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Presentation Notes
Susan - Welcome and overview

Hello and welcome to the IFA launch and learn. Happy to be here and sharing on a topic that had been a game changer for us here at The Entrepreneur's Source which is how to create a successful Virtual Discovery Day Experience.

----------------
Tamara notes: lifted from the piece that went out promoting the event
Suz: Why is the current job market driving people to entrepreneurship, now more than ever?
 
Today’s market is nothing like the one previous generations experienced. Back then, most people worked for the same company for thirty or so years. Today more and more people find themselves in a career transition. This could be due to job loss or a career revolution. In either case, this transition creates an opportunity to explore career ownership possibilities, leading them to entrepreneurship. When you find someone in a career transition, discovering what led to their transition and proper communication is essential in getting them across the entrepreneurship finish line. 
 
My name is Susan Stilwell and I am joined by my colleague Tamara Loring, Thank you for joining us today, as we explore why today's job market is driving people to entrepreneurship and tips on how to effectively communicate in order to help people achieve entrepreneurial success.

 



Qu ie t ly Qu it t in g
59%

En ga ge d  a t  Work
23%

Qu it t in g Lou d
18%
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We a re  ha ving a  “work-qua ke”

70% of people  a re  unha ppy a t  work

75% of people  will look for a  new
ca reer t h is yea r (100 m illion  people )

No longer looking t o “clim b” bu t
t im e  to “dig”

They a re  a sking t hem se lves “Wha t   do
I wa n t  now in  m y life?”

Source: https://www.gallup.com/workplace/349484/state-of-the-global-workplace.aspx

Th e  Seeker Ma rke t
Workplace Engagement

Presenter Notes
Presentation Notes
Susan

Gallup Survey (page 7 of report – more details)
18% Quitting Loud 
59% Quietly quitting 
23% Engaged at work 
What to do in a "Post Career" world. 
Having a "workquake" – seismic shakeups in the workplace
70% unhappy at work 
75% plan to look for work this year. 
That is 100 million people out of potential 160M in the workplace.  
Not time to "climb" it's time to "dig" meaning what do I want at this time in my life. Conduct a personal archeology/a treasure hunt of your true life story.  Make the decision to be true to yourself and what you need in this moment of life!  
“Follow your passion” is a bad career advice.  9 out of 10 people don’t follow passion because your circumstances change, the world changes.  What you needed 10 years ago may not be the same as what you need today, or what your parents wanted, etc.  Instead find “meaning” in your job.     
Big transition and it's not going back. Rebalancing of power between the worker and workforce.   
 
file:///C:/Users/kyoung/Downloads/state-of-the-global-workplace-2023-download.pdf



Th e  Seeker Ma rke t
Workplace Engagement

⚬Of the people who started jobs at age 35-44
￭ 26% of jobs will end in less than a year
￭ 61% will end in fewer than five years

⚬Ages 18-54 will have an average of 12.4 jobs!
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Source: Bureau of Labor Statistics:https://www.bls.gov/nls/questions-and-answers
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Employees no longer spend their career at a single company, collecting their pension and gold watch when they are ready to retire. Hardworking people are forced to hop from job to job to get ahead. The average American will hold 12.4 jobs from ages 18 to 54.
Americans are charting a new course in astonishing numbers. They debuted a record number of new businesses over the last two years, according to the White House. Americans filed 5.4 million new business applications in 2021 and 5.1 million in 2022.
 
https://entrepreneurssource.com/press/how-to-navigate-the-new-career-economy/
 
Today is becoming another story entirely. According to the U.S. Bureau of Labor Statistics (BLS) and an ongoing study that was first started in 1979 and involved surveying 9,964 men and women, individuals born in the later years of the Baby Boom (1957-64) have held an average of 12.4 jobs from ages 18 to 54.
The BLS report showed that among individuals who started jobs while ages 35 to 44, the average individual had 26% of those jobs end in less than a year and 61% end in fewer than five years. One can only imagine what the average number of jobs during a lifetime will someday be for those who are just starting out in their careers.
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WHY DID BUSINESS
OWNERS MAKE 

THE LEAP?

Source:  https://www.guidantfinancial.com/small-business-trends/

Th e  Seeker Ma rke t
Workplace Engagement

https://www.guidantfinancial.com/small-business-trends/
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THE GREAT 
RESIGNATION 
IS NOW THE

“BIG REGRET”
Source:  https://www.guidantfinancial.com/small-business-trends/

Th e  Seeker Ma rke t
Workplace Engagement

• Not able to find a new job
• The new job did not live up 

to the expectations
• Felt their old position was a 

better fit than they 
originally thought

WHY:

https://www.guidantfinancial.com/small-business-trends/
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3 min: “Call to Adventure” Slide
So all of this is causing people who up until now have had an employee mindset to seek what else is out there. They keep on thinking there has to be a better way and so, ready or not, they are starting to seek alternatives. We at The Entrepreneur's Source call it embarking on their “Call to Adventure” – where they are starting to be bold enough or curious enough to go from what they know, the known, their comfort zone – to the Unknown, things outside their current comfort zone. As soon as they cross that threshold transformation begins. As exhilarating and as exciting as this may be (because after all, this is the beginning of reimagining and reclaiming the life of their dreams) the Unknown is scary and they will be faced with challenges and temptations. This is where is it incredibly helpful to have a coach. Someone who can make sure you complete what you set our to do, someone who will intentionally push you out of your current comfort zone but also someone who will champion your dreams or some days perhaps even rescue them.
The goal is, through Education, Awareness and Discovery to reach a point of clarity about what it will take to go from an Employee mindset to an Ownership mindset. But knowledge alone is not enough, even once peopple have the knowledge, it still takes courage and commitment to take the right kind of action and very few are able to do that without a strong support network, coach, or mentor.




WHY A SAFE SPACE

Oppor t u n it y

Leadership and 
Relationships lead to:
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Presentation Notes
3 min: slide on: “why a safe space” – the importance of leadership – relationship and ultimately that leads to opportunity.

And this is where, what many of us are doing in the franchise space is so important. Whether we think of ourselves coaches or not, many if not most of us find ourselves in positions where we are looked upon for leadership. Where we are thought of as a mentor and guide. Whether we be in Franchise Development, Operations, Training Support, etc

Based on what Susan and I shared today, I think you can understand why there is a growing distrust in organizations and institutions including governments, media, and corporations. The world where we have replaced a handshake and verbal agreements, which meant everything, with mistrust and skepticism. 
Our world craves trustworthy leaders who have our best interests in mind. 
What many people are lacking in today’s world are: 
Competent Leaders, who can give direction and whom they can trust. Trust can not be demanded. Trust is earned.
Once leadership and relationships have been established, people find the confidence to explore possibilities they may never have considered before. With the help of someone they trust, they can see the potential in themselves and in the ideas that they may have previously dismissed. The result of this openness to education and exploration is opportunity

Only if people trust the leadership, and strong relationships have been forged, will you be able to create a safe space where you’ll be able to ask people thought-provoking questions, challenge their thinking and help hold them accountable to themselves, so that they can seize the opportunity and reach their maximum potential. 
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Com m u n ica t ion  is Key

1
2
3

As a leader

As an authority

As being trustworthy

Presenter Notes
Presentation Notes
5 min:  In order to position yourself as a leader and the authority and to earn someone’s trust,  communication is key 
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Em ployee  Em powerm en t  An d 
Em ployee  Experien ce

• How you  com m u n ica t e
• How you r ca n dida t es com m u n ica t e
• How you r t ea m  com m u n ica t e s

Different does not equal wrong  - different equals different

Presenter Notes
Presentation Notes
Understanding how your clients / candidates communicate 
Understanding how your franchisees communicate 
Understanding how others communicate
And ultimate, don’t forget, Understanding how you communicate is key.


As long as we dealing with human beings, excellent, consistent, deliberate communication is easier said than done 

Why is that?
One of the lessons I learned many years ago is that: different does not equal wrong – different equals different 
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What 
tools or resources 

do you use 
to be better 

com m unicators? 

Presenter Notes
Presentation Notes
Thankfully our founder introduced Susan, me and the rest of our team to some tools and thought processes that shaped the way we communicate and we would like to share some of that with you today.

I am curious, are there tools or resources you use to be better communicators? If so send us a quick chat and let us know what you use?

Thank you. Yes, there are indeed many tools our there and we here at the Entrepreneur's Source use quite a few. Two of our favorites are DISC and Driving Forces from TTI and I will take a few minutes to explain why




1 2

3 4

DISC
m easures four 
dim ensions of 

norm al 
behavior:

DISC
The universal language of observable human behavior

How you  re s p on d  to  
p rob le m s  a n d  c h a lle n g e s

How you  in flu e n c e  o th e rs  
to  you r p oin t  of vie w

How you  re s p on d  to  th e  
p a c e  of th e  e n viron m e n t

How you  re s p on d  to  ru le s  
a n d  p roc e d u re s  s e t  b y 
o th e rs
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Presentation Notes
According to TTI
Behavioral research suggests that the most effective people are those who understand themselves, both their strengths and weaknesses, so they can develop strategies to meet the demands of their environment. 
A person's behavior is a necessary and integral part of who they are. In other words, much of our behavior comes from "nature" (inherent), and much comes from "nurture" (our upbringing). 
It is the universal language of "how we act," or our observable human behavior. 

DISC measures four dimensions of normal behavior. They are: 
How you respond to problems and challenges. 
How you influence others to your point of view. 
How you respond to the pace of the environment. 
How you respond to rules and procedures set by others




DISC
Measures four dimensions of normal behavior
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How  you  r e sp on d  t o  
p rob le m s a n d  ch a lle n ge sD

How  you  in flu e n ce  o t h e r s  t o  
you r  p o in t  o f vie wI

How  you  r e sp on d  t o  t h e  p a ce  
o f t h e  e n viron m e n tS

How  you  r e sp on d  t o  ru le s  
a n d  p roce d u re s  se t  b y o t h e r sC

Presenter Notes
Presentation Notes
Now remember this tool is objective, there is no right or wrong, there is no better or worse
However, I know for myself, before I had an understanding and appreciation for DISC,
All I knew was that I perceived some people as energy suckers and some people as energy givers. And people who did not think, act or speak like me, well, they sucked the energy out of me.
Because I did not know any better, I inadvertently tried to coach / manage / lead and persuade people into my way of thinking and doing things, whether is was how I responded to problems and challenges, how I influenced others to my point of view, how I responded to the pace of the environment or rules and procedures set by others.

Any of you ever try to coach your spouse or your child into your way of doing things? Well, I certainly don’t want to speak for you, but I know that in my family that usually backfires.
Over time I have come to appreciate how when people are faced with a problems or challenges, they will respond differently. Some will be more venturesome, decisive, competitive, determined and so forth
Others will tend to be more calculating, cooperative, hesitant, cautious etc.

Same for how people influence others to their point of view. Some will be more trusting, Optimistic, Poised, convincing etc where others will tend to be more reflective, factual, calculating, skeptical etc.

Like I’ve said before, different does not equal wrong, it is merely different. As a matter of fact, have you ever found yourself thinking, “Gosh, I really need to fight my instinct. I acted very impulsively (again), I need to learn to slow down and think things through. 
Or perhaps you are thinking the exact opposite, perhaps you realize that you tend to suffer from paralysis by analysis and you could benefit from being more ok with progress vs perfection. There pro’s and con’s to both.

Either way the good thing is, since we are dealing with observable behavior, we actually get to determine how we act, react, speak and think. What will vary is the amount of adaptation we need to make to adapt our styles to behave in ways that is not natural to us.
And here is the fascinating thing that has occurred for me. Now that I understand and appreciate DISC, those people who used to suck the energy out of me, actually give me energy. In most cases they did not change, my attitude towards them has.

However, we need to be careful not to become  DISC bigots. Sometimes when you start to develop the curse of knowledge, that can be dangerous too. Because rather than being curious and seeking to understand, you think you are so good that you can start filling in the blanks. This started happening to me. I love this tool so much, that it almost became a challenge for me to see how quickly I could assess whether you were a D an I an S or a C … and I stated to inadvertently begin to predict (in my head) how I thought the person would behave, what they will do, there were even times that I thought that I’m pretty confident that I know what they are thinking and I’d finish their sentences. But remember, DISC is just a tool that helps us understand observable behavior, it does not show us not what will motivate people to take action. It does not show us their WHY. 
So, it is a good indicator on how to communicate with people if you want to be heard and build rapport and trust.
but keep in mind humans are a little more complex … you shouldn’t just try to fit them in a box. Remember to remain curious and always seek to understand. 

An easy way to think of DISC is like a language, if D stood for Dutch, I for Italian, S for Spanish and C for Chinese, I think we can all agree that languages within themselves are not good or bad, but if your goal is to be able to communicate with someone it would behoove you to be fluent in their language.
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Kn o w in g 
t h e ir  

“WHY”

UNDERSTANDING 
MOTIVATION

Will le a d  
t h e m  t o

 “ACTION ”

Presenter Notes
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5 min: understanding motivation – 
So, if the DISC tool does not help me understand motivation. Is there a tool that does? And the answer is, yes there is. The one we like to use is called Driving Forces (also from TTI).

understanding someone’s Why is incredibly helpful, because unless someone values something, they will never take action. 
People will only take action on the things they Value.
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Drivin g Forces 
measures your motivators

your top four driving forces 
highlight what most powerfully 
moves you to action.
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So Driving Forces measures how you value these 6 descriptors:
Knowledge
Utility
Surroundings
Others
Power
And Methodologies 

For instance, as it relates to Knowledge: Some people are driven by utilizing past experiences, intuition and seeking specific knowledge when necessary. Others are driven by opportunities to learn, acquire knowledge and the discovery of truth. 
Think of knowledge as a continuum. You may lean more towards being instinctive or more towards gathering knowledge for the sake of gathering knowledge.  

As we look at Utility: some lean more toward being selfless - driven by completing tasks for the sake of completion, with little expectation of personal return, where others are driven by practical results, maximizing both efficiency and returns for their investments of time, talent, energy and resources.

And you can read the other descriptors on the screen and how people value each.
And as you do, you may find that even just reading these descriptions that some resonate more strongly than others, that is likely an indicator of how you personally value these

Now in theory, I have found it valuable to be aware that we all value Knowledge, Utility, our Surroundings, Other people, Power and Methodologies differently. I also find it helpful to know that our top four driving forces will highlight what most powerfully moves us to action, where the next tier may have a strong pull, but only in certain situations. And finally, when reviewing your personal bottom four driving forces, you will identify varying levels of indifference or total avoidance.

But when I think abou it too much or I focus too much on the tool, I easily loose sight of why I am going through the exersise to begin with. 
So, rather than trying to become the expert on how to read and interpret these reports a coach of mine said, “now that you have this information, and you are aware that people value these 6 descriptors (Knowledge, Utility, our Surroundings, Other People, Power and Methodologies) differently, just focus on being curious about who you are interacting with, and what motivates them rather than what motivates you




Don’t treat others the way 
you want to be treated; 

t re a t  th e m  th e  wa y th e y 
wa n t  to  b e  t re a te d .
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Un derst a n din g
Com m u n ica t ion  St yles

Co a c h  He a t h e r Ch ris t ie  
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Presentation Notes
The priceless piece thing she said to me was, 
So often, we subscribe to the Golden Rule “treat others the way you want to be treated”
But what if you shift that thinking and start trating others the way they want to be treated.“ Coach Heather Christie calls this the Platinum Law  
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DISC
Driving Force
KOLBE Strengths
Gallup Strength Finder
Predictive Index
Working Genius

Wh a t  a ssessm en t s 
a re  a va ila ble?

Presenter Notes
Presentation Notes
T or Suz: today we gave you a glimpse into the DISC and Driving Forces assessments, but like we discussed at the beginning of our session today, there various tools and resources that can help create awareness and improve communication – especially helpful when working with people who are transitioning from employment to entrepreneurship , but really amazing tools and knowledge to have regardless of you you are interacting with

Susan – Show Sample



CONFIDENTIAL AND PROPRIETARY. © BY FRANCHISE SOURCE BRANDS INTERNATIONAL®. ALL RIGHTS RESERVED

Do you  w a n t  t o  b e  r igh t  o r  ...
Do  you  w a n t  t o  b e  su cce ssfu l?

Ad a p t  you r  com m u n ica t ion  s t yle  t o  
cr e a t e  t h e  ou t com e  you  d e s ir e !

You ’re  in  con t ro l!

Presenter Notes
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THANK YOU
F o r  Yo u r  A t t e n t i o n
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