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Creating Impact in the Boardroom

Agenda

Module 1

- Emotional Intelligence (in the Boardroom)

- Strengths and sources of power

- Stress triggers and management

Module 2

- Organisational politics

- Reading the room

- Navigating challenging situations



Emotional Intelligence – in the Boardroom

Self Awareness Self Management

Social Awareness Social Skill

What are my strengths as an 

INED?

What would I like to bring to 

this role?

What’s my source of power?

How do I build my relationships

at Board level?

How do I navigate difficult

conversations?

Note – all elements of the EQ framework are connected 

How do I respond to stressful 

situations?

How do I read the room at 

meetings and understand the 

political landscape in a 

Boardroom?



SOCIAL AWARENESS

Being attentive to emotional

cues from others, relating

well and appreciating

diverse backgrounds and 

accurately reading

situations (organisation and 

social) 

How do I read the room at 

meetings and understqnd the 

political landscape in a 

Boardroom?



‘Social awareness means having 
the ability to read a group’s 
emotional currents and power 
relationships and in doing so 
demonstrates empathy.  Social 
awareness requires us identify 
influencers, networks and 
dynamics within the organisation’

Daniel Goleman





Breakout

• What do we need to be aware of in order to ‘read’ a room well in 
both a face to face and a virtual setting? 

• What might the challenges be in establishing and maintaining 
presence in a meeting?  What do we need to do?



Navigating the boardroom…

Politically aware

Politically unaware

Own Agenda Political integrity

clever wise

inept innocent

Based on: Badley and James



• High level of political skill. Used primarily to 

achieve personal goals and ambitions

• Charming, well connected and persuasive 

• Understands how formal and informal 

organisations work

• Insecure

• Well defended (have protective alliances)

• Has a win-lose mind-set



Well developed political skill.  Used to achieve 

organisational and personal goals

Well connected, influential, tenacious and tough 

Principled and a good listener.

Resolves upsets and is non-defensive. Is ok with 

not being liked

Knows how formal and informal organisations 

work

Has a win- win mind-set



• Poor political skills. Used in pursuit of personal 

goals. 

• Does not hide own agenda

• Associates with authority (might wait for 

someone senior to make the final decision)

• Does not engage with a wide range of 

stakeholders or think about political savviness

• Not open to listening to what’s happening 

beyond the obvious

• Has Win- Lose Mind-set



Low political skills.  Literal 

Principled and ethical

Not an active networker

Relies on authority to resolve differences or 

conflict

Hates office politics (doesn’t appreciate political 

purpose)

Doesn’t know how to get support

Has “why do we have to fight?” mind-set



Discuss how you would engage and influence each of these animals 
bearing in mind your own strengths and preference to engage with 
others (breakout room 1 – Fox, 2 – Owl, 3 – Donkey and 4 Sheep)

Breakout room discussion



Boardroom 1 

6 sheep (all on the board for more than 6 years)

4 owls (1 newly appointed)

2 donkeys (1 with 10 years on the board, the other 5)

Breakout room discussion



Boardroom 2

2 sheep (all on the board for more than 6 years)

2 owls (1 newly appointed)

2 donkeys (1 with 10 years on the board, the other 5)

6 foxes (2 newly appointed)

Breakout room discussion



Break



• What are we/you finding particularly challenging?

• What capabilities do we need to achieve success?

• What don’t we know in this situation?

• How are we reflecting what’s happening in the market in our discussions?

• What tangible outcome do we want to achieve in this situation?

• What do you think of/about…?

• What might you/I/we do differently?

• How can I support this/who else can support this?

• If we were advising someone else in this situation, what might we say? 

• What else could you/I/ we do?

• What’s the question we’re not asking ourselves here?

• What’s the best outcome we could achieve/what’s the worst case scenario here?

• What might get in your/my/our way?

• Who has the information?

• What’s the non-negotiable here?

Question with impact



SOCIAL SKILL

SELF MANAGEMENT

Cultivating informal

networks, building rapport 

and keeping others in the 

loop. Effectively influencing, 

using diplomacy and tact in 

difficult situations

How do I navigate difficult

conversations?

How do I build my relationships

at Board level?



‘Empathy (social 
awareness) and social 
skills are ‘social 
intelligence’.  The 
interpersonal part of 
emotional intelligence.  

That’s why they look alike’

Daniel Goleman



BUILDING 
TRUST

t = c + r + i

s

C = Credibility
R = Reliability 

I = Intimacy
S = Self-orientation

T = Trustworthiness



Breakout room

Each group takes a different element of the Trust Equation

Group 1: How do we demonstrate/build credibility? What gets in the 
way of demonstrating/building credibility?

Group 2: How do we demonstrate reliability? What gets in the way of 
building reliability?

Group 3: How do we build connections with others (intimacy)? What 
gets in the way of building connections with others?

All groups: How do we reduce self-orientation? 
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Five Conflict Handling Styles

High

High

Low
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Importance of outcome

Accommodating
I Lose

You Win

Avoiding

Collaborating
I Win

You Win

Competing
I Win

You Lose

Compromising

We Both Win

We Both Lose

* Thomas Kilmann



This may be conflict avoidance rather than conflict handling!

Avoiding is unassertive and uncooperative.  This may take the form of side-
stepping an issue, postponing an issue or simply withdrawing.

Uses
When other issues are more important and pressing
When the potential costs of confronting a conflict outweigh the benefits of its 
resolution
When gathering more information outweighs the advantages of an immediate 
decision

Competing is assertive and uncooperative, a power orientated approach.  When 
competing the individual will seek to win their position at the expense of the 
other party losing theirs

Uses
When a quick decision action is vital
On important issues where unpopular courses of action need implementing, e.g. 
cost-cutting, discipline etc.

Collaborating is both assertive and cooperative with both parties trying to find 
a mutually satisfying outcome.  When collaborating both parties compete against 
the situation instead of each other. Each side must feel outcomes gained through 
collaboration are better than they could achieve on their own.

Uses
When the concerns of both parties are too important to be compromised
When you need to work through bad feelings that have been interfering with a 
relationship
When you want to gain commitment to a consensual decision

Compromising seeks to resolve the conflict quickly and efficiently by seeking a fair split between two positions.  Compromising is intermediate in 
both assertiveness and cooperativeness. 
Uses
When you want to achieve a temporary settlement of a complex issue
When you need to arrive at a solution under time pressure
When two opponents are strongly committed to mutually exclusive goals e.g. Union negotiations

Accommodating is unassertive and cooperative (the opposite of competing).
When accommodating an individual neglects his or her own concerns and 
accommodates the other person’s requests and demands.

Uses
When you realise you are wrong
When the issue is much more important to the other person than it is to you
When you want to build up credit for later issues that are important to you
When preserving harmony and avoiding disruption are especially important



• Get to know board members individually, understanding what’s important to them in 
the context of their role on the board

• Learn to read the politics and culture and the nuances of changing agenda

• Build rapport at every connection (1-minute non-work)

• Help others clarify thoughts, feelings and ideas

• Share context, or a story - summarise if you can

• Demonstrate your interest and maintain your presence

• Think about the impact of your body language  and look for clues in others

• Ask open impactful questions and actively listen

• When differences/conflict arises consider political styles and best conflict handling 
tecniquest

• Pay attention to how you engage others in virtual meetings and how you show up

• Use positive body language, smile, relax arms, good eye contact

Tips for improving your social awareness 
and skill



Boardroom dilemma

The operations director is voicing a concern at the board meeting that the company is very unlikely 
to meet its budgeted sales for the first half of the year. This will impact negotiations with raw 
material suppliers for cost-effective, long term contract discounts. Without a solid commitment to 
the sales budget the operations director may be forced into short term raw material contracts that 
will negatively impact the P&L of the company (in inflated cost-of-sales). The sales director has 
assured the board that ‘I fully expect sales to be not far off budget for the year’. No hard data is 
offered to support this view.

Other considerations; the CFO is quiet in the board meetings. The sales director is close to the CEO 
and would generally count on the CEO’s support. The operations director is new to the team- only 1 
month on board and has extensive operations and sales experience.



Breakout room discussion

• How would you describe the board dynamic?

• What actions will you take, as an INED to ensure an optimum outcome for the 
company?

• What challenges do you see?

• Which ‘animal’ are they?!

In your discussion consider your strengths, sources of power and preference for 
conflict handling



Thank You
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