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Respect & Connect — Lynne Schinella

A lot of our frustration and stress comes from having to deal

with people who are not like us. We think our way is the best

way (naturally) and why can’t others get it? You know the

people I'm talking about.

e Ms Take-Life-Seriously in Accounts who are clicks her
tongue disapprovingly and gives you the look when you
have an excuse about why your expenses are late

e Mr I-Am-Sooo-Fabulous in sales who never shuts up about himself
e Ms Timid Admin who never has the courage to speak up

e Mr I-Am-The Boss-Man whose unreasonable expectations and aggressive demands
are non negotiable

So what do we do about it? We get defensive, we clam up, we ignore them or we make
sure we tell them that our way is the way it's going to be!

Let me let you into a little secret.
You can’t change anyone unless they want to change.

Why is this so hard for us to get? Do people change their behaviour when you purse your
lips or tell them off? I suspect not. All you've done is drive a bigger rift in your already
fragile relationship.

Imagine if you connected better with these “troublesome” people. Surely you'd be more
productive, and at the very least you’d be less stressed.

Here’s a few ideas on how you can expect more of yourself in 2010.

e Ms Serious in Accounts. Try playing by her rules. Rules are important to her. She’s
good at them and that’s why she’s in a job that requires them. Respect that.

e Mr Sales. Just tell him. He’s a pretty easy going guy deep down and trust me, this
won't be the first time someone has told him he could ease back on the self stories.

e Ms Admin. Not everyone is as assertive as you. Try a gentler approach yourself, try
building a relationship and finding common ground. That way she won’t be so scared
of you.

e Mr Boss. Be strong. Approach him in a direct manner about how he is communicating
with you and ensure you have a logical reason why this is detrimental to the business
overall.

Of course, this is just the tip of the iceberg. But if you want less stress and greater
productivity at work, take the time to learn more about others, and yourself and respect
the differences.

When you respect and connect, you can expect more in 2010.

Lynne Schinella is an expert in embracing diversity in the workplace and at
home. Visit her website www.ripestuff.com for information on her training,
coaching and keynotes.
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Optimise Your Brain Health - Dr. Jenny Brockis

So what’s going to be new for you in 20107

Do your New Year Goals include improving your fitness levels,
losing the “muffin top” or “love handles” and feeling vibrant and
energetic?

Great, but what about your brain? With each year that passes and
we get older, we become aware of a little more creakiness of the
joints, find it a little harder to read the fine print and also realize
that maybe our thinking isn’t quite as sharp as it used to be. Do _
you find yourself getting annoyed at misplacing the car keys for !
the third time that week? And how embarrassing it is to

completely forget a good friend’s name in a social setting?

The thing is, like the rest of our body our brain needs some maintenance too. The good
news is that with the emerging field of neuroscience our understanding of how our brains
work is growing every day. Moreover the small and incremental changes we make now
will continue to pay off in the benefits of better cognitive function as we age.

The old adage of “use it or lose it” applies to our brains in the same way as the rest of
our body. Much of what we know is important for heart and general health applies in
exactly the same way for our brain.

4 Tips for Optimal Brain Health

Nutrition. Just as we need to eat healthily for our heart and our waistline, our brains
love fabulous brain foods. Cold water fish such as tuna and salmon preferably three
meals a week, almonds, walnuts, red coloured fruits and berries including blueberries,
strawberries and cherries, dark green vegetables and some good quality (70% cocoa)
chocolate. Yum.

Exercise. Yes, participating in regular physical exercise is good for your brain supplying
more oxygen and nutrients to make us think better. Got to find that thirty minutes a day.

It doesn’t have to be at the gym, do something that you enjoy such as walking, cycling,
or swimming, anything that you can do regularly, preferably every day.

Mental activity. There has been an explosion of commercial brain games available.
Playing bridge, doing crossword puzzles or Sudoku are all great brain exercises. Our
brain is set up for life long learning. So if you've ever fancied learning a new musical
instrument, a new language or signing up for some extra study at University or Tafe,
there is no time like right now. The more we stretch our brain learning new skills, the
more we can do.

Be positive in your attitude. Expect to be able to do things. No more using your age as
an excuse. Be social, get involved in group activities, travel to new destinations. Live
your life to its fullest and have fun.

So add some brain maintenance into your plans for 2010 and make it your best year
ever.

Dr Jenny Brockis is a speaker and coach specializing in helping you to
optimize you brain health. For more information on how you can learn to
improve your thinking and recall, contact Jenny on jenny@solutionsrfc.com
or visit www.drjennybrockis.com.
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Doing Business the Philanthropic Way in 2010 -
Belinda Vecchio

Philanthropic business practices have been changing the way
people conduct their organisations, companies, and small
businesses for some time now. As a result, individual lives and
global communities are being positively impacted. Here are some
simple ways you can start or accelerate your businesses impact on
the world.

Choose a cause - Ask yourself, what are you passionate about?
What global issues do you react to and feel compelled to do
something about? What cause may be aligned with your business
mission? It may be saving a rainforest, combating against poverty,
helping illiteracy, saving the rhino, helping people with life
threatening illnesses or disabilities. Whatever the answer is, find
the charities associated and ask them what they need.

Have a global vision - An excellent example of a business with a global vision is
Vestergaard Frandsen (VF), a Swiss company who believe that business is for profit, and
that profit can be for a global purpose. VF has developed several innovative relief aid
products that prevent the transmission of waterborne and vector-borne diseases in
developing countries. Their global philosophy to reduce child mortality, combat
HIV/AIDS, malaria, and other diseases, and dramatically reduce the number of people
living without access to safe drinking water is a defining characteristic of the company.
Does your business have a global vision? How would you like your business to be
remembered? Will your business live on and continue to make a difference, or will it
leave the world when you do?

Sell your product or service while making a global difference? Commonly known
as Cause Related Marketing (CRM) is an activity by which a business and charity form a
partnership in order to market an image, product or service for mutual benefit. When a
consumer purchases one of your businesses product or service a percentage of the sale
will benefit your chosen charitable cause. Businesses that engage in CRM earn money
and goodwill, whilst your charity will gain money and exposure for their cause, and the
consumer is aware that their choice in product has made an impact on something bigger
than themselves. A win win win situation.

Sponsorship - Support an event or activity for your charity by providing money or other
business resources of value to the event. i.e. Stationary, Gift Voucher for your product or
service, volunteering your or a staff members expertise and time, offering your board
room for meetings or the office photocopier for the printing of promotional materials.

Giving - Offer staff a giving initiative that enables employees to have a portion of their
salary donated to their chosen charity. This initiative is an ideal way for employees to
contribute small amounts of money regularly and is often the way many people make
their first donations to charity.

You must be the change you wish to see in the world
~ Mahatma Ghandi ~

Belinda is purposely driven by a strong desire to be part of global initiatives
that are creating sustainable solutions to humanitarian issues. Contact Belinda
at info@WealthWithACause.org or visit www.WealthWithACause.org
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Appreciative Inquiry (Al) - John Loty

Have you had a moment or occasion in your life when you met
someone or come across something that stands out as ‘wonderful’
and hugely significant?

One such occasion for me was in 2004 when I “discovered”
Appreciative Inquiry (AI), a philosophy and change methodology that
has since become the centre of my working and personal life.

It was in the context of a virtual conference on Organisational
Development and I was part of a team that were demonstrationg an
online role-play as a way of raising awareness (learning) appropriate
ways of behaving in a scripted scenario. Someone told me not to miss
the keynote that was to be delivered by David Cooperrider PhD, a professor at Case
Western Reserve Uni. I am so glad I listened to that keynote. It has changed my life.

That seems like such a long time ago!

The basic idea of appreciating (valuing) and looking for (inquiring) what gave life to
organisations - of what was working - rather than identifying the problems - made
immediate sense to me as I had long been a “win-win” negotiator - looking for the
mutually acceptable way forward. However it was the categorisation of organisations as
centres for human relationships (rather than mechanical/military like structures) that got
my immediate attention. I have always been a ‘people’ person and this genuine focus
and interest in people’s successes and strengths was (to me) a very refreshing way of
looking at things.

What amazed me at the time (2004) was that the UN and many other organisations had
used this methodology but it was not on my radar screen. I checked around with
colleagues in the consulting/training world and found that many other people were
similarly not aware of Al or the generative results achieved by this AI approach to
improvement.

So, in April 2005, with the support of the Sydney Chapter of ISPI (International Society
for Performance Improvement), AITD and the AI pioneers, together with Centra (now
Saba Centra), an online virtual conference provider, we organized the first Australian
Online Positive Improvements using Appreciative Inquiry conference. Since then I have
become an AI advocate and now an Al practitioner and last week (Nov/09) had the
privilege of organizing 4 events in Melbourne and Sydney that featured the co-originator
of AI, David Cooperrider who shared his experiences on the world stage (55 countries
and many of the world’s leading organisations) using Al to achieve remarkable results.

If you visit the Appreciative Inquiry Network you can discover what this Appreciative
Inquiry (AI) is all about and why it works to produce stunning, sustainable, innovative
results.

And of course I would be delighted if you make contact with me to explore the positive
possibilities that this approach to change engenders.

“Everybody craves to be appreciated”. Here’'s a way to capitalise on that vital fact.

John Loty is author of the forthcoming book, "The Appreciative Way”.

Innovative approaches to Sustainability (the business opportunity of our
times) & Strategic Planning utilizing AI are core services on offer.

Visit: www.appreciativeinquiry.net.au

Email: focus@appreciativeinquiry.net.au

Skype ID is fairgo
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Improve your Conversations — Gary Edwards

No matter what our job title or position description, we all
spend at least 70% of our day communicating! So before we
are anything else - we are all professional communicators.

This means that, if we are not getting the results we would
like, making even small changes in the way we communicate
with each other - improving the conversations we have - can
lead to big improvements at work and at home.

So what sort of conversations do you currently have - and
how could you improve them?

Well...what kinds of conversations are there?

There are several kinds to choose from! “Competitive Conversations” are those where
you argue and someone wins and someone loses. Sometimes they’re unavoidable, but
they are rarely satisfying. “"Compromising Conversations” are those where everyone
gives in to some extent but no-one really ends up happy with the result. Compromise is
usually a good thing, but sometimes you end up compromising your principles or values.
And “Capitulating Conversations” are those where you end up giving in just for the sake
of peace. We've all had plenty of them! Peaceful - but not productive.

So how can | improve my conversations?

The best way to get better results is to have “Collaborative Conversations” — those which
prevent conflict, build relationships, increase learning and improve outcomes. To do this,
here’s how to get better at all three dimensions of a collaborative conversation:

1. Connect - “deal with the emotion first”. In order to have better conversations,
ensure your relationship with the other person is sound. How well do you understand
how they feel about the issue in question? Get better at this dimension by improving
the connection: ask questions about how they think and feel, really listen to what
they say and make that the starting point for what you say next.

2. Control - we can't control the other person, only ourselves. Are we in control of our
reaction to the situation - or are we making assumptions about the other person that
may not be true? Get better at this dimension by improving your level of control over
what you say: try to keep calm, clarify terms, beliefs and expectations, and establish
the common ground between you.

3. Create - don't just look to convince the other person of your opinion; that can
quickly lead to arguing which leads to frustration! Get better at this dimension by
looking to create something valuable: ask yourself "What can I do right now to make
this feel better for both of us?" and ask them "What would it take to find a solution to
this problem?"

Get better at these 3 dimensions of a collaborative conversation - and your
relationships will improve, and with them, the results you both achieve.

Gary Edwards is a professional speaker and communication coach and the
owner of Collaborative Conversations. You can contact him on 0417 817 223
or at gary@garyedwards.com.au. Visit www.garyedwards.com.au for
more information or to sign up for his free ezine, collaboration@work.
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Difficult Conversations Made Easy — Sue-maree

Every day, intelligent, educated, competent professionals
are stressed, anxious and frustrated by difficulties in
communicating with others.

How often do you encounter communication situations you
don’t like or want? At work, at home, out and about?
People throwing their weight around? Acting like they know
it all? Judging? Criticizing? Gossiping? Blaming?

What Hurts?

People on the receiving end of these kinds of behaviours
often feel defensive and attack or withdraw. Escalating
creates power struggles, blocking creates a stalemate or
standoff, and submitting means giving in or giving up - all of which create hard feelings -
which leads to people striking out in retaliation (as payback), or shutting down (to
protect themselves). When this is happening with colleagues and clients it's bad news for
business.

These behaviours reflect a “Competition Culture” with people ‘competing’ to get what
they want at the expense of others - using ‘power plays’ including spinning and
withholding information, to persuade/coerce/force people to their point of view. Instead
of achieving the ‘best possible outcomes’, we end up with the outcomes pushed by the
people who ‘win’ the competition!

What Works?

In a “Cooperation Culture” people are respectful of themselves and others, and take
personal responsibility for what is their responsibility. People share what’s going on with
them, and care what's going on with others. They openly and honestly exchange
information to understand the reality of what's going on and problem-solve to achieve
best possible outcomes.

If this sounds like something you’'d like to be happening more with your colleagues and
clients, here’s something you can do - at no cost to you.

What's Next?
At school we learn the “rules” of grammar, how about the “rules” of communication?

My new book; ‘What’s Going On?’ An Exploration of Communication: What Hurts
and What Works, explores the ‘rules’ of communication. The specific communication
strategies that hurt, and the ones that work. The digital version of the book is available
to you - with my compliments - for immediate download as a .pdf file.

In any group, the more people who read it, the greater the benefit. Once people are
aware of the information - and they know other people are too - there’ll be a lot less of
‘what hurts’ and much more of ‘what works'!

Your Complimentary copy of the book: “What’'s Going On?”

Download the book from my website www.suemaree.com. At the ‘member login’ enter
the password 2010 and you can be reading it in a flash. You're welcome to copy and
share it with colleagues, clients, family and friends - anyone you think might find it
helpful. I hope you do. And if you'd like to find out more, I'd love to hear from you!

Email: hspot@suemaree.com Phone: +61 416 187834.

Sue-maree is an expert in communication, and author of "What’s Going On?”
An Exploration of Communication: What Hurts and What Works. Free
communication skills and resources are available on the web at
www.suemaree.com and the blog www.suemaree.me.
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When Being Busy is Best! - Sam Maxwell

When you see someone for the first time in a day/week/month,
think about how often you ask the question “how have you been”?

My guess is that that phrase, or similar, would be one of the first
few questions asked nearly 100% of the time.

Now, consider the response you get ...

I am nearly certain that the answer “busy” is spoken in the
majority of cases.

I'm not saying there is anything wrong with that. In fact, far from it. In professional life
in among hectic work schedules, we find ourselves busy more often than not.

But, it does concern me when being “busy” influences our ability to “enjoy life”.
For example, does “being busy” influence your ability to -

e Look after your health and fitness; or

e Limit the time you have to relax, socialise and enjoy the perceived "luxuries” that
those with more time on their hands get to experience.

It doesn’t and shouldn’t have to be that way!

With proper planning and preparation, you can learn to turn your “busy-ness” into
EFFICIENCY and ENJOYMENT.

Here’s how ...

1. Prioritise: List the things you enjoy doing (going to the gym, spending time with
friends and family etc), as well as the work-related tasks that you must complete in
any given time period. Together this list forms your “non-negotiables”.

2. Plan: Lock into your diary your “non-negotiables”, whether this be time every day,
every week etc. You now have blocks that NO OTHER TASK OR ACTIVITY can
interfere with!

3. Prepare: When completing other tasks, arranging appointments etc, these are to be
filled within the blank spaces in your diary. You now have more structure to your day
AND you are fitting in things that will help you “de-stress”. Remember - these are
NON-NEGOTIABLE!!

It sounds simple doesn’t it?
So many people plan their work schedules without also integrating their “social” or

“leisure” activities. Plan for both in 2010 and I guarantee that you will see an increase
in enjoyment AND an increase in productivity, enabling you to enjoy being busy!

Sam Maxwell is a sports entrepreneur — passionate about customer service
and committed to planning a process that will deliver long term results and
success. Tapping into Sam’s expertise in the field of sport and athlete
management will provide you with an individualised program that will
leverage you well above your competition. Visit www.SamMaxwell.com.au
to find out how!
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Voice and Words that Work - Barbara Baldwin

Every time you speak, negotiate, consult or train, in fact in
every verbal transaction your voice and your words are the tools
of your trade. How effectively do you really use these tools?

Your voice and words, as well as your gesture and facial
expression are your means of conveying that you are ethical,
trustworthy, astute and aware.

What do you convey through your voice and words?

Do you craft your words?

e Do you use jargon or glib platitudes? Try slowing down,
pausing, until you find just the right word.

e Make a thesaurus your constant companion. Change your speaking style, broaden
your vocabulary.

e Use stories and humour to entertain and challenge your audience while introducing
and cementing new phrases and terminology.

How do you use your voice?

e Is your voice pressed, flat and tired? Explore the highs and lows of your voice, bring
melody and movement into your delivery and make it interesting to listen to.

e On the phone, is your voice clipped and officious? Visualise a person when you
answer the phone, smile and put a welcome into your voice.

e Is your breathing fast and shallow, your voice tense with the pressures of your work?
Take time to breathe, notice and enjoy the sound of your voice and convey positivity,
assurance and optimism.

For effective communication pay attention to the details

e Be aware of your posture: lengthen your neck to take the pressure off your larynx
and lighten that tired-sounding voice.

e Modulate your voice, listen to the vowels and enliven your delivery.

e Expand your vocabulary, vary your word usage, be creative with language.

e Listen to your counterpart, notice the melody of their voice, their use of words and
their body language.

e Take time to be authentic, meet the person, make the contact real.

Dont rush through a transaction or an encounter. After all, once the business is
completed, it’s the relationship that counts. Genuine relationships pave the way to a
future of colleagueship, collaboration and mutually beneficial affiliations.

Barbara Baldwin is a speech and voice coach and is passionate about the
potential of the human voice. With a background in speech pathology and
artistic voice production, she brings unique skills and exceptional depth to her
work. Learn more by visiting www.leadingenglish.com.au
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Handling Difficult Conversations — Candy Tymson

How many times have you found yourself in the situation where
you knew you should talk to someone about something they did
that annoyed you—but your concern about how they may react
stopped you from speaking up?

Deep down you know that if you try to avoid the issue there’s a
good chance vyou’'ll feel frustrated, and vyour feelings of
resentment will start to fester. On the other hand—what if you do
confront them? How will they react? Will it turn into a major
argument? Will your intentions be misunderstood?

According to Stone, Patton and Heen, authors of Difficult !
Conversations... ‘delivering a difficult message is like throwing a hand grenade.
Coated with sugar, thrown hard or soft, a hand grenade is still going to do
damage. But choosing not to deliver a difficult message is like hanging on to a hand
grenade once you've pulled the pin!’

More than Meets the Ear

The secret to being successful in handling difficult conversations is understanding that
there is a lot more to the conversation than what is actually being said. In other words,
we need to consider what the other person is thinking and feeling—but not actually
saying—to get to the real root of the problem.

You see, difficult conversations are usually about conflicting perceptions, interpretations
and values not what is being said. They do not just involve feelings; they are at their
very core about feelings.

So rather than focusing on wanting to persuade and get your own way try to:

e Understand what has happened from the other person’s point of view;
e Explain your point of view;
¢ Share and understand feelings;

e Work together to come up with a way to resolve the issue.

This approach makes it more likely that the other person will be open to being
persuaded, and that you will learn something that significantly changes the way you
understand the problem.

What is typical during a difficult conversation is that we assume the collision is because
of how the other person is; while they assume it's because of how we are! But really the
collision is a result of our ‘stories’ simply being different, with neither of us realising it.

By focusing on understanding where the other person is really coming from, (before you
assume you know that you are right and they are wrong), difficult conversations will no
longer be as difficult.

Candy Tymson CSP is a speaker, facilitator & Executive Coach in business
communication and gender differences. She has a Master’'s Degree in Human
Resource Management and Coaching. Email candy@tymson.com.au to
request a free copy of the "Difficult Conversation Checklist” or visit
www.tymson.com.au for other articles and resources.
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Focus On the Right Goals — Kathleen Franklyn

Goal setting - important and often talked about, but how good are
you at setting specific and achievable goals? And are you focusing
on the right goals? Achieving the right goals will make all the
difference as to how you feel at the end of the week, month or
financial year!

Life is busy and time is a rare commodity. So we need to make sure

we devote time and effort to the right goals. Simple isn’t it? Or is
it?1?

So what is Focus and why is it so important?
Dictionary.com defines focus as “a central point, as of attraction,

attention or activity”. So the key is to make your business goals a
central point of your daily/weekly/monthly attention.

As a business coach for small business owners, my role is to get my clients to focus on
the right goals to achieve greater success in their business. It is easy to get bogged
down in the day-to-day tasks or details, responding to urgent requests from clients, or
responding to tight deadlines (i.e., important and urgent). However, the important goals
that can take their business to the next level are often shelved (important, but not
urgent). So how can you focus your attention to achieve greater success?

1. Commit to Focus: Make a regular appointment with yourself to focus on your
business goals. Put it in your diary and commit to keeping that appointment! Get out
of the office to somewhere you can’t be disturbed and check in on your progress and
priorities. Do this a minimum of once a month.

2. Set your goals: Pretty standard and obvious. Consider engaging someone (a coach
or mentor) to challenge your assumptions to ensure your goals are the right ones to
focus on. Small business owners are often the sole “brains trust” for their business.

3. Blue-Sky-ing: Take the focus on your business higher than where you normally look.
What other possibilities are there? What haven't you considered?

4. Prioritise: Which goals are you going to focus on? Rank them, and remember to
revisit them regularly. An important goal now may not be the right goal 6 months
from now.

5. Challenge Assumptions: Focus your attention on novel opportunities or new ways
of approaching your goal. What could you do differently? What are you willing to try -
and for how long?

6. Action/Achieve: Focus your attention on specific, actionable steps to ensure that
you can achieve your goal. And do it!

7. Set Milestones & Celebrate: Set small milestones so that you can track your
progress. Set celebratory points along the way - go to a movie, stop to read a book.
Celebrations are especially important if you are a sole business owner!

With a commitment to Focus you can move your business to greater success...

Dr Kathleen Franklyn is a strategic business coach who works with successful
business owners. She has worked in corporate Australia for the last 10 years -
in sales, sales management and marketing. You can email her at
kathleen@kathleenfranklyn.com.
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