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Communication Model

FEEDBACK!

CommunicaTioN CycLE

Kinesres

Definition:
1) Kinesics is the study of certain body movements which
interact with thoughts and feelings to complete the
communication cycle.
2) Human non-verbal communication.
3) Vibes.
Worp CONNOTATIONS
Voice TonE
PERSONAL SPACE
PosTure
GESTURES
FaciaL Cues

BODY LANGUAGE




What percent of communication is
kinesics?

7% words
38% tone

55% non verbal

Maoke these statements of affrrmatrion!

“l am constantly receiving messages.”
Don’t miss them!

“l am constantly sending out messages.”
Take 100% responsibility!

L/S‘feh/'hj

ZJ‘\SZen/‘/g IS a critical sales fundamrerta.
Customer interactions »ust be dialogs -
ot monologs !

ACTIVE Listening mutst be done
OoN pULrpPOSe.

“Ask more questions... and shut-up!”




Re[&‘f/'or\fl\/'p
Model

“I would pay more for the ability to get along with
people than any other ability under the sun.” o Rockefeliar

“The single most important ingredient in the formula of
success is the ability to get along with people.” -teddy roosevelt

Assign a rating of 1, 3, or 5
(as noted) for each of the 10
statements in all four sections
of this questionnaire.

Each statement is a behavior -
or a personal value that drives
your behavior. Based on your
behaviors and personal values,
rate each one to provide an
assessment of your personality.

No answers are "right" or
"wrong". This is just a tool to
help you better understand your
personality style - so be very
accurate and realistic with your
answers.

Relationship Orientation Questionnarre
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O cusioun samne

Date

O s e
orTen T = 5 SOMETMES TRUE = 3

Assign a value for each st

R

R

Setbow T = 1

tement.

Total up the values in each box. Relatively high totals indicate an initial orientation.

Values proof.
Wants detal

v

Makes decisions quicly.
Wil ight in order to_get resuits. Confronts

Wants success and completion,

Can be figh pressure

TOTAL

Very logal to
Wil gie in to
Takes things personally, quit.

7. Makes deciions wih others in mind.

8 Holds in deepest opiions and feelngs

Blames other people - verbal,loud
Makes decisions with a fresh idea.
Goes off on tangents.

Add up the ratings and put the " e
TOTAL for each box. o o
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FACT ORIENTATION

- Low EmoTion

- Slow Acton

Vauss: Desls  Distkes Eusgerton
Ry inpeecion

Behaviors: Makes decisions slowly
alculates risk
Analytical
Holds ground, judgemental
Avolds Confrontation

acceptea
Selling gifts: Documentation, logic
Buys by: Proof

To Honor
To Serve

Lower your emotion, slow down
Help them feel prove oction

TASK ORIENTATION

- Low Emortion
- FasT Action

Values: Control Distikes: Laziness
Results Inefficiency
Successes

Behaviors: Makes decisions quickly
iling to take risks
Practical
Fights, autocratic
Disregards others
Forceful

Selling gifts: Pressure, qualiying
Buys by: Botiom-line

To Honor
To Serve

Lower sensitivity, speed up
Make awore of people, help
them reconsider

PEOPLE cueriron
- HicH Emotion
- Stow AcTion

Loyalty Insensituity

Behaviors: Makes decisions slowly

s reactons (ron el

Selling gifts: Service, majority, unity

Buys by: Team, others

CREATIVE orenramon

- Hich Emoion

- Fast Action
Values: Recogrition  Dislikes: Status-quo
Expression oredom
ldeas Inflexbilty

Behaviors: Makes decisions quickly
High risk taker
Intuitive
Verbalizes, talks a lot
lames others

Selling gifts: Inspiration, clarity

Buys by: Passion
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To Honor - Raise sensitivy, slow down To Honor - Raise emotions, speed up
To Seme ke auare of tasks, ety To Save - Help focus, check facts
FACT ORIENTATION I ASK
- Low Emortion - Low E
- Stow AcTion - Fast A
Values: Details Dislikes: Exaggeration Values: Control D
Accuracy Imperfection Results
Processes Change Successes
Behaviors: Makes decisions slowly Behaviors: Makes decisi
Calculates risk Willing to tak|
Analytical Practical

Reserved

Buys by: Proof

To Honor -
To Serve -

Holds ground, judgemental
Avoids Confrontation

- delays reactions
- would rather write a letter
- wants final opinions accepted

Selling gifts: Documentation, logic

Lower your emotion, slow down
Help them feel, prove action

Fights, autoc
Disregards of|
Forceful
- blunt withy
- fosters q
« needs no|

Selling gifts: Pressure, q

Buys by: Bottom-line

To Honor - Lower
To Serve - Make d
them r¢

PEOPLE coruvmimon

CREATI

T
them reconsider

et

E ORIENTATION

EMOTION
AcTiON
Dislikes: Formality
Coldness
Insensitivity
Pressure
ions slowly
risk
prates
nal

lctions (non-verbal)
Es candid discussion
ld safety are required

lajority, unity

sensitivity, slow down
laware of tasks, help
decide

Intuitive

Loud

Buys by: Passion

To Honor -

CREATIVE orenranon

- HicH EmoTion

- Fast Action
Values: Recognition Dislikes: Status-quo
Expression Boredom
Ideas Inflexibility

Behaviors: Makes decisions quickly
High risk taker

Verbalizes, talks a lot
Blames others

- instinctive reactions
- prefers excessive discussion
- pushes opinions, dominates

Selling gifts: Inspiration, clarity

Raise emotions, speed up

To Serve - Help focus, check facts
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CT ORIENTATION

Low Ewmotion
Stow AcTion
Dislikes: Exaggeration
ly Imperfection
les Change
s decisions slowly
lates risk
tical

5 ground, judgemental
s Confrontation

ved

delays reactions

would rather write a letter
wants final opinions accepted

cumentation, logic

Lower your emotion, slow down
Help them feel, prove action

TAS K ORIENTATION

- Low EmoTion
- Fast AcTion

Control Dislikes:
Results

Successes

Values:

Behaviors: Makes decisions quickly
Willing to take risks
Practical
Fights, autocratic
Disregards others
Forceful
+ blunt with reactions
- fosters quick resolution
- needs no validation

Selling gifts: Pressure, qualifying
Buys by: Bottom-line
To Honor -

To Serve -
them reconsider

Laziness
Inefficiency
Failure

Lower sensitivity, speed up
Make aware of people, help

pl F ADICNTATIANI

C R F ATI\IF ADICNTATIAN
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Selling

To Honor -
To Serve -

- EA s
PEOPLE oeron | CREAT
- HicH Emotion - Hic
- Stow AcTioN - Fas
Values: Relationships  Dislikes: Formality Values: Recognition
Feelings Coldness Expression

Loyalty Insensitivity Ideas

Pressure

Behaviors: Makes decisions slowly

Personalizes risk
Sensitive

Gives in, tolerates
Takes personal
Quiet

-+ hides reactions (non-verbal)
- appreciates candid discussion
- timing and safety are required

gifts: Service, majority, unity

Buys by: Team, others

Raise sensitivity, slow down
Make aware of tasks, help
them decide

Behaviors: Makes d
High risk
Intuitive
Verbalize
Blames
Loud

- inst]
- pref
- pus|

Selling gifts: Inspira

Buys by: Passion

To Honor - Ra
To Serve - He)
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Practical A/?p//'cr\‘f/'or\

¢ Know your style.

¢ Observe and recognize the

other person’s style.

¢ Make adjustments.
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Know Y our S‘&//e

* Each person has a primary style

* A person’s value system effects their style.
* Each individual is unique!

* Many things impact our behavior and values

» Completing the Relationship Orientation
Questionnaire provides and initial snapshot
of your style
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Observe and Recoyh/'ze
the Other Person's S'h//e

* Training and skill in communication is
foundational.

* Become very familiar with the model.
* Listen and observe current behavior.

* Cluster the many signals and recognize
styles.

* People can be more than one orientation.
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Make Ad/'msfmehfs.’

* This is a powerful model.

* The model fosters adjustments versus
“manipulation”.

* Flexibility is the key!
* This honors OTHERS.

* Relationship skills are vital.
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High Emotion/Sensitivity

19

WORKSHOPS

There is a ftip chart or lmd in each corner of
the room - ohe for each of the four styles.
Each person go to the corher that best
describes them (based own the guestionnaire
and the definitions of the four skyles). Do the
following workshops and have each grou
report to the entire team. Let’s have some

Lively discussion and fun!

21 List the strengths and weaknesses of your style.
Report and compare.

2\ List some strategies to sell or work with the style
diametrically opposite of you. Report and discuss.
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It's all about Relationships!

Presented by: Don Buttrey
Sales Professional Training Inc.

You can contact Don Buttrey directly
call 937-427-1717
email:

fessi

donbuttrey @sal

www.salesprofessionaltraining.com

.Com

web:

21



