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ELITE CONSULTING — RECAP OF KEY MODULES

" Elite Consulting Model

NetApp

Capture the hearts

Take a whole-brain
and minds of others

approach to planning

Be aware of your
preferred thinking and
compensate

Uncover and influence
individual’s needs

NEEARP Confidential - Intermal use Only

The process to elite consulting is to think with your whole brain (even if it
does not come naturally), then plan your approach, understand the

individual’s needs then provide a response that directly addresses those
needs.
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" Whole Brain Model

NetApp

Logical Holistic
Analytical Intuitive
Fact Based Integrating
Quantitative Synthesizing

Organized
Sequential
Planned
Detailed

Interpersonal
Feeling Based
Kinesthetic
Emotional

\EFT MODg
Jaow 1HO

Limgic moDE
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Our thinking impacts our approach to the way we plan and engage others
so the more we understand about our preferences and lack of preferences,
the more we can compensate using whole brain models.

© TOTAL INTER ACTION Page 2 of 9



@TOTOl Infer Action

ELITE CONSULTING — RECAP OF KEY MODULES

" Questioning - Exercise

NetApp

A UPPER LEFT UPPER RIGHT D

What
outcomes
do you
want?

What are the
challenge/s?

CHALLENGES

How does
that impact
you?

What's the
current
situation?

B LOWER LEFT LOWER RIGHT C
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Whole brain questioning is a method to ensure that you have uncovered all
the areas of understanding of an individual’s needs prior to proposing a
solution / recommendation.
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" Whole Brain Problem Solving

NetApp
A upper LeFT upper RiGHT D
Define the problem *  What is the end result?
Cause(s) of the problem? «  Whatif... [Brainstorm]?
Cost of fixing it? »  What options are there?
Importance of the problem? »  Where does this problem ‘fit' in

the big picture?.

—
i PROBLEM II
When's the deadline? «  How do you / others feel?
What tasks are required? +  Who does it affect ...?
Is there an existing process to »  Who needs to be involved?
fix the problem? « Is there a ‘people’ problem?
Resources required? «  Political relationship issues?
B Lower Leer Lower richt G
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Look at problems from all quadrants to ensure you provide a solution based
on whole brain analysis.
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¥ Establishing Authority

NetApp
Principle of Authority:
“We generally listen to, trust
and follow the advice of
those we perceive to be
credible authorities”.

—— e ——
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40% of the impact you make in a meeting is based on your credibility (or
relationship with the stakeholder). Never assume credibility. Establish it by
highlighting your association with credible people, organizations and
projects.
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" Passive vs. Active Needs

NetApp

No Need

Information only

Passive Need
Problems or
dissatisfaction

Eg. “We’re considering...”
“We're interested in...”

Active Need

Strong wants or desires
Eg. “l want”, “| must”,

‘I need to...”

More Active Needs Verbalized =
More Urgency + More Professionalism
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Hold off providing a solution until you have uncovered active needs.
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¥ sociT Questioning Model

NetApp

Facts about the current

.

The outcomes or result:
Outcome esults

they want
General Area .
T . Issues or challenges now,
Challenge or in the future

.
Trial The impact the challenge is having now

or could have in the future

Trial your ideas and
potential solutions
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SOCIT - A whole brain approach to questioning. Impact questions help to
develop active needs.
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/ HOUSEKEEPING \
!
The Flow }
NetApp' / CREATIVE GRAB (Optional) \
+
/ SUBJECT (what and why) \
| AGENDA + AGENDA + AGENDA |— -
r ———————————————————————————— ’
(S
BODY —_ BODY — BODY
-
I- e T T e e e N ————— ——
—
SUMMARY + SUMMARY + SUMMARY
}
CONCLUSION / NEXT STEP - -
— e ———=
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“The Hamburger” — A highly effective way of planning meetings and
responses in half the time and delivering with a clear focus on the core
value proposition.

© TOTAL INTER ACTION Page 8 of 9



(\\.6 Total Inter Action

ELITE CONSULTING — RECAP OF KEY MODULES

" Persuasive Content

NetApp'

# 1 Element — Relevance to individual needs
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The number 1 element of persuasion is relevance to the stakeholder needs
(outcomes and challenges). Number 2 is evidence that supports that value.

The more you can show the relevance to your stakeholder’s needs, the
more persuasive you can be.
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