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Mark & Holly Levy
972.522.8570
mark@rdrtoday.com
©Revenue Development Resources, Inc.

Who We Are

Mark Levy
President

Holly Levy, Esq.
Vice President

*32 have been great
*Married 34 years

BAT

Accountability is not about blame. 

Accountability is 
responsibility & initiative to an outcome,

and
necessary at all levels of the hierarchy. 

“The Right Way to Hold People Accountable”
Peter Bregman 1/1/16 

Harvard Business Review
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Without accountability

Optionalism
Optionalism

Mediocrity

Victims

ExcusesDemotivated

Demoralized

A

Engagement

Innovation

TrustInitiative

Morale

Can we agree… 

“Optionalism is not an option.”

Accountability Culture
Model it. Teach it. Live it!

IMPACT
IMPACT

I=“I” 
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What are your
growth
goals?

5/30 Learning

The “I”

Behavior = 89%
Full of BS
Judgment standards?
Impress or Connect?

People are anxious to improve their circumstances, but 
are unwilling to improve themselves…

James Allen

The “I”
 Am I modeling behavior I expect from others?
 Am I humble? 

(Rather be right or get it right?)
 Am I approachable?
What do I value?
 Do I empower others?
 Do I believe best about others?
 Am I accountable for my actions?
What are my BSs?

IMPACT
M=Mission
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HOW

WHAT

WHY
*Team works 

for this 
*Clients listen

Simon Sinek

Job Descriptions

• Specifics of the position
•Competencies required

Sales, Programming, HR, etc.
Conceptual 
Behavior, commitment, desire 

IMPACT
P=People

Herding cats?
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Weak Links
1.Majors or minors?
2. Infield or outfield?
3.Fear of getting hit by bat?
4.Lack understanding
5.Not performing

Responsible for ____ actions.
Responsible to your ______.

YOUR

TEAM

Resentment

MoraleProductivity

Modeling

Weak Link Development

1. Meeting
2. Roadmap
3. Expectations
4. Timeline 
5. Communicate to Team Purpose: 

1. I matter
2. My work matters 
3. My impact matters
4. My accomplishment matters

Attitudes and 
Behaviors…

Change?

Change
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“Your Own” 
Media Sales
Academy:
You Get

What You
Tolerate

Types of “Listeners”

Hijacker
Interrupter 
Negator
Minimizer 

Dr. Henry Cloud

And lest we forget…

Listen like the FBI 
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Mouth closed.           100% attention.           Eye to eye.

No phone.           No email. 

Quiet place.           No interruptions.

“Tell me more.”           “How would you fix this?”

Construct the bridge: “I understand it may hurt…”

Dead space ok.           Agreement not necessary.
Dr. Henry Cloud

Are you a good listener?

IMPACT
A=

Activity

“
”

Top Management Bloopers
1. Lack direction, praise, feedback
2. Failure to listen

The single biggest problem with communication is the 
illusion it has taken place.

George Bernard Shaw

Communicate What?
1. Expectations (what, when, 
how) 
2. M&Ms (measures & mileposts)
3. Evaluation 

a. Feedback via
-Appreciation
-Coaching
-Discipline

4. Results/Consequences

Expectations

Set at onboarding
Communicated clearly & completely
Fully understood & acknowledged 
Reinforced at meetings
Use team mentors
Engrained in culture
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Measures
What’s measured gets improved. Peter Drucker

Clear Standards of BEHAVIOR
Excellent

Good
Average

Poor

Measure behavior before results…and go deep

Example: Growth of Sales Skills

What to Measure – Part 1
• Account development & 
retention

• New business development
• Appointment-proposal ratio
• Proposal-close ratio
• Profitability of business 
conducted

• Collections

What to Measure - Part 2
• % of Goal
• Revenue
• New business accounts
• New Business Rev
• Alternative Rev
• Digital/Texting Rev
• Avg # accounts on air

What to Measure - Part 3
• Client Retention
• Average Order per Account
• Receivables
• REVPAD
• Written Presentations
• Demo Spots
• Advertiser Successes
• Influence/Attitude 
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Feedback

1. Appreciation
2. Coaching
3. Discipline

Lots of specifics
No dilution
Double up
Grandma’s Brag Book 
Celebrate the RIGHT! 
Be creative 

Appreciation
Perception is everything

Voice it!

“I know what 
traffic was 

like!” “Wow, I see how 
much time it 
took you…”

“The detail 
you went 
into…”

*Gratitude breeds a generosity culture. We are more 
generous to those who are grateful. 

*Encouragement motivates diligence & hard work, builds 
confidence, self-esteem, & validates efforts.

Respectful, honoring, dignity

Climate safety, trust

Facts & metrics, not opinions

Feedback – How - part 1

Re behavior & impact 

Parrot back

Limit # issues

Feedback – How – part 2
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Emotionally/physically prepared

Proximity to behavior

More than just annual review!

Feedback Timing

Notify others issue addressed

Disrespect/error displayed

Devalue others if not addressed

Public Feedback - when

Photo by Nicholas cool on unsplash

Disciplinary Feedback
End ~ Begin ~ Keep going ~ Grow

1. What actions should we end to prevent issues?
2. What actions should we begin to prevent issues?
3. What’s working that should keep going to prevent issues?
4. What needs to grow in order to see improvement?

Photo by Lewis Roberts on Unsplash

• Ask questions
• General questions = general feedback

“Help me understand what you mean by that.”
“Can you give me an example to understand?” 

• Don’t penalize for truth…learn to love correction.

Feedback Tips
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“I wonder what
‘You ate the 

turkey!?’ means? 

You look mad. Am I 
in trouble?”

Words: 5%

Voice: 37%

Body language: 
58%

Proof!
“ I didn’t say you were stupid.”
“ I didn’t say you were stupid.”
“ I didn’t say you were stupid.”
“ I didn’t say you were stupid.”
“ I didn’t say you were stupid.”
“ I didn’t say you were stupid.”

IMPACT
C=

Culture

Who’s administering?

Team/Peer
Highest performing teams

Leader

0

No

Nee
Daily Tsunami Mastery

•Good vs. Best
•Excellence vs. Perfection
•Activity vs. Productivity
•Prioritization
•Elimination
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IMPACT
T=TRUST

A

Engagement

Innovation

TrustInitiative

Morale

Trust

Heard

Cared for

Understood

Buy in

Truth
Listening

Transparency
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TRUST

HOW

WHAT

WHY
*Team vested 
*Clients buy 

Holly Levy, Esq., VP
817.703.3213
holly@rdrtoday.com

Mark Levy, President
972.522.8570
mark@rdrtoday.com


