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Not enough respect?

overwhelmed?

+ Too many expectations?
- Mot encugh resources?
« First cut?

+ Last to recover?

= You need 1o translate evervthing
worl do 1o Revenues/Profics/ Plan

= The more you focus on “stuff™ the
less they are listening

= Proactive revenue/profit generation
is HUGE BONUS POINTS!

Revenues
Profits

Or a PLAN to get them

- WhaL stratigies are playing out?
- What tactics are being implemented?
+ How can you have 3 positive impact?

+ How can you 00N some of the resulis?

Buisiness
Results

+ Hao does your organizarion ke maney?
+ What & YOUR plan ta fix THEIR pain?

+ Whare are your HARD 5587

+ Less sttivity - more ir 1

e whas the

- Know what and when

= How can yau help?

= They will probably not know
< What is your plan and goals?

- Aligned with the € Suite needs?

- Benchmarking - an excuse o a challen

« Reporting - facused on revenues/profits?

+ Who is going to be in control?
+ Your destiny in whose hands?
+ Whose priorities and goals?

+ Who knows more abour TDY

Clark Ingram, President
People Profits, LLC

darkingramg@peopleprofits.com
405-508-1030
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The Flan musz be:

A direct path ta Revenues| Profics

and ratlo

+ Informing them of the change

= Hard 38% up frent

« Identifying THEIR pain/priorities
« Developing a PAIN PLAN

« Presenting your plan

©2016 People Profits, LLC
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Revenues

Profits

Or a PLAN to get them

- What strategies are playing out?

Mot enough respect? « What tacaics are being implemenced?
. « Flow £an you have 3 positive impact?
Overwhelmed?

- How zan you OWN some of the results?

Business Business

Strategy Resulis

« What is your plan and goals?

+ Aligned with the C-Suite needs?
» Benchmarking - an excuse or @ challenge?

= Reporting - facused on revenues/profics?

« Who is going o be in control?
« Your destiny in whose hands?

+ Whose priorities and goals?
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405-508-1059
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Clark A. Ingram
Founder of People Profits, LLC



Formal education

Numbers oriented



Do you feel like you
are not valued enough?

Not sure how to make it
better?



Change Performance
, Management Improvemen;/"

\ 7.
Knowledge \ Instructional
Management N ? Design

Coaching EE'N":;;
Association for
Talent Development -

- Integrated Learning
Talent { Technologles
Management/ :

" Managing Evaluating
/’ Learning Learning A

Programs Impact

TD Areas of Expertise

Business Skills Global Mindset Industry Knowledge

Interpersonal Skills Personal Skills Technology Literacy

Foundational Competencies
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So what is the CSuite view?

Business S Business
Strategy =Ml Results

The middle part is ‘stuff”

Not just Talent Development



What are your
organizational goals?

Make yourself something
other then "stuff”



Not being heard

The (-Suite cares about three things



What language
are you speaRing?

You will have their attention!!



Overwhelmed??

How do you make it better?



The Suite
INVESTS in ROI

ROI = Resources



Mission Critical

This is PRICELESS!!



Years of Employment

Blue—Employee Value Red-Employee Compensation



The Evaluation Issue

Defined and graded by the CSuite



Taking Control

Who cares the
most about you?



Change management

They will get the message!!



The Plan

If you develop, implement and attain
their results - respect will come quicRly
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Clark Ingram, President
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