
“Kristina’s” Case 2 
 

Leadership Practice 
 

Client’s First Name:  Alex 

Name for This Practice: Transformation from support function to customer focus 

Current Behavior Desired Behavior 

Has a ‘fixed’ mindset in what the goal is 

 

short term focus 

Very quick to present a solution rather than 
listen to others and to follow ideas from 
managers and key stake holders 

Trust that it is worthwhile to listen and not tell, 
others that might have great ideas… 

Listen more with sales and his team… slow 
down.. in order to create better end result 

Put himself in other’s shoes, be curious and 
ask them to share their view. Listen with an 
open mind. 

Not be so quick to present a solution, slow 
down and zoom out to try and find out what’s 
behind other opinions 

Current Mindset Desired Mindset 

A feeling of being the ‘underdog’… we don’t 
have enough resources, not clever or modern 
enough, managers don’t trust us… dictating. 

The organization is very focused on what’s 
wrong and failures… Rushed for time. 
Celebrations are not genuine 

To feel that we are creating amazing 
solutions, our key stake holders love it and 
our customers. We are a desired employer 
for key engineers in the IT market  

How to celebrate success and do more of 
that in a way that it feels genuine and true. 
Trust there is time, and all questions doesn’t 
have to be solved immediately 

Primary Action Arena:  Pivotal Conversations 

Type of Agility:  Stake Holder Agility 

Shift in Agility Level: Achiever to Catalyst 

Capacities to Develop: Put yourself in key stake holders’ shoes and your managers and 
create relations and build trust. 

Power style: Dare to be less achiever and slow down and ask the right questions to key stake 
holders and managers at the same time as not looking as you are not on the ball as an 



achiever. 
 

Level of Reflective Action to Develop: To zoom out to understand the bigger picture and see 
the overall system and we can succeed together and reflect in the moment without having to 
have all the answers and my key stake holders and managers will appreciate me still.  

 
 

 
Relevant Background 

 
Client’s Role in the Organization:  Head of IT solutions towards the end user customer 

Type of Organization (e.g., for or non-profit, industry):  Retail 
 
 

Motivation for Coaching:  Initiated by CEO for the whole company in order to become a 
state-of-the-art IT department so the company as a whole will take massive steps forward. We 
are not just a support function we are leading and know what’s happening in the IT space, we 
build on that and we deliver. We attract the state-of-the-art people in our marketplace. Very 
dedicated and want to grow as a leader. Especially around context setting and stake holder 
agility. 

 

Context/situation:  To provide you with helpful feedback what would it be helpful for us to 
know about the larger situation in which your client is working?        

Alex is a senior manager in a large IT department in retail, responsible for all relations with 
regards to develop solutions for sales and end-user solutions in the company. The challenge is 
to build relations with sales and marketing, provide solutions they want, it has to be state of the 
art, fast and creative, something sales want to take to market to end-users. If his organization 
doesn’t do it, they will develop solutions themselves. The challenge is to build trust, have the 
competence and be an attractive employer for state-of-the-art IT experts in the market. 

 

Alex has 140 people in his team, 8 managers reporting to him. He is a typical achiever type I 
would say. Very talented, up and coming, great leadership skills with his own team. We have 
had 5 coaching sessions so far. He would like to be more of a catalyst and is struggling with 
managers above him being strong achievers and sometimes experts. How can he support the 
whole organization as he can see what is needed even though he is under a lot of achiever 
pressure from managers and key stake holders? How can you try to be a catalyst with an 
achiever boss?  

How to build and org that is delivering world class solutions quickly? 

How do we agree on how success looks like at the end of 2021? 



What is needed to get there? 

- Build relationships, culture, competence, what else… and how to build trust? 
- How do we do it day to day? What do I need to change in my own leadership style? 
- Towards, my mangers, key stake holders, my team and colleagues? 
- How will my world look like if I put myself in their shoes? 

How can I be a catalyst if my mangers and key stake holders are not? Or are they and we don’t 
Communicate? Trust? Relations? 

 

 

 

 

 

 

 
 
 

 

 

 

Challenge:   

How can I coach someone who is very much an achiever/agile leader towards their own team 
and stuck with their managers and key stake holders who are more expert and achievers? How 
can he build more relations and be trusted if he doesn’t adapt their thought process? Is it 
possible to be a catalyst if your manager and pears are not_ 
 
 
 
 
 

Feedback:  What kind of feedback would be of greatest value to you?        

Have I read the situation, right? 

If so… how do I support, my client to follow what he think is right for the whole company and 
still being seen as someone who is achieving? 

 

 

 


