~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

Enhancing Your Ability To Communicate And Get Along With Everyone On Your Team

Leadership & Personal Development Tip # 18

June 12, 2006

~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

--Enhancing Your Ability To Communicate And Get Along With Everyone On Your Team

Welcome to 7 new subscribers!!! Please feel free to 

pass this e-newsletter on to any of your friends, 

family members, or colleagues whom you believe 

would enjoy reading it.

Copyright 2006 Dunn NLP Coaching & Company.  All 

Rights Reserved

~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

Enhancing Your Ability To Communicate And Get Along With Everyone On Your Team

~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

"The language of friendship is not words but 

meanings." 

Henry David Thoreau

Are you ever not communicating?

All human beings communicate.  You cannot, not 

communicate.  Even when you are all alone, you are 

at least communicating with yourself.  And depending 

on what “all alone” means you are also 

communicating to others that “you want to be 

alone.”

Think about it.  When you are in your office and your 

door is closed, what are you communicating?  What 

are you communicating when your door is open?  

When you answer your phone vs. let the machine or 

secretary pick it up, what are you communicating?  

When you return an email within 24 hours or 10 

minutes vs. two weeks later, what are you 

communicating?  When you are smiling and giving 

great eye contact while shaking a person’s hand 

what are you communicating?  When you are talking 

with a slow deliberate tempo in a monotone voice 

compared to a rapid tempo with a variety of volume 

and vocal expressions, what are you communicating?

A well-known presupposition in NLP (Neuro Linguistic 

Programming, an advanced communication 

technology) is, “the meaning of your communication 

is the response you get, regardless of your 

intention.”  What does this mean?  Well, basically it 

means you are always communicating something and 

the meaning of that communication is the response 

you are getting from other people.  Even if your 

intention was misunderstood, the “response” is 

the “meaning” of your communication.  By adapting 

this approach you are able to take responsiblity for 

the responses you are getting.  If your goal is to 

create greater rapport with others, than you would 

need to be flexible in the way you communicate with 

others so as to achieve this desired goal.

As an NLP Leadership and Personal Development 

Coach I am often supporting my clients in their 

efforts to communicate more effectively with their 

partners, direct reports, customers, superiors, and 

spouses.

All of us have a communication style.  A style is 

another way of saying “pattern.”  We all have a 

particular communication pattern that we tend to 

follow.  And these patterns can be tracked, 

categorized, and used to predict future behavior.  

We demonstrate our particular communication 

pattern every time we are in the presence of others.  

And everyone else demonstrates their particular 

communication patterns when they interact with us.

There are many ways to categorize communication 

patterns.  In this article I will focus on four common 

communication styles and how to best interact with 

these styles.  These styles have nothing to do with 

leadership potential, success, nor competitiveness.  I 

have worked with very successful competitive 

leaders that present with each of the following four 

communication patterns.

Before discussing the four styles, I want to suggest 

that getting along with others needs to come from a 

genuine intention to relate well with others.  If you 

are looking for a “trick” to appear genuine, but are 

not, this information is not for you.  The knowledge I 

share in this article will help you only as much as you 

are genuinely using it to develop and enhance your 

relationships.

The first rule in building rapport with others is 

mirroring their communication pattern back to them.  

This means that you use similar body language, tone, 

tempo, pitch, key phrases, and focus.  Let’s face it, 

you and I are most attracted to people who think, 

act and communicate like us.

Four Common Communication Styles:

Driver: (highly values efficiency) If you find 

that 

efficiency is most important to you and telling others 

the way it should be done to complete the task 

quickly so that you can move on to your next task 

(personal and business), then you will tend to be 

attracted to task oriented, fast talking, quick 

decision making people and may often feel frustrated 

by people who are not focused on speed.  You may 

get feedback from others that you are hard to get 

close to, impatient, and overextended.  And deep 

down you know that this is true because you tend to 

be more concerned about getting everything done 

quickly and moving on to the next task then getting 

close to everyone.  It isn’t that you don’t like people, 

rather it’s the fact that you feel a constant intense 

pressure to keep up with all of your commitments and 

goals (both in and out of work).  You often wish you 

had more patience with others, but it is really only in 

those rare moments where you are not involved with 

completing a task or when your superior gives you 

feedback about your relationship building skills 

needing work that you wish you focused more on 

getting along better with others.

Influencer: (highly values experience)  If you 

are a 

fast talking individual who makes quick decisions and 

who loves new ideas and experiences, and you find 

yourself always wanting to show others how to do 

something, then you will tend to be attracted to and 

attract others who talk fast, make quick decisions, 

love to be involved in the creative process and love 

experiencing new things.  Because you are always in 

search of a great experience, you may start a lot of 

projects (personal and business) and drop them 

before finishing them so as to be fully involved in the 

projects that offer you the greatest “experience” and 

allows you to make the biggest contribution to other 

people involved in that project.  Others may see you 

as overly optimistic and overextended.

Steady: (highly values stability)  If you tend 

to talk 

and decide slowly and you enjoy getting close to 

others while avoiding conflict, and you appear calm 

and relaxed most of the time and others call 

you “dependable,” and your personal motto is, “slow 

and steady wins the race,” you will tend to attract 

and be attracted to others who move at a similar 

pace.  You 

may tend to avoid pushing your ideas in a group, 

even when they are good ones, for fear that others 

might not like them.  You tend to resist change and 

prefer the status quo.  You tend to get frustrated by 

the fact that others don’t try harder to listen to 

each other and talk out their differences.  People 

tend to like and trust you and they seek you out 

when they are having a problem.

Contemplative: (highly values accuracy)  If 

you are a 

slow, methodical, speaker and decision maker who 

enjoys understanding all the fine details and is 

always seeking accuracy, and you find that 

completing the task correctly is more important than 

getting close to everyone, you will tend to attract 

and be attracted to others who are similar to you.  

Others tend to respect you for your knowledge, yet 

may feel frustrated with your lack of speed at 

completing tasks and your seemingly “over-focus” on 

correctness over relating to others.  You tend to get 

frustrated when others leave out details.  Sometimes 

people view you as pessimistic or critical, even 

though your intention is to find the mistakes or in-

congruencies in a plan, communication, or process.  

Your intent is simply to shed light on the numerous 

inaccuracies because you want everything 

done “correctly.” You love to follow the rules and 

may tend to be quick to notice and point out when 

others do 

not.

Creating Greater Rapport

Now, when you are focused on creating greater 

rapport with others, it is important to first recognize 

your communication style before determining other 

people’s styles.  If you know your own 

communication pattern you can make adjustment to 

your style when you are interacting with a person 

who has a different style than yours.  By adjusting 

your style so that you are more congruent with 

another person's style, you are following the Platinum 

Rule.  We all heard of 

the “Golden Rule,” well the “Platinum Rule” is, “do 

unto others as they want to be done onto.”  People 

respond best to their own communication style.

An easy way to assess another person’s 

communicating pattern is to circle the adjectives 

below that best describe their style (you can use 

this process to better understand your own style as 

well).  Once you have assessed the other person’s 

style, ask yourself what voice tone, pace, body 

posture, movements, and words (key phrases) does 

this person use (or would use based on their natural 

style) and then make adjustments to your natural 

style so that the other person sees them-“self” in 

you.  When you mirror another person’s style (with 

genuine respect) you are actually giving this person 

the greatest complement because you are 

communicating with them in a form that is most 

familiar and comfortable to them.  You do not have 

to share their political views nor do you have to 

agree with them to relate better with them.  Rather 

just by mirroring their communication pattern you will 

gain rapport with them, which will increase your 

chances of having a good relationship with them.

It takes effort, but try it out.  You will be amazed at 

the results.   If you would like to receive some 

coaching around this, give me a call and we will set 

up some time to work together.

(Circle all of the various descriptive words that 

you 

feel make up this person’s communication style.)

Director:  Dominant, Driver, Ambitious, 

Pioneering, Strong-willed, Forceful, Determined, 

Aggressive, Competitive, Decisive, Venturesome, 

Inquisitive.

Influencer:  Sociable, Trusting, Optimistic, 

Poised, Polished, Convincing, Warm, Persuasive, 

Demonstrative, Enthusiastic, Political, Inspiring.

Steady:  Amiable, Resistant to change, Non-

demonstrative, Passive, Patient, Relaxed, Possessive, 

Predictable, Consistent, Deliberate, Stable.

Compliance:  Analytical, Conservative, 

Evasive, Worrisome, Careful, Dependent, Cautious, 

Conventional, Exacting, Neat, Systematic, Accurate.

Until next month,

Peace,

Paul

To sign up for your free monthly e-subscription 

to “The Bridge,” click on the link below and go to the 

fourth page of my website to input your email 

address.
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