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The SafeChoice

e Future e Present
e Benefits e Costs

« Organization e« Self

 Big Change « Huge Change
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OOR “THINK OUTSIDE THE BoxX” Poticy
HAS BEEN DISCONTINUED UNTIL
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Future e Present
Benefits e Costs

Organization e Self

Big Change « Huge Change



Ye Olde
Generic S peech

v Describe Goa\/V'\sion

v/ Necessity Of Change
v Acknowledge Challenges
v |rrevocable commitment

v Lay Out strategic Plan

v Promise Support
v EXpress confidence
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° PersuaSIOIr] (aka: . Education”)
e Coercion
o “Activation”



 Begin taking small - SPECIFIC - actions
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ZOOM IN
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ZOOM OUT




FRAMEWORK
lllustration:

N ZOOM IN
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N Global Generalizations

Excellence Quality Innovation
Cooperation Vision Leadership

»

10,000 ft.
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Global Generalizations

Excellence Quality Innovation
Cooperation Vision Leadership

Psychological Processes

Be Open Values Self Starter
Enthusiasm Buy-In Paradigm

20,000 ft.
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Global Generalizations

Excellence Quality Innovation
Cooperation Vision Leadership

Psychological Processes

Be Open Values Self Starter
Enthusiasm Buy-In Paradigm

Broad Patterns of Behavior

More Communicative Less Controlling
Better People Skills Improve Sales

20,000 ft.
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10,000 ft.

Ground Level
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Global Generalizations

Excellence Quality Innovation
Cooperation Vision Leadership

Psychological Processes

Be Open Values Self Starter
Enthusiasm Buy-In Paradigm

Broad Patterns of Behavior

More Communicative Less Controlling
Better People Skills Improve Sales

Focused Behavior Patterns

Praise High Performance
Spend Less Time on the Phone
Don’t Publicly Criticize Colleagues

20,000 ft.

l:“

10,000 ft.

Ground Level
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Global Generalizations

Excellence Quality Innovation
Cooperation Vision Leadership

Psychological Processes

Be Open Values Self Starter
Enthusiasm Buy-In Paradigm

Broad Patterns of Behavior

More Communicative Less Controlling
Better People Skills Improve Sales 20,000 ft.

Focused Behavior Patterns

Praise High Performance
Spend Less Time on the Phone v
Don’t Publicly Criticize Colleagues 10,000 ft.

Specific Behavior or Qutcome

Specific Behavior or Outcome
In Specific Situations

Ground Level



Problems seem too big to solve
Easy for other person to resist

Easy for other person to give
pseudo-agreement

People don’t know exactly what
you mean



What do you want him or her to do?
In what situations iIs It most troublesome?

What would he or she do if he had the
right attitude, personality, etc...?

How would we know he or she was
doing the right thing?



Goal

« S pecific
= M easurable
= A chievable
= R elevant
= Time-based



What do you want him or her to do?
In what situations iIs It most troublesome?

What would he or she do if he had the
right attitude, personality, etc...?

How would we know he or she was
doing the right thing?
What is the first thing he or she would do?

The second?
The third?
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= Goal
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“Activation”

Begin taking small — specific - actions
Provide guidance and training

Make allowances for mistakes
Reward initiative—celebrate success
“Empathize” with negative feelings
Involve people in shaping the change
Make it easy to get started

Express confidence in their success
Stay personally involved
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« Buy iIn—Ownership—Involvement
— More likely to take action

e New and better ideas

e Sense you care and respect them
— Reciprocate that respect back to you
— Like you



11

[/

g

* The person using the telling style:

— Knows the answer
— Knows what the problem is
— Explains or shows how to solve it

* The person using the asking style:

— May or may not know the answer

— Asks questions to find out what the
problem really is

— Asks questions that help team
members figure out the solution
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 Voice a question instead of an answer
—When you know THE answer
—When it impacts other people’s lives
— After a mistake
—When there is time pressure
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Focus on “what” & “how”
Avoid history

Focus on big words

Go after the verbs

When, Where, Who, Results ...
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They say nothing
or
“Idon’t know...”

Restate the question
Ask more specific ??’s

They give a very
general answer

Agree. Then ask
specific, behavioral
guestions

They say “Just
tell me ...”

Avoid bias
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 Took action against better judgment
« EXxperienced failure

 Risked humiliation

 |ncurred opportunity costs

 Did it for you
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Encouragement
Assistance

Praise, praise, praise
Listen and Empathize
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you do action X ...

you’ll receive reward Y
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Change behavior, not attitudes or
Intentions

Be specific—talk at ground level
Focus—change one thing at a time

World’s most Influential
communication

Front load rewards
Lapse not a relapse
Create opportunities
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