ICATING FOR SUCCESS
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Source: Mehrabian, Albert. Silent Messages: Implicit Communicatigh of
Emotions and Aftitudes. 2d ed. Belmont, Calif.: Wadsworth Pub_ £Zo.,
1981



“That’s a very
compelling
argument...”




The most effective
leaders understand their
owhn behavior and
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D — The Dominator




| — The Influencer

Impulsive
Little attention to




S —The Steadier

Even-tempered Slow
Overly sensitive




C - The Complier

Analyfical Condescending
Coldly calculating




BASIC NEEDS

Tasks Focused

VAJIL D AT

NATIC

Fair

Objective -

WHEIN¢ Wwhoe
. Security « Connection
. Peqce  Validation

People
Focused



« The amount of time employees
INn the United States spend per
week dealing with conflict.

e $359 billion in paid hours
(based on average hourly
earnings of $17.95).

 The equivalent of 385 million

working days

/





































Arlene “Mad Dawg"” Darrow




To-Do List,
Pants-on-Fire
Edition:
1.File motion ASAP
2.Get it heard
ASAP







If a judge doesn't
see it today, we'll

lose our advantage.







We're on a deadline
and she's talking

about *high school*?1?










Oy, I don't have time for
this crap. I need a new
assistant—one who
doesn't talk so damn
much.







Arlene*Mad Dawg” Darrow

partner




Good. That's of f my
plate. Now I can focus on

strategy.

Wait...does she want a memo?
Or a draft motion? I wonder if
“gag order” is just slang or

whether it's a term of art in the

caselaw. //



Wow, that's not much to
go on. Let me research

it thoroughly to ensure
we cover all our bases.




She didn't give me any details
about what she wanted, so I

need to clarify and make sure
I'm doing what's most helpful.

V

A



My reputation will
be ruined! We'll
lose our advantage!!



Oh, man, let me see how I can
fix this. I'll stay late to get it
done. My kids can just eat

cereal again, right?



$& % @#S$ "I




I feel like I'm going to
throw up.

Okay, just breathe.
Center yourself.

Don't cry.

Va

/



Arlene*Mad Dawg” Darrow

Drone Home




Let's close
this deal.
We'll sweat
details later.



Hmm. But what about

confidentiality? And

are there potential
copyright issues?



Git 'er done,
git ‘er done,
git ‘er done...




The devil is always
in the details -
why doesn't she
care about them?




Keep control, Dog...
you're so close....

don't let him torch
this deal....




Is this woman

serious right now?
What a jerk.



Clearly he'll recognize
my authority here and




No way some half-
assed deal is going to
have my name
anywhere near it!

What a $#H7%@*.
Va
/




Be clear, specific, and brief
. Stick to business
* Be prepared and well-organized

Do

Appear disorganized



Be warm and friendly
Do: Put details in writing
Ask “feeling” and opinion questions

Jrive facts, frigures or absiracrion



Begin with a personal comment
. Present your case thoughtfully
Ask questions to draw them out

Do

Force them to respond quickly



Prepare in advance
. Stick to business
* Be accurate and realistic

Do

>€ disorganized or messy



INvolving workplace
before and after DISC/

**Disclaimer: any relationship to fictional characters is pure coincigéence and
unintentional and has nothing to do with a Google search for S conflict and
harmony in images of one of the best lawyer TVshows of all time”









NOW I"'M GOING TO SAY —
“THIE ENID™...
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