
Friday 16 May 2014 

8h30 - 18h30 

 

Double Tree by Hilton Luxembourg 

“EVERYONE COMMUNICATES… 

FEW CONNECT” 



WELCOME & INTRODUCTIONS 

oMeet the presenters 
 

oThank you to our sponsors 
 

oA few rules 

 

 

 
 

oAgenda for the day 
 

oYour expectations 
 

oPersonal Record 



PLEASED TO MEET YOU! 



SOMETHING ABOUT SOMEONE 

YOU DO NOT KNOW… 



WHY ARE YOU HERE TODAY? 

oWhat is your big goal....? 

 

oHow does today relate to where you want to be? 

 

oWhat are you grateful for? 

 





EVERYONE COMMUNICATES  

FEW CONNECT 
Leadership is influence nothing more nothing less 
 

                                                                                           LEAD 
      

         INFLUENCE 
     

                                    CONNECT 
                      

  COMMUNICATE 
 

Connecting increases your INFLUENCE in every situation  
 

 

 



HOW DO YOU CONNECT? 

 

Think about your close friends 

 - What makes them friends? 

 

Think about someone who you have difficulty 

connecting with.  

 - What makes it difficult? 



ECFC Principles: Connecting.... 

1. Increases your influence in every situation 

 

2. Is all about others 

 

3. Goes beyond words 

 

4. Always requires energy 

 

5. Is more about skill than natural talent 



BLINK 

oWhat is the main difference between doctors 

who were sued and those who weren’t? 

     Malcom Gladwell (page 39) 



Communicators and statues 

 

oMake two rows face to face 

oOne row are the communicators 

oThe row in front are statues 

oThe communicators: talk about a situation 

oThe statues: do not move, talk, look into the eyes 

oTime: 1 minute 

EXERCISE 



WHAT IS COMMUNICATION? 

Thinking 

Feeling 

Behaving 

Thinking 

Feeling 

Behaving Message 

Information 

TRANSMISSION 

Life experience 

System of values 

Culture 

Motivation 

Target: to be understood! 

 

Life experience 

 

System of values 

Culture 

Motivation 

RELATIONSHIP 
 



HUMAN INFORMATION 

PROCESSOR 



(Wickens, Lee, Liu & Gordon Becker 2004, p.122) 



COMMUNICATION… 

A COMPLEX PROCESS 

Communication 

Biological 
level 

Psychological 
level 

Social level 



WHAT DO YOU SEE? 



It is embedded in a certain situation or system: 

 

o Historical time, a certain place, culture, etc. 

o Power relationships 

o Subjectivity of individuals 

o Personal choice  

o Social pressure 

o Environment  
 

 

COMMUNICATION CONTEXT 

Whole picture: http://www.youtube.com/watch?v=E3h-T3KQNxU  
 

http://www.youtube.com/watch?v=E3h-T3KQNxU
http://www.youtube.com/watch?v=E3h-T3KQNxU
http://www.youtube.com/watch?v=E3h-T3KQNxU


EXERCISE 

Listen to the music (will be 3 parts) 

 

After each musical moment: 

o Pay attention to your mindset and feeling 

o Exchange with the person next to you about it 

 



 

oFacial expressions (visual) 

oBody language (visual) 

oVoice (sound) 

oLanguage (sound/verbal style and content - one 

more level of processing)  

oSmell 

o…. 

 

HOW DO WE COMMUNICATE 

We have access at all of these in a blink 



oTalk to a person you did not talk to earlier 

oShare (take turns) a story that you experienced and it 

was  

 - starting bad and ending ok 

 - difficult / not proud of / embarrassing / failure 

oTask: connect with each other while sharing your 

experiences 

EXERCISE  



What emotions have you experienced 

or witnessed? 



WHAT IS  

EMOTIONAL INTELLIGENCE? 
 

 

“The capacity for recognising our own 

feelings and those of others, for motivating 

ourselves, for managing emotions well in 

ourselves and in our relationships.” 

  

Dr. Daniel Goleman (1998) 

Working with Emotional Intelligence 

 



WHAT IS  

EMOTIONAL INTELLIGENCE? 

http://www.google.lu/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=CAcX51Ip5WmpoM&tbnid=bOdUJ5OGaJfC0M:&ved=0CAUQjRw&url=http://www.funderstanding.com/theory/emotional-intelligence/&ei=Us_IUbjkBsqFtAac84EI&bvm=bv.48293060,d.Yms&psig=AFQjCNFX_sjxgCHWhey36DZI__BcyiCpcg&ust=1372201153923895


MISCONCEPTIONS ABOUT EQ 

o EQ is not about “being nice” or “touchy/feely” 
 

o EQ does not mean giving free reign to feelings 
 

o Women are not superior to men when it comes to 

EQ 
 

o A person’s level of EQ is not fixed genetically, nor 

does it develop only in childhood 
 

o While EQ can be learned, emotional maturity is a 

choice 

 



ELEMENTS OF EQ 

o Self-awareness 

You being aware of you! Knowing your feelings and 

using them as a guide 
 

o Self-regulation 

Your ability to manage/control emotions, impulses and 

moods 

 



TIME TO REFLECT… 



BREAK 



 

4 Channels of communication  

oRequestive 

oDirective 

oNurturative  

oEmotive 

  
Process Communication Model of Taibi Kahler 

COMMUNICATION   

WITH THE OTHER(s) 



MODEL: LIFE POSITION 

You are NOT OK 

(by me) 

I am OK (by me) 

I am not OK (by me) 

You are OK  

(by me) 

I am ok - You are ok (+/+) 

Communication happens 

 

I am ok - You are not ok (+/-) 

Attacker 

 

 

I am not OK - You are ok (-/+) 

Obedient, Not confident - Drooper) 

 

 

I am not OK - You are not OK (-/-) 

Dispair 

 

Source Transactional Analysis 



MODEL: KARPMAN TRIANGLE 

Persecutor 

• Blaming, finding 
faults 

Victim 

• Poor me 

Rescuer 

• Wanting to fix even if 
is interfering 



MODEL: KARPMAN TRIANGLE 

REVERSED 

Assertive 

• Awareness of own 
responsibilities, takes 
healthy actions 

Vulnerability 

• Awareness of own 
feelings 

Compassion 

• Caring without doing 
someone else’s work  



o Zoom in: 

• The situation now and here 

• Who is the person in front of me 

• What is the subject of communication 

• What is my objective in the communication 

o Zoom out: 

• What is the general situation (work/home, 

casual/professional) 

• What is my relationship with the person in front (past, power 

relation, trust) 

• General context (Policy of the company, economic situation, 

emotional implication) 

• General objectives (mine - person in front) 

MODEL: ZOOM IN - ZOOM OUT 



PERSUASION AND INFLUENCE 
 

oPersuasion: messages aimed at changing (or revealing) 

opinions - attitudes - behavior 

 

oWhen do people change behavior? 

• When they build up rational construction: rational 

decision 

• Social learning: observing the behavior of others 

• Affective processes (conditioning, “Mere exposure 

effect”, positive mood) 



oOnce people are committed to something, it is hard 

for them to escape from the situation without feeling 

bad about it 

 

o In other words, they try to avoid cognitive 

dissonance, which is related to violations of self-

consistency 

COMMITMENT 



oStep 1 

THE REQUEST OR OFFER 

 

oStep 2 

NEGOTIATION 

 

oStep 3 

ACCEPTANCE & COMMITMENT 

 

EXAMPLE OF WINNING 

FORMULA 



oKnow yourself and be yourself 

oThere is not only one truth/view/perspective 

oUse simple language, try other channels 

oCombine authenticity with appropriateness 

(communication context - time, persons, system, etc.) 

oClarification, questions, make sure you understood the 

other or that the other understood you 

oShow openness to others ideas, opinions, give 

feedback without being judgmental 

 

GOOD PRACTICES 



JOHN MAXWELL  

ECFC PRINCIPLES 

1. Increases your influence in every situation 

 

2. Is all about others 

 

3. Goes beyond words 

 

4. Always requires energy 

 

5. Is more about skill than natural talent 



ALL ABOUT OTHERS 

What makes us focus on ourselves and not others? 

 

 

3 things JM suggests we ask… 

 

1. Do you CARE for me? 

2. Can you HELP me? 

3. Can I TRUST you? 

 



JOHARI’S WINDOW 



 

HIGH ACHIEVERS 

 

AVERAGE 

 

LOW 

 

Care about People as 

well as Profits 

 

Concentrate on 

Production 

 

Preoccupied with their 

own Security 

 

 

View people in lower 

positions optimistically 

 

Focus more on their 

own Status 

 

 

Show a basic Distrust 

of subordinates 

 

 

Seek advice from 

those under them 

 

Reluctant to seek 

advice from those 

under them 

 

Do not seek advice 

 

 

Actively listen 

 

 

Listen only to 

superiors 

Avoid communication 

and rely on policy 

manuals 



ECFC Practices: Connectors.... 

1. Connect on common ground 

 

2. Do the difficult work of keeping it simple 

 

3. Connectors create an experience everyone enjoys 

 

4. Inspire people 

 

5.  Live what they communicate 

 



COMMON GROUND 



COMMON GROUND 

oHow do you find it? 

 

oWhat are your connectors? 

 

oWho are you MORE LIKELY to 

connect with? 



PERSPECTIVE..... 



ELEMENTS OF EQ 

o Motivation 

Can you keep working towards your goals? Do you 

love a challenge? 
 

o Empathy 

The ability to identify with and understand the wants, 

needs, and viewpoints of those around you 
 

o Social skills 

How well can you handle relationships? Can you deal 

with conflict? Do individuals want to work with you? 

 



EQ QUOTIENT ASSESSMENT 

(Hand-out) 

http://www.google.lu/url?sa=i&source=images&cd=&cad=rja&docid=KTenDqFp2qn0-M&tbnid=jul-Xqv_nKXG7M:&ved=0CAgQjRwwADgt&url=http://www.upsidelearning.com/blog/index.php/2012/07/26/a-time-saving-assessment/&ei=hleeUo29M6a54wTCooDAAw&psig=AFQjCNGg5N5ztFCukK5i1h8ckaXEckE79g&ust=1386195206891594


TIME TO REFLECT… 



LUNCH BREAK 



THE ALLIGATOR RIVER 

SCENARIO 
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STRESS 

oAny situation perceived as over demanding 

 

oNot using the right communication channel 

 

oNot having different needs satisfied 



CONFLICTS: PART OF 

COMMUNICATION 

Thinking 

Feeling 

Behaving Message 

Information 

TRANSMISSION 

Life experience 

System of values 

Culture 

Motivations 

Thinking 

Feeling 

Behaving 

Life experience 

 

System of values 

Culture 

Motivations 

Unknown things 

 (not said/shared, 

 lies, etc.) 

Misunderstandings/disrespect/stress 

No negotiation 



TOOL: STOPPERS 



RELAXATION 



ECFC Practices: Connectors.... 

1. Connect on common ground 

 

2. Do the difficult work of keeping it simple 

 

3. Connectors create an experience everyone enjoys 

 

4. Inspire people 

 

5. Live what they communicate 

 



CONNECTORS INSPIRE 

PEOPLE 

 

oWHO INSPIRES YOU? 

 

oMOTivatION 



BREAK 



SIX EMOTIONAL LEADERSHIP 

STYLES 

oThe VISIONARY LEADER 
 

oThe COACHING LEADER 
 

oThe AFFILIATIVE LEADER 
 

oThe DEMOCRATIC LEADER 
 

oThe PACE-SETTING LEADER 
 

oThe COMMANDING LEADER 

 

 

 

 



ECFC Practices: Connectors.... 

1. Connect on common ground 

 

2. Do the difficult work of keeping it simple 

 

3. Connectors create an experience everyone enjoys 

 

4. Inspire people 

 

5. Live what they communicate 

 



KEEP IT SIMPLE 

oA word to the wise is sufficient 

 

oA word to the wise may be sufficient 

 



KEEP IT SIMPLE 

oIt is believed that a word to the wise 

may be sufficient 

 

oIt is believed by some that a word to 

the wise may be sufficient under some 

conditions 



KEEP IT SIMPLE 

oIndications are that it is believed by 
some that a word to the wise may be 
sufficient under some conditions, 
although this may possibly vary under 
differing circumstances. This 
conclusion may not be supportable 
under detailed analysis and should be 
used only in a general sense with a full 
realization of the underlying 
assumptions. 
 



CONNECTORS LIVE WHAT 

THEY COMMUNICATE 
 

 

oWhat makes you credible? 

 

oYou are a role model - are you setting an example?  

 

oCan other people count on you? 

 

oHow do you know someone trusts you? 



QUESTIONS 



TIME TO REFLECT… 



FEEDBACK 



CLOSURE 

 

oWhat different thoughts do you have? 

 

oWhat are you committed to doing 

differently? 



THANK YOU FOR YOUR 

ATTENTION! 


