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Presenter
Presentation Notes
Good Afternoon! Are you ready to learn a few tips/tricks to accelerate and grow your career? Awesome!My name is Shannon Bumgarner and over the next hour I will be sharing some tips and tricks to help you focus on and grow your career.  I am 20+ year operations professional and my day job is a category manager at Ingersoll Rand.  My passion is being a “femspirer” and coaching others in how they can reach their own aspirations – particularly women in STEM fields.You ready?  So let’s get started…..



It’s Your Time to Rise

Moment of Gratitude

Presenter
Presentation Notes
TRANSITION:  Before we dive into the details – I would like to start with a moment of gratitude… a freeing and centering moment. In the introduction to her book “Dare to Lead”, Brene Brown refers to people often asking her if she still gets nervous when she speaks in public.  The answer for her… and for me…. is YES!Her first reason is “People are offering me their most precious gift – their time. Time is, hands down, our most coveted, most unrenewable resource. “  You have most graciously given me your time and I am humbly grateful for your generosity. 





ARE YOU……

Saying Yes to the
Right Activities?

Supporting 
Your Network?

Presenter
Presentation Notes
TRANSITION:  I am going to start off with what seems like a mundane question “How do you PLAN to show up today?”Some of you may be thinking… Shannon, I am here, aren’t I?  What type of a crazy question is that?  Hang with me… maybe not as crazy of a question as it may first appear.In 2017, I was part of a Women’s Leadership Program.  This is a nomination program only and I was already humbled to be in the room. On Jun 29 (first day of the program), I walked in the room with ~25 other women (many of whom I did not know). At the front of the room, was this question posed on a large yellow sheet of paper (see picture above?)And it hit me… really hard in the gut… a life transforming moment for me. Up until that point, I honestly did not think about how I showed up to my office in the morning, to meetings with others, etc.  I did not consciously consider how I managed my time/energy, how I deliberately supported other, how I ensured I captured the right opportunities for my career…And this is the question I want you to keep in mind over the next  hour and for the remainder of our time together today.    



Presenter
Presentation Notes
TRANSITION:  What I would challenge you with today is to show up everyday of the “CEO of your Lady business”.  Deliberately considering and putting that plan together to treat your career like your own business…Craft and strengthening your personal brandManaging your energy level and saying yes to the right activitiesConsciously cultivating and supporting your network“ME Incorporated”…. what organization or business could be critical to your overall success and happiness?



Four Keys 
To Success 

Actionable
Insights Resources

Presenter
Presentation Notes
TRANSITION: So how are we going to do that?I am going to walk you through four keys to success and give you specific ideas on how you can put it work for your success.  If you’re like me, while you like to learn new ideas, you want to know how you actually put them into practice.Within each of these keys to success, I will:Explain the overall conceptGive you with an example of what it could look like in “real life”Provide actionable insights on what you can do to put this concept into practice for yourProvide some other video or written resources for you



Launch Your IPO

Find Your Phenom Phrase
Bold vision for your career

Unique, amazing service 
offering to the world

Things to Think About….

Strengths that others admire in you

No such thing as a dream job…

Sense of purpose:  What gives you 
energy?

1
Individualized Personal Offering

Presenter
Presentation Notes
TRANSITION:  Without further adieu, let’s dive into Key #1:  Launching Your IPO – your Individualized Personal OfferingNo, this is not the Initial Public Offering (IPO) you are familiar from the stock market work… but for you personally.. It’s MUCH more important. It is the bold vision you have for career.  The fabulous, unique offering you are going to bring to the world. And you have one – and it exceptional and singular (so silence the crow in your head… I know it’s talking right now).  And the world needs it to become a better place.I want you to commit some quiet and reflective time to think about:What is that unique combination of strengths I bring to the table?What are those events/activities/people in my day that bring me energy and joy?Rather then focusing on my “dream job” (touch on this on next slide), what outcomes or achievements give me true satisfactions



 Brainstorm a list of your top strengths 

 Identify  your top “pop” projects you are most 
proud of; dig deep as to why

 Informal survey with your “tribe”; ask them 
what qualities they admire and where you 
perform best

 Share your Phenom Phrase with your tribe

Actionable Insights Resources

 Video: “Don’t Find a Job, 
Find a Mission” - Celeste 
Headlee at TEDxAugusta

 Reading: “How to Develop 
Your Personal Mission 
Statement” by Stephen R 
Covey

1 Launch Your IPO
Individualized Personal Offering

Example Phenom Phrase
Inspiring leader who influences 
others to transform into their 
best selves

Presenter
Presentation Notes
TRANSITION:  As promised, I want to provide you with an example for each concept.  I am encouraging you to “put yourself out there”… so why not give you mine?Read the vision statement on slide:Outcome I love best is to see others succeed (Ex: WOR for Wende)One of the experiences I have valued most is peer coaching circle program development and impact on othersCreated a whole different career channel for me (why I am standing here today) in addition to my strategic, systems, and process design offering within my current pathAs promised, Dream job:  In Cheleste Headlee talk (in resources) she talks about finding your purpose… not a title. Your “dream job” may not be aligned to that or involves elements you don’t realize…Actionable Insights:First 2:  Personal Reflection – Focus on strengths and activities / projectsSecond 2:  Involve your tribe – you don’t have to go at this alone… they want to help you succeed.  



2 Know Your Value
Defined Value Proposition

Target Audience
Who are you trying to influence? Who are your 
key stakeholders and internal & external 
customers?

Detailed Offering
Specific skills and talents that, in combination, 
make you singularly desirable.  How does this 
offering differentiate you from the competition?

What methods or strategies do you use to 
deploy these skills? How do you uniquely 
combine your skills in a coveted way to deliver 
results?

Channel Method

Benefits and results that stakeholders and 
customers can expect

1

2

3

4 Key Outcomes

Presenter
Presentation Notes
TRANSITION:  Now that we have your career IPO or vision statement, we need to better define your service offering – your value proposition .  As with any business, you want your product or service offering to be clear and understand your career niche and journey.Four Elements to this Defined Value PropositionTarget Audience:  Who are you trying to influence? Who are your key stakeholders and customers? I promise you will identify people or groups of people you haven’t thought about with this exercise.Detailed Offering:  What makes your skill set unique? How does that make you different from others with similar interests, roles, or skills? Remember you offering IS UNIQUE and SPECIAL (quiet crow).Channel Method:  How do you uniquely deliver these skills?  What ways do you “show up” or deliver that are differentiated?Key Outcomes:  Last, but certainly not least.  All your stakeholders want to know “what’s in it for me”.  What benefits and results will you offer that is different and of benefit to your stakeholders and customers.



2 Know Your Value
Defined Value Proposition

Target Audience
Women on technical and manufacturing career 
paths; focus on early and mid career 

Detailed Offering

• Exceptional ability to “connect dots” and help 
others envision their success journey

• Bridge connections between diverse people for 
network building

• Develop models and strategies for personal and 
team development

• In Person and Virtual: One-on-one coaching and 
peer coaching circles; public speaking

• Online: Website and social media; Linked In
• Written: Blogs and book launch

Channel Method

Women leaders who are confident, diversely 
connected and on challenging, dynamic career 
journeys; tie to specific business objectives

1

2

3

4 Key Outcomes

Video: “Know your worth,  and then ask for it” – Casey 
Brown at TEDxColumbusWomen

Presenter
Presentation Notes
TRANSITION:  So all that seems to make sense, but may be a bit esoteric… so let’s look at a “real world” example. again, I am going to use myself as a test case:Target Audience:  For me, my passion as a degreed engineer, is the STEM fields.  I especially think my offering is valid for early and mid career women to share my own learnings and pitfalls [CLICK]Detailed Offering:  Based on tribe feedback and career areas where I excel, I have 3 specific skills which I believe are a unique and compelling:  (1) Connector of dots into a vision (2) Bridge connections with people, and (3) System and process design skills [CLICK]Channel Method:  As I grow this model, I want to use three channels (1) In Person (like this and more intimate settings), (2) Website and social media, and (3) Written (Blogs and articles) [CLICK]Key Outcomes:  Female leader connected and on their on dynamic career journeys; be on a individual basis or within an organizational setting (this I think will become a bit more defined with time) [CLICK]Resources:  Great TED talk on knowing your worth, defining it, and asking for it in all aspects of your life



3 Be Branded
Compelling Brand Story

Perception
WHAT YOU SAY

HOW YOU APPEAR
• What you talk about
• Images associated 

with you (in person or 
online)

Performance
WHAT YOU DO

• Your performance
• How you show up
• How you spend your 

time
• Associated 

experiences working 
with you

Courtesy of Perri Richman, 
Ingersoll Rand VP 
Communications

Presenter
Presentation Notes
TRANSITION:  Defining your IPO and then your value proposition – naturally leads into one of my favorite subjects… telling your compelling your brand story.   One of my favorite quotes is from Jeff Bezos, “Your brand is what other people say about you when you're not in the room”.  Another statement that struck home for me “You have a personal brand – whether you know it or not”.Perri Richman, IR VP of Communications, is a master of this subject and has coached many of us that your brand has two basic elements.  Performance:  Does your performance match your vision and value proposition.? Are you spending your time and “showing up” in alignment with both of these? Are you delivering on key outcomes?Perception:  How do those key influencers, stakeholders, and customers perceive you in relation to your IPO and your value proposition?  If there are gaps… how can you close them? How can you use your brand story to reaffirm or close the gaps with your current brand.These are questions you need to answer to better define your marketing plan and getting you ready for the fun part – sharing your story!



Remember

Personalize

3 Be Branded
Compelling Brand Story

Engage

Connect

 Gather feedback to identify gaps between 
expected brand performance and perceptions; 
work on 1-2 items to cover gaps

 Incorporate a story in your next presentation as 
a “grabber” or to illustrate a critical point

 Ensure brand strategy alignment with IPO and 
value proposition

Actionable Insights Resources

 Video: “The Magical Science 
of Storytelling” – David JP 
Phillips at TEDxStockholm

 Reading: “Reinventing You:  
Defining Your Brand, Imagine 
Your Future” by Dorie Clark

Presenter
Presentation Notes
TRANSITION:  Let’s talk a little bit about storytelling.  As an engineer, I tended to focus on the data and the facts.  One of my “ah-ha” moments in the last few years, is the story is just as important as data and facts.The one data point that really drive that home was that “stories are up to 22 times more memorable than facts or figures alone”.  Ok – really?  So why is that:Remember It  Better:  Dopamine is released that makes event easier to remember with accuracy.Personalize It:  Neural connections allows listener to turn the idea into their own ideas and experiences.Engage with It: More cortex activity – facts engage two areas of the brain.  Stories engage more areas.Connect with It:  Mirroring occurs.  Listeners has similar brain activity as speaker.Actionable Insights:Gather feedback to help better define your brand.  Critical to understand how performance and perceptions are aligned to IPO and value proposition.  USE YOUR TRIBE!!Start slowing – incorporating story telling into your daily life



4 Gather the Village
Cultivate Social Capital

Presenter
Presentation Notes
TRANSITION:  Has anyone heard me say, “Leverage your tribe”?  I used to be Offender #1 – I could do it all… I didn’t need help from others?  Boy, was I MISSING OUT!If you remember nothing else from our time today, this is the one takeaway I want you to write down and keep it in front of you ALWAYS: Cultivate and utilize social capital.  Story from one of my top five TED talks (and that’s saying something because I have watched WAY too many): [TELL SUPER CHICKEN STORY]



4 Gather the Village
Cultivate Social Capital

 Deliberately and carefully assemble a diverse 
group of tribe members that will support and 
challenge you

 Identify a trusted “board of directors” to 
support and guide “Me” Incorporated

 Join or start a peer coaching circle

 DO NOT be afraid to ask for help

Actionable Insights

Resources

 Video: “Forget the Pecking Order at Work” –
Margaret Heffernan TEDWomen 2015

 Reading: “Beyond Measure:  The Big Impact 
of Small Changes” by Margaret Heffernan

Presenter
Presentation Notes
TRANSITION:  So what does make a difference and encourage success? How do avoid the “super chicken” model?A team at MIT did research and gave various groups hard problems to solve.  Groups that were successful had 3 things in common:Showed high degrees of social sensitivity (measure by something called the Reading the Mind in the Eyes Test).  Considered a test for empathy.Gave roughly equal time to each otherHad more women in them (could be a double down on empathy quotient)What is key to the success is social connectedness to each other. It means what happens between people really counts and when people are highly attuned and sensitive to each other; ideas can flow and grow.  People don’t get stuck – they go farther because they go together. Review Actionable InsightsDeliberately create diverse tribe to be your “social connectedness”. Create a diverse, trusted BOD to support and guide “ME Incorporated”Find your own coaching circle – or CREATE ONE ( I can help…  )DO NOT BE AFRAID TO ASK FOR HELP!



1

Launch 
Your IPO

2

Know Your 
Value

3

Be 
Branded

4

Gather the
Village

Presenter
Presentation Notes
TRANSITON:  We have covered four keys to treated your career like “ME Incorporated” – being the CEO of your Lady business. Launching your IPO or bold career visionKnowing your value – defining your value propositionCreating your aligned brand and telling that fantastic storyGathering the Village – Avoiding the Super Chicken at all costs!I am going to circle back to that first question.. How do you plan to show up today? As you go back to the office or to your next work/social function?  Think about it - the actionable answer is not as easy as it seems and may not always be easy to do consistently.  But, this I will promise you, if you view your life through that lens… it will be transformative.  



Let’s Keep in Touch!
Shannon Bumgarner
shannon@femspired.org

Presenter
Presentation Notes
Thank you for the gift of your time – it has been an absolute pleasure!  I have listed my email above for us to stay connected. I would like to become a part of your tribe.  May you Be Bold – Embrace your fears… and Live Vulnerably!


	Slide Number 1
	It’s Your Time to Rise
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16

