Leadership Communication Case




Christopher Evans
Trident University
LED402 Leadership Training and Development (2020JUN01FT-2)
20 June 2020



                                                                   Question 1
For every organization to run smoothly, both managers and employees need to be aware of their personalities. Personality plays a critical role in leadership as it allows people to progress in their careers and perform leadership functions. Although the organizations believe they employ smart people, everybody is always exceptional in their own ways for instance, some of the individuals are known to be serious when performing their tasks and relating with their colleagues while others are said to be friendly. The personality of a person is very critical as is regarded to be the overall observation, opinions and practices that make someone unique (Lowy & Hood, 2004). While some of the personality is easy to be discovered by an individual and people around them, some are very hard to be realized. Johari Window and transactional analysis play a critical role in assisting people to develop their leadership skills by enhancing their relationship with others. Additional, criticism is crucial in making individuals realize themselves and what other people think about them.
Feedback gained from other people makes us know how our conduct affects others as far as their feelings and acknowledgements are concerned. Similarly, the use of Johari Window Theory ensures that people receive information and provides feedback to others (Lowy & Hood, 2004). For example, my subordinates seem not to know about themselves because my first subordinate who is a young Caucasian female is not trustable and tells lies all the time. The lady acts childishly evidently on how she carries herself. Also, she is untrustworthy because of lying a lot and has a “don’t care” attitude. Another subordinate is a young African American male who also acts childishly and due to his attitude as well as being disrespectful to his supervisors because he does not want to follow rules. Also, he is disorganized and always wears dirty uniforms. Moreover, my commander is a I know everything person and his attitude has resulted in him having a negative attitude when someone disagrees with him and is not liked by the majority of his fellow officers. On the other hand, I can be impatient and aggressive at times. These types of personality that my subordinates and I exhibit fall under the blind spot category since we are not aware of them.
      Question 2
There are several hidden personalities that I have kept away from my subordinates to ensure we do not affect our working relationship. I am sometimes aggressive especially when someone does something wrong to me, therefore, I try as much as possible to hide this personality. After all, it might hinder my relationship with them because it will make them fear to approach me in case of need. Also, I am always apologetic especially if I had issued punishment before getting full information about the mistake and thus making the subordinates feel that I was the one who made a mistake. 
I also feel that my subordinates have some hidden spots because they always have excuses when given assignments to accomplish and the second subordinate is hiding this talkative nature. I think he does not like to talk much with his supervisor because he does not want to interfere with the work level relationship. I also feel that my commander hides from me something because he is always aggressive when someone disagrees with him. All these characters fall under the hidden spot in the Johari Window Theory since they are always known by the person but unknown by others (Lowy & Hood, 2004).


Question 3
The model works by enhancing leadership skills because people can get feedback about their personality and behaviors and improve on them. Moreover, leadership coaching utilized the Johari window model to ensure people get aware of their personalities. Nonetheless, self-awareness is an essential key to happiness and success, because without it people will tend to move through disconnected relationships and experiences as well as being unaware of how other people see and receive them and being unable to take complete responsibility for their outcomes. Furthermore, people would think that experienced leaders and those with the highest positions have the greatest levels of self-awareness, however, that is not true because there are parts of individuals that are known and others unknown by ourselves and others. The Johari window allows people to be aware of their knowns and unknowns so that people can be more watchful to improve their relationships with other people (Connor & Pokora, 2012). 
Understanding my commander is an aggressive person and has a I know everything attitude is important because it will allow me to handle him to avoid more frustration brought about by this behavior. Additionally, there is a need to understand the behavior of my subordinates such as acting childishly and being disorganized. I should, therefore, inform my subordinates about their disorganization while at work and telling lies to enable them to realize what others know about them and see what they will feel about that. Improving the awareness will make the subordinates change their behaviors and personality and start saying the truth as well as respecting their supervisors and commanders. I think providing the personality to the owners and making it known will make me feel free at work and enhance my relationship with subordinates and commanders.

Question 4
Transaction analysis theory illustrates that people communicate in different transactional states, and therefore to better understand ourselves there is a need to examine different transactions with individuals interacted with. Transaction examination is significant in two transactions, first is when someone communicates with the closest individuals and secondly is when people talking about sensitive topics such as workplace issues (Lowy & Hood, 2004). Hence, the three ego states include child, parent and adult state. At one point or another people transacts in child state and thus are required to be provided with guidance while at some point others communicate as parents to provide rules and direction to the child. Furthermore, parents’ transactions ensure that children are provided with required advice to be followed that will make them have a foundation of a good life. The commander has always acted as a parent to me because he has been providing guidance and direction in my military job. Whenever I wanted to do something that I did not know I would go back to ask for advice from the commander. Moreover, the subordinates have always acted as my children because I always show them the way and wish the best for them. For instance, one day I found one of the subordinates was not well-groomed as the military always require one to be disciplined and clean. In turn, I scolded the person and gave them the punishment to dig a pit so that they cannot repeat the mistake again. Two of my subordinates are friends and I think am linked to them having a similar behavior hence having child transaction.
Question 5
The transaction between the commander and I can be enhanced by making sure that when we talk about work-related issues, we use an adult ego state. Although the commander is always aggressive when someone is against his ideas, he should always listen to other people's thoughts. I should also understand my subordinates and talk to them in an adult transaction for instance instead of giving the subordinate punishment I should have asked why they did not follow the rules and be groomed as required. Furthermore, the two friends subordinate that I found having the same character and transact childishly, I think it is important if I could go talk to them as a parent and inform them what they are required to do as well as avoid (Lowy & Hood, 2004).
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