and that before going to his office would always go
the restroom where he would take off his jacket and
shirt and proceed to shave using a razorblade. He
would then slap on some after shave-lotion and go
directly to his office to check his emails.

Dr. O'Reilly always gave me a pleasant “hello” when
we passed in the hallway. When he learned | was an
English major like himself, he would often share a
guotation he just learned.

On a particular day | was prepared to meet him in the
men’s room and also shave myself. He was pleased
to seem me and to quickly make a good impression, |
said, 'l know one of your heroes is John F. Kennedy,
and | just wanted to share one of JFK’'s quote with
you. “Change is the law of life. And those who look
only to the past or present are certain to miss the
future.”

O’Reilly enjoyed my quote. As we were washing our
hands, | said to him something | had prepared prior
to this encounter, 'You know Dr. O'Reilly, | have been
thinking we could benefit by a change in direction
ourselves. Specifically, why are we identifying
ourselves as just as the best cannery for tuna
fish? With the Seaford Bridge being modified to
allow much larger ships into the harbor, we could
start planning now to can larger products, like beef.

As we are drying our hands, O'Reilly said, “Ted |
think you are on to something that may be very
important to our company. Come fishing with me this
Sunday, and | would like to hear your ideas on how
you would plan for this change in direction you just
share with me? ... By the way Ted | didn’t know you
also shaved with a razorblade at work.”

Learning Point: That when the timing is right,
extraordinary things can happen when you ask
really Good Questions!
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Section lll: The STRENGTH Formula™

Enhances Your Abilities To Utilize Your Strengths, And Manage Your

Weaknesses.

The STRENGTH Formula™ is a creativity tool that relies on questions to change mindsets to create

new ideas.

What was Jack Welch’'s (revered former STRENGTH FORMULA CHECKLIST

President of General
Creative Problem-Solving Tools?

When running General Electric, Jack Welch was a
strong proponent of Creative Problem Solving Tools.
Sometimes, he referred to these tools as Artificial
Thought Processes -- which are very valuable in
finding solutions through unorthodox methods. As
Mr. Welch used to explain it, “If you don't find
dramatically new ways of doing business, you're not
going to be in business. And if you don't intrude
artificially in what’'s going on, you probably won't
come up with radical out-of-the-box ideas.”

Young children don’t need creative problem-
solving tools!

Young children are not in a box when they come up
with new ways of doing things. They are not
encumbered by filters that
come from mind-sets based
on previous experience.

Matt was just curious
about how computers
worked.

So naturally Matt

took it apart!

Unfortunately many schools
: have children simply following
the standard curriculum in search of a child’s
weakness they can fix. A noble cause, but one that
ignores where does a child’s curiosity and areas of
strengths not also pursued. This led Dr. Neil
Postman to say, No wonder children enter schools
as question marks, and all too often leave as
non-questioning exclamation points!

Electric) opinion of

S = Substitute
T = Tenderness

R = Rearrange or Reverse it

E = Eliminate

N = Notions of Fantasy /Neverland (Netherland)*
G = Grouping

TH = Theories

The STRENGTH Formula is based on the notion
that everything "new" is an addition or
modification of something that already exists. As
Sir Isaac Newton observed, If | have seen farther,
it is by standing on the shoulders of giants.

Subs‘utlon

The —qend®’’
STRENGTH

L0 Formula Res,
grot ("“"a?/;ye

***Notions of Fantasy

Note: We derived The STRENGTH Formula by
playing with a creative problem-solving tool
introduced by Alex Osborn, incorporating the
acronym S-C-A-M-P-E-R. We have moved some
letters around, and added others to create the
STRENGTH acronym and exercise.

* Neverland (Netherland) Original home of Peter
Pan.
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Practicing How the STRENGTH Formula
Works in Concert with Your INSIGHT-Mirror
360 Feedback Report Results:

1. You will choose just one strength-challenge and
weakness-challenge from your 360 Feedback
Report. These two challenges will be used
throughout the entire STRENGTH Formula
process. Note that we used a variety of different
challenges on the following sample pages to
simply demonstrate the range of ideas the
STRENGTH Formula produces.

2. Criteria for choosing the best challenge tw
challenges.
- The impact it has on your work.
- Something that is doable in your work setting| If
you have a boss who is out of their mind and
undermine your attempts with either you Strength
or Weakness, then move on to choosing a more
suitable challenge.

3. Is this challenge at least 50% achievable,
considering such criteria as office politics, your
own commitment in achieving it, and the amount
of time you can estimate that you will need to
change your own behavior?

The Strength Formula starts with the letter “S”
for Substitution. Below are the six questions we
use to generate ideas from “S”:

&= Substitution

*« What can be substituted?

e Do I know all | need to know?

e Can the rules or premises be changed?

*« What/who else can be used instead?

* What new situations can | put myself
in?

*« What other processes/procedures can
be substituted?

Example of Substitution in medical
science:

Scientist Paul Ehrlich kept substituting
one color for another, well over five
hundred times — until he found the right
dye to color the veins of laboratory mice.

A Case Study to Work With:

Question # 21 from the 360° Feedback Report: From the
Substitution-Questions contained in the boarder below, find
ways to manage a weakness and ways to use a
strength more effectively.

Let’'s say you scored low on question #21 from your
360° Eeedback Report: Encourages direct reports
k tough questions and to disagree. This low
core is particularly significant because you are the
manager of its Research and Development, and it
is certainly part of your job to create an
environment where ideas flow freely.

You will be using the STRENGTH Formula by
taking question # 21 through all seven STRENGTH
Letters to help obtain practical ideas or possible
breakthrough solutions to manage this weakness.
We do not expect each STRENGTH-Letter will be
of assistance. But the combined good ideas from
just three out the seven Strength Letters for your
Strength Challenge Question and three of the
seven letters for your WEAKNESS Challenge,
almost guarantees you successes with the two
questions your started with.

Idea #1: | will share with my people the results of
the 360 Feedback Report, and have one-on-one
discussions with everyone on my team that I’'m not
going to change overnight. | will ask for their help
when they believe | have a closed mind to a new
idea by literally having them say, “I think you have a
closed mind on this one.” I'll simply stop in my
tracks and ask, “why.” Then | will take a deep
breath and do my hardest to at least see their point
of view.

Idea #2: | will let my people know that in three
weeks | will asking them to anonymously write a
paragraph or two on how | am doing in opening and
sustaining a dialogue with employees who dissent
from my way of thinking on an issue or problem. And
then ask them to slip their type written comments
and suggestions under my door.

Idea(s) inspired by the “Substitution”
Questions:
«Am | so insecure | need to prove | know it all?

« Can substitute my arrogance, with humility.

Please write-down your ideas down in a
notebook regarding ideas for your one
strength and one weakness challenge.
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