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What would you like to get out 

of this talk? 

Decide on your top three objectives  

by completing the sentence.  

“I want to know how to….” 
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“Seven out of ten teams fail to 

produce the desired results” 

 

A. T. Kearney – “The Trouble with 

Teams” - 1995 
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What is a team? 

• A group of individuals who are working 

together to achieve a shared goal 

• Have some authority to manage their 

own work and internal processes 

• Are dependent on each other to achieve 

the goal. 
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What really happens in your 

Team? 

Suppose an intelligent and wise alien 

watched a film of one of your team 

meetings.  What conclusions would 

they draw from seeing your team 

interact together? 
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From the Alien perspective 

• Is it clear what these people are doing here? 

• Do they seem to know why they are in the 

meeting? 

• Are they happy to be here? 

• Is everyone involved and contributing? 

• Do they seem engaged and making progress in a 

direction or is the meeting more of a ‘ritual’? 
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Definition of a Ritual 

A ritual is a set of actions, performed 

mainly for their symbolic value, which is 

prescribed by a religion or by the 

traditions of a community.  

 

en.wikipedia.org/wiki/Ritual  

 

http://www.google.com/url?sa=X&start=5&oi=define&ei=uFGGR-mZN6jkQeOhjMsG&sig2=nnI6mGni9xbA0WWE196RiA&q=http://en.wikipedia.org/wiki/Ritual&usg=AFQjCNGAXCwk6a1a7Ytps9xtDroyDxH76w
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The Crunch Questions 

       Using a scale of 1 to 10 with 10 being complete agreement 
give a rating against the following statements: 

1. I can describe the purpose of my team in a meaningful way 

2. I agree that team members tell the truth to each other 

3. I know how the success of my team will be measured 

4. I agree that team members hold each other accountable 

5. I believe that team members trust each other 

6. I know the team has standards in how they behave towards 
one another 

7. I would choose to be part of this team if I had a free choice. 
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And other Team Members? 

If you have answered all the statements 

with a high rating how do you know that 

your fellow team members agree with your 

rating? 
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The Five Dysfunctions of 

Teams - Patrick Lencioni 
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Creating Trust 

 

 

•  Be authentic.  Be honest about weaknesses  

•  Communicate feelings as well as ideas 

•  ‘Walk the talk’ 

•  Keep your word and support others in doing so 

•  Demonstrate commitment 

•  Show your values and moral purpose 

 

 

 

 



© 2012 Robert Griffiths  

bob@bobgriffiths.com  

Handling Conflict effectively 

 

 

• Examine your own attitudes towards conflict and if 

you are not confident about dealing with it learn the 

skills to address it positively 

• Establish team rules for handling conflict 

successfully 

• Agree with your team how members will behave 

when conflict breaks out. 
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Addressing lack of 

Commitment 
 

 
• Review commitments at the end of each meeting 

and ensure all team members are aligned 

• Make it clear to team members that it is ok to 

disagree but after a certain point the team still 

expects commitment to action. Are you on the 

bus? 
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Supporting Team Members in 

being accountable 
 

 
• Explicitly communicate about goals and 

standards of behaviour 

• Regularly discuss performance versus goals and 

standards 

• Uphold the standards the team has set. 
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Focussing on Results 

 

 

• Keep the team focussed on tangible group goals 

• Reward individuals based on team goals and 

collective success 

• Publicly recognise contributions. 
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So you want to be a more 

effective leader? 
 

 
Be yourself - more – with skill 

Sounds easy – it is not 

 

 

 

 

 
‘Why Should anyone be led by you’ – Rob Goffee and Gareth Jones 
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“ The two most compelling attributes (of an 

FD) are nothing to do with numbers – they 

are an absolute fascination  

with the wealth creation process and an 

extremely high emotional intelligence.”   
Steve Marshall, Chair, Balfour Beatty  Plc 
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The new demands on Finance 

Teams 
It is no longer enough to ‘know the numbers’ 

There is a need for: 

• Commerciality and forward thinking 

• Strategic planning for growth 

• Excellent communication skills 
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Leadership - The personal 

challenges 

• To understand self and others 

• Employ smart people who compensate for your 

weaknesses 

• To develop effective political skills 

• To make quick decisions with insufficient 

information. 
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Leadership questions 

 

 

Using a scale of 1 to 10 with 10 being complete agreement 
give a rating against the following statements: 

 

• I am confident and comfortable with my own strengths 

and weaknesses 

• I know how to communicate them appropriately 

• I am open to all types of feedback  

• I help create a vision for my team 

• I know the values and motivations of my team members 

 

 

 

 

 

 
‘Why Should anyone be lead by you’ 
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Financial leader questions 
Using a scale of 1 to 10 with 10 being complete agreement 

give a rating against the following statements: 

• My team has a strong commercial focus.  We regularly 
initiate ideas for improving systems and generating 
wealth. 

• I am good at translating financial data for non financial 
people 

• I have a strong team of advisors 

• I understand most of the non financial aspects of how 
my business works 

• I communicate effectively in a wide variety of settings 
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So What? 

 

 
Given the information that you have learnt 

today write down on one or two key actions 

that you are willing to commit to following 

through with your team. 
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And finally… 

 

 

• If you would like electronic copies of the slides 

contact me at bob@bobgriffiths.com or leave your 

card 

• If you would like to make your team even more 

successful or to talk about a particular situation 

contact me on 0207 787 8599 or 07931 851 033 for 

a no obligation discussion. 
 

 

mailto:bob@bobgriffiths.com
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The End 

 

 Thanks for coming 

 


