
TOP TEAM ACTIVATION IN ACTION

ABC Inc. was a 20-year-old lifestyle brand focused 
on skin care products. The CEO had been in place 
for 6 years and revenue growth had increased from 
5M to 170M in that time span. The target was 
$500M in the next 3-5 years. A recent partnership 
with a large private investor provided a cash 
infusion and a renewed impetus to scale the 
brand.

The senior leadership team was comprised of 
several leaders that had been in place for the last 
5-6 years along with two new key executives, a CFO
and a senior HR leader. Both were the first to lead
their respective functions at ABC.

The result of this work was increased 
clarity amongst the senior team 

around what leadership behaviors 
were required under the company’s 

new conditions.

investment in them and not an intervention to fix 
something that was broken. To help strengthen this 
message, RAC conducted 15-minute introductory 
interviews with each team member to explain the process 
and better understand the sentiment of the team. 

Just two weeks after the interviews began, an incident with 
one of the top executives precipitated her being exited 
from the company. The interviews were also revealing less 
alignment than anticipated around several areas of team 
dynamics (poor coordination and communication). The 
combined personality assessments showed behavioral 
preferences that shied away from conflict management, as 
well as, favoring less pragmatic approaches to operations. It 
became clear to the CEO that psychological safety may be 
an issue and that she was not getting the full picture of her 
team’s capabilities. 

RAC redesigned the offsite to focus on rebuilding a 
foundation of trust and getting the team to a collective 
reality around things that would clearly be barriers to 
execution in a hyper growth environment. The aggregated 
feedback was openly discussed, the conflict was 
normalized, and several core business processes were 
scrutinized using a start/stop/continue framework. 

The result of this work was increased clarity amongst the 
senior team around what leadership behaviors were 
required under the company’s new conditions. Chief 
among these were the normalization of debate, 
commitment to each other’s success and individual 
accountability to drive the performance of their teams. 14 
months later, ABC has exceeded their growth trajectory 
targets and continued to be deliberate about their 
interactions within the senior leadership team. New 
membership has provided upskilled capability and created 
a next generation of executives who see healthy team 
dynamics as the way things get done around here.

The CEO described her team as “great and 
capable” and expected some friction might occur 
as the next level of the organization began to 
increase in numbers to meet the demands of the 
aggressive growth target. She wanted to get ahead 
of these anticipated changes by equipping her 
senior people with additional leadership skills and 
galvanizing how the new executives would work 
with the team. RAC proposed an assessment of the 
individual leaders using the Hogan Leadership 
Suite, individual debriefs with each leader, and a 
group workshop to focus on the areas that would 
benefit the group the most. It was important to the 
CEO that this effort was viewed by the team as an
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