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How many of you get a knot in your stomach when you hear that the bosses called you  her office?

How do you feel when it’s time to talk to your teen about drugs and alcohol?

Does it stress you out when you and your life partner have hit more than a bump in the road?

Whether we like it or not, life gives us plenty of chances and if life gives us plenty of opportunities to practice our communication skills. My cred statement, Covey cred. Statement.




“We go into most meetings intent on
changing minds. In Dialogue, we
go into meetings open to having our
minds changed.”

- Anonymous
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How we relate to each other and form relationships is a work in progress ongoing. At a given time, we may have mostly positive relationships. And then holiday comes along, it might have to start all over again.

Whether our relationships are in good or bad shape affects our boots, behavior, productivity, attitude, and the way we live our life. It is the difference between choosing to empower ourselves… take the risks we need to take to clean up those relationships that have been damaged and could take credit  and maintain the good ones we have.


SMART Conversations-

A Taste of Conversation

= What SMART Conversationses are

= Why you should have them

= Why intentions are key

= What Trigger Style Is

= How perception impacts relationships
= SMART Conversationse Tips &Tools
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In that time, we have together, you will learn

What SMART Conversations® are
Why you should have them
What intentions got to do with it
Trigger style–what it is
Perception is reality
SMART Conversations® Tips &Tools



Principle 1. Connecting
Precedes Content

e Rank the “3” cards by which ones best describe you the most
(1) and the least (2). Discard the card that least describe you.

e Mingle and share your cards. Trade if you find cards that better
describe you. You must “always” have 2 cards in your
possession.

e When the Facilitator calls time, take your seat.
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What are the Benefits of a

Dialogue Culture?

Creates receptivity to change

Sustains needed changes, including behaviors and
business strategies

Stimulates creativity and innovation
Fosters business results through synergy
Empowers learning, teamwork and collaboration

Instills loyalty in staff, members and stakeholders
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Now, I’d like you to think about one important relationship in your life at this moment that needs attention and write it down. Please don’t make it about the worst thing that’s happened in your life. 






The Essence of SMART
Conversations®

o Self Awareness/Personal Mastery

* Align the “Impact” of your communication  with
your “Intent”

e A Common Language called “Dialogue”

* Change the culture by changing the
conversation

* Use SMART Conversations® to develop
shared vision, synergy and a learning
organization
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Now, let’s learn a little bit about what SC are…



What is Dialogue?

A conversation characterized by...

The Unrestricted Flow of Thoughts & Feelings
Trust & Respect

Shared Meaning

SMART Conversations® & Get In The Game SE

Copyright 2011



Presenter
Presentation Notes
Our core conditions…

As you will notice intention sits at the center of this model b/c if you and your conversation partner have  a positive intention, it will be pretty easy to maintain core conditions. However, if either of you has a negative intention, then the core conditions will be upset , and a smart conversation that will not be able to take place.

Alain Demis will be in a different type of conversation which will see next


" Five Principles of SMART

Conversations®

Connecting Precedes Content
Relationships are Co-Created

Honor Others through Shared Respect
Value Shared Interest over Self Interest

Seek Synergy through Shared Understanding
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When you speak to someone, it’s critical to think about your intention. For example, if you tell your 14-year-old daughter that she needs to come home by 10 PM, and you make it a demand. How is she likely to respond? That’s probably because the impact of your demand felt disrespectful to her because your intention was to control her. However, let’s replay that tape. This time, you tell her you like her to be home by 10 PM, because you’re concerned about her safety, and you don’t want to work on. How is that likely to go over?

Link to impact.

Think the situation that you need to raise with someone. Consider what you’ve been thinking of saying and think about your intent and the potential impact it will have on a person. Quickly share this with a partner


000
0000
0000
Different types of conversations 0oo
What's the intent? o
SMART

Conversations.

Debate

Dispute
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Here are four types of conversations…What do you think the intention is behind dispute. Eg., neighbor and fence? Win/Be right/control

How about debate. Think about any political debate you seen what do they talk about on the news following the debate. Who is the winner? 

In discussion…looking good. Thinking about what you’re going to say next.  These are conversation strategies.

Smart conversations  everyone is right. Conversations are easy and well beyond their oriented toward a win-win outcome that considers all perspectives.





SMART Conversationse Conditions
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You saw this model earlier and now I want to point you to the bottom of the screen received or trigger cells. There to trigger styles avoid an attack. This is much like the flight of white syndrome. In prehistoric times, we needed this part of the brain and the amygdala to for our own survival. They are still apparently evolving.

 When you’re not in a smart conversation, Your  in your trigger style..



@Principle 2. Relationships are Co- | sse:

Created e

What's your Trigger Style?
Taking Personal Responsibility

e

PIOAY
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Think about a time that you were under tremendous stress involved in the conversation. In that specific situation like you think your default trigger style is?

Please write that down. I handout.

We call this part of the learning that person be remind you about taking personal responsibility. Basically this means it takes two to tango. So that means that if we get in an argument. I am 100% responsible for my half the relationship and you are 100 100% responsible for your have the relationship. Therefore, it is up to both of us to work it out. I have provided another handout will refer to later about when to decide whether you should work



BELIEF MAP STORY
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How beliefs are formed & expressed

. Trigger
>
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This is how beliefs are formed and expressed. It is an automatic function and how we look at things depends on our experiences, our attitudes and beliefs.
Event – roses
Selected observation- boyfriend, early in the am, etc. It is factual not an interp.
Add meaning- it’s early in the am; he must have slept over
Conclusions/assumptions-ask audience to offer couple.
Trigger style – How many of you…
Went to attack?
Avoid?
Gave the benefit of the doubt and would ask more questions.

Rest of the story: ADD HERE


Principle 3: Honor Others
Through Shared Respect

Balancing Asking, Speaking & Listening
Engaged Listening

Asking
Speaking
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What is an “Undiscussable?”
Things people
think & feel
but do not
feel safe saying.
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Go back to your handout and that situation you wrote down earlier in this session. Assume that you have decided to broach this “undiscussable” with this person.

Here are some conversaotn openers for you to use…


Examples of Undiscussables

A family member made a negative comment
about your hair or your weight. You exploded &
took off...

. = You and your colleague had a disagreement and
2/ you have been avoiding each other ever since...

The family mechanic exceeded his estimate
by $800. You feel taken advantage of but don't
guestion him...
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You now have a working knowledge of 



Tools for Surfacing Undiscussables

1. Ask for permission.

2. Have a conversation with POSitive intent.
3.Disclose your feelings.

4. Use the Do/Don’t Skill.

5. Ask an Open-Ended question.

0. State Your Observation without blame.
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Ask for two volunteers to read cards. 
Ask for permission. 
Have a conversation with positive intent. Balance candor with caring.
Disclose: Reveal whatever feeling is making the conversation a difficult one for you.
Use the Do/Don’t Skill.
Ask an Open-Ended question that encourages a response.
State Your Observation without blame.



Principle 4: Value Shared Interest | $s:
over Self Interest
Shared Interest
Comvoraation What Why
common
P Ground
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Convergent
Conversation How/When Who

Shared Stratec
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To handle this situation,  here’s what you could have done…


.

Principle 5: Seek Synergy ee?
through Shared Understanding
~NERgy
And You
Are YOU e = ME
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INSERT: Belief Map Story
 
 
 



Now, you know...

v What SMART Conversationse are

v" Why you should have them

v" Why intentions are key

v' What Trigger Style is

v' How perception impacts relationships
v SMART Conversationse Tips &Tools
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In that time, we have together, you will learn

What SMART Conversations® are
Why you should have them
What intentions got to do with it
Trigger style–what it is
Perception is reality
SMART Conversations® Tips &Tools



Empower °se’
Yourself,
Your Team,

Your Organization

Make
your next
conversation a

SMART one.
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| am happy to continue the
conversation.......

Contact me:

Robert Zinsser
President
Get In The Game SE

robert@getinthegamese.com ’
904-861-0443 9

Get In The Game SE, LLC
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