
LEADERSHIP & BUSINESS SKILLS 
IN TIMES OF CRISES 



I EXPECT TO BE 
POORER

01

UNLIKELY TO WORK
LONG HOURS

02

03

UNLIKELY TO 
SPEND MONEY 
ON BUYNG THINGS

A B

THE PARALYSIS

What	we	do	is	highly	interdependent	
on	what	we	expect	others	to	do.

SETS	BEHAVIOURAL	DIRECTION		FOR	YOUR	RESULTS



ECONOMIC COMPONENTS

DIRECT COSTS

DIRECT COSTS

Direct	costs	resulting	from	loss	of	
jobs,	pay-cuts,	and	business	

closures.	

01

FEAR

FEAR

	The	fear	led	to	lockdowns	and	
mitigation	policies	that	have	led	to	

the	bulk	of	the	costs.	

02

CONFIDENCE

CONFIDENCE

The	confidence	of	people	stands	
shattered	at	multiple	levels.	

Confidence	is	very	easily	
broken	but	it	is	repaired	
very	slowly.	



MAKING SENSE OF REALITY

HOW	DO	YOU	MAKE	INQUIRE	INTO	THE	TRUTH	OF	THINGS?	

CONCLUSION

INLIERS

TRUTH	IS	AGREEMENT

BOUNDED	RATIONALITYMINORITY	BELIEVES	SO

MAJORITY	SAYS	SO IGNORE	EXTREMES

Limited	by	
information,	time,	
and	resources

MAJORITY OPINION

ECONOMIC DOOMSDAY

MAJORITY IS MOSTLY WRONG



MAKING SENSE OF REALITY

MAJORITY	OPINION

BUSINESS	AS	USUAL

DEBATE	
ASSUMPTIONS

OUTLIERS

CONCLUSION

DEBATE	
ASSUMPTIONS

MINORITY	OPINION

WORST	RECESSION	EVER

HOW	DO	YOU	MAKE	INQUIRE	INTO	THE	TRUTH	OF	THINGS?	

TIME	CONSUMINGMULTIPLICITY

DISAGREEMENT DEBATE	EXTREMES
TRUTH	IS	DEBATE

MINORITY IS RARELY RIGHT



MAKING SENSE OF REALITY

THE COMMON SYSTEM

DEBATE	
ASSUMPTIONS

TRUTH

MOSTLY
WRONG

RARELY	RIGHT RARELY	RIGHT



MAKING SENSE OF REALITY

TRUTH IS PLURAL

THE UNCOMMON SYSTEM

DEBATE	
ASSUMPTIONS

EXTREME EXTREME



HOW DID THE WORLD DISCOVER TRUTH

FOOLS	
PARADISE

URGENT	
RESPONSES

POSITIVE	
VIEW

PESSIMISTIC	
DECISIONS

INTEGRATED REALITY
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						INLIERS						

HOARDING LOCKDOWN

OVER	BY	
EASTER

BUSINESS	AS	
USUAL

I	DON’T	KNOW



WHAT DO I KNOW

FOOLS	
PARADISE

URGENT	
RESPONSES

POSITIVE	
VIEW

PESSIMISTIC	
DECISIONS

			
			
O
U
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RS
			
		

						INLIERS						

ECONOMY	IS	DOWN	
LIQUIDITY	CRUNCH

BETTER	BE	SAFE	THAN	SORRY	STRATEGY

IT	WILL	RECOVER

WHAT	ELSE	DO	I	KNOW?

‣ People	Will	Behave	According	To	
Expectations	

‣ Market	Shares	Shift	Post	Crises	

‣ Giants	Are	Born	Post	Recession	

‣ Acknowledging	I	Don’t	Know	Implies	
Uncertainty	

‣ The	Way	Out	Of	Uncertainty	IS	Not	‘The	
Usual	Way’	But	Either	The	Creative	Way	or	
The	Critical	Way	

‣ The	Leaders	Will	Decide	The	Way	-	I	Will	
Follow	Because	I	Really	Don’t	Know



LEADING THROUGH CRISES
INTEGRATED REALITY

BE	SAFE	MODEL

BE	BRAVE

EXPECTATIONS
SET

STABLIZE

ANALYZE

FOCUS

EXECUTE



BE SAFE MODEL

BRAVE

PEOPLE	ARE	AFRAID

BEING	OPPOSITE

GIVING	FALSE	ASSURANCES

SAYING	NOTHING	WILL	GO	WRONG

ACKNOWLEDGING	FEAR

CREATING	CALMNESS

IT’S	IN	OUR	HANDS

IS NOT IT IS

BE	BRAVE



BE SAFE MODEL

EXPECTATIONS

SET	EXPECTATIONS:	CHANGE	UNCERTAINTY	TO	FAITH

UNCERTAIN INCONFIDENT AFRAID

INPUT OUTPUT

ANTICIPATION		
IS	

POWER

FAITH
‣ Faith	is	knowing	that	at	our	core	we're	

more	than	anything	we	will	ever	face,	and	
we	can	handle	whatever	life	brings	us.		

‣ Faith	is	what	fuels	us	through	times	of	fear	
and	uncertainty.		

‣ Faith	is	resilience.

Human	Mind	
Does	Not	
Function	
When	Its	
Insecure

Unconfident	
Minds	Take	
Negative	
Decisions

Fear	Is	A	
Bigger	

Motivator	
Than	

Possibility

BRAVE SECURITY

JOBS

CONFIDENCE

TOGETHER

FAITH

ANTICIPATION

OUTPUT



BE SAFE MODEL
STABLIZE

STABLIZE

TAKE	STOCK

PRIORITY-1	
12M	CFR	—	CR

STRATEGY	
NEUTRAL	
TEAMS

PRIORITY-2	
Initiate	SN	Actions

e.g.	Collections	
								Supply	Chain	

								Normalise

COMMUNICATE

PRIORITY-3	
Verbalize	
EVERYTHING



BE SAFE MODEL
ANALYZE:	GETTING	TO	THE	TRUTH	FAST	—	MANAGE	12	MONTHS	IN	10

ANALYZE

‣ The	action	which	needs	to	be	done	in	parallel	to	stabilize	is	to	analyze	the	situation	and	collect	data	.

INNOVATION:	

OFFERS

RIS
K	M

ITI
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BUSINESS	AS	USUAL:	

SUPPLY	CHAIN	
CUSTOMERS

$$
	LE
VE
RS

BUSINESS	AS	USUAL:	

WHAT	PURCHASES	
CAN	YOU	DELAY?

INNOVATION:	

WHAT	OFFERS	CAN	
YOU	EXTRACT	FOR	

NECESSITIES

BUSINESS	AS	USUAL:	

ARE	YOU	THE	
EASIEST	OPTION	TO	

BUY	NOW

DD
	LE
VE
RS

INNOVATION:	

STRUCTURE	DEALS		
TO	SOLVE	PROBLEMS

AL
TE
RN
AT
E	L
EV
ER

BUSINESS	AS	USUAL:	

IDENTIFY	
COLLABORATORS

INNOVATION:	

USE	RELATIONSHIPS	
TO	SERVE	THE	
PROBLEM



BE SAFE MODEL
FOCUS:	GETTING	THINGS	DONE:	START-STOP-MORE-LESS

FOCUS

START

BRAVE	

EXPECTATION	
STABLIZING	
ANALYZING

Green marketing is a 
practice whereby

STOP

SAY	NO	TO	
EVERYTHING	

ELSE

- MEETINGS	

- POLITICS	

- NEWS	

- NON	ESSENTIAL	
TRAVEL	

- DEMORALISING	
LANGUAGE	

- HOPELESS	
CONVERSATIONS

CREATE:	

- FEEDBACK	LOOPS	

- COMMUNICATION	
MECHANISMS

MORE OF

RISK	MITIGATION	

$$	LEVERS	

DD	LEVERS	
ALTERNATE	LEVERS	

DECIDE	PRIORITY	

COMMUNICATE	IT	

CUT	THE	REST	OUT

LESS OF

DELEGATE	AND	
MONITOR	BUSINESS	

AS	USUAL	

SO	YOU	CAN	FIGURE	
OUT	HOW	TO	
INNOVATE	TO	

CAPITALISE	ON	THE	
CRISES

EARLY  

WINS

As	a	leader,	you	need	to	focus	
on	what’s	a	priority	right	now.	
Focus	is	often	an	overused	

word.		In	crisis	it	means	ignoring	
things	that	in	normal	times	

matter,	it’s	about	saying	No	to	
people.	



BE SAFE MODEL
REAL	LEADERS	ARE	FORGED	IN	CRISES

FOCUS

ACKNOWLEDGE	
FEARS	&	

ENCOURAGE	
RESOLVE

GIVE	PEOPLE	
ROLES	AND	
PURPOSE

EXPERIMENT	
AND		
LEARN

GET	USED	TO	
AMBIGUITY	AND	

CHAOS

ATTEND	TO	
ENERGY	AND	
EMOTION

E+R	=	O	

EVENT	+	RESPONSE	=	
OUTCOME	

THE	GOALS	
HAVE	

DISAPPEARED

CONSIDER	
EXTREMES	

THE	KELLOGGS	WAY

BELIEFS	
CONTROL	

US

IMAGINATION	
INDUCES	
EMOTION

RELEASE	
THE	

BRAKES	!!!



BE SAFE MODEL
EXECUTION:	QUICK,	DECISIVE,	EFFECTIVE.

EXECUTE

Try Fail Try Fail Try Fail DO DO DO

DO THE RIGHT THING

CMP

DO THE ACCEPTABLE THING

Lot of Engagement > ActionLot of Action > Talk

CONCERN > DESIRE

DRIVE. PASSION. BELIEF.

CAREER TO MAKE

DESIRE > CONCERN

FIT IN. ACCEPTANCE. CONFORMITY.

JOB TO SAVE

PACE MAKERS FLOATERS

BUSINESS AS USUAL ACTIONS 
EXCEPT RISK MITIGATIONALL OTHER FOCUS AREAS



THE MIND MAP

SPEED 
OVER 

PRECISION

ADAPT 
BOLDLY

SMART	
TRADEOFFS

EMBRACE	
ACTION

WHAT	
NOT	TO	
DOEXIT	

YESTERDAY’S	
PLAYBOOK

CONNECT	
TO	

FRONTLINE

PRIORITY

EXPECTATIONS

CALMNESS

ENGAGE 
FOR 

IMPACT

CONNECT	
1-TO-1

DIG	
DEEP

CUSTOMER	
EMPLOYEES

AMPLIFY	
+IVE	

MESSAGES

NAME	
DECISION	
MAKERS

DEFINE	
PRIORITIES

RELIABILITY

LEADERSHIP & 
BUSINESS SKILLS IN 

TIMES OF CRISES



LEADERSHIP & BUSINESS SKILLS 
IN TIMES OF CRISES 

“DO WHAT YOU CAN, THEN WHAT 
IS POSSIBLE & SOON YOU WILL 

ALL BE DOING THE IMPOSSIBLE.”

Saint Francis of Assisi said in times of crisis  



SUMMARY

LEADERSHIP & 
BUSINESS SKILLS IN 

TIMES OF CRISES

EXECUTE
QUICK	

DECISIVE	
EFFECTIVE

DIRECT COSTS

REALITY
ECONOMIC	&	

PSYCHOLOGICAL	
REALITY

FEAR

CONFIDENCE

SENSEMAKING

OUTLIERS	
INLIERS

I DON’T KNOW

WHAT DO I KNOW

INTEGRATED REALITY

ACKNOWLEDGING	FEAR	

CREATING	CALMNESS	

SETTING	EXPECTATIONS

SETTING	PRIORITIES

LEVERS

START.	STOP.	MORE.	LESS

BE SAFE
INTEGRATED	
REALITY	&	THE	
BESAFE	MODEL

STABLIZING

ANALYSING

FOCUS

BE BRAVE

SET EXPECTATIONS


