[HE IMPACT OF TEACHING



RESEARCH HAS SHOWN THAT TEACHERS ARE ESSENTIAL T0 LEARNING

The Rand Corporation has stated that teachers matter to
student achievement more than any other factor.

Many factors affect student achievement such as individual
characteristics, family background, and neighborhood.

Teachers have two to three times more of an effect on
learning than any other factor.

Effective teachers are based on their performance in the
classroom and not their economic background or where they
went to school.



WHO WAS YOUR FAVORITE TEACHERT WHY?

Please engage and answer these questions.

My response: Mr. Mostak: Grade 6. He made learning fun by
creating social studies projects on Greece. He once dressed
up in a toga and represented himself as a greek politician.

Let’s share!



OBJECTIVES OF THIS PRESENTATION

N B

To engage the public on the impact of teaching.

To show how teachers are “givers” by distinguishing them
from “takers” and “matchers.”

Give examples of givers in the business and education
world.

To remind parents what to say to their children to help
them succeed.

To share Ms. Cosenza’s story of giving.
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PLEASE GIVE ME A NAME OF A PERSON YOU HAVE HELPED SUCCEED?
DESCRIBE HOW .

Person “B” was an enthusiastic new education professional. He
was just beginning and only had six months on the job. I helped
him by speaking with the candidate regarding our school: Culture,
expectations, aspirations. I also told them to visit and walk
through the school with me before they interviewed with our
district. They eventually were hired and needed mentoring their
first year. One situation was that they encouraged their
students to frequently share problems and write them down. The
problem became that they spent too much time solving some of
these problems. What did I do?



DR. ADAM GRANT AND HIS TED TALK ON GIVERS

Youtube link;

https://www.youtube.com/watch?v=YyXRYgjQXX0



https://www.youtube.com/watch?v=YyXRYgjQXX0

WHAT DID WE LEARN FROM DR. GRANT!

Givers: Go out of their way to help others. Think of others over
themselves to help everyone. Protect themselves from burnout by
mentoring people. (Most teachers/parents).

Takers: Have a distinct signature. Like to get more than they
give. Put their own interests ahead of others’ needs. They
self-promote and get credit for the help of others. They say, “If
I don’t look out for myself, no one will!”

Matchers: Strive to have an equal balance of giving and getting.
When they help others, they protect themselves by seeking
reciprocity. “Believe 1in tit for tat, exchange of favors.



DR. GRANT CONTINUED

Givers are the best performers in business, education, and
medicine. They can be the worst performers if they get
taken advantage of, but they protect themselves from burnout
by mentoring. What must schools do to help teacher
(givers)?

1. Protect them from burnout.
2. Encourage them to seek help if they need it.
3. Get the right people in the school to protect 1its culture

of giving.



ENRON CHAIRMAN AND CEO Kenneth L.
Lay (left) and President and COO Jeffrey K.
Skilling share a vision for positioning
Enron as the leading energy provider in
markets that are undergoing deregulation
and privatization.

FROM THE CHAIRMAN

Special Note to Stockholders

It has now heen 46 years since 1 first entered the plastics
and pearochemical business. Clearly, it was during the
early days of our industry. Throughout almost a half
century, it bas been a greae honor to be associated with
many talented and capable people. However, cur Board
of Directors and our management team in place today
are the most professional and dedicared peaple I have
ever known. Their combined interests are totally focused
on enhancing stockholder value while maintamng quahity
and integrity with our associates and customers,

The well-planned transformation that Huntsman
Corporation has undergone recently with the divestiture
of its butadiene and MTBE business, the sale of the
European petrochemical business and the announce-
ment of an agreement 1o sell the U.S. Base Chemicals
and Polymers business, coupled with the acquisition of
Ciba's Textile Effects business, 1s truly remarkable. This

Lered

transit camy a made to stockholders

nearly one year ago.
Upon the sale of the U.S. Base Chemicals and

Polymers business, Huntsman will emerge with over

50% less debt than twa years ago. This, together with a
portfolio of truly global businesses and much less depen-
dence on energy costs, will result in more stable growth
in eamnings and a substantizlly increased positive cash
flow profile. This move better positions stockholders to
receive a favorable return on cheir investment, together
with expanding our bhase of potennal investors. The
strategic focus going forward is to enhance stockholder
value through growth and mnovation.

The Board was pleased to recently approve the
company’s first quarterly common stock cash dividend,
return some value to the stockholders and expand our
base of investors.

On behalf of our very experienced Board and our
talented management team, may I express our grateful

appreciation to cach stockholder.

Gt

Jon M. Huntsman
Chairman and Founder



AGREEABLE VS. DISAGREEABLE... GIVERS

Agreeable people can be takers and they can be givers who get

taken advantage of BUT Disagreeable givers are people who are our
best critics.

Disagreeable giver= people who are rough and tough demeanor, but
ultimately generous with their time, expertise, and connections.
(Teacher or Principal who are at odds with parents?)

Example: Mike Homer ran marketing at Netscape (1990°’s) Page
192-193 (Grant).

“He could be crusty, but on the inside he always tried to do the

right thing and had a heart of gold.. and he was 1incredibly
loyal.”



MIKE HOMER NETSCAPE: DISAGREEABLE GIVER

Another employee said, “he had a big heart and wanted to be
helpful. He was definitely off the charts for both giving
and disagreeableness. He seemed like a taker because he had
incredibly high expectations and demands. But at the end of
the day, he cared about the people. One minute, he was
giving me a tough time because hi expectations were not
being met. The next day, he was helping me figure out what
I wanted to do next in my career, what was the right job for
me.” Teachers/principals??




TEACHER GIVER EXAMPLES: () SKENDER & CONREY CALLAKAN

In the 1960’s psychologist Raymond Cattell developed an
investment theory of 1intelligence. He proposed that interest s
what drives people to invest their time and energy in developing
particular skills and bases of knowledge. Today, we have
compelling evidence that interest precedes the development of
talent. It turns out that motivation is the reason that people
develop talent in the first place.

Example: When pianists and their parents talked about their first
piano teachers, they consistently focused on one theme: the
teachers were caring, kind, and patient. Their first piano
teachers made music interesting and fun. World class pianists
had their initial interest sparked by teachers who were givers.




TEACHER GIVER EXAMPLES: () SKENDER & CONREY CALLAKAN

When President Obama was asked his favorite app in the White
House, he said, iReggie. 1Reggie was not an app, it was the
“body man” for the president. Reggie Love was a star athlete at
Duke University. Having studied political science and and public
policy, he applied for an internship on Capitol Hill and was
hired by Obama for his Senate office. Love followed Obama to the
White House, getting promoted to be his personal assistant. He
took “care” of the president and went out his way to acknowledge
people and let them know their voice was heard. He was known for
his exceptional kindness. Obama said, he is a master of what he
does.” Flying thousands of miles with the president with very
little sleep and his ability to juggle so many responsibilities.



TEACHER GIVER EXAMPLES: () SKENDER & CONREY CALLAKAN

Beth Traynham decided to go back to school at Duke University to
study accounting in her 30’s. Numbers were not her strong
suit..believe it or not. When she finished her program she was
convinced that she would not pass the CPA Exam. She was juggling
three children at home. Her kids were sick two days before the
exam. During the exam in 1992, she had a panic attack while she
was taking the exam. She said, “I would rather go through
childbirth than sit for the exam again. She left dejected and
convinced that she failed. She found out that she received the
medal for passing the North Carolina CPA Exam having a higher
score than 136,525 candidates in the whole country. Today,
(2013)she is an partner at Hughes & Pittman. Reggie and Beth
lived different lives BUT who was their teacher at DUKE?



TEACHER GIVER EXAMPLES: () SKENDER & CONREY CALLAKAN

CJ Skender teaches accounting at Duke University and the University of North Carolina.

He is in such high demand, he can teach at both schools!

Skender has received numerous teaching awards.

In 2004, Reggie Love enrolled in his class. Skender went out of his way to engage
this athlete as he saw potential. Love said, “In Obama’s mailroom, I used the
knowledge of inventory he learned in his class to develop a more efficient process for
organizing and digitizing. It impressed Obama’s chief of staff. 1In 2011, Love left
the White House to go to University Of Pennsylvania’s Wharton School of Business.

In 1992, Beth Traynham was also one of his students. She told Skender years earlier
that she will not pass the CPA Exam. He said, “If you don’t pass,I will pay your
mortgage!”



TEACHER GIVER EXAMPLES: () SKENDER & CONREY CALLAKAN

CJ Skender has skill in recognizing talent and potential.
It is difficult to understate the importance of surrounding
yourself with people who are givers, “stars in their
profession.”

Skender 1is a giver who succeeds by recognizing potential 1in
others.

Principals must hire well. We look for givers who are
motivated in the profession. Teachers MUST see potential 1in
their students.



HARVARD 1Q TESTAND ELEMENTARY SCHOOL STUDENTS




HARVARD 1Q TESTAND ELEMENTARY SCHOOL STUDENTS




TEACHER GIVER EXAMPLES: (] SKENDER & CONREY CALLAKAN




TEACHER GIVER EXAMPLES: (] SKENDER & CONREY CALLAKAN




TEACHER GIVER EXAMPLES: (] SKENDER & CONREY CALLAKAN




STATISTICS FOR TEACHERS




MINDS MATTER




MINDSET = SUCCESS
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CONCLUSIONS




CONCLUSTONS




CONCLUSIONS




THE IMPORTANCE
OF EDUCATORS AS

GIVERS




Educators as Givers

Checklist

O Frequently ask, "What can I do for you?”

0O Make schools better by helping and mentoring.

0 Share knowledge and feedback.

0 Model successful behaviors for future givers.

O Recognize work that has gone unnoticed.

0 Build a culture where students succeed.

0 Find small ways to add larger value to other people's lives.

O Encourage help-seeking.



Discovering and
Cultivating Talent

e Educators see the value of discovering
and cultivating talent in the early stages
of development.

e Educators ask questions and motivate
students to formulate goal setting plans.

e Educators network and accumulate
advantageous resources and knowledge
for others.
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E. T. Hamilton
Elementary School
strives to provide a

culture of giving
back to the
community.




Support Our Educators as
Givers

Givers are valuable to the community.

Prevent teacher burnout by supporting our educators.

Acknowledge and celebrate contributions made by educators to all stakeholders in the

community.

Assist educators in accumulating resources and knowledge for the benefit of the
community.







