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Why Am | Here?
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SKILLS
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In the 90 days from 5/1/07
companies; 9,561 respo

%83% of people have avoided confronting a
inappropriate behavior

%81% of managers have avoided confrontin
inappropriate behavior

%®89% of people have avoided confronting t
she failed to fulfill an expectation or pro
% 7% of people say that when they speak U
topics, the other party gets angry or defe
%®83% of people say that they occasionally
important information from bosses, cowor
because they fear the conversation will e
%B7% of an employee's willingness to stay
by their comfort with speaking the truth a

Even when a customer or the organization suf

The Most Valuable P

>~The VitalSmarts study
%@onsultants to 300 of the Fo
%25 years

%20,000 individuals

%&eeking widespread agreemeg
gets things done and analyz
they do
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Skills We Need

5~Conduct Productive Conversatio
~Create and Maintain Good Relat
o-Build Meaningful Influence

Foundational Skills

B Identifying Needs and Se

Learning / Coaching

Critical Thinking

Motivation

HP Relationships

Logic and Evaluation
Influence Facilitation

Relationship Building

Interpersonal Problem Sg

4 hour Mastery Sessions
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Controversies in Process Imj

o~Which processes to change?

o-Scope of change
%®Pefining the current state
%@efining the proposed state
@ efining the pathway
o-Resources
%ESstimating
%&ecuring and Retaining Resource
%&ecuring and Retaining Commitm

%deading
Alignment
Review and Course Correction

%Measuring

HigRerformance Comm
IS Results Orient

Commitment <

Mastering Confligt
Developing Safety ;T%M
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Three Areas of Focu

o-Logos so-Pathos
%Eacts %¥ivid Langu
%EEVidence YoNarrative
%dnference %EMmMotion
o—Ethos
s~Ethos

%@redibility
%Reliability
&ompetence
%“%Respect

ArgumentClyidlee

sWhat is the Scope of an Arg
%Bomain (Spheres)

Yo2ontext

%EYypes

s>>When do we argue?

s-How do we move through an
s-How do we end an argumenit
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Promote Avoid
o-Presence s-Defensiveness
s—Engagement o—Emoti@Rnless it is the fq
s—Empathy sJudgment
s-Openness o—Attribution
o—Curiosity o—Threats
o-Depth s1Insincerity
s—Safety o—Manipulation
o—Collaboration o—Competition

Engagement Stanc

Moving Through an Ar

o-Presumption

%&Fhe Current State

o-Burden of Proof

%&he Challenge to Presumption
o-Burden of proving assertion
%Evidence and Inference

s-Burden of Rejoinder
%Responsibility to move the arg

cus)
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Ending an Argument

o~Reach an understanding
o-3rd party renders a judgment

>~Some conceptual breakthroug
offering a new perspective

5Rendered moot
sContinues on

Elements of a Contro\

17
hhd
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Elements of an Argum

Narrativ

Evidencd 4 Inference
a Warrant
sus
Tied to
Inferencle

Inference

"Example

"Warraidtie example represents the populati
under discussion

UseGeneralizatating a general statement based eryedkam
people | know are mainly republicrats.)

UseClassificdtdnime a specific application frdywow hgewee balb
eye-anust be a republicrat.)
"Test & Fallacies

Hasty generalteatiew examples or cases, and gener
representative of the whole class

Overwhelming extoep fieom exceptions to cfermerdh a w
generalization

Biased samptieselected per the appropriate selectio
Misleading vihiedstgsgeneralization that appeals to t

Special Pletthdenigterpretation of the relevant statist
looking for ways to realassiifiiy dataefrom one portion
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What Goes Wrong in D
Argument

otssues are not Properly lde
o+tnference is Fallacious
o-Evidence is Misrepresented
oPoint of Clash is not Under
o-Exercise in Manipulation
o-Relationships or Feelings |

Unexpressed Feel

1 ence/I/I/I / / /I lolenc

ISsai1bby
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Who Is Your Collabo

o-Task versus People?
o-Passive versus Aggressive
>~Solo versus Team?
o-Perfectionist versus Throd
o-Superior, Peer, Subordinat

They are individu

What Goes Wrong in Relation

>-We use our kindergarten mode
%8Being right is good
%®Being right first is better
%Being right at the expense of othg
o-The Grown Up Version
%&ee or Hear something
Ydnterpret@tbomptions / intentions)
%dEe $r|eaction to the interpretation)
%@# Ctaccusation)
%8R e a@tfense / accusation)
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Shark Story

Model of

Truth vs. Facts
Intentions vs. Im

Blame vs. Contri
Rules & Percepti
Preference & St
Dilemma

Judgments, Attributions, Cha
Your feelings are as importa
Feelings change slowly

Unexpressed feelings make i
Explore Precisely and Fully
If Feelings are part of the p
as part of the problem

Feelings can be contradictor

Am | competent?

Am | a good person?

Am | worthy?

Bifurcation vs. Complexifici
Balance vs. Gap b/w Hopes
You make mistakes

You contribute to the probl{
Your intentions are comple
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Model of Relationship Conv

<.~

a
Story

Safety

Influence Model (Mac

Ad“a's
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Influence Model
MotivationAbility

Personal

Inter
personi
Proble

Solvi

Social Though
Leader

Physic
Enviro
ment

Organization

HigRerformance CommUu
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Summary

o>-Hold a Collaborative Min
o>-Develop Ethos

o>-Keep Things Tracking
s-Question Inferences
o>-Keep your relationships
oBuild Influence with Tho
>-Encourage Accountabilit
o>-Study, Mentor, and Pract

Questions ?

5/14/200¢€

14



