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DO WHAT I SAY, NOT WHAT I DO:

Communication and Behavior Tools

for Creating Long-Lasting Local and Global Project Success

How to change AMBIGUITY of project scope, needs and expectatons into

 CLARITY and ALIGNMENT of thought, word and action…

Speaker: Michele Wilke, President of VeloCity Coaching Services

I. OVERVIEW

A. Ambiguity and Clarity is RELATIVE, too! (some cultures CAN ‘read minds’…)

B. Global and local Organizational Behavior and Communication Realities and Styles

· Tall Poppy Syndrome – success, failure, one-up-man-ship, humility, wealth, modesty, intelligence, beauty, innovation / Asia, N America, Europe, Australia

· High and Low Context Cultures – France, Japan, Mexico (high) / US, Germany, Sweden (low) 

· Action Chains – out of balance, in control, tempo, timing, flow

· Elbow Zones – Finger tip, wrist, elbow zones / spatial realities

II. MOUNTAIN CLIMBING TO SUCCESS

A. Base Camp – Scope, Needs, Expectations, Communication, Liaison Professionals

· Definition Phases: 20% of what was said was understood, % less cross-culturally

· Handling initiation, tempo, assumptions and interpretations are ALL SOFT SKILLS

B. Camp One – Planning, Action Chains, High and Low Context

· Business Analysts and Project Managers need to play nice in the sandbox

· Designers and Architects VS Builders and Producers

C. Camp Two – Make It So… Execution and Evaluations

· Tempo, schedules, and money are emotional topics (no, really)

· Corrections, changes, resistance, respectful confrontation, feedback, (in)direct

· Conflict – fight, flight, wait and see

D. Summit – Feedback, Tall Poppy Syndrome, Good Enough(?), Acknowledgement

III. FUTURE TRENDS

A. Money makes the world go around… or does it?

· Create $$ via Top of Mind / Save $$ via CLARITY of word, thought and action

B. Anti-globalization VS Pro-globalization: Are YOU caught in the thick of it all?!

C. Future trend is Personal Responsibility. How do we create AMBIGUITY or CLARITY in our lives? How do we react to others? What can we do TODAY to create more clarity…? 

FOOD FOR THOUGHT: 15 Fast Facts for Communication and Behavior

“A pessimist is someone who complains about the noise when opportunity knocks.”            

    - Michael Levine

Here are fifteen facts which are useful when learning how to communicate and behave more effectively. Although they may seem obvious, they are important to always keep in mind, especially during times of stress, conflict, change, or when working globally and reality is NOT how we do things around here. This list was created from various sociological studies and books as well as from personal and professional observations over the years.

1. Only about 15% to 20% of what was said, was actually understood.

2. Assumptions are approximately 70% incorrect.

3. Men and women tend to communicate differently: men are more linear, logical and result oriented, while women are more circular, intuitive and process oriented.

4. People tend to remember much more negative information than positive information, no matter the actual ratio offered.

5. People tend to remember the last piece of information given, then they will remember the first, and almost never more than 2 pieces of information in total – also, they will most likely remember information which was applied to real life.

6. North American language patterns and syntax tend to give negative information sandwiches between two pieces of positive information.

7. People who ask intelligent questions are considered to be intelligent.

8. People who do not usually ask questions are considered to be ignorant, arrogant, fearful or lazy.

9. Small talk has one primary purpose, no matter what the topic is: to begin and continue to build a relationship with someone, personally or professionally.

10. North American workers tend to prefer a more direct yet respectful honesty to an indirect approach, even if the information given is rather negative.

11. Intuition plays more of a key role in decision-making than most executives and leaders are willing to admit – one’s gut reaction, even after long consideration, usually wins. This is true all over the world.

12. Lack of awareness is the number one cause of interpersonal conflict. Number two is lack of information or lack of information flow. False interpretations and assumptions are number three.

13. Most employees, even leaders, consider themselves to be “team players”. This is not usually the case – being a good team player usually needs to be learned, applied, developed and then perfected.

14. A communication or behavior Comfort Zone is an addiction – changing this is like giving up the daily behavior or mind-set “fix”.

15. Communication and behavior cannot be separated… we are like open books.

For more information, please visit: www.VeloCityCoachingServices.com

