VPE CoP

May 5, 2005

Leadership through Communication

Participants: Bruce Peetz, Chuck Berg, Michael Clegg

Facilitators: John Moran and Lee Weimer

Dr. Gena LaBorde and Wylie Harter 

· Teach what happens “ behind the words”

Q – What are you looking for ?

A’s – Chuck: 

Am using oyur practice (through Kimberly) of trying to change habits and create new ones by practicing 3 minutes a day; not getting anything and hoping for clarity at this meeting on: “Why am I doing this?”

Gena – usually by day 9 there is a “breakthrough” – based on how the mind works

Bruce – most Engineers are “method actors” – if this isn’t working will want to do something else

Wylie – the results justify

Gena – if can’t figure out don’t deserve to know! (Would rather set up an experience so you get it than tell you)

Bruce – what my wife would say!

Gena – requires establishing rapport – must know how to get it – 3 ways:each person perceives differently:auditory, kinesthetic (focuses on content) and visual. Go into depth in very interactive 3 day seminar

Techniques for Rapport Building based on Gestalt Psychology and Neurolinguistic Pychology (NLP) Adapted to Business

· Breath match, body (pose) match

· State the obvious – “you look upset”

Influencing with Integrity

· sights, sounds, etc create our reality. Perceptions -> memories/meaning -> habits/patterns; new ones are possible
· sales depend on it!
· Each person prefers a sense: (can often tell from language used)
· Kinesthetics – feelings rule. Emotions, comfort and feeling good are important; looks down
· Visuals –“I see what you say”; often look up while speaking
· Auditory – lik sound; “resonate” with; “I hear you”;” hears tones in speech; have difficulty communicating
· All people are a combination of these but favor one
· If you teach, you come from either influencing or manipulating
Q – If you get what you want, aren’t they the same?

A – Creativity and intention with “influencing” make the difference (look for the win/win plus)

· To handle speaking with person with different mode try:

· Standing “outside” o self and observing (less anxiety)

· Do not “mimic,” just adjust actions to match more, not totally
· Focus where others are competent

· People know what you think of them; can make them defensive

· Try to “ become” another person

· Listen for words not of your dominant sense

· Changing your pattern aids creativity

· Must become unconscious to be automatic and useful (requires practice)you use new thinking patterns when you are trying to determine others’ rpeferences
Q – With emails – all words – how does this relate?

A – what counts is how important you label the perception

Q – Do auditories tend to be musicians?

A – Yes. Software developers also have a common way of “seeing”

Q – If you were giving this in an organization, where would you start?

A – the top

Business Discussion

Q – Should the group continue?

A’s – 

Chuck - will pay same amount as last year until there are 6 new VPE’s and better topics

Bruce – also wants more members for value. Would be willing to re-up for 6 months to see if successful

Michael – working 6 month matrix for topics, speakers and venues; would like feedback on topics

Lee – will try to book SDF room for June meeting

