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the Getty—TAKING

ASSESSMENTS TO THE NEXT LEVEL

he best development programs

I inspire participants to

implement key ideas following

the learning session. We want to, we

plan to, but we often fail to follow

up, and then much of the value of

the learning can be lost — although

we know implementing key learning
points is well worth the effort.

This is what Andrea Bestow, Getty
events manager wanted to do.

In February of 2002, Madelon
Miles was invited to facilitate a
communication training for the Events
and Food Services staff due to The
Getty’s move to its dramatic new hill-
top location. Before this relocation,
each department handled its own
events. But the relocation caused
consolidation internally.  Plus, the
beautiful new setting attracted many to
host private functions in the new space,
all adding up to hundreds of functions
each year for the Events department.

Milestones Performance
Management System
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Improving communication with clients
and each other was critical. Madelon,
having worked with The Getty Center
for nearly eight years, designed a
retreat focused on customer service
and conflict management.

Andrea Bestow found the program
incredibly informative and instructive,
especially for event planning, which is
so heavily service-oriented and results-
focused.

UNDERSTANDING WHAT IS
IMPORTANT TO OTHERS

Immediately after the training,
Andrea brainstormed ways she could
keep what had been learned during
the retreat - part of the day-to-day
communication of her staff. She
wanted to create a series of exercises
for practicing the use of the Behavioral
Styles and Values assessments. This
would aid successful communication
among her internal staff and in turn, their
internal and external clients. Andrea
felt, “the value-drivers that motivate us
are clues to why we behave the way we
do. We needed to understand what was
important to each other.” That was the
first key learning point Andrea selected
to take to the next level.

Andrea and her staff began by
reviewing each team member’s Values
assessment results. She had nametags
made for each staff member that
displayed their two highest values

Continued over
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uring the month of April,
Madelon was a keynote
speaker for The Association of
Free Community Papers Annual
Conference at

the Flamingo
Hilton Hotel
in Las Vegas.
Having started
her career in the
| newspaper busi-
| ness, Madelon is
well acquainted
with the indus-

try. Her speech entitled, “Elimi-

nating the Gamble from your
Leadership:Finding and Retain-
ing Star Performers” addressed
how owners, publishers and sales
managers can develop specific
tools for leading and communicat-
ing with their teams.

B rett and Madelon will undergo
eight days -~

of training July
18 - 25 at The
Hendricks Institute
in QOjai, CA to
increase their
skills in coaching
professional
relationships
(applied 1in
executive coaching, facilitation,
and conflict resolution).

mileestone \ mi(a)l -,ston\ 1: a stone set to measure
distance, indicating progress toward

desired goals.
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from the Milestones Values assessments.
Subsequently,  these  values-name
tags were worn by the staff to regular
department meetings. Not surprisingly,
it was a great experiment! The values-
name tags were a visual cue to see what
each colleague regards as important.
Immediately, they were better able
to understand each other. This initial
exercise was so successful that other
ideas ensued.

Interest and fun was piqued. “People
loved speaking to each others’ values,”
said Andrea. Energy in the team was
lifted and the game was on to do more
with other key learning points from the
one-day communication seminar.

CREATING A COLLAGE

Andrea’s team created another game;
“Collage a Colleague.” In the spirit of
departmental team building, each team
member selected a colleague as a buddy
and then built a collage about them. They
could use pictures, symbols, quotes or
anything that would identify the values
or behavioral style of their colleague, as
identified in the Milestones’ Behavioral
Style and Values assessments, presented
in the original communication seminar.

Learning continued. The payoff
soared. More ideas emerged. Together,
the team decided to look for common
similarities and differences in their
values and behaviors. They discovered
that many had in common a desire to
be free from excessive detail. This
knowledge will be extremely helpful in

hiring the next staff assistant, as well as

www.MilestonesInc.com

guiding Andrea in how she can best manage her team. An assistant who naturally
likes to handle details will be a solid fit for this team.

Andrea’s team has quickly discovered the values behind their communication
in these group exercises. This diverse group has experienced a high level of
teambuilding, and become skilled at communicating with each other and
clients. Their growth as a team has been tremendous. Through Madelon’s initial
communication offsite with the Events staff and through subsequent meetings,
Andrea Bestow has generated an environment where her staff is motivated to
contribute to the team as a whole. Ultimately they’ve achieved their goal of
developing stronger relationships with both team members and clients - by
discovering a myriad of ways to take their original Style and Values assessments
to the next level.
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Full Participation: Why Not?

S0 Coaching requires permission. To participate in a coaching
conversation, a coachee has to want to participate. Why wouldn’t
a coachee want to be coached? Well, there are lots of reasons. The
need to feel safe is the number one reason for resisting being coached.
What can you do to make a person feel safe? After you rid yourself
of criticism, blame, and negativity, try seeing the coachee as able,
capable, and willing. See them as possibly needing some encourage-

ment and perhaps clarity as to the challenge and solution.
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