








9. Effective Argumentation    
www.christophercoffey.com/html/leadership.htm
Argumentation should not be contentious. An effective 
argument seeks to persuade others through reasoned 
logic and judgment. Learn how to present or defend 
your claim and how to attack others claims through 
reasoned judgment. Argumentation should be 
cooperative. Argumentation is the study of effective 
reasoning and it implies there is a disagreement and we 
desire the assent of the other party and we want 
agreement given freely based on evidence we can 
provide to support our claim.

Three key skills to effective argumentation:
-Rhetoric: shows a concern for the audiences
-Logic: shows a concern for the structure of reasoning
-Dialectic: shows a concern for testing knowledge through Q&A

The Leader’s Levers: Workshops and Keynotes

8. Situational Leadership 
www.christophercoffey.com/html/leadership.htm
The key levers for building and sustaining talent are 
continous learning that is intergrated into people’s daily 
work lives. These are based on the traditional Situational 
Leadership Model developed by the Center for Leadership 
Studies. Develping talent is an ongoing process 
based on the levers of:

-Assessing talent development opportunities by: identifying the 
“critical few” key tasks for talent development, determining 
knowledge/skill requirements for the critical few tasks and 
assessing current “task-specific” readiness
-Coaching talent by: providing appropriate levels of direction 
and support and adjusting direction/support during talent 
acquisition

Situational Leadership Model

            Major Components



10. Strategic Selling: internally or externally       www.christophercoffey.com/html/leadership.htm
The key levers are Research, Communication and Presentation to sell your message and product to 
the decision maker.
1. What Information to Obtain
2. How to Build allies who position you with others to advance your campaign
3. How to Build a powerful, convincing business fit presentation
4. How to Deliver your business fit presentation to the decision maker
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The Leader’s Levers: Workshops and Keynotes

Maximize Your Research Results and Minimize 
Your Research Time

Gain understanding of prospects’ business; gather 
and analyze data, conduct high impact research meetings and 
build, maintain and leverage your Box of Knowledge

Make the Minimum Number of Product Demonstrations 
Needed to Arrive at your Business Fit Presentation to
Decision Makers

Deliver High Impact Business Fit Presentations 
to Decision Makers

Leverage your relationships to gain access to Decision Makers; 
build a strong ally network; deal effectively with saboteurs; gain 
support of benefactors

Determine, deliver and enroll audience in a series
of “next steps”

Research

Discovery
Knowledge
Management

Communications

Interaction
Relationships

Presentation

Delivery
Follow-up


