Thought Leadership




THOUGHT LEADERSHIP

The 4 Key Elements

Author, publish, and sustain bestselling books

Raise the influence and relevance of our thought leaders
Experience thought leadership through live and digital events

Distribute through new and innovative channels
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The 4 Key Elements

Raise the influence and relevance of our though leaders
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Industry Conference Appearances

HR Summit
and Expo

WOBI

World of Business Ideas
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Huntington Beach, CA ‘ October 2-3,2017
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THOUGHT LEADERSHIP

The 4 Key Elements

Experience thought leadership through live and digital events

© Franklin Covey Co. All rights reserved.



FRANKLINCOVEY

ONLEADERSHIP

THE WORLD TOUR

WHAT. SSEETS GREAT:WLEADERS APART

H} FranklinCovey

TTTTTTTTTTTTTTTTTTTTTTTTTTTTTTT



EVENTS

Live Events in More Than 55 Countries

FRANKLINCOVEY

ONLEADERSHIP

THE WORLD TOUR

ALL'ACCESS PASS

The Essential Roles of
4LEADERSHIP”

EXECUTIVE COACHING

THE
. 6 CRITICAL

PRACTICES The Next Generation in Executive Coaching

and Leadership Development

d FOR LEADING A TEAM

FranklinCovey

¢ FranklinCovey. | coacrine ALL ACCESS PASS
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THOUGHT LEADERSHIP

The 4 Key Elements

Distribute through new and innovative channels
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THOUGHT LEADERSHIP

Distribute Through
New and Innovative Channels

 Print and Digital Distribution
 |Industry and Conference Keynotes
« Radio and Podcasts

e eNewsletter
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THOUGHT LEADERSHIP

Print and Digital Distribution

Five Sales Leadership Lessons
From 2018 That Could Make

I i Olrb e s 2019 A Whole Lot Better

L] [edelgy

“A povrfl,
breakthrough buok .
You il ind hat you can,
indewd, create win-win
by focusing entirely on
helping cllents succeed.”

Executive teams that personally own the sales and customer experience

have the best sales cultures and the highest growth. At these companies,
the leadership team knows and models the sales methodology and

—Stephen . Corey,

auther of The 7 Habits of

approach better than anyone in the organization
‘Highly Efectiva Poogle

8 Ways Your Team Can Succeed
At Social Selling

@

In a previous article, we argued that

your sales force could be facing

extinet because the same tre

have revolutionized the consumer

experience are now transforming the

BaB sales process.

Organizations no longer have the aption
of waiting to embrace “social selling™

the new model of leveraging online

platforms such as LinkedIn to attract targeted buyers.

Social-sales expert Brynne Tillman says lacking clear direction,

the

highest level, the challenge is that their salespeaple are daing random

salespeople are figuring out this new technique themselv

acts of social,” she says. “There's no strategy or structure or process.”

Don't knaw where to start? Tillman shares an eight-step process for

rolling out a social-selling strategy.

A Great Résumé Can Be
Deceiving; Here's How To
Sidestep The Experience Trap

’ Randy g

LET'S GET REAL
OR LET’S NOT PLAY

TRANSFORMING THE
BUYER/SELLER RELATIONSHIP

Revised and Expanded

MAHAN KHALSA and RANDY ILLIG

Foraword by Stephen R. Covey

A

Randy lllig

When it comes to sales teams, hiring for experience doesn't come cheap.

And it can actually represent a harmful trap.

Whether it's a sport. art or profession, the science indicates that we hit

A High-Trust Sales
Organization Starts From The
Top

@ ==

Note: This is the first of two columns focusing on trust in business

relationships.

Think you've got the competition
cornered with your superior products or

pricing?
Don't get too comfortable. e,

Markets move so rapidly that most

competitive advantages last only briefly

before your competition catches up.
Innovation and cost leverage are important, of course, but you can't

build a sound business on them anymore.

So what's the most powerful weapon to compete in the marketplace?

The new currency of competition is trust.

High-trust client relationships transcend marketplace churn, A Watson

© Franklin Covey Co. All rights reserved.
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Print and Digital Distribution
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Print and Digital Distri

- www.trainingmag.com

Hiraining

THE SOURCE FOR PROFESSIONAL DEVELOPMENT

LEDDIN, PhD | SHAWN D. MOON
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Patrick Leddin

ution

WHY CHANGE INITIATIVES FAIL... AND WHAT L&D
CANDO

L&D needs to be immersed in the organization’s strategic and operating
priorities, so it can provide practical, meaningful programs that support and
drive change.

The 4 E tial Roles of Leadership in the Face of Constant Change

By Fatrick Leddin, Ph.D., Associate Professor, Vanderbilt University, Managerial Studies Program, and
Senior Consultant, FrankiinCovey

“The anly thing that is constant in life is change.” —Heraclitus, Greek Philosopher (2,000-plus years aga)

At this very moment, you likely are experiencing sweeping changes that impact your entire organization
(.., a large-scale technology implementation) and smaller ones felt mainly by your team (e.g.. a
colleague’s departure). Moreover, the same would have been true five years ago, and likely will be true five
years from now.

Change is a constant. Change is relentless. Heraclitus was right.

Over the last 30-plus years, FranklinCovey (httpffwww.franklincovey.com) has worked with hundreds of
thousands of leaders in more than 140 countries. We have watched organizations both flourish and flounder
in the face of tumultuous change. Experience has taught us that to thrive in change, organizations must have
great leaders who fulfill four essential roles.
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Industry and Conference Keynotes

WOBI

World of Business Ideas

World
Business
Forum

New York City
London
Mexico City
Sydney
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Milan
Madrid
Bogota
Lima
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Industry and Conference Keynotes

World _
wo BI Business 0 New York City
World of Business Ideas Forum

NYC November 20-21, 2019
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THOUGHT LEADERSHIP

Radio and Podcasts

iTU nes PI'EViEW Overview Music Video Charts

Talent Champions with Diana Thomas
By FranklinCovey

To listen to an audio podcast, mouse over the title and click Play. Open iTunes to download and subscribe to podcasts.

Description

Talent Champions is the best source of relevant and engaging discussion focused on the issues facing the world of
HR and talent development. Join host and talent development veteran, Diana Thomas, on your commute, coffee
break, down time, and gym time as she shares best practices, promotes new approaches and discusses important

\ ,..uf _ solutions available to HR and talent development professionals.
~\ TALENT —
@ CHAMPIONS Name Description Released Price
s 1 Metworking with Mary Mc...  Building a strong, acti... ¢ 31 2019 Free View in iTunes »
2 Episode #02: The Tech La... Technology has radica... § 2012 2018 Free View in iTunes b
Free 3 Episode #01: The Role of ... How can learning lead... § 612 2018 Free View in iTunes »
Category: Business 4  Talent Champions Trailer Talent Championsist... ¢ 20112018 Free View in iTunes »
Language: English 4 Iems

© All rights reserved
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THOUGHT LEADERSHIP

Radio and Podcasts

H\ FrdnkhnCovey

Great Life, %
Greal Carer
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C) KinCony  GPiHeartv=oia

Greal Life,
Great Career

- Great Life,
Great Caree~




THOUGHT LEADERSHIP

eNewsletter

GENERAL STANLEY

B McCHRYSTAL

LEADERS

Stephen

M. R. Covey Seth Godin

LEADERSHIP ¢ Watch Episode
i MYTHS AND
Susan Cain Marche Barney b focaars —

Join retired four-star general Stanley 6 e A Splstces o e
McChrystal as he shares what we can FranklinCovey On Leadership series
learn from the geniuses, heroes, E

power brokers, reformers, founders,

and zealots across history.

Chris
McChesney

. EXAMINE

: ENTRENCHED
BELIEFS

: If a four-star general can

challenge his own thinking,
so can we.

Nancy Duarte

i 5 WAYS TO PREPARE

Da N | e| P| N k — = FOR CHANGE

e Change is inevitable. Here's
e how to get ready.

Doris Kearns
Goodwin

© Franklin Covey Co. All rights reserved.
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WHAT'S NEXT

Books

« The 30-Day Leadership Challenge
Mango Media

« The 4 Essential Roles of Leadership
Simon & Schuster

« The 4 Disciplines of Execution Update
Simon & Schuster

o Building Family Engagement in Schools

© Franklin Covey Co. All rights reserved.



WHAT'S NEXT

In Development

 Sales Leadership
 Executive-Level Leadership
« Unconscious Bias

 Various Education Solutions

© Franklin Covey Co. All rights reserved.



WHAT'S NEXT

Articles in Development

 Creating Wild Fires of Great Performance by Bob Whitman
Harvard Business Review

« How to Become One of The Best Companies to Work for in America
by Stephen M. R. Covey
Major Media Targeted

o Executing Your Patient Satisfaction Goals by Chris McChesney
STAT/Boston Globe

« Weekly First-Level Leaders Contributor Column by Scott Miller
INC. Magazine

© Franklin Covey Co. All rights reserved.



d

e o

ary 17/

vestor/Analyst D

>
O
.nm
[
™\
W/




