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Execute “Great” Leadership
How to move from leadership program to “great” on the 
job performance
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Execute “Great” Leadership

The leadership, training and consulting industry has driven little 
innovation to support a leader truly becoming great on the job. At best, 
leaders might walk away from a training program with a participant 
binder or even a reference app with the content they were taught in the 
classroom to make it more easily accessible. It is also rare that what 
is taught is also what is assessed in a 360, required for performance 
management and succession, and compensated with rewards and 
recognition. Often the expectations set by managers are different 
than what is addressed in the leadership development program. These 
inconsistencies cause noise and a lack of focus on what the company 
needs most. 
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How can organizations ensure that what starts in a leadership development 
initiative continues on the job? How do businesses ensure that leaders get 
consistent messages on “great” expectations, examples of what “great” looks 
like, the right tools, feedback loops and the coaching in the moment? 

Our collaborations with clients have shown that we can create high impact support for execution 
of “great” leadership on the job through the following:

• Expectations, learning and practice 
embedded in work tools Think about 
the tools leaders use every day—email, 
calendaring, budgeting, performance 
management, customer relationship 
management—and design ways to embed 
practice of “great” into these tools. 
Imagine a “smart” calendar that sent you 
reminders of “what great looks like” when 
it recognized that you were having a one-
on-one with a direct report, or holding an 
important offsite meeting. What about 
a “setting great goals” learning tool that 
is available when you have to enter your 
goals into the goal system. It teaches 
you how to write effective goals and 
evaluates your goals.

• Practice as a service Imagine an on-
demand coach whose job is to help you 
practice deliberately for an upcoming 
event (ex. one-on-one meeting, strategy 
setting, budget review, collaboration 
with another function, high performer 
who is considering leaving the firm, daily 
meetings, project kick-offs, customer 
escalation, etc.). This expert observes 
you in action, gives you helpful feedback 
and maybe even drills you on specific 

skills the way a tennis coach would as you 
master your backhand. More than likely, 
this coach is a peer, an executive in your 
company or a retiree who is passionate 
and a true expert at the event you are 
preparing for. This kind of targeted 
coaching is less expensive, can easily be 
implemented virtually and comes at a 
lower price tag than the normal executive 
coaching engagement.

• “Great” playbooks for key meetings Since 
leaders around the world do most of their 
leadership in meetings, why not organize 
reminder content and helpful tools 
around the key meetings they are going 
to lead. Imagine a “great playbook” for 
a strategy-setting meeting, a problem-
solving meeting, an alignment meeting, a 
negotiating meeting, a decision-making 
meeting, a quarterly business review 
meeting—the list is unique to your rhythm 
of the business. 

• Collaborative and fun gaming Imagine a 
strategy execution drill that has teams 
all over the company playing to see who 
can execute the company strategy and 
achieve the highest performance on the 
scorecard: financial, customer, employee 
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and shareholder performance metrics. Imagine a “Creating the Future” game where leaders 
compete to create viable new business ideas to grow the firm. All can be part of an ongoing 
leadership development experience that continues to practice, scale and model great 
business and people leadership.

• A “great” dashboard In a real case, store managers learned this new dashboard in a 
leadership development experience and then were given the tools to operate this dashboard 
back on the job, including for the first time fast access to data that gave them insights into 
the drivers of their store metrics. 

There should be much more focus on “executing great leadership” than we have seen to date. 
Most companies still focus on the leadership development program, rather than the on the 
job execution of the new behaviors, mindsets and actions they need to use on the job. The 
following graphic shows how focus is shifting away from programmatic experiences to on the job 
execution:
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Leadership Development FocusLeadership Development Focus

New Model

When leaders achieve “great,” they do the best work of their careers. They are 
also better equipped to role model and expect “great” from others – both of 
which increase value for their company and their colleagues. 

At Southwest Airlines, where every leader “puts employees first and customers second, they instill 
leadership in every nook and cranny of their organization,” and this culture of “great” leadership 
creates great results.
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BTS is a global strategy execution consulting firm, focused on the people side of 
strategy. Partnering with today’s leading c orporations, BTS designs fun, powerful 
experiences that have a lasting impact on people and their careers—inspiring new 
thinking, building critical capabilities and unleashing business success. By leveraging 
customized business simulations and targeted experiential learning initiatives, BTS 
helps develop the leadership, business acumen and sales skills necessary for superior 
strategy execution.

Headquartered in Stockholm, Sweden, BTS has approximately 400 professionals in 32 
offices located on six continents. Partnering with nearly 400 organizations, including 
over 30 of the world’s largest corporations, BTS’s major clients are some of the most 
respected names in business: Anglo American, AT&T, Chevron, Coca-Cola, Ericsson, 
HP, Rio Tinto, Sony, Telefonica and Unilever.

BTS is a public company listed on the NASDAQ OMX Stockholm and trades under the 
symbol BTS B.

For more information, please visit www.bts.com.

Contact us online at www.bts.com/contact.aspx or by phone: 

North America +1 203 391 5224 

Europe +46 8 58 70 70 00 

Middle East & Africa +27 12 663 6909 

Latin America +52 55 5281 6972 

Asia Pacific +65 6221 2870 

Australia +61 2 8243 0900 

Japan +65 6221 2870 

About BTS

http://bts.com
www.bts.com/contact.aspx


www.bts.com

Strategy made personal
We create powerful experiences that help
leaders build the future of their business


