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The Punching Power of Praise

A Framework by David Turner

Every leader believes they give adequate recognition. Very few give meaningful praise. The gap
between those two statements is where engagement is lost, loyalty erodes, and cultures stay
ordinary when they could be world class.

The Three Levels — Not All Recognition Is Equal
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The Lowest Bar — Silence:

Saying nothing as an assumption of "not bad" is the most common and most costly mistake. The belief
that "they know | value them" is always the wrong choice. People think the worst without specific
feedback. Silence is not neutral — it is damaging.
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The Middle Bar — Acknowledgment:

"Thank you." "Well done.” "Good job." In one ear and out the other. Better than silence — but not
meaningful or transformational. When someone opens a door and you say "thanks," you don't feel
inspired to do more. It's fleeting.
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The Highest Bar — Praise:
Quality. Specific. Authentic. Timely. The results are transformational. Lowest effort, no risk, highest
return. Period.

What It Looks Like — The Three Practices

1. Calendar 15-Minute Weekly "Quality Praise" Slots:
Write 2—3 emails to team members, managers (they need it too), and peers. Block it. Protect it. Do not
let it slide. This is the only recurring meeting that costs nothing and pays everything.

2. It Does Not Look Like "Well Done":
It looks like: "Thank you John for all the insight and effort you put into your presentation at the MBR
yesterday. Your thinking was meaningful, data-rich, and will put us on the right track. Huge kudos."
Specific. Timely. Authentic. Quality.

3. Do It Consistently:

Not once. Not annually. Not near performance reviews. Space it out across directs, managers, and
peers so it doesn't feel calculated — it feels timely and real. Consistency is the multiplier.
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The Punching Power of Praise | Continued

The Impact Is Exponential

If you do this consistently — 15 minutes a week — you will see results, engagement, loyalty, and inspiration
hit an exponential curve. And it will be contagious. It is a full-proof game changer.

A Real Coaching Story — The Jeff Tarr Moment

In my first ELT and C-level role at a publicly traded company, | received quality praise from my CEO, Jeff
Tarr, on a Friday afternoon. He was specific, authentic, and timely — two to three sentences by email. What
did I do? | printed it out to show my father. It meant that much to me.

| adopted his philosophy. When | gave quality praise across my 360 relationships the same way Jeff gave it
to me, engagement scores went through the roof. Peer Capital increased significantly. When | gave quality
praise to my CEO — which he deserved — our relationship deepened.

| have coached this dozens of times. The feedback from 100% of those who implemented it: needle-moving.
OK cultures transformed into world class. The receiver loves it — and you feel amazing for giving it.

Coaching Questions
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When did you last give quality, specific, authentic, timely praise to a direct report? A peer? Your
manager?

Do you have a "Quality Praise" block on your calendar right now? If not — why not?

Think of the best praise you have ever received. What made it land? Are you giving that to others?
Who on your team most needs to hear specific praise from you right now — and what would you say?
What is the cost of not doing this? What engagement or loyalty are you leaving on the table?
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If 15 minutes a week and zero risk produces transformational results — what is your honest reason for
not doing it?

Key Takeaways

m Silence Is Never Safe: The assumption that people know you value them is always wrong. Without
specific feedback, people assume the worst.

m Acknowledgment Is Not Enough: "Thank you" and "well done" are table stakes. They do not motivate,
inspire, or transform. Praise does.

m Quality, Specific, Authentic, Timely: Those four words are the standard. Miss any one of them and it is
acknowledgment, not praise.

m 15 Minutes, No Risk, Highest Return: Calendar it. Do it consistently. The ROI is exponential — and it is
contagious.

m It Goes Both Ways: Praise your directs. Praise your peers. Praise your manager. Quality praise
deepens every relationship in your 360.

Is 15 minutes of no risk, little effort, and super high return worth
it?

Hell yes.



The Punching Power of Praise

Lowest effort. No risk. Highest return. The most underused executive tool in any leader's arsenal.

THE LOWEST BAR — Silence

Saying nothing as an assumption of 'not bad.'
The belief that 'they know I value them*

is always the wrong choice.

People think the worst and will assume

the worst without specific feedback.

Silence is not neutral — it is damaging.

THE MIDDLE BAR — Acknowledgment

‘Thank you.' '"Well done.' 'Good job."

In one ear and out the other.

Better than silence. Not meaningful

Not transformational.

When someone opens a door and you

say thanks — you don't feel inspired to do more.

01 — Calendar It

Block a weekly 15-minute 'Quality Praise’

slot in your calendar.

Use it to write 2-3 emails to:

direct reports, managers, and peers.

Protect it. Do not let it slide.

This is the only recurring meeting

that costs nothing and pays everything.
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02 — Make It Specific

It does not look like 'Well done.*

It looks like:

‘Thank you John for the insight and
effort in your MBR presentation.

Your thinking was meaningful, data-rich,
and will put us on the right track.

Huge kudos."

Specific. Timely. Authentic. Quality.

THE HIGHEST BAR — Praise

Quality. Specific. Authentic. Timely.

The results are transformational.
Lowest effort.
No risk.

Highest return.

Period.

03 — Do It Consistently

Not once. Not annually.

Not near performance reviews.

Space it out across directs,

managers, and peers.

So it doesn't feel calculated.

It feels timely. It feels real.

Consistency is the multiplier.

"A Real Story — The Jeff Tarr Moment

In my first C-level role, my CEO Jeff Tarr sent me a specific, authentic, timely 2-3 sentence email on a Friday afternoon.

What did | do? | printed it out to show my father. What happened next? | adopted his philosophy.

When | gave quality praise across my 360 relationships: engagement scores went through the roof. Peer Capital increased significantly.

100% of the executives I've coached on this reported needle-moving results. OK cultures became world class cultures.
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Hell yes."

"Is 15 minutes of no risk, little effort, and super high return worth it?
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