Goals For The Day

Goals for Today

For today to be successful for me, I need to learn specifically how to…

How do you define “tact and skill”?

Why do I need tact and skill?

A little tact and wise management may often evade resistance, and carry a point, where direct force might be in vain.

Author Unknown



Tact and Skill – What Is It?

Skill Is…


…ability; expertise; proficiency.

Tact Is…


…the skill of handling difficult or delicate situations

Tact – DIPLOMACY

Where Do we Go From Here?

Dealing with difficult people is a fact of life.  Many conflicts arise from what you consider to be another person’s difficult behavior.

Note:  Conflict occurs because of individual differences.

Conflict is destructive when it:

· Interferes with other important activities

· Undermines morale

· Hinders productive output

· Obstructs goals and objectives of an organization

Conflict is constructive when it:

There is no best way to deal with conflict.  How you respond depends on the current situation.

Identify Essential Communication Skills

Communicating with coworkers can be one of the most challenging parts of your workday.  At one time or another, we’ve all had to maintain a conversation with someone who is defensive, a poor listener, or a discussion dominator.

What makes a person difficult or seem difficult?  Why is it important to learn how to deal with difficult people?

Essential Communication Skills

· Assertiveness

· Listening

· Body Language

· Conflict management and resolution

Conflict Management Versus Conflict Resolution

To manage conflict is to maintain control.  Managing conflict does not necessarily eliminate it. Everyone handles conflict differently.  Our effectiveness in dealing with conflict is largely dependent on how we choose to react to it.

How We Can Handle Conflict

1.  Ignore and forget it

2.  Strive to improve the relationship

3.  End the relationship

Active listening is critical for effective conflict management.

To resolve conflicts requires that conflicting parties are willing to participate in the resolution process.

Remember:  Every conflict is unique.

Fine-Tune Your Ear for Listening

Good listening is essential for both personal and business success.  Listening occurs when you receive information aurally.

How well a person can listen  how well a person does listen!

Factor That Impact How Well a Person Does Listen

1.  Capacity to listen

2.  Willingness to listen

3.  Listening habits

Explicit Information vs. Implicit Information

Ways to Improve Your Listening

· Develop a desire to listen

· Increase capacity to listen

· Develop ability to evaluate what you hear

Test your talking – listening patterns.  Keep a record of your talking and listening time for an hour when you’re in a communicative setting.

The most basic of all human needs is the need to understand and be understood. The best way to understand people is to listen to them.

Ralph Nichols

Tune Into Body Language

You can observe a lot by watching.

Lawrence Peter (“Yogi”) Berra

Special Body Positions to Use When Dealing With Specific Kinds of Difficult People

Your body language can be even more powerful than what you say.  The way you position your body tells others how available you are to interact and how interested you are in what they have to say.

Diffuse Anger in Others By…

· Modeling behavior you want them to exhibit

· Sitting down

· Leaning forward

· Maintaining open stance to show interest

· Speaking softly and slowly

· Making eye contact, but avoiding staring

Minimize Threatening Behaviors By…

· Avoiding personal space

· Avoiding pointing

· Maintaining confident body stances

Increase Communication Effectiveness – Practice Some of the Following

· Nothing crossed – implies openness and honesty

· Leaning forward – demonstrates interest

· Maintaining eye contact – builds trust

When to Go to a Third Party for Help in Dealing with a Problem Person

Difficult behavior can be intentional, aggressive, sustained and extreme.  If your efforts do not work, it makes sense to seek help.

Mediation –

Arbitration -

Utilize Assertive Communication

What Is Assertive Communication?

Assertive communication is frequently confused with aggressive communication.

Assertive communication means appropriately and honestly expressing our views or feelings with another person while respecting the other person.

Passive
Assertive
Aggressive

The Basic Assertive Message Is:

This is what I think.  This is what I feel. This is how I see the situation.

Advantages of Assertive Behavior

· Equalizes the balance of power

· Establishes honest relationships with others

· Makes messages more clear and have more impact.

Primary goal of assertive communication                           receive and give respect

REMEMBER:  The problem is your problem!

Identify and Build on Communication Behavior Style(s)

It takes less time to do a thing right than to explain why you did it wrong.

Henry Wadsworth Longfellow

List up to three people with whom you find it difficult to communicate.

1. _____________________    2. ____________________    3. __________________

Describe the behaviors that cause problems for you.

_____________________
_
____________________
___________________

_____________________
_
____________________
___________________

_____________________
_
____________________
___________________

_____________________
_
____________________
___________________

Note how you generally respond to these problematic behaviors.

_____________________
_
____________________
___________________

_____________________
_
____________________
___________________

_____________________
_
____________________
___________________

_____________________
_
____________________
___________________

Now look at yourself.   at least one behavior that may need modifying.

_____________________
_
____________________
___________________

Identify Your Personal Communication Style and Understand Others

To deal with difficult people, you must analyze how you behave with other people and how they behave with others.

You must identify relative levels of assertiveness and task or people focus.



The horizontal arrow displays a range in the level of assertiveness that an individual displays.  A person at the extreme left is considered passive and a person at the far right is considered aggressive.

The vertical arrow indicates a range in the tendency of people to be either focused on tasks or focused on people.  A person at the top is extremely task-oriented and a person at the bottom is extremely people-oriented.

Each of the four quadrants describes an “intent” that strongly influences people’s behavior to “get it done,” “get appreciated,” “get along,” or “get it right.”  There is a large zone of normal, reasonable behavior in each quadrant.  When a person’s behavior goes outside the reasonable zone, challenges arise.

Understand Your Personal Style and the Styles of Those Around You

“Mapping” Your Difficult Person to Gain Insight into What Makes Him or Her Tick

This tool will help you analyze both your behavior with other people and their behavior with you.  Understanding your behavior and the behavior of others assists in developing and enhancing how you interact.

Directions

1.
Think about a specific situation with someone you consider challenging.

2.
Read each pair of behavior characteristics below and put your initial on the line after the word in each pair that best describes your behavior in that situation.  Then add up the number of times you placed your initial after a word in Column A.


A


B

a.  more animated

or
more passive


b.  more “take charge”

or
more “go along”


c.  more assertive

or
more hesitant


d.  more demanding

or
more accepting


e.  more demonstrative

or
more thoughtful


f.  more confronting

or
more supportive


g.  more talkative

or
more quiet


h.  more bold

or
more timid


i.  more intense

or
more subdued


j.  more direct

or
more indirect


YOUR TOAL in Column A


(do not total Column B)



HIS/HER TOTAL





3.
Next, go through the pairs of characteristics again, thinking about the other person’s behavior.  Put his or her initial on the line following the word that best describes his or her behavior in the situation.  Notice that both you and the other person might have been, for example, more “animated” than “passive” during the interaction, so line (a) in Column A could have both initials.

4.
Now add up the number of times you put the other person’s initial in Column A.  Again, ignore the total times you put the other person’s initial in Column B.

5.
Circle the number on the horizontal line in the graph on the next page that corresponds with your total in Column A, and draw a square around the number corresponding to the other person’s total in Column A.

6.
Now look at the pairs of characteristics on the next page.  Once again, read each pair and place your initial on the line after the word that best describes your behavior in the same situation as before.  Add the total number of times you put your initial in Column D, as indicated.

Understand Your Personal Style and the Styles of Those Around You, Continued


C


D

a.
more flamboyant

or
more restrained


b.
more spontaneous

or
more deliberate


c.
more responsive

or
more detached


d.
more impulsive

or
more methodical


e.
more sociable

or
more aloof


f.
more sentimental

or
more analytical


g.
more people-oriented

or
more task-oriented


h.
more outgoing

or
more reserved


i.
more dramatic

or
more self-controlled


j.
more friendly

or
more unfriendly


(do not total Column C)


YOUR TOTAL in Column D






HIS/HER TOTAL


7.
Again, go through the pairs thinking about the behavior of your other person, and put his or her initial on the line in either Column C or Column D.

8.
On the graph, circle the number on the vertical line corresponding to your Column D total, and draw a square around the number corresponding to his/her Column D total.

9.
Locate the quadrant describing your behavior by finding the intersection point for a line drawn up or down from the circled number on the graph’s horizontal axis and across from the circled number on the vertical axis.  Do the same thing with the numbers with squares drawn around them to locate the quadrant describing the other person’s behavior.


Strengths and Weaknesses of 
Behavior Styles

Get It Right People

Behavior Characteristics

· Focus on tasks

· Intend to “get it right”

· Pay attention to details; thinks systematically

· Need to be correct

· Communicate indirectly and detailed

Strengths:









Weaknesses:









When Under Pressure, “Get It Right” People Tend to:

· Become silent

· Flee or withdraw

· Exhibit negative Behavior

Ineffective behaviors for

Dealing with “Get It Right” people:
Effective behaviors for

Dealing with “Get It Right” people:

-

-

-

-
-

-

-

-

Why Complainers Complain – and How to Move Them into the “Problem Solving” Mode

Complainers complain because something isn’t “right” and they don’t know how to fix it.

· Move them into the “problem solving” mode step-by-step

· Provide information that answers “who, what, where, why, and how”

Strengths and Weaknesses of 
Behavior Styles, Continued

Dealing with Extreme Get it Right Behavior

Nothing People

“Get It Right, Nothing People” resort to an extremely passive mode when “getting it right” is at risk.  These people seek perfection, but nothing measures up.  If you lose your temper with these unreactive people, they will shut down and communicate even less.

Best ways to communicate include:

· Ask open-ended, specific questions

· Use facts, logic, and structure

No people

“Get It Right, No People” are task-oriented and extremely motivated to “get it right” by avoiding any mistakes.  Negativity rears its head when others prevent perfection.  Many times they unintentionally say and respond in ways that squelch hope and creativity in others.

Best ways to communicate include:

· Let them voice concerns and use them as a resource

· Clarify to reduce generalizations

Complainers

“Get It Right, Complainer People” have an insatiable need to “get it right.”  When perfection is not achieved, they verbalize their frustration with what’s wrong by complaining.  Generally, they are not equipped to offer suggestions to correct the problem or deal effectively with what they don’t like.

· Listen carefully for their areas of concern

· Direct efforts toward a solution

How to Counteract the Negative Person Who Throws a Wet Blanket Over Everything

Strengths and Weaknesses of 
Behavior Styles, Continued

Get It Done People

Behavior Characteristics

· Focus on tasks

· Intend to “get it done”

· Focused, direct, blunt

· Need to be in control

· Communicate directly and to the point

Strengths:









Weaknesses:









When Under Pressure, “Get It Done” People Tend to:

· Raise their voice

· Bully and take pot shots at others

· Behave arrogantly

Ineffective behaviors for

Dealing with “Get It Done” people:
Effective behaviors for

Dealing with “Get It Done” people:

-

-

-

-
-

-

-

-

How to Give an Aggressive Person an Alternative to Direct Conflict

Give them an out…and the last word!

Strengths and Weaknesses of 
Behavior Styles, Continued

Dealing with Extreme Get It Done Behavior

Tanks

“Get It Done, Tank People” are motivated by an intense need to get things done and are extremely task-oriented.  When obstacles get in the way, they resort to an attack-mode.  Many times the attacks are not personal – you just happen to be in the line of fire.

Best ways to communicate include:

· Stand your ground – hold your position

· Focus on the bottom line – look at the underlying problem

Snipers

“Get It Done, Sniper People” exhibit sarcasm, rude comments and exaggerated body language.  The “Get It Done, Sniper” grows angry or frustrated because of how events end or because of their inability to control the situation.  Snipers may also be motivated by grudges that they draw you into.

Best ways to communicate include:

· Stop, look and rewind

· Ask for clarifying questions about their intent

Know-It-Alls

“Get It Done, Know-It-Alls” are highly competent and knowledgeable people – they know their stuff.  They are assertive and excel in presenting their viewpoints.  Since they are driven to “get it done,” they tend to be extremely controlling and demonstrate minimal tolerance for correction and differences in opinions.  Their way is the right way – the end.

Best ways to communicate include:

· Know your stuff – be prepared if possible

· Direct the “Know-It-All” into a mentoring opportunity

How to Cope with Excuse-makers and Blamers



Strengths and Weaknesses of 
Behavior Styles, Continued

Get Appreciated People

Behavior Characteristics

· Focus on people

· Intend to “to get appreciated”

· Display creativity, warmth, charisma, and energy

· Need to be recognized and applauded

· Communicate directly or elaborately

Strengths:









Weaknesses:









When Under Pressure, “Get Appreciated” People Tend to:

· Talk more loudly and quickly

· Throw tantrums

· Exaggerate

Ineffective behaviors for

Dealing with “Get Appreciated” people:
Effective behaviors for

Dealing with “Get Appreciated” people:

-

-

-

-
-

-

-

-

What to Do When Someone Criticizes You Unfairly

Confront by asking questions regarding their intent.

Strengths and Weaknesses of 
Behavior Styles, Continued

Dealing with Extreme Get Appreciated Behavior

Grenade People

“Get Appreciated, Grenade People” have a high need – crave – appreciation.  If unnoticed by others, “Grenades” may explode.  The pin that pulls the grenade can be almost anything you do – or don’t do.  Generally, the outburst makes the “Grenade” feel worse rather than better – creating a volatile environment.

Best ways to communicate include:

· During an explosion, redirect their focus – get their attention

· Focus on their emotions – let them know you care

Think-They-Know-It-All People

“Get Appreciated, Think-They-Know-It-All People” have a ravenous desire to be appreciated.  These individuals are aggressive and extremely people-focused.  They use others as their source of attention and appreciation.  This behavior frequently turns people off and the result is even less appreciation.

Best ways to communicate include:

· Ask for specifics

· Use third-party documentation

Get Appreciated Sniper People

“Get Appreciated, Sniper People” want the attention of people they like and admire.  This need for attention results in sarcasm, rude comments, and exaggerated body language.  “Get Appreciated Snipers” turn on others with covert tactics and devious remarks to avoid retaliation.

Best ways to communicate include:

· Stop, look and rewind

· Ask clarifying questions regarding their intent

The Single Best Response to Sarcasm…


…pacing, pacing, pacing!

Strengths and Weaknesses of 
Behavior Styles, Continued

Get Along People

Behavior Characteristics

· Focus on people

· Intend to “to get along”

· Behave in an agreeable, personable, friendly, caring, and helpful manner

· Need to be liked

· Communicate indirectly and considerately

Strengths:









Weaknesses:









When Under Pressure, “Get Along” People Tend to:

· Submit

· Accommodate

· Exhibit passive-aggressive behavior

Ineffective behaviors for

Dealing with “Get Along” people:
Effective behaviors for

Dealing with “Get Along” people:

-

-

-

-
-

-

-

-

What to Do When Somebody Makes a Promise You Suspect He or She Won’t Keep

Confirm and reconfirm mutually acceptable decisions.

Strengths and Weaknesses of 
Behavior Styles, Continued

Dealing with Extreme Get Along Behavior

Yes People

“Get Along, Yes People” have an extremely high desire to “get along” with others.  “Get Along, Yes People” will agree with or say “yes” to almost anything so everyone gets along.  These individuals frequently over-commit and fall short on the results promised.  Confronting or blaming “Yes People” generally perpetuates the “yes” behavior.

Best ways to communicate include:

· Encourage honesty

· Assist in making realistic commitments

Maybe People

“Get Along, Maybe People” focus on “getting along.”  Decision-making is extremely difficult because the decision may make someone unhappy.  Always wanting to please, these individuals are hesitant to ask for assistance because they don’t want to bother others.  They don’t want to upset anyone or be the cause of anything going wrong.

Best ways to communicate include:

· Identify hidden fears and concerns

· Reassure them and hold them accountable for follow-through

Nothing People

“Get Along, Nothing People” practice the belief that “unless you have something nice to say, don’t say anything at all.”  By saying nothing, they avoid offending people.

Best ways to communicate include:

· Create a safe environment for talking – and allow plenty of time

· Ask open-ended, specific questions

When Dealing With Touchy People Who Take Things Personally…



Strengths and Weaknesses of 
Behavior Styles, Continued

Fundamental for Dealing With Difficult People

· Prepare – do your homework

· Listen

· Identify priorities

Four Steps to Take When Communicating With Any Difficult Person

1. Establish a direction – begin with the end in mind

2. Focus on the pattern of communication

3. Be flexible

4. Commit to a solution

Two Tips that will Improve How You Communicate With Others

· Deal with the situation regardless of how complicated or emotional it may be

· Stick with the challenge until your message is clearly understood

Ways to Cope With Difficult People

· Distance yourself from the behavior to help you think clearly and gain perspective

· Change how you interact

· Select an optimal time to confront the person(s)

· Choose techniques that respond to specific difficult behavior

· Understand the other person’s point of view or point of reference

When and How to Let Someone Save Face

When…
stakes are minimal, a lose-lose situation exists, or one of the parties doesn’t want a confrontation.

How…
use “I” instead of “You,” avoid backing your opponent in a corner, give the other person a way out

Face-saving skills allow you to leave a conflict situation not just unharmed, but depart gracefully.

Get “In Sync” With a Difficult Person…and Get Along Better

Techniques That Give You More Power With Difficult People…and Keep You From Being Manipulated

· Pace or blend

· Backtrack

· Clarify
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When to Back Down and When to Hold Your Ground

When dealing with Get It Done people, hold your ground and remain calm.  Don’t back down.

Take Advantage of Your Personal Strengths and Minimize Weaknesses

Hot Buttons:  How to Keep People from Pushing Yours

List three of your “hot buttons.”

1.


2.


3.

Ways to Avoid Having Your Buttons Pushed:

1.
Identify your “hot buttons”

2.
Identify situations that trigger your “hot buttons”

3.
Be prepared to respond tactfully

A Proven Way to Buy Time in a Conflict so You Can Respond With a Level Head

· Ask to reconvene at a mutually agreeable time

· Ask questions that help in understanding opposing views

· Make up your mind to deal with the situation, no matter how complicated or emotional it might be

· Stick with the challenge until your message is clearly understood



Know When To Salvage a Relationship

How to Determine Whether a Difficult Relationship Is Worth Salvaging (and What to Do If It Isn’t)

Ask yourself “Is this situation worth working on?”

Identify the pros and cons.

PROS
CONS




Other questions to consider when determining if a difficult relationship is worth salvaging:

· What are your long-term interests?

· How important is this particular relationship – both by itself and as it regards to other people?

· Are you dealing with someone who can really deliver on the decisions s/he makes?

What to Do if a Difficult Relationship Isn’t Worth Salvaging

If you are one of many people who find a particular person a problem, perhaps everyone distressed by this difficult person should discuss things together and figure out how to fix the relationship with the difficult person.

Treating them with more respect and/or taking their concerns seriously may help turn things around.  If that doesn’t work, it may make sense to look for ways around them, to marginalize them so they are removed from their place in the process.

How to Deal With a Person Who Practices One-upmanship



Prepare to React

We have a choice about how we react?

Initiating Assertive Behavior

Situation
Initial Reactions
Emotions

















Costs

Benefits

















Those who benefit may not be the same as those who pay the costs.


Identify Conflict Resolution Techniques

In the middle of difficulty lies opportunity.

Albert Einstein

Conflict is inevitable because of a diverse workforce, constant change, stress from doing more with less, confusion over responsibilities, and miscommunication.

To Resolve Conflict:

1. Tell it like you see it

2. Put everything on the table

3. Focus on the future

Successful Confronting:  The Essential Four-step Process

1.
Use “I messages”


Why should I use “I messages”?

2.
State your request clearly

3.
Focus on the behavior rather than the person

4.
Use appropriate non-verbal behaviors

Identify Conflict Resolution Techniques, Continued

Conflict is a natural part of human relations.


Problems will not go away by themselves.



Manage conflict rather than eliminate it.

Ways to Manage Conflict

· Open communication lines

· Establish ground rules

· Listen

· Monitor and control emotions

· Set the stage

Model for Conflict Resolution

Step 1:  Identify problem

Step 2:  Enter problem resolution phase

Step 3:  Identify necessary changes

Step 4:  Develop an action plan

What to Do When Someone – Even a Boss – Starts Yelling…

· Ask yourself “What does it really mean that this person is yelling at me?”  Often the attacks are not personal – you just happen to be in the line of fire.

· When responding, stand your ground and focus on the bottom line.

· Ask clarifying questions about their intent.



Identify How You Can Influence Others and Maximize Results

Adjust Your Approach

Four Things You Can Do When Confronted With Difficult People

· Stay

· Accept the difficult person’s behavior

· Change attitudes and behaviors

· Leave or remove yourself

Three Keys to Stay on Track

1.
Know what you want – know your direction (positive) and be specific.

2.
Pay attention (pay attention to seeing, hearing, and doing rather than accepting assumptions); Look at your difficult person AND look at yourself … objectively.

3.
Be flexible – be willing to change/adapt

Have problems getting people to keep their word?  At a loss for what to do when somebody makes a promise you suspect he or she won’t keep?

Three Ways to Get People to Keep Their Word

1.
Make honesty safe

2.
Help make realistic commitments – set goals and priorities

3.
Reassure them and ensure their follow-through

Handling the Person Who Says One Thing to You But the Opposite to Someone Else

· Confirm

· Confirm

· Confirm

Put Diplomacy and Tact into Action – Apply Strategies to Real Life Experiences

Identify the strategies on the right that address each specific type of behavior.

Behavior
Strategies for Dealing with Behavior

Get It Right People
Know your stuff

Go step-by-step

Use facts, logic, and structure

Backtrack to address their concerns

Turn the person into a mentor



Get It Done People
Understand and support their goals

Get to the point

Be businesslike

Be task-oriented



Get Appreciated People
Be flexible

Be enthusiastic

Let them talk

Use demonstrations



Get Along People
Be casual and sincere

Slow down and listen

Make honesty safe

Set goals

Build them up



Transfer Learning to the Real World – Develop a Personal Action Plan

Create an Action Plan

What do you plan to do with this?  An action plan helps guide the decision process.  It explains what has happened and what needs to be done.  Your action plan provides organization and direction.

Before developing an action plan, you need to:

1.
Understand the problem/issue you’re trying to resolve

2.
Develop goals and solutions to the problem

3.
Evaluate possible goals and solutions

4.
Make a decision

5.
Identify the steps you’re going to take to achieve goals and solutions

Sample Action Plan

Action Steps
Target

Completion

Date
Completed

































Remember –

· Plan before doing.

· Focus your action plan on solving the problem – dealing with difficult people.

· Build flexibility into your action plan.

· Examine the plan regularly and make necessary adjustments.

Appendix

Discover What to Say in Tough Situations

Conflict is a part of every workplace.  Whether conflict involves coworkers, bosses, or customers, left unresolved it can be costly to organizations and individuals in terms of morale and the bottom line.

Get It Right People

1.
Know your stuff.  Research your recommendations carefully.  Get it right people are often subject experts, and to deal on their level you need to earn their respect.

2.
Go step-by-step.  “John, I’d like to explain to you how I came up with this information.  First, I _______________ (first step in process), then I ______________ (next step in process)” – and so on.  NOTE:  These people want to get it right.  Show them how, where, and why you got your information so they can see and understand your process.

3.
Use facts, logic and structure.  “According to ______________ (credible source), this is a safe way to go.  If we follow this plan, we can expect a good result based on __________________________________ (cite more facts backing up your recommendation).

4.
Backtrack to address their concerns.  “John, you’re right about ________________.  According to _______________________ (cite your source), my proposal takes your concern into consideration by _______________ (explain how your plan addresses the Get It Right person’s concern).

5.
Turn the Get It Right person into a mentor.  “John, would you be willing to work further with me on this?  Your knowledge of the subject would be a real asset.”

Get It Done People

1.
Understand and support their goals.  “Emily, I understand that your goal for this issue is _______________________, and I support you on _________________.”  (Find a point of agreement to build upon.)

2.
Get to the point.  “To move us both closer to our goals, I’m proposing that we ___________________.”  (Give a succinct synopsis of your recommendation.)

3.
Be businesslike.  “To accomplish this would require that we _________________.”  (Be specific about your needs, and back them up with facts.)

4.
Be task-oriented.  “I believe that we can meet your goal of ________________ and my goal of ____________ (restate above goal) by _________________ (date) if we follow this plan.  Now to continue with what I was saying.”

Appendix

Discover What to Say in Tough Situations, Continued

Get Appreciated People

1.
Be flexible.  Choose a time when the Get Appreciated person is relaxed and open to discussion.

2.
Be enthusiastic.  Remember, these individuals seek appreciation.  Begin your conservation with a sincere statement about something they do that you like.  “Jay, I want you to know how much it means to me that you ___________________.”  Then, when they’re feeling appreciated, describe the problem behavior that you’ve observed.  “I also notice that when ______________________ happens, you get very upset.”

3.
Let them talk. By now your Get Appreciated person should be feeling appreciated and open to sharing thoughts with you.  Make this person feel even more understood by pacing, backtracking, and clarifying.  Let your Get Appreciated person “vent” until the story begins to repeat itself.

4.
Use demonstrations.  Remember, Get Appreciated types like drama.  While discussing possible solutions to avoid situations that will cause this individual to feel unappreciated, use demonstrations and examples that will make the discussion more “real”.  For example, start this part of your conversation with something like, “Let’s imagine that you’re starting to feel upset because someone hasn’t appreciated your efforts…”

Get Along People

1.
Be casual and sincere.  Reinforce your interest in getting along with this individual.  “Robert, I really enjoy __________________ with you, and because of that, I’m hoping we can find a way to make that happen more smoothly.

2.
Slow down and listen.  Give your Get Along person a chance to tell how they’re feeling about the issue.  Ask clarifying questions until you understand their perspective well.

3.
Make honesty safe.  Be open and patient.  “Our relationship is important to me.  I really want to hear what you think about this issue, good or bad.”

4.
Set goals.  Work with your Get Along person to set goals that will improve the relationship.  “Based on what you’re telling me, it sounds like what we need to do is __________________.  How does that sound to you?”  Once you’ve decided on something mutually acceptable, confirm and reconfirm.

5.
Build them up.  Reinforce to your Get Along person how important it is to you that you both continue to get along.  “It sounds like this may work better for both of us, and I’m so glad.  It’s really important to me that we ______________ well together.

Get It Done





Get It Right





Get Along





Get Appreciated





Task Focused





People Focused
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Task Focused





People Focused
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