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SIGMUND Coaching: Personalized development
program for soft skills and professional competencies

Anne, this innovative program has been specially designed to support you in the
development of your personal and professional skills. Based on the results of the test
you took, SIGMUND Coaching offers a tailored approach to help you fully harness
your potential and adapt to the challenges of today's professional world.

Through an in-depth analysis of your strengths and weaknesses, this program offers
you, Anne, a series of targeted exercises and reading recommendations tailored to
your specific needs. Soft skills, these behavioral and relational abilities, are
increasingly valued by employers and are essential for success in all fields.
SIGMUND Coaching provides you with a personalized development path, taking into
account your specific needs and the skills expected for a position for which you took
a test: director comercial.

By investing in your growth and committing to this continuous development process,
you will open new doors and discover unforeseen opportunities. It is important to
emphasize that the success of this program relies on your personal commitment and
willingness to invest time and effort in developing your skills. This will require
perseverance and discipline, but rest assured that we have confidence in your
resources and your ability to overcome the obstacles that will arise. The result is truly
worth it, as it will lead you to a fulfilling professional and personal future.

Anne, get ready to embark on a journey of self-discovery, development, and
transformation with SIGMUND Coaching, your partner for a fulfilling professional and
personal future.

Mastering Efficiency: A Pathway to Leadership Excellence in Commercial
Directorship

"Efficiency is doing better what is already being done." - Peter Drucker. This quote
emphasizes the critical need for continual improvement and optimization, particularly
in a commercial director role where effective resource allocation and operational
efficiency directly impact bottom-line results.

First Exercise: Time Audit. For one week, keep a detailed log of daily activities,
categorizing each task as high, medium, or low value based on its impact on sales
performance and team management. After the week, analyze this log to identify
areas where time can be better allocated and less valuable tasks can be delegated
or minimized. This will help develop awareness around productivity and challenge
inefficiencies.

Second Exercise: SMART Goals Worksheet. Set specific, measurable, achievable,
relevant, and time-bound (SMART) goals for your commercial strategy over the next
quarter. Include progress indicators such as weekly check-ins, sales metrics
comparisons, and team performance benchmarks. By setting clear goals, you will
sharpen your focus, prioritize efficiency, and track your progress effectively.
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* Book: 'The 4-Hour Workweek' by Tim Ferriss. This book explores productivity
tricks, time management strategies, and how to eliminate unnecessary tasks. It's
beneficial for a commercial director to learn how to maximize results and minimize
effort, fostering a mindset of efficiency.

» A Second Book: 'Essentialism: The Disciplined Pursuit of Less' by Greg McKeown.
This book focuses on identifying what is essential and eliminating what is not, which
is key for a commercial director seeking to streamline processes and improve their
team's efficiency.

In conclusion, developing the efficiency skill is vital for a commercial director as it
not only enhances personal productivity but also empowers the entire team to work
smarter. By mastering efficiency, a director can drive higher sales performance,
make better strategic decisions, and foster a culture of continuous improvement that
leads to sustained business growth.

Mastering the Art of Organization: A Blueprint for Commercial Directorship
Success

"For every minute spent in organizing, an hour is earned." - Benjamin Franklin. This
quote exemplifies the profound impact that organization can have on productivity
and efficiency, essential traits for a successful commercial director. It highlights that
investing time in organizing one’s tasks and responsibilities leads to greater returns
in time management and effectiveness.

Exercise 1: The Daily Prioritization Planner. Each morning, take 15 minutes to
identify and prioritize your tasks for the day. Create a list of your top 5 priorities,
focusing on those that will have the most significant impact on your objectives as a
'director comercial'. Organize them using the Eisenhower Matrix to differentiate
between urgent, important, and less critical tasks. At the end of the day, reflect on
what was accomplished and what could be improved in your planning for tomorrow.

Exercise 2: The Weekly Review and Goal Setting. At the end of each week, allocate
30-45 minutes to review your accomplishments, challenges faced, and areas of
growth. Set specific goals for the upcoming week, ensuring they align with your
broader objectives as a commercial director. Document these goals and keep track
of your progress through a simple checklist or digital tool. Indicators of progress can
include the number of tasks completed versus planned, and self-assessment of how
well you felt organized throughout the week.

* Book Recommendation: "Getting Things Done: The Art of Stress-Free Productivity"
by David Allen. This book provides a comprehensive framework for managing tasks
and projects effectively. The methodology offers valuable techniques for organizing
work and projects, which will be transformative for someone in a leadership role. It
emphasizes clarity and control over one's tasks, making it an essential read for
enhancing organizational skills.

» Second Book Recommendation: "Essentialism: The Disciplined Pursuit of Less" by
Greg McKeown. This book focuses on the importance of concentrating on what truly
matters and eliminating the non-essential. For a 'director comercial', mastering the
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ability to prioritize effectively is critical. McKeown's insights can help streamline
decision-making processes and improve overall productivity, which is vital for
achieving commercial targets.

In conclusion, developing organizational skills is paramount for a ‘'director
comercial'. Effective organization not only enhances personal productivity but also
fosters a structured approach to team management and strategy implementation.
This leads to achieving business goals efficiently and effectively, setting a foundation
for long-term success in commercial leadership roles.

Resilient Leadership: Mastering Stress Management for Commercial Success

“It’s not stress that Kills us, it’s our reaction to it.” — Hans Selye. This quote highlights
the importance of our response to stressful situations, particularly in a leadership
role where maintaining composure can significantly impact team morale and
productivity.

Exercise 1: Mindfulness and Stress Journal. For one week, keep a daily journal
documenting your stress levels throughout the day, noting specific triggers, your
emotional reactions, and coping strategies utilized. At the end of the week, reflect on
patterns and identify which stressors are most challenging. This will help develop
awareness of your stressors and how to effectively manage them in the context of a
high-pressure sales environment.

Exercise 2: Stress-Scenario Simulations. Create a series of high-pressure scenarios
relevant to your role as a director comercial (e.g., negotiating a large deal, managing
a team during peak sales periods) and role-play these situations with a colleague or
coach. After each simulation, review your emotional responses and coping methods,
aiming for incremental improvements in maintaining composure and decision-making
under pressure. Progress indicators can include self-assessment of stress levels
before and after simulations and feedback from peers on perceived stress
management.

* Book: 'The Relaxation Response' by Herbert Benson. This book offers practical
techniques for reducing stress through mindfulness and relaxation. It is valuable for
anyone in a commercial leadership role, as it provides tools to remain calm and
effective during challenging situations, which is crucial for making sound business
decisions.

» Second Book: 'Dare to Lead' by Brené Brown. This book focuses on the importance
of vulnerability and emotional resilience in leadership. For a director comercial,
cultivating courage and the ability to stay grounded under stress is critical for leading
teams through challenges and maintaining strong relationships with clients.

In conclusion, developing resistance to stress is paramount for a director
comercial. This skill not only enhances personal well-being but also fosters a
productive team environment and strengthens client relationships. As stress is
inevitable in high-stakes roles, harnessing the ability to manage it effectively leads to
better decision-making, innovative problem-solving, and ultimately, commercial
success.
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Connecting with Ease: Mastering Communication for Successful Sales
Leadership

"The most important thing in communication is hearing what isn’t said." — Peter
Drucker

First Exercise: Active Listening Practice. In this exercise, Mrs. Onimo will partner
with a colleague or friend, where one person speaks for 5 minutes about a topic of
their choice while the other practices active listening. The listener should focus on
understanding the speaker's message, observing body language, and noting
emotions. After the 5 minutes, the listener will summarize what was said and
express their reactions. This exercise will help enhance empathy and understanding,
essential for a director comercial position, as it fosters better relationships with
clients and team members.

Second Exercise: Networking Simulation. Mrs. Onimo will attend a local professional
networking event (can be virtual or in-person) where she will connect with at least 5
new professionals. She will prepare a brief introduction about herself, including her
role and interests. After establishing contact, she will take notes on each person’s
interests and needs. Progress indicators will be the number of new contacts made,
the quality of the conversations (assessed through immediate feedback or self-
reflection), and follow-up actions taken after the event.

* Book Recommendation: 'How to Win Friends and Influence People' by Dale
Carnegie. This classic book emphasizes essential relationship-building techniques
and effective communication strategies, which are vital for a director comercial. It
provides practical advice on how to influence others positively and establish rapport,
thus enhancing ease of contact.

* A second book: 'Crucial Conversations: Tools for Talking When Stakes Are High' by
Kerry Patterson, Joseph Grenny, Ron McMillan, and Al Switzler. This book
addresses how to handle high-stakes conversations and improve communication
skills under pressure. It is particularly beneficial for a director comercial who must
navigate challenging discussions with clients or team members. Mastering these
techniques can lead to better decision-making and relationship management.

Conclusion: Developing the Ease of Contact skill is paramount for Mrs. Anne Onimo
as a director comercial, as effective communication and strong relationships are the
foundation of successful sales leadership. By mastering this skill, she will not only
enhance her team's performance but also foster trust and loyalty with clients, driving
long-term success in her role.

Harmony in Action: Mastering Teamwork for Commercial Leadership

"Alone we can do so little; together we can do so much." — Helen Keller. This quote
encapsulates the essence of teamwork, emphasizing that collaboration amplifies
impact, which is vital for a 'director comercial' who must lead teams towards
achieving ambitious sales goals.
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Exercise 1. Team Role Exploration

Objective: To understand individual strengths and roles within a team.

Instructions: Form a small group with 3-5 colleagues from your department.
Together, create a "Team Role Map' where each member identifies their strengths,
weaknesses, and preferred roles based on established frameworks like Belbin's
Team Roles. Afterward, share and discuss your individual maps while identifying
complementary strengths within the team to highlight how these roles can enhance
team performance. Create a visual representation (e.g., poster, digital chart) that
encapsulates this information and hang it in your shared workspace as a continual
reminder of your collective strengths.

Exercise 2: Weekly Team Reflection and Feedback

Objective: To cultivate open communication and constructive feedback within the
team.

Instructions: Set aside 30 minutes each week for a reflective feedback session with
your team. Each member should prepare a brief summary of their contributions and
any challenges faced that week. Encourage a culture where everyone gives and
receives feedback positively, focusing on growth and collaboration. Track progress
by noting areas of improvement and successful collaborations that arise from these
discussions. After a month, assess how these reflections have influenced team
dynamics and performance metrics with indicators such as increased sales figures or
improved project outcomes.

* Book Recommendation: 'The Five Dysfunctions of a Team' by Patrick Lencioni.
This book delves into the common barriers to effective teamwork. Lencioni presents
a model that identifies five dysfunctions that impede team cohesion and performance
and offers actionable solutions. It's especially useful for a 'director comercial' to
understand the dynamics of their team and learn how to foster an environment that
promotes collaboration and productivity.

» Second Book Recommendation: 'Crucial Conversations: Tools for Talking When
Stakes Are High' by Kerry Patterson, Joseph Grenny, Ron McMillan, and Al Switzler.
This book equips readers with tools to manage high-stakes conversations, enabling
team leaders to navigate conflicts and build stronger relationships. Effective
communication is key for a 'director comercial' to successfully lead a diverse team
and drive results. The skills cultivated through this book directly contribute to
enhancing teamwork.

In conclusion, developing teamwork skills is essential for anyone in a 'director
comercial' position. Strong teamwork fosters an environment where diverse
perspectives are valued and innovation thrives. As teams collaborate effectively,
they are better equipped to achieve goals, enhance customer satisfaction, and
ultimately drive sales. Investing in this skill set not only propels the individual into
successful leadership but also positions the entire team for collective success.

Mastering the Art of Listening: A Pathway to Commercial Success
"Most people do not listen with the intent to understand; they listen with the intent to

reply." - Stephen R. Covey. This quote resonates deeply with the necessity for a
'director comercial’ to foster effective communication. Understanding client needs,
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team dynamics, and market feedback is pivotal in making informed decisions and
driving success.

Exercise 1: Active Listening Practice - Pair up with a colleague or friend and engage
in a conversation where each person takes turns discussing a topic for 5 minutes.
The listener must then summarize what the speaker has said without adding
personal opinions or interruptions. This exercise hones the ability to focus,
understand, and retain information crucial for a 'director comercial'. Follow up with
feedback from each other on how well you listened and understood the points
brought up.

Exercise 2: Reflective Listening Journals - Over the course of a week, maintain a
journal where you document conversations you've had with colleagues, clients, or
stakeholders. Note down key points discussed, emotions expressed, and any
important insights gained. Progress indicators include the clarity of your notes, any
emerging themes, and your ability to recall information from past conversations in
future discussions.

* Crucial Conversations: Tools for Talking When Stakes Are High by Kerry Patterson,
Joseph Grenny, Ron McMillan, and Al Switzler. This book emphasizes the
importance of dialogue in high-pressure situations and offers tools for effectively
navigating conversations that matter. It's particularly useful for improving listening
skills in a commercial setting because it teaches how to listen actively and respond
thoughtfully.

* The 7 Habits of Highly Effective People by Stephen R. Covey. This transformative
book focuses on personal and interpersonal effectiveness through principles that
involve listening skills as a foundation. Developing these habits can significantly
enhance both professional relationships and business outcomes.

In conclusion, developing the Listening ability skill is paramount for a 'director
comercial'. It is through effective listening that a leader can grasp the nuances of
team dynamics, understand client needs, and interpret market trends. This not only
enhances communication but also fosters trust and collaboration, which are crucial
for driving commercial success.

Unleashing Tenacity: Mastering Willpower and Perseverance for Commercial
Excellence

"Success is not final, failure is not fatal: it is the courage to continue that counts." -
Winston S. Churchill. This quote emphasizes the importance of resilience in the face
of challenges, which is critical for a director commercial. In this role, one must
navigate setbacks, adapt strategies, and maintain focus on long-term goals,
demonstrating unwavering determination to achieve commercial success.

Exercise 1: Daily Commitment Tracker. Start by identifying three key goals for your
role as a director commercial—these could be sales targets, client engagement
objectives, orteam leadership ambitions. Create a daily commitment tracker where
you note down specific actions taken towards these goals. Each day, allocate time
for reflection on what motivated you and how you felt about the progress made. This
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will enhance your willpower as you actively commit to daily achievements, reinforcing
a habit of perseverance.

Exercise 2: Challenge the Comfort Zone. Set a series of small challenges that push
you out of your comfort zone—such as making cold calls, proposing a new strategy
at a meeting, or engaging in a tough negotiation. Document your thoughts and
feelings before, during, and after the challenges. Progress indicators can include the
number of challenges completed, self-reported anxiety levels before each challenge,
and self-assessment of growth in confidence and ability to manage discomfort over
time. This exercise builds both willpower and the ability to persist through discomfort.

* Mindset: The New Psychology of Success by Carol S. Dweck. This book delves
into the concept of a growth mindset—believing that abilities can be developed
through dedication and hard work. It is incredibly useful for improving willpower and
perseverance as it encourages readers to embrace challenges, persist in the face
of setbacks, and see effort as the path to mastery—crucial traits for anyone in a
director commercial position.

» Grit: The Power of Passion and Perseverance by Angela Duckworth. This book
explores the science behind grit, which combines passion and sustained persistence
toward long-term goals. It's insightful for a director commercial, as it provides
strategies for developing grit—essential for weathering the ups and downs of the
business world and maintaining focus on what truly matters in achieving commercial
objectives.

Developing willpower and perseverance is vital for a director commercial, as these
skills empower individuals to overcome challenges and maintain a clear focus on
long-term goals. With the dynamic and often challenging nature of the commercial
landscape, honing these skills not only enhances personal resilience but also
inspires teams and drives organizational success.

Unleashing Competitive Edge: Mastering Skills for the Director Comercial
"In the midst of chaos, there is also opportunity.” - Sun Tzu

Exercise 1: Market Analysis Deep Dive - Identify and analyze three key competitors
in your industry. Create a profile for each, detailing their strengths, weaknesses,
market positioning, and strategies that make them successful. Use this analysis to
find gaps in the market that you can leverage. This exercise is designed to enhance
your strategic thinking capabilities crucial for a director comercial role, enabling you
to capitalize on opportunities and outmaneuver competition effectively.

Exercise 2: Competitive Simulation - Organize a role-playing exercise with your team
where you simulate a competitive scenario. Each participant adopts the persona of
competitors in your market. Set specific objectives for each competitor and see how
your team devises tactics to outperform them. Progress indicators should include the
number of strategies proposed, the effectiveness of these strategies in the
simulation, and feedback from team members on the collaborative process. This
exercise fosters a collaborative atmosphere while sharpening competitive instincts.
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* Good to Great by Jim Collins - This book focuses on how companies transition from
being good to great, which is invaluable for understanding competitive advantage.
The insights about company culture, leadership, and strategic decisions will provide
actionable frameworks that directors can embrace in their pursuit of excellence.

* The Innovator's Dilemma by Clayton M. Christensen - This book discusses how
established companies can fail in the face of new technologies and disruptive
innovations. For a director comercial, understanding these concepts is crucial to
maintain a competitive edge and anticipate market shifts. The lessons from this book
will help in developing strategies to keep ahead of both competitors and changing
consumer demands.

Developingthe Competitiveness skill is paramount for a director comercial because
it directly influences the organization's ability to thrive in a competitive landscape.
This skill not only empowers directors to identify and seize opportunities but also
enables them to cultivate resilience and adaptability in their teams. Ultimately,
enhancing competitiveness leads to sustained growth, innovation, and market
leadership.

Mastering the Art of Persuasion: Elevate Your Leadership for Success

"The most important thing in communication is hearing what isn't said." - Peter
Drucker. This quote emphasizes the essence of persuasion, which goes beyond
mere words; it involves reading the room, understanding emotions, and responding
effectively. For a commercial director, this skill is crucial for influencing stakeholders,
clients, and team members to achieve organizational goals.

Exercise 1: Active Listening Workshop - Schedule a role-playing session with a peer
or mentor. Choose a topic related to your industry and present your perspective.
Your partner's task is to actively listen and then summarize your points before
presenting their counter-arguments. This practice of asking clarifying questions and
reflecting what you've said will strengthen your listening abilities, which are essential
for persuasive communication in a director commercial role.

Exercise 2: Persuasive Messaging Challenge - Develop a persuasive email or
presentation targeted at a potential client. Focus on structuring your argument with
compelling evidence, addressing potential objections, and creating a call to action.
After completing the exercise, ask for feedback from colleagues and document their
responses. Progress indicators include the clarity of your message, the strength of
your arguments, and the effectiveness of your call to action in obtaining a follow-up
meeting.

* Influence: The Psychology of Persuasion by Robert B. Cialdini - This book delves
into the principles of influence and how they can be applied to persuade others
effectively. It is particularly useful for a commercial director seeking to understand
the psychological triggers that impact decision-making, helping you craft more
persuasive messages based on proven principles.

* Never Split the Difference: Negotiating As If Your Life Depended On It by Chris
Voss - In this book, former FBI hostage negotiator Chris Voss shares his negotiation
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techniques that can significantly enhance persuasive skills. For a director
commercial, mastering negotiation tactics is essential for leading successful sales,
negotiations, and partnerships.

Developing the persuasion skill is fundamental for a director commercial, as it
empowers you to effectively influence decisions, inspire teams, and build lasting
client relationships. Mastering the art of persuasion not only accelerates career
advancement but also equips you to handle complexities in various commercial
interactions, ultimately contributing to the success of the organization.

Anne, we strongly encourage you to take ownership of these personal and
professional development exercises and to read the suggested books to go even
further. This experience will not only allow you to acquire new skills and knowledge
but also to thrive personally and boost your career. Remember that success often
depends on your willingness to learn, adapt, and surpass yourself. So, choose to
embrace this program and become the best version of yourself, for a promising and
fulfilling future.
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