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Sarah

Quick thought —what do you think of this
idea for the deliverable?

John

How would this fit in? doesn’t seem like
you thought this through..

8:00 P.M.
Sarah

New subject title from “Quick thought” to
“Deliverable Changes” — lengthy email

10:35 P.M.

John
... Some more questions.

10:45 P.M.

Sarah

| have a great idea!

John

| don’t understand what she means
by this, | need more context...

Sarah

Replies with a structured email —
200 words, 6 bullet points, bold
and underlined headings.

John

This is pretty great.



The

day...



Sarah

Sarah
Can we chat about this before our team 11
meeting tomorrow?
6:00 A.M.
John John
can you send your thoughts in writing? | would love to better understand this.

6:10 A.M.

A 15 mmute exchange took
5 hours oftime, stress, and fear
< over a 12 hour period.
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collaboration In
teams Is virtual



CORRECTION!!

collaboration In
teams iIs virtual




* \WWe misunderstand

We need quicKly

» Speak freely

» Argue more

- Walk away faster




Intelligence

The capability to unlock new and unrealized
value by maximizing the power
of networks and relationships
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Sarah

Didn’t you handle a similar case last
year? | remember hearing about this...

4:00 P.M.
John

| sure did! Let me get you the case

' number, save you some time...
\ 4:03 P.M.
=
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Common Challenges

| don’t have visibility into what other
teams are working on so duplicative
work happens.

We don’t have the same
priorities across teams.

Team workload and schedule availability
make it difficult to collaborate.

It's hard to identify the right subject
matter expert across teams.

We don’t have clear goals and
accountability for how we could work
together collaboratively.

People are too afraid to have a
conversation without additional
participants so we delay.



4 Principles of
Connectional Intelligence
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VALUE COMMUNICATE COLLABORATE TRUST TOTALLY
VISIBLY CAREFULLY CONFIDENTLY




VALUE VISIBLY

“Sorry, | need to reschedule”
sent 5 minutes before your scheduled start time

“I'm double booked”

sent an hour before start time

(11 N

a no-show with no notice at all

‘I don’t know why we’re even meeting.”
only after you sent the agenda a week before



Watch the clock
Acknowledge individual differences

Practice radical recognition



COMMUNICATE
CAREFULLY

do you want to speak Wednesday or

Thursday?

yes



Think before you type
Deliver with maniacal clarity

Choose the right channel



COLLABORATE CONFIDENTLY

| need this by
tomorrow
morning.

| need this report
by the end of the
week.

I'll get back to
you soon.

(but I’'ll ask you
to rework it for
the next two
months)

(even though I’'m
sending this
request at 10pm)

(or in 2 weeks,
with half an
answer)



Inform the right people at the right time
Prioritize and stay on track

Pay attention to detalls




TRUST TOTALLY

Does the silence
on the phone call
have something

to do with me?

Will they
interpret this in
the wrong way?

Am | making
sense in this
email?




Give the benefit of the doubt
Create virtual water cooler moments

Show vulnerabilities



practical



https://ericadhawan.com/dbl



https://ericadhawan.com/dbl-toolkit

Guiding Questions

*Do we feel our time is respected?
.. ‘Do we feel like our best work is acknowledged and celebrated?
Value Visibly Do we feel comfortable voicing concerns?

‘Do we feel there is a common understanding of priorities and next steps?
. ‘Do we have a clear understanding of which channels to use and when?
Communicate Carefully |.p, we have clear language and word choice to foster understanding?

*Do all the appropriate stakeholders feel identified and aligned?

) ‘Do we feel that the correct people are informed--and are they cascading
Collaborate Confidently |{he messages appropriately?

‘Do we feel there is consistency in communications across teams?

‘Do we give eachother the benefit of the doubt when facing uncertainty?
*Do we show vulnerability?
Trust Totally Do we create moments for informal social connections?




What is one action you can take to:

Value Visibly

Communicate Carefully

Collaborate Confidently
Trust Totally



Topics
Working Together in the New Normal

Inclusion and Belonging in the Digital
Age

Creating Resilience and Avoiding
Burnout

Retain and Engage High Performers

Selling and Marketing in a Recession




Pre-order now on Amazon!




Resources

 Reach out at erica@cotentialgroup.com

* Get a FREE checklist on my website:
ericadhawan.com/dbl
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Leadership

with Erica Dhawan



mailto:erica@cotentialgroup.com

How will you unleash Connectional Intelligence
for all those counting on your wisdom,
creativity and heart?
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Erica Dhawan

ericadhawan.com
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Preparing for the Next Recession Now

us. ic history ks p d by I The 2008-2009 recesslon

was the United States” worst oconnml: downturn since the 1930s and Is now
remembered as “the Great lonal firms
avolded major loss of profit; a few even thrived But Ihose that were mt prepared -
those that simply hoped for the best - experi ly neg:

Mo one knows when the next recession will arrive, but most

economists agree that anather recession Is certain. Most also ::;::.h::xporh':;d
agree that we're closer to the next recesslon than the last one. extremely negative Impacts.

‘What does that mean for geoprofessionals?

H.lmry suggests that a recession affects the general econamy by six to twelve months before the

industry is affected. A dingly, If history repeats - as it often does —
consulting-engineering-firm leaders would have little excuse for not seslng a recession on the way and
falling to take appropriate, proactive measures.

Are you preparing to prepare, or just hoping for the best?
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Background
The Client
/A canstructor-in-chargs
[tormetly, “gencral contractor

The naw hospitz| buildirg was the key sle-
ment of a high arofile, $200 millen” project.
Compr singnealy tiee-quartersota million
The Project square fest it wzud be 8 seven-siory, stuc-
& new hrsprtel tal-sterl boilding wih A paitial hasems

suppoted by crilled plecs. Qther
companents included
dacks, 2ne concrete NI2o- €labe. IMzorantly,
harge faced significart
16 eam plete it werk by

Assignment of the
GBA-Mamber Firm
Sample a7d test a bagzed,
FIGF-SRF Ak [Expansiva) grout

itde grout weas a non-

ceoprrorFessioNnaL  CASE NUVRFR
BGEF. G vistory| 101

-~ PROIEGIMANAGEMENN

the grout used for B5 calumns: Orly ona set
of cubes achieved the szecifled strangth.
Concerned about the possibility of an error,
tre preject manager decided te validate its

Only cne set of cubes achleved the
specified strength.

samplingltesting precedures. In so coing,
ha lzarned that the firm faied 1o comply
with ASTM CTIO7and the menfaciurers
recemmandations, because:
= instead of Lsing metal molds, the firm used
plastic molds whose walls exed, creating
uneven cubte surfeces that changed the
rrnss-ssctionzl test-area @nd, prssiby,
caused unewen oading, and
stic molos were not inter ded 1o ir-
cluze a cover plate “or eac mold, prob-
ably rasulting in a test epacimen that was
- uet 25 placed

arager spoke
roinr of engl-
mar ufactarer’s

| esing procedures
| recd strength. They

PREFPARE FOR THE HEXT RECESSION HOW
Be ready for the next recesslon by preparing now, while you still have the lnomry of ime. Consider im-
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plementing some of the followlng measures.

Create or Update Your Strategic Plan

If you already have a strateglc plan in place, when was the last time you reviewed, challenged, and
updated 1t? Now Is the time to: analyze the plan, ensure the conditions you consldered when you
established or last updated it still apply, Integrate new ideas linked to present conditions and possible
future conditions, and prepare your financials snd your culinre for any needed changes.

Ask yourself If your market mix is viable in a declining/ Ask yourself if your market
recesslonary economy. If you are not appropriately diversified milx isviablein a declining/
In markets, services, and geography, begin making the needed recesslonary economy.

John Philip Bechees

Codusbuend by
Geoprofessonal Business Association
Terta Insurance Compeany

e ranuracture
tions; e, use 2
procecu-es laid oL
and ASTM CHOT.

The Memb=r Firm®s constr action
engineering and testing |CoMET) fie
resamatives samplad the product stthe re-
quired frequency 2n =aet cubee. Tha Mem-

-ih, Based on this inpLt
- engineers concluded
epresentatives cast the
1= puropen y — sing metal cubie
with a metal cover plete — testing
probably wou d have shown thal their cam-
pressive £egin MEt £t exceesed spacir-

ber Firm's oreject monager was surpised  cations. But how could thay prove it?

by the results of their initial 28-day test on

the first 11 sets of cubes O cubes per set The Member [im immediately stopped us-
33 cubes total), ‘epresenting the strength of ing the plastic molds end clarified propsr

‘ GEOPROFESSIONAL
BUSINESS
M¥ WA ASSOCIATION

1 PAGE

FAGE1

2020 SPRING EDUCATION SERIES 36

GEOPROFESSIONAL
BUSINESS
¥ WA ASSOCIATION



http://www.geoprofessional.org/resources/

Future GBA Conferences

GBA SPRING CONF:ERENCE FAPRIL 22-25, 2071 GBA FALL CONFERENCE / OCTOBER 21-23, 2021

HENDERSON, NV

MARRIOTT MARQUIS / SAN DIEGO MARINA

Learn more at www.geoprofessional.org
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