The Chinese Actuarial Club organized this seminar to promote leadership and communication skills for those with Asian cultures and for those who would like to know more about them in the corporate world. Among the 30+ attendees, the majority had Asian background.  The experience level ranged from still attending college to getting ready to retire. 
After a brief introduction of her background and experiences, Jane started with contrasting Asian values and mainstream American values. She pointed out that some principles/values that Asians are taught might become barriers for career advancement in the American corporate world. 
To enable people to know each other, Jane broke participants into groups and asked each group to collectively come up with a list of Asian “stereotypes/perceptions”. Interestingly, each group came up with similar answers: hard-working, smart, strong math/analytical skills, poor communicator, etc. To move up the corporate ladder, we need to understand the “unwritten rules of the game”. These are the qualifications that are looked for in any employee, from entry level to senior level: 

· Technical skills and accuracy/reliable producer

· Credible relationships- build credible relationships across the firm to make things happen
· Motivator/influencer at the table- generate innovative ideas/revenues for the firm
Jane further highlighted common traits of senior executives. One thing senior executives have in common is strong public speaking and communication skills - they are excellent in convincing and influencing people. How can we become effective communicators? It takes practice and self confidence; it doesn’t just happen overnight. Jane categorized 4 stages for any kind of work we do:  
1. Low conscience, low competence  - we don’t know what we are doing

2. high conscience, low competence  - I know what I am doing but I don’t how to change things

3. High conscience, high competence  - I know how to change things but it’s a deliberate process

4. Low conscience,   high competence – I don’t even think about it anymore; I just do it

Only through practice can we reach level 4 competency. 
Jane then moved on to different communication styles: passive, aggressive and assertive. She gave some examples and asked participants to identify the communication style. Assertive people state what they want, but also take into account what others need. They also believe that others have the responsibility of asking for what they need. Assertive communication is the most effective and we should strive to become assertive communicators.
After a small break, Jane continued with a case study to show us how to respond to challenges in a meeting. This exercise was to use the techniques/skills learned in this seminar so far. The situation was: As an actuary, you are challenged in a meeting by a marketing person who questioned the sales numbers you prepared. How do you respond/approach to this type of challenge? Each group discussed and came up with its own response and later presented it to the entire group. The responses varied from group to group and there were some unexpected debates between groups. No correct answer was given but the exercise did help participants think how to handle this type of situation. 
With all the skills/techniques learned, it was time to apply them to showcase ourselves. Jane asked us to do a 30-second to 1-minute personal marketing pitch. The goal was to sell yourself to someone who didn’t know you and give them the best first impression. The principles of this exercise were to 1) be crisp/succinct 2) drive home your value proposition clearly and 3) identify your areas of strength.  Participants were paired up in order to practice with each other. After a few minutes, everyone shared with the whole group what they had learned from their partner through the pitch. I did hear some very interesting pitches and the exercise certainly helped us better market ourselves. 
At the end, Jane summarized the seminar with a few take-aways: 

· Understand yourself and establish an effective personal relating style in a diverse, multicultural context

· Identify personal barriers to learning new skills; but be willing to go out of your comfort zone once in a while 

· Be as mindful of your attitude, demeanor, and tone of delivery, as you are of  your content 
· Be clear about what you want from others without hurting them
· Get external feedback from trusted colleagues, and calibrate styles as necessary
The seminar ended in her book signing. (She is the author of “Breaking the Bamboo Ceiling: Career Strategies for Asians”.) 
