Part 5: Flexing to communicate with people having opposite styles.

FLEXING YOUR STYLE ... =

to better communicate with “opposite” styles

Objectives: Participants will:

1)

2)

E Flexing to communicate better with people having opposite styles.

understand it is their responsibility to flex their

style to work better with others.

learn behavioral examples of how they can per-

sonally flex their style to better communicate

with opposite styles. e U = S,

UNSTRUCTURED:

so what!

The goal is to temporarily
change your style style to
communicate differently
vith various people.

(Slide 26)

Flexing to Communicate Better
with Opposite Styles
Misun derstandings
and Gonflcts may afiso
‘notover sfafis said,
but fusis said.

‘Hexto comm unicate with others in themanner
theyare most receptiveto.

(Slide 27)

Training Suggestions:

This is perhaps the most important section in the INSIGHT program. It answers the “So

What?” question.

Most personality style programs seriously overlook this area. It is mistakenly assumed that
if individuals learn more about their personalities, they will automatically flex their styles in
appropriate situations. Not so! Some people will even take the opposite approach, “Now that

the others know my style, theyll know how to adjust to me!”

Flexing

Flexing your style means to temporarily change your preferred style to the most comfortable

style for the other person with whom you are communicating,.

Why Flex?

Psychology research has demonstrated that people attribute positive characteristics to others
who seem similar. Differences are initially perceived as obstacles to overcome in communica-
tion and, early in the relationship, negative characteristics are often attributed to the oppo-

site personality style.

Therefore, it is important to develop skill at flexing your’s style to move (at least temporarily)

in the direction of the other person when communicating with an opposite style.
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TRAINING GUIDE
INSIGHT INVENTORY Style Flexing

Teaching Note:

As you instruct, keep in mind that the first table on flexing deals with communicating with
“opposite” styles in contrast to the table on the following page which focuses on communi-

cating with the “similar” styles. Point this out as you begin so participants will understand

that communication problems can occur between people with similar styles as well as with

Identify how Kenna's and Drew’s
opposite traits might help them

communicte or migh g I he vy people who have opposite styles.

Most people want to develop skills at changing and flexing their styles but sometimes don’t

know where to start. The answer is simple. Start with simple behavior. To develop skill at

(Slide 28) flexing, start making small changes in behavior. The guidelines in the participant's booklet
provide lists of specific behaviors and flexing strategies for each trait preference to use when

communicating with the opposite extreme.

Examples:

An INDIRECT person should try to come across more assured and forceful when
communicating with a DIRECT who already naturally displays strong opinions and a more

controlling personality.

On the other hand, the DIRECT person should soften his/her bluntness and power when
dealing with an INDIRECT and use more tact and diplomacy which is the preferred style of
the INDIRECT.

o Activity
Group Activity

Identifying behaviors to use to be more effective with opposite types.

Have participants work alone and take 5-10 minutes and go through the flexing guidelines
and place a check mark by the behaviors that they would like to develop more skill practicing

when dealing with somewhone having an opposite style. Ask them to be selective and pick

the behaviors that they most want to work on. Next, have participants share their flexing

Video/DVD

goals, why flexing is difficult to do, and what they see as the positive payoffs.

Video/DVD
The video provides a vignette of an individual communicating with her supervisor and being
ineffective. A second version of this same scene shows her flexing her style and communicat-

ing more effectively.
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Supplementary Speaking Notes . . .Style Flexing i

points of
change

change the
system

change the
other person

change
yourself

The following information can also be used to introduce the concept of flexing.

Consider opening the section on style flexing by identifying 3 points of change. When problems

and conflicts occur between people, the following three options are available:

The conflict can be resolved by changing either:

a) the system
b) the other person
¢ yourself

1. Changing the system is one way to end conflict. For example:

o Ifyou didn’t have to review your budger with the finance committee, you wouldn’t have
to deal with My. Jones.

o If the company would do things differently, you wouldn’t have all these problems with
customers.

o If you werent on this team, you wouldn’t have to work alongside Cara Brinks, etc.

Ask participants if they have ever tried to change a system. Usually the bigger or
older the system, the harder it is to change. In addition, the lower you are in the
system hierarchy, the more difficult it is to change it. Systems can be changed, and
they often need to be, but change of a system is usually slow and ultimately this is

the point where you have the least amount of control.

2. Ask participants, “How easy it is to change another person?”
o If'I could only get her to be more patient ...
o If he would only make decisions more quickly ...
 If I could get ber to plan ahead and organize better ...

Again, it is very difficult to change another person. (You can elicit some laughter
by asking the group “How many of you have made a second career out of trying to
change your spouse?”) Change can be accomplished, but again it takes time and a

lot of effort - and the other person must be open to being changed!

3. Changing yourself. The only person you have 100% control over is yourself. Ask
participants “Even with 100% control, is it easy to change yourself2” “Ever try to
go on a diet?” “Ever try to start a new exercise program?” It's a challenge to change
oneself. However, it can be done, and it is something that is under your complete

control.
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Supplementary Speaking Notes . . .Style Flexing

A key point to teach regarding style flexing is that people can change their com-
munication patterns, increase their influence skills, and decrease conflicts by flexing

their style. This means changing themselves!

Discussion Activiy

G Activit
roup ACVY Ask participants to identify specific examples from their own work (or personal)

experiences where they flexed their style to deal with another person.

Good examples can come from dealing with:

past bosses or co-workers
customers

family members

sales representatives

mechanics, doctors, home repair contractors, etc.

collect some
good examples Participants can share these examples in small groups or you can ask for volunteers when

presenting to a large audience.
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