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Was he born buff or did he Work it Out? sales and leadership are often 
thought of as ‘given talents’...meaning, you are either born with them or you’re not. While 
a certain sales finesse may be inherent, these skills learned, honed and crafted. much like 
top athletes, your sales people need to work out their sales and leadership muscles. 

Why it bears repeating… One hit wonders are good for music, but bad for 
developing skills that stick. training bears repeating. most don’t hear directions once 
and follow blindly, much less hear about a new skill and implement immediately. train-
ing can transform in a day, but it is not a complete extreme makeover. even those take a 
week or more. again, training bears repeating, but why? 

Now hiring bill, like many managers, had conducted interviews for years. after 
an all-day session of “back to backs” he was tired of hearing about strengths and 
weaknesses and just wanted to know if this last candidate was a “good fit”. she had 
the background and all the skills they said they wanted, but a nagging feeling told him 
something was missing. did she have the…

meet the Founder there were 9600 high school and college students in a hall 
the size of a football field. the lights on stage were only outdone by the surface of the 
sun,  but their glow made it hard to see her crimson cheeks. With hot tea and honey 
close at hand and a voice she wasn’t sure would last her whole talk, monica stepped to 
the lectern to share her farewell address to the very students who elected her southern 
region national Vice President. she was 18. as most of us only think we know every-
thing at 18, what she didn’t know is that her passionate career had just begun.
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1 Call employees “those that work WITH 
you”. 

2 Stop calling employees “my employ-
ees”, or “my people”

3 Create and write down measurable 
goals together

4
 Make sure that the goals you create are 

subject to change at your approval. 

5 Celebrate the achievement of any goal. 

6 Hire the right people for the right jobs. 

7 Encourage mentors at all levels. 

8 Provide value to employees before you 
need value from them.

9 Be genuinely interested in the needs of 
employees.

10 Have sincere desire, authenticity, and 
integrity in what you do or you will fail.

w
hat you do as a leader is extremely important. How you do it builds 
respect and determines results. Because everything you do,  see, say, think, 
believe and how you behave as a leader rubs off on those you lead…you’re 
contagious. You serve as the model for how others are to behave and perform. 

These 67 ways to be a contagious leader give you the tools to make the most of your 
leadership abilities. How will you begin to be the leader others want to and willingly follow? 

Leaders have an attitude that others want to catch; they have skills that others want to 
know and so often the leader is completely unaware of just how many are watching their 
every move. Yet the best leaders continue to focus on their own improvement. We even 
work on a better game face. What we sometimes miss is that leading is not only about better 
communication, coaching skills, or even the awareness of the face or behaviors other see, 
but about something far greater. Leadership is about and for those very people watching 
and learning and growing based on your contagious actions. Leadership is about your 
FOLLOWERS and how they respond to the way you attempt to lead.

Just think, what would you be if you had a leadership title and had no followers? Uh…
alone. You might be incredibly well titled, better paid and maybe even highly skilled and 
standing by yourself. Not exactly how we picture a leader or what those followers expect 
and need from you. They need you to lead, so be the leader they’re looking for and want 
to follow. Be that leader with followers who are loyal, respectful, professional, innovative, 
confident, high performing and oh… who would jump through hoops of fire to follow 
you! Well maybe that last one is a bit much, but at a minimum be that leader who develops 
employees beyond what they thought was their potential and who end up staying longer, 
complaining less, and producing more. That is just what these 67 steps and the Contagious 
Leadership™ course will help you achieve.

Ways to be  
a contagious 
Leader

designed for the audible 

learner who wants to 

improve leadership, 

communication, and 

confidence. with the 

Contagious Cds package 

you’ll learn all the skills 

you need to succeed as 

a confident leader!

ContagiousCompanies.com/Store

67
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11 Know that all your endeavors will not 
be easy and will not happen as you 
planned 

12 Recognize that not all followers will 
agree or “be on board” with what you 
want.

13 Allow for the opinions of others in all 
matters. 

14 Find the leaders on the team you lead 
that have no title. 

15 We train others how to treat us so... 
 

16 Allow for errors and mistakes at many 
levels.

17 Inspire persistence even after the first, 
second, and third rejection of an 
attempt.

18 Keep a cool head even in times when 
the world is falling apart.

19 Communicate assertively, but not in 
an overpowering fashion. 

20 Avoid sucking things in until they have 
become dangerously like a volcano of 
explosive readiness.

21 Realize that “Home is not where you 
go when you are tired of being nice to 
people!” 

22 Remember that your body contin-
ues talking long after your lips stop 
moving. 

23 Adhere to the ratio that you have two 
ears to one mouth and use them 
proportionately. 

24 Ask more questions than you give 
advice. 

25 Seek input from those closer to the 
problem than you are. 

26 Listen to the grapevine often and 
regularly. 

27 Build rapport, or respect, with 
everyone. 

28 Fuss over others’ events, achieve-
ments, families and friends.

29 Be entertaining, humorous, or at the 
very least, fun to be around. 

30 Engage serious behavior on serious 
subjects when warranted. 

31 Avoid assuming that your communi-
cation style or personality type is the 
one everyone else has. 

32 Adhere to the principle that “communi-
cation is not what was said, but what 
was received.”

33 Inspire creativity. 

34 Require yourself often to think about 
something from a different angle or 
perspective.

35 Ask people you lead to describe a 
problem using something from nature.

36 Replace nature with a canned good, 
a color a piece of furniture, an animal 
or anything. 

37 Promote impromptu brainstorming 
sessions with the leader present.

38 Engage in active learning every day. 

39 Share your expectations clearly, con-
sistently, and early on.   

40 Have a LIFE! 

41 Encourage all those you lead to have 
or get a LIFE!

42 Reinforce the idea that work and life 
must be balanced or both will be out 
of whack. 

43 Give yourself permission to leave 
things undone. 

44 Let go of needing to be perfect.  

45 Let go of the need for others to be 
perfect. 

46 Relinquish the need to always have 
others like you. 

47  Become clear and comfortable with 
the fact that leadership does not 
mean “Be the favorite one on the 
playground.”

48 Know that sometimes peers will 
become employees when you are 
promoted.

49 Show gratitude to those who can 
transition from peers to employees. 

50
 Learn the different types of recogni-

tion: public, private, tangible and 
intangible.

51 It’s best to... 

52 Be spontaneous and scheduled with 
rewards.

53 Spend most of your time with those 
who are performing the way you have 
asked them to.

54 Observe what people do for others to 
learn what they would like to have 
done for them. 

55 Remember that money does not 
motivate for the long term and only 
becomes expected. 

56 Grow courage for the tough 
conversations. 

57 Maintain clarity around the fact that 
attitudes are not taught or changed 
without the owner’s consent. 

58 Recognize that... 

59 Know that your crisis does not 
constitute urgent action from others if 
you messed up.

60 Micro-manage only those who need 
and only until they prove they do not. 

61 Be kind to new hires particularly if you 
used to do what they are being taught 
to do. 

62 Remind yourself that if you have 
done it for 20 years, you no longer 
remember the steps.

63 Believe that people will do what they 
get paid attention for. 

64 Free up for new opportunities those 
who are unable to perform at the 
established standard.

65 Trust that managers are often 
promoted for no good reason. 

66 Recognize that managers have to 
have a title, leaders do not. 

67 Exhibit leadership traits as a part of 
who you are, not what your title says. 

about the author
Monica Wofford, MBA, CSP is a leadership 
development expert and founder of 
Contagious Companies, Inc. Author of 
Contagious Leadership, Monica’s speaking 
and training focuses on making leaders 
out of managers who were promoted, but 
perhaps not prepared. For more information, 
she may be reached at 1-866-382-0121 or 
Monica@ContagiousCompanies.com.

SunGardPS favorited your Tweet
RT @ MonicaWofford @
leadtoday: A company’s most 
successful employees are the 
ones that work for a leader, not 
a manager.

Todd Upchurch @toddupchurch
67 Ways to Become a 
‘Contagious’ #Leader @
MonicaWofford 51. Share kudos 
& praise in public, yet discipline 
& reprimand in private.

Linked In Update Infuse a 
need to grow by teaching, 
rather than by giving the 
answers.
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In his book A First-Rate Madness, 
Nassir Ghaemi, M.D., a professor of 
psychiatry and director of the Mood 
Disorders Program at Tufts Medical 

Center, argues that there is a connection 
between mental illness and great 
leadership.

“During times of crisis, some of our 
best leaders had mental illnesses like 
depression and bipolar disorder,” says 
Ghaemi. “Some of our worst leaders were 
healthy and normal.”

After analyzing evidence of symptoms, 
family history, the course of the illness 
and its treatment, Ghaemi concluded 

that leaders like Abraham Lincoln and 
Winston Churchill suffered severe 
depression and mild mania, and others 
like Mahatma Gandhi and Martin Luther 
King showed signs of chronic depression.

In challenging times, these leaders 
may have benefited from thinking 
differently, says Ghaemi. He explains that 
mild depression increases realism and 
empathy, and mania increases creativity 
and resilience, the four essential traits 
of great crisis leadership. At the same 
time, he says these leaders also tend to be 
unpredictable, irritable and don’t work 
well in corporate environments with 
strong hierarchies.

This may confirm what many of us have 
long suspected—that the boss is in fact 
a little bit nuts. Here’s a crash course in 
managing the crazy and dealing with a 
difficult boss.

Figure out which Kind of 
Crazy you’re dealing with

Executive coach and author of Make 
Difficult People Disappear, Monica 
Wofford says conflict typically occurs 
when you’re dealing with someone who 
has a personality preference directly 
opposite from your own.

She categorizes leaders into four 
management styles: the Commander, 
who is results-oriented and wants to get 
stuff done; the Organizer, who is process-
oriented and wants to get it done right; 
the Relater, who is people-focused and 
wants to get along; and the Entertainer, 
who is confident and charismatic and 
wants to be appreciated.

For physical cues of who you’re dealing 
with, Wofford explains that Commanders 
and Entertainers often use animated 
facial expressions and talk with their 
hands. Organizers and Relaters often 
listen more intently and take time to 
process and think through problems. 
Consider your manager’s motivations 
based on where they put the most 
emphasis, and try to meet their specific 
needs. If all they’re interested in is 
achieving performance metrics, focus 
your energies and conversations on 
getting results.

Communicate In a language 
the Boss understands

Consider when and how your boss likes 
to communicate in order to establish 
trust and rapport, advises Wofford. 
Don’t give a long-winded diatribe if they 
want a bullet-pointed status update. If 
they bristle at pointed questions, try to 
connect more on a personal level and 
soften questions to ensure they don’t 
come off as critical.

David Brown, author of The Art and 
Science of Dealing with Difficult People, 
recommends using words that reflect 
how your boss processes information. 
Are they detail-oriented or big-picture 

your Boss Is Crazy. 
here’s how to deal.

by Jenna Goudreau 
FoRBes staFFYes,
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thinkers? Do they prefer to visualize 
instead of verbalize? If so, you might say 
“this is what it will look like,” and paint 
them a picture.

Meanwhile, remember that how you say 
something and what you communicate 
with your body language must also 
correspond with the boss’s style. Make 
eye contact and lean forward to show 
engagement, but try not to take an overly 
aggressive posture.

Bring order to Chaos with 
thoughtful Questions

Wofford says polite but assertive 
questions are the secret weapon to 
breaking down barriers with difficult 
bosses. If you work for an overbearing 
task-master who gives you an 
unreasonable amount of work, she 
suggests saying: “Thank you for assigning 
me these projects. I’m also working on 
X, Y and Z. Because I won’t be able to get 
everything done today, how would you 
prioritize them?”

On the other side of the spectrum, if you 
work for someone who is disorganized 
and unclear, ask questions that will 
help them articulate their expectations: 
“When do you need the proposal? About 
how many pages are you thinking? 
Similar to the last one?”

Finally, if you don’t know where you 
stand with the boss or feel ignored, ask 
for feedback on a project-by-project 
basis. It could be framed as: “How would 
you rate my performance on that project 
on a scale of one to 10? How could I get 
closer to 10 next time?”

establish Boundaries to protect 
your own sanity

It’s important to be assertive and 
set boundaries that will help you be 
successful. If you work for an emotionally 
explosive boss, Wofford warns not to take 
it personally. “If they are losing it, give 
them 20 minutes and then they’re over 
it,” she says. “If you take it personally, 

you’ll fuel it further and they’ll continue 
arguing because it’s easy.”

Wofford also notes that some bosses 
think they should manage in a certain 
way, so they try to fake the prescribed 
leadership style. They end up coming 
off as two-faced, and people don’t know 
which person they’re going to get from 
moment-to-moment. In this instance, 
she recommends trying to help the boss 
understand their behavior by, politely, 
pointing out the contradictions.

For those flighty managers who constant-
ly want to drop by your desk and talk and 
see how things are going, try to nicely 
push back to limit the interruptions. “You 
might say,” suggests Wofford, “‘I love that 
you come by and check in, but is it okay 
if I finish this and we meet at 2?’” Then 
know that they’ll be late.

about the author
Jenna Goudreau writes about business and women’s 
leadership. Follow Jenna @Jenna_Goudreau, or 
subscribe to her on Facebook.

 When they say “The Boss is CRAZY!”… 
are they talking about You?

This invaluable leadership resource shows you how to: 

Order your autographed copy today at 

www.MakeDifficultPeopleDisappear.com 

or call 1-866-382-0121
also available on amazon, kindle, barnes and noble and where books are sold. 

also available as a training Course for your leaders or team from ContagiousCompanies.com

Show them you’re NOT nuts or  
even DIFFICULT! 

In fact, make your own bad behavior (and theirs)  
disappear with Make Difficult People Disappear.

•	 Make	the	difficult	behavior	of	
others disappear

•	 Get	your	point	across	and	have	
them understand it

•	 Motivate	them…	leave	the	rest

•	 Recognize	team	members	in	a	
meaningful way that’s easy on 
the budget

•	 Create,	align,	and	share	your	
expectations so they get it and 
meet or exceed them!
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Profile-based programs starting as low as $197 and 
customized to meet your needs. call today to start seeing 
your measurable results! 

Proud provider of the COre Profile®, licensed by naviCOre®

Was He bOrN Buff or 
Did He WOrK It OuT?

If your sales team and leaders can’t perform with ease, then 
you need sales and leadership help!   
One without the other creates imbalance and poor performance. We at 
Contagious Companies believe that you need to push up both sides of 
the barbell to grow your business.  We will work alongside you to create a 
customized training, assessment and coaching plan to fit your company’s 
needs.  Some of the competencies may include: overcoming objections, 
getting to the root of the problem, and closing the deal. Contagious 
Companies not only teaches these competencies but we have built our 
own business upon them.  Let our experts work with your team to grow 
your business today.

Sales and Leadership are often 
thought of as ‘given talents’...
meaning, you are either born 
with them or you’re not. While 
a certain sales finesse may be 
inherent, these skills can be 
learned, honed and crafted. Much 
like top athletes, your sales people 
and leaders need to work out their 
sales and leadership muscles.



COre PrOfile 
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n sales it is all about the 
numbers and to sustain 
long term growth, maybe 
it should be. Good 
leaders also know that 

people are what drive those numbers and 
those sales people need training, skill 
mastery and practice to stay good and 
get better. Sadly, many training providers 
will tell you training can’t be measured 
beyond a one page evaluation at the end. 
Kindly refer to those as “smile sheets” 
and prepare to join the ranks of those 
leaders who know different and use the 
tool that makes all the difference. After 
all, if you’re investing revenue in a vendor 
to train your sales team and leaders, 
shouldn’t you expect to get a measurable 
return on your investment? Now you can.  

Developed in the 80s, the CORE Multi-
Dimensional Awareness Profile® was 
designed to fill in the gaps left by other 
popular tools, such as Myers Briggs Type 
Indicator® or DISC®. Because it measures 
more than just one dimension of how one 
functions or how one feels about how one 
functions, this instrument graphically 
depicts behavior change and movement. 
With the use of the CORE Profile® among 
sales teams, middle managers, leadership 
candidates and front line employees, you 
know longer have to wonder if the money 
you spent on training worked. 

How does it work? 
•	 Employees	complete	the	CORE	

Profile®	and	receive	a	90	minute	
facilitation	of	their	own	three	graphs	
and	results.	This	raises	self-awareness	
of	habits	and	patterns	and	encourages	
self-management,	accountability	and	
renewed	engagement.

•	 Behaviors	necessary	for	optimal	
job	performance	and	sales	results	

are	recorded	and	verified.	These	
behaviors	and	their	development	
become	the	objectives	for	training.	
Results	from	each	employee’s	profile	
are	compiled	and	analyzed	for	gaps	in	
skills	displayed	versus	those	needed.	
The	training	is	then	molded	around	
these	needs	and	delivered	with	
true	customization	and	predictable	
outcomes.	

•	 Following	the	training	programs,	
participants	retake	a	portion	of	
the	CORE	Profile®,	known	as	
Part	3	(Figure	1).	Results	are	then	
compiled	side	by	side,	indicating	
measurable	growth	and	change.	
Part	3	may	be	taken	repeatedly	for	
continued	growth,	measurement	and	
monitoring	of	ROI	throughout	a	
training	program.

The process and the profile teaches 
people about themselves and about how 
others behave and communicate. It’s 
simple, really, much like the standard 
six steps of selling. One key difference 
is this process doesn’t teach salespeople 
how to overcome objections, but rather 
how to prevent them from coming up in 
the first place. It’s simple, but powerful. 
In fact, Mr. Williams of Microsoft Brazil 
said “This tool and process puts some 
science back in my team development” 
and contributed to his division having 
the highest numbers of the quarter. Mr. 
Tripp, Vice President for a customized 
call center company, calculated the 
combined attrition savings and sales 
increase to be $1.4 million over a six 
month period, through the use of the 
CORE Profile® and its incorporation in 
all training.

how to measure the 
skills that really matter 
in sales teams and leaders

I

Pre-training

Figure 1: Part 3 graph examples from the CORE Profile®

Post-training
(3 months)

Post-training
(6 months)
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Contagious Companies, Inc. is proud to provide 
outstanding trainers and coaches for your leadership 

development needs. At one time, the primary service 
provider was our founder, Monica Wofford, but as the 

business has grown she has trained other highly skilled 
and qualified trainers with vast industry experience 
ranging from retail to financial and non-profit to 
government agencies. Each trainer is both a certified 

CORE Profile® Facilitator and dynamic in the board 
room and classroom. Review, connect with, and request 
the trainer of your choice!

need a speaker for your event?
invite our fearless leader and 20+ year professional speaker to WOW your audience with 

eNgagiNg, iNFOrmaTive, pOWerFul, and persuasive presentations  

on leadership growth and development! as the author of Make Difficult People Disappear, she’ll 

make your audience laugh out loud and develop them to be leaders who stand out in a crowd!

more than
the power 

of one!
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 cindy Kane

Cindy Kane loves working 
with people who want to 
learn, grow, and make a real 
difference in their own lives 
and the lives of others. Her 
coaching style embraces the 
strengths that you possess and 
the differences that make you 
a unique individual, guiding 
your progress and helping you 
hold yourself accountable for 
the actions that you commit 
to and the results that you 
seek.

Giving back to her 
community through her 
time, talent and treasures is 
important to Cindy. For the 
past 20 years, Cindy Kane 
has served the nonprofit 
community as a consultant, 
trainer, advisor, and in a 
variety of volunteer leadership 
positions including the United 
Way, the University of South 
Florida Women in Leadership 
and Philanthropy, and Big 
Brothers/Big Sisters.

 tom hoisington

Enthusiastic, humorous, and 
dynamic are words used by 
training class participants to 
describe Tom Hoisington. 

Tom is an experienced trainer 
who uses a high energy 
presentation that takes full 
advantage of adult learning 
styles. His humor, stories, and 
analogies help make training 
content easily understood. 
Assessments show that 
those benefiting from 
Tom’s training techniques 
show strong improvement 
in comprehension and 
understanding. Tom’s ability 
to bring clarity to difficult 
topics leads to needed 
behavioral changes.

 Beth Ramsay

Beth’s specialty is creating 
training that sticks while 
having fun, accomplishing 
your goals and delivering 
humorous as well as poignant 
messages and examples. 
Facilitating is a specific skill, 
and she is quite effective in 
engaging an audience of even 
the most resistant. Want to 
burn the sacred cows and 
challenge the status quo? 
Beth can do that for you 
and more, clearing the way 
for organizations to achieve 
higher success. Beth can also 
provide a special twist for 
leadership and teambuilding 

by incorporating her horses 
into some of her training 
programs and if she can work 
with an occasionally stubborn 
large animal, she can handle 
nearly any participant! Beth 
is also a coach and often 
incorporates coaching models 
post-training to maximize 
results.

Beth wrote a business 
column called “Relationship 
Savvy” for several years 
for a NYTimes Business 
Journal, focused on 
excellence in leadership and 
communication, as well as 
finding the funny in life. 
She has been a passionate 
community volunteer for over 
20 years, twice receiving the 
Gold Award from the Points 
of Light Foundation and the 
White House for 500+ hours 
of service in one year, as well 
as the Eckerd Corporation’s 
Salute to Women Community 
Service Award. She also serves 
as President of the National 
Speakers Association – 
Central Florida.

 hardy smith

Hardy Smith’s passion as 
a consultant, speaker, and 
author is to maximize 

performance of nonprofits 
and associations and their 
essential leadership teams. 
Organizations across 
America have benefited 
from Hardy’s 30-plus years 
of experience working in the 
high performance world of 
NASCAR racing.

Hardy’s insight for improving 
organizational performance 
has been shared in leading 
publications such as 
BoardSource, GuideStar, 
Industry Week, Investor’s 
Business Daily, Canadian 
Fundraising & Philanthropy, 
Supervision Magazine, The 
Real Estate Professional, 
Nonprofit World Nonprofit 
Business Advisor, The 
Practicing CPA, and Building 
Women Magazine.

He is a member of ASAE, 
FSAE, and National Speakers 
Association. Hardy’s ability for 
developing and successfully 
executing business plans has 
been recognized by Florida’s 
Network of Small Business 
Development Centers which 
named him one of their 30th 
Anniversary Success Stories.

Cindy Kane Tom Hoisington, ChFC®, CLU® Beth Ramsay Hardy Smith
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one hit wonders are good for music, but bad for 
developing skills that stick. training bears repeating. 
most don’t hear directions once and follow 

blindly, much less hear about a new skill and implement 
immediately. training can transform in a day, but it is not a 
complete extreme makeover. even those take a week or 
more. again, training bears repeating, but why?

why It Bears Repeating… We Forget... 
Even with our most engaging trainers, the 
adult attention span has been molded by 
technology and TV. If you can’t get your 
message across in the length of a Tweet or 
Super Bowl commercial, you’re likely to lose 
the audience. Do the skills they need take 
more than 140 characters to convey? Do the 
skills they need take practice? Did you learn 
to walk with one lesson or one direction? 

we’re doing a lot...
Adding in a new skillset and finding time to 
practice is a luxury most don’t have if their 
plate is full and list long. Giving them class 
time to practice builds the foundation for the 
new skill, keeps them from looking foolish 
from practice in the “real world”, and keeps 
you from being frustrated when they’re not 
“fixed” after the first class. If you pile on more 
than they have time to do and wonder why 
they’re not mastering new skills, give them 
more training time to be ready for you when 
you need them to demonstrate excellence.

we’re Comfortable... 
Think of the effort it takes to overcome your 
desire to sit on the couch versus visit the 
treadmill. Even if you LIKE working out and 
see an immediate benefit, that habit takes 
time and effort. If employees are asked to 
overcome the way they’ve always done it with 
no immediate reward or known consequence, 
what is their motivation to do different or 
use that new skill from training? It’s easy to 
go back to old habits and pretend that one 
training class never happened. Multiple 
training events changes habits and tells them 
you’re serious.

If you’ve mastered the skills of leading others, 
it likely didn’t happen in one day or one class, 
but over time, as depicted in the graph below. 
Multiple trainings that build on each other 
and reinforce skills shorten the years they 
need to succeed at your level. With a strategic 
approach you can have more than a one hit 
wonder but a record breaking performance 
that tops the charts for years. Want those 
leaders or leader candidates to master the 
skills of communication, leadership and 
teamwork? You need to train employees more 
than once, in more than one way, and from 
multiple angles. 

Which training class do you need 
first? Contagious Companies can 
help.

Why skill development is  
mOre than a one hit Wonder

aFter one sessIon

aFter mulTiple sessIons

Wouldn’t you prefer long lasting,  
chart-topping performance?

figure adaPted frOm tHe ultimate sales maCHine bY CHet HOlmes
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Bill, like many managers, had conducted 
interviews for years. After an all-day 

session of “back to backs” he was tired of 
hearing about strengths and weaknesses 
and just wanted to see this last candidate 
as a “good fit”. She had the background and 
all the skills they said they wanted, but a 
nagging feeling told him something was 
missing. She had the right answers. So he 
hired her. Six months, a ream of paperwork, 
and hours of coaching later, he was letting 
her go. 

It seems candidates go to 
“interview school” to answer 
the skill based questions. 
They can even fake it 

til they make it and 
show you their best 

attitude, but how do 
you dig deeper and 

how important 
really are those 

skills? Isn’t doing the job well in most cases 
about more than technical skill? Then why 
do we require so much skill expertise, when 
what we really need to do is: 

Hire for Attitude Instead of Skill
If you are hiring a sales person, hire a 
go-getter with a love of people and a high 
self-esteem, not necessarily someone who 
has sold for years. You can teach what to say 
on a cold call, you cannot easily teach a fear 
of rejection or failure. It’s the attitude that 
will outlast problems and the attitude that 
will readily learn new skills and engage new 
customers.

Assign a Task in the Interview
Put your candidate on the spot. Avoid the 
same old questions; ask them to do the job, 
right then, right there. If your vacancy is an 
IT support person, role-play a difficult end 
user calling with a seemingly impossible 
problem that must be fixed yesterday. See 
what they say. If you are hiring for sales, 
have them sell you your own product or 
something silly like the pen in your hand. 
See how many questions they ask about it 
before just jumping into the six step sales 
process. Don’t ask if they can do, ask them 
to prove it.

Try Story Time
Asking closed questions in an interview 
limits creativity and gives candidates a 50/50 
chance of getting the right answer. Do you 
only want a 50/50 chance that they’ll stay 
and be productive? Ask them to tell you a 
story. “Tell me about a time when you and 
co-worker completed a project and received 
recognition.” Listen to the story and look for 
passion. Look for hints on how they prefer 
praise, get along with others, share credit 
with co-workers, or bad mouth their boss. 
Listen to their body language and creative 
story telling. Much is revealed when a 
person tells you a story and almost always, 
the story will be true as most can’t make up 
that kind of detail on the fly. Maybe even ask 
them to tell you about what they absolutely 
LOVE to do?” and make sure it’s what you’re 
currently hiring for. 

Hiring is tricky and getting the right person 
in the right job can be trickier. Keep in mind 
that finding the right person for the job is far 
more important than finding a person to fill 
the job. Want more work, keep filling jobs 
with those who think they know it all and 
tell you what you want to hear, but know 
little of themselves. Want more business and 
lower turnover; spend more time learning 
about the person than you do reading their 
resume.

about the author
Monica Wofford is a leadership development 
expert, speaker, trainer and coach. Also as CEO 
of Contagious Companies, she directs the training 
efforts for those managers who’ve been promoted, 
but not prepared. Develop your leaders by contacting 
Monica or her team at Info@ContagiousCompanies.
om or by dialing 1-866-382-0121.

ways to hire and train employees 
who will stay longer, Complain less, 
and produce more5

now hiring:
requiriNg NO experieNce
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Respected Harvard professors, 
economists, experts, and execu-
tives worldwide are once again 
placing focus on the critical value 

of emotional intelligence in business. 
Leaders, who use emotional intelligence 
to guide, develop, motivate and lead 
others in a crowded technical world of 
connections with no real connected feel-
ing, have five very specific competitive 
advantages. 

Quickly be able to:
•	 Spot	those	in	the	wrong	job	and	make	

a move or allow them to “self de-
select” 

•	 Entice	cream	of	the	crop	candidates	
and hire only good fits for the role and 
team

•	 Motivate	and	guide	in	the	way	they	
need and is most efficient, effective, 
and strategic

•	 Remove	the	stress,	conflict,	and	people	
problems that slow down productivity

•	 Use	your	time	building	the	business	
with team members doing what they 
naturally do best instead of figuring 
out why they’re not performing

The Contagious Companies’ consulting 
process combines the CORE Profile® and 

training courses to increase individual, 
team, and leader EQ.  The CORE Profile® 
dramatically increases awareness of what 
you do and why beyond the surface data 
of other often compared tools and finally 
answers the “That’s great information, 
but now what?” question. The train-
ing courses solidify application of new 
behaviors and the entire process is then 
measured graphically to show change in 
behavior. This groundbreaking process 
finally allows for measurement of your 
training return on investment and com-
bined with the other five competitive 
advantages, enables you to use your EQ 
to please the needs of your CFO.

This GroundBreaKInG proCess 
finally allows for measurement of your 
training return on InVestment.

Use of this process has proven to rapidly 
improve how well a leader hires, fires, 
ensures job fit, motivates, recognizes, 
gets them to sell, and how much he 
or she spends (in time and money) 
on personnel problems. Ready to get 
started? Contact Contagious Companies 
for your complimentary consultation on 
how to use this process.5Competitive 

Advantages 
to Using EQ in Leadership

some of our clients who value this process:



there were 9600 high school and college students in a 
hall the size of a football field. the lights on stage were 

only out done by the surface of the sun, but saved the audi-
ence from the sight of her crimson cheeks. With hot tea and 
honey close at hand and a voice she wasn’t sure would last 
her whole talk, monica stepped to the lectern to share her 
farewell address to the very students who elected her south-
ern region national Vice President of deCa. she was 18. as 
most of us only think we know everything at 18, what she 
didn’t know is that her passionate career had just begun.  

that passion led to the creation of Contagious Companies, 
now a five division international training and consulting firm. 
always guided by monica’s primary purpose and vision, 
Contagious Companies delivers the message that no matter 
who you are or what personality type you claim, whether you 
lead just you, a team, or even what seems like an army, you 
can learn to be a leader others want to and will follow. the 
training, coaching, speaking, and consulting they provide 
does just that and more!

With 15 years in retail clothing and wireless industry man-
agement, 12 years in professional training, an mba, degree 
in speech Communication and dozens of training certifica-
tions, including master Certified COre® Profile facilitator, 
monica and her team develop emotionally intelligent, results 
producing, effective leaders.

to learn more, connect with her on facebook, linked in, 
twitter or Youtube.

Contagious Companies, Inc celebrates its 10TH ANNIVER-
SARY in 2013 and invites you to engage in what could be 
the leadership journey of a lifetime. Experience the training, 
coaching, consulting, and speaking that digs deeper than 
the delivery of a message and develops the leader we all 
desire and have the ability to be by contacting Contagious 
Companies today!

On the Cover: our Boss 
and Contagious Leader

monica’s new book, make 
difficult people disappear, 
goes beyond personality 
profiles and difficult 
people... it’s a must read for 
leaders wanting to improve 
themselves, their teams and 
their organizations. 

PhILLIP VIncent, MIcRosoFt

Cindy Kane, leadership expert, 
Contagious Companies trainer

“We LOVE her!”
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Want to IncRease 
YoUR teaM’s ResULts?

www.ContagiousCompanies.com/Bookpackage

or call 1-866-382-0121

oRdeR todaY!

If you feel like a manager who was promoted 

but perhaps not prepared, you’ll learn how to 

transition from mere manager to leader with 

contagious leadership. From contagious 
quotations you’ll gain quick statements to help 

you remember the big picture. You’ll learn how 

to communicate better with anyone in good 

times and bad with make difficult people dis-
appear, and even how to help those who don’t 

fit self-deselect. What does leadership Take 

ties it all together for you to be a better leader 

of yourself as well as others.

be promoted aNd  
prepared with this  
valuable package!

onLY

$65!
Regular Price: $80

When you’re a better leader, they become better performers. 

Get those you lead to produce more, complain less, stay longer and like their  
jobs again with the techniques shared in each of these contagious books.


