AL
|_eadership:

the ADility to Influence




Circles of Support...

It’'s about creating meaningful
friendships.




Strike a palance!

Spend time together having fun,
not just working on goals.




Al

Spending time together is

an opportunity to build trust,
share positive regard,
unconditional acceptance,
warmth and involvement.




Support fer goals

» People often won'’t follow up on a
“good suggestion.”

» Model initiating and planning:

(2 things that people in survival have
a lot less energy to accomplish).




to enhance engagement

and derall resistance.




Resistance Is actually
evidence of Investment

and Interest.




Don't expect to
fix people!




Don't personalize challenging behaviors...

» People need to begin from their own horizon.

» People do things the way they do them
because it “works” for them.

» Community members aren’t doing things
against you.

» T hey are doing things for themselves.




[=0r many reasons repetition
IS the order of the day.

Repetition fosters learning,
growing, and moving out of the

comfort zone. @




IMaking Eriends on/Purpose

» An excellent working alliance is a critical foundation
for learning most things, including how to relate to
others.

» Gaining social competence is more than conceptually
grasping skills; it also involves relaxing enough to take
risks trying new things with uncertain outcomes.




Educating the heart....

T he success of a person
IS more determined by
their interpersonal skills than
by their technical knowledge.




I'he Emotional Bank Account




Our emotional bank account

parallels the amount of trust we
have In relationships.
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People willnet develop
In an unsafe environment
where there Is no trust.




If enough withdrawals
OCCUr, you have people
who are emotionally.
bankrupt.
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Shutting down....

Is feeling closed to new
challenges and

experiences.




It takes a lot of deposits to
maintain a level of trust and
become an influence In that

person’s life.
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» Every interaction has
Influence.

» Model reciprocity.

» T ry to understand through
the perception of that person.

» |s It a withdrawal or a deposit?




» L_eadership is about the big picture.

» Management Is about the details.

» Hold the big picture in front of
people at all times.




|_eadersnip: the anility te infilence

» Positive influence doesn’t
focus on the suppression of

behaviors.

» |t focuses on allowing and
supporting the individual to
grow into their own design.
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NeighborKeepers

Circles of Support

www.neighborkeepers.org







Haird

Relationship Circles




Relationship Circles
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