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In collaborative communication, it is common for participants with differing
perspectives to clash and suffer difficulty in coming to an optimum decision due to
lack of disclosure. Participants may withhold important information rather than
open themselves to the possibility of loss of status. This paper describes a
technique for monitoring twelve critical personal characteristics in order to
promote open collaboration by creating sufficient safety.
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THE SCORE

There is a perspective that tends to bring out the best in our counterparts in a collaborative situation. |
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various components. Once you know & ¢ | 2QSOF@ &nd apply it in you work conversations, you will begin

to see others responding to you differently and in a more favorable way.

(Five Dysfunctions of a Team - Patrick Lencioni)

Accountability

Commitment

Mastering Conflict

Developing Safety / Trust

The attitudes that alienate others in a conversation are fairly universal.

What We Hate

Attribution

Manipula-
Competition tion

Defensiveness
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How Do These Cause Defensiveness!?

= 'Fear

oEmbarrqssment
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characteristics (& ¢ | ¥ORY E Working with people that know & ¢ | @LORY &an be among the best
experiences we have at work because they are productive, low-friction, high-output activities.
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We first take a perspective that is meant to focus us on the CONTENT of the discussion and away from any
personalities

No Victims

No Villains

Identify the most pressing issue

Clarify the issue with as much detail as necessary

Determine the current impact in as much detail as necessary

Determine the future implications (6 K+ & g At f KIFLIISY AT GKAy3a R2yQi
Examine the contribution system for the issue.

Imagine the ideal outcome

What should | do to move towards what | want right now?
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We then approach our counterparts using the components of & ¢ | 2QZOFQQ ED
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Meekness Aggressiveness

Tertativeness

Tentaivenessis a state that promotes safety because it shows that you are not completely sure and are
anxious to change your mind if you are changing it for good reason ¢ that your mind is not made up until all
of the information is available and has been vetted.
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False Braggadocio
Modestv

Humility
Humility is the natural position to assume when you approach a discussion with curiosity, empathy,

openness, and respect because you realize that you are FALLIBLE and could very well be wrong until you
have used your skills to elicit all of the needed information.
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Svmpathy Isolation

Empathy
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a right to feel the way they do, even if you feel differently.
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Simplistic Complex

Simple
Simplef I y3dzt 3S 62NJ WLIX Ay GFf1Q AF @&2dz LINBFSNDL Aa ySO
the conversations. Complicated issues need to be stated in plain language so that your counterpart feels
safe in contributing their ideas. Over simplification is a different way to alienate a person by talking down

to them.

Smarmy Manipulative

Sincere
Sincerityis behaving in a manner consistent with your feelings. This needs to be done with respect and

high purpose. C2NJ Ay aidl yOSs gAGK2dzi KdzNIAYy3a Fy23G8KSNI LISNEH
organization, you will need to tell just how you feel. It is an unabridged connection between your feeling
and your actions that portray authenticity.
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Disinterested Nosey

Curious
Curiosityis the state in which you continue to ask questions about why your counterpart holds a given
belief until you understand why as fully as you can.
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Withdrawn Controlling

Openness

Opennesds the state in which you believe that your counterpart might be right and you might be wrong

even if nothing you have heard YET indicates it. You are willing to be persuaded; even hopeful to be
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piece of information was finally put into the collaborative & LJ2 (i € @
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Doubtful Overconfident

Respectful

Respeciq Four kinds of respect at work in collaboration and they are unilateral ¢ your counterpart does

NOT have to share them. 1) Respect for content you respect that the thing you are talking about is worth

talking about and that, since it is natural for people to have different perspectives on most things, respect

that your current understanding of the content is ALWAYS just a starting place and that your mind could be

changed at any moment IF you are successful in finding a piece of mind changing information. 2) Respect

for processc you respect the fact that Plato and Aristotle argued over the principles contained in these

lessons and that Aristotle and countless great minds since have refined them to the state they are in now.

That most of the time, if we follow the principles of communication that we are learning, we will come to

the very best answer. That advocacy is NOT the best way to resolve business issues, but collaboration yields

better decisions and preserves and promotes good relationships. 3) Respect for counterparg you respect

that the counterpart (in the absence of diagnosed mental illness) is a rational human being and is doing

their best to stay with you in the collaboration. The difficulties they seem to have are simply differences

which they lack the skills to overcome but YOU POSSESS. You maintain curiosity about their perspective and

you NEVER assume that they are malicious in their intention unless you have strong evidence. You treat

them as if their ideas COULD be SEI Ot @ O2NNB OG> 06S0OldzaS @&2dz OFyQi F
understand them. 4) Respect for self¢ You respect that you are intelligent and have skills in
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bullied, manipulate or be manipulated, judge or be judged. When your counterpart violates these rules,
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Distracted Over-Focused

Enocaaed

Engagemenis the state in which you are really invested in your counterpart ¢ you want nothing more than
for all the information to be surfaced and a GREAT informed decision to be made. You are not distracted
from the discussion, either by things going on around you, by the voice in your head, or by your desire to
interrupt.
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Influence
Succeed
Inspire
Compel
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Fig.1—People ruining their husiness
Persuade Pathfinder Communication is conducting a 3-day public workshop
Thaprove in San Diego in High Performance Communication
Relat High Performance Communication is a 3-day course in which
clate . . .
business leaders learn to overcome the most difficult challenge in
Dazzle leadership; Getting Great Results! By improving communication
and cohesiveness, you and your organization become successful.
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