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Welcome to the TTI Professional Development Series

This participant’s manual is designed to help you discover your strengths, the strengths of

more effective as a whole. You will find materials and questions to help y
training as well as a Group Information Log where you can record impg

and applications learned during this series. At the end of your partigipant’simz isa
complete set of flashcards to help you understand and retain the ba ‘ i
Influence, Steadiness and Compliance characteristics and comm e

you have received instructions and a “Response Link’
www.ttisurvey.com and complete the assessment,

and upcoming training lessons will give you valuab a
understanding and appreciation for the strepgths of others and how te,blend diffegences i
order to build stronger relationships. q

Before you begin this journey, it is imperative that you compl . Q%
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Here’s What You Need to Know Before You Start...

* Take your online TTI behavioral assessment.When taking the assessment, be decisive and
move through it as quickly as possible—do not over analyze.

* Bring your TTI behavioral report to every lesson.You will refer to youk.re
throughout the course of this program.

* Be aware of the note-taking space available in each lesson of

When watching the TTI Professional Development Serie Y
each lesson or listening to the observation of other tea t

information and insights.

t’s Manual.
Version D w
wn iné Q%
* Share highlights of what you've learned from g

during the team-building lessons. In additi
children, friends or other coworkers. Cli
the information you receive within a s
discuss the insights learned, you — not into
practice. Sharing your insights with o i i itive changes
and growth.
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LESSON ONE

Introduction '% Don’t forget to take notes in the

Welcome to lesson . Your itator d your gro% sidebars of your participant’s
through a series ofye isesddesigne a taste of th manual.
powerful res @ an aghieve when\organizations ms

ou will lea break n ghe process

t. Inste

tting confl e your
i to es§ that energy and
d'effe

ive an ive as a whole.
c , will s w everyday conflict can
[ and effegtivefiess. So relax, enjoy the
i e fu Q
e fouggdin ions us Qasis for the TTI Professional
Develc v@ Series, B ersion fall into the following
& O
ow roach problems and challenges
. Ho deal with new people and information

* How relate to pace and change
* How you respond to procedures and constraints
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Answer these questions from the exercise:

During the first round of the “3x5 card game,” how did each team
member react?

What was different the
index cards? Why?

QA see any differences in how they dealt with other team
O ers! Please explain.

© 2010 Target Training International, Ltd. 030910
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Did you see any differences in how they responded to limited
information? Time pressures? The “DO NOT OPEN” labels?
Please explain.

Take a moment and answer these questions. é Q%
Your answers are for your eyes only! o g

As you participated in the card game, what ou e? Q : '6
Q

second time?,

as y ore € the second time? Why or why not!?

O
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As a group, briefly discuss this question:

Every lesson of this process will equip us to be more effective as a
team and help us grow. How are we going to accomplish that?

On your own, answer qu
What are your ex tions of this cour;

as the most impactful take away from this lesson?

we seek to un 3 o
begin to appre our diffeggaces

and each person’s Whique
Through this apprecia

become more effective as

individuals, a team and

an organization.
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D Defined & '% Be sure to take notes during the
Think about the fir ea of @ t— \ DVD segment of this lesson.
approaches to p, ifg.” Som e charge and

are more 2 y nature. They % blems forcefully.

Others ar. ective in t ach. Théparegnore

calculatin ing pro Both appr e equally

stro , even are Ok y different.

ese quﬂS ro %rcise:

to y Insights your TTI behavioral report.
hereo orQ tor?

<O
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D factor helped you appreciate other

Ky

Every person in the bleac
cricket game sees the
think that all perspectiv

le? Why?

&::t’@éb
%I

W muc Niit do
s

e n

©
%’
&

think really separates the winning

s successful? Explain.

N
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How does this concept apply to you?

For a team to achieve optimal effectiveness and balance, it i
necessary for the members of the team to find a way to ¢
on the strengths of both the aggressive problem solver a
reflective problem solver. A team must capitalize o gth
protect limitations. This takes a balance of blendi

On your own, answer these questi

ing toZe this @tlon about problem solving
r team@ ?
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I Defined
In this lesson we wi
respond to new,

'% Be sure to take notes during the

DVD segment of this lesson.
raph in@l’i | behavioral

imistic or re@listic in your response to

XL
&0
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Case Study
Joe has been thinking about the marketing challenges facing his
widget manufacturing company. The competition is heating up
as sales have been trending down. He gets an idea one morning
on his way to work. Rather than flushing out the de nd
formalizing his idea for a formal presentation, h take
advantage of the weekly staff meeting at 9 a.m ut
to his team with the preface,“l thought it
love it; we should move quickly” He expe
concept’s potential without details o s an
get as excited about it as he is. T < w
feeling rejected, frustrated and his s %
are just not committed to Q
The Second Predictable Area Case Study Questijo @
of Conflict—New People and Based on what yo i hy did Joelse, o
Information coworkers reac

Most people are either
: . )
or the “big p . By,
the sarge tok
farsigitte i :

det
Joe into
: t should Joe do in the future to resolve this situation?

with
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Partner with another team member, and take turns sharing ways We need people on the team who
high | and low | strengths can work together to enhance the team can see the vision as well as those
and promote effective communication. Please note. who can make it a reality.

As a group, consider that there’s a new idea, a ne
proposed. How do we function as a team to
idea and to achieve our common goals?
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Strengths are important, and fundamental differences are

important. A well-functioning team learns to capitalize on its
collective strengths and protects its limitations. How are you
valuing the differences on your team?
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