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P rice Associates was founded in 2004 to help leaders 
thrive in the midst of a world full of challenge and 

opportunity. Over the years, our purpose has only intensified 
as we have added experts to our team. 

In 2010, we hired Justin Foster as a brand strategist, to 
collect feedback from the community about how we were 
perceived and known.  His most common response was, 
“those folks at Price Associates are really great!”  However, 
when he followed up with the question, “So, what does 
Price Associates do?” he often received the answer “I don’t 
really know.”  The breadth of expertise provided and the 
variety of industries we served had created a fuzzy picture 
of what specifically we do.

It is because of this that we decided to publish this 
magazine.  We want to introduce you to the experts and 
advisors that make up Price Associates.  

Each of the men and women who are highlighted in 
this magazine have earned my deep respect.  First, they 
each bring a richness of experience from having served 
as executives, business owners, and leaders in several 
industries.  Second, I admire them for the integrity with 
which they do their work.  Each of them are committed 
to continually improving their knowledge and skills for the 
benefit of their clients.  They approach every opportunity 
with a commitment to creating mutually beneficial 
relationships that result in our success being measured 
through the success of our clients.   

As you browse through this magazine I invite you to learn 
more about each of our experts and take the opportunity 
to contact them so that you can explore how they can help 
you and your organization grow and thrive in the coming 
years.

Sincerely,

Ron Price
Ron Price 
Founder / CEO 
Price Associates

INTRODUCING 
PRICE ASSOCIATES
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What does it look like to begin a relationship with a Price Associates 
advisor? Some people hesitate to contact us because they feel they 

need to understand their need and how we can help them before scheduling 
an appointment. However the most effective beginnings come when we both 
approach the relationship without the answers and with a keen interest to 
explore the issues together that will help leaders grow their organizations and 
create superior results. 

Our advisors cover a broad spectrum of expertise.  They have successfully 
partnered with clients to improve hiring, bring fresh role clarity, improve 
performance, create customized training programs, and build highly 
productive teams.  All of our advisors are competent in using a collection of 
world-recognized, patented tools that measure behavioral styles, workplace 
motivators, decision-making tendencies, leadership competencies and 
emotional intelligence.  

We have experts who specialize in the development of strategy for growth 
and improved performance.  These include brand assessments, marketing 
plans, strategic planning, creative thinking, problem solving, innovation and 
the identification of intellectual property.

We have experts who are skilled in leading organizations through quality 
and process improvement, resulting in eliminating waste, improving 
profits, and dramatically improving the customer experience.  We also have 
proven expertise in improving sales and marketing strategies, teams and 
performance. We help organizations improve performance of the individual, 
team, group and overall organizational level through executive coaching, team 
building, performance management strategies and process improvement. 

By contacting Price Associates you will have an opportunity to explore our 
solutions through an informal conversation with one of our advisors without 
obligation.  After the meeting, our advisor will provide options to address your 
interests and needs.  To schedule your appointment with a Price Associates 
expert, contact Sharon Brooks at sharon@price-associates.com.

GETTING STARTED
WITH PRICE ASSOCIATES
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Services
Using the assessments as an objective foundation of 

our work, our team provides numerous services aimed at 
individual and team development.  These include:

Executive Coaching (including Inner Circle)
Executive coaching involves the combination of our four 

critical acumens (psychological, business, organizational 
and coaching theory) used by our coaches for the benefit 
of our clients.  Gains across various domains resulting from 
personal coaching for leaders have been well documented.  
Some of our coaches utilize the Inner Circle model of Whit 
Mitchell, an intervention targeted at one leader that results in 
a systemic impact on at least 25 people in the circle within the 
organization.  

Leadership Development
Leadership performance and development is the heart of 

our business focus.  We are passionate about increasing the 
positive impact of leaders on the teams and organizations they 
serve.  We offer various programs (retreats, workshops, etc.), 
in addition to our executive coaching, that serve to develop 
leaders within organizations to their fullest potential.  

Team Building
We are also well-suited to assist teams seeking healthy 

group development.  Assessments inform team members 
of their individual and unique strengths increasing greater 
self-understanding and focus on personal strengths.  They 
also help increase awareness and value of the differing 
strengths of others around them on the team.  The result of our 
team-focused work is strengthened teams, improved results, 
increased systemic health and reduced conflict.

Job Benchmarking
Using a well-validated model of job benchmarking, we help 

our clients develop key results that reflect superior performance 
in each unique role.  By comparing personal talent patterns of 
applicants, we help our clients be sure that they are getting 
good fit and alignment between people and roles.

Innovation as a Continuous Business 
Initiative

Innovation as a Continuous Business Initiative is a set of 
techniques, tools, and processes for developing business 
growth. It seeks to develop a sustainable and differentiated 
business by identifying new growth opportunities, developing 
a culture of innovation, and maximizing organizational 
performance. It is a strategic commitment to business growth, 
individual creativity, and improved organizational performance.

Assessment Tools
Our team utilizes industry-leading assessment tools from TTI 

Success Insights (ttisuccessinsights.com) as the foundation of 
our consulting work.  Working from an objective understanding 
of current traits and development, we provide a variety of 
services targeted at leadership and team development, 
increased performance, and improved results.

Trimetrix HD®
Trimetrix HD®, brings four sciences together in a validated, 

bias-free and fully integrated assessment.  Behavioral style 
is measured according to an industry-leading version of DISC 
that helps clients understand “how” they tend to behave.  
Motivators, the hidden hand that drives our behavior, the “why” 
underneath the “how,” is measured in the Motivator section 
of the report.  Acumen capacity helps clients understand how 
their judgment impacts their interaction with themselves, 
others and the systems they live in.  Lastly, Trimetrix HD® 
measures individual progress in the development of 25 key 
competencies related to the business environment.

Emotional Quotient (EQ)™
Also, within the TTI platform, the EQ assessment measures 

five domains of EQ in accordance with the model of Daniel 
Goleman.  Clients are able to see their current levels of both 
intrapersonal and interpersonal EQ, these key measures of 
personal growth and development.  Emotional intelligence is at 
the heart of the assessment model we use in our coaching and 
consulting.

Stages of Growth X-Ray™
Organizations grow from one person to 500 or more in 

predictable stages.  The Stages of Growth X-Ray™, a thorough 
analytical tool assessing current levels of stage-appropriate 
development, is based on the work of James Fischer.  The 
X-Ray provides clarity for leadership teams to assess and 
address current levels of preparedness required to advance 
to the next stage of organizational development.  The X-Ray 
process includes the development of strategic initiatives that 
inspire and accelerate the completion of identified areas of 
needed growth.

Brand Assessment
The Brand Assessment is intended to provide an expert 

perspective on your brand’s strengths and weaknesses.  This 
includes external and internal branding, web properties, 
marketing processes, tools, staff morale, and more. The Brand 
Assessment gives you a “reality check” for making strategic 
and tactical decisions about your brand.  

OUR TOOLS & SERVICES
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“Whit has unique skills in guiding 
and encouraging individuals in 

a one-on-one group setting. He has 
provided me with very useful tools 
to help me focus on High Value/
High Impact actions and to keep me 
focused on the medium and long-
term aspirations and goals.  He is an 
active listener, an encourager and 
is constantly seeking to celebrate 
successes, but at the same time 
gently reminding me of promises I 
am not delivering.  Whit is someone 
I can trust and I value his advice 
and guidance.  I fully commend Whit 
as a personal coach.            ”
- D.Buckley, Business Opportunity 

Manager, Shell Energy Corp. 
Europe

O: 603-643-6337     C: 603-728-8097      whit@workinginsync.com    Twitter: @workinginsync    LinkedIn: /whit-mitchell    Facebook: /whitmitchell    workinginsync.com

WHIT MITCHELL

“Whit was a catalyst to help our 
team break down walls that were 

limiting employee engagement and 
collaboration.  His guidance, style 
and process led our employees 
to take personal and professional 
accountability for improving 
relationships and ultimately workplace 
productivity. Utilizing his coaching 
expertise, we have been able to create 
a culture of better teamwork and thus 
a drive for better business results.  
                              ” 
- Denise Watson SVP, 

Global Compensation & Benefits and 
Corporate HR 

“Over the past two years Whit has 
been a positive influence on our 

ability to grow and mature as a senior 
management team—today we have a 
solid foundation of trust and dedication 
across the team that has resulted in real 
bottom line improvements—this would 
not have been possible without Whit’s 
guidance and perseverance with each 
and every one of us.
               ”
- B. Wolfe, Executive Officer, Webster Bank

Whit Mitchell is an executive coach specializing in team 
dynamics. He is the founder and CEO of Working InSync 

International. Over the past thirty years, Whit has worked with 
a diverse group of executives across Fortune 500 companies, 
regional corporations, and small businesses, developing dynamic 
leaders and teams.

In addition to his expertise in team development, Whit has 
worked with top executive development programs at Tuck 

School of Business, Harvard University, and Columbia University. 
His work with collegiate and professional athletes and coaches 
includes Dartmouth College, the US Coast Guard Academy, the 
University of New Hampshire, and professional hockey players.

Whit is also the author of Working In Sync: How 11 
Dartmouth Athletes Propelled their College Sports 

Experience into Professional Excellence.

GNc Um w

EXECUTIVE COACH
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WHIT MITCHELL
I N N E R 

C I RCLE
COACH I N G

• By Whit Mitchell •

“The leading cause of death of an 
executive career is lack of 

self-awareness!”
— Sam Kinney, co-founder of FreeMarkets, entrepreneur and No. 1 

in his graduating class at Tuck Business School 

Just as self-awareness is necessary to success, implementing 
effective team and leadership behaviors impacts “key results” 

leading to superior performance for organizations. A common 
statement I use in my work with top leaders is, “We hire for skill; we 
fire (or leave) based on behaviors.” Self-awareness helps leaders 
understand their behaviors and adjust them to be highly effective.

The Inner Circle Executive Coaching Process is designed to 
specifically zero in on helping key executives get through the 
behavioral barriers that get in the way of doing work that positively 
impacts the bottom line.

If you are the decision maker in your organization and see a need to 
dramatically increase leadership endorsement/results with one of your 
top people, you might consider implementing my Inner Circle Coaching 
model.

Steps:
1. Identify the behaviors that are holding this leader back from 

achieving key results.
2. You can do this assessment by hiring an executive coach to 

implement a 360 survey and conduct one-on-one interviews with 
each of the people who work most closely with your top leader.

3. Share the results with the leader and decide upon the “plan of 
action” to be implemented over the next nine months.

4. Key to Change: Implement the Inner Circle Process by including four 
to seven other peers, colleagues, bosses and direct reports as part 
of the coaching process.

5. Get open and honest feedback every 30 days and watch changes 
occur within all who are involved, not just your leader.

Ask each of the Inner Circle Influencers this question: “If you could 
master one behavior that would make the biggest impact in your work 
with others inside and outside the organization, what would it be?” 

Then ask them to make these four commitments.
1. Let go of the past with my client. 
2. Support and encourage my client. 
3. Be willing to give open and honest feedback every 30 days to my 

client.
4. Pick a behavior to change themselves.

Peer coaching is what separates Inner Circle Coaching from other 
executive coaching models.  Knowing that other people are pulling for 
you—and are holding themselves accountable—creates a cultural 
shift that leads to behavior change.  One of my clients was told that his 
opportunity for career advancement was threatened by poor listening 
skills.  Using the Inner Circle Coaching model, my client was able to 
understand the value of changing his behavior.  After nine months of 
working with him and his inner circle, there was a cascading effect: He 
became a better listener. In addition, this one behavior improvement 
manifested itself in reduced stress, improved trust, greater 
communication among team members and clients, and higher morale 
and increased happiness throughout his team. His team achieved # 2 
for results out of 40 sales teams within the organization and achieved 
108% of budget within the nine months we worked together.
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“ I love working with Andy Johnson!   
It didn’t take long to discover 

that Andy is an absolute wealth of 
information.  He possesses a deep 
reservoir of relevant and tangible 
resources, helping leaders overcome 
obstacles that keep them from 
becoming their best.                  ”
- Dallis Fontenot, Corporate 
Development, ESI

 C: 208-590-4095      andy@price-associates.com    Twitter: @andyjohnsonPA    LinkedIn: /andy-johnson   

“The work Andy has done in just a 
few short months has strengthened 

our team and helped us create a 
more safe and happy environment. I 
had a hard time justifying the budget 
needed to move forward with my team.  
However, I have grown through other 
Price Associates training opportunities 
and knew it was a must for my 
team!  I am so grateful for not trying 
to put a monetary value on trust and 
communication in the workplace.           
                                     ”
- Laurie Rowen, President, Razzle 

Dazzle College of Hair Design

“Working with Andy has proven 
to be invaluable in my personal 

and professional growth. Andy has 
the unique ability to guide people 
through the process of understanding 
their personal behavioral style and 
motivators, giving them the tools to 
communicate effectively, avoid conflict 
and get results. I can’t thank him 
enough for the positive influence he 
has had on both my work and family 
life.
      ”
- Steve Wertz, VP Sales, Professional 

Construction Management

N Um

ANDY JOHNSON
Andy is a noted expert regarding the unique strengths and challenges of quiet leaders 

(introverts & ambiverts) in the workplace.  As an executive coach, he works with these oft-
misunderstood leaders and the teams they lead to help them create superior results and greater 
team health.  Andy is the author of The End of Conflict: Resisting False Utopia in the Hope of True 
Restoration and Pushing Back Entropy: Moving Teams from Conflict to Health.  He is presently 
researching and working on a new book focused on the subject of introverted leadership.  Andy 
is also a part of the Price Speakers Group.

In addition to being an executive coach certified by Target Training International (TTI) as a 
certified behaviors, motivators and emotional intelligence analyst (CPBA, CPMA, CPEQA), he 

is a licensed professional counselor (LPC) in the state of Idaho.  A formerly licensed architect 
and business owner, Andy is the founder and former president of Johnson Architects, PC 
(johnsonarchitects.com).  Andy has a Bachelor of Architecture (BArch) from Cal Poly, San Luis 
Obispo and a Master of Community Counseling (MS) from Northwest Nazarene University.

W ith character and integrity as the foundation, Andy works with organizations and 
individuals to achieve greater levels of health, development and results.  He uniquely 

blends directness and honesty with deep compassion and understanding in his work that often 
resembles a corporate therapist.  The result: Leaders and team members that understand 
themselves, and their roles, lead from their strengths and together achieve noticeably superior 
results.  Andy regularly writes for the Price Associates blog (price-associates.com) as well as his 
personal blog (introvertrevolution.com).

EXECUTIVE COACH to Quiet Leaders (and their teams)
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ANDY JOHNSON

COURAGEOUS
INTROVERTS

• By Andy Johnson •

The business and organizational world is reawakening 
to the value of introverted leaders.  In any cultural 

movement (e.g. the women’s movement of the 20’s or 
the civil rights movement of the 60’s), it is required that a 
few courageous frontrunners step forward breaking the 
new ground.  Existing power structures typically resist 
these attempts that challenge the status quo.  Introverts, 
unlike extroverts, are dispositionally less comfortable with 
change, less prone to take risk, and more conflict avoidant.  
However, when the present state of affairs creates sufficient 
internal energy, the requisite moral courage to resist the way 
things are propels, even compels, them forward to action.  
Introverts are by nature slower moving, thoughtful, careful 
and analytical people.  They are not typically the bullies on 
the playground.  Theirs is not a revolution by aggression.  
They pursue change in a different way.

These pioneers will be required to have the necessary 
moral courage to put themselves in harm’s way for the sake 
of the cause.  They will have to make themselves vulnerable 
to misunderstanding, ridicule and derision from the existing 
power structures as they seek to promote a new, better and 
more balanced way in both the organizations they lead and 
society at large.  Brave introverts are increasingly finding 
boldness to cease their silence and finding words to speak 
wisdom into the quiet.

Introverted leaders, uniquely positioned to mentor rising 
Millennials, are awakening within organizations and society.  
They are beginning to detox from the invalidation of the 
culture around them and from their own internal dialogue.  
They are reframing their definition of leadership and 
beginning to see their unique strengths in a fresh light.  This 
is opening the doors for the renewed leverage of 51 percent 
of the workforce and 40 percent of CEOs, namely introverts.  
For introverted leaders, this is a new day.  Led by current 
examples such as Mark Zuckerberg, Warren Buffett, Steve 
Wosniak and looking back at historical figures like Abraham 
Lincoln, who stepped up to lead in arguably the most critical 
moment in the history of the Union, courageous introverts 
are stepping forward to bring their unique strengths to the 
leadership balance we need to be healthy, thriving and 
successful organizations.
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 C: 208-841-3497      justin@fosterthinking.com    Twitter: @fosterthinking    LinkedIn: /fosterjustin    fosterthinking.com

“Brand is one of those fuzzy and 
overused words in business, like 

strategy. A lot of people talk about 
it, but few can cut through the BS 
like Justin and get you to a place 
where you have a clear, crisp brand 
strategy that works. He uses smart, 
simple models that work for today’s 
hyperconnected, social media 
driven world.
                     ”
- Gavin McMahon, Founding Partner 

of Fassforward Consulting Group 
(@powerfulpoint)

“Justin Foster has demonstrated 
over and over again his ability to 

help Tribute Media in our branding 
efforts. Whether helping us directly 
or helping our clients, we love his 
personal approach to branding. He 
puts himself in our shoes and helps 
us to see new and improved ways 
of communicating who we are, 
what we stand for and why we are 
spectacular.      
                    ”
- Corey Smith, CEO of Tribute Media 

(@corey_smith)

N Um w

“Justin generally fits into that 
category called brand strategist, 

but I call him a problem solver. 
Justin isn’t going to gloss over the 
rough edges or put bandages and 
spackling paste over the problems. 
He’s going to point them out and dig 
in and make you fix them. This is 
because Justin knows this is the only 
way to build a lasting brand.                        ”
- Tac Anderson, Customer Experience 

Strategist for Amazon

JUSTIN FOSTER
Justin Foster is a brand strategist and the co-founder/CMO of 

Klowd.com. Justin is also part of Price Associates, working 
with clients on brand strategy and personal branding.  Raised on 
a cattle ranch in eastern Oregon, Justin worked in corporate sales 
before co-founding two marketing agencies and one tech start-
up.  His work as a brand strategist has taken him all over North 
America and even to Kuala Lumpur, Malaysia!  

Justin is a sought-after keynote speaker and workshop 
facilitator on branding, marketing and generational shifts.  He 

is also the author of Oatmeal v Bacon: How to Differentiate in a 
Generic World.  His second book Human Bacon: A Man’s Guide 
to Creating an Awesome Personal Brand will be available in early 
2014.  Justin and his family live near Boise, Idaho. Outside of 
business activities, Justin loves spending time with his family, 
working out, reading, discovering new coffee shops and finding 
obscure country music bands.

BRAND STRATEGIST
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JUSTIN FOSTER

L ike everything else in business and life, branding is 
in a state of continual change.  However, through the 

mega-trends of generational shifts, mobile technology 
adoption, social business and others, one branding 
maxim has stayed the same: Be Different.

While the Be Different maxim is the same, the HOW 
has fundamentally changed.  Differentiation is no longer 
just an activity assigned to marketing departments 
and ad agencies.  Great brands understand that 
differentiation is a strategic initiative that is ingrained 
into an organization’s DNA—and manifested in the 
thinking and behavior of an organization.  Therefore, 
differentiation begins at the cultural level.   

While arising from a variety of industries and markets, 
cultures that foster differentiation have five common 
traits:

1. High standards.
2. Respect for the individual. 
3. “Start with Yes” mentality.
4. Gravitation towards visual appeal.
5. Articulate thought-leadership.

Brands with culture as their #1 differentiator have the 
advantage of being perpetually interesting—creating 
a seedbed from which will grow some specific and 
tangible differentiators:

•	 Product domination - creating products and 
services that are truly different.

•	 Customer experience - creating customer 
experiences that produce delight and love.

•	 Business model innovation - finding new and 
different revenue streams.

•	 Marketing - creative, intentional and well-
executed marketing efforts.

•	 Reputation - developing a positive and timeless 
legacy in the marketplace.

When culture becomes your #1 differentiator, it can’t 
be copied, stolen or co-opted by your competition.  As 
long as culture remains a strategic priority, what makes 
you different will remain a competitive advantage.

As a brand strategist, the majority of my work with 
clients is spent on culture.  I refer to this as the “bacon” 
of a brand—the DNA-level elements that make you 
truly different.  This allows us to focus on amplifying 
and promoting these true differentiators—and not just 
through outbound marketing.   We look at everything 
from messaging to digital/social presence—to even 
clean restrooms!  Because we are approaching 
the marketplace with authenticity and sincerity, 
this resonates through modern branding channels: 
Positive reviews, consistent social media chatter, 
happy employees recruiting additional talent, thought-
leadership in the media and more.  

Like any cultural transformation, branding requires 
leadership.  Leaders attracted to sameness aren’t 
ready to be different.  However, leaders drawn to being 
different simply need to find people who act and feel the 
same way. As the “bacon” elements of your culture are 
manifested in marketing, internal engagement, product 
development, customer experiences, etc. the authentic 
smell and taste of awesomeness will permeate the 
marketplace.  

CULTURE:
THE ULTIMATE  

BRAND DIFFERENTIATOR
• By Justin Foster •
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“ Skip Hall is one of 
those rare individuals 

who brings a wealth of 
wisdom and experience 
from two entirely different 
fields.  He is the ultimate 
‘coach’s coach’.                                            ”
- Ron Price, CEO, Price 
Associates  

 C: 208-350-2103     skip@price-associates.com     LinkedIn: /skip-hall

“ In today’s challenging business 
environment, companies and 

individuals need inspiration and 
direction when it comes to building 
a team and learning how best to 
communicate important information. 
Our organization received that 
inspiration and direction from Skip 
Hall during his very thoughtful, 
entertaining presentation. He is 
a splendid communicator with a 
powerful message that can be useful 
to everyone, no matter what their 
profession. 
                    ”
- David Cuoio, Co-Founder, Capital City 

Communicators

“The greatness of a coach, in business 
or athletics, is that they can take 

you farther than you can take yourself. 
Skip Hall is that kind of coach. Skip has 
a unique ability of raising awareness 
about each one’s individual commitment 
and responsibility to build a team that 
thrives to exceed business objectives 
and clients’ expectations. How is that 
done? By Skip’s talent to engage people 
in dynamic stories and entertaining 
messages that build confidence while 
focusing on solutions and not obstacles; 
it is a skill not often witnessed, and Skip 
does it with grace.  
                                ”
- Tom Flick, Former NFL 

Quarterback President, Tom Flick 
Communications

N m

SKIP HALL
S kip Hall is a senior executive coach and speaker for Price Associates specializing in 

team building, motivation and results. He is also executive vice president of Hall and 
Associates, a financial services firm with offices in Boise and Seattle.

For 30 years Coach Hall coached football at the Division 1 level, serving as the 
assistant head coach to legendary coach Don James at Washington for 12 years and 

then became the head coach at Boise State from 1987-92. He was a part of 12 Bowl 
games, including three Rose Bowls. He had the privilege of coaching or mentoring Nick 
Saban, Gary Pinkel, Jim Mora, Jim Zorn and Chuck Pagano—all highly successful head 
coaches in college or the NFL.

For the past 15 years, he has consulted, coached and been a keynote speaker for 
business management and leadership teams all over the country. His presentation  

“Coaching the Doctrine of Excellence” has been well received at each opportunity. Known 
as a superb storyteller, Coach Hall is frequently asked to speak on matters related to 
building winning teams, developing leaders and creating cultures of excellence.

S kip enjoys college football, golf and biking when not working. He and his wife Virginia 
have two children and three grandchildren.

SENIOR EXECUTIVE COACH/SPEAKER
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SKIP HALL

BE 
E X C E L L E N T !

• By Skip Hall, Senior Executive Coach/Speaker •

A highly respected leader remarked recently that 
mediocrity is fast becoming the byword of our 

times. Every imaginable excuse is now used to make 
it acceptable. Budget cuts, time deadlines, majority 
opinion, and hard-nosed practicality are outshouting and 
outrunning excellence.

Those forces seem to be winning the race. 
Incompetence and status quo averages are held up as all 
we can expect, and the tragedy is that more and more 
people have virtually agreed. Why bother with the small 
stuff? Why bother with the genuine now that artificial 
looks so real?

In the 1958 season, the Green Bay Packers finished 
with a record of 1-10-1, the worst in Packer history.

The players were dispirited, the Packer shareholders 
were disheartened, and the Green Bay community was 
enraged.

On February 2, 1959, Vince Lombardi was hired as the 
head coach and general manager of the Packers.

On the day he was hired, he walked into the team 
headquarters, thanked the ownership for giving him 
this opportunity and then spoke directly to the players 
and coaches. What he said completely transformed the 
thinking and the actions of everyone. He said, “Men, we 
are going to pursue perfection with a passion—knowing 
full well that we will never achieve it, but along the way 
we will catch excellence.”

This story was told to me by Bart Starr, the prolific 
quarterback of the Packers at a leadership seminar a few 
years ago—he recalled every word. Vince went on the 
say that he was “not even remotely interested in being 
just good.”

By 1961 the Packers had won the NFL title and 
went on to win a total of five championships in seven 
seasons and never had a losing season under Lombardi’s 
leadership. Lombardi developed a culture that strove for 
perfection and settled for excellence. It wasn’t about one 
thing, it was about everything!

Excellence is difficult to communicate because it can 
easily be misread as neurotic perfectionism or snooty 
sophistication. But it is neither. On the contrary, it is the 
stuff of which greatness is made. It is the difference 
between just getting by and soaring—that which sets 
apart the significant from the superficial, the lasting 
from the temporary. A commitment to excellence is 
neither popular nor easy. But it is essential. It is built on 
discipline and tenacity of purpose. Be Excellent! Coach 
Excellence!
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 C: 401-345-8950    carol@drgaffney.com    Twitter: @DrCarolGaffney    LinkedIn: /drcarolgaffney    behavioral-intelligence.com

N Um w

“Carol Gaffney has created what I 
call a ‘missing link’ in theory and 

methods for personal development 
that we Leadership Coaches will 
find very useful for our clients. In 
the last several years, Emotional 
Intelligence and Social Intelligence 
have been trending in the work 
place and in the work of consultants 
and coaches.  What Carol has made 
clear is that Behavioral Intelligence 
has not been addressed and what 
she has formulated brings it all 
together....after all, new behavior 
is the ultimate goal in personal and 
business development. Brilliant 
creation Carol!                   ”
- Dr. Patrick Williams, Director of 
Training, LIfeCoachTraining.com

Dr. CAROL GAFFNEY

D r. Carol Gaffney is President and CEO of peopleSolutions and Starr 
Advantage Group, and a consulting psychologist and Peak Performance 

Coach for creating individual and team success in business, at home and in 
sports. She is known for her multi-dimentional assessment-based approach 
for self-understanding, understanding others and developing attitudes and 
mental game skills such as the STARR© process, which lead to Emotional 
and Behavioral Intelligence®.

In addition to collaborating on special projects with Price Associates, Dr. 
Carol delivers workshops and keynotes on topics such as the STARR 

Process®, Communicating with Style, Developing Resilience, and the Mental 
Game of Golf. 

D r. Carol is published in the areas of Behavioral Intelligence, Emotional 
Intelligence, Stress Hardiness and Leadership Development with two 

books, The Relaxtion and Meditation Company and Coaching for Better 
Parents and Stronger Kids. Dr. Carol is also a blogger, writing to help people 
understand and develop the concepts and skills for Behavioral Intelligence at 
Work®.

D r. Carol is a graduate of Bates College, the University of Texas at 
Arlington, a licensed Psychologist, Certified Axiology Practitioner, Sports 

Axiologist, Behavioral and Values Analyst, has studied at Deaconess Hospital 
Mind/Body Center with Dr. Herbert Benson, adjunct faculty in Leadership 
Development and developer of Behavioral Intelligence®.

BEHAVIORAL INTELLIGENCE® STRATEGIST, PSYCHOLOGIST, 
PEAK PERFORMANCE COACH

“  Caring, intelligent and 
experienced are descriptors 

I think of when recommending 
Carol. Her models and tools for 
helping organizations develop 
more effective behavioral patterns 
work and they are unusually easy 
to grasp.      ”
- Ron Price, CEO, Price Associates 
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Dr. CAROL GAFFNEY
B E H AVO R I A L
I NTE L L I G E N C E

B A S I C S
• By Carol Gaffney, Ph.D •

W ould you like to be more effective more often with 
less stress?  Would you like to have a set of skills 

and habits that lead to planned outcomes?   Would you 
like to have an easy-to-remember system so you could 
Do What’s Right to Get the Right Things Done™?  For 
most people, for most teams and for most organizations 
the answer is yes:  They would like to improve their 
Behavioral Intelligence®. 

Behavioral Intelligence is the set of skills for Doing 
What’s Right to Get the Right Things Done through 
using the 5 step STARR Process.  The STARR stands for 
Stop, Think, Assess, Respond and Review.   Individuals, 
teams and organizations benefit as they use this 
common language and skill set for Purposeful Plans, 
Problem Solving, Decision Making, Self, Other and Skill 
Awareness, Risk Management, Stress Management and 
Learning from Experience.    

Many programs introduce ideas and awareness of new 
concepts.  Improving Behavioral Intelligence requires 
change in behavior—the outward expression of what 
is happening in your body and brain.  The STARR leads 
to new more effective mental and behavioral habits 
developed by the use of intention, motivation, practice 
and time. 

Although emotional intelligence (being effective 
with people) has influenced conversation and people 
development since the 90’s, it is Behavioral Intelligence 
that depends on Job and Social Skills, all necessary for 
personal and business success. Even though a powerful 
notion, emotional intelligence is necessary but not 
sufficient for Behavioral Intelligence.   

Research-based and easy to remember, Behavioral 
Intelligence and the STARR Process are now influencing 
thinking and results and will be guiding organizational, 
team and personal development into the future.  Whether 
at work, at home, in education or sports, Behavioral 
Intelligence and the STARR process are a complete 
system for improving return on effort, return on 
investment and your bottom line. 
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“As the Human Resource Manager, 
I have had the pleasure of working 

with Tim Eckstrom since 2007.  At 
the time, we were hiring for many 
positions without the right processes 
in place.  Now, with using Price 
Associates’ job benchmarking tools 
along with their talent profiles, our 
hiring success rate has gone up and 
turnover has gone down; enough that 
our teams prefer not to hire without 
seeing the ‘inside information’ that 
these assessments provide.  Tim’s 
knowledge of the assessments and of 
people provides invaluable knowledge 
for hiring the right people for the 
right position, which has helped our 
company’s growth.  I would highly 
recommend his services to any 
company.       ”
- Robin Anselme, Human Resource/

Office Manager, PETRA, Inc.

TIM ECKSTROM

“Tim Eckstrom has been 
instrumental in developing and 

facilitating job benchmarking tools 
for our organization.  These tools 
assist us in evaluating and analyzing 
prospective candidates and begin 
the professional development 
process for new hires.  Tim has 
proven himself to be professional 
and timely in his work with our 
organization and I would recommend 
him and his organization to others 
with talent acquisition/development 
needs.              
            ” 
- Craig Richey, Director of Human 

Resources, Thomas Cuisine 
Management

“As the VP of Human Resources 
for a family focused non-profit 

that was undergoing significant 
generational leadership changes 
requiring key hiring decisions, it 
was crucial to deploy a systematic 
and quantifiable candidate skills 
assessment process. Tim’s expert 
guidance and job benchmarking 
subject matter expertise supported 
hiring decisions for several key 
positions that have proven to be 
excellent in terms of cultural, 
competency and style fit. 
        ”
- Jay George, Ph.D.

T im has thrived in the business world as an 
owner and/or manager for over 30 years. 

He has enjoyed careers in both the profit and 
non-profit sectors, including ownership of a 
technology-driven market research company in 
the manufactured home industry.

T im has 30 years of experience in behavioral 
style training and analysis and has been a 

Certified Professional Behavior, Motivators and 
Acumen Analyst through TTI Success Insights 
since 2004. He was recently certified through 
TTI as a Stages of Growth Strategist.  Tim is 
passionate about helping leaders make positive 
changes that impact them personally and the 
people that they influence.

Tim works with companies and individuals as:
• Executive Coach - Tim is an advisor to 

business owners and executives, helping them 
understand their strengths and weaknesses, 
see the implications of those behaviors on 
their company and employees, and develop 
strategies for harnessing their strengths and 
neutralizing their shortcomings.

• Talent Strategist - He is an expert at helping 
companies hire and manage the right talent. 
Using the Job Benchmarking process to 
develop a clear picture of the natural talents 
a job requires for superior performance, he 
helps create an excellent match between jobs 
and candidates. One of his primary focuses is 
helping companies acquire and develop the 
very best people for positions that fit their talent 
potential.

• Stages of Growth Strategist - Tim utilizes 
James Fischer’s  Growth Curve Model, which 
helps companies recognize their current stage 
of growth to identify the specific challenges 
that are inhibiting their success and get them 
focused on doing the right things at the right 
time.

T im is also a member of the Odyssey Global 
Leadership Team, a group of 100 consultants 

worldwide who have been trained in delivering 
transformational programs for businesses. Tim 
has a Bachelor of Science degree in Accounting 
from Central Washington University.

EXECUTIVE COACH, TALENT STRATEGIST
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TIM ECKSTROM REVIVING 
THE DISENGAGED:  

KEYS TO MOTIVATING 
YOUR EMPLOYEES 

• By Tim Eckstrom •

You’ve seen it before. In fact, you’ve seen it every 
day for the past nine months. Jeremy shows up 

sometime between 8:01 and 8:14 every morning except, 
of course, for the days when he calls in sick ‘again’. 
He goes through the motions of doing his job. He does 
most things at a reasonable level of competence. But 
his attitude screams that he would rather be elsewhere; 
fishing, playing video games or maybe working for 
someone else. He leaves the office at precisely 5:00 and 
not a minute after, satisfied that he has put in a hard 
day’s work. Let’s face it; he is only there to gather a 
paycheck a couple times a month.

A recent Gallup poll shows that a staggering 70% of 
workers in the US can be characterized as either “not 
engaged” or “actively disengaged” in their work. Only 
30% of US workers are engaged in their work to the 
level of reaching their full potential. This is not a recent 
development. In fact, the numbers for the past four years 
are virtually identical. 

What can you do to ‘revive’ those under your 
direction who are like Jeremy? There are several 
proven strategies that are well documented in business 
books on the shelves of Barnes and Noble. You will find 
everything from Improving Communication to Creating 
Accountability to making sure that employees have Skin 
in the Game; and many, many others. 

For me, at the top of the list is Building Organizational 
Culture Intentionally. Whether you recognize it or not, 
your organization does have a culture that affects 
everyone who works there and all of your customers 
as well. Your culture may be eternally optimistic; where 
everyone is valued for their contribution, encouraged on 
a regular basis and feels like they are part of a winning 
team. Or your culture may be toxic; where everyone is 
critical of everyone else, people are looking out for their 
own ‘territories’ and CYA is the dominating attitude. 

I recently heard a story of an organization that had 
a ‘team’ meeting on the heels of an employee survey 
that was conducted anonymously. The purpose of the 
meeting was to give employees an opportunity to air 
their grievances, to get everything out on the table. When 
the managers posed the question they got nothing but 
several minutes of complete and awkward silence. You 
can imagine why. Lack of trust, fear of retaliation, just to 
name a few.

If you work hard to build trust and true accountability 
with your employees, if you genuinely encourage them 
and value their contributions, they will run through brick 
walls for you. They will definitely be engaged and picking 
up their paycheck will be a bonus.
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“ In our business community, Evans is 
a rare commodity.  His experience 

has provided him with a tremendous 
insight into both technology and product 
strategies.  He has an inspiring leadership 
quality that compliments his charismatic 
personality.  I also really like the fact that 
Evans looks for creative and innovative 
solutions when focusing on market 
placement.  I have personally enjoyed 
working with Evans and look forward to 
doing so in the future. 
                               ”
- Mark A. Pasculli, President/CEO, CTR,  

Cleanup and Total Restoration

EVANS BAIYA
D r. Evans Baiya is a consultant, a 

humanitarian, and a technology and 
innovation strategist. He has over 15 years 
of experience in helping companies of all 
sizes and across many industries develop 
differentiated innovations, harnessing 
and protecting intellectual property, 
commercialization of new offerings, and 
improving leadership performance by creating 
and maintaining a culture of innovation. 

D r. Baiya holds a doctor of philosophy in 
engineering and technology development 

from North Central University in Arizona and 
masters of business administration from 
Northwest Nazarene University. He completed 
postgraduate studies in chemistry, electrical 
engineering, and business strategy and 
intellectual property at Harvard Business 
School, Harvard University. 

D r. Baiya is a respected inventor with 
international patents and trademarks. 

He has received multiple awards in areas of 
academia, technology, health care innovations, 
and professional/community leadership (2010 
Idaho Accomplished Under 40 award). He is a 
sought-after speaker on university research 
commercialization, culture of innovation, and 
digital transformation. 

D r. Baiya has held leadership positions 
in engineering management, product 

development, and strategic partnerships at 
Applied Materials (NASDAQ: AMAT) where 
he developed a large engineering and 
technological intellectual portfolio composed 
of hundreds of patents and trademarks worth 
billions of US dollars. His extensive global 
experience includes the development and 
commercialization of technologies in the USA, 
Asia, Europe, and Africa with global companies 
such as Samsung, IBM, Intel, Nokia, Microsoft, 
the US government, and others. 

W ith a passion for helping others, Dr. 
Baiya serves as the chairman and 

president of Expansion International Inc., a 
humanitarian organization whose goal is to 
transform communities through health care, 
educational, and economic programs in Africa 
(expansioninternational.org).

TECHNOLOGY & INNOVATION STRATEGIST

“Having worked for Evans in a previous 
venture, I’ve always admired his character, 

innovative mind and enthusiastic personality.  
When starting a new venture a few years 
ago, I retained Evans to assist in identifying, 
researching and mapping product roadmap 
and intellectual property. Evans did a fantastic 
job—to the point where our IP attorneys in 
Silicon Valley and Redmond complimented 
us on the thoroughness and depth of our 
documentation. In addition to his IP work, 
Evans has great expertise in product mapping 
and product costing and being able to identify 
new or unseen areas of IP. 
                                         ”
- Ken Holsinger, Founder/CEO, Klowd.com

“Dr. Baiya has spent a 
lifetime contributing to the 

development of innovations. His 
extensive experience in developing 
and transforming technologies is 
unparalleled. We were honored to 
have him speak at our University 
and to our business leaders. 
                                         ”
- PROF. Olive Mugenda, PHD, 

CBS, Vice-Chancellor Kenyatta 
University Kenya
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EVANS BAIYA
I N N OVAT I O N :
A  L E A D E R S H I P

IMPERATIVE
• By Evans Baiya PhD, MBA •

The ultimate measure of leadership performance is evaluating 
what promotes business value. To build a sustainable 

business, three factors must constantly grow and adapt to 
market conditions: product portfolio, marketing and branding, 
and organizational capacity. Growth requires challenging status 
quo, experimenting with new ideas and learning from them, and 
creative leadership, which forms a critical part of an innovating 
organization. Innovation is the proactive step that precedes 
growth. Therefore, to build a sustainable business, innovation 
is not a choice—it is a requirement. Innovating organizations 
increase their business valuation, find new revenue streams, 
and develop continuous business channels and opportunities. 
Leaders who are strategically committed to innovation as a 
continuous business initiative (ICBI) are ranked higher than their 
peers in similar industries or business context. These leaders 
tend to leave a positive legacy for future generations of business 
leaders and yield higher returns of investment from their 
operational programs.

Innovation as a Continuous Business Initiative
Every business needs to grow by optimizing existing offerings, 

as well as developing new sustainable products and services. 
Every business executive knows it, yet a relatively small number 
of businesses have mastered how to bring new offerings to the 
marketplace beyond the original products and services of which 
the company was formed. Innovation is difficult and complex, 
and it requires commitment both financially and culturally. 
Instead of innovating, businesses seeking to grow have acquired 
smaller innovative and potentially competitive firms to counteract 
their lack of innovation. However, the more agile culture of the 
acquired team is often suffocated by the larger culture, thus 
discouraging further innovativeness. This is a classic case where 
“culture eats strategy.” 

The ICBI program aims to bring innovation discipline, practice, 
and science to the forefront of the organizational mandate. It is a 
strategic and managerial responsibility that must be accounted 
for across the organization similar to operational efficiency 
programs, quality initiatives such as six sigma, and human 
resource practices such as 360-degree performance reviews. If 
the ICBI program is properly developed, the resulting innovations 
become a critical market differentiator for the company leading 
to new revenue streams. The program cultivates a culture 
of innovation and develops a strong and admirable legacy of 
the leadership. The goal of ICBI programs is to develop each 
individual in the company to be an innovation leader.

Going Beyond ICBI
Each innovation must go through a value-harnessing process 

to ready it for commercialization. Implementation of this process 
is the ultimate multiplier for any innovation. Execution is a 
serious leadership challenge; in fact, many innovations fail 
because of leadership and organizational barriers. The execution 
is the sum of strategy, process, structure, and capability of any 
particular organization. If innovation is one side of the coin of 
discovering new economic value, execution is the other side of 
the coin leading to the realization of the value. 

Part of the innovation process execution includes developing 
(a) invention process and metrics, (b) strategies of protecting 
and harnessing the intellectual property, and (c) communication 
strategies of wins and progress on innovation activities across 
the organization. These practices are some of the measures of 
ICBI program performance.
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“ I retained Nicholas as an executive 
coach when I was President of Incisive 

Technologies and Analytics Corporation. 
In that role he was superb, sharply 
focused and results oriented. Beyond that, 
I learned then, and subsequently as a 
business associate, that Nicholas applies 
a rare combination of psychological, 
organizational development, and down-
to-earth business acumen. His talents are 
invaluable to any organization seeking 
to adapt to take advantage of changing 
circumstances or to manage change 
induced by environmental factors. I 
unhesitatingly recommend Nicholas for his 
value-added to an organization.                   ”
- William Bajusz, Ph.D., PMP, ITILv3

President, William Bajusz & Associates, Inc.

NICHOLAS BAUMAN

“ I have worked with Nicholas Bauman 
both as an executive coach in an 

academic setting and as a consultant for 
an organizational development project 
overseas.  I have always appreciated his 
strategic insights, focused questions, 
mindfulness of social and managerial 
nuances, and constructive sense of 
humor.  I am pleased to recommend him 
without reservation as a knowledgeable, 
experienced professional with the highest 
standards of excellence and integrity. 
                                     ” 
- Douglas C. Frechtling, Ph.D.

Chair, Department of Tourism and 
Hospitality Management,
School of Business
The George Washington University, 
Washington DC

“ I was new to a leadership position. 
In a chaotic environment with 

a pending realignment that would 
affect my organization, I welcomed 
the coaching of Nicholas Bauman. His 
ability to listen, ask questions, and 
elicit clarity on my goals helped me to 
maintain composure and communicate 
effectively with employees and my 
supervisor.  It was an emotional time. 
Jobs could be eliminated or re-defined. 
Individuals felt powerless. With 
coaching, I minimized my own stress 
and maximized my effectiveness as 
a second-in-command. In the end, 
the organization was able to recruit 
rather than lose employees in the 
realignment, and I emerged with the 
reputation as a capable leader.            
                                           ” 
- Senior Executive Service, US 

Government Science Foundation

N icholas Bauman is a Master Certified Coach by the International 
Coaching Federation, and brings to coaching over 25 years of 

hands-on business management experience, working in the areas of 
organizational development and self-management. He has coached 
senior executives in a wide variety of businesses (both U.S.-based and 
multinational). Nicholas focuses on helping his clients create roadmaps 
for purposeful action based on trust, accountability, learning and 
appreciation of giftedness. His experience extends to working to create 
high-performance teams.

N icholas grew up overseas, and is familiar with the challenge 
multinational organizations face in working across cultures. He is 

bilingual in Spanish and English and is certified in a variety of assessment 
tools, including TriMetrix®, which enhance his coaching process.

N icholas earned his MBA from John Hopkins University, Carey School 
of Business, an MS from John Hopkins University and an M.Div 

from The Chicago Theological Seminary.  Nicholas and his wife live in 
Bethesda, Maryland and have five children and eight grandchildren.

EXECUTIVE COACH
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NICHOLAS BAUMAN
TIGER 

DOES NOT EAT
TIGER

• By Nicolas Bauman •

What does leadership performance have to do with 
“Tiger does not eat tiger?”  This is a Spanish-

American aphorism—“Tigre no come tigre.”  Early 15th 
century Spanish explorers called the jaguar ‘tigre,’ but 
as there are no tigers in the Americas, a more accurate 
translation would be, “Jaguar does not eat jaguar.”  

I first heard the expression from a president of a 
very large engineering firm describing how he secured 
his government’s favor to win an international rural 
development contract. The meta-message became clear: 
“We are from the same tribe … we will hang together 
and exclude others.”

Languages are inclusive and exclusive by nature 
depending on how and what we say, our accents, 
inflections, vocabulary, rhythms, etc.  And frequently 
by what is left unsaid!  Languages reflect the history, 
experience, geography, culture, and values of a people. 
One group of Amazon Indians uses 17 different words 
describing the color green.  Frequently words say one 
thing but may mean another.  Imagine the conundrum 
for English learners:  “only in English do you park on a 
driveway, and drive on a parkway.”

The 2010-12 American Community Survey estimates 
60.6 million Americans, roughly one out of five, speak 
a language other than English at home. Of these, 35.5 
million also spoke English well enough to be considered 
bilingual.  This is not to say that bilinguals are bicultural, 
an important distinction involving active participation in 
another culture.

With the increase of bilingual Americans come some 
interesting advantages. For instance, Dr. Ellen Bailystock, 
a distinguished cognitive neuroscientist, discovered that 
bilinguals process language in a different manner using 
a different brain rewiring, allowing better prioritization 
of relevant information—an executive control function.  
A recent article in The Economist joined the debate, 
questioning whether different languages confer different 
personalities, leaving the issue unresolved. 

It is expected that the rate of demographic change 
of the American workforce will increase over the 
21st century. Hispanics are now the fastest growing 
population segment, but the melting pot is full with 
immigrants from non-European countries.  Leadership 
skilled in working across cultures, whether at home 
or competing in the global marketplace is increasingly 
imperative.

Leading in this ‘new America’ will require emotional 
agility, flexibility, cultural diversity, and above all good 
communication skills. The good news is that these are 
all learnable social skills. The global village is ever more 
complex. Effective leaders don’t try to escape their inner 
uncertainties.  Rather, they develop an ability to listen 
with another ear, identifying differences and similarities, 
and responding with a values-driven performance … so 
as not to be eaten by the tiger.
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SHAWN KENT HAYASHI

“Thank you for an outstanding 
professional development experience 

this week…Your expertise is very 
impressive. I learned a great amount 
of information to take back to my 
organization. The Communications 
Styles and Motivators assessments 
yield exceptional validated information 
that allow organizations to make better 
decisions in helping develop talent 
within the organization.  
                                ” 
- Beth Egan, Director, Leadership and 

Management Development, Sanofi-
Aventis

Shawn is a consultant, executive coach and founder of The 
Professional Development Group LLC. A global expert in developing 

star performers and high-performing teams, Shawn facilitates growth 
in leadership ability, emotional intelligence, communication skills 
and building stronger relationships and teams. She guides leaders to 
achieve positive, lasting changes in behavior—for themselves, their 
people and their teams.

In addition to offering her coaching services to Price Associates, 
Shawn is a certified Emotional Intelligence Coach and earned her MS 

in Organization Dynamics from The University of Pennsylvania. Shawn 
also holds a number of certifications in assessment analysis and serves 
on the boards of several professional organizations.

Shawn is the best-selling author of Conversations That Get Results 
and Inspire Collaboration, Conversations for Creating Star 

Performers, and Conversations for Change™.

“Working with Shawn Kent Hayashi 
was a real career game-changer 

for me. From the moment we began, 
Shawn was fully committed to my 
success. She was amazing as she 
skillfully weaved her insights and 
techniques to help me make quantum 
leaps. Shawn is not for the ‘faint-of-
heart.’ But if you really want to make 
a change in your professional life, 
there is no better guide than Shawn 
Kent Hayashi.                                         
                       ” 
- Evelyn Montalvo, Executive Coach

“Shawn Kent Hayashi is an 
extraordinary expert. As one of her 

clients, I had the opportunity to create a 
heightened awareness and appreciation 
of how others view, hear, and process 
their world. This new point of reference 
helped me realize that understanding 
and aligning with core values is what 
creates motivation, life satisfaction, 
and sustained performance. I highly 
recommend this workshop.                 ”
- Lindsey Anderson, Learning and 

Development, Merck & Co., Inc.

EXECUTIVE COACH, SPEAKER, AUTHOR

C: 888-959-1188   Shawn@theprofessionaldevelopmentgroup.com   Twitter: @ShawnKentHayashi   LinkedIn: /shawnkent   Facebook: /TheProfessionalDevelopmentGroup   YourTalentAtWork.com

GN Um w
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ONE RADICAL IDEA 
THAT WILL TRANSFORM

TEAM INTERACTIONS
• By Shawn Kent Hayashi •

Here it is: 
Criticism is a form of collaboration. 

Let’s face it, criticism is at the heart of 
team conflict, and conflict is a problem 

that many of us don’t want to face for 
a variety of reasons. Some people have 
personalities that are conflict-averse, and so 
they refrain from giving feedback that could 
be essential in moving the team forward. 
Others who are less fearful of conflict might 
react so boisterously and negatively to 
criticism that colleagues and direct reports 
are bullied into silence. 

Criticism can be a problem in the 
workplace. But it doesn’t have to be. In fact, 
it is vital to any company’s success. The 
ability to deliver criticism effectively and 
listen to it carefully are the hallmarks of 
superior leadership. Why? We all have blind 
spots. Criticism helps us correct behaviors 
that would otherwise stand in the way of 
achievement. 

Take Craig, for example. Craig was an 
effective manager, but a terrible presenter. 
His PowerPoint presentations overwhelmed 
people with unnecessary detail, lacked focus, 
and were generally too long. He also rarely 
practiced his talks, so he tended to ramble. 
Craig’s boss knew that if she didn’t sit Craig 
down to discuss his poor presenting skills, he 
would never advance in his career. 

Viewing herself as a collaborator in Craig’s 
professional development made it easier for 
his boss to provide the negative feedback he 
needed to hear. 

Seeing his boss as a collaborator in his 
professional development helped Craig to 
value the feedback and act on it. 

Anyone involved in innovation also 
understands the value of criticism: it helps 
you get to the better idea faster.  

Cathy and Derek work at a pharmaceutical 
start-up under pressure to deliver results 
within six months to a year. Both researchers 
know that criticizing strategy, experiments, 
and data vigorously on a daily basis ensures 
the best thinking, and the best thinking is 
what will help the company move forward 
faster.  

Change the way you see a problem, and 
you will open up new pathways for solving it. 
Change your view of criticism from a source 
of conflict to a form of collaboration, and you 
will transform your workplace interactions.

SHAWN KENT HAYASHI
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“On two occasions I have participated in the 
RealTime Coaching™ workshop facilitated by 

Randy Lisk.  He brings a unique style that allows 
the experience to be educational and comfortable 
for those involved.  Randy finds ways to make sure 
that the entire group participates but does not feel 
intimidated by those that may have more experience in 
coaching.  The class materials provide a good base for 
learning and Randy helps the group understand how 
to personalize the training to their own style.  Randy 
creates an atmosphere that allows participates to learn 
from each other so everyone wins.  The training he has 
provided I use almost daily.                 ”
- Kirk Bowman, Director of Operations, PerforMix 

Nutrition Systems

RANDY LISK

“Randy Lisk taught me so much 
about coaching others. I was 

able to effectively implement what 
he taught right away. The RealTime 
Coaching™ workshop was so worth 
my time. I would recommend it 
to anyone who is in a capacity to 
influence others.
                            ”
- Christian Welp, VP Development & 

New Accreditation Business and 
Consumer Services, Better Business 
Bureau, Snake River Region

R andy Lisk founded Lisk Associates, consultants to business, 
in 1991. He wears several hats including group facilitator, 

trusted advisor, coach and consultant. Randy has designed and 
presented supervisor and leadership education, taught coaching, 
communications and leadership skills to managers, helped teams 
reach their goals, and positively impacted the lives of thousands 
of people. Randy is the author of three books on organizational 
improvement and leadership. His book Bumper Sticker Leadership: 
One-Liner Wisdom On Life and Business is a compilation of short 
leadership quotes—as a means to stimulate your thoughts and 
conversations about what leadership really means to you. His most 
recent book is The Complete Leader: Everything You Need to Become 
a High-Performing Leader, which he co-authored with Ron Price. 

P rior to founding Lisk Associates, Randy enjoyed a 23-year career 
with IBM where he held numerous senior management and 

leadership roles in engineering and planning. Randy holds a BSEE 
(electrical engineering) degree from the University of Cincinnati and 
an MSEE degree from the University of Kentucky.

ORGANIZATIONAL DEVELOPMENT & EXECUTIVE COACH
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RANDY LISK
THE 

ART & SKILL 
OF REALTIME COACHING 

• By Randy Lisk •

I work with people—managers, leaders, and 
others—who need to get things done for their 

organizations by cooperating with and leading other 
people. I help them learn the art and skill of coaching.  
Coaching is a methodology that helps people get what 
they want while the organization gets what it needs.  The 
people I help are usually eager to gain new “tools for 
their management toolbox” and discover better ways to 
accomplish their goals.  When we start to work together 
they sometimes say, “I can’t wait to use coaching on this 
person I have to work with.”  It’s as if they think that, 
having been given the magic wand of coaching, all they 
will need to do is wave it to change another person into 
the person they want. They see coaching as an efficient 
way to manipulate or coerce another person—what we 
call “do to” influencing. 

In reality, their using a “do to” way of influencing is 
often the problem that caused them to not get the results 
they want in the first place.  “Do to” influence, as in “Do 
this or else,” is coercion that may get a result in the short 
term, but does not build a positive relationship and will 
cause more problems in the long term.  Most people do 
not like being “done to.” It is not leadership and it is not 
coaching.

But as we continue to practice coaching together, they 
often change their view of the people they work with. 
They begin to see these other people as human beings 
who deserve respect and who may have their own good 
ideas about how to do things. This insight leads coaches 
to realize that it is the coach who needs to change first. 
When coaches understand that by using a different 
approach—a “do with” style of influencing—those 
people who looked to them to be resisters, malcontents, 
and dead wood can become contributing members of 
the organization.  Working with others instead of doing 
to others, the coach realizes, creates trust. Trust builds 
relationships, and stronger relationships create better 
results. Results flow from relationships. 

Will there still be a few resisters, malcontents and 
dead wood in any organization?  Perhaps, but in my 
experience they will be a small percentage, possibly 
5%.  The other 95% will respond positively when treated 
positively. Those are pretty good odds, and that is the 
reason I am committed to helping as many people as I 
can learn the basics of coaching.  It positively impacts 
both the lives of the coaches and those they interact 
with.  
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RON PRICE

“Ron Price was my executive 
coach and mentor when I first 

became the managing partner of my 
organization.  I am confident that 
the guidance he offered helped me 
become not only a better leader, but 
a better person.   
                    ” 
- Steve Berenter, Managing Partner, 

Hawley, Troxell, Ennis & Hawley

“Ron’s value as a consultant and 
speaker is enhanced by the 

fact that he has “been there, done 
that.”  He has built an international 
company, trained and developed 
hundreds of successful leaders, 
and has a breadth of experience 
that is treasured and unique.
                       ”
- Charlie “Tremendous” Jones

R on Price is the founder/CEO of Price Associates, a global leadership 
performance firm. As a noted expert on how human behavior translates to 

company culture, individual and business performance, he has traveled over 
two million miles and given over 2,000 speeches in 15 countries. 

H e is the author of five books, the latest of which was published in 
2014, entitled The Complete Leader: Everything You Need to be a High-

Performing Leader, which he co-authored with Randy Lisk. Ron serves his 
clients as a trusted advisor, executive coach and leadership team facilitator. His 
expertise includes talent, strategy and performance improvement.

R on has received several awards from TTI Success Insights for his service 
and impact in the consulting community.  He is a regular contributor to 

magazines, radio and TV.  Ron and his wife, Pam, have six children and six 
grandchildren.

EXECUTIVE COACH

“The best we’ve ever attended”.  This 
collectively, and individually, from a Board 

comprised of large corporate CEO’s, small and 
large business owners, physicians, human 
service professionals, corporate attorneys, 
retirees and people served by Witco.  These 
Board Members have participated in many such 
presentations from Idaho to Washington D.C. 
and across oceans. Ron’s was the best!          ”
- Mary Niland, CEO/President, Witco 
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RON PRICE
W H A T  I S  A 

T R U S T E D 
ADVISOR

• By Ron Price •

A s the president of an international business I longed 
for advisors who would probe my thinking and 

help me understand our circumstances from a variety 
of perspectives. When appropriate, I also appreciated 
the expertise that they could bring to our organization. 
Last of all, my best advisors provided meaningful 
accountability to me personally, so that I continued to 
grow as a leader. 

After retiring as a corporate executive, my professional 
interests lead me to become the advisor to others I 
appreciated when sitting on their side of the desk.  
Oftentimes, an assignment begins with an invitation for 
a conversation from a business owner or organizational 
leader. During this conversation we explore the owner’s 
aspirations and frustrations.  These include key issues, 
pressure points, the leadership team, key employees, 
and ways Price Associates may be able to serve.

The leaders we work with are already successful.  
They value continuous learning, doing business with 
integrity, and building mutually beneficial, long-term 
relationships.  They have a sense that the best is yet to 
come and they understand the value of a trusted advisor 
in helping optimize their success.

Many of the leaders I have been privileged to work 
with have asked me to help them evaluate their current 
leaders to get the right people in the right place doing 
the right things.  This often leads to executive coaching 
assignments, focused on elevating the performance of 
their key employees.

Others have asked me to facilitate the development 
of strategy in their organization, including teaching their 
leaders new skills in creative thinking, problem solving 
and innovation.  Still others have asked that I guide 
quality and systems improvements that have resulted in 
eliminating waste and increasing customer satisfaction.

We have also partnered with clients to improve 
communication throughout the organization, to build 
stronger, more cohesive and productive teams, and to 
increase sales and profit.

If you’re interested in having a conversation about how 
I may be able to serve you please contact me at ron@
price-associates.com. I look forward to the opportunity.
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In her role as Vice President of Client and Public 
Relations, Sharon Brooks focuses on building and 

nurturing relationships and networks between clients, 
consultants and community for Price Associates.  
She serves the team of leadership performance 
consultants by managing the group’s marketing and 
communications as well as the Price Speakers Group. 

Sharon handles the company’s digital strategies and 
customer experience data. She is also a Certified 

Professional Behaviors and Values Analyst. Sharon 
worked as a librarian, international event planner and 
marketing project manager prior to working for Price 
Associates. She lives with her husband near Boise, 
Idaho.

Um

“ I have worked closely with 
Sharon on a major website 

design and development project for 
Price Associates several years ago, 
and then frequently after that time 
on periodic website updates that 
have ranged from the simple all the 
way up to the quite complex. I have 
always been impressed by—and 
really appreciate—Sharon’s ability to 
gather and organize project details 
from (often numerous and always 
very busy) stakeholders. I also admire 
her ability communicate those things 
effectively and efficiently to us, the 
service providers.                                           ”
- J. Glerum, President, Valitics Inc.

SHARON BROOKS

“Sharon brings practical life 
experience, amazing ideas, 

great expertise and follow through 
to the Price Associates team.  For 
the Nampa Chamber and on behalf 
of Price Associates, Sharon helps 
facilitate and organize the Leadership 
Training portion of the Leadership 
Nampa program.  This program is life 
changing for each year’s participants, 
thanks to Sharon’s efforts and the 
great content provided by Price 
Associates.
              ” 
- Debbie Kling, President/CEO, Nampa 

Chamber of Commerce

CLIENT & PUBLIC RELATIONS

“Sharon Brooks has been an 
invaluable contact and resource 

for Ada County Employer Association 
as well as for Idaho Department 
of Labor for many years!  A true 
professional, she is efficient, 
extremely reliable, and a super 
positive person to work with.  We 
have enjoyed a long relationship with 
the great folks at Price Associates 
for many years now—and Sharon 
has been so great to work with as 
our point of contact. In short, she 
has always been the smile on the 
other end of the phone or email, the 
one who makes it such a pleasure in 
coordinating an event!  
    ”
- Ken Wilson, Workforce Consultant,  

Idaho Department of Labor

c
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THE 
PRICE ASSOCIATES 
CUSTOMER EXPERIENCE

• By Sharon Brooks •

Working closely with our customers, we investigate 
and discover their most pressing business needs. 

Providing relevant and timely information, appropriate 
educational solutions and innovative thought leadership 
are our hallmark services. We tailor customized solutions 
for our customers, which provide significant impact and 
help them achieve quantifiable results. 

What went well? What could we have done better? 
How would you describe working with us? Would you 
recommend us to a friend or colleague?  Those are just a 
few of the questions we discuss with our customers after 
projects have been completed.

According to Justin Foster, Price Associates speaker 
and brand strategist expert, “Good branding is being 
able to tell good stories—we  tell good stories about our 
associates who tell good stories about the customers 
they work with.”

Working behind the scenes, we offer an array of 
solutions, specifically designed to provide our hallmark 
information, education and thought-leadership services:
•	 Weekly Ezine: Available via email, this free electronic 

newsletter provides interesting, valuable and timely 
information designed to help our customers navigate 
their day-to-day business needs.  

•	 Monthly Webinars: Attend our webinars to hear from 
the best thought leaders, authors and topical experts. 
Visit our website at Price-Associates.com and search 
for “webinars” to see our schedule. All webinars are 
free and open to the public, registration is required.  

•	 Quarterly Executive Briefings:  Meet with 
community leaders and hear from regional experts 
on relevant topics. Our quarterly briefings allow 
customers and colleagues to participate in topical 
discussions and explore solutions to today’s business 
challenges.

•	 Price Speakers Group: Anchored by our CEO, Ron 
Price, this group offers expertise on a range of 
business topics. Our thought leaders can provide 
keynote and conference presentations for corporate 
events and retreats. With global expertise, deep 
exposure to various cultures, business trends and 
innovative thinkers, our speakers bring value on a 
variety of levels.

•	 Case Studies: The case studies featured on our 
website (Price-Associates.com) illustrate how 
we create change with our clients. We help them 
sharpen their capabilities, create value, and deliver 
sustainable advantage—and these are the stories.

At Price Associates we are always looking for stories, 
trends and interesting topics.  If you are interested in 
sharing information or being a contributer, I invite you 
to contact me at (208) 899-4121 or complete our online 
contact form at Price-Associates.com/contact. 
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P rice Associates colleagues often work with clients beyond the 
U.S.  Projects over the past 10 years have included work in 

greater China, Japan, Vietnam, Singapore, Malaysia, India, and 
Australia.  In addition, we often support affiliates in other countries 
that are doing work through our partnership with TTI Success 
Insights or Odyssey Transformational Strategies.

Ron Price explains, “We have the capacity to deliver global 
projects for our U.S.-based clients in over 50 countries through 
our affiliate relationships.  An example?  Three years ago we 
created a corporate sales and sales management training 
program, using job benchmarking and TTI assessment tools in 
multiple languages.  After building the program, we worked with 
the international team at TTI Success Insights to successfully 
implement the program in 30 countries.” 

In addition to these affiliate relationships, Price Associates 
partners with the Shanghai-based office for TTI Success Insights 
Greater China.  May Lam, Managing Director and Barry He, SVP 
of Business Services, coordinate the business in China, which 
includes providing clients services (coaching, training, consulting 
through p-momentum.com) and training professionals in the use 
of the TTI Success Insights products (ttisuccessinsights.com.cn).

May Lam, Managing 
Director for China:

As the Managing Director, May is 
responsible for the overall business 
management as well as developing 
international and local strategic 
market alliances and partners.

With over 30 years of 
entrepreneurial experience, May 
has successfully built and managed 
significant business interests in 
Mainland China, United States, 

Hong Kong, Japan and other countries within Asia. May brings a 
keen ability to blend Western and Eastern management cultures 
and insights, which bring significant value to our customers in 
China.

Born in Hong Kong, May is fluent in English, Mandarin and 
Cantonese. She is now living in Shanghai with her family.

Barry He, SVP Business 
Development:

Barry’s experience in the China 
business environment and key 
organizational challenges allows 
him to provide clients with solutions 
that impact business results.  Barry 
contributes in the areas of leadership, 
talent management, coaching and 
other organization development areas. 

Born in Jiangsu Province, Barry 
received his Bachelor of Arts Degree 
from the University of Shanghai for 
Science and Technology.

Ron Oltmanns, 
Senior Consultant and Executive Coach:

With many years of multi-national and cross-cultural experience 
in executive coaching and talent research, Ron brings a data-
driven, localized approach to talent management.

Ron has served as a management consultant and executive 
coach since 1997 in North and South America, as well as 
Southeast Asia and greater China. Born in Venezuela and raised in 
the U.S. Ron now splits his time between the U.S. and China.

GROWING 

GLOBAL
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Ron Price
Executive Coach

For over 35 years, Ron has been 
helping leaders enhance individual and 
organizational effectiveness, profitability 
and growth. A member of the National 
Speakers Association (NSA), Ron has 
a strong history of delivering dynamic, 
interactive presentations to a wide range 
of organizations. His focus is on helping 
audiences and clients fulfill unrealized 
potential for future success.
Topics:

» Leadership Development
» Strategic Planning
» Organizational Culture
» Executive Talent
» Personal Development

Justin Foster
Brand Strategist

With a blend of humor and inspiration, 
Justin speaks and writes about how 
brands can regenerate to stay relevant and 
attract the next generation of employees, 
customers and influencers.
Topics:

» Brand Strategy
» Creating Differentiation
» Marketing Trends
» Understanding Gen Y
» Personal Branding

Whit Mitchell
Executive Coach

Using his 30 years of experience coaching 
athletes, corporate executives and business 
owners, along with his own life-changing 
personal experiences, Whit weaves a winning 
combination of storytelling, humor and down-
to-business action points. In doing so, he 
inspires people to examine their behavior and 
challenges them to do and be more.
Topics:

» Team Dynamics
» Talent Development
» Nurturing Accountability
» Performance and Productivity
» Job Fit

Skip Hall
Executive Coach

For 40 years, Coach Hall has coached the 
“Doctrine of Excellence”—for many years 
as a successful college football coach and 
now in the business world. Coach Hall has 
developed a set of principles that result in 
recruiting and retaining great teams and 
achieving superior results in sports, business 
and life. Known as a superb storyteller, Coach 
Hall is frequently asked to motivate teams of 
all sizes on “being excellent.”
Topics:

» Doctrine of Excellence
» Recruiting Talent
» Developing Leaders
» Integrity in Business
» Personal Accountability

Andy Johnson
Executive Coach

Andy’s in-depth and analytical approach 
to the topics he engages combines with 
his clear, direct and personable delivery 
to provide a deep emotional and cognitive 
connection with his audiences. He deftly 
combines the best in current thought with 
his own personal stories, illustrations and 
anecdotes to challenge people to question 
the status quo and move toward greater 
degrees of team and individual health.
Topics:

» Leadership Development
» Conflict Management
» Teambuilding
» Emotional Intelligence

Evans Baiya
Technology and Innovation Strategist

With a passion for helping others, Dr. 
Baiya is a sought-after speaker on university 
research commercialization, culture of 
innovation, and digital transformation.
Topics:

» Culture of Innovation
» Digital Transformation
» Technology Development

Shawn Kent Hayashi
Executive Coach

Shawn’s energy, enthusiasm and passion 
for developing star talent come through in 
a practical and impactful style for leaders 
at any level. Through real-life examples, 
she demonstrates how leaders can develop 
from being motivational to inspirational 
through the power of conversations.
Topics:

» Conversations That Get Results and 
Inspire Collaboration

» Conversations For Creating Star 
Performers

» Conversations For Change®
» Owning Your Career
» Emotional Intelligence@Work

For more information or to 
book a speaker, please email 

Sharon Brooks at 
sharon@price-associates.com or 

call 208-899-4121.

Working with large speakers groups can be both tedious and intimidating. That’s why we created Price Speakers Group (PSG). PSG is a 
boutique group featuring some of the best thought leaders, authors and topical experts. Anchored by Price Associates CEO, Ron Price, 

PSG provides speakers for a wide range of topics on modern business. Each speaker is available for keynotes and conferences, as well as 
corporate retreats and company events. Our speakers have presented across the globe, giving them rich and deep exposure to various cultures, 
business trends and innovative thinkers.
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PUSHING BACK 
ENTROPY

Moving Teams from Conflict to Health

By Andy Johnson

Life has a few unalterable principles. Among them is the principle of entropy; 
the tendency for things to move toward disorder and decay unless additional 

energy is added into the equation. Healthy, successful, and fulfilled teams 
master the principles in this book to push back entropy proactively. Doing 

nothing guarantees things won’t change.

Your team needs a change, your team needs Pushing Back Entropy with 
powerful leadership by author, Andy Johnson. Order your copies with bulk 

book discounts of Pushing Back Entropy through Price-Associates.com

WORKING IN 
SYNC
How Eleven Dartmouth Athletes Propelled Their 
College Sports Experience into Professional 
Excellence

By Whit Mitchell and the members of the Class of ‘86 crew

Eleven highly successful professionals learned the principles of 
connection and teamwork on the Dartmouth Class of ’86 crew. Years 
later, the lessons learned have had a profound impact on their lives 
and the lives of those around them. Meet the crew whose stories will 
change everything about the way you do business and lead your team.

Order your copies with bulk book discounts of Working in Sync through 
Price-Associates.com
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SWEATING 
BULLETS 

A Story About Overcoming the Fear of Public Speaking 

By Dale Dixon

You have what it takes to overcome the fear of public speaking. Your 
hidden talent is your gift of communication.

Sharing in a sales call with a new client, interviewing for a job, 
presenting in a board meeting or in front of an audience of strangers 
whether with two, twenty, two hundred, or two thousand they are all 

high-stakes communication platforms.

How can you be authentically you in these circumstances? Learn 
through the power of a story. Order your copies with bulk book 

discounts of Sweating Bullets through Price-Associates.com

CONVERSATIONS 
THAT GET RESULTS 
AND INSPIRE 
COLLABORATION
By Shawn Kent Hayashi

What is the key to business success? COLLABORATION. Executive coach 
and professional development expert Shawn Kent Hayashi provides 
everything you need to inspire, take part in, and manage the kinds of 
conversations that are the hallmark of true teamwork. In Conversations 
That Get Results and Inspire Collaboration, Hayashi answers the questions 
she is most frequently asked during coaching and training sessions.

Order your copies with bulk book discounts of Conversations that Get 
Results and Inspire Collaboration through Price-Associates.com
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OATMEAL
v

BACON
How to Differentiate in a Generic World 

By Justin Foster

Humorous, thought-provoking and full of useful ideas, 
“Oatmeal v Bacon” will transform the way you market 

and advertise, develop products, create customer 
experiences, and build a culture.

Understand the power of your brand using Oatmeal v 
Bacon at Price-Associates.com/store/books

Order your copies with bulk book discounts of 
Human Bacon through AlohaPublishing.com/store

By Justin Foster

Think of the people you know that are connected, successful, 
respected and just plain awesome.  How do they do it? Justin 
refers to these people as “Human Bacon.” In his disruptive new 
book aimed at men, he reveals the key ingredients to becoming 
Human Bacon.  Using examples from people in his life and 
others, he shows how anyone with commitment and drive can 
discover and access these elements to create an awesome 
personal brand.

Whether you are just starting your career, are seeking that next 
promotion or are self-employed, “Human Bacon” is your guide 
for creating a respected personal brand, a great reputation and a 
legacy of awesomeness.  

Available Spring 2014.

HUMAN BACON: 
A Man’s Guide to Creating an Awesome Personal Brand 
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TREASURE 
INSIDE

23 Unexpected Principles that Activate Greatness

By Ron Price 

Inspirational, practical, and thought provoking, Treasure Inside’s 
true value is in helping you recognize that these great treasures 

reside inside you. In the process of discovering them, you are 
engaging the greatest pursuit of all; embracing your own highest 

potential. May Treasure Inside be a catalyst for leading a life 
extraordinary.

Order your copies with bulk book discounts of Treasure Inside 
through TreasureInsideBook.com

BUMPER 
STICKER 
LEADERSHIP
One-Liner Wisdom on Life and Business

By Randy Lisk

For years, bumper stickers have provided an effective 
way to convey complex ideas in a few simple words. Your 
Leadership team will have discussion topics, tweets and 
articles for months and years to come.

Order your copies with bulk book discounts of Bumper 
Sticker Leadership through Price-Associates.com
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YOUR FACILITATOR:
Randy Lisk has taught this powerful coaching program to hundreds of managers and leaders for 

the past 15 years. In addition to partnering with Price Associates on special projects, Randy is the 
founder of Lisk Associates in Lexington, Kentucky. Prior to founding Lisk Associates, Randy enjoyed 
a 23-year career with IBM where he held numerous senior management and leadership roles in 
engineering and planning. Randy holds a BSEE (electrical engineering) degree from the University of 
Cincinnati and an MSEE degree from the University of Kentucky.

COACHING® 
WORKSHOP

Real
Time

Learn to make the minute-by-minute decisions that unleash the power of people.
Transform managers into internal coaches cost effectively!

A lot of companies do not have a formal training system for equipping their leaders with the tools and 
skills to coach their direct reports and teams. Price Associates offers this two-day workshop one or two 

times a year.  The workshop will provide the skills and perspectives leaders need to significantly increase their 
effectiveness, both immediately and for years to come.

In addition to learning the basics of employee coaching, attendees will specifically learn:
•	 How to conduct a “coaching conversation” - what to say and not to say 
•	 The power and influence of a coach
•	 How values influence behaviors
•	 How to improve performance by creating a coaching environment
•	 Increase your leadership effectiveness by learning how to adapt your behavior style to different people

PLUS!  Attendees are encouraged to bring their toughest supervisory challenges for an interactive session that 
will provide practical, real-world solutions.  You will leave this workshop with the skills you need for coaching.  

Attendees will receive:
•	 Reference Participant Manual
•	 Summary package of key ideas
•	 RealTime Coaching™ book by Ron Ernst
•	 A 50+ page personalized report based on a pre-workshop online assessment. This report focuses on 

attitudes and behaviors to help people become better communicators and coaches.

Email info@price-associates.com or call Sharon at (208) 899-4121 for more information!
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The Price Associates team is available for seminars, retreats, 
workshops, small team meetings or large conferences.  We will 

inspire, inform, and above all, deliver a powerful, change-making 
experience that fits your unique needs.  Call today and let us deliver 
exactly what you are looking for.

Whit Mitchell
The 3 INGS of Great Teams

Whit shares practical tips to take your team from ordinary 
to extraordinary, a proven team model that can be used to 
connect people in order to deliver key results that reflect superior 
performance, and three exercises to use with any audience to 
create lasting impressions of your message.

Extraordinary Leadership Teams
Have you ever been part of a team that was working in sync? An 

environment where all the goals, roles, processes and relationships 
within your organization were running at full tilt—like an Olympic 
rowing team headed down the course towards a gold medal? Whit 
shares tips, tools and tricks to get your executive team playing to 
win!

Andy Johnson
Creating Healthy Teams

Andy shares a new model of team health that synthesizes many 
of the best aspects of existing models into a readily remembered 
and useful tool. 

Understanding Workplace Dynamics
Andy unpacks a new model of conflict development that seeks to 

remove some mystery as to the origins of conflict. He takes a look 
at what drives conflict to set us up to better prevent, minimize and 
resolve it. 

Skip Hall
Coaching the Doctrine of Excellence from the Locker Room to 
the Board Room 

Coach Hall shares his “Doctrine of Excellence”—a set of 
principles that result in recruiting and retaining great teams and 
achieving superior results in sports, business and life.

Justin Foster
Human Bacon: How to Create an Awesome Personal Brand

Think of the people that you know that are connected, successful, 
respected and just plain awesome.  How do they do it?  Justin refers 
to these people as “Human Bacon”. Justin discusses the five key 
elements people who are “Human Bacon” have discovered and how 
each of us can access these elements within ourselves.

The 5 Stages of Authentic Branding
Justin shares his insights on how both personal and 

organizational brands can be built through a strategic, intentional 
process that is manifested in brand reputation and legacy.  

Shawn Kent Hayashi
Conversations for Change

In this program, Shawn helps you develop the awareness and 
skills to become more of the person that others want to buy from 
or work with. You will leave with a better understanding of how to 
create more meaningful conversations, build stronger teams, and 
develop relationships.

Ron Price
Navigating the Stages of Growth

Ron leads you and your executive team through the Stages of 
Growth organizational model.  This model brings a laser focus to 
preparing your people to handle the complexities and opportunities 
in each stage of growth and reveals how any organization can 
identify and prepare for their key growth issues in each stage.

Tap Into Your Inner Resources for Personal Success
Ron teaches you how to tap into your unused potential to 

create new excitement and success in your life and career. He 
also provides additional resources for guiding and energizing your 
journey toward success.

Carol Gaffney, PhD
Behavioral Intelligence

Dr. Carol, the originator of Behavioral Intelligence®, shares a set 
of skills and the STARR Process© for “doing what’s right to get the 
right things done” more often and with more ease at work, at home 
and in sports.

T E A M
P R O G R A M S
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THE 
COMPLETE LEADER 
Everything You Need to Become a High-Performing Leader

By Ron Price and Randy Lisk

YOU ARE ALMOST THERE
You have the formal education, 
the experience and maybe even 
the title. Yet you crave additional 
development of your leadership 
skills—not just another business 
book or workshop, but something 
practical, actionable and real world. 
Executive coaches Ron Price and 
Randy Lisk combine experiences 
and tools gleaned from decades 
working with leaders. Presented 
in a way that is both customizable 
and scalable, The Complete Leader 
uses practical tools for defining, 
practicing and becoming the 
greatest version of you. 

Order your copies with bulk book 
discounts of The Complete Leader 
through Price-Associates.com



Helping Leaders Grow and 
Change Their World

Price-Associates.com


