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“Not all practice makes perfect. You need a particular kind of
practice - deliberate practice - to develop expertise.”

- K. Anders Ericsson, Michael Prietula & Edward Cokely

Northwestern | Kellogg

Kellogg Sales Institute



Getting Good at Getting Great - MasterCourse™

1. Opening
Mindset & Goals

2. The Foundation
Knowledge, Skill & Discipline

3. Deliberate Practice
Taxicabs & Racecars

4. Closing
Choices & Actions




From...

Abstract goals
Try harder
One manager

Mindset = “I've got this...”

To...

Concrete goals
Try differently
Many coaches

Mindset = “I can get 10X better...”






Getting Good at Getting Great - MasterCourse™

1. Opening
Mindset & Goals

2. The Foundation
Knowledge, Skill & Discipline

3. Deliberate Practice

Taxicabs & Racecars

4. Closing
Choices & Actions
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Skill = An ability acquired through

sustained effort and continuous
feedback to accomplish a complex te
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Kellogg Sales School

KNOWLEDGE, SKILL ,DISCIPLINE:

BASELINE & ASPIRATIONAL
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How do you decide between skill
and discipline?



PRACTICE

| will share a short sentence with you. You will have 10 seconds to perform an
activity with this short sentence.

(Total practice time = 10 seconds)






FINISHED FILES ARE THE RE-
SULT OF YEARS OF SCIENTIF-

|IC STUDY COMBINED WITH THE
EXPERIENCE OF MANY YEARS
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Getting Good at Getting Great - MasterCourse™

1. Opening
Mindset & Goals

2. The Foundation
Knowledge, Skill & Discipline

3. Deliberate Practice
Taxicabs & Racecars

4. Closing
Choices & Actions







SKILL

Automatic experience

TIME
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Deliberate Practice

The five things that have to be true

1. A specific goal, a plan, and a way to measure your progress
2. A willingness to get out of your comfort zone

3. Adrive to try differently, not just harder

4. A coach with a mental representation of what great looks like

5. Continuous feedback



You've already done this...






Deliberate practice: Goals



Deliberate Practice

The five things that have to be true

1. A specific goal, a plan, and a way to measure your progress
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PRACTICE - GOALS

Write down a goal you'd like to accomplish over the next 3 months.
Quickly write your goal in your learning journal.

(Total practice time = 2 minutes)



S. - Specific

M. - Measurable
A. - Achievable
R. - Realistic

T. - Timebound
T. - Tool

S. - Supported
S. - Stop
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GOAL COACH
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ExXAMPLE:

S.pacitc goal - What is your goal?
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The problem with goal-setting using
SMARTI.

Outcome-focused vs. Process-focused



Deliberate practice: Discomfort



Deliberate Practice

The five things that have to be true

2. A willingness to get out of your comfort zone






Vicki teaches Craig...




Learning
Zone

Source: Noel Tichy



Deliberate practice: Try differently



Deliberate Practice

The five things that have to be true

3. Adrive to try differently, not just harder
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"At this point Dario had become, like Steve
before him, the best at this particular skill that
the world had ever known.” - K. Anders
Ericsson




Deliberate practice: Coach(es)



Deliberate Practice

The five things that have to be true

4. A coach with a mental representation of what great looks like
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"I went up there and Vince Lombardi
spoke on one play for eight hours. One
olay, eight hours. | couldn’t speak on any
subject for more than two minutes. |
realized at that point, | didn't know a
damn thing. I'm a bluff. My knowledge
was just surface.” - John Madden



Deliberate practice: Feedback



Deliberate Practice

The five things that have to be true

5. Continuous feedback



The 2x2 Feedback Framework
The world's simplest feedback model

1. Did well? 3. Do differently?

2. Did well. 4. Do differently.



Kellogg Sales School

2X2 FEEDBACK SALES TOOLKIT 6

Feedback is the engine that drives performance. As we strive for excellence - ir ourselves and our teams - we must get continuous
faedback that pravides focus on what we are doinz well and what we nead to be doing diffzrently.

The purpase of this Tool i< to provide a simple. powerful structure for feedback both to give and receive. The benefitis that this fzedback
framework removes [riction from Luilding Lhe key disciplines o coaching and coachakilivy. This praclice enables e ability Lo get beller

every single day.

p—

Did Well?

COACH:
Let's do feeddack. Inthat

¢

3 Da Differently?

COACH.
What's one thing vou think

inzeraction just now, what's vou should do differenthy?
one thing you think vou did
well? EMPLOYEE: EMPLOYEE:
'tmr* what ' dw we“ Was... l Uli‘k cne ulz“g I WUM |k’
cifferently is...
2 Did Well. 4 Do Differently.
COACH: COACH:
Hera's one thing I think you Here's ane thing | think yau
did well,.. could do dilferently...
EMPLOYEE: EMPLOYEE:
[hank you. Thank vou.

BUILDS CONFIDENCE
This powerful feedback engine is specifically desizned to build both canfidence and competerce.

The left column of the 2x2 Feedhack framework opens the The right column huilds competence - 2 niece of knawledge, 2 skill
cenversaticn and builds confidence by “ocusing ¢n a ‘did vaell | oradiszpline - by focusing on a ‘do ditferenthy.

In giving leedbadk, you musl choose only cne "did well® and one *do diflerenlh.” Respeclively, these are the mest critical element ol
performance te [zhal & repezt again in the future (did well"), or forus on far development (do differently®)

When yau roach someone by giving them feedbark, you are ziving them cir7s:

cenercus - L anacl of generosily Lo give Lhe gill of leedback. Be positive and direcl, nol negative and judgments!,

fmemed iate - Feedback expires, and so i should Le given wilhin 24 hours of the interaction itse!’,

Factual - Point to semething that an cutside observer could verify as eviderce of the success or failure of that use of
Knowledge, skill or discipline,

Trulhful - Even though Tt may meke you uncomfartable. always give feedback on vihatl the performer needs Lo hear, ond Keep
iLfocused on Lhe Lehavior, nol ¢ the person.

Specific - Point e the speciic actions Lhal were aken or nol Laken thal direclly led W Lhe resulls aclhieved

.

‘Creat job" is net feedbacke

NMorthwestern Kellogy
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"Next time you're tempted to surround yourself with
worshipers, go to church. In the rest of your life, seek
constructive criticism.” - Carol Dweck




Getting Good at Getting Great - MasterCourse™

1. Opening
Mindset & Goals

2. The Foundation
Knowledge, Skill & Discipline

3. Deliberate Practice

Taxicabs & Racecars

4. Closing
Choices & Actions




Now, choose.
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Want to learn more?

1. Kellogg Sales School (/ive link)
Professional Certiticate in Sales

2. Kellogg Mastering Sales (/ive link)
A Toolkit for Success

Northwestern Kellogg


https://www.kellogg.northwestern.edu/executive-education/individual-programs/online-programs/pcs.aspx
https://www.kellogg.northwestern.edu/executive-education/individual-programs/online-programs/ol-hisales.aspx

Next alum event...

Please tell your tellow alums to join me for a talk
about Kellogg and a quick refresher on Getting
Good At Getting Great on May 22nd in London!

Northwestern Kellogg



“ Please 'follow’ me on
LinkedIn...l'll be
posting more there!

VIRTUAL
COACHING

e &
l—m \ Featuring

Profes:ors Suzenne Muchin ang
flve 08 laloygsa Aped 3206, 1R 00 0

Follow me on these channels!

(just click the logo of the social channel, and you will go right to us)


https://www.linkedin.com/posts/craigwortmann_salesengine-kellogg-ksi-activity-6647920204795957248-eAui
https://www.linkedin.com/posts/craigwortmann_some-quick-thoughts-on-virtual-teaching-activity-6646377356208455682-Ivej
https://www.linkedin.com/in/craigwortmann/
https://www.instagram.com/p/B_FxpsPDd5m/?utm_source=ig_web_copy_link
https://www.instagram.com/craigwortmann/

Thank you.




