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IceBreaker
Introduce Yourself! 

1. Your name,  
2. Two things about yourself –  

one true, and one not true. 

If the person you meet guesses correctly which fact is 
false, you lose a chip. 

The person with the most chips after 10 minutes wins a 
prize!
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Listening
Simple Listening 

• Partners
• Tell a story - listen to the story



Listening
Rant and Define 

• Partners
• Can you hear what your 

employees are saying?
• Let them know you hear them.
• Help them to define what they 

are upset about.
• Don’t fix the problem - just 

listen. It’s not about fixing, it’s 
about being attentive to 
needs.



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 
    
 



Three Methods of Listening
Social Media

1. Sounding board - A large portion of Social Media. Speaking 
to anyone who will listen. Generating a story about yourself.

2. Solver - Asking a question of the hive mind. Eliciting a 
response and engaging a passive listener to reply. 

3. Sympathizer - The majority of Social Media. Choosing to tell 
your story to elicit an emotional response.

What are the goals for your social media presence?



Accepting and Building on 
offers

A practice for 
listening, accepting, 

building and being 
attentive.



Yes, and
The Building Blocks of Improv 

'No’

‘Yes, but’

‘Yes, and’ story demonstration

‘Yes, and’ party planning



Yes, and
Why do this? 

To get the feeling of what it is like 
when we are negated
This is how it feels when someone 
blocks your offer

What does it cause?
Lack of trust
Loss of connection

   ‘Why bother when it’s all negated?’



Tools
Identify the employee that is your ‘yes, but’ 
person…
How do you take that person and make them 
accept and build?

1. What if that were not true? Then what would happen?
 Move from the realm of impossible into problem solving
2. Toyota five ‘Whys’
3. Rinse and Repeat

What If?

Why?



Tools
If you self-identify as a ‘yes, but’ person…
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….”



Communication
Blind Poker -  

• Take a card - don’t look at it
• Place the card on your 

forehead
• Talk to each other
• Line up how people treated 

you.



Communication
Blind Poker -  

• Choose your own status



Tools to Engage

•Walk the 4 Walls (WT4W) - a practice 
of making yourself available, both in 
person and emotionally for your staff. 
•1-2-4-ALL - a process for group 
discussion and collaboration that 
negates the feeling of isolation.



The Challenge…

Try ‘Yes, and’ for an entire 
day

See where it takes you

Be aware of the offers you 
block




