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The week at Northwestern was structured in a very organized fashion to give me an incredible experience.  I was humbled by the array of knowledge and expertise in each daily session.  The personal branding workbook highlighted key areas of my thought process in leadership.  For example, what my biggest professional goals are, and how I can use my strengths to achieve them.  Moreover, all of the questions I answered helped me identify the best direction for the team as a whole.  Identifying our audience, who we need to influence and who we need on board to make this a success.
Monday – Brian Uzzi 
Brian’s introduction emphasized the fact that there is no specific technique of teaching leadership but rather your behavior to each given situation.  Brian stressed that we always want to stay current in our area of expertise.  Continuous research and learning of modern methods is essential in our growth.  A few of his points really had an impact on the session, such as:
· The goal is to spend 2000 hours a year absorbing new material because over time we lose important information.
· We need to absorb new material to enhance our knowledge.  
· Our ability to acquire the information is important – networking with the appropriate people, departments and skill sets.
· Networking is meant to amplify your skills and make you better.
· Continuous learning enhances your ability to achieve new successes
Furthermore, the talk helped me understand specific areas of the Navy Men’s Soccer program where we can reinforce how important communication is:
· Recruiting – networking with other coaches, parents and players to find the right fit for NAVY.  We might be talking to a phenomenal player but if they do not fit in with our vision and mission then it may not be the right fit.
· Midshipmen – daily communication to help them through whatever struggles they are coming up against.  Persuading mids that we are doing things for a good reason that will help them succeed.
· Influence – understanding that I am driving the program and every action taken is analyzed and perceived differently by how it is communicated.
The Echo Chamber concept is where beliefs are amplified or reinforced by communication and repetition inside a closed system.  
· You choose your sources of information, the people you interact with and the people you choose to trust.
· The result is a high influence to your belief system and knowledge by the people close to you. 
· It is imperative to go outside of the Echo Chamber to see different perspectives and points of view on such items as recruiting and tactical strategy.  
· Getting out of the Echo Chamber is a challenge; however spending the necessary time developing trust with others can help keep you on the right track.
Developing trust could be utilized in many different areas.  Teams that share activities outside of their usual framework, community service and sharing passions are ways of developing trust to see a different side of the personality.  
· These activities take the “mask” off of people where their guard can come down and you can get to know them in more depth.  
· Shared Activity Principle - we want as many people participating in a team activity to share some common goals.
· Divide up the differing skills of the team and apply them to where they will be most happy and effective.  
· This will subsequently determine our character traits and will bring us closer together to improve the bonding process.  For example, you are more likely to enjoy the celebration of victory or the commiseration of defeat with someone that has been through the trenches with you.

Tuesday – Loran Nordgren
Loran focused on personal influence and how you are making the most impact.  She expressed that humans are instant evaluators and make immediate perceptions about people and situations.  Leadership is usually associated with specific traits such as power, loud, and aggressive behavior.  People use these cues to make social judgment and it is vital to try and see ourselves as others see us.  This is a form of self-awareness.  Competence and warmth are two high indicators of a leader.
Praise by a third party is often more believable because this is a new voice that is potentially independent and therefore more credible without bias.  Having said that, 1 on 1 meetings are very powerful to talk about positive and negative feedback.
· “High Touch” communication is 1 on 1 close contact and deeper conversation. 
· Avoid too much “Low Touch” communication and learning which is more minimal and transactional.
· If you are always transactional then the immediate thought of the other person is negative before a word has even been said.
You have to identify the critical mass:
· What is important to us?  
· What is necessary to be successful?  
· What is the 85% needed for success?  
· What is our level of talent and capabilities?  
Once this has been figured out, you can apply your time, talent and resources to those items.  Better talent and more resources will increase the level of outcome; however you have to allocate the appropriate amount of time to deliver results.  
· The larger the critical mass, the more chance you have for success.  
· Each area of the 85% needs a leader to drive it to success.  
· There has to be specific control in each area of the organization for it to run smoothly.  This helps to overcome your limitations through the talent and expertise of other people leading different parts of the program and also enhances your ability to work well through other people.

Wednesday – Loran Nordgren
Creating a strong brand involves a distinctive quality which sets you apart from others.  
· What is it that makes you or your brand special?  
· Along with distinction is your authenticity – be real, honest and follow through with what you say you will because a failure to do this will have a negative impact on your credibility.  
· When people are inconsistent they lose credibility.  
· Clarity of who you are is also important – there should be a few core concepts that define who you are and are clear to the people in your personal and professional life.
· Visibility is essential – making sure you are attracting the appropriate people to your brand. 
· There has to be a well-defined audience, for example who are we looking to bring on to the bus?  Are these people going to fit into the ethos of the team?  Do they have the necessary skills and character traits to fit in well with the vision?
Everyone wants their work to have meaning – they need a reason why they are doing something.  This sense of purpose should be key motivational factor ahead of any extrinsic reward.  Sometimes expressing why you do something is powerful for the listener.  
· Why do I coach?  
· Stories from previous experiences in soccer can also help the players relate to what they are going through. 
· Spending time with previous players can also help you maintain a relationship, but maybe to figure out how to do something even better in the future.
Decisions are made based on the presentation of data, and NOT the data itself.  Data can be framed in many different ways to distort or show bias in to whichever area you want.  The evidence and facts do not persuade an individual one way or the other, but rather the argument made to back up the things we know from the data.  
· Binary decision – a choice between 2 different options.  
· Our premise has to be with good reason based on the facts of the situation and structured in a way to get buy in from all stakeholders.  
· Persuasion is different than proof!  
· Overcome cognitive biases to get your point across and make people think about what you have said in an attempt to get buy in and an understanding that embracing the idea could be the best way to move forward.
Teams work better under a singular goal.  If we are all pulling in the same direction for the same reward then we share a common interest.  Divergent goals can often distort why we are all here and give different priorities for certain individuals.  
· Socratic leadership is all about creating doubt in the mind of the individual, and presenting alternatives so that there are solutions to problems.  
· Teaching this principle will help the team grow and utilize the skills of the group to work through times of test.  
· Rivalry has to be transformed into collaboration.  Maybe a rival on the field in a specific position or age group, we have to use this as fuel to help each other and make everyone around us better.  
· Example: 2 right midfielders training together and pushing each other even though they might be competing for the same spot on a Saturday.
Use questions as a resource for finding out key information – “the real power is in the questions.”  You can find out a lot about what is going by asking key questions to players.  Maybe a swing vote of which way the team is going for a specific issue, maybe there is information gradually surfacing about something going on with the team.  
· The power of questions can create a support structure where people feel valued that they are being asked a point of view or what their input is.  
· Deep observation just from the questions you ask.  
· Meetings are beneficial when everyone gets an opinion and then a decision can be made based on everything that has been heard.
Overall, I truly benefitted from the networking, self-improvement and the chance to reevaluate the essentials for building our program.  Each individual offered something different and I saw great benefit from asking questions to the speakers which were specific to my own situation.  I felt like I have had a customized professional development week and was impressed with the attention to detail and the personable approach to the event.
