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This program is about 

how to communicate 

more effectively 



Third day and approaching 
the conclusion of your 

“reunion”!



Purpose

• Establish a connection.

• Build relationships.

• Diffuse conflict.

• Get what you want.



How do we get those results?

Understanding Interpersonal 
Neurobiology and affective 

neuroscience



Neural pathway



“Plasticity”

• The brain remakes and revises itself all the time –
it is truly “plastic”. You can make fundamental 
changes in how your brain operates 

• Aimee Lee Ball “Women and the Negativity 
Factor”



We can rewire the 
circuitry of our brains –

today!



Who’s here?
• Senior level leaders from engineering consultant 

firms (CEO, COO, Sr., VP), whose firms “provide 
geotechnical, geologic, environmental, 
construction-materials engineering and testing, 
and related civil-engineering and earth-science 
services.”

• 201 member firms in US, including Hawaii and 
Alaska, Canada, vendor sponsors from UK 

• Affiliated practitioners



Communicating with:

• Employees

• Clients

• Friends and family



Goals

• Communicate more effectively with employees, clients, friends 
and family

• Offer communication tools to improve engagement and 
retention of employees and clients

• Present communication tips for optimal leading of both teams 
and individuals

• Leave feeling inspired, motivated, and empowered to 
communicate more effectively

• Provide useful material, in an engaging way and offer tools to 
implement immediately – even at lunch today!



Interaction

• Since the conference gives you the 
opportunity to collaborate on common 
challenges

• Asking you for examples on each word

• Co-create talk together



The Second City



“The emotional region of the 

brain that is activated when 

we experience rejection is, in 

fact, the same region that 

registers emotional responses 

to physical pain.

From: “Loneliness” by John T. Cacioppo & 

William Patrick



Say the same things 

in a different way



PSE - Pictorial Superiority Effect

If information is presented orally, people 
remember about 10%, tested 72 hours after 
exposure. That figure goes up to 65% if you 

add a picture.”

From “Brain Rules” by John Medina



In our communication, we 
want people to feel…







“I’ve learned that people will forget 
what you said, people will forget 

what you did, but people will 
never forget how you made them 

feel.”

- Maya Angelou



“…their frequency of success is dazzling. The secret 
of their effectiveness lies in the way they structure 
their requests….To do this may take no more than 
one correctly chosen word that engages a strong 

psychological principle and sets an automatic 
behavior tape rolling within us.”

From: “Weapons of Influence” by Robert Cialdini, PhD



“Ask Disneyworld workers: ‘What time 
does the park close?’ They’re 
supposed to reply “The park is open
until 8pm.’”

• From “The Last Lecture” by Randy Pausch



Simple examples

• “Hey you guys…” (e.g at the beginning of a 
meeting)

• More effective solution?



Simple examples

• “When the engineer gets to the site, ask him
about…”

• More effective solution?



Square root watch – “say it differently” 



I don’t have time to…

-example



1890 French dressing, tomato + oil + spices



You’re important and…



Try
-example



My attempt at chocolate chip cookies



Yoda, The Empire Strikes Back



Do or do not do



Why

-example



African elephant, Botswana





What, How



I should, you should

-example



Could



Talk in a convicted sense: “I recommend” or 
“we strongly suggest” or "my advice is that 
you” or “based on my experience”, this 
declarative method raises others’ estimation of 
you as you earn trust.

(From "Survival of the Savvy” by Rick Brandon PhD and Marty 
Seldman PhD)



You don’t understand

-example



Let me do a better job of explaining



You disagree with someone
-example





Anchorage airport menu



Ask:

“What are your 
reasons for that?”



Spend money



Invest



Do you have any 
questions?

-example



Churchill, Manitoba, Canada, 11/09



Costa Rica plane dashboard, 2003



Cordova, AK grocery store



What questions do you 
have?



If you want to know something, ASK

A young boy walks into a drugstore and asks to use the phone. He 
dialed a number and then said “Hello, Dr. Anderson? Do you want to 
hire a boy to cut the grass and run errands for you?” “Oh, you 
already have someone who does that? Are you completely satisfied 
with his work? Ok then. Goodbye.” As the boy thanked the 
phramacist, the pharmacist said, “Just a minute, son. If you are 
looking for work I could use a boy like you.” “Thank you, sir, but I 
have a job.” “But didn’t I just hear you trying to get a job with Dr. 
Anderson?” “No, sir. I’m the boy who is working for Dr. Anderson. I 
was just checking up on myself.”

“The 5 Love Languages” by Gary Chapman



Assume someone is 
ready to listen



Ask: 

“Did I catch you at a 
bad time?”



Instead of 

“I know!” 

change to 

“You’re right!”



The words silent and listen 
have the same letters



“No matter how large or small, 
easy or difficult, each choice that 
we make, individually or 
collectively, alters the direction of 
our lives.”

(From "The Right Questions" by Debbie Ford)




