
DEFINITIONS OF VALUES-CENTERED LEADERSHIP®


· THE PRIMARY VALUES

While all aspects of Values-centered Leadership® can be defined, they are never completed. Values-centered Leadership® is a journey.
 
1. 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.

2. 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.
· Possessing elegance, charm and grace in relating to others
· 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.

3. 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 inspired 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.

· THE ACCELERATORS

4. LEARNING:  Placing a high value on the importance of knowledge, learning and wisdom.

· Placing a high value on experts, teachers, coaches 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.

5. EMPATHIZING: Identifying with the thoughts, feelings 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.

6. 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.
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