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Learning Objectives

• Gain an understanding to our individual listening 
proficiency,


• Practice using active tools to increase communication in 
their organization, promoting creativity, innovation and 
acceptance,


• Receive active tools for increasing success in managing 
individuals and managing stress, overload and burnout,


• Establish a system of collaboration between 
organizations.

“Forty-six percent of employees rarely or 
never leave a meeting knowing what they’re 
supposed to do next.”

 - 2014 Gallup Poll



Fight or Flight
There are twice as many 

projections from the Amygdala 
to the Prefrontal Cortex, as 

there are from the Prefrontal 
Cortex to the Amygdala.

Your Fight-or-Flight response 
has twice the power to 

override your rational thinking 
as your rational thinking has to 

override your fear.
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Three Methods of Listening
1. Sounding board - For the times when people just need to 

vent.  There is no expected actions to be taken or desired 
outcomes.  They just needed to say this out loud to another 
person, and you are their sounding board.

2. Solver - You are listening to help find a solution, or to help 
solve the problem.  An expectation of some advice / solution 
is expected from the listener.

3. Sympathizer - You are listening as a friend, to share in the 
experience of their story.  The expectation is an emotional 
commitment to the story teller’s point of view.



 MANAGING ORGANIZATIONAL CHANGE 
 
 
 

Vision  +   Skills  +    Incentives   +  Resources   + Action Plan    =  Change 
 
 
       +   Skills  +   Incentives   +  Resources   + Action Plan   =  Confusion 
 
 
Vision   +              +   Incentives   +  Resources  +  Action Plan   =  Anxiety  
 
 
Vision  +  Skills   +                         + Resources    +  Action Plan  =  Resistance 
 
 
Vision    +  Skills    +   Incentives    +                        +  Action Plan  =  Frustration 
 
 
Vision   +   Skills    +   Incentives     +  Resources    +                        =  Treadmill 
    
 

Accepting and Building on 
offers

A practice for 
listening, accepting, 

building and being 
attentive.

Tools
When you are confronted with a ‘yes, but’ …
How do you help someone accept and build?

1. “What if that were not true? Then what would happen?”
 Move from the realm of impossible into problem solving
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2. Toyota 5 ‘Whys’

5 Whys

Sakichi Toyoda, one of the fathers of the 
Japanese industrial revolution, developed 
the technique in the 1930s. He was an 
industrialist, inventor and founder of 
Toyota Industries. His method became 
popular in the 1970s, and Toyota still uses 
it to solve problems today.

1. Define the Problem
2. Ask the first ‘Why’
3. Ask four more ‘whys’
4. Identify and Address the root cause

Define the Problem

Why?

Why?

Why?

Root Cause

Why?

Why?

Tools
If you find yourself about to say ‘yes, but’ …
How do you make an active change?

1. When you find yourself feeling as if you are blocking 
offers, try reframing with: “Here’s what I like about that….”
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Story Telling

   A                  E   F     
        B   C   D           G

•  Humans make connections between 
items that may or may not be 

connected

•  We are hard wired to make up our 
own story

Seven Line Story
1.   Once upon a time… 

2.   And every day…. 

3.             Until one day… 

4.             Because of this…. 

5.             Because of this…. 

6.   Until finally… 

7.   And ever since then….

Stay on Message

Ask any question

Your answer must include 
the words ‘Three’, ‘Legged’ 
and ‘Dog.’



Debrief
1. What surprised you?

2. What will you take away?

3. How will you use a ‘takeaway' in the next 
two weeks?
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The Challenge…

Try ‘Yes, and’ for an entire 
day
See where it takes you

Be aware of the offers you 
block
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