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Motivation is the fifth of five books in the D.R.E.A.M. of LEADERS®

publication series.




“A boss doesn't do the deed,


he awakens the desire to get deeds done.”1


Edgar Pisani (French politician)


Dear Reader,


Congratulations! You are now holding Workbook: Motivation in your hands, our fifth and final workbook. You are ready to complete your insight into our D.R.E.A.M. Formula and your understanding of leadership.


Should this be your first encounter with us and our books, let us take this opportunity to introduce ourselves. For over 15 years, we have been guiding and promoting people’s professional development, an undertaking we carry out with passion. Thus, we have made cultivating leaders our primary responsibility, most specifically, by developing the D.R.E.A.M. Formula2:





	D

	Dedication: Wholehearted commitment to mission, 24 hours a day





	R

	Responsibility: Assuming full responsibility for your decisions, for your staff and for yourself





	E

	Education: Ensuring you and your staff evolve





	A

	Attitude: Living and communicating your personal mindset (philosophy) and values





	M

	Motivation: Commitment as the foundation of all deeds







The D.R.E.A.M. Formula acronym can also be understood as a checklist, illustrating the self-concept of a leader. It is how leadership can be understood and lived. This being a highly complex and multi-layered subject, our first publication, D.R.E.A.M. of LEADERS®. Leadership is not an Illusion, could only render a first impression of how we understand leadership. Consequently, we have issued a separate workbook for each letter of the D.R.E.A.M. Our intention is to go further into certain aspects, offer more illustrative examples and provide practical worksheets for you to solidify what you have learned at the end of each chapter. Formula®. Our intention is to go further into certain aspects, offer more illustrative examples and provide practical worksheets for you to solidify what you have learned at the end of each chapter. Our workbooks are intentionally designed to be read and applied independently of each other. It is not necessary to read the first book, as the basic structure of the original chapters is the same. We have simply intensified the depth of knowledge with supplementary information and examples.


We usually work with our clients over an extended time period, getting to know one another quite well. Our mission is people work, building relationships, which is reflected in the language we use.3


In this workbook, we address the topic motivation. We interpret this first and foremost as a leader's willingness to perform. Motivating your employees doesn't mean you should become a cheerleader – much more effective are employee participation, regular two-way communication as well as praise and recognition. The closing chapter goes into the legacy of a leader.


We wish you interesting, refreshing and educational reading!
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1 Unspecified quotes are taken from Book of Quotations (Bassermann-Verlag, 2013) or from digital quote collections.


2 D.R.E.A.M.-Formel® is a protected trademark owned by Liscia Consulting and registered with the German Patent and Trademark Office.


3 To enhance readability, we have alternated masculine and feminine non-specific personal pronouns per chapter. Hence, in this context, we consider both genders gender-neutral and hope they are understood as such.
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	CEO:

	So, you say you’re a motivation trainer?





	LISCIA:

	No, I don’t.





	CEO:

	A motivation coach?





	LISCIA:

	Nope.





	CEO:

	You don’t show us how to walk over hot coals, beating your breast and shouting, “Whiz-bang!”?





	LISCIA:

	Definitely not.





	CEO:

	But you do change your clients lives overnight, right?





	LISCIA:

	We support our clients in defining and reaching their goals, be they short-term or long-term.





	CEO:

	Pity. I was looking forward to the hot-coal bit.







Motivation ≠ Cheerleading


When it comes to discussing employee motivation with leaders, they often tell us they would rather not go into it. They feel silly pretending to be cheerleaders. The good news is: that won’t be necessary. Motivation has nothing to do with cheerleading or show business.


But we understand very well how this association immediately arises. Just watch the self-proclaimed motivation gurus for five minutes. See them hopping around the stage at their mass events, throwing colorful balls into the crowd or having their followers walk over hot coals. And all the while they rant incessantly, “You can achieve anything! Wealth! Success! The perfect figure! In just one week!” All you need is the right attitude, faith in yourself and, of course, the right guru.


At this point, we have no difficulty bringing our leaders back down to Earth. Motivation has nothing to do with entertainment. No one expects you to swagger up to your employees, throw out your chest and roar them to top performance with breast-beating clichés. That’s fast-food psychology, not motivation.


The term motivation is derived from the Latin verb movere, and means to move, incite or stimulate toward action. Merriam-Webster.com defines motivation thusly: 1. a) the act or process of motivating; b) the condition of being motivated. 2. a) motivating force, stimulus, or influence: incentive, drive. In our context, motivation means a leader is responsible for guiding employees to discover their own incentive to get somewhere or do something. All the better when combined with cheerfulness, humor and a decent work environment. There’s no need to put on a show. In the following chapters, we will illustrate how motivation can be instilled without fireworks or hot coals.


This begs the question: Why are so many people taken in by airy-fairy hype, promising them the pie in the sky? Anyone with a smidgeon of common sense should know that a two-day seminar is not going to prepare them for earning $10,000 a month. Even a child would know that. To prove this points, marketing and business consultant Ben Schulz made a video about this with his two elementary-school-aged daughters.4 He made them the following offer. If each of them gives him 200€, over the next four days he will teach them everything they need to know so that they never have to go to school again. In only four days, they will learn everything! No more school!


Initially, the girls think it's a great deal. Their eyes light up in anticipation – no more homework, no more tests, no more sitting inside when the sun is shining. Ben, however, asks them to think again. Is it realistic to believe that a four-day seminar will teach them everything they will learn in the next six to eight years of school? The girls only need a few seconds to realize just how unrealistic their father's offer is. Both little girls agree, “That's impossible!” So, if two little kids can figure out what a hoax this is, why do so many people let themselves be jerked around, as Ben so aptly puts it? Why do they pay absurd amounts of money for something they truly must know can't work?
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