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Practice	sharing	the	fullness	of	your	being,	
your	best	self,	your	enthusiasm,	your	vitality,	

your	spirit,	your	trust,	your	openness,	above	all	your	presence.	
Share	it	with	yourself,	with	your	family,	with	the	world.	

																																																																										–	Jon	Kabat-Zinn	
 

 
How to Show Up and Lead with Intention! 

 
Step One: What is my goal? What do I want? What is my preferred 
outcome for the conversation? What does success look like from the other 
person’s point of view?  
 
Client examples include (recommend identifying 1-3 goals): 
• Learn more about the job and explore if the fit is right 
• Get the job offer 
• Get the promotion 
• Make a good impression 
• Make sure my body language and tone communicate interest in the other 

person 
• Communicate important information 
• Influence an important decision 
• Share my point of view  
• Delegate an important task to my direct report 
• Provide the tough feedback 
• Offer support in a difficult situation 
• Offer career support and advice 
• Gather information  
• Actively listen and build trust 
• Be present with the person and refrain from offering advice 
• Pause before I respond 
• Connect and strengthen the relationship 
• Demonstrate I care about the other person 
• Establish better boundaries 
• Have fun 
 
 
Step Two (my favorite step!): What is my best intention for how I 
want to Show Up? What would I want the other people(s), or a fly on the 
wall, to say about how I was “being”? 
 
Client examples include (recommend identifying 3-5 attributes): 
• Present 
• Engaged 
• Grounded 
• Confident 
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• Approachable 
• Authentic 
• Empathetic, active listener 
• Able to understand and respect others’ point of view 
• Nonjudgmental 
• Curious 
• Collaborative 
• Caring 
• Compassionate 
• Focused on what matters 
• Respectful 
• Grounded, not reactive 
• Like-able, fun to work with 
• Joyful 
• Energized and upbeat 
 
Step Three: What are my “watch outs”? What could I do or say that 
could get in the way of a successful meeting or conversation?  
 
Client examples include: 
• What could I say that might make the other person feel defensive?  
• What could the other person say that might make me feel defensive? 
• How might my need to be liked get in the way? 
• How might my need to be right get in the way? 
• What do I need to pay attention to in terms of my tone of voice and body 

language? 
 
Step Four: How will I maintain leadership presence? How can I stay 
present and focused on my goal, intentions and watch outs? What will I do if 
I get triggered so that I can re-center and remain grounded?  
 
Client examples include: 
• Periodically remind myself of my goal, intentions, and watch outs. Clients 

often write them down on the side of their notepad or on a note-card 
placed in their pocket. 

• Get grounded in my body by focusing on my breath, counting to five, or 
feeling the sensations of my feet on the floor. 

• Get grounded in my body by bringing my attention to an outside sound, 
like a fan or an air conditioner.  

• Request a coffee or bathroom break if I start to feel myself transitioning 
to reactive mode versus intentional mode and remind myself of my goal, 
intentions, and watch outs. 

 
 


