Bridging the Dialogue Gap
in the Workplace
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Have you ever found yourself In
a meeting where: (check all that

apply)
% Nothing new is put forth?

¥ Certain members monopolize the air time?

% Everyone goes away with a different
understanding of what happen?

X Power plays prevented real conversation from
taking place?



Objectives

Make the distinction between the various forms of
communication: Conversation, Debate, Discussion,
and Dialogue.

Learn the eight steps to effective dialogue.

Understand “dialogue derailers” and how to
overcome them.

Develop a set of skills to make you more effective Iin
holding a dialogue.
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Your Best and Worse Meeting
The Best The Worse




Dialogue

A person’s ability to dialogue effectively will help
him or her handle complexity at the speed it
arises, harness the creative idea of people
around him or her, co-create with others, and
remain dexterous to deal with change.

Peter Nixon “The Dialogue Gap”



= Dialogue

the missing component

Greek roots of dialogue are dia (through) and
logos (meaning)

“Thinking together”
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Dialogue v. Communications

Dialogue = thinking together

Communications = exchanging information
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Dialogue v. Discussion/Debate
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Dialogue Discussion/Debate

e Seeing the whole e Breaking
among the parts Issues/problems into

e Seeing the connection parts
between the parts e Seeing distinctions

e Inquiring into between the parts
assumptions e Justifying/defending

e Learning through advocating, persuading,
inquiry and disclosure selling, telling

* Creating shared e (GGaining agreement on

meaning among many one meaning
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Qualities of Dialogue

Suspension of judgment

Release of the need for specific outcomes
Authenticity

A slower pace with silence between speakers

Listening deeply to self, others and collective
meaning

An Inquiry into an examination of underlying
assumptions

Less advocating for one’s position



The Team Meeting

The team was called to a meeting scheduled for 9:00 am
because the supervisor would be available starting on
Monday and wants to lead the meetings. Tom, Jill, Sam,
Jack, Lisa and Martha responded to the invitation and
were expected to be there. Tom arrived before Jill
because he tends to always be early and knew the boss
wanted to start on time. Jill arrived after Sam to organize
the presentation. Lisa and Martha arrived within minutes of
each other. The supervisor instructed the new recruit to
make sufficient copies of a presentation titled “The Pros
and Cons of Telework”. She thought there was enough
time before the meeting to make the copies. It usually only
took 15 minutes. She did not make the meeting because of
a problem with the copy machine.
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Answer True, False or Unknown

The meeting started on time.

Jill was going to make a presentation.

There were 6 people scheduled to attend the meeting.
Martha and Lisa arrived after Tom and Jill.

The supervisor led the meeting.

The recruit made copies of the presentation.

The presentation was advocating for more telework days.
The recruit did not make the meeting.

The boss was not happy with the outcome.

It took 15 minutes to make the copies of the presentation.



"~ Dialogue Derai

GO NOWHERE

DOWNWARD
SPIRAL

ers

IDELIDE, A Fipe . ipEs 055 IDEA 2 p
a4 =R IDERTDE, ML

-'hfﬁ." IHEAL Et\ ’1.'_'_,_, »
'q'. IDEA =o' & = rora. !
e T
--ﬂ:. PP e
10 205 ¢ 0EA .'l[.‘-’ég*"fﬂ'n
JER - B, ﬂf; = CBon mTﬂTEA
IDEA e [ Ripga e o
s
o ==n' U T0EA
07 dnsie IDEA E, s1 DA T, IDE
K Lipg: 10
e, ;::L Vi {IDEA .:.':TEA &
9% ot A DIDE By,
Jf?ﬁ P“- uT ‘?;'q ‘\:fl'."ﬁ
L -S"i'l r . - jE |r[:|
I.ﬂ‘a:rq’? o 5 -;-'.' ‘_‘&I‘EJ
O D 1 10 ST N 4
LTS Sty A DY '%qﬁ-&' &,

THE IDEA
FACTORY



ANALYSIS
PARALYSIS

DERAFL OR
REDIRECT ANYF

THREAD IN |
ANY TOPIC IN
ANY FORUMI

diva Rgs v i e

THE
HIJACK

e
.
-._‘—.l-'-'—-";"--"
e —
e e Y
_..:-""#-' =
L ——
H - g
- _______.-C"; _,_-F":_
o R il
T ey =P8

STACKING



AVOIDANCE KINDERGARTEN UNITED
GAMES NATIONS



THE GREAT

.1'-4-”1-
—r - | 4
| oy \\H"- \ :
A :‘ : . [ ;JIB
I~ ¢
DEBATE

MONOLOGUES DEBATE
FOREVER CENTRAL

THE STALEMATE



e Ty,

—

: 8 Steps to Dialogue
1. Prepare for dialogue

20%

@ Preparation =« Other

R X 6 = right outcome requires the right people
on the right issue, in the right way, at the right
time, and in the right space.



"~ 8 Steps to Dialogue |

2. Engage the stakeholders

Get the right people to the table — and early
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8 Steps to Dialogue

3. Observe

People need to see each other and preferably
to be physically together.

= Verbal
® Body language

« Paralanguage




/ 8 Steps to Dialogue
4. Listen

Listen to know how your message has been
received and how others respond.

STIME TO

SLUISTEN
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8 Steps to Dialogue

It is not enough to send and receive information
we need to stop sending messages and instead
begin dialogue.
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8 Steps to Dialogue
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6. Converse

a. Be open, curious and creative
b. Notice and honor emotions

c. Move from being right or wrong, winning and
losing

d. Be aware of blind spots
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~ 8 Steps to Dialogue

7. Close the dialogue
a. Reward the openness of the participants
b. Follow-up on action items
c. Hold one another accountable
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8 Steps to Dialogue
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8. Act
a. act to achieve a quick win

b. build on the quick wins and move forward.
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The Power of Questions

-

4

&




=

Why are guestions important?




Which Is faster?

Having all the right answers?

Asking the right questions?



) What are my choices?
'la'-hat can| learn’ . What's best to do now?
What is the other person

thinking, feeling, needing,
and wanting?

\t's Youy Choice IS s i

What happened?
What's useful here?
What do | want?

" What's wrong
with ma?

What’s wrong
with them?

Why am | '
such a failure?
Why are they
s0 stupid?
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Judger questions

e | ead to frustration

¢ | ead to narrow-
minded thinking

e | ead to blame and
regret

/

Judger vs. Learner

Learner questions

_eal
_eal
_eal

_eal

to discovery

to intimacy

to understanding
to accountability
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Judger vs. Learner
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Judger questions Learner questions

e Tend to be automatic e Solution focused

e Tend to be e More thought full
unconscious e Build and solidify

¢ Tend to be reactions relationships

e Win — lose relating ¢ | ead to WIin-Win

style
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Switching Questions

e “Am | in the judger mode right now?
® “‘How else can | think about this?”

¢ “What assumptions am | making?”
® “‘How can | be more objective and honest?”
¢ “What am | missing or avoiding?”

e “What do | want to achieve / avoid?”
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Your Questions Please
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