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VALUES-CENTERED LEADERSHIP™

For

Creating Position Descriptions

A User’s Workbook

Purpose:

Using the Values-Centered Leadership model, the position description outlines the specific strengths desired to successfully perform in a position.  We look to individual’s strengths in helping them find the position in the organization that best matches their strengths, skills/abilities and natural gifts.  Mastery focuses on the product and technical expertise, Chemistry on the relationships both internal and external, and Delivery focuses on the service and quality that are delivered to the client (internal/external).  The Accelerators describe the development needs and aspirations of the incumbent and connect with the Vector.  The shifts are also incorporated into the way in which we write the position description ensuring that we are always focused on Higher Ground Leadership.

Using the model to create Position Descriptions is the first step.  Once the Position Descriptions are created, you can build an Interview Assessment Process “Interview Vector”, Self-Assessment tool for candidates against positions, tie your descriptions to performance feedback and compensation.  The system is then fully integrated and provides employees with a common language.  
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The Vector

	The Primary Values
	Score (A)

0-10
	The Accelerators
	Score (B)

0-10
	Difference

(B)-(A)

	MASTERY

Undertaking whatever you do to the highest standards of which you are capable.


	
	LEARNING

Seeking and practicing knowledge and wisdom.


	
	

	CHEMISTRY

Relating so well with others that they actively seek to associate themselves with you.
	
	EMPATHIZING

Considering the thoughts, feelings and perspectives of others.


	
	

	DELIVERY

Identifying the needs of others and meeting them.
	
	LISTENING

Hearing and understanding the communications of others.


	
	

	
	
	
	
	


The Definitions: (from the Back Wheel)

	The Primary Values
	The Accelerators

	MASTERY:  Undertaking whatever you do in both your personal and professional life to the highest standards of which you are capable. 
· Possessing a commitment to do what it takes to reach the very highest standards.
· Possessing a high devotion to continuous improvement in one's personal and professional life.
· Constantly questing for excellence.
· Setting high standards for self-improvement.
· Possessing highly developed skills, competencies and practices.
· Having expert skills and knowledge.
· Being among the best in one’s field.
· Maintaining a respect for knowledge.
· Mastery embraces core competencies, tasks, knowledge, learning, teaching and professional development, skills, expertise, information systems and technology, science, efficiency, accomplishment, technique, artistry and sophistication.

	LEARNING:  Placing a high value on the importance of knowledge, learning and wisdom.
· Placing a high value on experts, teachers, and the mentoring relationship.
· Maintaining lasting relationships with teachers and experts.
· Devoting above average amounts of time to reading, studying, practicing and perfecting.
· Ensuring that everyone has the right tools for the job.
· Being open to new ideas and alert to opportunities for improvement.
· Being restless, never satisfied with current levels of knowledge, always seeking.
· Establishing plans, timetables and budgets that define a learning objective that leads to a better understanding and therefore greater Mastery.


	CHEMISTRY:  Relating so well with others on a personal and professional level  that they actively seek to associate themselves with you. 

· Possessing characteristics and attitudes which favor building strong relationships.
· Placing a high value on harmonious relationships with others. 
· Taking the initiative to repair, maintain and build relationships. 
· Seeking relationships that go beyond the superficial.
· Establishing deep friendships.
· Bonding with others at an emotional level.
· Trusting other people.
· Building win/win partnerships.
· Enjoying the company of others more than being a loner.
· Being a team player.
· Having a gregarious nature.
· Being easy to get along with.
· In the business sense, Chemistry is about developing deep relationships that result in long-lasting and profoundly rewarding business relationships, in the material as well as the non-material sense - with associates (and their partners), suppliers, industry colleagues and strategic alliance partners. It addresses issues of communication through the creation of relationships built on truthfulness, accountability, energy, trust, honesty, respect, compassion, integrity and love.

	EMPATHIZING:  Identifying with the thoughts, feeling and perspectives of others.
· Putting oneself in the other person’s shoes, walking in their moccasins and realizing that this is the first essential to building a relationship with them.
· Taking the trouble to see things from the other person’s point of view.
· Being interested in the problems of others.
· Possessing an altruistic, compassionate, kind and caring attitude.
Being more concerned with co-operation, collaboration and partnering than competition, conflict and power.

	DELIVERY:  Finding customers, both internal and external, identifying their needs and meeting them.
· Being respectful of the needs of others and having a passion for meeting them.
· Possessing a focus on the needs of others motivated by enlightened self-interest and altruism.
· Respecting the need to meet customer’s needs over making a profit and knowing that profit is the result of this philosophy.
· Developing and implementing “win/win” deals and relationships.
· Treating customers as partners not adversaries.
· Being concerned with doing the right thing more than doing things right.
· Defining standards for performance and results with both internal and external customers.

	LISTENING:  Possessing a high level of attentiveness devoted to understanding the communications of others.

· Having the capacity to shut down “mental chatter” and give undivided attention to others.
· Knowing to look for other signals, besides the words, such as body language, intonation and expression when listening.
· Having the capacity to “hear the words as well as the music”. 
· Listening openly, and in the most effective way possible, in order to understand, without being defensive or manipulative - LISTEN and SILENT have the same letters.



The Shifts (on the Front Wheel):

· Shift from ME to YOU

· Shift from THINGS to PEOPLE

· Shift from BREAKTHROUGH to KAIZEN

· Shift from WEAKNESSES to STRENGTHS

· Shift from COMPETITION AND FEAR to LOVE

The Position: 

Now, having read through the long definitions, begin to create a unique position description.  The questions in the left hand column will help guide your creating a rich description.

Position: 
[Example:  Director of Higher Ground Leadership]

	Mastery

What are the critical tasks, skills & competencies required for this function?  What does it take to reach the very highest standards? What does it takes to be among the best in one’s field? What is the core knowledge, professional development, learning, teaching & expertise, information systems, technology & science, technique, efficiency, sophistication, artistry, & accomplishment required for this function? What overall standards are expected? What constitutes excellence? What expert knowledge is required? What skills, competencies & practices are required? What are the opportunities for continuous improvement?
	

	And Learning (the Accelerator for Mastery)

How “does the bar get raised”? What will it take to reach & exceed the standards? What continuous learning is required in order to achieve the desired levels of Mastery? Where? When? Why?


	

	Chemistry

With whom must strong relationships be built and maintained? How & with whom are harmonious relationships to be established? What current relationships require repairing, maintaining & building? What are the characteristics & attitudes which lead to building strong relationships? How should relationships be developed beyond the superficial? What opportunities exist for establishing friendships & bonds built on trust, mutual respect, integrity, improved communication & truthtelling? How can more win/win partnerships be built?  What are the situations where being a team player is critical? When is a gregarious style an asset? Are there situations where it is essential to be easy to get along with? Are the conditions appropriate for developing deep relationships that could result in long-lasting & profoundly rewarding business relationships - with employees (& their partners), suppliers, industry colleagues & strategic alliance partners?
	

	And Empathy (the Accelerator for Chemistry)

What are the opportunities for enhancing communication through Empathy (truthfulness, promise-keeping, trust, good communication, accountability, energy, honesty, integrity, respect, compassion & love)?


	

	Delivery

Who are the internal & external Customers for this function? What are their needs? How is respect for the needs of others developed together with a matching passion for meeting them? How is focus brought to bear on the needs of others, motivated by enlightened self-interest & altruism? What is the balance between respecting the need to meet Customer’s needs over making a profit & knowing that profit is the result of a successful Customer-focused philosophy? How critical is the development & implementation of “win/win” deals & relationships? To what extent are Customers treated as partners rather than adversaries? Is there a clear mechanism to distinguish between doing the right thing & doing things right? What mechanisms exist to define clear standards of performance & results for both internal & external Customers?
	

	And Listening (the Accelerator for Delivery)

What is the means by which listening is achieved in order to meet the needs of internal & external Customers? How is attentiveness being developed to a high level in order to maximize an understanding of the communications of others? What are the means by which “mental chatter” is shut down & undivided attention given to others when communicating with them? What skills & practices are required to look for other signals when listening besides words, such as body language, intonation & expression? How well developed is the skill of “hearing the words as well as the music”? Is there a propensity to listen openly, and in the most effective way possible, in order to understand, without being defensive or manipulative?
	


Once completed you can cut/paste to the “Position Description – Template” to save your final position descriptions.
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