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The Human-Centered Growth Play
offers a practical, people-first model for buildin
performance teams through modern sales lead

Grounded in real-world application and based on our Leaders
Competency Model, it helps leaders navigate complexity
clarity, connection, and purpose.

The model is structured around three key domains:

O1. Self Leadership

Align who you are with how you lead. Develop clarity of id
and daily practice to build personal credibility and consist

02. Team Leadership

Build the kind of culture where trust, growth, and share
thrive. Leadership here means co-creating expectation
potential, and fostering true belonging.

03. Market Leadership

Scale trust and impact beyond the team. Ground you
purpose, model congruence, and take radical owners
and deliver results.

Whether you're developing frontline managers, re-
leadership team, or evolving your organizational cu
built to help you lead what's next.



Sales leadership today isn't just
about managing performance.

It's about quiding people through
uncertainty. We're navigating
complexity, burnout, and constant
change while still being
expected to deliver results.

That requires more than operational efficiency. It
requires belief, trust, and a leadership style that
keeps people engaged and growing.

That's what human-centered leadership is all about.

When we lead with clarity, consistency, and
care, we create the kind of culture where
performance thrives. Because they're clear on
what matters and supported to bring their
best to the work.

Leadership isn't a job. It's a responsibility. And
when we lead well, we elevate everything: culture,
performance, and people. According to Gallup,
highly engaged employees drive 10% greater
customer loyalty, 18% stronger sales performance,
and 23% higher profitability — not because they're
pushed harder, but because they're connected to
something more meaningful and supported to do
their best work.

When we lead with trust, purpose, and
accountability, we deliver results. High-trust, high-
clarity leadership has a measurable impact on
retention, engagement, and business performance.



Leadership shows up in how

we set the tone. In moments of

pressure, transition, or growth,

people look to us not for

perfection but for consistency,

composure, and clarity. Self Leadership is about being
the kind of person others want to follow. It means doing
the internal work so we can lead externally with
credibility and impact.

entity: Know Yourself to Lead Others

Self-awareness is the foundation of trust and influence.

It starts by asking the hard questions: What do | believe? How do people respond
to me? How do | want to be remembered by the people | worked with?

Our teams are watching us all the time. When our words and actions align, we
build trust. When they don't, we create confusion.

When we lead with authenticity, we give our teams permission to do the same.
That's what creates a culture of trust and psychological safety.

High-performing sales leaders demonstrate emotional intelligence and model
humility and confidence simultaneously, a combination that fosters trust and
drives stronger team cohesion and engagement.



Vision: Lead with Purpose

If we want our teams to be accountable,
we need to give them something to
believe in.

| am fond of the reframe: "l will see it
when | believe it."

That starts with us.

When we can clearly articulate our own
vision and values, we create alignment.
People don't just follow what we say —
they follow what we believe and how we
behave.

Your personal leadership vision doesn't
have to be complicated. It just has to be
real. Why do you do what you do? What
kind of impact do you want to have?
How does your work connect to the
mission of the team and overall success
of the company?

Satya Nadella, CEO of
Microsoft, does a brilliant
job of telling his origin
story in his keynote
addresses. He shares
personal experiences

and values, creating an
emotional connection
with his audience while
setting the stage for his
message. That level of
clarity and consistency
helps align others around
a shared vision because
they believe in the
leader behind it.

Get clear. Share it. Reinforce it.

Let people see the bigger picture through you.

Leaders who communicate a compelling purpose can drive a 30%
increase in engagement and alignment across teams, according to

research from Gallup.


https://www.gallup.com/workplace/236441/employee-engagement-drives-growth.aspx

Rituals & Routines:
Show Up Consistently

Leadership isn't just what we say in team
meetings. It's what we model every day.

Our routines and rituals set the tone for

our culture. The way we plan our day, run a
meeting, prepare for a call, or handle a setback
communicates something about who we are
and what we expect.

That consistency is what earns us trust. When
leaders build structure into their day, including
time to think, recharge, and recognize others,
it shows. It signals discipline. It shows what
we value. And it sets the expectation for how
others show up, too.

The best leaders don’t rely on motivation
alone. They rely on systems.

They create a rhythm that reinforces learning,
accountability, and shared ownership. That means
pipeline reviews focused on progress, team check-ins that
uncover coaching moments, and time to share what's
working across the team.

Taking time to block deep work, reflect weekly, celebrate
wins, and care for your own wellbeing might seem small.
But done consistently, those habits send a message: we

take this seriously, and we're in it for the long game.



Leadership at the team level is where

culture takes root. It's how we create a

shared sense of purpose, support development,
and reinforce what great looks like every day.

Through conversation, consistency, and shared effort, we shape how people
experience work. And when people feel seen, supported, and connected,
performance follows.

aition: Earn Buy-In

People support what they help build.

When we include our teams in setting goals, refining processes, and making
decisions, we give them a sense of agency. That's what drives engagement. It's
not about letting go of standards. It's about giving people a voice in how we
achieve them.

Start with questions, not answers. Ask your team what's working. What's in the
way. What would help them perform at their best.

Then, listen. Really listen.

Organizations where sellers feel connected see a 24% increase in
performance and a 30% increase in retention.

Teams that operate with shared ownership and decision-making are more
resilient and creative, especially in complex sales environments.
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For Ronda Conger, VP at CBH Homes, “love wins" isn't just a catchy
phrase. It's how she shows up every day. With consistent energy,
relentless positivity, and an unwavering commitment to people, she's

built a culture where employees feel supported, empowered, and driven
to perform. That culture has powered CBH through market challenges
and into record-breaking results. When leaders show up with heart
and back it with structure and standards, performance follows.

Contribution: Coach for Growth

Top salespeople want more than commission. They want to grow.

If we want to retain top talent and help them reach their full potential,

we need to create an environment where coaching is a priority, not an
afterthought. That means carving out regular time for one-on-one
conversations that go beyond the pipeline. It means delivering feedback
that's honest and helpful, not just hurried or corrective. And it means
creating opportunities for learning: through stretch assignments, shadowing,
mentorship, and real-time coaching tied to actual deals.

The highest-performing teams also create space for peer-to-peer learning.
They encourage open dialogue, post-mortems on lost deals, and celebrate
shared wins. These practices
reinforce the idea that everyone
contributes to the learning loop.

Chief sales officers
Chief sales officers who prioritize

who prioritize
.p d l t ongoing development are 2.6 times
ongoing acvelopmen more likely to achieve commercial

are 2.6 times more growth. When we make development
llkely to achieve part of the job, we unlock more than

commercial growth, performance. We build loyalty. We
help people stretch. And we turn

potential into progress.




Community:
Build Belonging

Culture lives in the moments in
between the work.

The way we open a meeting. How we
celebrate a win. What we do when
someone’s struggling.

Rituals are how we reinforce our
values and build connection across
the team.

Try starting your week with a
performance huddle. End with a
quick reflection. Build a cadence of
recognition. These small moments
shape identity, motivation, and trust.

Rituals matter. Individuals working in teams
with high levels of ritual usage were 23%
more committed to their team’s purpose,
experienced a 20% boost in psychological
safety, reported 22% higher job
satisfaction, and felt 18% greater meaning
in their work, according to researchers from

Boston University.



https://insights.bu.edu/the-surprising-power-of-team-rituals/
https://insights.bu.edu/the-surprising-power-of-team-rituals/
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Momentum through

The influence of a leader doesn't stop

at the team level. The most effective

leaders scale clarity and culture across

the business. They build alignment, set a higher standard,
and operate in a way that earns trust from customers, peers,
and the market. Market Leadership is how we extend the
impact of how we lead.

urpose: Lead with Meaning

Purpose galvanizes commitment. When leaders connect day-to-day activity
with a mission, they create energy and alignment across the team.

Sales leaders are uniquely positioned to activate that kind of meaning. It's not
just about delivering outcomes. It's about inspiring contribution and helping
people see how their work matters.

When people understand the why
behind the what, they show up with
focus, resilience, and drive.

That sense of purpose isn't a poster on the wall. It's a daily choice to reinforce
meaning through story, clarity, and connection. And it's a strategic lever that
helps teams stay grounded through change and seize opportunity in uncertainty.

Purposeful leadership doesn't require a manifesto. It requires intention and
repetition. Say it. Reinforce it. Show people how what they do every day
connects to what you're all building together.



Congruence:
Lead with Integrity

Congruence is what builds credibility.
It's the alignment between what we
say and how we lead. When leaders
model the values they promote with
consistency, fairness, and honesty,
they create psychological safety. They
show the team it's okay to show up
fully, speak candidly, and trust that
the environment is stable and clear.

Authenticity isn't performative. It's
how leaders earn trust, and it's a
catalyst for alignment, execution,
and navigating change.

Incongruence — setting one standard and living another — erodes
performance and culture.

Leaders who model integrity and authenticity are more likely to foster
psychological safety and build durable, trust-based relationships with both
teams and customers.

In his first quarterly earnings call, Starbucks CEO Brian Niccol
didn't just report the numbers, He delivered a growth story. He
laid out a vision to return Starbucks to its roots as a “welcoming

coffee house,” reconnecting the brand to its identity and customer
experience. The clarity and decisiveness in his message steadied
Wall Street and reignited internal momentum.




nership: Leaders Go First

Ownership is about stepping forward before you're asked. It's what
separates reactive managers from true leaders. Ownership means taking
full responsibility for results, for the team’s experience, and for leading
through change with readiness and speed.

When we lead with ownership, we make decisions that reflect what
matters most. We model accountability. And we empower our teams to
act with the same mindset
and urgency: to solve
problems, take initiative, and
move quickly in the face of

uncertainty. 65% of sales leaders
65% of sales leaders struggle struggle to adapt

to adapt their strategic plan o H

to a sudden change in their thelr strateglc plan
business context. Today the to a sudden change
mandate is agility and that in their business

means being decisive while

maintaining the confidence context.

you can course correct as
circumstances change.

That's how teams become agile,
future-ready, and resilient.

Not because conditions are perfect,
but because leadership is clear,
consistent, and committed.



The Future of

Iy ELE
Centered
Leadership

We opened this playbook with a simple truth: the old model

of sales leadership isn't built for what we're up against now.
Performance pressure is rising. Resources are tight. Talent is
harder to keep. And the stakes for our organizations have never
been higher.

The most effective leaders today aren't just focused on numbers.
They're building clarity into how they lead themselves. They're
building trust inside their teams. And they're showing up with
integrity and ownership in the market.

That's what human-centered leadership looks like in action:
showing up with intention, reinforcing what matters, and creating
the conditions for people to thrive.

If this model resonates with you, consider this your moment to
reset and recommit.

You don't need to overhaul everything overnight.
But you do need to choose: will you lead with
intention, or just react to the next fire?



