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Getting to the top and 
staying there Ŧlessons from 
Directors who made it 

October 23rd Copenhagen.



Agenda

Some general thoughts 

about Directors and 

Boards using some           

BIG IDEAS
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WHO AM I? 

WHAT DO I WANT?

WHAT SACRIFICES WILL I MAKE?

WHAT DO I NEED TO DEMONSTRATE? 

WHAT ARE MY POTENTIAL 

DERAILERS?

HOW AND WHERE WILL I SELF 

ACTUALISE?
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What does good look like?

Can you please think about the BEST person you have 

worked with on a Board or very senior team. 

What three words would you use to describe them?
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Can you now think of the WORST  - what three 
words would you use to describe them?



Do you REALLY WANT IT?

What is the similarity between a 

Board Director and a monkey?

ŵşşşşşşşØÎÔ ÀÑÄ ÎÍ ÒÇÎÖ ÀËË ÓÇÄ ÓÈÌÄŜ ÒÎ 

the higher up the tree you go the more 

ÎÅ ØÎÔÑ ÔÆËØ ÁÈÓÒ ÄÕÄÑØÎÍÄ ÂÀÍ ÒÄÄūŶ
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The Pension deficit is bigger than the 
Market Capitalisation of a  number of 
%32$ Ʊưư "ÎŴÒ 



ŵ!ÄÈÍÆ ÓÇÄ "$. ÈÒ ÀÁÒÎËÔÓÄËØ ÅÀÍÓÀÒÓÈÂ 

25% of the time and absolutely 

ÓÄÑÑÈÅØÈÍÆ ÅÎÑ ÓÇÄ ÑÄÒÓ ÎÅ ÓÇÄ ÓÈÌÄūŶ

The average tenure of a CEO in Europe 

is 23 months
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Boards - what do you sign up to?

Responsible for taking legal steps to provide reasonable 

returns to shareholders or key stakeholders/trustees.

Legally responsible to trade in good commercial faith.

Legally responsible for Health and Safety.

Legally responsible for a true and fair view of the Annual 

Accounts and Balance Sheet (and pension hole).

Responsible for the long term sustainable relevance of the 

strategic plan, the brand, and the capability of the people 

to deliver the plan.

Everyone looks to you for just about everything! 

Raw talent, passion and a huge amount of hard work!
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Malcolm Gladwell - Outliers

ŵÍÎ-one who can rise before dawn three hundred sixty days 

À ØÄÀÑ ÅÀÈËÒ ÓÎ ÌÀÊÄ ÇÈÒ ÅÀÌÈËØ ÑÈÂÇŶ

ŵ,ÀÒÓÄÑØ ÎÅ ÀÍØÓÇÈÍÆ ÓÀÊÄÒ ÀÓ ËÄÀÒÓ ƱưŜưưư ÇÎÔÑÒŶ

Bill Gates 10 hours a day 7 days a week.

The flywheel Ŧget successful as early as possible Ŧ

Accumulative Advantage Ŧsuccess breeds success

Innate talent or preparation Ŧbest 10k, ok 8k, worst 4k?
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Get  READY FOR THE 

OPPORTUNITY Ŧ10,000 

hours of...........

9



Core anchor points
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Do your job 
really well

Manage others 
doing a great job

Manage managers 

Lead a complete              
function

General Manager or 
COO of an entity

Own a big 
organisational 
change project or 
Acquisition

Add real commercial, strategy, 
international or a second industry

Board Appointment

Chair/ Non Executive

SCALE
COMPLEXITY
TRACK RECORD

When is the 
right time to 
leave?
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VodafoneŦYou, Your Manager, The Co. 

3 sets of experiences

Within Divisions

Technical growth

Functional growth

Career transition points + anchors

Manager of people

Manager of Managers

Full P+L or Board Appointment

Programme Management

Partnering

Influencing

On-going feedback at each stage
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Fujitsu

Sales

S4

S3

S2

S1

SM3

SM2

SM1

INT 2

INT1

PRJ 2

PRJ 1

P+L 2

P+L 1

Potential Board

On the job.

Panel interviews.

On the job.

Assessment Centres and 
advanced psychometrics.

Coaches to avoid de-railing.

Mentors



The Prudential

Execution

Mobilisation Consultation
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Get the right people in.

Build and reward 
performance.

Grow a strong talent 
pipeline.

Develop credible 
successors

Transparent 
feedback.

Assessment Centres.

Mutual trust. 

Has real teeth.



KornFerry Data

+ÄÀÃÄÑÒÇÈÏƔ,ÀÍÀÆÄÌÄÍÓ ŵ+ÄÍÒŶ

Vision

Strategy creation

Mid/senior Managers Leaders

Operational 
execution

People

Management

Projects

The tipping point into senior 
leadership is scary!



What you think you do but....

ά5ƻƛƴƎέάaŀƴŀƎƛƴƎκ{ǳǇŜǊǾƛǎƛƴƎέά[ŜŀŘƛƴƎέ

Leaders

Managers

Workers



What you reallydo: If you are going to 
develop Board skills then reallyËÄÀÃŠş

ά5ƻƛƴƎέάaŀƴŀƎƛƴƎκ{ǳǇŜǊǾƛǎƛƴƎέά[ŜŀŘƛƴƎέ

Leaders

Managers

Workers



In brief  - 10,000 hours of....

Functional excellence.

Managing people and then teams of people.

Commercial experience - the numbers.

Significant change project.

International.

Scale and Complexity.

The longer term.
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Being VIGILENT- seeing 

WEAK SIGNALS and acting 

upon them
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Actions speak louder than words
ŦTHIN SLICING

What do you NOTICE?

Facial signs

Continuous scanning and calibration

Skin colour 

Breathing style and location

Muscle tone and movement

Tone of voice

What they subsequently go and do



International Work - Mitigated Speech

There are SIXlevels of conversational 

address in Korean:

Formal Deference

Informal Deference

Blunt

Familiar

Intimate 

Plain
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Weak signals - careers

Time

C
a
p
a
b
i 
l 
i
t
y      

Expected career route 
(from self and org)

ά{ƛƭŜƴǘέ 
Deterioration

Feedback 
tipping point



Weak Signals Ŧwhere are we are   
on the change curve?

Change

The Pit

Denial

Blame/victim

Rock Bottom

Face
Reality ðthe 
brutal facts

Energy

AngerMomentary 
relief Take some 

small 
steps and 
keep going

Time

Well 
Being



Be JUST RUTHLESS ENOUGH 
and make sure you have the capability in 

your team to deliver
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ŵ3ÇÄ ÁÄÒÓ ËÄÀÃÄÑÒ ÒÓÀÑÓ ÁØ ÆÄÓÓÈÍÆ ÓÇÄ ÑÈÆÇÓ ÏÄÎÏËÄ ÎÍ ÓÇÄ ÁÔÒ 
before they decide where to drive it. The they make sure they 
ÆÄÓ ÓÇÄ ÖÑÎÍÆ ÏÄÎÏËÄ ÎÅÅ ÓÇÄ ÁÔÒ ÀÒ ÒÎÎÍ ÀÒ ÓÇÄØ ÂÀÍŶ Good to Great
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All great Boards (and 
Directors) 

confront the             
BRUTAL FACTS



ŵ"ÎÍÅÑÎÍÓ ÓÇÄ ÌÎÒÓ ÁÑÔÓÀË 

facts of your current 

reality however 

ÔÍÏÀËÀÓÀÁËÄŠ 

ŵŠØÄÓ ÑÄÓÀÈÍ ÓÇÄ ÅÀÈÓÇ 

that you will prevail in 

the end despite the 

ÃÈÅÅÈÂÔËÓÈÄÒŶ

The Stockdale paradox

Resolving CONFLICT is a key attribute



One weak signal in the Danish economy right now

One weak signal affecting your organisation right now

One brutal truth you should front up to personally

26



Is it a VISION or a 

HALEUCINATION?

Does it have EMOTIONAL 

EDGE? 
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What is Magnetic North for the Organisation? 

Can be real, 
concrete....or an 
ŵÈÌÀÆÈÍÄÃ ÅÔÓÔÑÄŶ   N

....the three  things that matter about Magnetic North?

Make sure the words 
fit the actions.

ŵ#ÄÒÓÑÎØŜ *ÈËËŶ

ŵşşşÀ ÅÀÍÓÀÒÓÈÂ ÇÔÌÀÍ 
ÓÎÔÂÇŶ 
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the chris matchan partnership ltd

Am I engaged with the Strategy ςthe Ladder of 
Belief

I believe in it

It make sense to me

It is doable

I know what I must do

I am committed to it

I care about it

I know what it is

I understand it

FEELINGS

THINKING



Get regular and honest 

FEEDBACK - from people you trust and 

also from people who do not like you!

How do you like your coffee?

You are invited to a party..........
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Columbian airliner Avianca flight 
052

Columbia to Kennedy

Air Traffic Control ATC hold them up 19 minutes over Virginia; 29 minutes over Atlantic City; 29 

minutes south of Kennedy.

Cleared for landing but wind-shear means they have to go around again.
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Captain: ŵ3ÇÄ ÑÔÍÖÀØŜ ÖÇÄÑÄ ÈÒ ÈÓŮ ( ÃÎÍŴÓ ÒÄÄ ÈÓş ( ÃÎÍŴÓ ÒÄÄ ÈÓŶş 
Captain: ŵ6Ä ÃÎÍŴÓ ÇÀÕÄ ÅÔÄËşşşşŶ
Captain: ŵ( ÃÎÍŴÓ ÊÍÎÖ ÖÇÀÓ ÇÀÏÏÄÍÄÃ ÖÈÓÇ ÓÇÄ ÑÔÍÖÀØş ( ÃÈÃÍŴÓ ÒÄÄ ÈÓşŶ
First Officer:  ŵ( ÃÈÃÍŴÓ ÒÄÄ ÈÓŶ

ATC ŦŵÌÀÊÄ À  ËÄÅÓ ÓÔÑÍŶ

Captain: ŵ3ÄËË ÓÇÄÌ ÖÄ ÀÑÄ ÈÍ ÀÍ emergencyŶ
First Officer to ATC: ŵ3ÇÀÓŴÒ ÑÈÆÇÓ ÓÎ ÎÍÄ-ÄÈÆÇÓ ÙÄÑÎ ÎÍ ÓÇÄ ÇÄÀÃÈÍÆ ÀÍÃŜ ÀÇŜ ÖÄŴËË ÓÑØ 
ÎÍÂÄ ÀÆÀÈÍş 6ÄŴÑÄ ÑÔÍÍÈÍÆ ÎÔÓ ÎÅ ÅÔÄËŶ
Captain:ŵ6ÇÀÓ ÃÈÃ ÇÄ ÒÀØŮŶ
First Officer: ŵ( ÀËÑÄÀÃØ ÀÃÕÈÒÄ ÇÈÌ ÓÇÀÓ ÖÄ ÀÑÄ ÆÎÈÍÆ ÓÎ ÀÓÓÄÌÏÓ ÀÆÀÈÍ ÁÄÂÀÔÒÄ ÍÎÖ 
ÖÄ ÂÀÍŴÓşşşşşşşŶ



Captain: ŵǳÃÕÈÒÄ ÇÈÌ ÖÄ ÀÑÄ ÈÍ ÀÍ emergencyŶş

Captain: ŵ#ÈÃ ØÎÔ ÓÄËË ÇÈÌŮŶ

First Officer: ŵ8ÄÒŜ ÒÈÑş ( ÇÀÕÄ ÀËÑÄÀÃØ ÀÃÕÈÒÄ ÇÈÌşŶ
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First Officer to ATC: ŵ.ÍÄ-five-zero maintaining two thousand Avianca                               
zero-five-ÓÖÎ ÇÄÀÕØŶ
Captain: ŵÓÄËË ÇÈÌ ÖÄ ÃÎÍŴÓ ÇÀÕÄ ÀÍØ ÅÔÄËŶş

First Officer to ATC: ŵ"ËÈÌÁ ÀÍÃ ÌÀÈÍÓÀÈÍ ÓÇÑÄÄ ÓÇÎÔÒÀÍÃ ÀÍÃŜ ÀÇŜ ÖÄŴÑÄ ÑÔÍÍÈÍÆ 
ÎÔÓ ÎÅ ÅÔÄËŜ ÒÈÑŶ

ATC: ŵǳÕÈÀÍÂÀ ÙÄÑÎ-five-ÓÖÎ ÇÄÀÕØŜ ÀÇŜ (ŴÌ ÆÎÍÍÀ ÁÑÈÍÆ ØÎÔ ÀÁÎÔÓ ÅÈÅÓÄÄÍ ÌÈËÄÒ 
northeast and then turn you back onto the approach. Is that ok with you and your 
ÅÔÄËŮŶ
First Officer to ATC: ŵ( ÆÔÄÒÒ ÒÎş 3ÇÀÍÊ ØÎÔ ÕÄÑØ ÌÔÂÇŶş

Silence ŦAvianca 052 had crashed 16 miles from Kennedy

Captain: ŵ6ÇÀÓ ÃÈÃ ÇÄ ÒÀØŶ
First Officer: ŵ3ÇÄ ÆÔØ ÈÒ ÀÍÆÑØŶ

ATC: ŵ8ÎÔ ÇÀÕÄŜ ÀÇŜ ØÎÔ ÇÀÕÄ ÄÍÎÔÆÇ ÅÔÄË ÓÎ ÌÀÊÄ ÈÓ ÓÇÄ ÀÈÑÏÎÑÓŮŶ



American Air Traffic Controllers are brutal. Feedback to 

them needs to be VERY CLEAR.
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ATC: ŵ2ÓÎÏş #ÎÍŴÓ ÃÎ ÀÍØÓÇÈÍÆş #Î ÍÎÓ ÓÀËÊ ÓÎ ÌÄ ÔÍÓÈË ( 
ÓÀËÊ ÓÎ ØÎÔ ÀÆÀÈÍş (ŴÌ ÈÍ ÂÎÍÓÑÎËş 2ÇÔÓ ÔÏ ÀÍÃ ÃÎ ÖÇÀÓ ( 
ÒÀØŶş

Captain: Madam. ŵ6ÀÒ ( ÌÀÑÑÈÄÃ ÓÎ ØÎÔ ÈÍ À ÏÀÒÓ 
ËÈÅÄŮŶş M Gladwell

BA flight makes wrong turning on the ground at JFK.



ŵ(ÓŴÒ ÓÀÊÄÍ ÌÄ Ƴƶ ØÄÀÑÒ ÓÎ ÑÄÀËÈÒÄ (ŴÌ ÍÎÓ ÀÒ 
good as I thought I was and to realise the effect 
ÓÇÀÓŴÒ ÇÀÃ ÎÍ ÏÄÎÏËÄŶ

The Capability Perception Gap

My view of my 
capability

Your view of 
my capability 

Perception 
Gap

Degree of 
shock and 
anger



Get meaningful feedback constantly

Time

C
a
p
a
b
i 
l 
i
t
y      

Expected career route 
(from self and org)

ά{ƛƭŜƴǘέ 
Deterioration

Feedback 
tipping point



What is at the COREof your 

business and does this fit 

WHAT YOU ARE? 

- Nike  -ŵÁÈÆ ÈÃÄÀŶ ÀÍÃ ÒÏÎÑÓ

- GE -ŵÆÑÎÖ ÎÑ ÆÎŶ

- SAB - international assignments and domination

- Amazon - 100%  focus on the customer

- ,ÀÃÀÌÄ 3ÔÒÒÀÔÃŴÒ &ÑÎÔÏ - families 

- 3M - fixation with innovation
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Your CORE - get into the 
FLOW STATE

What do you do best?

What do you love doing?Where do you add value/make money?

ŵ&ÎÎÃ ÓÎ &ÑÄÀÓŶ ŦJim Collins

Authenticity 
lives where the 
circles meet



Board people are able to Focus on 
the Core

ŵ$ÕÄÑØ ÂÎÌÏÀÍØ ÖÎÔËÃ ËÈÊÄ ÓÎ ÁÄ ÓÇÄ ÁÄÒÓ ÀÓ ÒÎÌÄÓÇÈÍÆ ÁÔÓ ÅÄÖ ÀÂÓÔÀËËØ 
understand Ŧwith piercing insight and egoless clarity Ŧwhat they actually 
have the potential to be the best at and, just as important, what they 
ÂÀÍÍÎÓ ÁÄ ÓÇÄ ÁÄÒÓ ÀÓşŶ

ŵ3Î ÆÎ ÅÑÎÌ ÆÎÎÃ ÓÎ ÆÑÄÀÓ ÑÄÐÔÈÑÄÒ ÓÑÀÍÒÂÄÍÃÈÍÆ ÓÇÄ ÂÔÑÒÄ ÎÅ ÂÎÌÏÄÓÄÍÂÄş (Ó 
ÑÄÐÔÈÑÄÒ ÓÇÄ ÃÈÒÂÈÏËÈÍÄ ÓÎ ÒÀØ ųÉÔÒÓ ÁÄÂÀÔÒÄ ÖÄ ÀÑÄ ÆÎÎÃ ÀÓ ÈÓ Ŧjust because 
ÖÄŴÑÄ ÌÀÊÈÍÆ ÌÎÍÄØ ÀÍÃ ÆÄÍÄÑÀÓÈÍÆ ÆÑÎÖÓÇ ŦÃÎÄÒÍŴÓ ÍÄÂÄÒÒÀÑÈËØ ÌÄÀÍ ÖÄ 
ÂÀÍ ÁÄÂÎÌÄ ÓÇÄ ÁÄÒÓ ÀÓ ÈÓŴş 3ÇÄ &Ʋ& ÂÎÌÏÀÍÈÄÒ ÔÍÃÄÑÒÓÎÎÃ ÓÇÀÓ ÃÎÈÍÆ ÖÇÀÓ 
you are good at will only make you good; focussing on what you can 
ÏÎÓÄÍÓÈÀËËØ ÃÎ ÁÄÓÓÄÑ ÓÇÀÍ ÀÍØ ÎÑÆÀÍÈÒÀÓÈÎÍ ÈÒ ÓÇÄ ÏÀÓÇ ÓÎ ÆÑÄÀÓÍÄÒÒŶ

ŵ3ÇÄ &Ʋ& ÂÎÌÏÀÍÈÄÒ ÀÓ ÓÇÄÈÑ ÁÄÒÓ ÅÎËËÎÖÄÃ À ÒÈÌÏËÄ ÌÀÍÓÑÀ -ųÀÍØÓÇÈÍÆ ÓÇÀÓ 
does not fit with our Hedgehog concept we will not do. We will not launch 
unrelated businesses. We will not make unrelated acquisitions. We will not 
ÃÎ ÔÍÑÄËÀÓÄÃ ÉÎÈÍÓ ÕÄÍÓÔÑÄÒş (Å ÈÓ ÃÎÄÒÍŴÓ ÅÈÓ ÖÄ ÃÎÍŴÓ ÃÎ ÈÓşŴ Ŷ  ) "ÎËËÈÍÒ 



Remember +."ǳ1#Ŵ2 

PRINCIPLE.......
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şşşşşşŵÄÕÄÑØ ÂÎÍÓÀÂÓ ËÄÀÕÄÒ À 
ÓÑÀÂÄūŶ



Steve Ballmer
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Be very clear about the 

STYLEyou mainly adopt

ŵ( ÃÎÍŴÓ ÒÀØ ÖÇÀÓ ( ÌÄÀÍşşşş( ÒÀØ ÖÇÀÓ ( ÂÀÍŶ
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Perception and Awareness

ά¢ƘŜ ²ƻǊƭŘ  ŜȄƛǎǘǎ 
not merely in itself, 
but also as it appears 
ǘƻ ƳŜΦέ
C. G. Jung 

Psychological Types



Perception Ŧwe can disagree and both be right



The Four Insights Colour Energies

Cool Blue
Showing no bias

Objective

Detached

Analytical

Fiery Red
Positive

Affirmative

Bold

Assertive

Still

Tranquil

Calming

Soothing

Earth Green

Cheerful
Uplifting
Spirited
Buoyant

Sunshine
Yellow



Who am I?

[ŜǘΩǎ Řƻ 
it NOW

Let it EMERGE 
and have some FUN

[ŜǘΩǎ Řƻ ƛǘ
TOGETHER

[ŜǘΩǎ Řƻ
it RIGHT



6Ä ÀËË ÇÀÕÄ ÀËË %ÎÔÑ "ÎËÎÔÑ $ÍÄÑÆÈÄÒ ÖÈÓÇÈÍ ÔÒŠ



GETTING THERE is not the 

same as STAYING THERE
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ŵ!Ä YOURSELF 
MORE.....WITH SKILLŶ



Your Colour and Your Preferences

Fiery Red (ET)

Preference for being 
busy, formal, 
efficient and 
structured

Influence by being 
quick, being brief 
and getting out fast



Your Colour and Your Preferences

Earth Green (IF)

Preference for being 
personal, apparently 
relaxed, friendly and 
informal

Influence by giving them 
time, make it personal, 
get to know them, open 
up.

Compass Learning Guide ïThe Psychology of Self Understanding ïSection 1.4 



Your Colour and Your Preferences

Cool Blue (IT)

Preference for being 
structured, organised, 
functional and formal

Influence with the data, 
give them time, pre-
release, know the 
facts, book some time.



Your Colour and Your Preferences

Sunshine Yellow (EF)

Preference for being 
stimulating, personal, 
innovative and friendly 

Influence by emphasis on 
the bigger picture, why 
we are doing this, let 
them co-create, allow 
things to emerge.



What colour energies do you have?

What colour energy does it take to get 

there?

What colour energy does it take to stay 

there?
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ŵ3ÇÄ ËÄÒÒÎÍ ÅÑÎÌ ÓÇÄÒÄ ËÄÀÃÄÑÒ ÈÒ ÐÔÈÓÄ ÂËÄÀÑş 8ÎÔ 

succeed by finding ways to capitalise on who you are, 

ÍÎÓ ÁØ ÓÑØÈÍÆ ÓÎ ÅÈ× ÖÇÎ ØÎÔ ÀÑÄÍŴÓŶ

ŵ/ÄÎÏËÄ ÃÎÍŴÓ ÂÇÀÍÆÄ ÓÇÀÓ ÌÔÂÇŜ
#ÎÍŴÓ ÖÀÒÓÄ ÓÈÌÄ ÓÑØÈÍÆ ÓÎ ÏÔÓ ÈÍ ÖÇÀÓ ÖÀÒ ËÄÅÓ ÎÔÓŜ

Try to draw out what was left in,
3ÇÀÓ ÈÒ ÇÀÑÃ ÄÍÎÔÆÇŶ

Buckingham and Coffman



You need to pro-actively 

MANAGE KEY 

STAKEHOLDERS.....

....and you need to                      

BE READY when you get the 

chance to influence them
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Do you know what each of these wants 
and what will make them happy?

Shareholders The Chairperson

The Non- Execs Employees

Customers Suppliers

Your external environment Ŧyour carbon 

footprint?
55
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Getting there Ŧyour own Stakeholder 
Map

Committed 
to helping 

you

High

Medium

Low

Power to influence the outcome

Low Medium High



Be careful about the style you adopt....

Critical Parent  
Controls through fear
Set the rules
Sets boundaries
Gives feedback when performance 
dips 
My 10 year old Samuel

Nurturing Parent

Controls through care
Gives support
Protects
Lǎ ǳǎǳŀƭƭȅ ΨǘƘŜǊŜΩ
Can stifle

Adapted Child

Is controlled
Wǳǎǘ ǎŀȅǎ ΨȅŜǎΩ
Stifles creativity
LΩƳ ƴƻǘ ƻƪ
Follows the rules
Can be rebellious 

Free Child

No boundaries
Ignores rules
Rejects control
/ŀƴ ōŜ Ψƻǳǘ ƻŦ ŎƻƴǘǊƻƭΩ
Uses humour instead of rigour

Adult

Rational
Open
Straightforward
Clear
Unemotional
LΩƳ hYΣ ¸ƻǳΩǊŜ hY



What colour energies do those who I 

am trying to influence have?

When I present to the Board which 

style (parent, adult , blue, red etc) 

do I need to adopt?
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6ÇÀÓŴÒ ØÎÔÑ                      

SPEED OF TRUST?

ƁƷƶƎ ÎÅ "$.ŴÒ ÒÓÀÓÄ 3ÑÔÒÓ ÈÒ ÓÇÄÈÑ 

number one concern)
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(ÓŴÒ ÍÎÓ ÇÎÖ SMARTyou are. 

(ÓŴÒ ÇÎÖ EMOTIONALLY 

SMARTYOU ARE.

TASKS and RELATIONSHIPS

ACTION and ATTITUDE 
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Facial signs

ŵ3ÇÈÒ ÈÒ À ÆÔØ ÖÇÎ ÖÀÍÓÒ ÓÎ ÁÄ ÂÀÔÆÇÓ ÖÈÓÇ ÇÈÒ ÇÀÍÃ ÈÍ ÓÇÄ ÂÎÎÊÈÄ ÉÀÑ 

and have us love him for it anywayŶ   $ÊÌÀÍ ÈÍ ų!ËÈÍÊŴ Ɓ,ş &ËÀÃÖÄËËƂ 

10,000 combinations of definable facial muscle 
groups

ƳŜưưư ÌÀÊÄ ŵÒÄÍÒÄŶ ÓÎ ÔÒ

Level 1

Anger
Pain
Happiness
Disgust
Fear
Panic

Level 2

Boredom
Concern
Love
Rejection
Anxiety
Boredom

Level 3

Listening
Understanding
Belief
Disbelief
Trust
Relaxation
Apathy
Confidence
Arrogance



+ÄÓŴÒ ÇÀÕÄ À ÆÎşşşş

Can you please write down the 

emotions you see?








